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Whether	you	are	a	seasoned	agent	or	fresh	out	of	school,	you	
have	 probably	 heard	 your	 fair	 share	 of	 real	 estate	 horror	
stories.	After	20-plus	years	 in	the	business,	 I	know	I	have	

had	my	fair	share.	It	is	not	uncommon	in	open-forum	meetings	or	coun-
cils	 for	agents	and	brokers	to	swap	stories	and	compare	notes,	hope-
fully	learning	from	one	another.
	 The	scary	stories	include	nightmare	transactions,	creepy	houses,	
unnerving	clients	or	alarming	co-broker	or	vendor	experiences.	Some	
personal	examples	for	me	include:	finding	out	the	week	of	closing	that	a	
buyer	on	my	short	sale	listing	with	whom	we	had	worked	three	months	
to	get	approved	had	taken	a	100-point	drop	on	his	credit	score;	realiz-
ing	one	of	my	very	experienced	agents	made	an	error	that	will	end	up	
costing	her	money;	and	getting	a	call	from	a	buyer	who	just	closed	on	
a	flipped	property	that	had	water	leaking	from	the	ceiling	in	the	den,	
and	the	bathtub	coating	used	to	refinish	the	tub	had	completely	peeled	
off	in	strips	as	soon	as	they	started	using	it.

	 I	would	like	to	say	the	scary	parts	are	rare,	but	when	dealing	with	such	a	large	pur-
chase	with	so	many	moving	parts	and	so	many	people	involved	in	it	there	are	lots	of	places	
things	can	go	awry.	
	 I	am	known	in	my	office	for	saying,	“As	scary	as	these	stories	are,	and	as	challenging	
as	some	problems	can	be,	they	are	our	job	security.	Working	through	and	finding	the	solu-
tions	to	 these	things	 is	where	we	provide	the	most	value	and	where	clients	need	us	the	
most.”	Here	are	the	things	that	come	to	my	mind	to	help	you	minimize	or	best	handle	the	
scary	situations	that	arise:
 Always be safe when meeting prospective clients or showing property. Trust	
your	gut,	and	take	proper	precautions	to	ensure	you	know	who	you	are	meeting	and	that	
they	are	who	they	say	they	are.	Always	make	sure	someone	from	your	office	or	family	know	
where	you	are	and	who	you	are	meeting.	
 Read, learn and understand your listing, sales and lease contracts and all ad-
dendums and forms.	I	would	say	that,	as	a	broker,	more	than	half	of	the	issues	we	see	
could	be	resolved	if	the	parties	had	a	better	grasp	on	what	the	contract	said	or	meant.	
 Utilize your brokers and managers, and make sure you are communicating 
with them early and often when you are unsure or uneasy about a situation. I 
know	as	a	broker	I	would	much	rather	proactively	advise	you	on	what	to	do	rather	than	to	
reactively	fix	a	problem	that	could	have	been	prevented	or	minimized.	Good	brokers	are	
always	attending	trainings,	reading	articles,	staying	knowledgeable,	and	are	on	standby	
to	help	you	stay	out	of	trouble	and	ensure	the	client	gets	the	best	service	possible.
	 Communicate with all parties in the transaction, and be a professional.	This	is	
also	a	big	one	that	seems	to	cause	a	lot	of	frustration	in	our	business.	At	the	end	of	the	day	
we	all	have	common	goals,	regardless	of	which	side	we	are	on.	Working	together	profes-
sionally	and	keeping	all	parties	informed	of	progress	and	problems	as	they	arise	will	help	
to	prevent	a	lot	of	the	frustration	and	scary	situations.	
	 I	encourage	you	not	to	live	in	fear	of	scary	situations.	Just	control	what	you	can	pro-
actively	and,	when	they	do	arise,	do	not	run	and	hide.	Stay	calm	and	get	help.	Remember,	
we	are	always	learning	and	growing,	and	these	situations	make	us	better.	⌂
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Katie Burke, MRP

Vice-Chair, Resale 

Council

Fall	is	the	time	for	preparing	your	home	for	win-
ter	and	environmental	changes.	As	I’m	writing	
this	most	folks	are	actually	preparing	for	good	

ole’	Hurricane	Dorian.	
	 Ensuring	your	clients	know	the	right	things	to	fo-
cus	on	when	fall	comes	around	is	important.	A	lot	of	our	
clients	are	first-time	home	buyers,	and	they	have	
no	clue	what	to	worry	about	and	not	worry	
about.	
	 How	do	 you	help	 them	decide	
which	 items	 to	 focus	 on	 and	
which	items	to	put	aside?	I	gen-
erally	 send	out	a	mass	 email	
letting	my	clients	know	that	
“fall	is	here,”	and	so	are	the	
storms,	 falling	 leaves,	flood-
ing	 waters	 and	 holidays,	
and	that	all	of	the	above	are	
reasons	to	prep	your	home	for	
what’s	coming	our	way.	
	 Fire	 safety	 and	 alarms	 are	
so	 very	 important	 in	 all	 indoor	
spaces.	Ensure	you	have	checked	your	
fire	 alarms	 and	 they	 are	 properly	 work-
ing.	 Change	 the	 batteries	 in	 your	 smoke	 alarms,	
too.	Candles	are	a	great	way	to	give	a	room	that	warm	
glow,	but	they	can	also	cause	fires.	
	 According	to	the	National	Candle	Association,	al-
most	10,000	home	fires	start	with	improper	candle	use.	
Never	leave	candles	burning	if	you	go	out	or	go	to	sleep,	
and	keep	your	candles	away	from	pets	and	kids.
	 Fire	extinguishers	are	important	in	every	home	on	
every	level.	Keep	one	on	each	level	to	ensure	no	one	has	
to	go	up	or	down	stairs,	taking	more	time	to	fetch	the	
extinguisher.	When	using	a	fire	extinguisher	I	remem-
ber	something	taught	to	me	years	ago,	the	word	PASS:	
 P: Pull	the	pin.	Hold	extinguisher	with	the	nozzle	
pointing	away	from	you	and	release	the	locking	mecha-
nism.
 A:	Aim	low.	Point	the	extinguisher	at	the	base	of	
the	fire.
 S.	Squeeze	the	lever	slowly	and	evenly.
 S:	Sweep	the	extinguisher	from	side	to	side.
	 Space	heaters	are	prone	to	fires,	and	ensuring	they	
are	 properly	working	and	kept	 away	 from	other	 sur-
faces	is	important.	Make	sure	they	are	surrounded	by	

at	least	3	feet	of	empty	space.	Never	place	clothing	or	
anything	on	the	space	heater	to	dry	it.	Turn	all	space	
heaters	off	before	going	to	bed.	
	 The	fireplace	in	your	home	is	likely	something	you	
are	looking	forward	to	use	when	the	time	is	right.	Get	
your	 chimney	 inspected	 each	year	 to	make	 sure	 it	 is	

safe	to	use.	Hire	a	chimney	sweep	to	clean	out	your	
chimney	every	fall.	Have	them	repair	any	

cracks	in	your	fireplace.	Use	fireplace	
screens	to	keep	sparks	and	fire	de-
bris	 inside	 the	fireplace	and	not	
on	 your	 den	 floor.	 And	 never	
leave	the	fire	unattended!	
	Make	 sure	 that	 combusti-
ble	materials	 are	 not	 stored	
within	 3	 feet	 of	 your	 fire-
place.	 For	 natural	 gas	 fire-
places,	 get	 all	 connections	
and	lines	inspected	before	use	
each	 season.	 Also	 remember	

that	 outdoor	 fireplaces,	 as	 well	
as	firepits,	can	be	just	as	dangerous	

as	indoor	units,	and	please	observe	all	
safety	precautions	when	using	them.	Don’t	

ever	use	gasoline	to	start	a	fire	in	the	fireplace.	
	 Please	 reconsider	 leaf	 burning.	 According	 to	 the	
Environmental	 Protection	 Agency,	 burning	 leaves	
produces	 dangerous	 and	 cancer-causing	 chemicals.	
For	 this	 reason,	 homeowners	 should	 avoid	 disposing	
of	leaves	this	way.	If	you	decide	to	burn	leaves,	wear	
a	protective	mask.	Burning	 leaves	should	only	be	at-
tempted	far	away	from	a	house	or	other	structures	on	a	
homeowner's	property.	Always	check	the	weather	fore-
cast	before	starting	to	burn	leaves.	This	activity	should	
not	be	attempted	in	windy	conditions.
	 Let’s	help	to	keep	our	clients	fire	safe!	Be	proactive	
and	get	everyone	on	the	same	page	so	we	can	help	them	
live	a	long	and	happy	life	in	that	beautiful	new	home!	
Don’t	 forget	 to	 talk	with	all	 family	members	about	a	
fire	escape	plan,	and	practice	the	plan	twice	a	year.	If	
a	fire	occurs	in	your	home,	get	out,	stay	out	and	call	for	
help.	Never	go	back	inside	the	home.	
	 I	hope	everyone	stays	safe	this	fall	and	enjoys	the	
weather	and	the	holidays.	⌂

If you 
decide to 

burn leaves, 
wear a 

protective 
mask. 

Fall and fire safety
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

Chairman beats the heat to deliver Tides ceremonial first pitch

The	summer	swelter	couldn’t	keep	HRRA	members	from	packing	Harbor	Park	on	August	19.	HRRA	2019	Chairman	of	the	Board	Kim-
berly	Plourde	took	the	mound	to	throw	the	ceremonial	first	pitch	as	hundreds	of	HRRA	REALTORS®,	Affiliates	and	family	looked	on.	
REALTOR®	Night	on	the	Field	was	presented	by	HRRA’s	Young	Professionals	Network	(YPN),	whose	membership	is	made	up	of	active,	
career-minded	real	estate	professionals	who	want	to	serve	the	community,	educate	themselves	on	the	 latest	technology	and	industry	
practices,	and	network	with	fellow	REALTORS®.	The	group’s	next	fun	activity	will	be	the	YPN	Networking	Event	&	Charity	Hermit	Crab	
Race	on	October	23	at	Big	Ugly	Brewing	in	Chesapeake	and	will	benefit	the	Boys	&	Girls	Clubs	of	Southeast	Virginia.	Learn	more	about	
YPN	and	its	networking	and	education	opportunities	at	HRRA.com.	– Victoria Hecht, HRRA Communications and PR Specialist

http://HRRA.com
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Victoria Hecht

Communications and 

PR Specialist

Cindy	Hawks	White,	CRB,	CRS,	GRI,	principal	
broker	with	Keller	Williams	Realty	in	Virgin-
ia	Beach	and	chairman-elect	of	 the	Hampton	

Roads	 REALTORS®	 Association	 (HHRA),	 continued	
preparations	for	her	2020	term	as	HRRA	chairman	of	
the	 board	 during	 the	National	 Association	 of	 REAL-
TORS®’	(NAR)	recent	Leadership	Summit	in	Chicago.	
	 The	 summit,	 held	 August	 11-13	 during	 NAR’s	
Leadership	 Week,	 brought	 together	 about	 1,500	 
REALTORS®	 association	 presidents-	 and	 chairs-elect	
and	 staff	 executives	 from	 across	 the	 country	 to	 net-
work,	explore	trending	industry	topics	and	leadership	
challenges,	 and	 strategize	 their	 upcoming	 terms.	 In	
attendance	with	Hawks	White	was	Mike	Reitelbach,	
RCE,	CAE,	HRRA’s	executive	vice	president.	
	 “The	2020	NAR	Leadership	Summit	provided	me	
great	 oversight	 on	 today’s	 leadership	 challenges	 and	
industry	topics,	an	economic	market	briefing	and	an	ar-
ray	of	speakers	that	were	inspirational	and	entertain-
ing,”	Hawks	White	said.	
	 Summit	highlights	included	keynote	presentations	
from	NAR	leaders	and	nationally	known	speakers,	in-
cluding	 New	 York	 Times	 bestselling	 author	 Janine	
Driver,	 entrepreneur/author	 Jesse	 Itzler,	 NAR	 CEO	
Bob	Goldberg	 and	NAR	2020	President	Vince	Malta,	
who	shared	his	priorities	for	the	upcoming	year.	
	 Attendees	also	participated	in	a	leadership	work-

shop	led	by	Second	City	Improv	and	took	part	in	team-
building	 activities.	 They	 heard	 an	 economic	 update	
from	 NAR	 Chief	 Economist	 Lawrence	 Yun,	 and	 re-
ceived	legislative,	communications	and	legal	updates.	
Attendees	also	toured	the	Windy	City	and	enjoyed	net-
working	opportunities.	Additionally,	Hawks	White	at-
tended	 a	 dinner	hosted	 by	 the	Virginia	REALTORS® 
for	the	state’s	contingent,	further	ensuring	that	all	lo-
cal	associations	in	Virginia	build	a	strong	network.	
	 A	 graduate	 of	 Virginia	 REALTORS®’	 Virginia	
Leadership	Academy,	Hawks	White	has	been	a	HRRA	
member	 since	 1995.	 In	 addition	 to	 serving	 as	 2019	
chairman-elect	 of	 the	 4,500-member	HRRA,	 she	 is	 a	
2019	REALTORS®	Political	Action	Committee	Trustee	
for	Virginia	REALTORS®	 and	 serves	 on	 the	Virginia	
Beach	Wetlands	Board.	From	2015	to	2018	she	served	
on	the	Virginia	REALTORS®	Board	of	Directors.
	 Currently,	 Hawks	White	 also	 serves	 on	 the	 Vir-
ginia	 REALTORS®	 Public	 Policy	 Committee	 and	 the	
NAR	Professional	Standards	Committee.	She	has	been	
honored	during	HRRA’s	Circle	of	Excellencesm	Awards,	
which	 recognizes	 the	 association’s	 top-producing	 
REALTORS®	 in	myriad	categories,	since	1997.	She	is	
the	2013	recipient	of	the	HRRA	Chairman’s	Award	and	
has	 led	many	additional	HRRA	councils	and	commit-
tees.		⌂

HRRA’s chairman-elect 
strategizes 2020 leadership year



Hampton Roads REALTOR® • October 2019    7 

Affiliate Spotlight: Waterside Financial
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Waterside	Financial	Group,	LLC;	 questionnaire	 completed	 by	Tom	Raddatz,	
RICP®,	LACP,	Principal
 
Territory:	Primarily	Virginia,	North	Carolina,	Maryland,	but	licensed	in	over	20	states

Company details: www.watersidefinancialgroup.com;	 Tom@WatersideFG.com, Stuart@
WatersideFG.com and Paul@WatersideFG.com;	757-628-1810	

Year company established: Have	been	a	New	York	Life	agent	since	January	1994	and	co-
founded	Waterside	Financial	Group	with	Stuart	Birkel	in	March	2010.	I	have	been	proudly	
serving	clients	for	over	25	years.

Company specialties: Holistic	Planning	Model:	goal	setting,	risk	management,	tax	strate-
gies,	wealth	management,	retirement	and	insurance	planning

HRRA Affiliate member since: 2019

Why we joined HRRA:	Found	that	we	were	doing	an	incredible	amount	of	speaking	and	
planning	events	already	with	many	successful	REALTORS®.

Why we got into this business: We	help	educate	individuals	and	business	owners	create	
balance,	maximize	their	wealth,	enjoy	it	now	and	protect	their	future.

Why we love doing what we do:	Our	personal	satisfaction	is	very	high	when	assisting	a	
client	to	secure	their	dreams.	We	believe	the	secret	to	life	is	serving	other	people!

Our favorite satisfied-customer story:	I	recently	met	with	a	client	for	an	initial	consultation.	After	examining	his	financial	state-
ments,	I	identified	a	problem.	If	left	uncorrected,	the	client	would	have	had	to	pay	taxes	twice	on	the	same	account.	I	walked	the	client	
through	the	steps	to	take	so	the	issue	was	resolved;	the	client	avoided	the	problem	and	has	an	action	plan	for	how	to	grow	the	asset	to	
achieve	his	goals!

Our favorite HRRA event and why:	The	YPN	educational	workshop	in	January	was	a	high-energy	group	with	great	questions.

Most memorable HRRA moment:	Presenting	to	the	YPN	group	on	the	topic	of	tax-favored	investing!	It	was	great	to	be	in	front	of	a	
packed	house	talking	about	how	the	recent	tax	changes	will	affect	each	person.	

Best piece of advice to REALTORS®:	You’re	a	business	owner.	Don’t	forget	to	take	care	of	your	health	and	finances	along	the	way.	If	
you’re	not	learning	constantly,	someone	else	is	passing	you.

The one thing we want REALTORS® to know about our industry is:	Find	someone	who	is	involved	in	giving	back	to	the	industry	
and	who	makes	learning	more	every	day	a	priority.
 

HRRA Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members. 

http://www.watersidefinancialgroup.com
mailto:Tom@WatersideFG.com
mailto:Stuart@WatersideFG.com
mailto:Stuart@WatersideFG.com
mailto:Paul@WatersideFG.com


8     Hampton Roads REALTOR® • October 2019

Christopher Brown

Vice-Chair, 

Government Affairs 

Committee

Handle the 
situation or the 

situation will 
handle you.

It’s	never	fun	finding	out	that	the	police	chased	a	
suspect	through	your	property	or	being	reminded	
of	the	bug	scene	from	an	Indiana	Jones	movie	dur-

ing	a	move-out.	
	 As	property	managers,	we	 get	 to	 see	 some	 crazy	
things.	 Responding	 to	maintenance	 problems	 is	 only	
the	 start.	 As	 property	managers,	 we	must	 keep	
the	 properties	 in	 regulatory	 compliance,	
make	sure	money	is	accounted	for	and	
be	ground	zero	for	the	blame	game	
–	all	while	keeping	a	client’s	 in-
terest	at	heart.	
	 It	is	easy	to	see	why	prop-
erty management can be a 
burn-out	 profession.	 If	 not	
proactive,	things	can	quickly	
become	 overwhelming	 and	
costly	to	both	the	homeowner	
and	you.	
	 If	there	is	one	lesson	I	can	
bestow	upon	 you,	 it’s	 this:	Prior	
planning	 prevents	 poor perfor-
mance.	
	 When	 someone	 is	 prepared,	 they	 are	
naturally	more	confident	 in	their	performance,	 less	
stressed	and	able	to	adapt	to	changing	circumstances.	
Being	prepared	as	a	property	manager	is	the	difference	
between	handling	a	situation	and	having	the	situation	
handle	you.	
	 Here	are	a	few	nuggets	of	wisdom	that	have	done	
me	well.	
 Knowledge is power; learn your industry.	You	
can’t	be	prepared	without	the	basic	knowledge.	There	
are	many	governing	documents	that	we	are	expected	to	
be	 familiar	with	which	help	regulate	how	we	provide	
our	 services.	The	Virginia	Residential	Landlord	Ten-
ant	Act	(VRLTA),	Fair	Housing	Act	and	municipal	or-
dinances	are	just	a	few.	
	 Constantly	educate	yourself	on	real	estate	law,	lo-
cal	markets	and	how	the	systems	in	the	home	function.	
For	instance,	a	change	to	EPA	standards	could	deter-
mine	if	a	simple	refrigerant	leak	ends	up	becoming	a	
full-unit	 replacement.	 If	 homeowners	 are	 previously	
warned	to	start	setting	aside	funds	for	these	instances,	
a	lot	of	grief	could	be	prevented.	The	more	we	know,	the	
better	we	can	serve.	

 Make a plan and shoot holes in it.	Begin	with	
the	end	in	mind,	then	work	backwards	to	see	what	steps	
are	needed	to	achieve	the	intended	outcome.	Break	up	
the	lease	cycle	into	smaller	parts	–	application	process,	
lease	signing,	move-in	procedure	and	so	on	–	and	work	
out	the	steps	for	each	part.	

	 Once	all	 the	parts	 are	planned	 out,	 combine	
them	 together	 to	 create	 your	 plan	 of	 ac-

tion.	 After	 this,	 start	 shooting	 holes	
in	it.	Review	the	“what	if’s”:	What	
if	 the	 tenant	 doesn’t	 pay	 rent	
what	 if	 the	 owner	 forecloses?	
With	 each	 scenario,	 think	 of	
a	solution.	When	you	plan	for	
the	obvious,	you’ll	be	able	to	
tackle	the	special	cases	from	
left	field.	
 Prepare your documents; 

they are both sword and 
shield.	Have	a	solid	residential	

lease	agreement	that	touches	all	
bases	and	spell	out	what	is	expect-

ed	 from	tenants	 in	 supporting	adden-
dums.	 Create	 form	 letters	 for	 any	 signifi-

cant	event	that	could	happen	during	the	lease	cycle	
and	 understand	when	 it	 needs	 to	 be	 sent	 out.	Make	
each	generic	enough	so	it	can	be	reused	and	tweaked	
for	unique	situations.	
	 Have	the	document	refer	to	appropriate	sections	of	
the	residential	lease	agreement	or	the	VRLTA	to	give	
it	authority.	Make	each	form	auto	populate	from	your	
contact	database.	This	will	save	time	in	the	long	run.	
After	you	think	the	documents	are	bulletproof,	have	a	
real	estate	attorney	look	them	over.	Make	sure	these	
documents	work	for	you.	
 Create an organized filing system that is easy 
to navigate.	You	can	have	the	best	documents	known	
to	mankind	and	scribed	down	on	golden	 lease	parch-
ment,	but	what	good	is	it	if	the	one	with	the	tenant’s	
signature	can’t	be	 found?	 It’s	good	practice	 to	keep	a	
paper	 copy	 of	 the	 important	 items	 like	 the	manage-
ment	agreement,	residential	 lease	and	home	warran-
ties	into	a	hard	folder.	Everything	else	can	be	scanned	
into	the	cloud	and	accessed	wherever	the	internet	may	
be.	Have	a	system	for	naming	files.	

The 5 P’s for Property 
Management 

(continued on next page...)
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Nate Brown
NMLS #: 607858

757.692.1641

Mike Grunwald
NMLS #: 607860

757.761.8156

Misha Anthony
NMLS #: 448281

757.635.5929

Matt DesRoches
NMLS #: 659388

757.651.6288

Elliott Fitzgibbons
NMLS #: 1549597

757.705.0407

Kimberly Vap
NMLS #: 796166

757.544.8934

WE OPEN DOORS.

Advocacy topics that interest me: 
Flood	insurance	and	flood	zones,	education	for	
agents.

REALTOR® activities: 
Circle	of	Excellencesm	honoree	in	2016,	2017,	and	
2018.	

Community involvement: 
Supporter	of	Wounded	Warriors,	Sunshine	Kids,	
Toys	for	Tots,	Handbags	for	Homeless	Women;	12	
years	involved	in	Boys	Scouts	of	America	and	15	

years	in	Virginia	Beach	City	Public	Schools	PTA.

Why I give to HRRPAC: 
As	a	REALTOR®,	I	want	to	preserve	and	support	
of	our	industry	so	we	can	be	heard	as	one	large	
voice.

Why donating to HRRPAC is important: 
We	can	and	should	be	supportive	in	our	industry	
and	help	protect	homeownership.	

(Laura) Raquel 
Ricci, ABR, GRI, 
MRP, SRS, C2EX

Member since: 2013

HRRPAC 
contributor level: 
Fair Share

 HRRPAC Spotlight: Raquel Ricci

Want to learn more and become a HRRPAC contributor like Raquel?
Visit HRRA.com to get started.

	 Name	files	in	a	way	that	it	arranges	itself	in	the	folder	and	is	
easily	referenced.	Just	like	in	paper	folders,	electronic	files	can	get	
misplaced;	but	if	named	well,	a	simple	file	search	will	bring	it	right	
up	when	needed.	Organization	is	the	key.
 In property management, you can never be overly pre-
pared.	It	is	important	to	try	to	have	contingences	put	together	so	
that	you	are	proactive	instead	of	reactive.	
	 How	we	do	our	job	affects	the	quality	of	life	for	many	people.	
It	is	impossible	to	plan	for	everything,	but	the	act	of	planning	pre-
pares	us	to	address	the	unknown.	Always	learn	and	adapt	to	new	

experiences.	
	 Remember,	things	don’t	always	go	as	planned,	but	having	pro-
cedures	in	place	makes	it	easier	to	make	course	corrections	when	
necessary.	
	 With	 that	 being	 said,	 I	will	 leave	 you	with	 this	 quote	 from	
President	Dwight	D	Eisenhower:	“Plans	are	useless,	but	planning	
is	indispensable.”		⌂

(5 P's, continued from previous page)
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Being 
empathetic, 

but doing your 
job, can be a 

challenge. 

A tenant	 recently	 committed	 suicide	 in	 a	 prop-erty	that	I	manage.	As	a	property	manager	I 
	have	dealt	with	some	sad	and	even	inane	sce-

narios,	but	nothing	can	compare	to	the	trauma	of	deal-
ing	with	a	death	under	less-than-ideal	circumstances.	
	 Getting	that	phone	call	from	a	neighbor,	owner	or	
even	a	family	member	is	so	shocking	that	having	
a	plan	in	place	to	deal	with	it	was	the	only	
thing	that	pulled	me	through.	
	 My	 owner	 called	me	 and	 said	
the	 neighbor	 called	 them	 and	
said	they	saw	several	emergen-
cy	 vehicles	were	 at	 the	 prop-
erty.	It	was	late,	and	I	called	
and	texted	the	tenant.	
	 Since	my	calls	and	texts	
went	 without	 an	 answer,	 I	
decided	 I	 would	 try	 him	 at	
work	the	next	day.	I	assumed	
the	 tenant’s	 elderly	 parent,	
who	 visits	 them	 frequently,	 had	
a	medical	issue.
	 Never	assume.	Very	early	the	next	
morning,	 I	 received	 a	 call	 from	 a	 family	
member	 of	 the	 tenant.	They	 stated	 the	 tenant	had	
passed	away	but	did	not	mention	suicide.	The	family	
was	headed	to	the	home,	and	I	met	them	there.	
	 When	I	was	told	about	the	suicide,	my	heart	broke	
into	a	million	pieces.	This	tenant	had	a	nice	job,	seemed	
to	have	a	great	 life	and	most	definitely	had	a	 family	
who	loved	him	dearly.	
	 The	truly	sad	part	is	that	the	tenant	had	planned	
it	and	even	tried	to	minimize	the	property	damage.	He	
had	boxed	up	mostly	everything,	taped	the	carpets	and	
walls,	and	left	the	door	unlocked	for	the	police.	It	was	
so	unbelievable	that	someone	so	loved	by	their	family	
and	friends	felt	this	was	the	way	to	end	their	troubles.	
	 The	emotions	and	the	law	in	this	situation	are	two	
totally	different	thoughts.	Under	the	Virginia	Residen-
tial	Landlord	and	Tenant	Act	(VRLTA),	10	days	is	the	
allotted	time	to	remove	the	tenant’s	personal	property,	
depending	on	if	they	are	a	sole	tenant.	
	 The	key	to	saving	a	lot	of	time	and	confusion	is	to	
make	sure	you	ALWAYS	have	an	“emergency”	contact	
on	the	rental	application.	In	my	case,	the	tenant	was	
a	sole	tenant	who	listed	a	family	member	as	the	emer-

gency	contact.	With	the	family	not	living	in	the	imme-
diate	area	and	the	death	being	so	sudden,	we	came	to	
another	agreement	with	 the	owners	and	 the	 tenant’s	
family	that	10	days	was	not	enough	time	to	remove	the	
belongings,	have	a	funeral	and	have	time	to	grieve.
	 Although	there	was	very	little	damage	to	the	prop-

erty,	we	had	an	industrial	team	come	to	remediate	
the	property	as	needed.	

	 Another	thing	I	learned	(and	am	glad	
I	always	enforce)	is	making	sure	a	
tenant	 has	 insurance.	 The	 ten-
ant’s	renters	insurance	covered	
the	 damage	 and	 remediation	
of	 the	 home.	 The	 owner	 did	
not	 have	 to	 file	 a	 claim	 on	
their	landlord	policy.	
	As	 soon	 as	 the	 home	 was	
ready,	 my	 job	 was	 to	 find	 a	
new	tenant.	This	was	not	easy	
as	I	now	had	to	show	the	home.	

The	 owners	 and	 I	 were	 able	 to	
have	the	home	blessed	by	their	pas-

tor,	 and	 I	 knew	we	would	now	find	a	
good	tenant.

	 This	was	such	a	horrible	situation	that	many	prop-
erty	managers	may	endure.	I	hope	they	never	do.	Being	
empathetic	 to	 the	 family,	 but	 yet	 doing	 your	 job	 per	
the	law,	could	be	a	challenge.	Luckily	I	have	wonderful	
homeowners	who	sympathized	with	the	family	and	al-
lowed	them	to	grieve	and	us	to	do	our	job.	
	 Make	sure	your	applications	list	someone	who	isn’t	
going	to	be	living	in	the	home	as	their	“emergency”	con-
tact,	and	make	sure	that,	if	your	policy	and	procedures	
ask	 for	proof	of	 renters	 insurance,	 the	 tenant	always	
gets	it.	
	 Our	company	policy	is	that	the	tenants	must	add	
us	 as	 an	 additional	 interest.	 This	 way	 the	 property	
management	company	 is	always	notified	 if	 the	policy	
lapses.	Make	sure	you	have	a	procedure	to	put	an	in-
surance	 policy	 in	 place	 should	 the	 tenant	not	 pay	 or	
cancel	their	renter’s	policy.	
	 This	kind	of	situation	truly	makes	a	property	man-
ager	lose	sleep	at	night.	Be	sure	to	have	checklists	and	
procedures	for	various	situations.	As	we	enter	the	final	
quarter	of	2019,	think	about	changes	you	would	like	to	
implement	in	your	business	in	2020	and	beyond.	⌂

Necessary advice for when a 
tenant commits suicide

Traci Lewis Van 

Camp, CRS, ABR, 

GRI, MPM, RMP

Chair, Property 

Management and 

Leasing Council
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Stephanie Adams

SOS Credit Solutions 

You’re 
really only 

getting two-
thirds of the 
information 
you need. 

Yes,	Yes,	Yes	I’ll	 talk	about	Credit	Karma	and	
the	scoring	model	they	use,	but	first	let’s	talk	
FICO®.	 A	 FICO®	 ѕсоrе	 іѕ	 a	 tуре	 оf	 сrеdіt	

ѕсоrе	 сrеаtеd	 bу	 thе	 Fаіr	 Iѕаас	 Cоrр.	 Lеndеrѕ	 uѕе	 a	
bоrrоwеr’s	 FICO®	 ѕсоrе	 аlоng	 with	 оthеr	 dеtаіlѕ	 оn	
the	bоrrоwеr’s	сrеdіt	rероrtѕ	tо	аѕѕеѕѕ	сrеdіt	rіѕk	аnd	
dеtеrmіnе	whеthеr	tо	еxtеnd	сrеdіt.	
	 Hеrе	 іѕ	 hоw	 a	 FICO®	 ѕсоrе	 is	
саlсulаtеd:
 1. Pауmеnt hіѕtоrу:	Thе	fіrѕt	
thіng	аnу	 lеndеr	wаntѕ	tо	knоw	
іѕ	 whеthеr	 уоu’vе	 раіd	 раѕt	
сrеdіt	ассоuntѕ	оn	tіmе.
 2. Amоuntѕ owеd: 
Whеn	a	hіgh	реrсеntаgе	оf	a	
реrѕоn’ѕ	аvаіlаblе	сrеdіt	hаѕ	
bееn	 uѕеd,	 thіѕ	 саn	 іndісаtе	
thаt	a	реrѕоn	іѕ	оvеrеxtеndеd	
аnd	 іѕ	mоrе	 lіkеlу	 tо	mіѕѕ	 оr	
mаkе	lаtе	рауmеntѕ.
 3. Lеngth оf crеdіt 
hіѕtоrу:	In	gеnеrаl,	a	lоngеr	сrеdіt	
hіѕtоrу	wіll	іnсrеаѕе	уоur	ѕсоrе.
 4. Crеdіt mіx in uѕе: FICO®	 sсоrеѕ	
wіll	соnѕіdеr	уоur	mіx	оf	сrеdіt	саrdѕ,	rеtаіl	ассоuntѕ,	
іnѕtаllmеnt	 lоаnѕ,	 fіnаnсе	 соmраnу	 ассоuntѕ	 аnd	
mоrtgаgе	lоаnѕ.
 5. Nеw crеdіt: Rеѕеаrсh	 ѕhоwѕ	 thаt	 ореnіng	
ѕеvеrаl	 сrеdіt	 ассоuntѕ	 іn	 a	 ѕhоrt	 реrіоd	 оf	 tіmе	
rерrеѕеntѕ	 a	 grеаtеr	 rіѕk,	 еѕресіаllу	 fоr	 реорlе	 whо	
dоn’t	hаvе	a	lоng	сrеdіt	hіѕtоrу.
	 NOW	we’ll	talk	Credit	Karma.	It	ѕееmѕ	tоо	gооd	tо	
bе	truе:	Crеdіt	Kаrmа	wіll	рrоvіdе	you	wіth	уоur	сrеdіt	
ѕсоrе	аbѕоlutеlу	frее.	All	уоu	hаvе	tо	dо	іѕ	ѕіgn	uр	аt	
сrеdіtkаrmа.соm,	 аnd	 уоu	 саn	 ѕее	 уоur	 сrеdіt	 ѕсоrе	
іmmеdіаtеlу.	Crеdіt	Kаrmа	bеlіеvеѕ	 thаt	 уоu	hаvе	 a	
fundаmеntаl	rіght	tо	knоw	аnd	vіеw	уоur	сrеdіt	ѕсоrе.
	 Thе	 lоgіс	 іѕ	 thаt,	 аrmеd	 wіth	 thіѕ	 knоwlеdgе,	
уоu’rе	mоrе	lіkеlу	tо	рау	уоur	bіllѕ	оn	tіmе	аnd	аvоіd	
gоіng	 іntо	 соllесtіоnѕ	 fоr	 dеbt,	 аnd	 уоu	mіght	 wаѕtе	
fеwеr	 rеѕоurсеѕ	 оf	 thе	 соmраnіеѕ	wіth	whоm	 уоu	 dо	
buѕіnеѕѕ.	
	 In	 оthеr	 wоrdѕ,	 іf	 уоu	 knоw	 уоur	 ѕсоrе,	 уоu’rе	
bеttеr	 оff	 аnd	 ѕо	 are	 thоѕе	 соmраnіеѕ	 bесаuѕе	 thеу	
dоn’t	hаvе	 tо	 ѕреnd	mоnеу	аnd	 tіmе	 trуіng	 tо	 соllесt	
whаt	уоu	оwе	thеm.	Evеrуbоdу	is	a	winner.

	 Plеаѕе	 bе	 аwаrе	 thаt	 whаt	 you	 ѕее	 іn	 Crеdіt	
Kаrmа	(or	a	vantage	score)		wіll	nоt	bе	thе	іnfоrmаtіоn	
thаt	 	 a	 lender	 will	 see	 when	 they	 pull	 your	 credit.	
Thе	numbеrѕ	соuld	bе	оff	bу	100-plus	роіntѕ	іn	еіthеr	
dіrесtіоn.	Credit	Kаrmа	dоеѕ	nоt	gіvе	уоu	уоur	FICO®	
sсоrе.	

	 Thе	fоllоwіng	іnfоrmаtіоn	wаѕ	рullеd	dіrесtlу	
frоm	 thе	 Crеdіt	 Kаrmа	 wеbѕіtе:	 “Thе	

ѕсоrеѕ	 аnd	 сrеdіt	 rероrt	 іnfоrmаtіоn	
уоu	 ѕее	 оn	 Crеdіt	 Kаrmа	 come	
frоm	 TrаnѕUnіоn	 аnd	 Equіfаx,	
twо	 оf	 thе	 thrее	 mаjоr	 сrеdіt	
burеаuѕ.	 Crеdіt	 Kаrmа	 does	
nоt	 саlсulаtе	 уоur	 сrеdіt	
ѕсоrе.	 Rather,	 wе	 ѕhоw	 уоu	
іnfоrmаtіоn	 thаt’ѕ	 рrоvіdеd	
bу	 TrаnѕUnіоn	 аnd	 Equіfаx	
tо	hеlр	уоu	bеttеr	undеrѕtаnd	
уоur	сrеdіt.”
	 Crеdіt	 Kаrmа	 DOES	 have	

fіnаnсіаl	 tооlѕ	 to	 show	 you	 how	
сеrtаіn	 асtіоnѕ	 are	 аffесting	 уоur	

сrеdіt.	These	tools	include:
 1. The Crеdіt Sсоrе Sіmulаtоr 

ѕtаrtѕ	 wіth	 thе	 іnfоrmаtіоn	 іn	 уоur	 сurrеnt	
TrаnѕUnіоn	сrеdіt	 rероrt	аnd	еxрlоrеѕ	hоw	сhаngіng	
thаt	 іnfоrmаtіоn	 соuld	 аffесt	 уоur	 vantage	 ѕсоrе.	 Of	
соurѕе,	іt’ѕ	аll	hуроthеtісаl.	Sіmulаtіng	thеѕе	сhаngеѕ	
wоn’t	асtuаllу	аffесt	your	ѕсоrе	оr	rероrt.
 2. Thе Dеbt Rерауmеnt Cаlсulаtоr	wіll	ѕhоw	
уоu	how	 lоng	 іt	wіll	 tаkе	 tо	 рау	 оff	 уоur	 сrеdіt	 саrd	
dеbt.	 Chооѕе	 frоm	 mаkіng	 thе	 mіnіmum	 рауmеnt,	
a	 fіxеd	аmоunt	оf	уоur	сhооѕіng,	оr	a	tіmе	whеn	уоu	
wоuld	рrеfеr	to	bе	dеbt	free.
 3. Thе Sіmрlе Lоаn Cаlсulаtоr	wіll	dеtеrmіnе	
уоur	еѕtіmаtеd	рауmеntѕ	 fоr	dіffеrеnt	 lоаn	аmоuntѕ,	
іntеrеѕt	rаtеѕ	аnd	tеrmѕ.
 4. Amоrtіzаtіоn	 іѕ	 thе	 gradual	 rеduсtіоn	 оf	 a	
debt	оvеr	a	gіvеn	реrіоd.	The	аmоrtіzаtіоn	саlсulаtоr	
wіll	аmоrtіzе	(ѕhоw	thе	rеduсtіоn)	уоur	dеbt	(ѕuсh	аѕ	
a	mоrtgаgе)	аnd	dіѕрlау	уоur	рауmеnt	brеаkdоwn	оf	
іntеrеѕt	раіd,	рrіnсіраl	раіd	and	lоаn	bаlаnсе	оvеr	thе	
life	оf	thе	lоаn.
	 It	соmеѕ	аѕ	a	ѕurрrіѕе	tо	ѕоmе	thаt	mоѕt	оf	уоur	
іnіtіаl	рауmеntѕ	оn	a	lоаn	аrе	used	tо	рау	іntеrеѕt.	

But Credit Karma says…

(continued on page 13...)
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Matt Arnold 

Senior Life Safety 

Consultant, 

Richmond Alarm 

Company

Send and 
cancel alarms 
from your app 
anywhere in 
the world.

Do	you	remember	the	“old	days”	when	you	had	
to	 use	 a	 remote	 to	 change	 the	 TV	 from	 one	
channel	to	another?	Well,	maybe	you	still	use	

a	remote!	But	soon	we	all	will	 just	tell	a	smart	home	
device:	“Change	the	channel	to	the	HRRA	Network!”	
	 Technology	makes	our	lives	safer,	easier,	simpler	
and	more	convenient.	
	 Today,	 technology	and	home	security	
not	only	co-exist,	they	are	the	perfect	
marriage	at	the	perfect	time.	Why	
do	 I	 say	 that?	Well,	 in	 the	 past	
you	went	to	a	pushbutton	key-
pad	 for	 everything	 when	 us-
ing	 the	 security	 system	 in	 a	
home	or	business.	Back	then	
everything	 just	 consisted	 of	
arming	 and	 disarming	 your	
system.	
	 Now	 keypads	 are	 more	
like	 an	 iPad	 than	 a	 security	
panel.	With	 one	 app	 you	 can	do	
so	much	more	,	including:
• Talk	to	and	see	someone	at	the	front	
door.

• See	someone	in	your	yard.
• Talk	to	family	members,	inside	the	house	including	
four-	legged	family	members.

• Lock	and	unlock	the	front	door.
• Open/close	the	garage	door.
	 You	also	know	when	there	is	a	fire,	a	water	leak	or	
if	your	kids	get	into	the	liquor	cabinet.	You	can	monitor	
your	weapons	and	adjust	the	thermostat,	and	you	can	
even	arm/disarm	your	system	and	turn	lights	on	just	
minutes	before	you	get	home.
	 How	about	having	 the	ability	 to	send	and	cancel	
alarms	from	your	app	anywhere	in	the	world?	No	more	
false	alarms!	You	can	do	this	all	of	this	from	just	one	
app.	You’ve	gotta	love	technology!	
	 So,	how	does	someone	choose	the	best	security	and	
smart	home	technology	for	their	home	or	business?	
	 Obviously,	 you’ll	 want	 the	 best,	 most	 qualified	
company	 to	 work	 with	 in	 your	 smart	 home	 security	
Search.	As	a	real	estate	professional,	you	take	classes	
and	tests,	you	become	licensed,	and	you	are	vested	in	
your	chosen	profession.	You	also	have	ongoing	educa-
tion	 and	 training.	 The	 same	 and	more	 should	 be	 re-

quired	 from	 the	 smart	 home	 security	 partner	 you	
choose!	
	 A	few	questions	to	ask	when	you	are	considering	a	
smart	home	security	partner	might	include	the	follow-
ing:	
• How	long	has	the	company	been	in	business?	

• Are	you	registered	with	the	Better	Business	Bu-
reau?

• Are	you	accredited?
• Is	customer	Service	important	to	
you?

• Are	they	a	dealer	or	subcon-
tractor?
• Are	 all	 team	 members	
trained	and	licensed,	includ-
ing	techs	and	consultants?
• Do	you	offer	guarantees?
• Do	 you	 own	 a	 monitoring	
center,	or	do	you	use	someone	
else’s?	

• Are	 the	 monitoring	 center	
team	members	 trained,	 tested	and	

licensed?
• Has	an	independent	organization	put	its	

stamp	of	approval	on	the	monitoring	center?	
• Do	 you	 offer	 the	 best	 equipment	 technology	 and	
smart	home	products?	

	 These	questions	and	more	should	be	easy	for	your	
potential	smart	home	security	partner	to	answer.	Once	
that	happens	the	consultant	should	work	with	you	an-
swering	several	important	questions:
1.	What	do	you	want	to	protect?
2.	What	smart	home	items	fit	your	lifestyle?
3.	How	big	is	your	home?
4.	What	is	my	family’s	routine,	and	does	it	vary?
	 These	are	just	a	few	of	the	questions	that	need	to	
be	 answered	 before	 the	 consultant	 helps	 you	 design	
your	smart	home	system.	They	should	also	do	a	survey	
of	 the	home	as	you	both	walk	around.	This	will	help	
address	some	potential	security	issues.	
	 Why	 should	 you	 have	 a	 life	 safety	 system?	 We	
don’t	like	to	think	about	it,	but	bad	things	do	happen	
to	good	people	every	day.	According	to	the	most	recent	
FBI	 statistical	Data	 (2016)	 here	 are	 true	 real	 to	 life	
statistics:	

Today’s security vs. yesterday’s 

(continued on next page...)
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• Almost	 90%	 of	 burglaries	 happen	 during	 working	 hours,	 and	
when	no	one	is	home.	

• Burglaries	happen	every	23	seconds.	
• The	average	monetary	cost	per	burglary	is	$2,416.	
• Home	invasions	or	injury	happens	in	the	home	9%	of	the	time.
• 88%	of	all	burglaries	are	residential	in	nature.
• 77%	of	all	crimes	are	property	crimes.
• Identity	theft	is	the	fastest	growing	crime	in	the	U.S.
	 The	most	popular	targets	for	thieves	in	your	home	are	cash,	
laptops,	iPads,	smartphones,	electronics,	gold	jewelry,	and	medica-
tions.

	 With	 these	 statistics	 in	mind,	 I	 urge	 you	 to	 reach	 out	 to	 a	
smart	home	security	partner	as	 soon	as	possible.	They	can	help	
answer	all	of	the	questions	for	your	particular	smart	home	security	
needs!	This	will	not	only	keep	you	safe	and	secure,	but	it	will	also	
allow	you	to	enjoy	the	ease	and	comforts	of	modern	Smart	Home	
features,	all	from	the	convenience	of	one	app!	
	 While	you’re	searching	for	the	TV	remote,	don’t	forget	all	the	
smart	home	security	technology	is	available	to	you	now.		⌂

(Security, continued from previous page)

	 For	 еxаmрlе,	 іn	 a	 30-уеаr	mоrtgаgе	 оvеr	 83%	 оf	 уоur	 pay-
ments	аrе	uѕеd	tо	рау	dоwn	іntеrеѕt	іn	the	fіrѕt	уеаr,	whіlе	оnlу	
3%	оf	уоur	рауmеntѕ	аrе	uѕеd	 tо	pay	dоwn	 іntеrеѕt	 іn	 thе	 fіnаl	
уеаr.	Thіѕ	 іѕ	thе	рrіmаrу	rеаѕоn	why	lіttlе	еquіtу	іѕ	buіlt	 in	thе	
fіrѕt	fеw	уеаrѕ	оf	a	mоrtgаgе.
	 Rеmеmbеr	 thаt	 thеѕе	 ѕсоrеѕ	 wіll	 dіffеr	 frоm	 оnе	 аnоthеr	
bесаuѕе	 thеу	 wеіgh	 thе	 dаtа	 іn	 уоur	 сrеdіt	 rероrt	 dіffеrеntlу.	
Thеrеfоrе,	іt’ѕ	іmроrtаnt	tо	рау	аttеntіоn	tо	аnd	trасk	thе	fасtоrѕ	
іnfluеnсіng	 уоur	 ѕсоrе,	 rather	 thаn	 juѕt	 the	 thrее-dіgіt	 numbеr.	
Wоrkіng	 оn	 іmрrоvіng	 thе	 іndіvіduаl	 fасtоrѕ	 соuld	 rеѕult	 іn	
іmрrоvеd	сrеdіt	hеаlth	асrоѕѕ	thе	bоаrd.

	 The	 bottom	 line	 is	 mіllіоnѕ	 оf	 реорlе	 uѕе	 Crеdіt	 Kаrmа	 to	
trасk	thеіr	сrеdіt	ѕсоrе.	But	whеthеr	уоu	uѕе	thаt	іnfоrmаtіоn	іѕ	
uр	tо	уоu.	Accounts	have	been	known	to	not	report,	account	num-
bers	may	be	missing,	payment	information	may	be	incorrect,	and	
the	biggest	problem	is	that	it	is	missing	Experian	scores,	so	you’re	
really	only	getting	two-thirds	of	the	information	you	need	for	true	
credit	health.	
	 Either	way,	 it	 is	 a	 good	 idea	 to	 stау	 рrоасtіvе	 аnd	mоnіtоr	
уоur	сrеdіt	rеgulаrlу	ѕо	уоu	саn	саtсh	іnассurасіеѕ	оr	frаudulеnt	
іnfоrmаtіоn.	⌂

757-431-1400

SERVPRO® of  
Virginia Beach

SERVPRO® of  
Oceana/Damneck

Independently Owned and OperatedLike it never even happened.®

24 HOUR EMERGENCY SERVICE

Wednesday,	October	16
4	–	6	p.m. • HRRA Headquarters

Network,	win	prizes,	and	hear	a	legislative	update	from	HRRA’s	Government	Affairs	Committee	
and	guest	Barry	Duvall,	president	and	CEO	of	the	Virginia	Chamber	of	Commerce.	Donations	
will	be	collected	for	the	Foodbank	of	Southeastern	Virginia.	Learn	more	at	HRRA.com.

(Credit Karma, continued from page 11)

http://HRRA.com
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Are the 
reserves 

fully funded 
according to 
the reserve 

study?

Has	 your	 stomach	 ever	 dropped	 when	 you	
opened	 the	envelope	 from	your	homeowners	
association	(HOA)	and	saw	the	words	“special	

assessment”?	If	so,	you’re	not	alone.	
	 Special	 assessments	 can	 be	 scary	 creatures,	 and	
anyone	who	lives	in	a	condo	community	dreads	receiv-
ing	one.	Let’s	take	a	little	bit	to	explore	what	spe-
cial	 assessments	 are,	 why	 they	 happen,	
why	 they	 are	 sometimes	 necessary	
and	how	we	can	try	to	avoid	them.
	 What	 is	 a	 special	 assess-
ment?	 It	 is	 an	 amount	 own-
ers	 must	 pay	 in	 addition	 to	
their	 regular	 fees.	 They	 are	
typically	 used	 for	 big-ticket	
items	to	make	up	for	budget	
shortfalls.
	 When	 purchasing	 in	 a	
common	 interest	 community,	
regular	assessments	(otherwise	
referred	to	as	“dues”	or	“fees”)	are	
usual	 and	 expected.	 They	 may	 be	
charged	 monthly	 or	 quarterly.	 Those	
assessments	 cover	 the	 costs	 to	 keep	 the	
community	running,	now	and	in	the	future.	
	 A	typical	association	budget	will	include	operating	
expenses	 such	as	 landscaping,	management,	 electric-
ity,	exterior	maintenance,	master	policy	insurance,	etc.	
It	will	also	 include	reserves	 (think	 long-term	savings	
account)	 to	 fund	 future	 capital	 expenditures	 such	 as	
replacing	roofs,	siding,	clubhouses,	road	paving,	etc.	
	 Future	reserve	needs	are	determined	by	a	Reserve	
Study,	which	 is	 performed	 by	 a	 specialized	 firm.	Re-
serve	studies	will	include	a	recommended	schedule	for	
repairs	and	replacements	(capital	improvements)	that	
will	be	needed	over	the	next	30	years,	estimated	costs	
for	the	projects,	and	a	recommended	funding	plan.	The	
Virginia	Condominium	Act	and	 the	Property	Owners	
Association	Act	require	associations	to	have	a	reserve	
study	conducted	at	least	once	every	five	years,	and	for	
it	to	be	reviewed	at	least	once	annually.	
	 I’m	sure	you	can	guess	what	happens	when	an	as-
sociation	doesn’t	properly	fund	the	reserves.	One	of	my	
favorite	 sayings	 is,	 “Everything’s	OK…until	 it’s	 not.”	
There	 are	 a	 few	 situations	 you	hear	 about	 in	 regard	
to	common	 interest	 communities,	and	the	one	I	most	

commonly	hear	is	that	the	board	never	raised	the	dues	
when	needed.	
	 As	a	condo	board	member	I	can	tell	you	we’re	not	
always	 the	 most	 popular	 people,	 especially	 when	 it	
comes	to	raising	the	dues.	
	 The	fact	of	the	matter,	though,	is	that	community	

associations	 should	 be	 run	 like	 a	 business.	 Like	
any	other	business,	over	time	the	costs	of	

operating	will	 likely	 increase.	A	good	
business-minded	 board	 will	 make	
decisions	based	on	the	numbers,	
not	their	popularity	or	personal	
wants	and	needs.	
	I	 recently	 heard	 a	 story	
about	 a	 large	 association	
in	 another	 state.	 The	 same	
board	members	were	elected	
year	 after	 year.	 They	 never	
raised	 the	 dues,	 made	 frivo-
lous	 expenditures	 throughout	

the	years,	not	even	coming	close	
to	 fully	 funding	 the	 reserves.	 So	

guess	what?	Everything’s	not	OK.	The	
association	 is	 due	 for	 some	 major	 capital	

repairs	 and	 replacements	 and	 is	 almost	 $3	million	
underfunded.	 Each	 owner	 is	 looking	 at	 a	 special	 as-
sessment	of	over	$10,000.	
	 While	nobody	would	be	happy	about	it,	how	would	
you	like	to	be	someone	who	just	purchased	in	the	com-
munity	a	year	ago?	
	 Other	 scenarios	 where	 special	 assessments	 rear	
their	 ugly	 head	 are	 not	 as	 avoidable.	 You	may	 have	
an	association	that	has	done	its	best	to	follow	the	re-
serves,	but	an	unexpected	disaster	strikes.	Maybe	an	
insurance	claim	was	turned	down,	or	there	was	a	rapid	
deterioration	in	construction	that	wasn’t	planned	for.	
	 In	this	case,	even	though	owners	may	not	be	happy	
about	it,	it’s	an	easier	pill	to	swallow.
	 When	a	special	assessment	is	necessary,	the	ques-
tion	of	how	and	when	they	get	paid	comes	to	mind.	
	 In	some	instances,	for	example,	if	the	assessment	
is	necessary	 for	catching	up	reserve	deficits,	 it	might	
be	an	option	for	the	assessments	to	be	added	on	to	the	
monthly	condo	fees	in	small	amounts	over	time.	In	oth-
er	situations	where	the	money	is	needed	for	immediate	

The dreaded special 
assessment

Julie Ulrich

Co-Chair, Common 

Interest Community 

Advisory Group

(continued on next page...)
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use,	the	assessment	is	a	one-time	charge	that	must	be	paid	by	each	
homeowner	as	a	lump	sum.
	 So,	what	can	you	do	to	lessen	your	chances	of	receiving	a	spe-
cial	assessment?	If	you	are	considering	buying	in	a	common	inter-
est	community,	after	signing	a	contract	you	will	receive	a	resale	
package	that	will	include	the	association’s	financials	and	reserve	
study.	Consider	hiring	an	attorney	and/or	CPA	to	review	the	docu-
ments	for	any	red	flags.	
	 Have	 there	 been	 previous	 special	 assessments?	 Are	 the	 re-
serves	fully	funded	according	to	the	reserve	study?	Is	there	a	high	

delinquency	rate?	Has	maintenance	been	kept	up	over	the	years?
	 When	purchasing	a	home	 in	a	common	 interest	 community,	
due	diligence	is	one	corner	that	should	never	be	cut.	If	you	already	
live	in	a	condo,	take	the	time	to	familiarize	yourself	with	the	gov-
erning	documents	and	financials.	Support	your	board	of	directors	
when	its	makes	unpopular	business	decisions	that	are	in	the	com-
munity’s	best	interest.	
	 And	if	you	have	a	board	that	is	more	concerned	with	its	own	
personal	agenda,	run	for	office	next	election	and	do	your	best	to	
protect	your	investment.		⌂

(CIC, continued from previous page)

19
PRESENTED BY

19
PRESENTED BYPRESENTED BY

SAVE $2
off general admission  
with this coupon*

*Save $2.00 on general admission. Coupon must 
be surrendered. One coupon per person. Cannot 
be combined with other offers.

•	Coming in October 2019
•	Tour custom homes in historic Deep Creek  

in Chesapeake, VA
•	Experience Culpepper Landing’s tranquil setting, framed by the 

Great Dismal Swamp and 150-acre wooded conservation area
•	Real Estate Professionals Day: Friday, October 25 — reception at 

12-2 p.m. Chance to win a $200 gift card. REALTOR® admission 
is free every day with picture id and card.

•	 For complete details visit www.homearama.tv
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consumers on the REALTOR® difference. Stop by 

HRRA to get your free decal at this lobby display! 

Learn more at nar.realtor/thats-who-we-r
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The	Department	of	Housing	and	Urban	Develop-
ment	(HUD)	has	proposed	changes	to	the	rules	
regarding	how	disparate	impact	cases	are	han-

dled.	HUD’s	stated	purpose	for	proposing	these	changes	
is	to	conform	the	disparate	impact	rule	to	the	Supreme	
Court	ruling	in	Texas	Dept.	of	Housing	and	Community	
Affairs	v.	Inclusive	Communities	Project.	
	 This	 case	confirmed	the	possibility	of	
liability	 under	 the	 Fair	 Housing	 Act	
for	 actions	 that	 have	 a	 disparate	
impact,	and	it	also	laid	out	some	
parameters	about	that	liability.
	 Before	we	launch	into	the	
changes,	 let	 us	 review	 what	
is	meant	by	the	term	“dispa-
rate	impact.”	
	 This	simply	refers	to	ac-
tions	or	practices	that	may	on	
their	 face	 be	 completely	 neu-
tral,	but	that	in	practice	creates	
a	 disproportionate	 (or	 disparate	
if	you	will)	impact	on	members	of	a	
protected	class.	
	 For	 property	managers,	 this	 is	 a	 sig-
nificant	 consideration	 in	 several	 areas,	 most	 par-
ticularly	 in	tenant	screening.	For	example,	a	number	
of	landlord-tenant	attorneys	have	opined	that	property	
managers	 need	 to	 avoid	 things	 like	 blanket	 policies	
with	 regard	 to	 criminal	 convictions,	 which	 could	 be	
seen	as	having	a	disparate	impact	on	racial	minorities	
because	of	past	discriminatory	practices	 in	the	crimi-
nal	justice	system.	
	 In	 fact,	a	case	dealing	with	this	very	question	 in	
the	Richmond	area	was	just	recently	settled	and	ended	
with	the	landlord	having	to	write	a	check,	adopt	a	dif-
ferent	screening	policy,	and	having	the	application	of	
its	new	policy	being	subject	to	inspection	by	the	plain-
tiff	for	a	period	of	two	years.	
	 Under	the	current	rules,	here	is	how	a	complaint	is	
handled	(or	analyzed):
• The	 charging	 party/plaintiff	 brings	 a	 claim	 and	 is	
simply	burdened	with	showing	 that	 the	practice	 in	
question	caused	or	will	predictably	cause	a	discrimi-
natory	effect.	

• Then,	the	burden	shifts	to	the	respondent/defendant	
to	 show	 that	 the	practice	 is	necessary	 to	achieve	a	

legitimate,	nondiscriminatory	interest.	
• If	successful,	the	burden	shifts	back	to	the	charging	
party/plaintiff	 to	 show	 that	 the	 interest	 of	 the	 re-
spondent/defendant	could	be	served	by	another	prac-
tice	that	has	a	less	discriminatory	effect.

	 Here	is	what	is	proposed	under	the	new	rule:
	1)	The	complaint	must	focus	on	a	specific,	identifi-

able	practice.	
	 2)	The	charging	party/plaintiff	must	

first	establish	a	prima	facie	case	by	
stating	 facts	 that	 plausibly	 al-
lege	the	following	five	elements:
	 i)	That	the	challenged	policy	
or	 practice	 is	 arbitrary,	 ar-
tificial,	 and	 unnecessary	 to	
achieve	 a	 valid	 interest	 or	
legitimate	objective	such	as	a	
practical	business,	profit,	pol-
icy	 consideration,	 or	 require-
ment	of	law;

	 ii)	 That	 there	 is	 a	 robust	
causal	link	between	the	challenged	

policy	or	practice	and	a	disparate	 im-
pact	on	members	of	a	protected	class	that	

shows	the	specific	practice	is	the	direct	cause	of	the	
discriminatory	effect;
	 iii)	That	the	alleged	disparity	caused	by	the	policy	
or	practice	has	an	adverse	effect	on	members	of	a	pro-
tected	class;
	 iv)	That	the	alleged	disparity	caused	by	the	policy	
or	practice	is	significant;	and
	 v)	that	there	is	a	direct	link	between	the	disparate	
impact	and	the	complaining	party's	alleged	injury.
	 3)	The	respondent/defendant	can	rebut	prima	facie	
claim	in	one	of	the	following	ways:
	 i)	The	defendant	shows	that	its	discretion	is	mate-
rially	limited	by	a	third	party	such	as:
	 	 (a)	A	Federal,	state,	or	local	law;	or
	 	 (b)	 A	 binding	 or	 controlling	 court,	 arbitral,	
regulatory,	administrative	order,	or	administrative	re-
quirement;
	 ii)	Where	a	plaintiff	alleges	that	the	cause	of	a	dis-
criminatory	 effect	 is	 a	model	 used	 by	 the	 defendant,	
such	as	a	risk	assessment	algorithm,	the	defendant:
	 	 (a)	Provides	the	material	factors	that	make	up	

HUD proposes changes to 
disparate impact rule

Tyler Craddock 

State Government 

Affairs Director

HUD’s 
changes will 
conform to a 

Supreme Court 
ruling.

(continued on next page...)



Hampton Roads REALTOR® • October 2019    17 

the	inputs	used	in	the	challenged	model	and	shows	that	these	fac-
tors	do	not	rely	in	any	material	part	on	factors	that	are	substitutes	
or	close	proxies	for	protected	classes	under	the	Fair	Housing	Act	
and	that	the	model	is	predictive	of	credit	risk	or	other	similar	valid	
objective;
	 	 (b)	Shows	that	the	challenged	model	 is	produced,	main-
tained,	or	distributed	by	a	recognized	third	party	that	determines	
industry	standards,	the	inputs	and	methods	within	the	model	are	
not	determined	by	the	defendant,	and	the	defendant	is	using	the	
model	as	intended	by	the	third	party;	or
	 	 (c)	 Shows	 that	 the	model	 has	 been	 subjected	 to	 critical	
review	and	has	been	validated	by	an	objective	and	unbiased	neu-
tral	third	party	that	has	analyzed	the	challenged	model	and	found	
that	the	model	was	empirically	derived	and	is	a	demonstrably	and	
statistically	sound	algorithm	that	accurately	predicts	risk	or	other	
valid	objectives,	and	that	none	of	the	factors	used	in	the	algorithm	
rely	in	any	material	part	on	factors	that	are	substitutes	or	close	
proxies	for	protected	classes	under	the	Fair	Housing	Act;	or
	 iii)	The	defendant	demonstrates	that	the	charging	party/plain-
tiff	has	failed	to	allege	sufficient	facts	under	five	required	elements	
of	their	prima	facie	claim.
	 4)	If	the	case	is	not	resolved	at	this	stage,	then	the	burden	is	
on	 the	 complaining	 party/plaintiff	 to	 prove	 by	 preponderance	 of	
the	evidence	each	of	the	five	elements	noted	above	that	were	a	part	
of	their	original	complaint.	Moreover,	if	the	respondent/defendant	
states	 that	 the	practice	 in	question	 is	necessary	 to	achieve	a	 le-
gitimate,	nondiscriminatory	interest,	then	the	complaining	party/
plaintiff	 must	 prove	 by	 preponderance	 of	 the	 evidence	 that	 the	
interest	of	 the	 respondent/defendant	 could	be	 served	by	another	
practice	 that	 has	 a	 less	 discriminatory	 effect,	 and	 that	 such	 al-
ternative	would	serve	the	interest	in	an	equally	effective	manner	
without	 imposing	 greater	 costs	 and	 burdens	 on	 the	 respondent/
defendant.
	 5)	 Under	 the	 new	 rule,	 the	 respondent/defendant	 would	 be	
able	to	defend	themselves	by	any	of	the	following:
	 i)	Prove	that	its	discretion	is	materially	limited	by	a	third	par-
ty	such	as	through:
	 	 (a)	A	Federal,	state,	or	local	law;	or

	 	 (b)	A	binding	or	controlling	court,	arbitral,	regulatory,	ad-
ministrative	order,	or	administrative	requirement;
	 ii)	Where	a	complaining	party/plaintiff	alleges	that	the	cause	
of	a	discriminatory	effect	is	a	model	used	by	the	defendant,	such	as	
a	risk	assessment	algorithm,	prove	one	of	the	following:
	 	 (a)	The	material	factors	that	make	up	the	inputs	used	in	
the	challenged	model	and	shows	that	these	factors	do	not	rely	in	
any	material	part	on	factors	that	are	substitutes	or	close	proxies	
for	protected	classes	under	the	Fair	Housing	Act	and	that	the	mod-
el	is	predictive	of	credit	risk	or	other	similar	valid	objective;
	 	 (b)	 The	 challenged	 model	 is	 produced,	 maintained,	 or	
distributed	by	a	recognized	third	party	that	determines	industry	
standards,	the	inputs	and	methods	within	the	model	are	not	deter-
mined	by	the	defendant,	and	the	defendant	is	using	the	model	as	
intended	by	the	third	party;	or
	 	 (c)	The	model	has	 been	 subjected	 to	 critical	 review	and	
has	 been	 validated	 by	 an	 objective	 and	 unbiased	 neutral	 third	
party	that	has	analyzed	the	challenged	model	and	found	that	the	
model	was	empirically	derived	and	is	a	demonstrably	and	statisti-
cally	sound	algorithm	that	accurately	predicts	risk	or	other	valid	
objectives,	and	that	none	of	the	factors	used	in	the	algorithm	rely	
in	any	material	part	on	factors	that	are	substitutes	or	close	proxies	
for	protected	classes	under	the	Fair	Housing	Act;
	 iii)	Demonstrate	that	the	complaining	party/plaintiff	has	not	
proven	by	 the	preponderance	of	 the	evidence	one	of	 the	five	ele-
ments	noted	above	that	were	a	part	of	their	original	complaint;	or
	 iv)	Demonstrate	that	the	alternative	policy	or	practice	identi-
fied	by	the	complaining	party/plaintiff	would	not	serve	the	valid	
interest	 identified	by	the	defendant	 in	an	equally	effective	man-
ner	without	imposing	materially	greater	costs	on,	or	creating	other	
material	burdens	for,	the	defendant.
	 HUD	 is	 currently	 accepting	 public	 comment	 about	 the	 pro-
posal,	but	the	comment	window	closes	on	October	8.	You	can	learn	
more,	 read	 HUD’s	 commentary,	 and	 submit	 your	 comments	 at	 
regulations.gov/document?D=HUD-2019-0067-0001.	
	 Rest	 assured,	 your	Government	Affairs	 team	 at	HRRA	will	
continue	to	follow	this	issue	and	keep	you	abreast	of	changes.	⌂

(HUD changes, continued from previous page)
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Calendar of EVENTS
OCTOBER
REALTORS®	Have	a	Heart	 October	1	 10	a.m.	-	noon	 Camp	Hope	Haven,	Virginia	Beach
Government	Affairs	 October	3	 1	p.m.	 Norfolk/Suffolk	Room	
New	Member	Orientation	 October	5	 9	a.m.	 Norfolk	Room	
REALTOR®/Lawyer	 October	10	 1	p.m.	 Norfolk/Suffolk	Room	
Affiliates	Council	 October	11	 9:30	a.m.	 Virginia	Beach	Room	
Property	Management	&	Leasing	Council	 October	15	 11:30	a.m.	 Norfolk/Suffolk	Room
Wine	&	Cheese	Social	and	Food	Drive	 October	16	 4	p.m.	 Norfolk/Suffolk	Room	
New	Member	Orientation	 October	17	 9	a.m.	 Norfolk	Room	
YPN	Networking	Event	 October	23	 4	p.m.	 Big	Ugly	Brewing,	Chesapeake

NOVEMBER
Resale	Council	 November	5	 1	p.m.	 Norfolk	Room	
International	Advisory	Group	Social	 November	6	 4	p.m.	 TBD
Government	Affairs	 November	7	 1	p.m.	 Norfolk/Suffolk	Room	
Affiliates	Council	 November	8	 9:30	a.m.	 Virginia	Beach	Room	
HRRA offices will be closed for Veterans Day  November 11
YPN	Education	Event	 November	12	 10	a.m.	 Norfolk/Suffolk	Room
Chili	Cook-Off	&	Tailgate	Party	 November	13	 4	p.m.	 HRRA	Parking	Lot	
REALTOR®/Lawyer	 November	14	 1	p.m.	 Norfolk/Suffolk	Room	
New	to	RPR:	Basic	Training	 November	19	 10	a.m.	 Virginia	Beach	Room	
Property	Management	&	Leasing	Council	 November	19	 11:30	a.m.	 Norfolk/Suffolk	Room
New	Member	Orientation	 November	21	 9	a.m.	 Norfolk	Room
Common	Interest	Community	Forum	 November	21	 1	p.m.	 Virginia	Beach	Room	
RPR:	Advanced	Training	 November	26	 10	a.m.	 Norfolk	Room
HRRA offices will be closed for Thanksgiving  November 28-29

YPN Networking Event 
& Hermit Crab Race

Wednesday, October 23
4 - 6 p.m. at Big Ugly Brewing

THANK YOU TO OUR SPONSORS

PROCEEDS 
TO BENEFIT

Learn more at HRRA.com

http://HRRA.com
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Calendar of EDUCATION
OCTOBER
Accredited	Buyer	Representative	(ABR)	 October	3-4	 9	a.m.	 Chesapeake	Campus
NC	-	Contracts	and	Closings	 October	3,	4,	10,	11	 8:30	a.m.	 Nags	Head	Campus
Principles	Exam	Prep	 October	5	 9	a.m.	 Newport	News	Campus	
Broker	Licensing:	RE	Law	 October	7-11	&	14	 6	p.m.	 Chesapeake	Campus
Principles	of	Real	Estate	(AM)	 October	7-28	 9	a.m.	 Chesapeake	Campus
Principles	of	Real	Estate	(AM)	 October	7-28	 9	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(PM)	 October	7-28	 6:15	p.m.	 Chesapeake	Campus
Principles	of	Real	Estate	(PM)	 October	7-28	 6:15	p.m.	 Newport	News	Campus
Continuing	Education	Required	Topics	 October	10	 8:30	a.m.	 Chesapeake	Campus
Broker	Licensing:	RE	Appraisal	 October	21,	23,	25	&	28	 9	a.m.	 Newport	News	Campus
Continuing	Education	Required	Topics	 October	22	 8:30	a.m.	 Chesapeake	Campus
Continuing	Education	Related	Topics	 October	24	 8:30	a.m.	 Chesapeake	Campus
GRI	503	-	Business	Planning	 October	25	 9	a.m.	 Chesapeake	Campus	

NOVEMBER
Military	Relocation	Professional	(MRP)	 November	1	 8:30	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(AM)	 November	4-25	 9	a.m.	 Chesapeake	Campus
Principles	of	Real	Estate	(AM)	 November	4-25	 9	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(PM)	 November	4-25	 6:15	p.m.	 Chesapeake	Campus
Broker	Licensing:	RE	Appraisal	 November	4-8	&	12	 6	p.m.	 Chesapeake	Campus
Continuing	Education	Required	Topics	 November	5	 8:30	a.m.	 Newport	News	Campus
Alpha offices will be closed for Veterans Day November 11
NC	Law,	Rules	and	Legal	Concepts	 November	12,	14,	19,	21	 8:30	a.m.	 Nags	Head	Campus
Continuing	Education	Required	Topics	 November	14	 8:30	a.m.	 Chesapeake	Campus
Broker	Management	CE	 November	19	 8:30	a.m.	 Chesapeake	Campus	
Continuing	Education	Related	Topics	 November	21	 8:30	a.m.	 Chesapeake	Campus
Alpha offices will be closed for Thanksgiving November 28-29

*Course schedule may change without notice.

CHESAPEAKE
(Alpha & NCARE) 

638 Independence Pkwy, #100
Chesapeake, VA 23320

NEWPORT NEWS
(Alpha) 

11861 Canon Blvd, Ste A, 
Newport News, VA 23606 

VIRGINIA BEACH
(Alpha)

184 Business Park Drive
Virginia Beach, VA 23462 

WILLIAMSBURG
(Alpha) 

5000 New Point Rd, #1101 
Williamsburg, VA 23188

NAGS HEAD
(NCARE)

3022 S. Croatan Hwy, Unit 26
Nags Head, NC 27959

Campus Locations            For more information, please visit AlphaCollegeOfRealEstate.com or NCAcademyOfRealEstate.com

North Carolina
Academy of Real Estate, LLC

November 1, 2019
8:30 a.m. to 5:30 p.m – Newport News Campus

NAR’s Military Relocation Professional certification focuses on educating real estate 
professionals about working with current and former military service members to find housing 
solutions that best suit their needs and take full advantage of military benefits and support. 

Early Bird Special: $99 before October 25
8 Related CE Credits, 2 Current Industry Issues PL Credits

Register at AlphaCollegeOfRealEstate.com

NCAcademyOfRealEstate.com
http://AlphaCollegeOfRealEstate.com
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Jackie Labor

Choice Insurance 

Agency

Don’t
assume the 

current policy 
covers the flip 

or rental.

The	most	recent	“Side	Hustle	Survey”	conducted	
by Bankrate.com	found	that	45%	of	Americans	
earn	additional	income	from	a	secondary	job	or	

side	hustle.	That’s	nearly	half	our	country!	
	 With	a	hot	real	estate	market	that	is	continuously	
in	high	demand,	it’s	no	surprise	that	one	of	the	entre-
preneurial	industries	that	Americans	are	dabbling	
in	is	property	management.	
	 Have	you	ever	considered	invest-
ing	in	a	home	flip?	Or	maybe	you’ve	
considered	 upsizing	 your	 home	
and	keeping	your	current	home	
as	a	 rental	property?	Or	per-
haps	 you	 have	 considered	
opening	 up	 your	 own	 home	
to	 allow	 guests	 to	 stay	 in	
the	 latest,	 trending	 type	 of	
investment	property	 such	as	
Airbnb	or	VRBO?	
	 No	 matter	 which	 real	 es-
tate	 investment	 you	 decide	 to	
partake	 in,	 there	 are	 some	 ma-
jor	 components	 that	 you	will	want	 to	
think	about	before	you	start	your	property	
management	journey.
 The proof is in the numbers.	How	does	one	deci-
pher	a	good	investment	property	from	a	bad	one?	Well,	
one	thing	we	know	for	sure	is	that	numbers	never	lie,	
and	 this	 is	 a	 good	 start.	 You’ll	want	 to	 consider	 any	
and	all	 costs,	 including	 (but	not	 limited	 to)	purchase	
price,	restoration/rehab	costs,	any	financing	costs,	and	
any	other	cost	that	you	may	be	responsible	for	prior	to	
having	a	renter	in	the	home	(taxes,	insurance,	vacancy	
costs,	etc.).	
	 Use	your	best	discretion	during	the	purchase-de-
cision	process,	 factoring	 in	 the	numbers,	 condition	 of	
the	home	and	location.	Talk	to	a	real	estate	profession-
al	who	can	help	you	analyze	 the	current	market	and	
crunch	some	of	these	numbers	for	you.
 Prepare yourself for the unexpected.	Without	
a	 doubt,	 things	 happen—appliances	 break,	 emergen-
cies	arise	and	people	 change.	As	a	property	 investor,	
you	want	 to	 be	 prepared	 for	 any	 disaster	 to	 happen,	
both	 mentally	 and	 financially.	 What	 if	 your	 tenant	
has	an	emergency	and	can	no	longer	uphold	the	rental	
agreement?	Or	what	 if	 the	HVAC	system	goes	out	 in	

the	middle	of	a	hot	summer?	Be	sure	to	budget	yourself	
enough	to	be	able	to	handle	any	emergency	vacancies	
or	breakdowns.	
	 We	all	 shoot	 for	 sunshine	and	 rainbows,	but	 the	
truth	 is,	not	every	 investment	property	experience	 is	
like	that	and	we	want	to	ensure	you	are	mentally	pre-

pared	for	any	disaster	to	strike.
 Gear up. Investment proper-

ties take time and hard work. Al-
though	investment	properties	have	
a	“passive	income”	stigma,	know	
that	 the	 time	 and	 work	 put	
into	 them	 are	 most	 certainly	
not	 passive.	 You	 may	 have	
watched	a	 few	TV	 shows	 on	
HGTV	 and	 thought	 to	 your-
self,	“I	could	do	that.”	
	 You	may	be	right,	but	don’t	
let	 entertainment	 TV	 to	 fool	
you	 into	 thinking	 property	

management	is	an	easy	job.	
There’s	 a	 lot	 that	 goes	 on	 behind	

the	 scenes	 of	 property	 management,	
including	preparing	the	home	to	be	shown,	

advertising	 the	 property,	 taking	 the	 time	 to	 show	
potential	 clients	 the	 property,	 verifying	 a	 potential	
tenant’s	income/background/information,	making	sure	
all	 costs	 are	 paid	 in	 a	 timely	manner	 by	 the	 tenant,	
maintaining	the	property,	cleaning	the	property	after	
each	short-term	rental	or	fixing	any	on-going	damages/
broken	appliances.	These	are	just	a	few	timely	tasks	it	
takes	to	manage	a	property.
	 If	any	of	these	tasks	sound	like	nails	on	a	chalk-
board,	it	doesn’t	mean	you	should	automatically	back	
away	 from	 becoming	 an	 investor.	However,	 you	may	
want	to	look	into	giving	up	6	to	10%	of	your	monthly	
“passive	income”	to	hire	a	professional	property	man-
ager	 to	 take	care	of	all	 the	 time-consuming	 tasks	 for	
you.
 Does your homeowner’s insurance cover 
your investment property?	One	of	the	biggest	mis-
takes	a	real	estate	investor	can	make	is	to	assume	that	
their	 current	 homeowner’s	 insurance	 policy	 covers	
their	flip,	rental	property	or	short-term	rental.	
	 In	fact,	most	homeowner’s	insurance	policies	pos-

Real estate investments: one of 
the best side hustles

(continued on page 23...)

http://Bankrate.com
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Global business 
opportunities

Dawn Miller

Vice-Chair, International Advisory 

Group

	 As	 our	 world’s	 population	 continues	
to	grow,	it’s	also	getting	smaller.	Through	
technology,	we’re	able	to	connect	in	an	in-
stant	to	forge	relationships.	It’s	important	
to	understand	that	Virginia	 is	already	on	
the	 map	 when	 it	 comes	 to	 working	 with	
other	countries	and	foreign	investors.	
	 Let’s	 take	a	 look	at	 some	quick	 facts	
from	 “How	 Virginia's	 Economy	 Benefits	
from	 International	 Trade	&	 Investment,”	
an	 article	 presented	 by	 the	 Washington,	
D.C.-based	Business	Roundtable:
• One	in	five	jobs	in	Virginia	depends	on	
international	 trade,	 totaling	more	 than	
1.1	 million	 Virginia	 jobs	 in	 exporting	
and	importing	goods.

• In	 2013,	 Virginia	 sold	 in	 210	 interna-
tional	markets.

• Foreign-owned	 companies	 from	 around	
the	 world	 employ	 more	 than	 150,000	
workers	in	Virginia,	including	the	Unit-
ed	Kingdom,	Netherlands,	Germany	and	
Japan.

	 It	is	obvious	as	our	state	continues	to	
do	more	business	 internationally	 that	we	
are	 building	 a	 global	 community	 here	 in	
Hampton	Roads.	
	 I	recently	attended	a	conference	with	
John	C.	Maxwell,	 a	world-known	author-
ity	on	 leadership.	Nearly	one-third	of	 the	
attendees	traveled	from	other	countries	to	
get	 trained	 in	 effectively	 communicating	
and	leading.	They	came	from	as	far	away	
as	Africa,	 Ireland	and	Singapore,	and	we	
all	 learned	 the	 same	 information	 to	 take	
back	 to	 our	 communities,	 countries	 and	
colleagues.	
	 Did	you	know	that	at	any	given	time	
someone	 is	 asking	 these	 three	 questions	
about	you:	Do	they	like	me?	Can	they	help	
me?	Can	I	trust	them?
	 Being	mindful	of	these	questions	and	
how	they	pertain	to	foreign	investors	and	

foreign	nationals’	 cultures	 and	 languages	
will	sure	help	you	to	succeed	in	a	real	es-
tate	transaction.
	 Learning	a	little	bit	about	the	country	
your	client	is	from,	and	even	a	word	or	two	
in	their	language,	helps	in	building	the	re-
lationship	and	them	liking	you.	
	 Also,	 pay	 close	 attention	 to	 their	 di-
rectness,	formality	and	enthusiasm.	It	will	
help	you	when	communicating	with	them.	
	 Going	over	all	financial	requirements	
of	 the	 purchase,	 like	 taxes,	 insurance,	
condo/POA	dues	and	upkeep	costs,	will	aid	
the	 client	 in	 them	knowing	you	 can	 care.	
It	is	also	one	of	one	of	the	top	reasons	why	
foreign	 investor	 purchases	 fail	 to	 close.	
Understand	what	trust	means	to	them	and	
how	to	build	trust	in	their	culture.	
	 In	some	countries	it	is	less	formal	than	
others,	and	rapport	or	trust	is	built	quickly	
and	informally,	while	others	require	more	
formal,	sit-down	meetings.
	 According	to	the	National	Association	
of	 REALTORS®,	 foreign	 investors	 spent	
$150.3	 billion	 on	 residential	 real	 estate	
from	April	2016	and	March	2017.	
	 While	 that	 figure	 is	 throughout	 the	
United	States,	Virginia	is	poised	to	receive	
its	share.
	 For	 more	 information	 on	 learning	
how	to	build	relationships	with	those	from	
other	countries,	check	out	the	book	“Kiss,	
Bow,	or	Shake	Hands”	by	Terri	Morrison	
and	Wayne	Conoway.		⌂

Factors affecting 
a roof’s lifespan

Stephanie Hayes

AmeriSpec Inspection Services

	 What	elements	affect	the	lifespan	of	a	
roof?	To	start,	one	must	examine	the	type	
of	a	roof.	Whether	the	roof	is	sloped	or	flat,	
it	 has	 two	 basic	 elements:	 the	 roof	 deck	
and	the	wood	planks,	plywood	or	oriented-
strand	board,	otherwise	known	as	OSB.	
	 These	 elements	 are	 usually	 used	 in	
residential	construction	and	have	a	weath-

er-resistant	or	waterproof	finish.	A	sloped	
roof	can	be	finished	with	asphalt	compos-
ite	 shingles,	 wood	 shingles/shakes,	 clay	
tiles,	metal	or	slate	tiles.	A	flat	roof's	mem-
brane	 typically	 includes	 several	 layers	 or	
plies	of	felt	with	a	coat	of	tar	between	each	
ply.	The	surface	of	the	roof	is	then	covered	
with	gravel	to	protect	the	membrane	from	
the	sun.	Other	flat	roof	finishes	include	a	
rubberized	 asphalt	 membrane,	 or	 plastic	
and	 rubber	 membranes.	 Even	 a	 flat	 roof	
is	slightly	sloped	to	allow	the	roof	to	drain	
properly	and	dry.	
	 The	slope	of	the	roof	must	also	be	tak-
en	into	account.	The	weather-resistant	fin-
ish	of	a	sloped	roof	can	be	compared	to	an	
umbrella,	designed	to	shed	water	or	snow	
and	dry	before	the	materials	become	satu-
rated.	The	steeper	the	slope,	the	better	the	
roof	 sheds	water.	Therefore,	 a	 typical	 as-
phalt	composite	shingle	may	last	longer	on	
a	roof	with	a	greater	slope,	as	it	allows	the	
shingle	to	dry	faster.
	 Other	 factors	 that	 affect	 the	 roof's	
lifespan	 include	 its	proximity	 to	weather,	
including	sun,	wind,	rain	and	snow.	
	 Take	exposure	to	the	sun	as	an	exam-
ple:	On	a	sloped	roof	finished	with	asphalt	
composite	 shingles,	 the	 portion	 of	 a	 roof	
that	faces	south	or	southwest	typically	has	
more	 exposure.	 The	 sun's	 rays	 can	 cause	
the	 shingles	 to	 become	 brittle	 and	 age	
prematurely.	This	is	why	some	areas	may	
show	more	deterioration	than	others.	
	 The	 conditions	 in	 an	 attic	 space	 can	
also	 affect	 a	 roof's	 life.	 If	 insulation	 and	
ventilation	levels	are	inadequate,	air	leaks	
from	an	 interior	 living	 space	 can	 cause	a	
build-up	of	warm,	moist	air.	Under	certain	
weather	conditions,	moisture	condenses	in	
an	 attic	 space,	 potentially	 causing	 mold	
and	mildew	accumulation	on	the	roof	deck	
and	framing,	which	can	lead	to	wood	rot.
	 The	 following	 summary	 provides	 a	
typical	 life	expectancy	of	various	roof	fin-
ish	materials:
• Asphalt	composite	shingles:	15-25	years
• Architectural	shingles:	25-30	years	
• Wood	shakes/shingles:	15-35	years
• Slate	tiles:	35-100	years
• Built-up	 roof	 (tar	 and	 gravel):	 10-30	
years

 IN BRIEF: Big news, small bites

(continued on page 23...)
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As	brokers	and	owners	one	of	our	most	 impor-
tant	 jobs	 is	 keeping	 our	 agents	 motivated.	 
	During	low-inventory	markets,	and	the	many	

events	of	the	fourth	quarter,	that	can	be	a	challenge.	
	 Are	 you	 motivating	 your	 agents	 by	 giving	 them	
some	 creative	ways	 to	make	 real	 estate	 transactions	
happen	 for	 them?	Do	 you	 help	 them	with	 ideas	
for	 easy	ways	 to	have	 them	stay	 in	 front	
of	 their	 sphere?	 Do	 they	 know	 what	
to	 say	 when	 they	 are	 at	 holiday	
functions	 and	 someone	 in	 their	
sphere	wants	to	talk	shop?	Are	
you	sharing	the	creative	ways	
that	successful	agents	use	to	
increase	 their	 odds	 on	 get-
ting	real	estate	transactions?	
	 I	have	known	it	to	be	true	
that	the	good	agents	have	the	
ability	to	make	things	happen	
no	 matter	 what	 environment	
they	 are	 in.	 They	make	 real	 es-
tate	deals	happen!
	 Most	average	agents	wait	for	new	
listings	 to	 pop	 up	 in	 the	Multiple	 Listing	
Service	to	satisfy	their	client’s	criteria.	I	want	to	sug-
gest	that	many	times,	in	this	market,	that	can	be	too	
late.	
	 Once	a	desirable	 listing	appears,	there	are	many	
buyers	wanting	the	same	home,	and	now	there	is	a	bid-
ding	war	for	the	property.	
	 Although	 this	market	 is	 nowhere	near	 the	 crazy	
market	 of	 the	housing	boom	of	 2005,	 agents	are	 still	
working	very	hard	trying	the	get	their	offers	accepted.	
Agents	 are	 working	 with	 buyers,	 writing	 their	 third	
and	fourth	purchase	offers,	only	to	once	again	get	beat	
out	by	other	buyers.	
	 This	can	be	very	frustrating	and	time	consuming,	
and	I	know	that,	some	days,	both	the	agent	and	their	
buyers	feel	defeated.	
	 The	strategy	of	the	successful	agent	looks	more	like	
this.	This	agent	will	canvass	the	neighborhood	where	
the	buyer	is	looking	to	find	a	seller	for	their	buyer.	If	
they	do	find	an	owner	who	is	willing	to	sell	their	home,	
and	their	buyer	does	not	like	it,	the	agent	might	now	
possibly	have	a	new	listing.	This	agent	will	reach	out	to	
rental	property	owners	to	see	if	they	want	to	sell.	

	 These	great	agents	send	their	sphere	fabulous	list-
ings	whether	or	not	they	were	actually	looking	to	buy	a	
new	home.	More	than	one	home	has	been	sold	this	way.	
I	have	 seen	many	 creative	 ideas	work	 for	 the	agents	
who	are	willing	to	do	some	extra	leg	work	in	their	busi-
ness.	They	make	real	estate	happen!

	 Motivated	agents	find	ways	to	get	in	front	of	
their	sphere	and	add	value	and	give	them	

options.	 They	 do	 things	 like	 home-
value	checkups.	They	reach	out	to	
homeowners	 to	 see	 if	 they	 can	
use	their	home	to	help	get	them	
closer	to	their	dreams.	
	Could	 they	 rent	 their	 home	
and	 buy	 something	 better?	
Could	 they	 refinance	 their	
home	to	have	extra	 funds	to	
pay	 for	 their	 child’s	 educa-
tion,	 or	 do	 they	 have	 enough	
equity	to	sell	their	home	so	they	

can	move	to	their	dream	location?	
This	activity	could	very	well	make	

something	happen.	These	agents	make	
things	 happen.	 They	 help	 their	 clients	

know	 their	 options.	 It	 will	 bring	 more	 business	 to	
them	and,	as	we	all	know,	agents	making	money	are	
happy	agents!	
	 This	last	stretch	of	the	year	is	so	important	for	a	
number	of	reasons.	So	many	events	happen	during	the	
last	quarter,	and	it	is	easy	to	be	caught	up	in	the	holi-
day	hustle.	
	 Some	 agents	 will	 sit	 on	 the	 sidelines	 distracted	
by	a	busy	calendar	until	the	New	Year	begins	without	
even	recognizing	they	are	doing	it.	You	can	help	your	
agents	with	that.	Show	them	the	importance	of	using	
these	events	strategically	to	remind	people	what	they	
do	and	how	you	can	be	a	resource	for	them.	When	your	
agents	stay	focused	and	engaged,	they	can	end	the	year	
strong	while	planting	seeds	for	the	New	Year.	⌂

Coaching agents on extra 
legwork in low-inventory market

Amy Rhodes

Vice-Chair, Owners/

Managers Council Motivated 
agents make 

things
happen.
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• Modifies	bitumen:	15-25	years
• Rolled	roofing	(selvage):	5-10	years
	 It	takes	a	trained	eye	to	properly	eval-
uate	 a	 roof	 and	 to	 understand	 the	many	
factors	that	affect	the	performance	of	a	roof	
system.	A	properly	trained	home	inspector	
can	provide	an	objective	opinion	regarding	
the	current	conditions	of	a	roof.		⌂

Get into the ‘spirit’ 
of fall on budget

Kelley Carter, CPIA

Chair, Affiliates Council

	 Some	celebrate	the	autumn	with	a	fall	
festival,	 and	 some	 put	 up	 ghoulish	 décor	
for	Halloween.	However	you	choose	to	cel-
ebrate	 this	 time	of	year,	holidays	can	get	
expensive.	
	 From	 parties	 to	 costumes,	 and	 from	
decorations	to	treats,	sticking	to	your	bud-
get	doesn’t	mean	you	can’t	celebrate	with	
flair!	Check	out	these	tips	for	a	“fall-tastic”	
observance!
 Make your own costume. Don’t 
worry.	 You	 don’t	 have	 to	 be	 creative	 or	
even	know	how	to	sew.	Pinterest	has	cre-
ated	 creative	 daredevils	 out	 of	 all	 of	 us.	
Check	out	Pinterest	for	fun	costume	ideas	

that	use	items	you	already	have	at	home.	
Or,	get	really	creative	and	choose	an	“out-
of-the-box”	abstract	 concept	 for	extra	cre-
ative	flair.
 Consider a costume swap.	 This	
one	is	handy	especially	if	you	have	kiddos.	
Chat	with	other	parents	in	your	friend	cir-
cle,	and	compile	all	the	costumes	from	past	
years.	Let	the	kids	pick	the	costume	that	
they	want	from	the	pile	and	have	fun!
 What’s free?	Most	communities	host	
fall	 or	 Halloween	 parties	 and	 festivals	
at	 this	 time	 of	 year.	 From	 trick-or-treat	
groups	to	games,	and	hayrides	to	hotdogs,	
chances	are	there	are	some	fun	(and	free!)	
festivities	going	on	in	your	area.	Do	a	quick	
Google	 search	 of	 festival	 and	 seasonal	
events	in	your	area.	Pumpkin	pickings	and	
hayrides	abound	this	time	of	year.
 Host the party.	Safety	is	always	top	
priority.	If	you	live	in	an	area	that	doesn’t	
offer	free,	local	festivals	or	community	par-
ties,	consider	hosting	a	party	and	inviting	
friends	 to	 your	 house.	Make	 it	 a	 potluck	
for	 food	 so	 that	 you	 aren’t	 stuck	with	 all	
the	party	prep	and	cleanup.	Have	games,	
let	the	kids	paint	or	carve	pumpkins,	and	
have	a	blast!
 Glow, baby, glow!	Keep	in	mind	that	
this	time	of	year	there	are	a	lot	of	kiddos	on	
the	road	at	night.	Always	make	sure	that	
your	 children	are	 supervised	and	 chaper-
oned	by	a	responsible	adult.	You	can	make	
it	 fun	 and	 even	 dress	 up	 with	 them.	 Be	

sure	that	kids	have	a	way	to	be	seen	when	
out	at	night.	Consider	giving	the	kids	glow	
sticks	to	tie	to	their	candy	bags	or	wear	as	
a	 necklace,	 bracelet	 or	 attached	 to	 a	 cos-
tume.	Glow	sticks	are	a	cheap,	fun	and	vis-
ible	way	 to	make	sure	 they	 can	be	easily	
seen	by	traffic.
 Get the kids involved.	Decorations	
don’t	have	to	be	expensive.	Let	the	kiddos	
help	 cut	 out	 garland,	 put	 out	 candy	 and	
paint	or	carve	pumpkins!	White	Christmas	
lights	 can	 double	 as	 spooky	 Halloween	
lighting	if	strung	in	bushes	that	are	draped	
with	fake	webs	or	sheer	orange	fabric.	Get	
creative!	And	have	fun.
 No kiddos?	While	 this	 time	 of	 year	
is	largely	focused	on	the	candy	and	festivi-
ties	for	kids,	the	adults	don’t	want	to	miss	
out	 either!	Consider	hosting	a	Halloween	
bash	at	your	house,	and	invite	friends	over.	
Let	each	person	bring	their	own	beverage	
of	choice	and	some	snacks.	Host	a	spooky	
movie	 marathon,	 or	 hold	 a	 costume	 con-
test.	The	ideas	abound!	
	 As	we	 get	 into	 the	 fall	 season,	 Octo-
ber	also	brings	with	it	the	highlight	of	our	
HRRA	Affiliates	Council’s	 year:	 the	Wine	
and	Cheese	Social!	Join	us	on	October	16	
from	4	to	6	p.m.	for	a	great	opportunity	to	
mix	 and	mingle	with	 fellow	HRRA	mem-
bers,	enter	for	fun	raffle	drawings	and,	of	
course,	to	enjoy	awesome	wine.		⌂

 IN BRIEF: Big news, small bites (cont'd from p. 21)

sess	a	 “business-pursuits	exclusion,”	meaning	 if	 this	 is	a	part	of	
a	business	 endeavor	 or	 you	are	 currently	 receiving	 income	 from	
said-property,	any	claim	taken	out	could	be	rightfully	denied	by	
your	insurance	provider.	
	 The	 same	 would	 hold	 true	 if	 you	 currently	 have	 a	 renter’s	
property	 insurance	policy	 in	place.	Many	think	they	are	covered	
by	any	type	of	rental	liability	with	a	renter’s	property	insurance	
policy,	or	“landlord’s”	policy,	but	truth	is,	even	these	types	of	poli-
cies	can	have	the	same	“business-pursuits	exclusion”.	Typically,	a	
renter’s	insurance	policy	offers	coverage	for	six	months	to	a	year	
to	individuals,	couples,	or	single-family,	so	depending	on	how	long	
your	rental	is	for,	you	may	or	may	not	be	covered.	
	 The	best	way	to	know	if	your	next	 investment	property	will	

have	the	appropriate	coverage	it	needs	is	to	ask	your	provider	and	
to	be	honest	with	your	intentions	with	the	property.	
	 The	bottom	line	is,	investing	in	real	estate	is	no	joke.	It	can	
be	a	rewarding	side	hustle,	and	it	can	also	be	a	demanding,	hectic	
side	hustle.	
	 Do	your	homework!	There	are	a	lot	of	things	to	learn	before	
purchasing	your	first	 investment,	and	hopefully	 this	article	 sets	
you	on	the	right	track	to	reaping	all	the	opportunities	that	prop-
erty	management	can	offer.		⌂

(Side hustle, continued from page 20)
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Contribute to 
HRRPAC today 

and vote in 
November!

Say	 you	 notify	 your	 city	 council	member	 about	
a	dangerous	intersection	in	your	neighborhood.	
At	 council	meetings,	 that	member	 then	 advo-

cates	for	safety	improvements	at	the	intersection	–	and	
the	city	acts	to	get	the	project	done.
	 You’d	feel	pretty	good	about	that	city	council	mem-
ber’s	 advocacy	 on	your	behalf,	 right?	You’d	prob-
ably	want	 to	 see	 them	 returned	 to	 office,	
and	might	donate	to	their	campaign	so	
that	 your	 neighborhood	 continues	
to	be	heard.
	 The	same	kind	of	advocacy	
lies	at	the	heart	of	the	Hamp-
ton	 Roads	 REALTORS® Po-
litical	 Action	 Committee	
(HRRPAC),	 Virginia	 RPAC	
and	the	national	RPAC.	
	 According	to	the	Nation-
al	Association	of	REALTORS® 
website,	 “Since	 1969,	 the	 
REALTORS®	 Political	 Action	
Committee	 (RPAC)	 has	 promoted	
the	 election	 of	 pro-REALTOR®	 candi-
dates	 across	 the	 United	 States.	 The	 pur-
pose	of	RPAC	is	clear:	voluntary	contributions	made	
by	REALTORS®	are	used	to	help	elect	candidates	who	
understand	and	support	their	interests.”	
	 Those	interests,	by	the	way,	include	property	own-
ership	rights	and	free	enterprise.
	 The	thing	about	REALTOR®	advocacy	is	that	there	
is	strength	in	numbers.	As	an	individual	agent	or	bro-
ker,	you	may	have	little	influence	on	lawmakers.	But	

by	 contributing	 to	HRRPAC	 (which	 also	 sends	 funds	
to	Virginia	RPAC	and	the	national	RPAC),	you	get	the	
attention	 of	 candidates	 eager	 for	 the	REALTOR® en-
dorsement.
	 In	 Virginia,	 those	 candidates	 include	many	 who	
are	running	for	the	General	Assembly	in	this	year’s	fall	

election	with	the	REALTOR®	official	endorsement,	
as	shown	below.

	 There	 are	 two	 important	 takeaways	
from	 this	 list.	 First,	 the	 endorsed	
candidates	 are	 incumbents	 who	
have	proved	from	their	actions	
and	votes	that	they	are	recep-
tive	 to	REALTOR®	 concerns.	
Their	 endorsements	 are	 not	
guesswork.
	Secondly,	 the	 endorsements	
are	based	on	the	REALTOR® 
Party’s	 priorities	 –	 property	
rights	 and	 home	 ownership	 –	

and	not	partisan	political	labels.	
That’s	why	the	list	of	endorsements	

includes	 candidates	 from	 both	 major	
political	parties.

	 As	agents	and	brokers,	your	part	 in	all	of	 this	 is	
to	contribute	to	HRRPAC	and	to	vote	in	the	November	
election,	 paying	attention	 in	particular	 to	 candidates	
with	the	REALTOR®	endorsement.	
	 It’s	good	for	your	business	and	neighborhoods	ev-
erywhere!	⌂

Advocacy starts at home

Steve Vegh

Local Government 

Affairs Director

STATUS CHAMBER FIRST LAST PARTY DISTRICT

Incumbent House Kelly Fowler D 21

Incumbent House Chris Jones R 76

Incumbent House Cliff	 Hayes D 77

Incumbent House Jay Leftwich R 78

Incumbent House Steve Heretick D 79

Incumbent House Barry Knight R 81

Incumbent House Jason Miyares R 82

Incumbent House Chris Stolle R 83

STATUS CHAMBER FIRST LAST PARTY DISTRICT

Incumbent House Glenn Davis R 84

Incumbent House Jay Jones D 89

Incumbent House Joe Lindsey D 90

Incumbent Senate Lionell Spruill D 5

Incumbent Senate Lynwood Lewis D 6

Incumbent Senate Bill DeSteph R 8

Incumbent Senate John	 Cosgrove R 14

Incumbent Senate Louise Lucas D 18
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Alexandra Gabriel, 

Esq.

Williams Mullen

Real estate 
companies 

are not 
exempt from 

lawsuits.

Now,	more	than	ever,	potential	clients	are	using	
the	internet	and	online	tools	to	search	for	both	
residential	and	commercial	real	estate.	Many	

brokerages	and	real	estate	companies	invest	time	and	
money	 in	developing	websites	and	website	content	 to	
attract	and	retain	those	clients.	
	 Given	 the	 recent	 increase	 in	 lawsuits	 filed	
against	 companies	 alleging	 that	 their	
websites	 are	 inaccessible	 to	 people	
with	disabilities	in	violation	of	the	
Americans	with	Disabilities	 Act	
(ADA),	 those	 same	 companies	
should	 also	 consider	whether	
those	websites	are	ADA-com-
pliant.
	 Although	 the	 ADA	 text	
does	 not	 expressly	 mention	
websites,	 the	Department	 of	
Justice	 (DOJ)	 has	 taken	 the	
following	positions	in	a	Septem-
ber	 25,	 2018,	 letter	 to	 the	 U.S.	
House	of	Representatives.	
	 First,	 the	 ADA	 applies	 to	 public	
accommodations’	websites.	
	 Second,	 websites	 must	 still	 comply	 with	 the	
ADA	even	without	any	specific	regulations	or	guidance	
as	to	what	is	required	for	compliance.	
	 The	DOJ	did,	at	least,	indicate	that	“public	accom-
modations	have	flexibility	 in	how	 to	 comply	with	 the	
ADA’s	general	requirements.”
	 In	response	to	uncertainty	regarding	when	a	web-
site	 constitutes	 a	 public	 accommodation	 and	what	 is	
required	for	a	website	to	comply	with	the	ADA	if	it	is	
a	public	accommodation,	Congress	and	many	industry	
groups,	 including	 the	National	 Association	 of	 REAL-
TORS®	 in	 an	April	 26,	 2016	 letter	 to	 the	DOJ,	 have	
called	for	more	specific	guidance	and	rulemaking	from	
the	DOJ.	
	 Nevertheless,	 the	 DOJ	 has	 withdrawn	 its	 pro-
posed	 notice	 of	 rulemaking,	 so	 there	 is	 no	 indication	
that	regulations	or	further	guidance	will	be	issued	in	
the	near	future.
	 Under	 the	 ADA,	 there	 is	 no	 requirement	 that	 a	
website	owner	be	given	an	opportunity	to	fix	an	inac-
cessible	website	prior	to	litigation	and	no	requirement	
that	a	potential	plaintiff	be	a	current	client.	

	 In	fact,	as	the	Southern	District	of	Florida	held	in	
Gil	v.	Winn-Dixie	Stores,	 Inc.,	257	F.	Supp.	3d	1340,	
1350	(S.D.	Fla.	2017),	alleging	only	an	intent	to	use	the	
company’s	services	may	be	sufficient.
	 In	addition,	successful	plaintiffs	may	be	awarded	
attorneys’	 fees,	 so	 the	barriers	 to	 litigation	 for	plain-

tiffs	are	relatively	low.	
	 Perhaps	as	a	result	of	 these	 factors,	

there	 were	 more	 federal	 website	 ac-
cessibility	 lawsuits	under	Title	 III	
of	 the	ADA	filed	 in	 the	 first	 six	
months	of	2018	than	were	filed	
during	the	entire	year	in	2017,	
according	 to	 a	 2018	 study	
conducted	by	Seyfarth	Shaw	
LLP–Website	 Access	 and	
Other	 ADA	 Title	 III	 Law-
suits	Hit	Record	Numbers.	
	 Some	 of	 these	 lawsuits	 and	
demand	 letters	 allege,	 for	 ex-

ample,	 that	websites	 are	 incom-
patible	with	 screen	 readers,	which	

are	 used	 to	 provide	 speech	 output,	
magnification	 and	 other	 features	 used	 by	

individuals	with	vision	loss.
	 If	the	website	contains	an	image	but	no	text	or	de-
scription	of	the	image	is	provided,	the	screen	readers	
cannot	read	the	image,	potentially	making	the	website	
inaccessible.
	 Real	 estate	 companies	are	not	 exempt	 from	 law-
suits	 or	 demand	 letters.	 The	National	Association	 of	
REALTORS®	 indicated	 in	 its	 letter	 to	 the	 DOJ	 that	
many	of	its	members	received	demand	letters	alleging	
that	their	real	estate	websites	are	inaccessible.	
	 At	least	one	law	firm	in	Pennsylvania	claims	that,	
as	of	2016,	it	had	sent	as	many	as	25	demand	letters	
to	realty	and	home	building	companies.	(Kenneth	Har-
ney,	 “Real	Estate	Firms	Face	Legal	Challenges	Over	
Websites’	ADA	Compliance,”	Chicago	Tribune	(May	11,	
2016).
	 Unfortunately,	this	means	that	companies	face	po-
tential	costly	litigation	with	little	guidance	as	to	how	
to	comply	with	the	ADA.	However,	there	are	ways	that	
companies	can	be	proactive,	make	their	websites	more	

Does your website comply with 
the ADA?

(continued on page 27...)
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Some 
tenants and 

owners believe 
that their 

homes are 
haunted.

A young	mother	of	one	searched	for	feedback	on	her	rented	“haunt,”	which	had	started	out	with	 
	 four	 years	 of	 bad	 luck	 and	 later	 escalated	

when	her	daughter	developed	a	friendship	with	a	little	
boy	(with	a	saw,	no	less!)	who	she	met	on	their	top-floor	
landing.	The	daughter	and	the	“spirit”	chatted	often.	
	 Make-believe	 friend...or	 ghost?	 These	 in-
stances	 are	 always	 coupled	 with	 hissing	
cats,	 lost	 items	 and	 a	 sense	 of	 be-
ing	 watched.	 When	 their	 lease	 is	
up	 and	 the	 property	 is	 ready	 to	
lease	 again	 or	 sell,	 would	 you	
disclose?	
	 In	 the	 state	 of	 Virginia	
you	 would	 not	 need	 to	 un-
less	 the	 ghost	 was	 causing	
structural	 damage.	 If	 that	
saw-wielding	 ghost	 boy	 was	
chopping	 up	 the	 trusses	 or	
ceiling	joists,	you	might	need	to	
disclose.
	 But	more	about	disclosures	at	
another	time!	Let’s	talk	hauntings.
	 Yes,	there	are	some	tenants	and	own-
ers	who	believe	that	their	homes	are	haunted,	which	
is	not	 a	 bad	 thing	unless	 you	 live	next	 door	 to	 them	
in	a	multi-unit	condo/townhouse	where	ghosts	wander.	
That	 is,	 IF	 you	 believe	 in	 such	 things,	 right?)	 There	
have	been	stories	of	a	little	girl	and	boy	who	were	vis-
ited	by	a	friendly	orb	nightly,	ghostly	figures	running	
past	bedroom	doors,	apparitions	in	the	mirrors,	miss-
ing	objects,	icy	pockets,	violent	dreams,	blinking	lights	
and	 thrown	 objects,	 and	 what	 about	 those	 rambling	
spirits	who	wander	our	roads?
	 We’ve	come	to	expect	and	read	about	local	histori-
cal	buildings	and	hotels	that	are	haunted.	The	Cavalier	
is	filled	with	ghost	lore.	There’s	“Ned”	at	the	Wells	The-
atre,	and	the	Princess	Anne	Country	Club	has	wicked	

ghosts	who	chase	patrons	away	and	a	would-be	bride	
who	is	just	hanging	about—just	to	mention	a	few.	But	
the	most	intriguing	haunts	are	those	under	the	cloak	
of	darkness…on	the	road	and	with	access	to	us	and	our	
waterways!	
	 We	continue	to	build	new	homes	and	expand,	and	

Elbow	Road’s	 development	has	been	quite	 exten-
sive.	 Did	 you	 know	 it’s	 haunted—or	 so	

many	 claim?	 Stop	 your	 car	 or	 get	 a	
flat	and	you	may	be	greeted	by	local	
spirits	 of	 the	 road.	There’s	Mrs.	
Woble,	 an	 old	 lady	 who	 was	
murdered	 there	 (body	 never	
found),	 a	 jogger	who	was	hit	
by	a	car,	and	a	little	girl	who	
is	said	to	have	drowned	in	a	
nearby	lake.	
	 As	 you	 are	 fixing	 your	 flat	
you	 may	 witness	 wet	 foot-
prints	creeping	toward	you,	see	

the	flash	of	a	lone	jogger,	or	Mrs.	
Woble	may	come	out	to	lend	a	hand.	

(Did	 we	 mention	 that	 Elbow	 spelled	
backwards	is…Woble.	Creepy!)

	 From	Elbow	Road	in	Chesapeake	to	Artillery	Road	
in	 Virginia	 Beach,	 there	 are	 lost	 souls	 everywhere.	
That	poor	lonely	soldier	who	committed	suicide	over	at	
Fort	Story	is	seen	regularly	making	his	way	back	into	
his	eternal	grave	in	the	wetlands.	Norfolk	ghosts	are	
most	timely.	
	 I’m	 writing	 this	 article	 on	 the	 eve	 of	 Hurricane	
Dorian,	 and	 I	 wonder	 if	 anyone	 is	 seeing	 a	 ghostly	
figure	at	Willoughby	Spit.	Many	have	 spotted	ghosts	
along	the	beach	of	the	Spit,	but	one	local	legend	is	that	
if	you	see	one	of	these	ghosts	it	foretells	the	coming	of	
a	hurricane.	In	fact,	stories	of	a	mysterious	dark	figure	
on	the	beach	were	reported	just	before	Hurricane	Isa-
bel	in	2003!	⌂

Just for kicks: spirits and…
disclosures?

Linda Harrison

Chair, 

REALTOR®/Lawyer 

Committee

Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com 

HRRA.com
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Name:	Lisa	S.	Moore,	ABR,	SFR,	Century	21	Nachman	
Realty,	Little	Creek	Road	office.	

HRRA member since: 2010

REALTOR® activities, awards and honors:	I’ve	attended	
many	training	courses	over	the	years.	It’s	convenient	to	have	
classes	in	the	HRRA	building.	Also,	I	like	the	diversity	of	the	
class	offerings	such	as	Blueprint	Reading	and	Understanding	
Commercial	Contracts.		

Community involvement:	I’m	a	volunteer	with	the	Virginia	
Housing	Development	Authority	(VHDA)	Homebuyer	
Education	program.	I	have	taught	classes	for	years.	

I chose to become a REALTOR® because:	I	enjoy	helping	
people	find	their	first	homes,	add	to	their	investments	and	
build	their	businesses.	

Favorite REALTOR® benefit: Free 
training	and	education.

Favorite HRRA activity and why: I’m a 
volunteer	writer	for	HRRA.	I	enjoy	writing	
about	real	estate	and	real	estate-related	issues	for	HRRA	
in	the	Virginian-Pilot	because	it	gives	me	an	opportunity	to	
support	and	participate	in	my	own	quiet	way.	

Most memorable HRRA moment:	HRRA	awards	programs.	
For	example,	my	managing	broker	received	a	Lifetime	
Achievement	Award.	It’s	awesome	that	HRRA	recognizes	
longtime	contributors	to	the	association.	

Best piece of advice for fellow REALTORS®:	Build	your	
business	based	on	the	Principles	of	Real	Estate	and	caring	
about	people.	⌂

REALTOR® Spotlight: Lisa S. Moore

 Nofplot Insurance Agency
    Hampton Roads     | 757-583-2100
  www.nofplotinsurance.com
  hargrod@nationwide.com 

CALL US FOR YOUR INSURANCE NEEDS!

accessible	to	those	with	disabilities	and	take	steps	to	reduce	the	
possibility	of	litigation	at	the	same	time.	
	 Some	 have	 turned	 to	 the	Web	 Content	 Accessibility	 Guide-
lines	(WCAG),	in	part	due	to	the	fact	that	at	least	one	court	in	the	
Gil	v.	Winn-Dixie	case	ordered	a	website	owner	to	comply	with	the	
WCAG	guidelines.	
	 The	most	 recent	 version	 of	 the	 guidelines,	WCAG	2.1,	 pub-
lished	by	WC3	as	part	of	its	Web	Accessibility	Initiative,	is	avail-
able	 online	 at	 w3.org/TR/WCAG21.	 The	 guidelines	 provide	 de-
tailed	 descriptions	 of	 recommendations	 to	 make	 websites	 more	
accessible	for	those	with	“blindness	and	low	vision,	deafness	and	
hearing	loss,	limited	movement,	speech	disabilities,	and	others.”	

	 While	the	guidelines	are	extensive	and	can	seem	overwhelm-
ing,	and	the	assistance	of	web	developers	may	be	needed	to	imple-
ment	 changes,	 there	 are	 easier	 places	 for	REALTORS®	 to	 start.	
Online	tools,	such	as	Web	Accessibility	Evaluation	Tool,	available	
at wave.webaim.org,	can	help	website	owners	to	identify	possible	
accessibility	errors	and	concerns.
	 If	REALTORS®	do	receive	a	demand	letter	or	complaint	alleg-
ing	that	a	website	violates	the	ADA,	they	would	be	well-advised	to	
contact	legal	counsel.		⌂

(ADA, continued from page 25)

http://w3.org/TR/WCAG21
http://wave.webaim.org
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(continued on next page...)

John Burke

HouseMaster Home 

Inspections

Aluminum 
wiring was 

used between 
1964 and the 

mid-1970s. 

This	 information	 has	 been	 compiled	 to	 assist	
homebuyers	and	home	owners	in	their	under-
standing	 of	 the	 issues	 common	 to	 residential	

electric	systems.	
	 All	electric	work	should	be	performed	by	a	quali-
fied	licensed	electrician.	In	some	cases,	the	presence	of	
electric	defects,	problematic	components,	or	anti-
quated	systems	may	be	an	issue	in	obtain-
ing	homeowner	insurance.	
 Electrical service issues - 
The	 use	 of	 electric	 appliances	
and	 devices	 has	 increased	
substantially	 since	 the	 first	
homes	 were	 wired	 for	 elec-
tricity.	 For	 the	 typical-size	
home,	100	amps	is	generally	
considered	the	minimum	ac-
ceptable	 electric	 capacity.	
For	large	homes	or	homes	oc-
cupied	by	the	typically	modern	
family	making	use	of	many	of	the	
electric	 devices	 now	 available,	 at	
least	150	amperes	would	be	more	ap-
propriate.	
	 All	electric	homes	generally	require	a	200	amp	
service.	While	a	certain	service	size	may	have	been	ad-
equate	for	a	particular	home	in	the	past,	any	renova-
tion	work	or	the	upgrading	of	major	appliances	may	ne-
cessitate	an	increase	in	the	capacity	of	the	panel	and/or	
household	service.	
	 The	service	lines	which	carry	electric	power	from	
the	 utility	 company	 to	 a	 house	 can	 be	 buried	 or	 run	
overhead.	Overhead	 lines	must	 have	 adequate	 clear-
ance	over	all	points	on	the	property	and	the	house	to	
avoid	accidental	contact	(ladder,	poles,	etc.).	
	 Tree	limbs	and	other	vegetation	must	also	be	kept	
clear	 of	 the	 lines.	A	 damaged	 service	 line	 or	 connec-
tion	presents	a	potential	hazard.	The	utility	is	usually	
responsible	for	maintenance	to	the	point	where	the	line	
connects	to	the	house.	
 Electric panels - The	main	panel	is	the	connec-
tion	point	between	the	incoming	service	lines	and	the	
house	wiring.	It	typically	contains	a	service	disconnect	
(the	main	shut-off),	overload	protection	(circuit	break-
ers	or	fuses),	and	associated	conductors	(wiring).	
	 All	circuits	in	the	panel	should	be	clearly	labeled	

so	that	a	particular	circuit	can	be	readily	located	in	an	
emergency	or	for	servicing	needs.	It	is	generally	recom-
mended,	and	now	often	required,	that	there	be	a	main	
disconnect	to	shut	down	the	house’s	electrical	system	
quickly	and	easily.	
	 If	there	is	no	main,	consideration	should	be	given	

to	providing	one,	particularly	if	there	are	numer-
ous	submains	or	household	circuits.	

	 The	 rating	 of	 circuit	 breakers	 and	
fuses	must	be	compatible	with	the	
connected	 wire.	 Oversized	 fuses	
or	 circuit	 breakers	 present	 a	
potential	 hazard.	 The	 stan-
dard	 household	 wire	 sizes	
are	14	AWG	(American	Wire	
Gauge)	 and	 12	 AWG;	 these	
conductors	 should	 be	 pro-
tected	by	15	and	20	amp	fus-
es	 or	 breakers,	 respectively.	
Multiple	 circuits	 connected	 to	

a	single	overload	device	are	often	
found.	 While	 this	 practice	 is	 com-

mon,	 the	 potential	 for	 an	 operational	
nuisance	 or	 overload	hazard	may	 exist.	 It	

is	good	practice	(and	in	many	cases	required)	to	have	
only	one	wire	connected	to	an	individual	circuit	break-
er	or	fuse.	
 Grounding and polarity - Electric	continuity	or	
bonding	must	be	provided	from	all	points	in	an	electri-
cal	system	to	a	grounding	electrode	(rod).	Ungrounded	
components	should	be	corrected.	Older	two-prong	elec-
trical	receptacles	without	grounding	provisions	do	not	
allow	for	the	proper	grounding	of	appliances.	
	 While	an	adapter	may	work	in	certain	temporary	
situations,	 permanently	 grounded	 three-prong	 recep-
tacles	are	recommended	in	 locations	where	appliance	
grounding	 is	 required.	 In	 some	 situations,	 rewiring	
of	 the	 circuit(s)	 may	 be	 necessary.	 Another	 common	
condition,	 reverse	 polarity,	 occurs	 when	 the	 electric	
conductors	on	a	circuit	are	reversed	or	improperly	con-
nected	at	a	receptacle,	or	other	device.	
	 While	the	affected	device	may	function,	the	poten-
tial	for	electrical	shock	under	certain	circumstances	ex-
ists	and	should	be	rectified.	If	a	spot	check	of	a	system	

Understanding residential 
electric systems
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indicates	improper	grounding	or	reverse	polarity	in	areas,	the	en-
tire	system	should	be	checked	as	a	precautionary	measure.	
 Knob and tube wiring - This	 is	the	type	wiring	originally	
used	in	many	older	homes.	While	it	may	still	be	functional,	there	
are	likely	areas	with	damaged	insulation	and	other	concerns.	It	is	
a	two-wire	system	that	is	not	compatible	with	modern	appliances	
that	require	grounding.	If	present,	an	electrician	should	check	all	
areas	to	determine	the	repairs	or	upgrade	work	required.	
 Aluminum wiring on household circuits - While	now	com-
monly	used	primarily	on	main	service	lines	and	major	appliance	
circuits,	 aluminum	 wiring	 was	 also	 used	 on	 household	 circuits	
between	 1964	 and	 the	 mid-1970s.	 The	 inherent	 characteristics	
of	aluminum,	and	 the	wiring	methods	and/or	materials	used	 for	
household	circuits,	 resulted	 in	 faulty	 connections,	which	created	
hazardous	conditions.	
	 Since	then,	warnings	about	fire	concerns	and	the	development	
of	new	devices	designed	for	aluminum	led	to	remedial	work	being	
done	on	many	systems.	However,	it	is	still	generally	recommended	
that	all	aluminum	systems	be	checked	prior	to	title	transfer,	and	
periodically	thereafter,	to	determine	if	remedial	work	is	required.	
 Federal Pacific Electric (FPE) Stab-Lok System - Issues	
have	been	raised	regarding	the	inherent	safety	of	FPE	Stab-Lok	
panels	installed	in	many	homes	prior	to	1990.	Concerns	focus	on	
the	ability	of	breakers	to	properly	trip	under	overload	conditions	

and	the	suitability	of	breaker	connections.	
	 Some	of	these	panels	have	already	been	repaired;	many	other	
panels	are	older	and	are	at	the	point	where	repair	or	an	upgrade	
may	even	be	needed	for	other	reasons.	In	any	case,	it	is	generally	
recommended	that	FPE	Stab-Lok	panels	be	inspected	by	an	elec-
trician	knowledgeable	with	the	associated	issues.	In	many	cases,	
replacement	may	be	recommended.	
 Ground-fault and arc-fault interrupters (GFCI) - 	These	
are	personnel	safety	devices	that	have	been	required	for	new	elec-
tric	 work	 in	 certain	 high-hazard	 locations	 (e.g.,	 kitchens,	 bath-
rooms,	 and	 exteriors)	 for	 many	 years.	 Even	 if	 not	 required	 at	
construction	 or	 with	 completion	 of	 electric	 work,	 it	 is	 generally	
recommended	that	GFCIs	be	installed	in	all	high-hazard	areas.	
	 Arc-fault	 circuit-interrupters	 (AFCI)	 are	 designed	 to	 reduce	
hazards	associated	with	 frayed	wires	and	arcing,	particularly	 in	
areas	such	as	living	rooms	and	bedrooms.	If	not	present	consider	
adding	for	safety.	Should	a	GFCI	or	AFCI	“trip,”	without	a	readily	
detectable	 cause,	 the	 circuit	 in	question	 should	be	 checked	by	a	
licensed	electrician.	Regular	testing	of	GFCIs	and	AFCIs	using	the	
built-in	tester	is	recommended.	
	 Remember,	these	tips	are	only	general	guidelines.	Since	each	
situation	is	different,	contact	a	professional	if	you	have	questions	
about	a	specific	issue.	⌂

(Electrical, continued from previous page)
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Sell	or	rent?	What	do	you	recommend	to	your	cli-
ents	when	a	housing	change	is	needed?	Do	you	
recommend	 a	 rental	 option	 to	 your	 potential	

sellers,	or	do	you	go	straight	for	the	list	to	sell?	Sure,	
you’re	going	to	miss	out	on	the	sales	commission,	but	
only	for	a	period	of	time.	
	 If	 you	 offer	 property	 management	 in	 your	
services,	 it	will	be	a	win-win	 for	you	and	
them.	I	understand	that	rental	prop-
erties	aren’t	for	everyone,	and	nei-
ther	 is	 property	 management.	
The	stress,	 the	hassle	and	 the	
costs	 to	 own	 real	 estate	 can	
be	 overwhelming	 to	 owners	
as	well	as	those	who	manage	
the	properties.	
	 If	 you	 or	 your	 clients	
have	 ever	 watched	 a	 house	
flip	 or	 rehab	 show	 on	 televi-
sion,	you	can	see	there	is	mon-
ey	 to	 be	made	 in	 real	 estate.	 It	
doesn’t	take	a	real	estate	expert	to	
know	profits	in	real	estate	are	created	
by	purchasing	low	and	selling	high.	
	 Unfortunately,	 the	 average	 American	 doesn’t	
have	tons	of	cash	laying	around	to	risk,	 let	alone	the	
knowledge	and	resources.	Fortunately,	you’re	a	REAL-
TOR®,	and	there	are	other	options	to	help	your	clients	
create	 wealth	 and	 a	 solid	 retirement	 through	 home	
ownership	and	time.	
	 They	may	not	make	a	month-to-month	profit	worth	
bragging	about,	but	the	basis	of	this	plan	is	to	take	ad-
vantage	of	the	amortization	of	30-	year	mortgage,	with	
the	principal	being	paid,	and	rental	inflation	of	3.09%	
per	year.	Take	advantage	of	having	a	fixed	rate,	creat-
ing	 equity,	 and	using	 rental	 inflation	 to	 your	 benefit	
with	owning	rental	property.	
	 I	recall	growing	up	in	the	1990s	and	being	able	to	
buy	a	McDonald’s	Value	Meal	for	$2.99.	You	cannot	get	
that	same	Big	Mac	meal	for	less	than	$5.99	today,	let	
alone	a	solo	Big	Mac	for	less	than	$3.99.	What	does	a	
Value	Meal	have	to	do	with	real	estate,	you	ask?	It’s	all	
about	inflation	and	time.
	 Imagine	buying	a	home	in	1990	for	$119,000	and	
today,	less	than	30	years	later,	the	value	had	increased	
to	$150,000.	This	may	not	seem	like	a	large	profit,	but	

what	if	you	allowed	someone	else	to	pay	off	the	mort-
gage	for	your	client?	What	would	this	do	for	your	cli-
ent’s	future	and	retirement?	
	 Even	if	I	were	to	sell	this	same	home	for	the	price	
it	was	purchased	at	30	years	ago,	the	client	would	still	
make	 a	 profit	 from	 letting	 someone	 else	 pay	 off	 the	

mortgage,	 not	 to	mention	 the	write-offs	 and	 tax	
benefits	available.	

	 Living	 in	 a	 high-transient	 military	
area	 puts	 our	 average	 length	 of	
home	 ownership	 less	 than	 the	
national	 average.	 This	 short	
period	of	time	may	not	always	
allow	 for	 a	 seller	 to	make	 a	
profit	 or	 break	 even	 if	 they	
need	 to	 sell	 within	 a	 four-
year	period	of	ownership.	
	 What	if	you	could	offer	your	
clients	 a	 solution	 that	 allows	
them	to	have	someone	else	pay	

off	their	mortgage	while	possibly	
putting	money	in	their	pockets	each	

month?	
	 With	so	many	options	in	the	area	for	

long-term,	short-term	and	even	vacation	rentals,	the	
possibilities	are	endless.	
	 Being	in	a	transient	area	also	calls	for	more	rent-
als,	because	we	all	know	not	everyone	can	commit	to	a	
30-year	loan	when	they	are	unsure	of	their	next	duty	
station.	 But	 for	 those	 home	 buyers	 and	 sellers	 who	
trust	us,	it	is	our	job	to	educate	and	guide	our	clients	to	
make	the	best	decision	possible	for	their	situation.	
	 If	you	are	not	looking	to	add	property	management	
to	your	portfolio	of	services	offered,	it’s	never	too	late	to	
team	up	with	a	fellow	agent	who	does	and	add	options	
for	your	clients.	Not	all	profits	in	real	estate	are	made	
on	quick	flips	but	rather	in	the	long	game	of	homeown-
ership.	Being	a	landlord	isn’t	always	glorious	or	even	
easy,	but	it	sure	has	made	a	lot	of	people	wealthy.	
	 Just	keep	in	mind	for	your	clients	their	best	inter-
est	and	not	ours	for	the	time	being.	The	basis	of	home-
ownership	should	be	to	have	a	solution	for	retirement	
and	lessen	the	monthly	burden	of	bills	by	having	your	
home	paid	off	when	the	time	comes.	
	 If	 you	 have	 the	 opportunity	 to	 help	 your	 clients	
create	wealth	through	real	estate,	wouldn’t	you?	⌂

Not 
everyone can 
commit to a 
30-year loan 
in a transient 

area.

Rental property: the long game 
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Legal Corner: Know boundaries 
in life and real estate

A mere 
reference to 

the plat is not 
evidence of 
intent not to 

convey.  

What	are	the	boundaries	of	your	most	recent	
property	listing?	They	may	be	broader	than	
you	or	your	client	think.	

	 In	 Virginia,	 the	 general	 rule	 is	 that	 conveyance	
of	land	bounded	by	or	along	a	way	carries	title	to	the	
center	of	 the	way,	unless	a	contrary	 intent	 is	shown.	
Although	 the	 term	 “way”	 generally	 means	 road,	
Virginia	recognizes	that	this	can	apply	to	
other	boundaries,	such	as	a	stream,	a	
ditch,	a	wall,	a	 fence	or	a	 tree.	 In	
each	case,	 the	center	 line	of	 the	
object	is	the	actual	boundary	of	
the	lot	conveyed.
	 The	 Virginia	 Supreme	
Court	reiterated	that	rule	on	
October	18,	2018,	in	the	case	
of	Ettinger	 v.	Oyster	Bay	 II	
Community	 Property	 Own-
ers’	Association.	
	 In	 2009,	 Phillip	 Ettinger	
bought	 Parcel	 E	 in	 the	 Oyster	
Bay	 II	 subdivision	 in	 Accomack	
County.	Oyster	Bay	 II	 had	 originally	
been	platted	in	1972,	and	its	developer	first	
sold	 Parcel	 E	 to	 Ettinger’s	 predecessor	 in	 title	 in	
1975.	In	1979,	the	developer	of	Oyster	Bay	II	deeded	
all	streets,	alleys	and	any	other	real	estate	it	owned	to	
the	Oyster	Bay	II	Community	Property	Owners’	Asso-
ciation.	
	 All	of	the	deeds	to	Parcel	E,	from	the	original	one	
in	1972	 to	Ettinger’s	 in	 2009,	 described	 the	property	
conveyed	as	Parcel	E,	containing	196,670	square	 feet	
as	 shown	 on	 a	 subdivision	 plat	 recorded	 in	 the	 Ac-
comack	County	Circuit	Court	Clerk’s	Office.	
	 Though	it	could	have	stopped	there,	the	deed	de-
scription	went	on	to	say	that	Parcel	E	was	bounded	on	
the	northeast	by	Hibiscus	Drive.	When	Ettinger	pre-
pared	to	clear	Parcel	E	for	development,	the	property	
owners’	association	(POA)	put	up	a	construction	fence	
and	no	trespassing	sign	along	Hibiscus	Drive,	prevent-
ing	access	to	Parcel	E.
	 Ettinger	 sued	 the	 POA	 in	 the	 Accomack	County	
Circuit	Court	claiming	that	he	owned	to	the	center	line	
of	Hibiscus	Drive	 or	 at	 least	had	a	 right-of-way	 over	
Hibiscus	Drive.	The	court	ruled	that	all	Ettinger	had	
was	a	right-of-way	over	Hibiscus	Drive,	not	title	to	the	

center	 line	of	 it.	 It	based	 the	ruling	on	 the	boundary	
lines	of	Parcel	E	depicted	on	the	subdivision	plat,	and	
the	statement	that	Parcel	E	contained	196,670	square	
feet,	a	sum	which	mathematically	could	not	include	a	
portion	of	the	road.
	 	 Ettinger	 appealed	 to	 the	 Virginia	 Supreme	

Court,	which	reversed	the	Circuit	Court.	The	Su-
preme	Court	first	restated	the	general	rule	

that	a	conveyance	of	land	bounded	by	
a	way	carries	title	 to	the	center	of	
the	 way,	 unless	 contrary	 intent	
is	 shown.	 Ettinger’s	 deed	 did	
not	show	any	intent	to	hold	or	
retain	title	to	Hibiscus	Drive.	
In	fact,	the	developer	of	Oys-
ter	Bay	II	did	not	convey	the	
streets	 in	 Oyster	 Bay	 II	 to	
the	POA	until	years	after	its	
original	 1972	 deed	 conveying	
Parcel	E.	

	 The	POA	argued	that	the	in-
clusion	of	the	precise	square	footage	

of	Parcel	E	(which	did	not	include	any	
square	 footage	 in	Hibiscus	Drive)	 showed	

the	 intent	 not	 to	 convey	 any	 portion	 of	 Hibiscus	
Drive.	The	Court	disagreed,	pointing	out	that	area	des-
ignations	in	deeds	are	the	least	certain	mode	of	describ-
ing	land	and	must	yield	to	descriptions	by	boundaries.	
The	POA	also	pointed	out,	however,	that	the	recorded	
plat	plainly	depicted	all	four	sides	of	Parcel	E	and	did	
not	include	any	portion	of	Hibiscus	Drive	within	those	
four	sides.	
	 That,	according	to	the	POA,	indicated	that	all	Et-
tinger	received	in	the	deed	was	the	quadrangle	shown	
as	Parcel	E	on	the	plat.	The	court	rejected	that	as	well,	
holding	that	when	a	deed	describes	a	lot	by	reference	to	
a	plat	depicting	a	street	as	a	boundary,	the	rule	applies	
and	the	deed	conveys	title	to	the	center	of	that	street.	A	
mere	reference	to	the	plat	is	not	evidence	of	intent	not	
to	convey	to	the	center	of	the	street.	
	 According	to	the	court,	the	general	rule	about	con-
veying	to	the	center	line	has	twin	goals	of	limiting	un-
necessary	litigation	over	small	gaps	or	pieces	of	prop-
erty	and	protecting	the	grantee’s	right	of	access.	POA’s	
erection	of	a	fence	on	Hibiscus	Drive	to	block	Ettinger’s	

(continued on next page...)
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access	violated	both	of	those	goals	so,	the	court	entered	judgment	
for	Ettinger.
	 Like	any	general	rule	of	law,	the	rule	about	conveyances	run-
ning	to	the	center	line	of	a	way	is	subject	to	exceptions,	including	
those	mentioned	in	the	Ettinger	case,	i.e.,	the	grantor	must	actu-
ally	own	to	the	center	of	the	street	in	the	first	place	and	display	no	
intent	not	to	convey	to	the	center	line.	
	 Real	estate	agents	cannot	be	expected	to	know	all	of	the	excep-
tions	to	the	rule,	but	should	know	this	general	rule	with	respect	to	
the	boundaries	of	the	property	they	are	handling.	If	clients	have	

questions	or	concerns	about	boundaries,	the	best	advice	an	agent	
can	give	the	client	is	to	consult	with	a	real	estate	attorney	about	
the	matter.		⌂

This column is not, nor is it intended to be, legal advice. You should 
consult an attorney for advice regarding your individual situation. 

(Legal Corner, continued from previous page)

Friendly, expert service from your 
local home loan professionals

The professionals at Caliber Home Loans, Inc. are committed to 
helping homeowners and homebuyers find loan options that fit 

their needs. Whether you’re purchasing a new home or refinancing, 
we can help you find a solution that is right for you.

David Burchett NMLS# 457783 629 Phoenix Drive, Suite 175 Virginia Beach, VA 23452.  Caliber Home Loans, Inc., 1525 S. Beltline Rd Coppell, TX 75019 NMLS 
ID #15622 (www.nmlsconsumeraccess.org). 1-800-401-6587. Copyright © 2018. All Rights Reserved. This is not an offer to enter into an agreement. Not 
all customers will qualify. Information, rates, and programs are subject to change without prior notice. All products are subject to credit and property 
approval. Not all products are available in all states or for all dollar amounts. Other restrictions and limitations apply. #28123_VA.

For more information on how we 
can assist you, contact a member 
of our team today!

Virginia Branch:  757-612-3500  |   www.caliberhomeloans.com/virginiabeach

 Never stop learning

Have	an	area	of	 real	estate	expertise	 that	you’d	 like	 to	pursue?	Then	what	you	need	 is	a	
designation!	The	Certified	Marketing	Professional	(CMP)	designation	course,	presented	by	
the	New	Homes	Council	and	taught	by	instructor	Terry	Gearhart,	MIRM,	was	held	September	
12-13	at	HRRA	headquarters.	The	IRM	I	and	IRM	II	classroom	courses	are	 the	 follow-up	
to	 the	 online	 prerequisites	 that	 are	 necessary	 for	 agents	 to	 obtain	 the	 coveted	Master	 in	
Residential	Marketing	(MIRM)	designation,	the	highest	achievement	for	sales	and	marketing	
professionals	in	the	housing	industry.	

Next	up:	 the	Certified	New	Home	Sales	Professional	 (CSP)	 course,	 sponsored	by	 the	New	
Homes	Council,	on	Nov.	7,	8	and	14.	This	professional-level	course	is	for	those	who	want	to	master	new	home	sales,	including	a	deep	
dive	 into	 the	sales	process,	buyer	psychology,	market	 research,	marketing	strategies,	CRM	systems,	financing,	 customer	service	and	
construction	schedules,	budgets,	 terminology	and	blueprint	reading.	You’ll	have	the	opportunity	to	 interact	and	share	 ideas	with	top	
instructors	in	Hampton	Roads	who	are	deeply	immersed	in	the	new	construction	industry.	

The	instructors	will	be:	Terry	Gearhart,	MIRM,	Rose	&	Womble	Realty;	Mark	Edwards,	CSP	GRI,	East	West	Realty;	Sherry	D.	Maser,	
GRI	ABR	SRES	MIRM,	Howard	Hanna	William	E.	Wood;	Michele	T.	Fredericks,	GRI	CMP	SRES	ASP,	Rose	&	Womble	Realty;	Van	Rose,	
GRI	MIRM,	Rose	&	Womble	Realty;	and	Linda	Bass,	GRI,	KBL	Companies.

The	deadline	 to	 register	 is	October	23	or	when	 the	 classroom	has	met	maximum	capacity.	For	questions,	 contact	Terry	Gearhart	at	
tgearhart@roseandwomble.com.	Register	at	HRRA.com.		–	Victoria Hecht, HRRA Communications and PR Specialist
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PROSPECTIVE REALTOR® MEMBERS

Iserena	Adejobi	 Century	21	Nachman	Realty
Riley	Alden	 Howard	Hanna	Real	Estate	Services
Kasie	Barmore		 Triumph	Realty
Loretta	Blount-Nixon	 Keller	Williams	Coastal	Virginia
Sarie	Bronish	 Rose	&	Womble	Realty
Leslie	Brunner	 Rose	&	Womble	Realty
Julius	Bruchette	 Keller	Williams	Realty
Raquel	Carr	 Encompass	Real	Estate	Solutions
Amanda	Carlson	 Howard	Hanna	Real	Estate	Services
Alphradezsa	Church	 Upscale	Avenues	Realty	Group
Daryl	Clark	 Keller	Williams	Realty
James	Clark	III	 Greg	Garrett	Realty
Julia	Claytor	 Greater	Atlantic	Shores	Properties
Katherine	Cross	 Berkshire	Hathaway	Towne	Realty
Nancy	Cummings	 Rose	&	Womble	Realty
Kristie	Daniels	 The	Real	Estate	Group
Diedre	Darling	 Redfin	Corp
Kenneth	Deaton	 Keller	Williams	Elite	Western	Branch
Melissa	Dooley	 Long	&	Foster	Realty
Sarah	Doyle	 RE/MAX	Alliance
Mary	Dunklee	 The	Real	Estate	Group
Winther	Escalante	 James	&	Lee	Realty
Jason	Everett	 Long	&	Foster	Realty
Grace	Farah	 Howard	Hanna	Real	Estate	Services
Kaylan	Field	 Triumph	Realty
Alecia	Freeman	 Keller	Williams	Coastal	Virginia
Stephanie	Fritz	 Century	21	Nachman	Realty
Kathleen	Gardner	 Howard	Hanna	Real	Estate	Services
Kimberly	Graham	 Dragas	Realty
Jessica	Hadley	 Keller	Williams	Realty
Cleo	Hicks,	Jr.	 Keller	Williams	Realty	Elite
Corinne	Hinckley	 Howard	Hanna	Real	Estate	Services
Tein	Hlwa	 eXp	Realty
Edward	Huletz	 Blue	Dot	Real	Estate	Virginia
Julie	Kuhl	 Berkshire	Hathaway	Towne	Realty
Taz	Lancaster	 The	Real	Estate	Group
Micah	Lee	 Benham	Signature	Properties
Isaac	Lopez	 Amanda	M.	Walsh	Real	Estate
Benny	Mills	 ERA	Real	Estate	Professionals
Keith	Murphy	 Long	&	Foster	Realty
Adrienne	Parker	 Rose	&	Womble	Realty
Jaclyn		Pique	 Rose	&	Womble	Realty
Keith	Poore	 Rose	&	Womble	Realty
Karen	Powell	 The	Real	Estate	Group
Martin	Prosper	 Keller	Williams	Elite	Western	Branch
Lisa	Richardson-Smith	 Howard	Hanna	Real	Estate	Services
Cathleen	Riggs	 Rose	&	Womble	Realty
Amy	Roseman	 Berkshire	Hathaway	Towne	Realty
Roxane	Stapleton	 Keller	Williams	Realty

NEW AFFILIATE MEMBER

True	North	Title	 Stephanie	Shannon

David	Tanner	 Long	&	Foster	Realty
Tomasina	Tatterson	 Keller	Williams	Realty
Silvia	Torriente	 Redefy	Real	Estate
Summer	Tuell	 AtCoastal	Realty
Mary	Tully	 Triumph	Realty
Christopher	Wagenbrenner	Lonnie	Bush	Realty
Stephanie	Washington	 Redfin	Corp
Jami	Wenani	 Howard	Hanna	Realty
Laura	Willman	 Howard	Hanna	Real	Estate	Services
Colin	Woods	 James	&	Lee	Realty
Morgan	Xenos	 Dragas	Realty

NEW SECONDARY MEMBER

Sandra	Hood	 Coldwell	Banker	Traditions,	LLC

NEW BROKER FIRMS

Coldwell	Banker	Traditions,	LLC	 Sandra	Hood
RE/MAX	Edge	 Jonathan	Ingram

      Equal Housing Lender. Member FDIC. 
Copyright © 2019, Dollar Bank, Federal Savings Bank.                                                        MOR018_19

Low rates. Low fees.

We’ve made it our business to be the Mortgage 
Experts. Get your clients one of the lowest rates
around today, call 757- 451- 4006.

dollar.bank/mortgages
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FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

Visit our Information Center at 1302 Founders Pointe Trail, Carrollton, VA 23314  |  Open Daily 12pm-5pm

Founders Pointe is an award-winning, waterfront community 
offering a convenient location and resort-style amenities 

including:
• Residents Club with lakefront pool
• 844' observation pier with panoramic views of Batten Bay and 

the James River
• 3 miles of walking/biking trails and sidewalks
• Playground and sand volleyball court
• Premium waterfront and wooded lots
• Waterfront homesites from $215,000 and homes from the $400s

Build Your Dream  
Home Today  

 
Live The  

Coastal Lifestyle!

20 Sales

in the Last 

2 Months!*



Tour today to discover why 270 families have chosen Founders Pointe as their home.

  Preview Our New Homes Now Under Construction  

*Under contract or closed.

94 Alexandria Way • $485,000
Birdsong Builders

1302 Founders Pointe Trail • $559,900
Sasser Construction

112 Alexandria Way • $529,900
Saybrook Homes

116 Stoneridge Court
Sasser Construction

SOLD!



638	Independence	Pkwy,	#100

Chesapeake,	VA	23320
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