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Summer flew by. Fall is right around the corner, and education 
and learning are in the air with the back-to-school season. Our 
requirements to renew our real estate license every two years 

are pretty easy with only 16 hours for a salesperson’s license and 24 
hours for a broker’s license. Most of us can breeze through these renew-
als after the first or second renewal cycle, and they have not changed 
much over the years.
 So, how do you stay relevant and educated in constantly changing 
times?
 As REALTORS® we have ample opportunities to stay educated 
on the local, state and national levels. I challenge each of you to make 
sure you are incorporating some of these opportunities into your per-
sonal growth goals and education plans. 
 Every year in September we have the Virginia REALTORS® An-
nual Convention, which moves around the state from year to year. This 
year it’s titled “Momentum 2019, Keep Your Business Moving,” and it 

is not too far from home in Williamsburg at The Williamsburg Lodge, September 17-19. 
There are several great sessions on the agenda, many of which will earn you CE credits. 
Register or check out the line up at virginiarealtors.org/events/annual-convention-2019/.
 The National Association of REALTORS® has its REALTORS® Conference and Expo 
every year in November. This year it is themed “Imagine the Possibilities” and is in San 
Francisco from November 8-11. There are over 100 educational sessions and a huge expo 
in 100,000-square-foot exhibit hall. 
 Hundreds of vendors will showcase the latest and greatest in tools and resources in 
the real estate industry. There is always some time to explore the area, with organized 
tours and networking events with fellow REALTORS® included. Tax deductions to learn 
and travel are my favorite. For more information or to register, visit conference.realtor.
 Locally we offer many no-cost educational sessions at our monthly council and com-
mittee meetings, such as Resale Council, Government Affairs, REALTOR®/Lawyer, Prop-
erty Management and Leasing Council, Common Interest Communities, New Homes and 
more. These committees cover a wide range of topics and host panels and discussions that 
share relevant and timely information with our membership to keep them informed. For 
an added bonus, most include breakfast or lunch at the meeting.
 Alpha College of Real Estate hosts spring educational offerings hand-in-hand with 
HRRA’s Member Expo, which features local vendors, builders and service providers. Al-
pha also teaches REALTOR® designation and specialty classes throughout the year. Learn 
more at AlphaCollegeOfRealEstate.com and HRRA.com.
 Lastly, if you have not received your Commitment to Excellence (C2EX) designation, 
register today at C2EX.REALTOR. You will take an assessment in 10 areas (11 for bro-
kers) and, based on your results, the program will provide you a customized learning plan, 
recommended experiences, and provide tools and resources to increase your knowledge 
and skill set in each area. 
 Regardless of your length of time in the business, I am sure there is an area in which 
you can learn more and improve. I challenge you to make sure you are including ongoing 
training and education into your personal 
goals. Learners are earners. ⌂
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Carl Johansen

Chair, Government 

Affairs Committee September 
is REALTOR® 

Safety Month.

September is REALTOR® Safety Month, and we 
should all take time this month to review best 
practices to help ensure we are conducting our 

business in a safe manner. 
 The National Association of REALTORS® (NAR) 
has a wealth of resources to help agents, brokers and 
associations better educate and understand each 
other about the safety risks they face, in-
cluding regularly-scheduled safety 
webinars, numerous articles orga-
nized by category, videos and a 
safety alert program. 
 These resources encom-
pass everything from plan-
ning your safety strategy to 
extensive safety resources 
including apps, products and 
education. 
	 A	 benefit	 of	 being	 a	 
REALTOR® is that NAR offers 
a “Safety Matters; Safe Business 
= Smart Business” course free of 
charge to state and local REALTOR® 
associations.
 In “Planning Your Safety Strategy” NAR recom-
mends that you look at three distinct areas: safety at 
the	office,	safety	with	clients,	and	safety	at	home.	Safe-
ty resources for associations and brokerages include:
 Homeowner Safety and Security Toolkit: This 
provides REALTOR® associations with materials and 
best practices to get the word out about homeowner 
safety and security including tips for homeowner crime 
prevention while on vacation.
 Office Safety: This offers a wealth of materials 
for brokers that they can customize like Agent Identi-
fication	Forms,	Office	Safety	Actions	Plans,	etc.,	plus	
downloadable	safety	tip	flyers.	Simply	reviewing	best	
practices and methods of communication can make a 
big	impact	in	each	office.
 Make safety a brokerage priority. Being a REAL-
TOR® is 24/7 and 365 days a year. Here are a list of top 
seven tips that were compiled by broker-owners and 
safety trainers to help you create security routines and 
safe	practices	at	your	office.
• Encourage agents to trust their instincts and not 

take chances. (This sounds simple but is true. Your 

instincts are there for a reason. Listen!)
• Enact	the	“Come	into	the	office”	rule	when	meeting	
clients	for	the	first	time.

• Offer safety education. NAR offers a  
REALTOR® Safety Month presentation that brokers 
can	easily	adapt	for	their	offices.

• Set	up	a	buddy	system	among	your	office	agents.	
Take someone with you and return the fa-

vor. Select safe words that can be used 
that would not alert the person 

who may harm you. 
• Recommend safety apps and 
products that can track agents 
or require them to check in 
at regular intervals. GPS 
tracking systems can turn 
your cell phone into a track-
ing device. Dazzle Defender 

is a discrete small can of pep-
per spray that can be worn as a 

bracelet.
• Make sure you and your fellow 

agents are safe online. Leads are a big 
part of our business and both agents and 

clients should do their investigating prior to meeting 
in person or exchanging detailed information.

• Insist on professionalism from clients and agents 
alike. The photos we use are a good example. Nev-
er use a full body shot, suggestive photo or even a 
selfie	as	the	casual	nature	of	the	photo	may	send	the	
wrong message. Stick to a professional head shot and 
refuse to get into conversations where a person is too 
complementary on your photo or appearance. Not re-
sponding is the best way to set boundaries or if you 
need to, let them know that those comments are not 
acceptable if they continue. 

 Please take this month to review your personal 
and	office	safety	tips	so	that	you	continue	to	practice	
the best routines for your continued safety in this busi-
ness. There is no potential deal worth putting you in 
harm’s way. Be smart, and please be safe!  ⌂

REALTOR® safety: Are you being 
smart as you conduct business? 



Hampton Roads REALTOR® • September 2019    5 

A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

YPN beats the heat at Ballyhoos

That’s how you beat the summer sizzle! Despite record-breaking heat, there’s always time to connect and re-connect with peers and 
colleagues over refreshments and nibbles. HRRA members packed Ballyhoos in Virginia Beach on July 17 for the Young Professional 
Network’s (YPN) Networking and Game Night. Special thanks go to Brett Thompson of Thompson Law Group for sponsoring the event. 
Everyone was smiling, but especially the many door prize winners. Congrats to Exit Realty Central for having the most attendees. By do-
ing so it snagged four free tickets to YPN’s Tides Game Outing. YPN’s next networking social will be held October 23 from 4 to 6 p.m. at 
Big Ugly Brewing in Chesapeake and sponsored by Tidewater Home Funding, Chesapeake Homes and Southern Trust Mortgage. RSVP 
with “October” in the subject line to YPN@HRRA.com to help with the head count. Learn more about YPN and its networking and educa-
tion opportunities at HRRA.com. – Victoria Hecht, HRRA Communications and PR Specialist

mailto:YPN@HRRA.com
http://HRRA.com
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Danita Hayes

Vice-Chair, 

Owners/Managers 

Council

There is 
always more 

to learn in 
real estate.

Back to school the kiddies go, and the spirit of 
education	is	starting	to	flow.	Now	would	be	a	
great time for REALTORS® to also go back and 

gain	more	knowledge	 in	 the	 real	estate	field	 through	
Alpha College of Real Estate or the many different edu-
cational opportunities provided by HRRA. 
 One thing I have learned as an agent is that 
there	is	always	more	to	learn	in	our	field.	
It’s important that we stay abreast of 
trends and changes in the industry. 
Here are three major areas that 
are constantly changing in the 
market and why it’s impor-
tant for you to keep up. 
 Technology - As we all 
know we are certainly living 
in a technology-driven world. 
It is important for us to stay 
up to date with the trends to 
be able to better serve our cli-
ents and counterparts. 
 I actually spoke to someone in 
the real estate industry who told me 
they do not text. They only communicate 
via phone. Huh? This is unacceptable in 2019. 
 I thought to myself, “You are doing your clients 
and your counterparts a disservice.” In my opinion, a 
professional should be able to communicate using all 
forms of communication and leave it up to the client to 
determine which works best for them. 
 For those of us who are not familiar with some of 
the recent technologies out there to help us better serve 
our clients, it’s a great time to get back in the class-
room and learn a new skillset. 
 It’s never too late to learn something new. We 
should all strive to be better and increase our knowl-
edge daily. 
 Market trends - Market trends are constantly 
changing, and it’s up to us to be aware of them so we 
can communicate them to our clients. Attending fo-
rums and staying up to date on current events will also 
help with being knowledgeable about market trends. 
 One of the easiest ways to stay up on market 
trends is to actually be involved in the market, i.e. ac-
tually helping others buy and sell real estate. 
	 As	agents,	we	are	typically	the	first	to	see	where	

the market is going based on our daily experiences. It 
also helps when we take the time to not only learn our 
market but other markets around us. For example, I 
had a client who compared the Hampton Roads mar-
ket to the Charlotte, North Carolina, market. I had to 
let them know that they were comparing apples to or-

anges and that you can get more for your buck in 
Charlotte than you can in Hampton Roads. 

It helps with the process when you are 
able to explain this type of market 

trend to your clients. 
 Social media platforms - 
Many are using social media 
to build and expand their 
businesses. Social media 
platforms are given to us for 
free to reach thousands and 
even millions if used proper-

ly. There are classes available 
for social media and how their 

algorithms work. You can learn 
what and how to post to increase 

your business. 
 On average at least 80% of my busi-

ness comes through social media. It is a great tool if 
used often and consistently. Although there are many 
social	media	platforms,	you	should	have	profiles	on	at	
least three of them. 
 If you’re not on social media, now is a good time to 
learn more about it and start using it to increase your 
bottom line. 
 In conclusion, let’s get excited about all of the won-
derful things we can learn and equip ourselves even 
more to serve our clients! 
 Through education, we put ourselves in a better 
position to help more people and increase our bottom 
line. Find a class today that will increase your knowl-
edge	about	the	real	estate	field,	or	start	a	group	with	
your peers to meet periodically and learn from each 
other. 
 There are many ways that we can learn as long as 
we look for new opportunities every day to increase our 
knowledge.  ⌂

The must-do methods to grow 
your knowledge 
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Affiliate Spotlight: Nofplot Insurance
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Nofplot Insurance Agency, www.nofplotinsurance.com 
hargrod@nationwide.com, 757-583-2100
 
Territory: Hampton Roads and surrounding areas.
 
Year company established: 1990 
 
Company specialties:	Insurance	services,	including	home,	condo,	flood,	valuables,	umbrel-
la, auto, business/commercial, renters, boat/watercraft, antique cars, motorcycle, RV and 
life.	Providing	specialized	customer	service	to	fit	their	needs.	
 
HRRA Affiliate member since: 2018
 
Why we joined HRRA: For increased community involvement and to gain valuable busi-
ness relationships—working alongside other professionals with the same main goal of help-
ing clients. 

Why we got into this business: We pride ourselves to help and protect clients’ most valu-
able possessions. We wanted to change the way insurance is done by educating them and providing new views of what insurance does and 
how it helps them personally. All while developing long term personable relationships. We commit to providing our clients with tailored 
insurance protection.

Why we love doing what we do: To remove worry during life biggest changes. We want our customers to trust us to help them make 
the right decisions to protect them in the event of a loss. We love being able to take the time to educate our clients, all in hopes of saving 
them money in the process.

Our favorite satisfied-customer story: Honestly, referrals are the best story we could ask for. Our company continues to grow on cus-
tomer referrals. It reminds us that the relationships we have developed with our clients have had a lasting impression.
 
Our favorite HRRA event and why:	The	Wine	&	Cheese	Social.	This	was	the	first	event	we	attended	as	a	new	Affiliate,	and	we	were	
unsure what to really expect. However, seeing the gathering of all the existing relationships of REALTORS®	and	Affiliates	gave	us	a	posi-
tive outlook to our future involvement with HRRA.

Most memorable HRRA moment:	Our	first	experience	giving	back	to	the	community	(through	REALTORS® Have a Heart) while stand-
ing beside REALTORS®	and	Affiliates	has	been	the	most	memorable	moment	thus	far.	It	is	very	rewarding	to	be	able	to	give	back	with	
something as small as your time. We are looking forward to joining in many more events in the future.
 
Best piece of advice to REALTORS®: Find an insurance professional with whom you can work closely with and trust to handle your 
clients’ needs. This will ensure a smooth transaction and timely closing.
 
The one thing we want REALTORS® to know about our industry is: Insurance is not always the same from one policy to the next. 
We understand cost is important however there are many options and endorsement that are usually overlooked that may be very impor-
tant to your client. We all know the saying, “You get what you pay for.” Be sure to review and educate yourself on the coverages on the 
insurance policy for your clients future in the event of an unexpected loss. 

HRRA Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members. Nofplot Insurance Agency is a 
2019 Ambassador Partner. 

http://www.nofplotinsurance.com
mailto:hargrod@nationwide.com
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Jenny Lovell, ABR, 

CSP, GRI, SRES

Chair, New Homes 

Council

Welcome September! There seems to be a 
collective sigh of relief from all around us: 
“School is back in session!” Whether you 

have school- or college-age kids, or even grown ones, 
this time of year is when we all seem to settle down and 
get back to business.
 We are entering another busy selling season 
for everyone trying to move in or out before 
the holidays. This time of year brings 
its own pace, challenges and suc-
cesses! Achieving those successes 
is what we want to talk about 
today.
 As a member of HRRA 
you have many opportunities 
to attend a variety of work-
shops, educational sessions 
and social events. Every 
council, committee and advi-
sory group works hard to bring 
meaningful information to their 
peers.
 Throughout the year the New 
Homes Council has brought many educa-
tional workshops to any and all HRRA members, 
including a new construction expert panel and “Apps 
Madness,” which featured technology to make our busi-
ness grow. 
 Plus , there was HRRA’s Member Expo, which was 
held at the Chesapeake Conference Center in April. 
This was a great event with more participants than 
ever. Next year’s Expo is already shaping up to be 
HUGE! Mark the date: April 2, 2020. 
 To wrap up our educational calendar for 2019 
we have some very exciting opportunities to obtain 
designations from the National Association of Home 
Builders (NAHB). We are one of only two areas in the 
country this year offering some of this training by our 
certified	instructors.	They	are:
 MIRM Designation: Principles of Residential 
Marketing, a two-day course, September 12-13. The 
IRM I and IRM II classroom courses are the follow-up 
to the online prerequisites that are necessary for you to 
obtain the highly coveted Master In Residential Mar-
keting (MIRM) designation, the highest achievement 
for sales and marketing professionals in the housing 

industry.
 Certified New Homes Sales Professional 
(CSP), a three-day course, November 7, 8 and 14. 
This is an intensive deep dive with exercises designed 
to	strengthen	your	understanding,	followed	by	a	final	
assessment to certify your knowledge and enable you 

to obtain the prestigious CSP designation. 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. 
 These opportunities are be-
ing held locally at HRRA, so 
you don’t have to worry about 
travel and hotel arrange-
ments, which is a bonus for 
everyone’s busy schedules. 
For more information and to 

register, go to HRRA.com.
  We will also offer a New 

Construction Blueprint Reading 
course. This course has now been 

approved for 2 hours of CE credit. Stay 
tuned to your HRRA email and social media 

for the date and time.
  That is a lot of education being offered before the 
end of the year. If you are looking to further your ca-
reer in 2020, consider adding a designation or two! 
 On the fun side, 2019 Homearama is being held in 
Culpepper Landing in the Deep Creek area of Chesa-
peake. The dates are October 25 to November 10. The 
days and times are Fridays, noon to 7 p.m.; Saturdays/
Sundays, noon to 6 p.m.; and the last Sunday, Novem-
ber 10, will close at 5 p.m. Real Estate Professionals 
Day will be Friday, October 25. Light refreshments will 
be served from noon to 2 p.m., and entry for real estate 
professionals is FREE (for real estate agents with ID 
and business card/license).
 Let’s all roll up our sleeves and get to work. We can 
finish	up	2019	with	fun	and	education!	⌂

We are 1 of 
only 2 areas 

in the country 
offering this 

training.

Back to school for HRRA 
members

http://HRRA.com
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Fulton Bank

fultonmortgagecompany.com
Fulton Bank, N.A. Member FDIC. Subject to credit approval.

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: 
REALTOR® professional standards and real estate 
assessments, taxes and appraisals.

REALTOR® activities: 
Circle of Excellencesm honoree since 1986. 

Community involvement: 
Suffolk Humane Society “Paws For The Arts 
Gala,” Suffolk Red Cross, volunteer For the 
Suffolk Peanut Festival Queen and Court 
Committee, and Rose & Womble Foundation.

Why I give to HRRPAC: 
It is our voice as REALTORS®, and it is our 
business as REALTORS®  to give and support 
HRRPAC. It supports us and our future.

Why donating to HRRPAC is important: 
We as REALTORS® are investing in our business 
and community and protecting our future. It is 
our future! 

L. Ellen Drames

Member since: 1986

HRRPAC 
contributor level: 
Sterling “R”

 HRRPAC Spotlight: L. Ellen Drames

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

Win a stay at The Sanderling on the Outer Banks, spa time, 
and tickets to the Regent University Executive Lecture Series.

See contest rules and more on the “I am one®” Advisory 
Group page at HRRA.com.

Thanks to our Contest Sponsors

Enter the Weekend Getaway Contest

HRRA.com
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L. Ashley Brooks, Esq.

Associate Attorney, 

Mahoney & 

Richmond, PLLC

Estate 
planning 

involving real 
estate is not a 
cookie-cutter 

process.

A personal residence is among their most valu-
able and cherished assets for most people.  
 Thoughtful estate planning is important to 

ensure their objectives for their real property are met. 
 In Virginia, there are multiple methods to transfer 
real estate:
 Last will and testament - A traditional will 
is the most commonly known tool for dis-
tributing property upon death. In Vir-
ginia, real estate “drops like a rock” 
into	the	name	of	 the	beneficiary	
who is designated to receive the 
property in a will. 
 In essence, real estate 
bypasses the rest of the es-
tate (e.g. bank accounts, in-
vestments, tangible personal 
property, etc.) and becomes 
the	property	of	the	beneficiary	
when the will is recorded. Ex-
ceptions to this rule are when: 1) 
the will directs that the real estate 
be sold; or 2) the estate is insolvent, 
and the real estate must be brought back 
into the estate to pay debts. 
 Planning pointer: If the testator (creator of the 
will) directs or authorizes that the real estate be sold, 
the will should incorporate Virginia’s Fiduciary Pow-
ers Act (currently Virginia Code Section 64.2-105) spe-
cifically	by	reference.	Among	other	powers,	this	statute	
gives the executor of the will the authority to sell real 
estate. If the statute is not cited explicitly in the will, 
the	 executor	must	 file	 a	 petition	 in	 the	 circuit	 court	
with jurisdiction over the estate to request permission 
to sell real property.
 Transfer on death deed - A relatively recent Vir-
ginia law allows a client to record a “transfer on death 
deed” in the city or county in which they live. This type 
of deed designates that the real estate will be conveyed 
to	a	beneficiary(ies)	named	in	the	deed	upon	the	death	
of the property owner. 
 The conveyance occurs by operation of law (outside 
of probate—which is the process by which the court 
oversees the settlement of an estate). 
 An additional deed is not required upon the death 
of	the	original	property	owner,	unless	the	beneficiary/

new owner decides to sell or gift the property. It is 
worthwhile to note that a transfer on death deed is re-
vocable by the property owner while he/she is living, 
should their objectives change. However, revocation by 
the living property owner requires the recording of an 
additional deed.

 Trust - A living trust is a superior estate plan-
ning tool for many clients. Most commonly, 

living trusts are “will substitutes” 
that distribute property similarly 

to a will but outside of probate. 
Unlike a will, which is public 
record, a trust is a private 
contract that is generally 
only seen by the grantor (the 
trust’s creator), the trustee 
and	the	beneficiary(ies).	
 Within a living trust, the 

grantor can direct that upon 
his/her death, the real es-

tate be distributed outright to 
a	 beneficiary(ies),	 be	 sold	 and	 the	

proceeds of sale distributed to the 
beneficiary(ies),	 or	 that	 the	 real	estate	 re-

main	in	trust	for	the	benefit	of	a	beneficiary.	Direct-
ing	that	real	estate	be	held	in	trust	for	the	benefit	of	a	
beneficiary	helps	ensure	protection	for	both	the	benefi-
ciary and the property. 
 If the trust is properly drafted with a “spendthrift 
provision,”	the	real	estate	left	in	trust	for	a	beneficiary	
is protected from his or her creditors and is not subject 
to equitable distribution in a divorce proceeding. This 
measure	 can	 also	 ensure	 that	 a	 beneficiary	 does	 not	
sell the property he or she inherits and squanders the 
proceeds. 
 While using a trust in estate planning has many 
advantages, it also requires thoughtful and careful 
drafting to prevent undesired outcomes. Taxes, insur-
ance and other expenses of maintaining real estate 
must still be paid when the property is held in trust. 
 As such, the trust should be explicit regarding 
whether	 the	 beneficiary	 is	 required	 to	 pay	 these	 ex-
penses, or whether the trust will also hold liquid assets 
to maintain the real estate. It is also critical that the 
trust be a named insured on the homeowner’s insur-

Estate planning and real estate: 
the basics

(continued on next page...)
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ance policy.
 Regardless of what method is used to transfer property upon 
death,	one	of	the	greatest	sources	of	conflict	in	the	administration	
of an estate plan occurs when real estate is left to be owned by 
multiple	beneficiaries	(often	siblings).	
 Joint property owners are responsible for their pro rata share 
of expenses of maintaining the property. If one or more refuses 
to pay his/her share, the burden falls on the remaining owners to 
ensure the property remains insured, repaired, and is not encum-
bered by a tax lien. 
 All joint owners have an equal right of access to the property; 
one owner usurping use of the property can raise disputes. Selling 
the property requires the consent of all owners, and if one or more 
of the owners refuses to consent, the only option under Virginia 
law is a partition action—a costly forced judicial sale of the prop-
erty. 
	 If	real	estate	 is	to	be	 left	to	multiple	beneficiaries,	 it	should	
only be done if they are truly of one accord in the use or sale of the 
property (a rarity). 
 Alternatively, if a client strongly desires to leave a vacation 
home	or	investment	property	for	the	benefit	of	multiple	beneficia-
ries, he or she should consider conveying the property into a lim-
ited liability company or trust. 

 Both of these are governed by contracts that can be detailed 
in addressing matters ranging from rotating use/occupancy of the 
property, designating a trustee or manager who makes critical de-
cisions regarding the property, and setting forth terms if a party 
wants	 to	sell	his	or	her	share	 (for	example,	 right	of	first	refusal	
language and a set purchase price or formula for determining the 
purchase price). 
	 These	methods	may	not	eliminate	all	conflicts,	but	they	cer-
tainly reduce discord by troubleshooting early and carefully craft-
ing realistic solutions to potential future problems.
 Estate planning involving real estate is not a cookie-cutter 
process. It merits thoughtful consideration of multiple tools to 
achieve desired outcomes.  ⌂

(Estate planning, continued from previous page)

Take the stress out of high mortgage payments 

With our Portfolio loans, there is NO Private Mortgage Insurance

Contact your local 
Langley Mortgage 
loan officer today!

Nathalia Luna
NMLS# 659443
757-224-4745

Holly Damalas
NMLS# 758490 
757-692-6669
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C2EX 
aims to raise 

the bar for 
REALTORS® 
around the 

country.

It’s September, and that means it’s “back to school”! 
Are you ready for a brand new way to round out 
your knowledge of the real estate business? Get 

back to REALTOR® education this month with the 
C2EX program!
 As a REALTOR®, you made the promise to guide 
your clients through the complicated and perplex-
ing world of real estate. It is of utmost 
importance	that	you	do	so	with	confi-
dence	in	your	expertise.	This	confi-
dence comes from experience and 
education. 
 As in life, most people 
would say they want their 
proficiency	in	the	real	estate	
business to be multifaceted. 
The National Association of 
REALTORS® (NAR) now of-
fers a plan of action.
 C2EX stands for Commit-
ment to Excellence. The program 
has been in development for about 
four years and was launched at the end 
of 2018. One goal of C2EX is to raise the bar 
for REALTORS® around the country. 
 This free comprehensive learning tool for NAR 
members will help you build and strengthen your prow-
ess in the real estate business and ultimately increase 
your value. It is created as an enjoyable and engaging 
program for its users. It’s not a designation. It’s not re-
quired. And it’s not a course. It’s a voluntary program 
which professionals can use to further their expertise 
in 10 different areas (11 for brokers).
 You begin by taking assessments to identify your 
strengths as well as areas which may need improve-
ment. Based on the results of the assessments, arti-
ficial	 intelligence	 determines	 your	 assigned	 learning	
paths. As you complete the tasks required to progress 
along each path, you will further your education and 
expertise in each area to build competency.
 Track your progress with the C2EX wreath. This 
neat little feature will keep you organized and show 
you in which exact areas you should be training. Some 
of the topics that are covered include client service, 
trust and integrity, and professional reputation. A 
light blue ring will form around each competency area 

as you progress. By engaging with the program, par-
ticipants earn endorsement.
 The program is designed for REALTORS® at every 
level	of	the	business.	Seasoned	agents	can	benefit	just	
as brand new agents can. Because you begin with as-
sessments, your program will be tailored to your pro-

file.
 The National Association of REAL-

TORS® is presenting us with an op-
portunity. Through this learning 

initiative, we take the reins of 
our individual real estate busi-
nesses and ensure that we 
are being the absolute best 
fiduciaries	 possible	 for	 our	
clients. 
 By making individual im-
provements and working to 

excel at what we do, we con-
tribute to the collective growth 

and betterment of the REAL-
TOR® community as a whole. It 

is our duty to actively pursue profes-
sional growth and development in order to 

serve our clients to the best of our abilities. Plus, we 
become advocates for our industry just by participat-
ing.
 To begin working with C2EX, you don’t need large 
chunks	of	time	to	devote	to	the	program.	Do	you	find	
yourself looking for ways to stay focused on the busi-
ness while you have “down time” during an open house, 
a home inspection, or while you’re waiting for a client 
to meet you for showings? 
 This tool is perfectly suited for those times when 
you need to keep your mind charged and directed to-
ward business development. Of course, if you want to 
take longer sessions to master each area more quickly, 
the choice is yours.
 You can easily access the C2EX platform on your 
computer or on your smart phone by adding the C2EX 
Icon to your home screen.
 You don’t need any extra school supplies to begin 
this new learning journey. Visit C2EX.realtor to get 
started! Learn more about the program at nar.realtor/
commitment-to-excellence. ⌂

Make a Commitment to 
Excellence (C2EX)

Jessica Riegel

Vice-Chair, Resale 

Council
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Blake B. Hegeman 

KaneJeffries, LLP

Proper 
damage 

restoration 
should resolve 

the root 
cause.

Virginia is a Caveat Emptor state, or is it really?
According to “Black’s Law Dictionary,” Caveat 
Emptor means, “Let the buyer beware (or take 

care).” 
 Over the years Virginia has taken incremental 
steps to move away from that strict doctrine. Some of 
you probably remember when sellers could provide 
buyers a disclaimer form or a disclosure 
form. After it became clear that most 
Virginia sellers used the disclaimer 
form to avoid liability, the Gen-
eral Assembly added more af-
firmative	 seller	 disclosures	
it deemed critical for public 
policy reasons. 
 Currently, the Resi-
dential Property Disclosure 
Statement directs buyers to 
many online disclaimers and 
several	 affirmative	 disclosures	
sellers must make in certain situ-
ations (listed below):
• Septic Waiver Disclosure Form 
• Military Air Installation Disclosure 

Form 
• Defective Drywall Disclosure Form 
• Properties located in Planning District 15
• Property Previously Used for Methamphetamine 

Manufacture Disclosure Form  
• Building Code Enforcement Action/Zoning Ordi-

nance Violation Disclosure Form 
• Disclosure Statement for Certain New Dwellings 
 See: dpor.virginia.gov/uploadedFiles/MainSite/ 
Content/Boards/Real_Estate/REB%202017%20 
DISCLOSURE%20ONE-PAGER%20(07-10-17).
pdf and dpor.virginia.gov/Consumers/Residential_ 
Property_Disclosures/.
 In short, please keep in mind that you should be 
aware	of	the	circumstances	in	which	these	affirmative	
disclosures are required, even though in many sales 
they are not.
 Another Residential Property Disclosure Act re-
quirement that is often overlooked concerns a real es-
tate licensee’s duty to inform his or her seller or buyer 
client(s) of their rights and obligations under the Act. 
 Furthermore, if the listing agent is dealing with an 

unrepresented purchaser, the listing agent has a duty 
to inform the purchaser of their rights and obligations 
under the Act. Providing this mandatory information 
affords	the	agent	significant	liability	protection	(law.lis.
virginia.gov/vacode/title55/chapter27/section55-523/). 
 In our experience, the best way for this informa-

tion to provided and evidence that it was given 
is in writing. For example, Virginia RE-

ALTORS® has an excellent form that 
accomplishes the statute’s require-

ment: VR Form SUM1 – Sum-
mary of Rights and Obligations 
of Sellers and Purchasers Un-
der the Virginia Residential 
Property Disclosure Act. If 
you do not use VR Forms, 
your forms provider may of-
fer a similar document.

 Also, please remember to 
deliver a Residential Property 

Disclosure Statement signed by 
the seller to the buyer or his or her 

agent (if represented) prior to contract 
ratification.	 If	 it	 is	 given	 afterwards,	 the	

buyer has a right to terminate the contract and the 
time period the buyer has to terminate depends on how 
the Statement was delivered (ex. hand-delivered v. 
mailed).
	 Another	significant	issue	we	come	across	pertains	
to the Property Owners’ Association (POA) Act and the 
Condominium Act. Virginia law requires property own-
ers selling properties subject to these Acts to provide 
POA	Disclosure	Packets	and	Seller	Resale	Certificates	
to buyers or their agents (if represented), and buyers 
have a way out of contracts based on the timing and 
method of delivery. 
 A major problem can occur when the buyer wants 
out of the contract and the buyer agent lets the seller or 
his agent (if represented) know via the wrong method. 
By the way, neither of these laws requires the buyers 
to give a reason under the Acts concerning why they 
want out.
 The occasional fatal error occurs when the buyer 
wants out of the contract and his agent sends only a 

Caveat Emptor? Consider this. 

Patrick D. Carollo 

KaneJeffries, LLP

(continued on page 15...)

http://dpor.virginia.gov/uploadedFiles/MainSite/
http://dpor.virginia.gov/Consumers/Residential_
http://law.lis.virginia.gov/vacode/title55/chapter27/section55-523/
http://law.lis.virginia.gov/vacode/title55/chapter27/section55-523/
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The law
related to 
housing 

discrimination 
is complex.

Condominium and homeowners associations 
have	 had	 discrimination	 charges	 filed,	 or	
threatened	to	be	filed,	against	them	for	viola-

tions of the Fair Housing Act (FHA). 
 The consequences of discrimination can be harsh. 
Therefore, it is very important for an association to be 
able to identify and understand ways they can dis-
criminate, and to take the necessary steps 
to prevent such claims from happen-
ing. 
 Common interest commu-
nity	 associations	 must	 first	
understand what the Fair 
Housing Act is. The FHA , 
also known as Title VIII of 
the Civil Rights Act of 1968, 
was	 first	 passed	 in	 1968	
to prohibit discrimination 
based on race, color, religion, 
and national origin. In 1974, 
discrimination based on sex was 
added. In 1988, it was amended 
and changed to include discrimination 
against familial status and those with dis-
abilities. 
 Virginia’s Fair Housing law takes it a step further, 
adding elderliness (individuals age 55 or older) as a 
protected category. 
 Federal and state Fair Housing laws protect indi-
viduals from discrimination when trying to rent, pur-
chase a home, obtain a mortgage or purchase home-
owner’s insurance. Fair housing requirements apply 
to all housing providers such as, property managers, 
landlords, real estate agents, mortgage lenders, ap-
praisers, banks, and insurance companies. 
 How do associations violate the Fair Housing 
Act? 
 A major reason for the implementation of the FHA 
in 1968 was racially restrictive covenants that were 
being used as tools of discrimination to prevent the 
migration of people of color into certain neighborhoods 
during	the	first	half	of	the	20th	century.	
 However, racially restrictive covenants remain 
common features of deeds. Since covenants run with 
the land, they become part of the land title in continu-
ance. Also, the process to remove covenants is expen-

sive and time-consuming. The majority of owners are 
not even aware that their properties are subject to ra-
cially restrictive covenants. 
 Discrimination based on religion can result when 
an association does not allow a religious group to uti-
lize a community chapel facility, but allows other reli-

gious groups. 
 Familial status includes the follow-

ing: someone with one or more chil-
dren under the age of 18; a preg-

nant woman; someone who has 
custody or guardianship of a 
child; someone in the pro-
cess of adopting a child; and/
or foster parents. The most 
common way associations 
discriminate based on famil-
ial status is to deny children 

equal use of a common area 
element through a rule or regu-

lation. 
 Over more than a decade, 

courts have applied the Act to associa-
tion pool rules. Restrictions on children’s 

use of swimming pools, such as “Adult Only Swim 
Time,” where the same restrictions do not apply to 
adult residents, is a discrimination under the Act. This 
discriminates against families with children by deny-
ing them equal access to the community pool. 
 Senior and retirement communities for individu-
als over the ages of 55 or 62 may lawfully refuse to rent 
to families with children. The Housing for Older Per-
sons Act communities are those intended for occupancy 
by persons aged 55 or older, and at least 80% of units 
occupied by persons 55+. 
 Discrimination based on disability can take on 
many forms. Associations cannot refuse to allow rea-
sonable	modifications	to	a	dwelling,	or	refuse	reason-
able accommodations in their rules and regulations, 
policies, and services to allow individuals with dis-
abilities an equal opportunity to use and enjoy their 
dwelling or common area elements. These can include 
structural changes, such as the installation of a ramp 
into a building, or grab bars in a bathroom, or allowing 
for	a	tenant	to	transfer	to	a	ground-floor	unit.	
 

How Fair Housing can affect 
your association 

Jennifer Ireland, 

SRES, SFR, MRP

Co-Chair, Common 

Interest Community 

Advisory Group

(continued on next page...)
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In recent years, requests have been made to associations for ser-
vice animals and comfort support animals, even when there are 
restrictions on pets in the community. What is an association to do 
when such requests are received? 
 First, the board must understand the difference between a 
“service” animal and an “emotional support” animal. A service ani-
mal,	such	as	a	guide	dog,	is	trained	to	do	a	specific	task.	Not	even	a	
condominium can prohibit such an animal because the owner must 
rely on it everywhere. They are not considered pets. 
 According to the Humane Society, an emotional support ani-
mal “does not need to be trained to perform a service. The emo-
tional	and/or	physical	benefits	from	the	animal	living	in	the	home	
are what qualify the animal as an assistance animal.” The Fair 
Housing Act requires the housing provider, including condomini-
ums, to make “reasonable accommodations” to a request for such 
an animal. Typically the owner provides a letter from either a doc-
tor or therapist stating the disability and the need for the comfort 
the animal will provide. 
 Discrimination by an association usually does not take place 
by direct discrimination, but when enforcing a rule or restriction 
that has the effect of discrimination against individuals in one or 
more of the protected categories. Often times, association boards 
are surprised when faced with a discrimination complaint, espe-

cially when they can show that they have strictly enforced the 
terms of its governing documents. But liability is sometimes found 
for that very reason. 
 What steps can associations take to avoid FHA liabil-
ity?
 Review rules, regulations, and restrictions for any discrimina-
tory language. 
 For example, instead of stating, “Children may not skate or 
ride bike in common areas,” it should state, “Persons may not 
skate or ride bike in common areas.”
 Establish neutral criteria for fees or fee waivers for all ser-
vices and facilities. Also, establish neutral criteria for the use of 
those services and facilities. 
 Ensure that enforcement of your covenants is in a consistent 
manner. Associations have an obligation to enforce the rules con-
sistently and fairly, for the good of the community. 
 Finally, consult with an attorney. The law related to hous-
ing discrimination is complicated, and the facts of each case are 
unique. Real estate or civil rights lawyers have the training and 
education to better serve an association if faced with a discrimina-
tion violation.  ⌂

(CIC, continued from previous page)

navyfederal.org

Vaughn Sullenberger
Manager Mortgage Origination
NMLS # 1624259

Lascara Mortgage
1530 International Blvd
Norfolk, Virginia 23513

Phone: 800-531-7174 x.21171
Mobile: 757-334-8711
vaughn_sullenberger@navyfederal.org

Release of Contract to Purchase signed by the buyer expecting a 
release of the contract and the Earnest Money Deposit (EMD) to 
the buyer. 
 The problem is that a release by its very nature depends on the 
mutual agreement of the parties. Suppose the buyer agent sends 
a release to the listing agent on day one and does not hear from 
the listing agent. The buyer agent then calls on day 10 and asks 
why his client has not received the EMD back. The listing agent’s 
response: “By sending the release you asked for our consent to end 

the contract and return the EMD; we did not give consent and you 
can no longer withdraw from this contract based on the POA Act 
termination period.” 
 Unfortunately, for the buyer, the listing agent is probably 
right. The POA Act and Condominium Act require termination, so 
the best course of action would have been to send a notice termi-
nating the contract accompanied by a release signed by the buyer 
requesting the seller’s signature to release the contract and the 
Earnest Money Deposit.  ⌂

(Caveat Emptor, continued from page 13)
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Alyssa Hicks

Clyburn Insurance Do not wait 
until the last 
second to 
get flood 

insurance!

Hurricane season spans six months: June 
1 through November 30. When a tropical 
storm’s maximum sustained winds reach 74 

mph, it is then called a hurricane. Potential threats 
from hurricanes include powerful winds, heavy rain-
fall,	storm	surges,	and	coastal	and	inland	flooding.	
 Hurricanes are categorized by the strength 
of	 their	 winds	 using	 the	 Saffir-Simpson	
Hurricane Scale. A Category 1 storm 
has the lowest wind speeds, while 
a Category 5 hurricane has the 
strongest. 
 In 2018, the hurricane 
season’s activity was about 
120% of an average season. 
Colorado State University’s 
Tropical Meteorology Project 
team said the 2019 season 
will be about 75% of an aver-
age season. This is great news, 
but we still need to stay prepared.
 Following are some easy steps 
to help you get ready:
 Review your insurance coverage. 
Make sure you have the proper amount of coverage 
on your insurance policies. Ask your insurance agent if 
you have the appropriate amount of replacement cost 
coverage. Ask what your deductibles are (do not forget 
to ask what your hurricane deductible is as this may be 
separate). 
 If you are renting somewhere, know that there is 
no coverage for your belongings unless you have a rent-
ers insurance policy. 
 Also, remember that your home insurance policy 
does	not	cover	flood	damage.	We	recommend	you	con-
sider	getting	a	flood	insurance	policy	if	you	do	not	al-
ready	have	one.	If	you	go	through	FEMA	to	get	flood	
insurance, there is a 30-day wait, however, there are 
now	 flood	 insurance	 options	 through	 private	 compa-
nies.	Some	of	these	private	flood	insurance	companies	
have as little as a 10-day wait. You do not want to wait 
until	the	last	second	to	get	flood	insurance!	
	 An	example	of	why	it	is	so	important	to	have	flood	
insurance:	 Mr.	 Client	 did	 not	 have	 flood	 insurance	
when a hurricane hit. The storm surge afterwards put 
several inches of water in Mr. Client’s home, causing 

him $27,000 in out-of-pocket expenses because of the 
lack	of	flood	insurance.	
 Create an inventory of valuable items in 
your home. Make a list and take photos or videos of 
your personal belongings. This will make it easier if 
you need to make a claim. 

 Take steps to protect your property. You 
can buy plywood to put on windows and 

sandbags to put in front of doors to 
prevent	 flooding.	 Make	 sure	 your	

roof is in good condition. Move 
garbage cans, grills, bikes and 
lawn furniture inside or se-
cure them. Turn the thermo-
stat in your refrigerator and 
freezer to the coolest temper-
ature. If the power goes out 
your food will stay fresh lon-

ger. Trim any tree branches 
that are within 10 feet of your 

house. Clean out your gutters. 
 Have an evacuation plan. 

Know what evacuation zone you are 
in	(A,	B,	C,	or	D).	The	website	to	find	what	

zone you are in is KnowYourZoneVA.org. 
 Talk to your family about whether or not you will 
stay at home for the storm (if you are not in a mandato-
ry evacuation zone) or establish a safe place inland you 
will go to. Let family members know if you are staying 
in your home or evacuating to a safer place. Make sure 
your	car’s	gas	tank	is	filled	beforehand.
 Get together an emergency kit. This should in-
clude a 10-day supply of water, nonperishable foods, 
first	aid	supplies,	medicines,	clothing,	blankets,	batter-
ies,	flashlights,	and	important	documents.	
 Make sure your cell phone battery is fully charged. 
Have cash with you in case there is no power as there 
will be no ATMs or credit card machines working. Do 
not forget about your furry friends!
 The safety of you and your family should be your 
top priority! ⌂

Is your house properly insured 
against hurricanes?

http://KnowYourZoneVA.org
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Fall is that magic time of the year! The leaves 
start turning. Football is back. Brunswick 
stews crank up, and, in short order, the neigh-

borhood kids are knocking on your door for Halloween. 
Thoughts begin to turn to Thanksgiving and the won-
derful Christmas season that follows. Oh, and it is po-
litical time as well! 
 Well, some of those are magic for folks, 
and some really are not. But, whether 
we like it or not, politics are more 
than just a fall sport or tradition; 
they are of importance to real 
estate agents and the clients 
they represent. 
 Indeed, as Ralph Nader 
has stated, “If you’re not 
turned on to politics, the les-
son of history is that politics 
will turn on you.”
 Such urgency is why we 
have the REALTOR® Party. The 
purpose of the REALTOR® Party is 
simple: to elect and build relationships 
with legislators who will support our is-
sues. At the end of the day, being able to protect our 
rights and interests and the rights and interests of our 
clients is what matters. And, to be sure, we have seen 
results for our efforts over the years. 
 Whether it is more industry-focused legislation on 
issues like licensing or association health plans, wider 
real estate issues like evictions, or even larger issues 
like transportation, the truth is that REALTORS® 
have been at the forefront. A key piece of our success is 
the work and support of members like you for REAL-
TOR® Party efforts. 
 Of course, as is the case with any endeavors, we 
cannot afford to rest on our laurels. As you know, all 
140 seats in the Virginia General Assembly are up for 
election this year. It has been said that political ques-
tions are decided by those who show up. 
 In such so-called off-off-year elections, turnout is 
traditionally lower. That makes it even more impor-
tant for REALTORS® to participate and make their 
voices heard this year. In that spirit, here are some 
things that I would encourage everyone to do between 
now and Election Day:

 Take some time to support REALTOR®-
endorsed candidates for House of Delegates. 
Those persons who have earned the REALTOR® en-
dorsement have demonstrated their support for our is-
sues and our members. But, they can only be helpful 
if they win. So, every door-knock, meet and greet, and 

sign location matters. With more and more races 
being decided by just a handful of votes 

(or even the drawing of names from 
a bowl), the help you provide to a 

REALTOR® champion may be 
that extra factor that turns a 
10-vote defeat into a 15-vote 
victory and gets them over 
the	 finish	 line.	 And,	 please	
do keep engaged with House 
candidates on our issues. 
Even supporters need to be 

reminded about what is im-
portant to REALTORS®.

 It is always a great time 
to support HRRPAC. If you have 

not invested in HRRPAC before, now 
is the right time to do so. If you are already 

an investor, right now would be the perfect time to 
increase your commitment and even move up to major 
investor status. Your investment in HRRPAC supports 
candidates at the local, state and federal level who sup-
port you, and it provides the resources needed to make 
sure your voice is heard at all points in the process. 
 And, please take the time to take advantage 
of the wonderful forums that that are a great 
benefit of your HRRA. Part of being that successful 
advocate is being educated on the issues, and things 
like the Government Affairs, REALTOR®/Lawyer, 
Property Management and Leasing Council, and Com-
mon Interest Community (CIC) forums, to name a few, 
are excellent resources that I very much encourage you 
to take advantage of. 
 As we get closer to Election Day, I look forward 
to working with you as your state government affairs 
director to support REALTOR® Party efforts to elect 
REALTOR® champions in November. ⌂

Thoughts turn to politics come 
autumn

Tyler Craddock 

State Government 

Affairs Director

Political 
questions are 
decided by 
those who 
show up. 
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Calendar of EVENTS
SEPTEMBER
HRRA office closed for Labor Day September 2 
Resale Council September 3 1 p.m. Norfolk Room 
Government Affairs September 5 1 p.m. Norfolk/Suffolk Room
New Member Orientation September 10 9 a.m. Suffolk Room 
Principles of Residential Marketing (MIRM) September 12-13 8:30 a.m. Chesapeake Room
REALTOR®/Lawyer September 12 1 p.m. Norfolk/Suffolk Room 
Affiliates	Council	 September	13	 9:30	a.m.	 Virginia	Beach	Room	
New to RPR® - Basic Training September 17 10 a.m. Norfolk Room
Property Management & Leasing Council September 17 11:30 a.m. Norfolk/Suffolk Room 
International Advisory Group September 18 12:30 p.m. Norfolk/Suffolk Room 
Common Interest Community Forum September 19 1 p.m. Virginia Beach Room 
RPR® - Advanced Training September 19 10 a.m. Norfolk Room

OCTOBER
Resale Council October 1 1 p.m. Norfolk Room 
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

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 get a special legislative update from HRRA’s Government Affairs Committee. 
Donations will be collected for the Foodbank of Southeastern Virginia. Learn more at HRRA.com.

http://HRRA.com
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Calendar of EDUCATION
SEPTEMBER
Alpha locations closed for Labor Day September 2 
Continuing Education Required Topics September 5 8:30 a.m. Chesapeake Campus 
NC - Brokerage Relationships & Responsibilities September 5-6, 12-13 8:30 a.m. Chesapeake Campus 
Short Sales & Foreclosure Resource (SFR; ABR elective) September 6 8:30 a.m. Newport News Campus
Principles Exam Prep September 7 9 a.m. Chesapeake Campus
Broker Licensing: RE Brokerage September 9-13 & 16 6 p.m. Chesapeake Campus
Principles of Real Estate (AM) September 9-30 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) September 9-30 9 a.m. Newport News Campus
Principles of Real Estate (PM) September 9-30 6:15 p.m. Chesapeake Campus
Principles of Real Estate (PM) September 9-30 6:15 p.m. Newport News Campus
NC - Broker Pre-Licensing September 10 - October 31  9 a.m. Nags Head Campus
Broker Management CE September 17 8:30 a.m. Chesapeake Campus
Principles of Real Estate (PM) September 17-November 5 6:15 p.m. Virginia Beach Campus
Principles of Real Estate (PM) September 17-November 5 6:15 p.m. Newport News Campus
Continuing Education Related Topics September 19 8:30 a.m. Chesapeake Campus
QUICKSTART© Post-Licensing September 23-27 * Chesapeake Campus
Continuing Education Required Topics September 24 8:30 a.m. Chesapeake Campus

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 

*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

NCAcademyOfRealEstate.com
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Kelley Carter, CPIA

Chair, Affiliates 

Council
There are 

countless ways 
to streamline 
and optimize 

your time.

And just like that…summer is gone and we’re 
headed into autumn! As we head into the fall  
 business season, too, the task of organiz-

ing, refocusing and building our business plan can be 
daunting after a summer of beach days, cookouts and 
vacations.
 Trying to get the kids back on schedule and 
into the school and extracurricular routine 
can be overwhelming enough, much 
less trying to build out a business 
plan and amp up your growth 
over the fall and winter. 
 However, with some plan-
ning and these tips, we can 
get into the groove again and 
keep our business and pipe-
line strong! 
 1) Build an organiza-
tional system that works 
for YOU: Before you jump into 
the hustle and hope to come out 
the other side productive, take a 
moment and build out a plan for your 
business and your family. Put practices in 
place to get organized. 
 For example, could a shared family calendar help 
everyone stay on the same page? Could assessing your 
kids’ school and extracurricular schedules help gauge 
what things are worth spending time on? Could meal 
prepping help keep your family dinners on track? 
 There are countless ways to streamline and opti-
mize your time. Pick methods that work for you and 
your family and stick with it. Coming up with ideas on 
what works best for your family to organize the chaos 
will keep stress lower and productivity higher.  
 2) Plan out your business goals: Not having a 
target is the surest way not to hit it. Take a moment 

to plan out what your goals are for your business this 
year and then put those plans into action. 
 If you don’t know where to start, consider reaching 
out to others in your network who are having success 
and ask them how they built their business growth 
plans. Consider reaching out to develop a mentorship 

relationship or hiring a business coach. 
 Check out the tons of business growth 

and development classes we have at 
HRRA through our numerous com-

mittees and pick the ones that 
relate	 to	 your	 field.	 Building	
your business growth goals 
and your step-by-step plan 
to reach your goals will help 
keep you motivated, orga-
nized, and on point. 
 3) Make time for net-

working: It’s easy to get tied 
up in the hustle and bustle and 

miss opportunities to connect 
with your network. Take a moment 

at the beginning of the fall season and 
map out the upcoming events at HRRA that 

add the most value to your business and get them 
on the calendar. Staying connected with your network 
helps keep those relationships strong and keeps your 
business moving into the fall and winter. 
 4) Take a breather: We all get caught up in the 
hustle of life. Sometimes, taking a step back to re-
charge and refocus is the best approach to productiv-
ity. Consider building in some sort of break for yourself 
each week. Maybe it’s not eating lunch at your desk. 
Maybe it’s coffee with a friend. Maybe it’s going for a 
run. Switching gears can yield highly productive fresh 
ideas and can keep you motivated in business and in 
life.  ⌂

Make it a productive autumn 
with these 4 tips

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

HRRA.com


Hampton Roads REALTOR® • September 2019    21 

The joy of lifelong 
learning

Cristina Wray

Chair, “I am one®” Advisory Group

 Let the back to school shopping begin! 
Notebooks, pencils, erasers, scissors, glue, 
clothes, shoes, and rain boots. As a child, I 
was always excited with the beginning of 
each school year. I enjoyed learning new 
things, catching up with old friends and 
meeting new ones.
 At the beginning of each year a teacher 
would always ask, “Are you Ana’s little sis-
ter?” They would carry on about what an 
excellent student my sister was and how 
well she did in their classes, as if setting 
the tone of their expectations of me. 
 They would soon discover; I was truly 
Ana’s little sister: wonderful and smart 
just like her, but on the talkative side, so 
much so that my favorite part of the day 
was coming home to tell my Mom all about 
my day.
 Many of us know students who will be 
returning to school this month. 
 In the spirit of education, I encourage 
you to embrace the joys and rewards of life-
long learning. Check out Alpha College of 
Real Estate and HRRA.com, and explore 
our educational calendar of events. I per-
sonally have the Commitment to Excel-
lence (C2EX) program on my agenda. 
 C2EX was designed to improve excel-
lence in our lives as well as our industry. 
This program supports you in identifying 
your strengths/weaknesses and, based on 
your current knowledge base and inter-
ests, the program creates a personal learn-
ing path just for you. 
 The strategic planning will help you 
raise your goals, communication and pro-
fessionalism as REALTORS®. Continuous 
growth and development is vital. 
 Whether you are going to register 
for a course at Alpha College or schedule 
yourself a time to attend one of the various 
forums presented by our councils and com-
mittees at HRRA, the key to your personal 

success is YOU, taking action.
 I would like to wish ALL scholars a 
successful school year, including my Sonny 
as he begins his senior year in high school.
 Lastly, so many of you have entered 
our “I am one®” getaway contest by post-
ing to social media delightful photos wear-
ing your swag while volunteering, out for 
appointments with clients, closings or at-
tending HHRA-sponsored events. This 
year’s lucky winner will receive a stay 
at Sanderling on the Outer Banks, enjoy 
some spa time and get tickets to the Re-
gent University Executive Lecture Series. 
The winner will be selected in December 
during the annual installation. There is 
still time to post your photos, so don’t wait. 
Participate!
 And don’t forget these words from 
Napoleon Hill: “Cherish your visions and 
your dreams as they are the children of 
your soul, the blueprint of your ultimate 
achievements.”  ⌂

Photos that make 
an impression

Catherine Bell

Homescan of Virginia LLC

 In the world of real estate, visual con-
tent	 serves	 as	 the	 first	 impression	 of	 a	
property listing. More and more buyers are 
relying on pictures, 3-D interactive tours, 
and drone photography to decide whether 
the property gets an actual visit or simply 
gets tossed into the “maybe” pile. 
 In fact, an Inman study found that 
listings with more visual content receive 
403% more inquiries than those without. 
However, hiring a real estate photogra-
pher is only half of the equation for a suc-
cessful listing. 
 According to US News, decluttering 
and depersonalizing the listing is vital to 
attracting potential buyers. Simple solu-
tions such as removing clutter, straighten-
ing couch cushions, and closing toilet lids 
will make it easier to highlight the fea-

tures of the listing. 
 Another important task when prep-
ping for photography is to depersonalize 
the space. Family pictures and other per-
sonal	items	such	as	diplomas	or	certificates	
make a home too personal, which may 
result in a buyer being unable to picture 
themselves in the house and more likely to 
move on to the next listing. 
 According to RIS Media, listings with 
high-quality photography are 32% more 
likely to sell faster than those without. 
 So, the next time you list a property, 
make sure to properly prepare the home to 
make	a	great	first	impression.		⌂

Does insurance 
cover jewelry?

Danielle Hargrove 

Manuel G Nofplot III Insurance Agency

 Special occasions—from a couple’s en-
gagement to a promotion at work—may be 
marked with expensive jewelry. It’s impor-
tant to protect your valuables with the ap-
propriate jewelry insurance coverage. 
 Here are some questions and answers 
about homeowners and renters insurance 
coverage of jewelry to help you protect your 
precious items.
 Q: Do renters and homeowners insur-
ances cover jewelry theft?
 A: Your standard homeowners or rent-
ers insurance policy covers jewelry theft up 
to a certain value. To properly insure jew-
elry, engagement rings and other expen-
sive items, consider purchasing additional 
coverage	through	an	economical	floater	or	
an endorsement. 
 There is usually an optional home-
owners insurance coverage/endorsement 
you can add to your policy which provides 
additional protection for jewelry and other 
high-value items such as watches and an-
tiques.
 Q: Do renters and homeowners insur-
ances cover lost jewelry?

 IN BRIEF: Big news, small bites

(continued on page 23...)

http://HRRA.com
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HRRA’s	 Affiliate	 and	 REALTOR®	 members	
teamed up for a triple header of good deeds 
July 25 during the organization’s annual 

PaintFest®. 
	 Benefiting	from	those	efforts	are	St.	Mary’s	Home,	
the Foodbank of Southeastern Virginia and the East-
ern Shore, and Children’s Hospital of The King’s 
Daughters (CHKD).
 Tapping into their inner Picassos, attendees gath-
ered at HRRA quarters in Chesapeake enjoy camara-
derie, nibbles, live music, networking and, most impor-
tantly, to paint a six-panel mural, provided through 
the Foundation for Hospital Art, to be presented to the 
Norfolk-based St. Mary’s Home. 
	 A	 private,	 nonprofit,	 nonsectarian	 organization,	
St. Mary’s was founded in 1944 and provides qual-
ity, specialized, around-the-clock care within a home-
like environment for children and adults with severe 
physical and intellectual disabilities. The Foundation 
for Hospital Art seeks to provide comfort and hope to 
those in hospitals through artwork.
 The mural, depicting a breaching whale, will be 
presented to St. Mary’s later this year once touch-up 
work is complete. Other murals completed by HRRA 
volunteers also adorn the home’s walls.

 In addition to painting while enjoying camarade-
rie and live music, PaintFest® attendees collected 301 
pounds of nonperishable foods for the Foodbank as well 
as monetary donations for CHKD in the name of Circle 
in the Bridge, which partners with the community to 
support and raise funds for CHKD. 
	 The	evening’s	generous	Affiliate	sponsors	were	At-
lantic Bay Mortgage Group, Bridge Trust Title Group, 
Budget Blinds of Little Creek, C&F Mortgage Corpora-
tion, Choice Insurance Agency, Fair Mechanical, First 
Home Mortgage, Home Warranty of America , House-
Master Home Inspections, Integrity Home Inspec-
tions, loanDepot, Navy Federal Credit Union, Prestige 
United Title Insurance, Professional Printing Center, 
Prosper Insurance, Southern Trust Mortgage, Title 
Concepts, and True North Title. 
 PaintFest®	 was	 presented	 by	 HRRA’s	 Affiliates	
Council. One of the association’s 14 committees, coun-
cils	and	advisory	groups,	the	Affiliates	Council	provides	
services and products that support HRRA’s 3,700+  
REALTOR® members and the general public. Learn 
more at HRRA.com. ⌂

PaintFest® participants help 
three local charities

Victoria Hecht

Communications and 

PR Specialist

http://HRRA.com
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SEPT 16–19 • WILLIAMSBURG, VA

•  World Class Speakers!  Starting with Olympic 
Gold Medalist, Dan Jansen – plus real estate 
experts, motivational speakers, and more! 

•   C.E. is back! You asked, and we delivered; 
continuing education is back on the schedule!

•  Lower price! Only $99 to register!

WHY SHOULD YOU ATTEND?

REGISTER TODAY AT VIRGINIAREALTORS.ORG/MOMENTUM

 A: If you lose a piece of jewelry, you 
may	be	covered	in	most	cases.	With	float-
ers and endorsements, there are often low-
er or no deductibles, and frequently you 
will have the option of having the insur-
ance company replace the item for you.
 While your homeowner’s insurance 
policy may cover jewelry theft, the best 
protection is avoiding an incident in the 
first	place.	Here	are	some	tips	to	help	keep	
your jewelry safe from theft.
• Store your jewelry in a secure location 

in your home. If you don't plan to wear 
the item regularly or are holding it for 
a child, consider keeping it in a safe de-
posit box.

• Take a picture of the item or collection. 
Get into the habit of keeping a photo re-
cord of all of your personal possessions. 
This helps to document your loss and 
speeds up the claims process.

• Update the value of your jewelry. Expen-

sive items increase or decrease in value 
from year to year. Talk to your insurance 
professional about how to make sure the 
dollar	amount	of	your	floater	or	endorse-
ment	reflects	these	changes.

 Make sure you reach out to insurance 
carrier/agent to see if you’re protected.  ⌂

RPR’s Opportunity 
Zones 
 Realtors Property Resource (RPR®) is 
excited to offer another great feature to its 
platform: Opportunity Zones. This power-
ful data layer will allow REALTORS® to 
use RPR®’s map interface to analyze and 
search for properties within the 8,700 Op-
portunity Zones (OZ) throughout the U.S. 
in both residential and commercial modes.

 Created in 2017 as part of the Tax 
Cuts and Jobs Act, the purpose of the fed-
eral	 government’s	 Qualified	 Opportunity	
Zone program is to drive economic growth 
through long-term investments in econom-
ically disadvantaged communities by offer-
ing tax incentives to investors.
 Through RPR®, REALTORS® will 
search a geographic area, then choose 
to display the Opportunity Zones layer, 
which will then reveal shaded, peach-col-
ored areas that qualify. REALTORS® can 
then analyze all properties that fall in the 
OZ, review economic and demographic sta-
tistics for the area, and create reports for 
investors about the buying potential. 
 Learn more about this feature, includ-
ing a how-to video, at blog.narrpr.com/tips/
see-opportunity-zones-in-action/.  ⌂

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

http://blog.narrpr.com/tips/see-opportunity-zones-in-action/
http://blog.narrpr.com/tips/see-opportunity-zones-in-action/
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Think
about the 

impact on your 
business of
an expired 

NFIP.

It won’t be a surprise to savvy REALTORS® that 
the National Flood Insurance Program (NFIP) 
again faces an expiration deadline, this time on 

September 30.
 Few parts of the country are as vulnerable as 
Hampton	 Roads	 to	 flooding	 from	 storm	 rainfall	 and	
tidal surges. 
 In a report posted online, the City of 
Norfolk noted that: “Six out of the 11 
highest water levels that affected 
Norfolk since 1933 occurred in 
the last 12 years. Flooding 
risks will continue to increase. 
Nuisance	tidal	flooding	in	the	
city has increased by 325 per-
cent since 1960 and the local 
sea level is projected to rise 
between 1.5 and 7.5 feet by 
the year 2100.” (norfolk.gov/
documentcenter/view/27257)
 Meanwhile, the Virginia 
Beach Hurricane and Storm Dam-
age Reduction Project began this sum-
mer to replenish sand on the Oceanfront 
beach. This beach-berm nourishment provides for a 
minimum elevation of 9 feet above sea level and mini-
mum crest width of 100 feet.
 “Getting this completed before the hurricane sea-
son greatly reduces the risk from storm damage to the 
oceanfront infrastructure, and continues to show our 
commitment to protecting this vitally important area,” 
said Kristin Mazur, Norfolk District project manager.
City	 officials	 said	 the	 original	 2002	project	 has	more	
than recouped its original costs over the years through 
damage-prevention from storm surges that have hit 
the Commonwealth’s coastline at least a dozen times.

 In late July and early August, the City of Virginia 
Beach, in partnership with Old Dominion University, 
hosted a series of public meetings on the city’s ongoing 
effort	to	create	a	comprehensive	flooding	response	plan	
for sea level rise.
 The NFIP has had a dozen separate short term 

extensions over the past two years, with two brief 
lapses occurring over that time.

 Progress occurred earlier this sum-
mer when U.S. House Financial 

Services Committee unanimous-
ly approved the NFIP Reautho-
rization Act, sending the bill 
to the U.S. House of Repre-
sentatives for consideration.
 In a letter to the committee’s 
leadership, National Asso-
ciation of REALTORS® (NAR) 

President John Smaby said 
the bill would “include mean-

ingful	reforms	to	 improve	[flood]	
mapping, enhance mitigation and 

remove	 hurdles	 to	 a	 private	 flood	 in-
surance market.”

	 Most	home	purchase	 lenders	 require	flood	 insur-
ance	within	designated	flood	zones.	The	NAR	has	esti-
mated that up to 40,000 closings a month could be in-
terrupted	if	the	program	cannot	issue	flood	insurance	
policies.
 The NAR’s non-stop push to get Congress to reau-
thorize	the	flood	insurance	program	is	a	prime	example	
of the advocacy that starts with contributions to the 
Hampton Roads REALTORS® Political Action Commit-
tee (HRRPAC). Think about the impact on your busi-
ness of an expired NFIP—and then send your contribu-
tion to HRRPAC! ⌂

Update on the ongoing NFIP 
battle

Steve Vegh

Local Government 

Affairs Director

September is REALTOR® Safety Month. 
Get tips, handouts, presentations and more at 

nar.realtor/safety

http://norfolk.gov/documentcenter/view/27257
http://norfolk.gov/documentcenter/view/27257
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Kathy Turley

Home Clean Heroes Ah, 
September. 

Life can return 
to normal, 

right?

Ah! September is upon us. The swarm of tourists 
has left for the season, the weather is cooling  
 a bit, and children are returning to school. Life 

can return to normal, right? 
 Whether you have school-aged children, are an 
empty nester or haven’t yet started a family of your 
own, there is something about “back to school” that 
gets people excited to start a new chapter.  
But if your house is anything like 
mine, September is often chaotic, 
as work pressures seem to come 
fast and furious with just a few 
months remaining to achieve 
year-end goals, all the while 
trying to get our children 
(yikes—now two teens) on a 
school schedule. 
 Here are a few tips to 
keep your home running 
smoothly for the new school 
year.
 Practice, practice, practice. 
If you’ve had the luxury of not hav-
ing to wake up to an alarm every day, you 
might be out of your morning routine, and chances 
are, your children are as well. Start having the family 
go to bed at a more reasonable time, and set the alarms 
so everyone can acclimate to getting up when they have 
to be out the door.
 Plan ahead and be prepared. No matter how 
old you are, one of the best ways to ease stress in the 
mornings is to do as much as you can the night before. 
From packing lunches, laying out the next day’s clothes 
or even setting the coffee maker, all can help ease the 
morning stress. 
 If your child is going to be going to a new bus stop 
or	walking	to	school	for	the	first	time,	it	can	help	ease	
their anxiety if you do a trial run a day or two before 

the	first	day.	Why	do	you	think	you	see	so	many	school	
buses on the roads in the mornings leading up to the 
first	 day	 of	 school?	 They’re	 getting	 their	 practice	 in,	
too.
 Create a command center. Create a space by 
the door to ensure that the entire family can check this 

spot on their way out. Deck it out with an illustrat-
ed checklist (which doubles as cute wall 

décor) to teach your younger ones how 
to stay on top of a schedule as you 

transition from summertime to 
school days. Post other impor-
tant information here, such as 
the meals you’re planning to 
make for the week, or a mas-
ter calendar for soccer prac-
tice times, dentist appoint-
ments, etc.

 Simplify the study sta-
tion. Designate a space for 

homework and study time so that 
kids can not only focus better, but 

keep their at-home supplies organized. 
Fill a shower caddy or a lazy Susan with 

pens, pencils, crayons, rulers, etc. to keep the space 
fully stocked and easily accessible for study time.
 Get help when you need it! In today’s world, 
there are so many resources available when you need 
an extra hand. Pretty much every grocery store will 
offer shop-ahead services, where you order and pay for 
your groceries online, and then simply drive up and 
have them loaded into your car. (Better yet, some will 
even deliver). There are a number of meal-prep pro-
grams out there. With shopping and a lot of the prep 
work done, dinner can come together in a breeze.  ⌂

‘Routine’ is back in season

HRRA members can take 3 hours of Ethics CE/PL for FREE.
Contact Alpha today at 757-427-1740
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Tina Flowers

Home Warranty of 

America

Major 
systems and 
appliances 
are costly to 

repair. 

When purchasing a home, many clients will 
receive a home warranty to help provide 
peace of mind should a system or appliance 

fail. Major systems and appliances are costly to repair 
and even more expensive to replace. 
 Even with a home warranty, there can be out-of-
pocket expenses that can add up. Homeowners 
can help to save on repairs and keep their 
systems and appliances running lon-
ger by performing regular mainte-
nance. 
 There’s not a lot of me-
chanical expertise to keep 
these appliances and systems 
running	 efficiently	 to	 avoid	
early breakdowns. Let’s ex-
plore them.
 HVAC system
	 Be	 sure	 to	 replace	 filters	
every	 90	 days	 for	 better	 effi-
ciency. If you have pets, you use 
your system more than normal, or 
if you have an older system, you may 
want	to	change	your	filters	every	30	to	60	
days.
 Maintain around the outside unit. If there are 
shrubs or trees near the unit, keep them trimmed and 
clear of your unit. 
 Have your system cleaned by a licensed HVAC 
contractor at least twice a year. They will clean the 
condensate drain line, the evaporator and condenser 
coils and check for proper levels.
 Check the air ducts throughout the home to be 
sure	air	is	flowing	and	the	vents	are	fully	open	and	not	
being obstructed.
 Check air ducts to ensure they are not being dam-
aged by critters.
 Water heater
 Test the pressure-relief valve located on the top 
or side of the water heater. Visit familyhandyman.
com/plumbing/water-heater/extend-water-heater-life/  
to learn how.
 Drain the sediments from the water heater. Visit 
the same link as above to learn how.
 Refrigerator
 Clean under and behind the refrigerator regularly.

 Wipe down the door seals and apply a thin layer of 
petroleum jelly to the seals to help them last longer.
 If you have a built-in ice and water dispenser, then 
be sure to clean that, too. This would include wiping 
down the ice bucket assembly. 
	 If	you	have	a	water	filter,	that	should	be	replaced	

every six months.
 Dishwasher

	 Be	sure	to	clean	out	the	filter	at	the	
bottom of the dishwasher to prevent 

buildup of food and anything else 
that may get trapped
 It is recommended to run a 
dishwasher cleaner on a reg-
ular basis (Affresh, Glisten, 
Cascade and Finish make 
this product).
 Washing machine

 Top-loader washing ma-
chines require little mainte-

nance. I personally run a wash-
ing machine cleaner through mine 

every 30 days.
 For front-loader washing machines, 

it is recommended to leave the door open after each 
load of laundry. Also, wipe down the seals regularly to 
keep it clean., and run a cleaner through the machine 
every 30 days. Affresh makes these as well.
 Dryer
 Be sure to clean the lint trap after every load.
 Clean the exhaust vent at least once a year to in-
clude the outside vent.
 Providing regular maintenance on your systems 
and appliances will not only help to keep them running 
longer,	but	they	will	also	run	more	efficiently.
 When something does happen and a system or ap-
pliance stops working, a home warranty will help to 
repair or replace them. Be sure that your clients have a 
comprehensive home warranty plan that will help off-
set these expenses.  ⌂

How to extend the life of your 
systems, appliances

http://familyhandyman.com/plumbing/water-heater/extend-water-heater-life/
http://familyhandyman.com/plumbing/water-heater/extend-water-heater-life/


Hampton Roads REALTOR® • September 2019    27 

HOME BUYING  
MADE EASY.

From Pre-Approval to  
the Closing Table

757-687-5088
newtownemortgage.com

NMLS # 214817. This is not a commitment to lend.

 HRRPAC celebrates ‘4RealFridays’ 

The HRRPAC Fundraising Committee enjoyed a busy summer of “4RealFriday” events on the last Friday of each month. The informal 
networking socials allowed attendees to network and learn more about the work of the Hampton Roads REALTORS® Political Action 
Committee and were held at myriad fun locations: Hot Tuna and Topgolf in Virginia Beach and Freedom Boat Club at the Portsmouth 
waterfront. Topgolf attendees tried their hand at golf, while boat club attendees enjoyed a sunset cruise on the Elizabeth River and heard 
Frederick Douglass re-enactor Nathan Richardson’s presentation about real estate ownership within the African-American community in 
the 1800s. Learn more about HRRPAC and its work at HRRA.com.  – Victoria Hecht, HRRA Communications and PR Specialist

http://HRRA.com
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There 
isn’t a way to 
rescind a text 

once it has 
been sent.

Crisp winds and the smells of autumn tempt us 
back inside to the warmth of our homes. Each 
new day creeping towards winter is met with 

diminishing sunlight and, with it, our patience and 
sunny disposition. 
 And yet we must retain our patience in this fast 
and furious world of real estate.
Sometimes, the thought to keep “patient” 
doesn’t	quite	make	it	to	our	fingertips	
before the “send” button is engaged. 
And like the wind, thoughts are 
instantaneously carried to your 
intended target. 
 “How fast?”, you ask? Ac-
cording to askmehelpdesk.
com: “…as email is transmit-
ted to the internet as elec-
tricity, it travels close to the 
speed of light, but then we get 
network congestion and various 
other bottlenecks, so the speed is 
a lot slower. It all really depends 
on bandwidth. I think the record cur-
rently stands at around 150 gigabits per 
second. Let's break this down so you can better un-
derstand this. That's the equivalent to downloading 
130 DVD movies in one minute.” 
 So, please, STOP before SEND. 
 We have learned delay tactics with email, right? 
We have the ability to manipulate our system to delay 
all message by 60 seconds so that we can swoop back 
into the email and cancel the send. 
 This is fabulous for when you forgot the attach-
ment or you’ve tapped send before proofreading and 
thought better about it, or just had an “I should have 
had a V8” moment. It’s a fabulous tool. It allows us a 
60-second reprieve to think about the consequences of 
our response: the “send”. 
 Think about it. We receive an email that has been 
sent in anger or frustration, and we react, but then 
think better of it and have a 60-second reprieve to can-
cel AFTER creating our reactionary email to cancel. 
What a gift! 
 But text messages? That’s the real danger! Text 
messages are quick responses generally short in length, 
and because of this, tone as well as meaning can be lost 

in translation. Problem is that when we “react” nega-
tively or in a retaliatory manner, we can’t just rescind 
the text. It’s there until the other side deletes it, and 
chances are they are going to screen shot and save it if 
it puts you in a negative light. 
 So, think before you send! I’ve looked into it, and 

there isn’t any reliable way to rescind a text once 
it	has	been	sent.	So,	as	we	get	into	difficult	

discussions via text with clients, it is 
best to pick up the phone or have a 

face-to-face meeting.
	 Real	 estate	 is	 filled	 with	
emotion. We meet some pretty 
fabulous agents and clients, 
but then there are a few—
JUST a few—that can be 
more challenging, confronta-
tional, unrealistic and/or just 

mean, embodying all those 
traits present in a bully. 

 Don’t take it personally. 
These personalities are present in 

all industries. However, when you are 
in any type of client-based industry, it is 

prudent to hold your temper, tongue and twitchy 
fingers	 that	naturally	want	 to	 react	 to	an	 immediate	
threat or insult. Don’t! We want what is best for our 
client and what is best for our client is a thought out 
response. 
 I have created a personal cheat sheet when re-
sponding via text/email when the co-brokes/clients 
have become hostile, angry, or confrontational.
• Breathe (quietly, not like you’re heavy sighing).
• Rest your face in a peaceful smile (in public), and 

smile largely (in privacy).
• Read what is written; hold off on creating retaliatory 

responses.
• Acknowledge receipt and advise/promise to respond 

shortly.
• Gather additional facts or data as necessary.
• Decide if response by text, email, phone call or face 

to face is appropriate.
• Realize that you are not the target and, as such, they 

are not a threat. 
• Make contact. ⌂

‘Return to sender’ is not always 
an option

Linda Harrison

Chair, 

REALTOR®/Lawyer 

Committee

http://askmehelpdesk.com:
http://askmehelpdesk.com:
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Name: Tanya L. Monroe, GRI, ABR, CSSA, PMN, AHWD, 
RESA®, CSA™, MRE (2016 and 2018), managing broker with 
BHHS Towne Realty-Chesapeake, Licensed in Virginia and 
North Carolina. 

HRRA member since: 2000

REALTOR® activities, awards and honors: Master of Real 
Estate (MRE), Residential Sales, Marketing & Management 
with REALTOR® University, with distinction, May 2016, 
and Master of Real Estate Degree Assets & Property 
Management, REALTOR® University with distinction, May 
2018. Also, HRRA 2019 Vice-Chair of Budget Finance; HRRA 
2019 Board of Directors; appointed to National Association of 
REALTORS® (NAR) Diversity Committee, member at large, 
for 2019; HRRA Broker of the Year, 2018; NAR Leadership 
Academy Class of 2018; Virginia REALTORS® Manager of the 
Year, 2016; Virginia REALTORS® Board of Directors, 2015 to 
2018; Vice Chair of HRRPAC Committee, 2018; HRRA RPAC 
Trustee, 2018; HRRA Budget & Finance Committee, 2018; 
COE Audit Committee, 2018 and 2019; HRRA Chairman’s 
Award for Outstanding Service, 2015; HRRPAC Fundraising 
Committee member, 2017; HRRA Board member and Chair 
of Owners/Managers Council, both 2014 and 2015; HRRA 
RPAC Trustee, 2015; “I am one®” Advisory Group, 2015; Circle 
of Excellencesm Audit Committee, 2015; member of Women 
Council of REALTORS® since 1981; Circle of Excellencesm 
(COE) Gold Awards in 2001 and 2002 and the Platinum 
Award in 2003. HRRPAC Capitol Insider, Sterling “R” 
Contributor, 2015, 2016, 2017, 2018 and 2019. 

Community involvement: Board of Directors for PORTCO 
Inc., which provides transitional, employment and vocational 
services to individuals with disabilities, since 2018; 2018 
judge for Virginian-Pilot Scholastic Achievement; and raising 
funds for Active-Duty Military Dependents Scholarship 
Benefits,	Towne	Realty	Foundation.

I chose to become a REALTOR® 
because:	I	wanted	to	be	affiliated	with	
an organization which would match my 
values and philosophy as a real estate 
professional.

Favorite REALTOR® benefit: Realtors Property Resource 
(RPR®).

Favorite HRRA activity and why: Government Affairs and 
the Circle of Excellencesm awards event. I like the information 
that Government Affairs shares to keep me current on public 
policies at local, state and national levels to protect our 
professional interests. Also, I like COE because it a wonderful 
opportunity to recognize and celebrate the association’s top-
producing REALTORS®.

Most memorable HRRA moment: Receiving HRRA Broker/
Manager of the Year for 2018.

Proud to say “I am one®” because: I am part of 
an association that is actively engaged in promoting 
homeownership and protecting private property rights! 
Also, being a part of an association where we come together 
and speak with one voice about the stability, soundness 
and dynamics that the real estate market brings to our 
communities. One Voice. Our Power. Our Protection.

Best piece of advice for fellow REALTORS®: Check out 
NAR’s Commitment to Excellence (C2EX) program. This is a 
great program for us to continue to focus on raising the bar in 
our industry and increasing our level of professionalism. ⌂

REALTOR® Spotlight: Tanya Monroe

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

CALL US FOR YOUR INSURANCE NEEDS!
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Emil Nazaryan

Chair, Young 

Professionals Network 

(YPN)

In the last issue of this magazine we looked at the 
networking aspect, or “face,” of YPN. Since the 
theme for this issue is education, it’s a perfect op-

portunity to dive into YPN’s other “face”: education. 
	 Before	going	into	the	specifics,	let’s	step	back	and	
take a deeper look at the meaning of education, its 
reasons and advantages. Believe it or not, educa-
tion means a lot more than just attending 
classes and taking courses. The word 
education comes from Latin word 
“educo,” which means “to bring 
out, to draw out, to develop 
from within.” 
 Looking from this per-
spective it becomes apparent 
that getting educated comes 
not only from the outside 
world but, more importantly, 
from development and use of 
your inner qualities. To be most 
effective, education has to be uni-
versal and encompass all areas of 
your life. 
 Let’s break down education into two 
main categories: self-development and professional 
development.
 Self-development - Self-development includes 
three major areas of your life: spiritual, mental and 
physical.	 I	put	spiritual	first	because	I	believe	that	a	
person who is highly developed spiritually will have no 
hard time, and in fact have a burning desire for mental 
and physical development. Let’s examine each: 
 Spiritual development doesn’t necessarily mean 
reading religious literature and learning verses by 
heart. It’s much more alive, vibrant and exciting. It 
simply means getting a better understanding of your 
utmost inner core, your purpose, your relationship 
with the higher forces and reconciling those harmoni-
ously with the everyday life. 
 Starting your morning with a spiritual routine can 
prepare you to handle the rest of the day as a short-
term	benefit	and	transform	your	life	in	the	long	term.	
The routine can include reading spiritual literature, 
meditation and/or prayer. Meditation and prayer espe-
cially bring you closer to your true self and higher pow-
ers. They uncover mysterious direct sources of knowl-

edge that you can get in no other way.
 Mental development is the voluntary and inten-
tional effort in developing your mental faculties such 
as your reasoning, memory, problem solving and other 
skills. This can be done in so many different ways. 
 To be most effective, mental development should 

have two important components: input and output. 
Input is taking in information. It means 

reading self-help books, articles, lis-
tening to audiobooks, podcasts and 

watching seminars. If you are a 
true student, you will have no 
trouble	 finding	 any	 informa-
tion you are looking for. A lot 
is offered for free on YouTube 
and other websites. The sec-
ond component, the output, 
is equally, if not more im-

portant. Output means using, 
practicing,	applying	in	the	field	

everything you learn. Learning 
alone will do very little good with-

out the application of what is learned. 
Application and practice develop your men-

tal faculties exponentially.
 Physical development is also a requirement you 
can’t afford to overlook. It’s responsible for the health 
and well-being of your body. As Napoleon Hill once 
said, “How much good could a mind do walking around 
in a sick body?” 
 Staying healthy takes effort. Choosing healthy 
snacks instead of junk food is not always easy, espe-
cially in today’s busy life. Not exercising is much easier 
than exercising. It all comes down to a deliberate per-
sonal choice. Therefore, choose eating healthy foods 
and exercising as a part of your daily routine. 
 Obviously, the more you exercise the stronger your 
body will become. A healthy body will return the favor 
in the form of giving you more energy.
 Professional development - As real estate pro-
fessionals we have chosen one of the most exciting ca-
reers in the world. Real estate offers so many rewards, 
both	 financial	 and	 emotional.	 I	 don’t	 know	 which	
brings more satisfaction: the smile on the buyers’ face 
after closing or the commission checks we get. 

On the list 
of HRRA's 
services, 

education 
ranks #1.

Exploring the ‘why’ of education 
with YPN 

(continued on next page...)
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 To be the best at what we do we need to constantly educate 
ourselves regarding our industry. We are so fortunate to be mem-
bers of one of the best REALTOR® organizations, HRRA. 
 At the 2019 leadership planning session in January everyone 
was asked to make a list of top 10 things HRRA does best and edu-
cation got by far the highest ranking. To me that wasn’t a surprise, 
but to someone who hasn’t been very involved it might be. Almost 
every week there is a course, council meeting, forum or panel you 
can attend for free and walk away with invaluable information 
that will help you run your business better. 
 YPN is no small part of HRRA’s educational program. Because 
it’s geared towards younger professionals and newcomers, we put 
a lot of emphasis on the topics that would be helpful for them. But 
invariably because of the relevance of these topics YPN education 
sessions attract all generations of HRRA members. 
 At least one of the four education sessions in a year is devoted 
to new business generation. We have had successful top producer 
panels and different speakers who have shared their success sto-
ries. Technology, social media, and millennial homebuyers are also 
frequent education topics for YPN. 
 Stay tuned for details on our November session! Also, be pro-
active, submit your feedback, and tell us what topics you would 
like for us to tackle. You can do so by emailing YPN@HRRA.com. 

 Educational opportunities  do not end there:
 Alpha College of Real Estate is a great resource for edu-
cation, offering a wide variety of classes, including designation 
courses, CE and PL classes, North Carolina licensing, and more. 
 Hampton Roads REALTOR®, HRRA’s monthly magazine 
that you are reading now, gives you tons of information on the hot 
topics in your market and in the industry. 
 Social media is also a great avenue for staying on top of 
things. Join the local Facebook groups such as YPN, the HRRA 
closed group (facebook.com/groups/168358348716/) and others.
 C2EX Challenge: Commitment to Excellence (C2EX) is 
a new program from NAR that empowers members to evaluate, 
enhance and showcase their highest levels of professionalism. It 
includes quizzes to test your current knowledge level and identify 
the areas where you need more training. The website has plenty of 
educational resources, tasks and tools. I’m in the process of taking 
the challenge and I’m amazed by how much I didn’t know about all 
the tools NAR offers to us. Get on board with the C2EX challenge!
 To sum up, education is a necessity we can’t afford to neglect. 
You	really	have	to	look	hard	to	find	a	downside	of	spending	time	to	
educate yourself. 
 So, stay educated, stay involved and raise the REALTOR® bar 
in your community! ⌂

(Education, continued from previous page)

Thank You to our 2019 HRRA Partners

SILVER BRONZEGOLD

AMBASSADOR

Fulton Bank

COPPER

mailto:ypn@hrra.com
http://facebook.com/groups/168358348716/
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: Even the Supreme 
Court makes mistakes

A property 
owner can 
sue a local 

government in 
federal 
court. 

On June 21, the U.S. Supreme Court did some-
thing unusual. It admitted a mistake and 
overturned one of its earlier decisions to cor-

rect that mistake. 
 In the process, it cleared a major obstacle to ob-
taining relief in federal court by landowners whose 
property has been taken by local governments 
through eminent domain. 
 The case of Knick v. Township of 
Scott, Pennsylvania began in De-
cember 2012, when Scott Town-
ship, Pennsylvania, passed an 
ordinance requiring that all 
cemeteries be kept open and 
accessible to the general 
public during daylight hours. 
 A “cemetery” under the 
ordinance was any place or 
area of ground, whether con-
tained on private or public 
property, set apart or utilized as 
a burial place for deceased human 
beings. The ordinance also authorized 
the	code	enforcement	officers	of	the	Town-
ship to enter upon any property to determine the 
existence and location of a cemetery on that property.
 Mary Rose Knick owns 90 acres of land in Scott 
Township. She occupies a single-family home on the 
property and uses the rest for grazing for various farm 
animals. Like many traditional farm properties in 
Pennsylvania (and Virginia) Knick’s property contains 
a small graveyard, where some ancestors of Knick’s 
neighbors apparently are buried. 
	 In	2013,	a	Township	code	enforcement	officer	en-
tered onto Knick’s property and found several grave 
markers. The Township cited Knick for violating the 
ordinance by failing to open the cemetery to the public 
during	the	day.	Knick	filed	an	injunction	suit	against	
the Township in state court claiming that the cemetery 
ordinance constituted a taking of her property. 
	 Upon	the	filing	of	the	suit,	the	Township	withdrew	
the notice of violation and agreed not to enforce the or-
dinance against Knick during the pendency of the state 
court proceedings. In response to that, the state court 
refused to hear the injunction action because, without 
an enforcement action against her, Knick could not 

demonstrate the harm necessary for an injunction. 
 Left with that stalemate at the state court level, 
Knick sued the Township in federal district court, al-
leging that the cemetery ordinance violated the Fifth 
Amendment of the United States Constitution and 
specifically	 the	 Takings	 Clause,	 which	 provides	 that	

private property shall not be taken for public use 
without just compensation. She was also 

stymied at the federal court level, how-
ever, because of two earlier United 

States Supreme Court decisions 
on eminent domain. 
	 In	the	first	case,	Williamson 
County Regional Planning 
Commission v. Hamilton 
Bank of Johnson City, de-
cided in 1985, the Supreme 
Court held that a property 

owner whose property has 
been taken by a local govern-

ment has not suffered a violation 
of her Fifth Amendment rights un-

til a state court has denied her claim 
for just compensation under state law. 

 Without that exhaustion of claims under the state 
law, the property owner could not bring a Fifth Amend-
ment takings claim to federal court, according to Wil-
liamson.
 On the other hand, the second case, called San 
Remo Hotel, LP v. City and County of San Francisco, 
decided by the U.S. Supreme Court in 2005, stated that 
the resolution by a state court of a claim for compensa-
tion for an eminent domain taking precludes the prop-
erty owner from thereafter seeking relief in federal 
court. 
 In other words, under Williamson, the property 
owner suffering a taking could not sue the local gov-
ernment taker in federal court until a state court had 
ruled on the matter, and under San Remo if a state 
court had ruled on the matter that precluded the fed-
eral courts from considering it. Together, those two de-
cisions effectively prevented the property owner from 
having her day in federal court for a taking by a local 
government.
 This time, the Supreme Court recognized that 

(continued on next page...)
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Knick was stuck between Williamson and San Remo, and decided 
to free her from her dilemma by overruling Williamson. 
 Instead of a land owner having to exhaust all state law reme-
dies before suing in federal court over a taking, the court held that 
the owner can sue a local government in federal court as soon as 
the local government takes private property without paying for it. 
Even if state law permits the owner to seek just compensation in 
state court after the taking, the Fifth Amendment violation takes 
place immediately upon the taking, not months or years later 
when	the	state	court	actions	finally	end.	
 In rejecting the notion that a Fifth Amendment violation only 
occurs after the state court actions play out without just compen-

sation for the property owner, the Court stated “a bank robber can 
give the loot back, but he still robbed the bank.” The Court went 
even further in criticizing the Williamson court by saying that 
court “was simply confused” in its analysis. 
 The unusual and fairly emphatic overturning of Williamson 
could make the Knick case a powerful arrow in the quiver of prop-
erty owners battling local governments over takings of their prop-
erty.  ⌂

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

 REALTORS® Have a Heart for the HER Restore Homeless Shelter 

HRRA’s helping hands did it again! They started the summer giving back to the community, and they ended it that way, too. Thanks to 
all for giving their time and talents to in August to the REALTORS® Have a Heart volunteer event at the HER Restore Homeless Shelter 
in	Portsmouth.	A	big	“thank	you”	also	goes	to	Affiliate	sponsor	Jennifer	Franklin	of	Planet	Home	Lending	for	generously	providing	lunch	
on site. HRRA’s volunteers tackled painting, cleaning, yard work and more. REALTORS®	Have	a	Heart	(and	Affiliates	Have	a	Heart	for	
REALTORS®) is presented by the Resale Council in cooperation with "I am one®." Stay tuned for more info on October’s volunteer effort 
and how you can help.  – Victoria Hecht, HRRA Communications and PR Specialist
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Welcome, New Members!

Active REALTORS®: 3568
Pending Members: 191
REALTOR® Life:  45
REALTOR® Emeritus: 108 

Affiliate	Members:	 819
Affiliate	Offices:	 183	
Principal Firms: 192
Branch	Offices:	 45

HRRA MEMBERSHIP AS OF JUL. 31, 2019

PROSPECTIVE REALTOR® MEMBERS

Joshua Baker Shaffer Real Estate
Artisha Ballard Century 21 Nachman Realty
Jessica Beason eXp Realty
Hope Blackwell  eXp Realty
Deborah Boone Sandbridge Realty
Dane Bright Real Estate Group
Alicia Brown eXp Realty
Amanda Carlson Howard Hanna Realty
Shandra Cauthen Rose & Womble Realty
Jordan Covell Garret Realty Partners
Samantha Day Encompass Real Estate
Jasmine Duncan Rose & Womble Realty
Timothy Edwards Momentum Realty
Anne Ellison Rose & Womble Realty
Dale Estey Real Estate Group
Dominique Ferguson  Rose & Womble Realty
Beth-anne Gannaway Berkshire Hathaway Towne Realty
Mark Gatling Jr. Keller Williams Coastal Virginia 
Roman Grandy Keller Williams Coastal Virginia
Anne Hall Howard Hanna Realty
Dycallon James Creed Realty
Jamese Harte  ERA Real Estate Professionals
Jose Hernandez Rose & Womble Realty
Amy Holloway Coldwell Banker Professional Realty
Stephanie Inderlied Atkinson Realty
Dycallon James Creed Realty
Brook Kirk Howard Hanna William E. Wood
Alex Kypros Howard Hanna Realty
Mary LaFerme Berkshire Hathaway Towne Realty
John Lambiase Howard Hanna Realty
Kevin Lane Rose & Womble Realty
Ruth Laskowski Keller Williams Realty Elite
Dianna Levins Rose & Womble Realty
Qiu Li Howard Hanna Realty
Sara Leonard Howard Hanna Realty
Terry Lynch Long & Foster Real Estate
Michelle Maples Howard Hanna Realty
Kristen Mehne Howard Hanna Realty
Michael Morisi Vertical Real Estate
Jamison Nicolaison James & Lee Realty
Miasia Osbey Victory Allegiance Realty
Crystal Phillips Howard Hanna Realty
Alexander Pilat Keller Williams Elite WB
Lisa Ann Vanette Rappa Howard Hanna Realty
Walter Rein Greg Garrett Realty
Shawnda Richardson Encompass Real Estate Solutions LLC
Travis Rock RE/MAX Alliance
Allen Rogers Real Estate Group
Dean Rolle Real Estate Group

NEW AFFILIATE MEMBER

Integrity Home Inspections LLC  Tom Fischerkeller

Kimberly Shepard Encompass Real Estate
Gary Simon Berkshire Hathaway Towne Realty
Tameka Sims eXp Realty
Nicole Sinkler Howard Hanna Realty
Gladys Sorrillo Rose & Womble Realty
Teddi Thorpe  Long & Foster Realty
Cynthia Toye Century 21 Realty
Nicholas Valianos Long & Foster Realty
Frances Ward Triumph Realty
Tom Weigl Keller Williams Realty Elite
Wendy Weinbrecht Keller Williams Realty
Monique White Keller Williams Realty Elite
Courtney Wilson  RE/MAX Patriot
Joy Wright Garrett Realty Partners
Sofya Zarubin Creed Realty

NEW SECONDARY MEMBER

Timothy K. Houston    RE/MAX Gold Star

NEW BROKER FIRMS

RE/MAX Gold Star    Timothy K. Houston
Prodigy Realty VA LLC   Pamela F. Hunt
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Find Your Dream Home Today & Live The Coastal Lifestyle!

FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

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

• 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

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

Only 11 
Premium 

Lots  
Remain

107 Patriots Ridge 
$529,900

77 Richmond Way 
$729,900

1302 Founders Pointe Trail 
$599,500
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