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757.238.9009  |  info@founderspointe.com

Live The Coastal Lifestyle!

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

including:

• Residents Club with lakefront pool

• 844' observation pier with panoramic views of Batten Bay and 
the James River

• 3 miles of walking/biking trails and sidewalks

• Playground and sand volleyball court

• Premium waterfront and wooded lots

• Waterfront homesites from $215,000 and homes from the $400s

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

Visit our Information Center at  
1302 Founders Pointe Trail, Carrollton, VA 23314 

Open Daily 12pm-5pm
FoundersPointe.com

94 Alexandria Way • $489,000
Birdsong Builders

112 Alexandria Way • $529,900
Saybrook Homes

107 Tyler Court • $549,900
Carlesi Construction

103 Tyler Court • $529,900
Sadler Building Corporation

NEW
Spring 

Inventory!
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Congratulations to all of HRRA’s 2019 Circle of Excellencesm 
(COE) award recipients! What an incredible gathering we had 
at The Main in Norfolk with over 1,200 attendees.

 This celebration of success was one of the largest events in our as-
sociation’s history with more than 1,000 awards presented. I am grate-
ful for the member volunteers on the COE committees and staff for all 
their hard work during the past 10 months to pull this together! 
 I saw social media posts and excitement about the “REALTOR® 
prom.” Everyone was dressed up, looking fabulous, taking tons of pic-
tures, happy, hugging and congratulating each other on a great year. 
At this time, we were not working a transaction. Instead, we were 
introducing our family/guests, catching up with those we’ve lost touch 
with and spending our “personal time” with each other, similar to a 
family reunion. For those of you that I haven’t seen in years, seeing 
you even for a short hug was the highlight of my night! And whether 
or not I am an award recipient, I look forward to this annual reunion.

 April is one of the busiest months of the year for me. How about you? 
 First, I launch into action at my home, decluttering every crevice, cleaning all sur-
faces, checking for neglected maintenance or repairs that need to be tackled and making 
my to-do list to get accomplished over the warmer months before winter arrives again. I 
finalize trips, reunions and other excursions with my family for the summer. 
 Do I get it all done? Not a chance. My intentions are good, but I get derailed and busy 
with my career, especially with the spring selling season coinciding with my personal ac-
tion plan. I tell myself, “I can clean out the attic next year, empty out the garage or I can 
thin out that closet this winter, etc.” I make excuses and allow myself to get distracted and 
go into full REALTOR® mode. 
 You see, our clients are doing some of the same tasks we are, but on their list, they 
might have some extra action items. They may be selling and buying a new home this 
spring! I want to be on their to-do list! We help our clients organize and prep their homes 
to sell and arrange vendors to make repairs and have it all sparkly and ready for market 
in record time! We help them secure financing, select schools and relocate their family to 
a new home. 
 We multitask without blinking, working with an array of people on a single transac-
tion, and if you are in more than one transaction, then you might be communicating with a 
small army of people marching to a different tune. When I first taught a contract manage-
ment class, this is when I realized how many people we communicate and interact with on 
just one transaction. Mind blowing! 
 For example, let’s see how many people there are if you are the listing agent with a 
simple transaction with minor repairs: your broker/staff (2); seller clients (2); photogra-
pher/marketing vendor (1); seller settlement agent/staff (2); buyer agent/broker (2); buyer 
settlement agent/staff (2); loan officer/processor (2); appraiser (1); home inspector (1); ter-
mite (1); warranty company (1); repair vendor(s) (2); and POA (1). That adds up to 20 
people in one transaction! 
 Now multiply that by how many transactions you are facilitating now! Did you real-
ize how many people you are in a relationship with at one time? Five transactions would 
be 100 people! Some of these people are REALTOR® members—a REALTOR® you may not 
ever have met in person but with whom you facilitated an entire transaction electronically. 

 FROM THE CHAIR

The human element

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

HRRA chairman featured during Better Business Network “Hampton Roads Real Estate in 2020”

The forecast of sleet and snow and all those weather things that make Hampton Roads go “Oh, no!” couldn’t keep attendees away from 
the Founders Inn for February 20’s Better Business Network “Hampton Roads Real Estate in 2020” luncheon, featuring HRRA’s very 
own 2020 chairman of the board, Cindy Hawks White, as guest presenter. The data- and info-packed event was generously presented by 
Southern Bank and WTKR News Channel 3 and featured WTKR meteorologist Myles Henderson as the emcee with words of welcome 
from WTKR President and General Manager Stephen Hayes and Southern Bank Regional Executive Trent Dudley. Hawks White’s exten-
sive presentation covered regional sales and listing stats by city, trends, exploration of the seller’s market, information about HRRA and 
its contributions to the market, what makes a successful agent, and tips for getting homes ready for the market. Plenty of insightful Q&A 
and audience participation followed. HRRA member Tonya Simpson Feamster was the winner of a 55-inch television during the sold-out 
event’s	drawing.	HRRA	thanks	Southern	Bank	and	WTKR	for	this	opportunity,	and	to	Cindy	herself	for	putting	together	a	beneficial	
presentation gathered from extensive research and expertise. Thank you to all for attending! To see Cindy’s PowerPoint, go to HRRA.com/
media/, and click on the “News” tab. – Victoria Hecht, HRRA Communications and PR Specialist

http://HRRA.com/media/
http://HRRA.com/media/
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(continued on next page...)

Kim Dombrowski

Impressive Home 

Staging

What is an effective way to market your list-
ings? Home staging paired with professional 
photography is a powerful combination to 

get the quickest offers with more attractive photos on-
line. 
 Staging is all about strategic design to position 
homes for sale. The key word is “strategic.” While 
decorating is more personalized, home 
stagers use design fundamentals for 
balance, scale and function, and to 
help create an emotional connec-
tion to buyers. 
 Why is home staging 
a must in today’s market? 
Well, price gets you interest. 
Home staging gets you of-
fers! Having a home beauti-
fully staged is like the icing 
on the cake, and professional 
photography is the cherry on 
top. 
	 The	 top	 five	 results	 you	 can	
expect from staging are: 1) houses sell 
faster, 2) sell for more money, 3) less stress 
during the process, 4) improved reputation for the 
listing agent, 5) increased satisfaction. The result can 
be a satisfying experience for everyone involved.
 As for the selling strategy, the goal is to differen-
tiate that home from the competition, dominate other 
homes in the marketplace, attract and appeal to the 
target audience. 
 If your listing is vacant and the photos are of emp-
ty rooms then most likely they will get overlooked as 
buyers and will move onto the next home that has pic-
tures that display nicely staged rooms and show well 
online. 
 With staging you can connect and engage with 
people as soon as they walk in the door. You only have 
a	 few	seconds	 to	make	a	first	 impression	and	experi-
ence that “wow” factor. When done right, buyers have 
an instant emotional connection and think this is the 
home for them. 
 These days, buyers want the “total package” and 
often ask to buy the staging with the house. Crazy, 
isn’t it? The connection is real. They just want to move 
right in and start entertaining.

 Services provided by home stagers are two-fold. 
Pre-listing consultations help owner-occupied homes 
prepare the house for listing. Professional home stag-
ers can suggest ways to deal with clutter, kids, collec-
tions, furniture placement, paint colors, focal points 
and ways to showcase the best-selling features of the 

house. 
 Consultations involve telling them 

the good, the bad, and the ugly in a 
sensitive way while motivating 

them to hit the market so that 
the home really stands out 
from the competition. Walk-
and-talk consultations in-
clude taking notes room by 
room, then helping the sell-
ers prioritize the suggestions 
so they have an action list. 

 If add-on furniture or decor 
is needed, the stager can rent 

items or suggest what to pur-
chase so that the house “pops” for 

photos. The second service is vacant 
home staging where all of the furniture and 

decor is set up to create a beautiful model home feel. 
	 Most	 buyers	 have	 difficulty	 visualizing	 furniture	
placement and how to live in a home. According to the 
National Association of REALTORS®, “83% of buyers’ 
agents said staging a home made it easier for a buyer 
to visualize the property as a future home.” 
	 If	sellers	have	difficulty	justifying	the	cost	of	stag-
ing, it’s helpful to compare the cost of staging vs. the 
carrying costs associated with a listing that sits on 
the market for several months. Staging maximizes the 
return on investment (ROI) and certainly costs less 
than	the	first	price	reduction.	Staging	has	a	500%	ROI,	
meaning for every dollar invested in staging, you get 
$5 in return. 
 Selling fast for asking or above asking price is the 
goal.
 When seeking a partnership with a home stager, 
consider asking these questions:
1. Is this your full time job? If so, you know they are 

serious about their business.
2. What training/education have you had? If they 

These days, 
buyers often 

ask to buy the 
staging with 
the house. 

Home staging is marketing, not 
decorating
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You form an electronic relationship without human interaction. 
 Would you recognize that person if he or she was standing 
in line at Starbucks in front of you? Would you recognize them 
at an educational event at HRRA? A challenge I made for my-
self this year is to personally meet more REALTOR® members 
and have conversations in and outside of a transaction. 
 This morning I had a wonderful coffee break with a young 

REALTOR® broker/owner. We had always communicated elec-
tronically and never met in person. We had such a great con-
versation, and I truly believe it would’ve never been this good 
electronically.
 I wish you all the best in the spring season and encour-
age you to have more coffee breaks with a REALTOR®…just 
because you want to get to know them. ⌂⌂

(From the Chair, continued from page 4)

(Home staging, continued from previous page)

are	certified,	they	have	been	trained	in	design	to	market	a	home	
to sell.

3. What is your average days on market (DOM)? Ask to see 
previously staged properties. Be sure the style is what you are 
looking for. The DOM gives a clear view of the quality of their 
work.

4. Are you insured? Do you have workers comp? This is a very 
important question for anyone who comes into a home and does 
work on the house. Home Stagers are no exception.

 Both home staging and professional photography are key mar-
keting tools that will turn boring and empty into warm and inviting 
spaces	that	will	instantly	drive	buyer	traffic	to	your	listing.	Inter-
net	appeal	 is	becoming	 the	new	curb	appeal,	 so	make	 those	first	
impressions count especially online!  ⌂⌂
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Victoria Hecht

Communications and 

PR Specialist

That joyful noise you heard from downtown 
Norfolk on March 7? It was the Hampton 
Roads REALTORS® Association’s 2019 Circle 

of Excellencesm (COE) Awards Gala, honoring the or-
ganization’s brightest.
 About 1,300 REALTORS®,	Affiliates	and	guests	
donned their best for the annual celebration, held at 
the Hilton Norfolk The Main, to celebrate the asso-
ciation’s shining stars. 
 The “We are One”-themed gala recognized those 
who reached exceptional production levels and lon-
gevity milestones in 2019. The REALTOR® of the 
Year and Distinguished Property Manager of the 
Year also were named.
 REALTOR® of the Year and Distinguished Prop-
erty Manager of the Year recipients are nominated 
based on professional integrity, outstanding sales 
production, and contributions to industry and com-
munity, and are voted on by their peers. Longevity 
Awards honor recipients who have obtained a Circle 
of Excellencesm award for 10 years or more. 

 About 1,000 sales, property management and 
longevity awards were presented, including individ-
ual and team members, in multiple sales category 
levels.
 Donn Irby, ABR, CRS, GRI, with Rose & Wom-
ble Realty and a 2005 chairman of the association, 
was named REALTOR® of the Year. A HRRA mem-
ber since 1984, he has been honored with a COE 
award for more than three decades and was HRRA’s 
Code of Ethics Award recipient for 2006. 
 A resident of Chesapeake, Irby has also served 
on the Virginia REALTORS® Board of Directors and 
remains active in HRRA and Virginia REALTORS®. 
Within the community, he has served as president of 
the Great Bridge Lions Club and Sertoma Club, and 
was fundraising co-chair for the Chesapeake Care 
free clinic. 
 HRRA’s 2019 Distinguished Property Man-
ager of the Year Award, recognizing one who has 
demonstrated strong character and integrity, profes-

‘We are One’ in excellence at 
2019 COE awards gala

(continued on next page...)
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sional knowledge and experience, and civic engagement, among 
other criteria, was presented to Lee S. Halyard. He has been a 
HRRA member since 1994 and served in the Coast Guard after 
20	years,	retiring	in	1998	as	a	chief	petty	officer.
 Halyard has been president and CEO of Lee S. Halyard & 
Associates in Chesapeake since earning his broker’s license in 
2002, and manages more than 100 single-family homes across 
Hampton Roads. He is also a member of the National Associa-
tion of Residential Property Managers and is in his second year 
of service as vice-chair of HRRA’s Property Management & 
Leasing Council.
 Sales excellence top honorees were:
• No. 1 Individual – Suzanne House Roscher, Berkshire Hatha-

way HomeServices Towne Realty
• No. 1 Small Team – The Dunbar Team, RE/MAX Alliance
• No. 1 Large Team – Stephanie Clark & Team, RE/MAX Alliance
• No. 1 Mega Team – The Real Estate Home Team, The Real Es-

tate Group
• No. 1 New Homes Salesperson – Dee Maltese, The Real Estate 

Group
• Outstanding Rookies of the Year – Rebecca Gordon, Micah Lee, 

Natalie Stamey, Tom Warburton and Staci Williams
 These top agents have reached a high level of achievement 
set forth by rigorous criteria and guidelines, through profession-
alism, due diligence, customer care and attention, and a strong 
knowledge of the real estate industry. In order to be eligible for 

a prestigious Circle of Excellencsm Award, a REALTOR® must 
be	a	current	and	active	member	of	HRRA,	be	affiliated	with	a	
firm	 in	good	standing,	and	 reach	 certain	 sales	production	 lev-
els. Sales are calculated from January 1 to December 31 of any 
given award year.
 REALTOR® Longevity awards recipients were:
• 40 years – Lynn Aslett, Billy Chorey, Fred Helm, Caroline Mc-

Cartney
• 35 years – Joan S. Anderson, Donn W. Irby
• 30 years – Deborah A. Baisden, Terri Baker, Mark Edwards, 

Bobby Lawrence, Deborah Lesyshyn, Debbie Martin, Stacie 
Powell, Anna Sullivan, AJ Williamson

• 25 years – Stephen Doll, Kelly Hollowell, T. Dale Scott, Greta 
Wiltz

• 20 years – Tom Duckett, Mary Ross Ellsworth, Diane Keeley, 
Robert Ramey

• 15 years – Stacy A. Courter, Kathi Davis, Mark A. Jaworsky, 
Tony London, Ken Longo, Lori Porter, Rhonda B. Shelton, Mike 
Steele, Kathy Worthen, Katie Zarpas

• 10 years – LeAnn Amory-Wallace, Alan J. Blomdahl, Carlos A. 
Cardo, Pamela Frohman, Courtney Kellam, Chris Kren, Lynda 
Martin, David R. Phillips

 Distinguished Property Manager Longevity award re-
cipient: Robin J. Pullen, 30 years.
 

(continued on next page...)

(COE, continued from previous page)
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Making the gala a double-tier experience, so to speak, the 
awards	 dinner	 and	 ceremony	were	 held	 on	 one	floor,	 followed	
by a rocking after-party afterward featuring a full dessert bar, 
dance	floor	and	the	band	10	Spot	on	another.
 HRRA is grateful to the Circle of Excellencesm Advisory 
Group members—chair Sharon Simon, vice-chair Aaronetta 
Stewart, Katie Burke, Richard Calderon, Betty Sue Cohen, 
Jackie Devenney-Knecht, Katrina Griggs, Sharon Havice, Ed-
win Rucker and Greta Wiltz—for their work behind the scenes 
to plan the outstanding evening of awards, dinner and dancing. 
 Thank you to these sponsors for their support of the 2019 
Circle of Excellencesm: Presenting Sponsor, TowneBank Mort-
gage; Platinum Sponsor, Fairway Independent Mortgage Corp.; 
Bar Sponsor, Prosper Insurance; Green Screen Sponsor, Wells 
Fargo Home Mortgage; Photo Booth Sponsor, OVM Financial, 
Gold Sponsors, Atlantic Coast Mortgage, New American Fund-
ing, REIN and Southern Trust Mortgage; Silver Sponsors, Dol-
lar Bank, Fulton Mortgage Group, Hanger Law, Old Repub-

lic Home Mortgage, Tidewater Mortgage Services, VA Choice 
Home Mortgage, VA Mortgage Corp. and Welden Field & Rowe 
Custom Homes; Dessert Buffett Sponsors, Atlantic Union Bank, 
Cinch Home Services, Clyburn Insurance and Morgan Stanley; 
After Party Entertainment Sponsors, CMS Mortgage Solutions 
and Target Group; and Bronze Sponsors, AAFMAA Mortgage 
Services LLC, Atlantic Bay Mortgage Group, C&F Mortgage, 
Choice Home Warranty, CMP Appraisals, Dragas Mortgage, 
First American Home Warranty, Langley Federal Credit Union, 
Navy Federal Credit Union, The Real Estate Book, Tidewater 
Home Funding, Title Concepts, TitleQuest and Virginia Media.
 To learn more about the Circle of Excellencesm awards, ac-
cess listings of present and past winners, see a complete list of 
the evening’s honorees in the annual awards program booklet 
at HRRA.com. Visit Facebook.com/hrrarealtors/ for more photos 
and video of the evening. ⌂⌂

(COE, continued from previous page)

http://HRRA.com
http://Facebook.com/hrrarealtors/
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

Do you want to feel really good right now? Go 
to YouTube, search for “random acts of kind-
ness,” and watch a few of the videos that come 

up. In fact, I encourage you to do that exercise before 
moving forward with reading this article. You will 
know why once you’ve done it.
 So, which one did you watch? Was it the police 
officer	buying	 shoes	 for	a	homeless	man?	
A driver stopping to help the elderly 
lady cross the street? The home-
less man buying food for his fel-
low homeless people after being 
given money by a stranger? 
Or was it the young man in 
the New York subway taking 
off his shirt and giving it to a 
homeless, shirtless shivering 
man sitting across from him? 
 Regardless of what you 
watched, I bet that now you’re 
feeling warm and fuzzy inside. 
Why is that? It’s the same reason 
that makes all of these videos go vi-
ral. It’s the intrinsic “goodness gene” pro-
grammed in your DNA recognizing its match. 
	 It’s	 the	 inborn	 craving	 of	 feeling	 good	 that	 finds	
satisfaction by watching these acts of kindness. It is 
one of the basics of human nature, and it knows no dis-
tinction of nationality, heritage, religion etc. It is much 
more profound. 
 Here is an interesting question. Do you think the 
people in those viral videos were acting kind hoping 
to become famous and go viral? The policeman buying 
the shoes for the homeless person didn’t do it to get a 
promotion or become admired by the whole nation. The 
guy taking off his shirt in the subway probably didn’t 
think to himself, “Hope some passengers have their 
phones out ready to record what I’m about to do!” 
 And the homeless person sharing his small fortune 
with his fellows certainly had no idea that he would 
become an inspiration for hundreds of thousands of 
people. They just did what they thought was right be-
cause it was the right thing to do. 
 The acts of true kindness are always uncondition-
al. However, each action already includes the conse-
quences within it. No one described this more beauti-

fully than the great Emerson: “Cause and effect, means 
and ends, seed and fruit, cannot be severed; for the ef-
fect already blooms in the cause, the end preexists in 
the means, the fruit in the seed.” 
 If you are reading this article, you are probably no 
stranger to acts of kindness. But in case you are, let’s 

look at some possible reasons why. 
 In our super-fast paced, materialistic 

and somewhat “me-centered” society, 
random acts of kindness are the 

exception rather than the norm. 
People don’t expect them. I 
have witnessed this phenom-
enon myself over and over 
again by observing the ex-
pression of surprise on the 
faces of recipients (and on-
lookers for that matter). 

 You may be a person who 
doesn’t like being in the spot-

light. Naturally, when you do 
something out of the ordinary, the 

spotlight of attention turns on you. It’s 
that fear that keeps a lot of people from ex-

ercising kindness. I want to make you a bold promise 
here and now. The joy you feel when committing an act 
of kindness will blow your fears to smithereens.
 Yes, even if you don’t get a “thank you” in return. 
Don’t worry about being perceived as “weird,” “irratio-
nal” or “out of your mind.” What others think is none of 
your business. What matters is how you feel.
 How about this next common misconception about 
kindness? Do you ever worry about being viewed as 
weak for acting kindly? 
 Let’s see what one of the most powerful people in 
American history, Franklin D. Roosevelt had to say 
about that: “Human kindness has never weakened the 
stamina	or	softened	the	fiber	of	a	free	people.	A	nation	
does not have to be cruel to be tough.” 
 Still having doubts? Let’s look at the shortlist of 
some of the most powerful people in history that ex-
ercised kindness as a source of their power: Jesus, 
Mahatma Gandhi, Nelson Mandela, Mother Teresa, 
Abraham Lincoln, Martin Luther King Jr., Winston 
Churchill. Need I say more? So, which side do you want 

“A nation 
does not have 
to be cruel to 

be tough.” 

Motivational Corner: Practical 
benefits of kindness

(continued on next page...)
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REALTORS®: Are you using this FREE member benefit?

Sign up for free RPR® Basic or Advanced Training

Learn more at HRRA.com

to be on?
 Kindness has many forms of expression: sending silent prayers 
and good wishes towards others; refusing to strike back and forgiv-
ing; saying words of encouragement; complimenting; contributing 
to charities, big or small; helping people in need; providing shelter. 
The	list	can	go	on	indefinitely.	But	there	is	one	form	of	kindness	
that stands above all—the one that only you and God know about. 
 The great quote from the Bible sums it up: “But when you give 
to the needy, do not let your left hand know what your right hand 
is doing.” (Matthew 6:3)
	 Now	it’s	time	to	look	at	some	of	the	practical	benefits	of	being	
kind	and	exercising	kindness	 in	daily	 life.	These	benefits	should	
not be the purpose or motive behind kindness, but rather its in-
separable by-product.
 Happier life. As mentioned above, doing good deeds makes 
you feel good inside. What is the essence of happiness? Feeling 
good, of course! The kinder you are, the happier your life will be.
 Better health. The medical community agrees that stress is 
a major cause behind most diseases. Stress is born out of thoughts 
of fear and worry. The mind is only capable of holding one thought 
or feeling at a time. It’s absolutely impossible to feel happy and 
stressed at the same time. Therefore more good feelings=less bad 
feelings=less stress=better health!
 Increased self-esteem and self-worth. What do you feel 
when you know you’ve messed up, especially if you mess up fre-

quently? Guilt? Low self-esteem? But every time you do something 
positive, such as helping someone, you grow in your own eyes and 
boost your self-esteem. High self-esteem can make a higher impact 
on your life and results.
 Reputation. Who is the kindest person you know on a per-
sonal level? How do you feel about him/her? If they turned to you 
for favor, wouldn’t you go out of your way to help? And so would 
everyone else that knows this person. That’s because the person 
has built a reputation through consistent kind actions. You can 
become this person and enjoy all the recognition and success that 
a good reputation brings.
 Good karma.	This	point	deserves	an	article	of	its	own.	Suffice	
to say that deliberate acts of kindness are guaranteed to bring you 
blessings from different sources in all kinds of forms. They also put 
the reigns of your future in your own hand.
 Chain reaction.	Now	we	are	moving	from	personal	benefits	
to making a difference on a scale of humanity. Each act of kind-
ness triggers a chain reaction. Imagine yourself being a candle 
that lights another candle, which lights 5 more candles and so on...
If enough people become candles of kindness they can light up the 
WORLD. Your only responsibility is to keep your own candle burn-
ing inside. 
 And always remember that no act of kindness, no matter how 
small, is ever lost. ⌂⌂

(Motivational Corner, continued from previous page)

Mary Garner DeVoe
Account Executive

T: 800.282.7131 Ext. 1296
C: 804.453.8757
MaryGarnerD@orhp.com
my.orhp.com/marygarnerdevoe
www.orhp.com

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

HRRA.com
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Deborah Lesyshyn, 

ABR, CRS, GRI, 

SRES

Chair, Professional 

Standards Committee

Over the years I have often been asked the dif-
ference between a REALTOR® and a licensed 
real estate agent. A common error in consum-

er thinking is that the two terms are interchangeable. 
 As a young REALTOR® 34 years ago I am not sure 
I would have been able to answer the question. Can 
you? Thankfully, it only took me a short amount of 
time to realize the impact of the difference 
and to answer the question clearly. 
 The biggest difference is the 
code	 of	 ethics	 and	 an	 affiliation	
with the National Association 
of REALTORS® (NAR). For 
many people this question 
needs to be followed up with 
clarifying	what	the	definition	
of “code of ethics” means and, 
additionally, what it means 
in today’s society. 
 According to uslegal.com, 
“A code of ethics is a set of prin-
ciples of conduct within an orga-
nization that guide decision making 
and behavior. The purpose of the code is to 
provide members and other interested persons with 
guidelines for making ethical choices in the conduct of 
their work.” 
 NAR’s Code of Ethics sets a standard for our busi-
ness practices—standards for dealing with clients, 
customers, the public and each other. It’s the way we 
practice the real estate business throughout the coun-
try and throughout Hampton Roads. 
 In our profession we not only have a Code of Eth-
ics, but we also have disciplinary power through our 
code’s procedures. The ability to discipline separates 
the real estate industry from other professions/indus-
tries. Furthermore, a licensed real estate agent cannot 
be a REALTOR® unless he or she becomes a member of 
the National Association of REALTORS®, the largest 
trade organization in the United States with approxi-
mately 1.4 million members. 
 There are additional requirements to be a REAL-
TOR®:	You	must	hold	 a	 state	 license	 and	 join	 a	firm	
that is a member of NAR; must have had no civil or 
criminal judgements in the past seven years; and, of 
course, a REALTOR® must be guided by the Code of 

Ethics in his or her business practices. 
 Licensed real estate agents who are not members 
of	 NAR	 are	 not	 required	 to	 follow	 the	 same	 defined	
business practices as REALTORS®. All REALTORS® 
are licensed real estate agents, but not all licensed real 
estate agents are REALTORS®.

		 Following	a	defined	code	of	business	practices	
is essential in the world today. In consumer 

surveys on “trustworthy professions” 
in the public’s mind, our industry 

ranks just above car sales and 
politicians.
 I have always considered 
helping my clients buy or 
sell homes a big responsibil-
ity with life-altering conse-
quences. I am always pleased 
they intentionally or acciden-

tally landed on a REALTOR® 
to assist them. 

 I am happy our association 
has a means of holding our feet to 

the	fire	and	making	us	accountable	to	
certain standards to the public and each 

other. When we join our national association we are 
reassuring	the	public	that	they	can	feel	confident	that	
we, as REALTORS®, have voluntarily agreed to abide 
by a high standard of business practices and a code of 
ethics developed with the goal of public protection and 
trust in mind.
 To reiterate, many professional industries have a 
code of ethics, but our industry is one of the only indus-
tries in which the code’s sponsoring organization has 
disciplinary procedure and power. That gives those in 
our industry extra incentive to practice to the highest 
standards of business ethics, decision making and be-
haviors.
 In this world of “alternative facts,” lightning-fast 
communications, multiple outlets for information and 
a variety of consumer choice for services, it’s comfort-
ing that our industry demands we strive to be better, 
more professional, more focused on service, and more 
adherent to highest and best practices. 
 Now if they could only monitor and control com-
mon courtesy and etiquette. But that’s another story 
for another time.  ⌂⌂

I am 
happy HRRA 
has a means 
of holding our 

feet to 
the fire.

The Code and the difference

http://uslegal.com
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Hunter Clarke

Vice-Chair, Affiliates 

Council

Last year, and three years prior, HRRA’s REAL-
TORS®	and	Affiliates	talked	a	big	game.	With	
picture-perfect weather, both teams square off 

for bragging rights at the annual REALTORS® vs. Af-
filiates	Kickball	Tournament.	
 As close as the games have been in prior years, 
in 2019 Team REALTORS® (coached by Austin 
Frangoules) won by a landslide, 20-3! Af-
ter	the	game	concluded,	the	Affiliates	
promised on thing for this year’s 
matchup: 2020 WILL BE THEIR 
YEAR!
 This is kickball, after 
all—yes, kickball, of recess 
necessity and grammar 
school superstars—and half 
the fun is just in playing a 
game that once seemed des-
tined for playground nostal-
gia.
 As the Hampton Roads RE-
ALTORS® Association has grown 
over the years, the game has stayed 
much the same, and the format is changing 
to allow more involvement. 
 The “Best of the Beach”-style of play (as we are 
calling it) will showcase three games at City View Park 
in Virginia Beach on May 6 starting at 3 p.m. sharp: 
REALTORS® vs. REALTORS®,	Affiliates	vs.	Affiliates,	
and then the championship, REALTORS®	 vs.	 Affili-
ates, to follow. There will be two three-inning games 
to start, with a minimum of 10 players on each team. 
As we alternate men vs. women, and change sides from 
offense to defense, the winners of each side will move 
on	to	a	five-inning	championship	match	for	the	trophy.	
 And, of course, a nearly mandatory post-game trip 
to a cherished bar will follow. YPN is once again host-
ing an After Party, this year at Recovery Sports Grill in 
Chesapeake.

 The sport, if you don’t know, most closely resem-
bles baseball, but with the playground twist in the 
form of the big, red ball that players must kick before 
running the bases. The game also requires teamwork, 
which is something every association/business strives 
for. Working together, high morale and amazing out-

put are why an epic-functioning team is impera-
tive. 

 “Research shows breaking a sweat to-
gether also boosts emotional well-

being and social bonds—and that 
can lead to an uptick in produc-
tivity at work,” according to 
Forbes.com.
 That teamwork ethic on 
the	field	comes	right	back	to	
their laptops. A little kickball 
between members can change 

everything. 
 When colleagues at work 

become	 teammates	 on	a	field	by	
playing together, they’re not just 

getting in a good workout for their 
physical health, they’re building strong re-

lationships that create trust within their community 
and help add value to their business and business cli-
ents.
 So, feel free to come join us from 3 to 4 p.m. to play 
for, root for or root against, your respected team. You 
will	not	want	 to	miss	 the	fierce	competition!	T-shirts	
will	be	provided	at	a	first-come,	first-serve	basis.	Sign-
ups are not necessary as teams will be assigned at ran-
dom. 
	 This	year	will	be	the	Affiliates’	year…now	it’s	time	
to get back to practicing.  ⌂⌂

Teamwork 
on the field 
comes right 
back to our 

laptops.

Back to back to back to back…
no more!

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

http://Forbes.com
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Julie Ulrich

Vice-Chair, Common 

Interest Community 

Forum

If there’s 
one thing for 

certain, 
it takes a 
village. 

April hosts National Volunteer Month, celebrat-
ing the importance of volunteerism. Often-
times I hear people say they just don’t know 

what to do, they either don’t have a cause that’s near 
and dear to their heart, or they simply don’t know 
where	to	find	the	opportunities.	
 If you own a condo or a home in a homeown-
ers association (HOA) community, you’re 
in	luck.	You	can	find	several	volunteer	
opportunities right there in your 
own backyard. And surely you 
hold what could quite possibly 
be your biggest investment in 
high regard, so consider seiz-
ing the opportunity to pro-
tect your investment, while 
bettering your community 
for all residents.
 The opportunities vary 
based on community and your 
skill set and interests. It’s im-
portant	 to	 first	 understand	 who	
the players are in a condo association, 
what their roles are, and where you might 
fit	in.
 Owners - Owners are individuals who make up 
the members of the association. Owners’ responsibili-
ties are to adhere to the rules, pay required assess-
ments, and maintain their units as outlined in the 
governing documents of the association. While they are 
not obligated to attend association meetings or to stay 
informed of what’s happening in their association, it is 
in their best interest to do so. 
 In turn, the owners should expect the association 
to collect proper assessments and enforce the rules in 
order	 to	maintain	 a	 safe	 and	 financially	 secure	 com-
munity. Many struggling associations point to owner 
apathy as a major part of the problem. I believe there 
is opportunity here for every condo owner to make a 
difference by attending meetings to stay in the know of 
what’s happening in your association and to have your 
voice heard. 
 Board members - The board of directors are 
elected by the owners, and ultimately are responsible 
for the decisions made in the community. The length of 
term	and	specific	powers	of	the	board	are	outlined	in	

the condo bylaws. However, the usual duties include: 
passing, modifying and enforcing rules and regula-
tions for the betterment of the community; collecting 
assessments; obtaining bids, reviewing proposals, and 
contracting with service providers; and to create and 
adhere to the budget. 

 The board is not expected to be experts in all 
areas; therefore, they will hire consultants 

and rely on the guidance received from 
professionals such as attorneys, ac-

countants, and insurance agents 
to make the best-informed de-
cisions they can. The board 
may also set up committees 
of owners to work in different 
areas, such as landscaping/
grounds, architectural, bud-
get	and	finance,	or	communi-

cations (e.g. newsletter). 
 Board and committee mem-

bers are volunteers and accord-
ing to Community Associations 

Institute (CAI) there are an estimated 
2.5 million board and committees members 

in the United States. 
 Serving on your association board can be a very 
rewarding experience, allowing you to utilize your 
talents and expertise for the betterment of your own 
community, however it’s not a commitment to take 
lightly. If you’re interested in volunteering for a board 
position, you’ll want to ask yourself one very important 
question; are you willing to learn? 
 The buck stops with the board members so it’s im-
perative they are open to learning the ins and outs of 
condominium governance. CAI offers board member 
training	and	a	certificate	program	for	volunteer	lead-
ers. 
	 If	 filling	 a	 board	 seat	 isn’t	 right	 for	 you,	 consid-
er chairing or serving on a committee. Do you have a 
background in communications? Maybe you could offer 
to write the community newsletter. Have you always 
thought your neighborhood should have a community 
yard sale or summer barbecue? 
	 Why	don’t	you	offer	to	spearhead	the	effort	and	find	
other owners who would like to help? If neighborhood 

Volunteering opportunities in 
your own backyard

(continued on next page...)
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(Privacy, continued from previous page)

security	is	at	the	top	of	your	list,	find	out	how	to	start	a	Neighbor-
hood Watch program, get the information and get it rolling. 
 Management - Most condo associations hire a community 
management company to manage the day to day operations of the 
association and to enact the decisions of the board. Generally, the 
company will assign a Community Manager who will work closely 
with the board of directors. Depending on the size of the commu-
nity, the manager could be a dedicated on-site manager, or he/she 
could have several properties in their portfolio. 
 Some condo associations go a different route and instead of 
hiring a third-party management company, they self-manage. 
When an association is self-managed, it’s even more important for 
the board to be well educated as an association leader and seek the 

advice	of	professionals	when	it	comes	to	legal	and	financial	mat-
ters. 
 When you have clients considering purchasing in a common 
interest community (CIC), talk with them about CIC living before 
signing on the dotted line as it’s not for everyone. For those who de-
cide it’s just what they are looking for, encourage them to become 
involved in their communities. 
 If there’s one thing for certain, it takes a village. Play an ac-
tive role in your community, whether it’s serving on a board or 
committee, or simply picking up trash when you’re walking the 
neighborhood. You can make a difference. ⌂⌂

Participate in HRRA’s 
“That’s Who We R” 
co-op ad running the 3rd 
Saturday of every month 
in Home+Living.

Deadlines:
Space & Ad Material:
Tuesday prior to pub
Ads Go To Press:
Thursday prior to pub
Publishes: 3rd Saturday
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Jim Setzer

Images by Design,

HR Real Producers 

Magazine

As you scramble to prepare your listings for the 
busy spring season and work us photographers 
to shoot those listing photos and produce fea-

ture videos, don’t forget to give a little attention to your 
most important marketing imagery—your headshot. 
 From business cards to your website and other 
marketing	materials,	your	face	is	your	first	intro-
duction to the dozens of clients, buyers, 
sellers, and contractors that put their 
trust in you to make the deal hap-
pen. Be sure you’re making the 
best	possible	first	impression.
 Take a look at your re-
flection in the mirror and 
your current marketing 
image. Are they the same? 
Perhaps the image was 
shot a few years ago. Maybe 
you’ve acquired new lines of 
wisdom. How about the hair-
style or clothes? Even the pro-
cessing might be out of date. (Re-
member Glamour Shots?) When the 
people you work with meet you in person 
after	first	seeing	your	headshot,	will	you	inspire	im-
mediate trust through instant recognition, or will you 
raise a tiny bit of doubt? 
 Every image tells a story, and your headshot 
can tell so much about you. People relate to you more 
quickly if you add a bit of your personality to your pose 
and expression. 
 Days before your next headshot session, ask your-
self about your value proposition. What would you like 
everyone who sees your image to know about you? Your 
professionalism, attention to detail, market savvy? Let 
your photographer know what you want to say. Expres-
sion, pose, and even subtle props can help convey this 
important information.
 “Location, location, location.” It applies to 
your	 headshot	 as	well.	 Studio	 portraits	 are	 fine,	 but	
why waste the opportunity to add to “the story of you” 
with a deliberate background? 
 If you specialize in an area, a property type, or a 
price point, have your photographer take your head-
shot where you are the go-to agent. 
 For example, if you focus on the Ghent district in 

Norfolk, I’d suggest we take your headshot in front of 
the Naro. Do you aspire to be the top agent for Bay Is-
land? There’s a spot along the Long Creek Trail in First 
Landing State Park has a fantastic water view of some 
amazing Bay Island properties.
 Consider where you will use your portrait. 

For	business	cards,	your	head	should	fill	the	frame	
so your expression is paramount. For so-

cial media, your pose is what catches 
attention and gets likes. For web 

images, the background becomes 
a much more critical element. 
Let your photographer know 
where you’ll be using the im-
ages to ensure the right com-
position for each use. 
 You probably have a 
“best side,” so don’t be afraid 

to tell the photographer what 
you like and don’t like about 

your look. A good photographer 
can bring out the best of you in a 

natural way. 
 Some people smile with their teeth, 

and others don’t. Smile however you feel the most 
natural. A forced smile comes across as disingenuous. 
 Here’s a tip: When your photographer asks you to 
smile, think of someone or something that really makes 
you laugh. Your genuine smile will show in your eyes.
 Here are a few more tips:
 Wardrobe: Muted colors work best. Avoid busy 
patterns. Dress in whatever style people will most like-
ly	find	you	wearing	during	the	work	day.	
 Hair and make-up: A fresh haircut or manicure 
will make your shoot extra special. When possible, get 
your hair trimmed a few days before the shoot. Make-
up should be light, subtle, and similar to your daily 
look. Maybe even consider hiring a professional hair 
and make-up artist as a special treat for yourself.
 Get plenty of rest, and limit alcohol consumption 
the night before your shoot. If possible, shoot early in 
the day before you’re exhausted or sporting a 5 o’clock 
shadow. 
 Most important, your body language will re-
veal if you are uncomfortable during the shoot, so relax 
and have fun!  ⌂⌂

Be sure 
you’re making 

the best 
possible first 
impression.

Tips for putting your best face 
forward
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Tina Holt

Vice-Chair, 

REALTOR®/Lawyer 

Committee

Buyers are 
often going 
all in with 

their repair 
requests.

At February’s REALTOR®/Lawyer Committee 
meeting, we took up the contentious topic of 
the property inspection contingency removal 

addendum (PICRA) and home inspections in general. 
 We were fortunate enough to have attorneys 
Amanda Sams with Shaheen Law Firm and Dave Zo-
bel with Sykes, Bourdon, Ahern & Levy, as well 
as the Real Estate Information Network’s 
Sales Managers Advisory Committee 
chair, Lee Cross of Cross Realty 
(and a member of HRRA’s Execu-
tive Committee) on the panel. 
The discussion was lively and 
energetic, and your REAL-
TOR®/Lawyer Committee is 
working on “PICRA Prob-
lems, Part 2” for a little later 
in the year.
 As a managing broker, 
most of the issues that land on 
my desk are a result of PICRA is-
sues, especially in a low-inventory 
market. Buyers are competing for 
the same property and often times paying 
above asking price. As a result, they are often going 
all in with their repair requests. 
 Like anything else in life, understanding expecta-
tions and clear communication go a long way in avoid-
ing problems. Buyers typically feel that if they’re pay-
ing top dollar for a property then they should be getting 
a high-quality product. When they have high expecta-
tions, it’s easy for the end result of PICRA negotiations 
to end with disappointment and, sometimes, resent-
ment.
 As we move through 2020, here are a few sug-
gestions to help you close more transactions with less 
problems:
• Explain to your clients upfront that home inspectors 

are paid to provide the service of discovering issues 
and disclosing them in the report. (If issues exist, 
they	are	going	to	find	them).	

• Explain to your clients that with resale they are buy-
ing a “used home,” and it will likely not be perfect, 
even with repairs.

• If sellers are aware of issues prior to listing the prop-
erty, suggest having the issues repaired or be pre-

pared to disclose. Never conceal! 
• Sellers should do the right thing and tackle any de-

ferred maintenance prior to listing.
• Agents should never copy and paste the language 

directly from the inspection report. Regurgitating 
what no one understands simply adds to the prob-

lem.
• Agents should do their due diligence by 

having a basic understanding of the 
PICRA items so they can discuss 

with your client or consider ar-
ranging a conference call be-
tween themselves, the client 
and the inspector. 

• Consider boosting your 
knowledge by taking  
HRRA’s “Anatomy of a 
Home” class. This is a 

super-valuable class con-
ducted by builders who break 

down the construction process 
as well as how a home should 

function.
• Selling agent and buyer both should at-

tend the home inspection. Life is busy, but this 
should be a priority. It is a perfect time while at the 
property	to	get	first-hand	clarification	on	current	or	
potential issues. (The more you attend home inspec-
tions, the more you learn and the better you can rep-
resent your clients).

• Understand that working outside of the inspection 
timelines allows either party the right to terminate. 
Be mindful of when you may need to extend the in-
spection period.

 With an increased understanding of common home 
inspection items and careful and proactive communica-
tion with all parties involved, agents and their clients 
can avoid killing the deal and establish the right set of 
expectations for the home inspection process. 
 Lean into your broker as a resource. Don’t be 
afraid to ask questions of the home inspector. 
 Finally, know that your clients are counting on 
you to guide them well.  ⌂⌂

PICRAs shouldn’t kill the deal 
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Calendar of EVENTS
APRIL
Affiliates	Council	 April	10	 9:30	a.m.	 Virginia	Beach	Room	
New Member Orientation April 14 9 a.m. Norfolk Room
Owners/Managers Council April 14 5:30 p.m. Virginia Beach Room
VRLTA Seminar with Chip Dicks April 23 8:30 a.m. Norfolk/Suffolk Room

MAY
Resale Council May 5 1 p.m. Norfolk/Suffolk Room
Kickball Tournament May 6 2:30 p.m. City View Park, Virginia Beach 
YPN Networking Event - After Party May 6 4 p.m. Recovery Sports Grill, Chesapeake
Government Affairs May 7 1 p.m. Norfolk/Suffolk Room 
New Construction Blueprint Reading May 8 9 a.m. Virginia Beach Room
Affiliates	Council	 May	8	 9:30	a.m.	 Virginia	Beach	Room
REALTOR®/Lawyer May 14 1 p.m. Norfolk/Suffolk Room
Property Management & Leasing Council May 19 11:30 a.m. Norfolk/Suffolk Room 
New Member Orientation May 21 9 a.m. Norfolk Room
Common Interest Community (CIC) May 21 1 p.m. Virginia Beach Room

Closures and Cancellations
Due to the COVID-19 pandemic, some HRRA events and meetings have 

been postponed or cancelled. As of press time, the above dates are 

still confirmed, but please check HRRA.com, your email, and our social 

media accounts for up-to-date information. 

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

HRRA.com
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Calendar of EDUCATION
APRIL
NC Continuing Education (BICUP only) April 2 8:30 a.m. Chesapeake Campus
NC Post-Licensing: Contracts and Closings April 2, 3, 9, 10 8:30 a.m. Nags Head Campus 
Principles Exam Prep April 4 9 a.m. Chesapeake Campus
NC Continuing Education April 7 8:30 a.m. Nags Head Campus
Continuing Education Required Topics April 9 8:30 a.m. Chesapeake Campus
NC Continuing Education April 10 8:30 a.m. Chesapeake Campus
Broker Licensing: RE Law April 13-17 & 20 9 a.m. Chesapeake Campus
NC Continuing Education April 14 8:30 a.m. Nags Head Campus
Broker Licensing: RE Finance April 20-24 & 27 9 a.m. Williamsburg Campus 
Continuing Education Related Topics April 21 8:30 a.m. Chesapeake Campus 
NC Continuing Education April 23 8:30 a.m. Nags Head Campus
Short Sales and Foreclosure Resource April 24 8:30 a.m. Chesapeake Campus
Continuing Education Required Topics April 28 8:30 a.m. Chesapeake Campus 

MAY
GRI 508: Virginia Laws and Regulations May 1 9 a.m. Chesapeake Campus 
Principles of Real Estate (AM) May 4-22 9 a.m. Chesapeake Campus 
Principles of Real Estate (AM) May 4-22 9 a.m. Newport News Campus
Principles of Real Estate (PM) May 4-22 6:15 p.m. Chesapeake Campus
Continuing Education Required Topics May 7 8:30 a.m. Chesapeake Campus
NC Continuing Education May 7 8:30 a.m. Chesapeake Campus
NC Post-Licensing: Law, Rules, & Legal Concepts May 7, 8, 14, 15 8:30 a.m. Chesapeake Campus 
NC Continuing Education (BICUP only) May 14 8:30 a.m. Nags Head Campus
NC Continuing Education May 19 8:30 a.m. Nags Head Campus
Continuing Education Related Topics May 19 8:30 a.m. Chesapeake Campus 
Continuing Education Required Topics May 21 8:30 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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Jenny Lovell

Chair, New Homes 

Council

As the 
spring market 

explodes, 
inventory is 

king!

Congratulations to all of HRRA’s Circle of Ex-
cellencesm winners! What a wonderful event 
to honor the award winners, connect with old 

friends and meet new ones. Everyone looked amazing, 
and I must admit to some serious shoe envy. You all 
outdid yourselves. 
 I spent some time the next morning looking 
at everyone’s photos on social media. You 
all looked like you enjoyed yourselves 
and made The Main sparkle.
 We are looking forward to 
the upcoming HRRA Member 
Expo, which originally had 
been scheduled for April 2 
but is now slated for June 9 
due to COVID-19 postpone-
ments. This annual event is 
sponsored by the New Homes 
Council and offers all mem-
bers of HRRA a chance to net-
work and learn.
 This year we are featuring 
Jeff and John Ainslie from the Ainslie 
Group. Known as the “building brothers,” 
Jeff and John Ainslie began their careers over 25 
years ago by learning every craft on a construction site 
from the ground up. John and Jeff will be sharing the 
latest in residential design and construction technolo-
gies in “The 2020 A, B, C’s and D’s of Home Science.”
 The Expo hall will open at 11:30 a.m. Come net-
work with your peers, vendors and exhibitors, includ-
ing many new home builders. Have your portrait done 
by a caricature artist, and enjoy plenty of games and 
giveaways as well as lunch served in the Expo. The 
Government Affairs and REALTOR®/Lawyer Joint Fo-
rum will hold their monthly meeting at 1 p.m. during 
the event. Admission is free for HRRA members! 
 As the spring market explodes and rates are at an 
all-time low, inventory is king! We all will be working 
like crazy for months to come. If your buyers are frus-
trated	about	missing	out	and	not	finding	the	home	they	
are dreaming of, don’t forget about new construction 
neighborhoods. Many builders have homes under con-
struction that may be available in your clients’ time-
line. 
 Supply and demand affect a lot of issues when it 

comes to buying and selling property in the Hampton 
Roads housing market; sales remain brisk and inven-
tory remains low. That not only puts upward pressure 
on pricing, but it also means that many sellers are pull-
ing back incentives. So, that’s a place where buying a 
new construction home has an advantage. Builders 

typically offer closing cost and settlement expense 
assistance that many used home sellers 

simply can’t or won’t match.
 Your buyers will get the 

peace of mind of knowing that 
their home was built from the 
ground up with the most mod-
ern materials, many of which 
are more durable and require 
less maintenance than those 
found in older used homes. 
They will be moving into a 

home that goes through a 
rigorous inspection process by 

municipal inspectors at each key 
stage of construction: footing and 

foundation inspections, a framing and 
nailing inspection, mechanical inspections, 

an	 insulation	 inspection	 and	 final	 building	 inspec-
tions,	all	before	a	Certificate	of	Occupancy	can	be	 is-
sued. 
 To top it all off, your buyer will receive not only 
a Commonwealth-mandated one-year warranty, but 
many builders additionally provide a ten-year lim-
ited warranty/insurance policy that covers things like 
structural defects that could otherwise be very expen-
sive	to	fix.	
 Your buyers won’t get caught off-guard by prob-
lems the previous owner didn’t attend to, or by materi-
als or systems that are reaching the end of their effec-
tive life. With a new home, you are surrounded by a 
variety of safety nets. Give the site agents a call; they 
may have exactly what your buyers need. 
 Coming in May from the HRRA New Homes Coun-
cil, check out New Construction Blueprint Reading on 
May 8 from 9 a.m. to 1 p.m. at HRRA. You will earn 4 
hours CE Related or 2 hours PL ST Current Industry 
Issues and Trends. Visit HRRA.com to learn more.  ⌂⌂

Spring brings sales, congrats, 
knowledge and networking

http://HRRA.com
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We offer the best loan experience possible.

Old Point Mortgage offers exceptional loan products, superior service and support to 
guide customers to the best loan experience possible.

Old Point Mortgage, a division of Old Point National Bank
NMLS #500015 / www.nmlsconsumeraccess.orgOldPointMortgage.com

Our Team Is Here to Serve You!

MORTGAGE

Extensive loan options, including:
• Construction to Permanent Mortgages

• Professional Mortgage Loan Program

• Adjustable Rate Mortgages

Sherry L. Thacker
SVP, Managing Director

757.251.2785
NMLS # 272200

Lisa Cafferty
VP, Regional Sales Manager

757.690.8041
NMLS # 106796

• Closings of less than 30 days
• Great with status updates
• Flexible, outside-of-the-box lending
• Local Bank reputation

Virginia Beach newport news

Andy Orleans
Mortgage Loan Originator

757.251.2796
NMLS # 1674281

Lisa McNeil
Mortgage Loan Originator

757.251.2781
NMLS # 267484

newport news

Daniel Anderson
Mortgage Loan Originator

757.690.8048
NMLS #681537

Franklin

Drew Edwards
Sr. Mortgage Loan Originator

757.653.4300
NMLS # 116569

newport news Virginia Beach
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Lee Halyard

Vice-Chair, Property 

Management and 

Leasing Council

An open 
dialogue with 
your tenants 

is critical.

The saying goes, “You never really know some-
one until you marry them, and you never really 
know someone until you rent to them.” 

 For those of us who are full-time property manag-
ers we know this statement to be true. Most all rental 
applications look to answer three basic questions: 1) 
Will the tenant pay the rent on time?; 2) Will the 
tenant take reasonably good care of the 
property?; and 3) Will the tenant be a 
good neighbor?
 Simple enough right? Well, 
you would think so, but that is 
not always the case. 
 We use a very compre-
hensive lease prepared by 
the Virginia Association of 
REALTORS® with our own 
supplemented forms and ad-
denda. That way we have at-
tempted to speak to each and 
every eventuality that will likely 
occur, and our cover sheet explains 
that the lease represents an entire un-
derstanding of all things associated with 
their tenancy. 
 I remember one day I received a call from a ten-
ant, and the call went something like this: “Hi, Mr. 
Halyard. This is Jane Doe at 1234 Tenant Way, and 
I’m	calling	to	find	out	how	to	get	approval	to	paint	the	
great room Shark Loop Blue?”
 I quickly learned that Shark Loop Blue is not as 
outrageous as the name made me originally believe. It 
is actually quite neutral. While she was sending me a 
sample color via email, I was pulling up her account to 
see how much time remained on her lease. 
 I can normally get this type of thing approved by 
an owner, especially if it’s not a crazy color, with the 
understanding that they would have to return it to its 
original color at the property manager’s discretion at 
the end of the lease. 
 I saw this family had a little more than 90 days 
on their lease, so I naturally assumed that, since they 
were going to invest in painting the great room, their 
desire was to extend their lease. So, I asked, “It sounds 
like you are really enjoying the house. Do you and your 
family intend to extend the lease when it’s up?” 

	 Her	reply	was	surprising:	“Oh,	no.	We	are	definite-
ly moving, but I want to practice painting and see how 
that color will look with my furniture.”
 “Practice” was the word that I found most alarm-
ing!	We	most	definitely	don’t	want	any	practice	paint-
ing taking place. So I explained that since they were 

moving in a short time we would prefer the colors 
to remain the same. This example is indic-

ative of many such interactions with 
tenants through the years. 

 Here is another example: a 
tenant who had been a resident 
for well over a year called me 
to explain he didn’t agree 
with the pet addendum of 
our lease. He disclosed on 
his application that he had a 
pet, and we did all the appro-
priate	 verifications	 required	

for him to have that pet, and 
there were no complications with 

their tenancy surrounding their pet 
ownership. I pulled up their lease and 

asked him to explain what part he didn’t 
agree with. He cited the paragraph that stated this 

approval was for this one and only pet, and for them 
not to acquire any further pets without management 
approval. 
 He explained, “We have lived here and demon-
strated our ability to properly own and care for a pet. 
Why can’t we just go get another one? Why do we need 
your approval?” Again, I found this question rather 
surprising and felt the answer to be obvious. 
 In both of the above cited examples, the good news 
is	 that	 both	 tenants	 saw	fit	 to	 contact	 the	 office	 and	
seek further approval before acting, even though nei-
ther	were	satisfied	with	our	responses.	When	the	writ-
ten word of the lease and all associated addendums 
meets real life and a tenant’s unspoken desires when 
they enter into the lease, I’ve learned that an open dia-
logue between the tenants and me is critical.
 Some instances like this are less obvious and re-
quire more consideration for an appropriate response. 
When I’m unsure, I have followed the advice: “Pretend 
you are answering these questions as if the owner of 
the property is sitting right there with you.”  ⌂⌂

You think you’ve heard it all?
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Your Trusted Mortgage Partner

Contact your local 
Langley Mortgage 
loan officer today!

Nathalia Luna
NMLS# 659443
757-224-4745

Holly Damalas
NMLS# 758490 
757-692-6669

 Owners/Managers Council explores “The 757” rebranding

The	rebranding	of	our	region	to	“The	757”	has	not	been	without	confusion	and	criticism.	HRRA’s	Owners/Managers	Council	got	a	firsthand	
accounting	of	the	thought	process	and	research	behind	it	February	11	during	the	council’s	first	meeting	of	2020.	The	featured	speakers	
were Bryan K. Stephens, president of the Hampton Roads Chamber of Commerce, and John Martin, CEO of Richmond's SIR Research. 
The	pair	presented	a	sobering	message	about	the	region’s	2020-to-2040	growth	projection,	which	is	significantly	lower	than	the	state’s	and	
even the Richmond area, with the warning, “Our placemaking and place marketing should be biased towards becoming more attractive 
to and known by young people.” In regard to marketing the new rebranding to residents, the idea is that “The 757” is “where everyone 
easily connects to one another, our coastal environment, our country and our world.” The presenters also shared the “757 Campaign,” a 
pride-building effort funded by local businesses and organizations. Thank you to the evening’s generous sponsors, Atlantic Bay Mortgage 
Group, TitleQuest and Beach South Realty.  – Victoria Hecht, HRRA Communications and PR Specialist
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I’m sure 
everyone 
has heard 

about the new 
Opportunity 

Zones.

Well,	 here	 we	 are	 with	 our	 first	 quarter	 be-
hind us. Of course, in April it is time to 
think about taxes. I know, I know…a most-

dreaded subject indeed. Taxation is a cost of business 
and affects the return. One must consider before- and 
after-tax	 cash	 flow	 in	 one’s	 analysis.	 And,	 for	 any	 of	
us, minimizing taxes is a great way to increase our 
cash	flow.	
 Regarding real estate, there are 
numerous programs available for 
those who qualify, including low-
income housing tax credits, 
historical tax credits and even 
environmental tax credits 
(much used in the industrial 
and manufacturing sectors). 
If not needed, many of the 
tax credits can be sold to the 
market for a percentage! 
 When analyzing a location, 
some taxes for consideration are 
the local municipal tax rate, prop-
erty taxes, BPOL taxes, real estate 
taxes, sales taxes, and others. Many locali-
ties establish special “zones” to incentivize business 
owners to locate in those areas. 
 Examples of a few of these incentives are special 
tax breaks, public/private ventures, regulatory ex-
emptions, or other forms of public assistance. There 
are also Enterprise Zones, HUB Zones, Foreign Trade 
Zones, and many more. 
 I’m sure everyone has heard about the new Oppor-
tunity Zones. There is a lot of confusion about them. 
According to the National Association of REALTORS® 

website,	 the	 Qualified	 Opportunity	 Zone	 (QOZ)	 pro-
gram was created by the 2017 Tax Cuts and Jobs Act 
to encourage economic growth in underserved commu-
nities through tax incentives for investors who utilize 
Opportunity Funds to invest in the zones. 
	 Along	with	tax	benefits,	it	presents	opportunities	
for real estate investment and development in those 
communities. U.S states and territories, including 
Washington, D.C., nominated areas to be designated 
as	QOZs	in	2018,	and	the	IRS	and	Treasury	finalized	
the designations that year. The U.S. Treasury Depart-
ment and the Internal Revenue Service are currently 

conducting	notice-and-comment	rulemaking	to	finalize	
regulations for the program. This is a temporary pro-
gram, set to fully sunset on December 31, 2047. 
	 There	are	multiple	tax	benefits	available	to	inves-
tors who invest in a QOZ, if all the requirements are 
met. First, capital gains reinvested within 180 days 

into a QOZ are tax-deferred for up to nine years, 
through 2026. If the new investment (to 

which the capital gains were rolled 
into), the tax ultimately paid on it 

is reduced by 10%; if held for sev-
en years, it is reduced by 15%. 
 In addition, gains accrued 
on investments in a QOZ 
are free of capital gains tax 
if they are held for at least 
ten years. These investments 
must be processed through 

an Opportunity Fund, which 
is a partnership or a corpora-

tion organized for the purpose of 
investing in QOZ property; these 

funds	 self-certified,	 and	must	 hold	 at	
least 90% of their assets in QOZ property 

(which includes stock, partnership interests, and/or 
tangible property used in a trade or business in a QOZ, 
such	 as	 real	 estate).	 Essentially,	 QOZs	 are	 glorified	
1031 exchanges, though that is oversimplifying it. 
 Another method of reducing taxation is segregated 
depreciation. This allows the owner to depreciate qual-
ified	 assets	 at	 a	 faster	 schedule	 than	 the	 rest	 of	 the	
capital investment, which increases the after- tax cash 
flow	on	the	property.	There	is	a	lot	that	goes	into	cost	
segmentation and it can be expensive for the analysis 
but it is very effective for those who can use it.
 Whether you are looking at property as a user or 
as an investor, taxes have a major impact on your bot-
tom line. If you are interested in learning more about 
incorporating taxes into your real estate analysis, I 
encourage you to take the CCIM classes which can be 
found on their website at CCIM.COM. 
 If I can be any help, or if you would like to sug-
gest future articles and content, please don’t hesitate 
to reach out to me at tecproperties@gmail.com.  ⌂⌂

Making the most of available 
tax credits

Tim Churchwell, 

CCIM

Chair, Commercial 

Council

mailto:tecproperties@gmail.com
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Cosette Lambourne

Chair, Young 

Professionals Network If you ‘farm’ 
properly, you 
WILL have a 

harvest. 

I have always found April to be a particularly exhil-
arating month. It is a month full of ENERGY! It’s 
the start of the second quarter, it’s tax month, the 

selling season kicks off and everywhere we look there 
is new life! 
 Flowers are budding, trees are blossoming, and 
little fur or feathered babies are being born. It 
brings bright smiles and excitement to 
people lives!
 The downfall to April is that 
is can also be a month that slaps 
you in the face with your pro-
crastination and unprepared-
ness. If you didn’t spend the 
previous year keeping up 
with taxes and record keep-
ing, you dread April. 
 If you haven’t spent the 
first	 quarter	 prospecting	 and	
lead generating, you are watch-
ing everyone around you set sail 
while you are still tied to the dock.
 In today’s world the average hu-
man attention span is 8 seconds. Did you 
know	that	a	goldfish	has	a	9-second	attention	span?	
(Pause and let that sink in!) This is why time-blocking 
and time-management is such an important skill to 
learn! It is critical to your success! 
 We also live in a world where people want instant 
gratification.	We	 love	 our	 sales,	 but	 the	 words	 “lead	
gen” make us cringe. We have to be committed to the 
time and the work if we are to reap the reward.
 No one wants to watch grass grow. However, if you 
water properly, fertilize and groom, you will have a 
beautiful lawn.
 It’s the same in our business. Last month’s YPN 
article was full of the questions you should be asking 
yourself and of your production. It’s through tracking 
our numbers that we can determine where our time 

and money is best spent. 
 From this we can carefully choose the seeds we 
want to plant. Yet, if we plant a seed that we never 
tend to, it will just die. We must have the dedication to 
the systems and processes that will grow our business. 
If you ‘farm’ properly, you WILL have a harvest. 

 Your YPN team is dedicated to growing YOU! 
We are off to a great year and have so 

much more in store! Every year we 
kick off with our annual Commit-

tee Fair where REALTORS® 
can learn about all the differ-
ent committees within HRRA 
and how to get involved. Our 
first-quarter	educational	ses-
sion provided guidance on 
retirement planning for the 
self-employed	 and	 our	 first-

quarter networking social was 
a blast! 

 We are thrilled with the par-
ticipation from our fellow agents 

and overjoyed with the opportunity to 
bring our HRRA members closer together! 

WE ARE ONE!
 Some things to look forward to. We have our annual  
REALTORS®	v.	Affiliates	Kickball	game	 in	May.	The	
level of competition just keeps getting stronger! But 
sorry,	Affiliates,	 the	 reigning	 champs	do	not	 plan	 on	
giving up the trophy! 
 Come out to play, to support or to party after. I 
promise YPN will never disappoint. Also make sure to 
look out for our June training. We’ll be bringing your 
“Mid-Year Motivation”! Discussing mindset and suc-
cess habits as well as how to complete a mid-year re-
view and map a plan for the rest of the year. 
 And don’t forget join our Facebook group: HRRA 
Young Professionals Network. #FinishStrong  ⌂⌂

What seeds have you planted?

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

HRRA.com
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Rick Delahaya

Virginia Natural Gas Safe 
digging is 

no accident! 
Call before 

you dig.

Spring is in the air and is traditionally the time 
of year when more homes will be going up for 
sale. As listings increase, it’s not uncommon to 

see a “For Sale” sign in the front yard of a home. For 
years, real estate agents and sign installers may have 
operated under the belief that they can just simply dig 
a hole and put the sign in the ground.
 But before digging in any yard, agents 
should always call 811 to ensure all 
underground utilities are prop-
erly marked before a shovel or 
post-hole digger goes into the 
ground. 
 April has been designat-
ed as National Safe Digging 
Month, and Virginia Natural 
Gas wants to make sure real 
estate agents, as well as new 
homeowners, know what’s be-
low the surface and make the 
free call to 811 before beginning 
any digging project to prevent inju-
ries and property damage. 
 Digging without calling 811 can dis-
rupt utility service to entire neighborhoods, poten-
tially	 result	 in	fines	 and	 repair	 costs	 or,	 even	worse,	
injury. Plus, it’s the law. 
 Spring also marks the traditional start of the dig-
ging season. Once your clients are in their new house, 
many will begin their own DIY projects around the 
home. Many new homeowners aren’t aware of what’s 
in their yard or below their lawn. It’s important for 
them to know where the utility lines are located before 
a shovel goes into the dirt and projects begin. 
 Whether planting trees or shrubs, installing a 
fence or building a deck or pool, every job requires a 
call to 811, even if they have called before for a simi-
lar project. The depths of utility lines vary, and several 
lines may be in one area. 
 A free call made to 811 connects to VA811, which 
notifies	 the	 appropriate	 utility	 companies	 of	 the	 in-
tent to dig. Professional locators are then sent, free of 
charge, to the requested site to mark the approximate 
locations	of	underground	lines	with	flags	and/or	spray	
paint. Yellow paint indicates the presence of under-
ground natural gas pipelines. Once lines have been ac-

curately marked, it is important that residents respect 
the marks and use the appropriate tools to dig care-
fully.
 To protect underground utilities and help ensure 
that homeowners stay safe and connected, Virginia 
Natural Gas shares homeowners and professional ex-

cavators the following safe digging guidelines:
 Call 811 before you dig. When 

starting an outdoor project involving 
digging, customers are required 

to contact VA811 at 811 or 800-
552-7001 as part of their proj-
ect plans. Calls to the free 
locating service can be made 
24 hours a day, seven days 
a week to request utility op-
erators mark underground 
facilities, including: natural 

gas, water, cable, telephone 
and electric lines.

 Allow the required time 
(48 business hours) to have un-

derground utility lines marked. 
The approximate location of underground 

utility lines will be marked with color-coded spray 
paint,	flags	or	stakes	that	correspond	to	the	utility.	The	
color used for marking natural gas is yellow.
 Respect the marks. Once the lines are marked, 
use allowable digging methods, which include using 
hand tools, and dig carefully within 18 inches of the 
marked utility lines.
 Excavate carefully. Make sure the marks re-
main visible during the project. If the locating marks 
are damaged or removed, customers are encouraged to 
call 811 to have locating marks refreshed. If a natural 
gas line is damaged accidentally or the distinct odor of 
gas is present, residents are required to call 911 and 
Virginia Natural Gas’ 24-hour emergency phone line at 
877-572-3342 from a safe location. Do not operate any 
machinery or equipment that might cause a spark.
 Safe digging is no accident, so make sure to call 
811 before putting a shovel in the dirt. For more infor-
mation about natural gas safety, visit virginianatural-
gas.com/safety.  ⌂⌂

Call 811 before installing signs 
and beginning outdoor projects

http://virginianaturalgas.com/safety
http://virginianaturalgas.com/safety
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“That’s Who We R” 
REALTOR® Spotlight

WHO: 
Nelene Gibbs, ePRO, 
broker/owner of Gibbs Realty Group 

HRRA MEMBER SINCE: 
Originally 2006 (there was a gap when 
I was with non-REALTOR® broker for 
a time) 

REALTOR® ACTIVITIES: 
Vice-chair, Owner/Mangers Council

COMMUNITY INVOLVEMENT: 
I actively participate with Better 
Beaches OBX to help plant beach grass 
and sea oats to build and stabilize 
the dunes and provide protection 
for the infrastructure of the towns 
on the Outer Banks. I serve as a 
mentor to the youth group at our local 
church, and I am co-founder of Boss 
Ladies Ignited, a women's group that 
empowers, supports and encourages 
women. 

I CHOSE TO BECOME A 
REALTOR® BECAUSE: 
I strongly believe in the educational 
aspect and opportunities that the 
association provides to REALTORS® as 
well as the necessity to have a larger 

voice in legislative issues that impact 
homeownership. 

FAVORITE REALTOR® BENEFIT: 
I love RPR®. It is such a great 
program that provides a wealth 
of information to assist me in my 
market and community research to be 
knowledgeable and informed about a 
specific	market	area.	

FAVORITE HRRA ACTIVITY: 
The Committee Fair. It provides an 
opportunity to get to know what all of 
the various committees are responsible 
for and offers the opportunity to meet 
the leadership in an informal setting 
provides a greater understanding of 
the overall mission of the association. 

MOST MEMORABLE HRRA 
MOMENT: 
Being asked to serve as vice-chair on 
the Owners/Managers Council. It was 
such an honor to be considered for the 
position. 

I AM PROUD TO CALL MYSELF A 
REALTOR® BECAUSE: 
It	identifies	me	as	a	professional	in	
my industry with a higher calling 

to uphold the ethics and values that 
come with being a REALTOR®. It 
also signals to my clients that I am 
highly educated and continue to work 
on personal and professional growth 
with the many offerings available to us 
through the REALTORS® association. 

BEST PIECE OF ADVICE FOR 
FELLOW REALTORS®: 
Get involved. I have come to know 
so many wonderful people in our 
profession locally and across the 
country through the REALTORS® 
association. It is a great place to learn 
from others and share ideas. There 
is a level of respect for your fellow 
REALTOR®, who is also committed to 
excellence.

Nelene Gibbs

Fulton BankFulton Bank

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

Nate Brown
NMLS #: 607858
757.692.1641

Mike Grunwald
NMLS #: 607860
757.761.8156

Pam Martin
NMLS #: 1060805
757.321.6311

Matt DesRoches
NMLS #: 659388
757.651.6288

Kimberly Vap
NMLS #: 796166

757.544.8934
Marion Uzzle

NMLS #: 211283
757.729.7373

Housing Assistance Programs Available

Darryl McDaniel
NMLS #: 1425384
571.839.8342

fultonbank.com/mortgage
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Build 
a client 

relationship 
based on 

mutual 
respect.

Hello, April! We’re full swing into 2020 and 
selling homes! We’ve celebrated the accom-
plishments of 2019 with a sold-out Circle of 

Excellencesm celebration, and working on clients to buy 
and sell today rather than wait for school to get out, 
right?
 Here are a few tips to help you and your busi-
ness through the next month or two.
 Become the local expert: Study 
the real estate market from a mac-
ro to micro level. Study not only 
the subdivision or area you are 
selling in, but also the city’s 
local market statistics, num-
ber of homes for sale that are 
similar in that price range 
your client is buying or sell-
ing in, as well as Hampton 
Roads’ real estate health and 
statistics. 
 Many subdivisions show a 
low inventory of homes currently 
for sale and three to four times the 
number of recent sales, but that doesn’t 
always have the trends or statistics of how long a 
home will take to sell, list-to-sale ratio and more. As 
your	real	estate	knowledge	grows,	so	does	your	confi-
dence and how you communicate to your clients. 
 Many top-producing agents will say they are a 
consultant	first	and	as	salesperson	second.	You	are	ad-
dressing	the	needs	of	your	real	estate	client	first	and	of-
fering vital real estate statistics, going over the general 
process	of	buying	and	selling	to	fit	their	needs.
 Build a two-way respectable relationship: 
Build a client relationship based on mutual respect. Be 
upfront and honest with them when their needs and 
wants in a home don’t match what the real estate mar-
ket has to offer. You don’t want them chasing hope but, 
rather, chasing a “real” real estate opportunity! 
 Showing the real estate data and statistics for a 
community and area as a whole helps as well. Show 
them what has sold in the last three to six months for 
the same type of property they want. When they see 
that there was only one or two homes recently sold that 
they want to buy, the market has told them to adjust 
their criteria, and not you, right? 

 Also, if they want to live in a certain area or pur-
chase a type of property you aren’t familiar with, let 
them know and work with an agent who has expertise 
in that arena, or get familiar quickly! 
 A top real estate coach with over 40 years of ex-
perience said you can become a real estate expert in a 

certain area within a week by previewing as many 
homes in that area as possible, looking at 

recent	 sales	 with	 a	 fine-tooth	 comb	
and soliciting help with agents that 

have market knowledge in that 
area or specialty.
 Network and get involved 
with HRRA: April offers Na-
tional Volunteer Week. We 
also have HRRA’s Member 
Expo, which offers loads of 
learning and booths of com-

mittees and groups to get in-
volved with at HRRA. Even 

attending a meeting at HRRA if 
you haven’t before is a step in the 

right direction. 
I can tell you that last month I was in-

volved in a multiple-offer situation with a buyer. I 
recognized the listing agent’s voice when talking over 
the phone, asking him if he was active at HRRA or at-
tended meetings on a regular basis. 
 He was impressed not only with the offer that was 
nearly the same as another but also the fact that I vol-
unteered	with	HRRA,	 that	 the	HRRA-Affiliate	mort-
gage	 loan	 officer	 called	 him	 quickly	 to	 let	 him	 know	
about our buyer client. 
 The offer as a whole, price, terms and communica-
tion with the listing agent got the offer accepted. Rela-
tionships, professionalism and being involved at HRRA 
matter! 
 Invite a fellow REALTOR® to the next committee, 
council or advisory group meeting you’re attending at 
HRRA and see the relationships you’ll make get your 
next offer accepted!  ⌂⌂

Three tips to elevate your 
business this spring

Dawn Miller

Chair, International 

Advisory Group
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Thank You to our 2020 HRRA Partners
GOLD SILVER

BRONZE

COPPER

AMBASSADOR

CLYBURN
INSURANCE

Fulton BankFulton Bank
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Kevin O’Dea

Vice-Chair, Resale 

Council

In many 
ways we 
are all in 

uncharted 
territory these 

days. 

I have led more buyer clients into multiple offer 
situations	in	the	first	few	months	of	2020	than	I	
have	in	the	last	five	years	combined.	And,	in	turn,	

I have had to have more “I’m sorry, your offer didn’t get 
accepted” conversations. 
 Buyers aren’t alone in feeling the heat of this mar-
ket. Tough seller conversations are being had daily 
as well. They just sound a little different. 
For instance, “I know your neighbor’s 
home sold in two days, but they 
were priced competitively and 
their home offered additional 
updates, which is why we re-
main on the market 56 days 
later.” 
 Needless to say, at least 
in Hampton Roads, price and 
presentation still reign su-
preme in getting a home sold 
within a reasonable amount of 
time, and I think it still means 
we	 find	 ourselves	 operating	 in	 a	
healthy market. 
 And what about our agent-to-agent 
conversations? Or broker-to-agent conversations? Or 
agent-to-loan	 officer	 conversations?	 A	 multiple-offer	
market creates tough conversations for all of us to have 
with our peers and leaders, too.
 Where do you turn when you need to prepare for 
a tough conversation? Do you like to process internally 
or externally? Or maybe both? Do you have a mentor 
or	peer	you	reach	out	to	first	to	make	sure	that	your	
upcoming delivery has some direction and doesn’t come 
out like apologetic or directive word vomit?
 I recently had a conversation with a member of the 
leadership	team	in	my	office	about	a	tough	interaction	
that I had with another REALTOR® peer concerning 
their progress in the business and the uncertainty 
about their desires to continue their journey as a real 
estate professional. 
 After listening intently and offering some tactful 
questions, he eventually pointed me in the direction 
of a book. This sat very well with me as I often offer 
up a book suggestion to those in need of guidance. His 
recommendation was “Fierce Conversations (Achiev-
ing Success at Work & in Life, One Conversation at a 

Time)” by Susan Scott. 
 The book starts and stays at a pretty high level, 
seemingly meant for C-suite types in large corpora-
tions,	but	within	each	chapter	one	can	find	great	action	
points for having tough conversations in life and busi-
ness. I found the following quote from the book to be 

quite humorous and at the same time brilliantly 
true: “There are not enough emojis in the 

world to ensure that your e-mails and 
texts are ‘heard’ in the way you in-

tend.” 
 If we are honest, text mes-
sages have taken over our 
lack of desire to put in the 
time and effort to communi-
cate by voice, be it in person 
or by phone. And we can all 
admit that text messages, 

or emails, have cause far too 
many unfortunate communica-

tion errors where extracurricular 
conflict	 could	 have	 been	 avoided	

with a quick phone call.
 In many ways we are all in unchart-

ed territory these days. Sure, you might have lived 
through a low-inventory market in the past, but all 
things considered, 2020 combines some unique consid-
erations that have not all been offered together at any 
one given time in our past. 
 The saying “Failure to plan is planning to fail” 
goes very well these days. 
 Take time out of your day to practice the future 
tough conversations you will undoubtedly have with 
fellow professionals or clients. Script practice, role 
play, word vomit, etc. And when disaster strikes, call 
a	mentor	or	trusted	peer	first	before	letting	your	emo-
tions get the best of you and you deliver your angst, 
anger, or fear to your clients or industry peers.  ⌂⌂

Tough conversations in a tight 
market
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www.ovmfinancia l .com/20dayclear
Learn more at:

Your client's closing date is too important to leave to chance. 
When you partner with OVM Financial, you can breathe 
easy knowing our goal is to move from contract to close in 
just 20 days for VA, FHA, and Conventional Loans.

HOME BUYING AT T HE SPEED OF LIFE

Advocacy topics that interest me: Imminent 
domain and homeownership.

REALTOR® activities: Norfolk vice-chair for the  
Government Affairs Committee.

Community involvement: Former chair, 
Hampton Roads Chamber Of Commerce – Norfolk 
Division; former chair, Old Dominion University 
Intercollegiate Foundation; Norfolk Mayor’s 
Wards Corner Task Force; Norfolk Mayor’s 
Committee on Gaming.

Why I give to HRRPAC: The simple answer, I 
give to protect my livelihood as a REALTOR®.

Why donating to HRRPAC is important:  By 
contributing to HRRPAC, a REALTOR® is able 
to support REALTOR®-friendly legislators who 
believe in our industry and believe in protecting 
private property rights, preserving the American 
dream	of	homeownership,	fighting	for	tax	reforms	
and reducing burdensome regulations on our 
business. HRRPAC is the best way a REALTOR® 
can protect their business. HRRPAC is the only 
grassroots and issues-mobilizing force in Hampton 
Roads that exists to protect and promote the 
tradition of home ownership and real estate 
investment. 

Louis Eisenberg, 
SRES®, ABR®, 
MRP, SFR

Member since: 2005

HRRPAC 
contributor level: 
Mayor’s Club

 HRRPAC Spotlight: Louis Eisenberg

Want to learn more and become a HRRPAC contributor like Louis?
Visit HRRA.com to get started.
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The 2020 session of the General Assembly ad-
journed sine die on March 7, 2020. With all of 
the changes coming out of the 2019 elections, 

many observers, including both of us, were not exactly 
sure what to expect for the session with not only a large 
number of new legislators, but also both chambers of 
the	Virginia	General	 Assembly	 flipped	 from	Re-
publican to Democratic control in this 
year’s election. 
 Almost 4,000 pieces of legisla-
tion were introduced for the 2020 
session, and of those, over 2,200 
were approved by the General 
Assembly. Minus resolutions 
that do not require further 
action, those bills will also 
require gubernatorial ap-
proval. 
 By the time you read this, 
the governor will have complet-
ed his work in preparation for the 
Reconvened Session (aka “Veto Ses-
sion”) on April 22, 2020. 
 At the Veto Session, the General As-
sembly will consider the governor’s vetoes and 
amendments of legislation. It takes a two-thirds vote of 
both the House and Senate to override a gubernatorial 
veto. With the Governor being a member of the major-
ity party, it will be interesting to see to what extent he 
wields his veto pen. 
 If the governor proposes amendments to legisla-
tion, and the General Assembly accepts those amend-
ments (by a majority vote), the bill becomes law. If they 
do not accept the amendments, the governor may then 
sign the bill or veto it.
 Of the bills and resolutions introduced this year, 
several are included in the REALTORS® agenda. While 
we take positions on a number of bills, these are the 
ones that were proposed by members like you and 
introduced at our request. Here is a summary of the  
REALTOR® agenda legislation, along with their status 
as of this writing in early March.
 HB 795 (Hurst)/SB 235 (Barker) – Association 
Health Plans: 
• Provides that for policies of group accident and sick-

ness insurance issued to an association, members of 

such an association may include (i) a self-employed 
individual and (ii) an employer member (a) with at 
least one employee that is domiciled in the Common-
wealth or (b) that has a principal place of business 
that does not exceed the boundaries of a metropoli-
tan area that is at least partially in the Common-

wealth.
• HB 795 – Approved by the General As-

sembly, pending approval by the 
governor.
• SB 235 – Approved by the 

General Assembly, pending 
approval by the governor.

 SB 653 (Boysko) – Rent 
Into Escrow:
• Provides that in the event 

of foreclosure of real prop-
erty, all rent moneys, re-

gardless of when received, 
shall be deposited in an es-

crow account by the end of the 
fifth	business	banking	day	follow-

ing receipt, unless otherwise agreed 
to in writing by the principals to a lease 

transaction.
• HB 653 – Approved by the General Assembly, pend-

ing approval by the governor.
 HB 594 (Bourne)/SB 388 (McPike) - Return of 
Security Deposit:
• Requires the landlord to return the tenant's security 

deposit, minus any deductions or charges, within 45 
days of the termination of the tenancy or the date 
the tenant vacates the dwelling unit, whichever oc-
curs last.

• Under current law, the 45-day period to return the 
security deposit begins on the date of the termina-
tion of the tenancy.

• HB 594 – Approved by the General Assembly, pend-
ing approval by the governor.

• SB 388 – Approved by the General Assembly, pend-
ing approval by the governor.

 HB 513 (Bulova) - Death/Disability of Broker:
• Clarifies	 that	 upon	 the	 death	 or	 disability	 of	 a	 li-

censed real estate broker who was the only licensed 
broker in a business entity, the Real Estate Board 

2020 General Assembly recap

Tyler Craddock 

State Government 

Affairs Director

These 
bills were 

proposed by 
members 
like you.

Samantha Kenny

Local Government 

Affairs Director

(continued on next page...)
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Affiliate Spotlight: Cutco Closing Gifts 
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Cutco Closing Gifts 

Territory: Eastern Region of Virginia, Maryland, northeastern North Carolina, 
West Virginia and Washington, D.C.

Company details: AForevergift.com, Russell@aforevergift.com and 757-714-7207

Year company established: 1949 HRRA Affiliate member since: 2018

Company specialties: Closing gifts that brand you forever

Why we joined HRRA: I wanted to support my local REALTORS® association. 

Why we got into this business: Because Cutco Cutlery is a one of a kind. 

Why we love doing what we do:	I	love	nothing	better	than	providing	a	quality	product	and	watching	businesses	grow	and	flourish.	

Our favorite satisfied-customer story: One of my clients was spending $30,000 a year in advertising. Once he began using our closing 
gifts along with our system, he no longer had to pay for advertising due to the amount of repeat and referral business he began receiving. 

Our favorite HRRA event and why: My favorite HRRA event thus far has been the Member’s Expo because I enjoy the networking 
and the creative costumes. 

Most memorable HRRA moment: When I got two snacks out of the snack machine for the price of one. 

Best piece of advice to REALTORS®: Don’t ever miss the opportunity to brand yourself and your company.

The one thing we want REALTORS® to know about our industry is: We are the largest closing gift company in North America, and 
our gifts are 100% tax deductible with a lifetime guarantee. 
 
HRRA Affiliate Spotlight offers a closer look at the association’s Affiliate members. Cutco is a 2020 Ambassador Partner.

shall grant approval to certain persons enumerated by law to 
carry on the business of such broker for 180 days following the 
death or disability of the broker solely for the purpose of conclud-
ing the business of the broker. 

• Currently, the law only addresses the death or disability of the 
sole licensed broker in a corporation or partnership.

• Approved by the General Assembly, pending approval by the 
governor.

 HB 176 (Simon)/ SB 672 (Mason) – POA/COA Right of 
Rescission Extension: 
• Provides for a limited extension of the right of cancellation 
where	such	extension	is	provided	for	in	a	ratified	real	estate	con-
tract,	defined	in	the	bill.

• Approved by the General Assembly, pending approval by the 
governor.

 HB 788 (Bagby) – Removal of Restrictive Covenants:
• Prohibits a deed containing a restrictive covenant from being 

recorded on or after July 1, 2020, and provides the form for a 
Certificate	of	Release	of	Certain	Prohibited	Covenants	to	be	re-
corded to remove any such restrictive covenant.

• Approved by the General Assembly, pending approval by the 
governor.

 If you have questions about these bills or other legislative mat-
ters, please contact us: HRRA’s State Government Affairs Director 
Tyler Craddock at TCraddock@HRRA.com or State Government 
Affairs Coordinator Samantha Kenny at SKenny@HRRA.com. ⌂⌂

(General Assembly, continued from previous page)

http://AForevergift.com
mailto:Russell@aforevergift.com
mailto:TCraddock@HRRA.com
mailto:SKenny@HRRA.com
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: New real estate 
realities in light of COVID-19

Real estate 
contracts 

do not have 
force majeure 

clauses.

All over the world, shipments are being delayed, 
deadlines are being missed and contracts are  
  being breached because of COVID-19, the 

novel coronavirus. The virus has arrived in Virginia 
and has the potential to disrupt Virginia transactions 
as well, including real estate contracts. 
 Unless they involve new construction, most 
Virginia real estate transactions do not de-
pend on the delivery of materials from 
countries or regions within the US 
severely affected by COVID-19. 
The more likely disruption of 
a non-construction real estate 
deal would be due to the un-
availability of one or more 
key players in the transac-
tion because of travel restric-
tions or quarantine. 
 In Virginia, the state 
health commissioner has the 
authority to require quarantine, 
isolation, immunization, decontam-
ination or treatment of any individual 
or group of individuals when the commis-
sioner determines it to be necessary to control the 
spread of any disease. 
 If the governor declares a state of emergency in 
response to the outbreak, the state health commis-
sioner is authorized to require the use of any public or 
private property, building or facility to implement any 
order of quarantine or isolation. That means that any 
seller, buyer, agent, lender, settlement agent, attorney 
or other party integral to a real estate closing could be 
subject to quarantine in his or her own home or place 
of business. 
 Failure to comply with a quarantine order consti-
tutes a criminal violation and law enforcement agen-
cies, at the direction of the state health commissioner, 
have the power to detain or arrest any person in viola-
tion of a quarantine order. 
 The unavailability of a party to a real estate trans-
action due to quarantine or travel restrictions could 
cause closing dates or other contract deadlines to be 
missed. Parties to commercial real estate transactions 
often attempt to anticipate such unforeseen circum-
stances by including “force majeure” clauses in their 

contracts. Although the language varies from contract 
to contract, a force majeure clause generally provides 
that if a party cannot perform because of acts of God, 
strikes, lockouts, labor disputes, explosions, accidents, 
riots or civil disorder, terrorism, sabotage, legal re-
quirements or other factors that are beyond the con-

trol of the party prevented from performing, that 
party’s performance will be delayed for the 

duration of the event or possibly ex-
cused altogether. 

 By contrast, residential real 
estate contracts, and particu-
larly the Real Estate Informa-
tion Network (REIN) contract 
utilized by Hampton Roads 
REALTORS®, do not have 
force majeure clauses. The 
only permissible delay in set-

tlement allowed by the preva-
lent local contract is for (1) pro-

cessing	and	closing	 the	specified	
loan in compliance with applicable 

law, and/or (2) correcting any defects 
report by a title examiner. 

	 That	provision	should	work	fine	if	a	quarantine	or	
travel ban prevents or delays loan closing, but will not 
help if COVID-19 delays closing for any other reason. 
What, then, should the parties and their agents do if 
the virus locks down one or more of the parties? 
 The parties might try to conduct the closing re-
motely, using the U.S. mail or electronic communica-
tion. That might not work if the buyer is the impacted 
party, however, because many settlement agents are 
not equipped to walk a buyer/borrower through a clos-
ing package, especially loan documentation, remotely. 
 Another common-sense step might be to amend the 
contract to postpone the closing or other performance 
until the quarantine or restriction is lifted. Even a 
party who is isolated or stuck outside of Virginia could 
sign such an amendment electronically. 
 If agreement on an amendment cannot be reached 
and one party or the other insists on terminating the 
contract or suing for damages caused by the delay, the 
other party could invoke the mediation provision in the 
form contract. 

(continued on next page...)
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 A mediator should be able to craft a solution that permits the 
transaction to resume and be closed once the quarantine or travel 
restriction ends. Still, mediation is not binding and a contract par-
ty may believe it to be to his or her advantage to reject a mediated 
settlement, insist on strict compliance with the contract deadlines 
and	file	a	lawsuit	anyway.	
 One potential defense to such a lawsuit might be the doctrine 
of impossibility of performance, sometimes known as impracti-
cability of performance. As early as 1889, the Virginia Supreme 
Court recognized that because of quarantines and illness related to 
smallpox epidemics, parties could not always meet their deadlines, 
even those imposed by a court. 
 By 1944, the Supreme Court had articulated the doctrine of 
impossibility of performance in the case of Housing Authority of 
the City of Bristol v. East Tennessee Light and Power Co. The doc-
trine recognizes that “where impossibility is due to domestic law, 
to the death or illness of one who by the terms of the contract was 
to do an act requiring his personal performance, or to the fortu-
itous destruction or change in the character of something to which 
the contract related...the promisor will be excused.”
 Two aspects of the impossibility doctrine may apply to a quar-
antine or travel ban situation. First, as noted above, any quaran-
tine must be ordered by the State Health Commissioner pursuant 
to Virginia law and travel restrictions are based on federal execu-
tive authority. Those orders could qualify as impossibility “due to 
domestic law” under the doctrine. 
 Second, the doctrine recognizes that an illness of the promisor 

preventing performance of an act requiring his personal perfor-
mance could constitute an impossibility that excuses the perfor-
mance. 
 Lawyers might argue over whether “personal performance” 
is needed to close a real estate transaction (because, for example, 
closings by power of attorney take place all the time), but the doc-
trine should provide a person who has been prevented from meet-
ing strict deadlines by COVID-19 with an argument that his or 
her performance is excused, or at least tolled for the period of the 
quarantine or other restriction.
 COVID-19 will present agents with challenges pertaining to 
their personal health and safety, and possibly to the viability of 
their transactions. The techniques and doctrines discussed above 
may help alleviate those challenges. 
 Even in the event of litigation based on quarantines or other 
legal actions taken in response to the virus, however, real estate 
agents can take some comfort in the language of Paragraph 8 of 
the form contract, which reads: “Seller and Purchaser agree to re-
lease	and	hold	harmless	Listing	Firm,	Selling	Firm,	the	officers,	
directors and employees, and any real estate broker or salesperson 
employed	 by	 or	 affiliated	with	 the	Listing	Firm	 or	Selling	Firm	
from any delay or expense caused by such delay in settlement due 
to regulatory or legal requirements.”  ⌂⌂

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)

 Tops in Commercial honored during ‘Kudos & Cocktails’

Congratulations to the recipients of this year’s Commercial Sales and Leasing Achievement Awards, presented by HRRA’s Commercial 
Alliance. These pros gathered at The Harbor Club in Waterside on February 20 for “Kudos & Cocktails” to celebrate sales and leasing 
excellence in 2019. About 115 achievers were recognized for generating over $49 million in gross brokerage fees. Special honorees were 
Top Commercial Real Estate Producer AND Deal of the Year recipient Monty Spencer with Mid-Atlantic Commercial Real Estate. 
Additionally, Alexander P. Divaris, CCIM, was recognized posthumously as 2019 Person of the Year, with his son accepting the honor on 
his behalf. Special thanks go to Geoff Poston for emceeing and to special guest Cindy Hawks White, HRRA 2020 chairman of the board, for 
her attendance; and awards committee members Ashley Bussey, Brian Devlin, Charles Dickinson, Seth Norman, Geoff Poston, Stephanie 
Sanker, Gresh Wall, Mac Weaver and Matt Wilbricht for their event planning and awards application review. Thanks to all for braving 
rush hour snow to attend in support of the honorees. Congrats, everyone!  – Victoria Hecht, HRRA Communications and PR Specialist
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Jimmy Jackson

Chair, Government 

Affairs Committee

In Presidential election years (yes, it’s this year), 
local elections are often overshadowed. Indeed, as 
we move through 2020, there will be a great deal 

of attention given to the Presidential and Congressio-
nal races this year as well there should be, given the 
importance of those races to the future of the nation 
and the world. 
 But, federal elections are not the only 
important races on the ballot this 
year, and they are certainly not the 
only races that will affect us as 
REALTORS®.
 In fact, while we have all 
been told that every election 
matters, I would argue local 
elections matter most. Lo-
cal government truly is that 
level of government that is 
closest to the people it serves. 
These elections are for folks 
who actually affect our lives and 
business on a daily basis here in 
our community. This year, we will be 
electing mayors and city councils across 
Hampton Roads. 
 These elections will very much be as important as 
the ballots you will cast for president, U.S. Senate and 
U.S. House.
 Now, I’m sure we have all been in the voting booth 
before and have no idea who some of these local can-
didates are on the ballot. Luckily for you, the HRRA 
Government Affairs Committee is looking out for you! 
 One of our key functions is to research candidates 
who are running in local elections in our region. The 
process begins with a questionnaire sent to each candi-
date that askes their views on issues important to the 
real estate industry in Hampton Roads and an invita-
tion to come into HRRA for an interview.
 Those who complete the questionnaire accept our 
invitation are then interviewed by a team of REAL-
TORS® who represent a cross-section of the member-
ship in the locality/district as well as HRRA leadership. 
We take time to interview each individual candidate in 
order to get a clear sense of their policies on all things 
REALTOR®. We focus on key issues such as growth, 
transportation, transfer taxes, affordable housing, 

short term rentals, and small businesses. It also gives 
us an opportunity to get to know them on an interper-
sonal level. 
 It has been said that you can tell a great deal 
about a person not only by what they say, but by how 
they say it. That is a very apt statement when it comes 

to	assessing	potential	officeholders.
 After the interview process, we as a 

committee recommend which of the 
candidates to endorse. Those rec-

ommendations are vetted by the 
HRRPAC Trustees as well as 
the HRRA Board of Directors. 
That means that as a REAL-
TOR®,	 you	 can	 be	 confident	
that REALTOR®-endorsed 
candidates have been recom-
mended only after a delibera-

tive, inclusive, multi-step pro-
cess and that those endorsed 

candidates	 reflect	 by	 whom	
HRRA members and their clients 

would be well-served on real estate re-
lated issues. 

 Now, REALTOR® endorsements are nice, but they 
mean nothing if they are just a piece of paper. But they 
can only be helpful if they win. For them to have the 
desired effect of electing good folks, we need HRRA 
members to do their part. 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 a support-
er, this spring would be the perfect time to move up 
to major investor status. Your investment in HRRPAC 
supports candidates at the local, state and federal level 
who support you, and it provides the resources needed 
to make sure your voice is heard at all points in the 
process. 
 Moreover, you can also help by taking the time to 
help out REALTOR®-endorsed candidates by contrib-
uting directly to their campaign (after you have invest-
ed in HRRPAC of course!) or by taking the time to help 
out as a volunteer.  ⌂⌂

All politics is local

HRRA 
endorses 

candidates 
after a 

multi-step 
process.
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Welcome, New HRRA Members!

Active REALTORS®: 3654
REALTOR® Life:  46
REALTOR® Emeritus: 109 
Affiliate	Members:	 797

Affiliate	Offices:	 181	
Principal Firms: 202
Branch	Offices:	 47

HRRA MEMBERSHIP AS OF FEB. 29, 2020

PROSPECTIVE REALTOR® MEMBERS

Gesell Aguado  Better Homes & Gardens
David Alderks East Beach Realty 
Marcus Anderson  Berkshire Hathaway Towne Realty
Kisha Bacon  Howard Hanna 
Janiece Benjamin Long & Foster
Jonathan Best Rose & Womble
Veronica A. Bolander The Real Estate Group
Melissa Burkley Momentum Real Estate
Shawn Burr Prodigy Realty
Priya Cohen Keller Williams Town Center
Cain Cuninghame Atlantic Sotheby’s International
James Daly, III Rose & Womble
Yvonne Davis Exit Realty Central
Kimberly Deane The Real Estate Group
Wilfredo Divens Berkshire Hathaway Towne Realty
Ana Dupler Upscale Avenues Realty Group
Amanda Fagan Long and Foster
Megan Glover Vertical Real Estate
Michael Gonzales Lonnie Bush Real Estate
Daniel Gonzalez Keller Williams Town Center
Jonathan Guzman The Real Estate Group
Susanna Harrison The Bryant Group
Caitlin Hart Upscale Avenues Realty Group
Holly Herbert  Better Homes & Gardens
Zory Hernandez Keller Williams Elite
Cailyn Holley Keller Williams Town Center
Trey Hughes Upscale Avenues Realty Group
Karen Kea Berkshire Hathaway Towne Realty
Angela Kelly Century 21 Nachman Realty
Nicole Kuzmjak Long & Foster 
Brian Lei Keller Williams Coastal
Shellewenda Lindsey Keller Williams Realty
Beth Lynch Atlantic Sotheby’s International
Kathleen M. Mclintock  Keller Williams Elite
Sean McPherson RE/MAX Alliance
Elijah Merchant Keller Williams Realty
Charles ML. Mooring Jr. Rose & Womble
Howard Moses, Jr.  Keller Williams Coastal
David Nacco eXp Realty
Joann Niemi The Real Estate Group
Jennifer O’Neal Atlantic Sotheby’s International
Cristine Otty Encompass Real Estate Solution
Karen Peacock Howard Hanna
Taunia Perry  Rose & Womble
Kimberly A. Pregmon Keller Williams Coastal Virginia
Philipp Reap Berkshire Hathaway Towne Realty
Nicholas Riccio Creed Realty
Justin Rini Prodigy Realty

NEW BROKER FIRM

Sweat Realty Group

NEW AFFILIATE MEMBERS

Oasis Home Spaces
Champion Title & Settlements
VA Mortgage Corp

Linda Sue Salzman Better Homes and Gardens
Brittany Smith Better Homes and Gardens
Tamera Smith RE/MAX Central
Jennifer L. Spell Swell Realty
Raquel Strand Keller Williams Town Center
Trevor Styron Century 21 Nacham Realty
Rebecca L. Tinkham Rose & Womble
Ashley Torre Keller Williams Town Center
Nicolas Tremps Keller Williams Elite
Jessica Vance Keller Williams Elite
O’mar White Creed Realty
Yalonda	Whitfield		 Howard	Hanna
Lakisha	Williams	 Redfin	Corp
Antar Wilson Judy Boone Realty
Ashley Wilson Keller Williams Town Center
Amy Yernigan AtCoastal Realty

NEW SECONDARY MEMBERS

Joseph Quinn Allison James Estates and Homes
Drew Miller ERA Real Estate Professionals
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