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FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

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

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

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

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

Build Your Dream  
Home Today  

 
Live The  

Coastal Lifestyle!

7 New 
Homes 

Underway!

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

  Preview Our New Homes Now Under Construction  

94 Alexandria Way • $485,000
Birdsong Builders

103 Tyler Court • $529,900
Sadler Building Corporation

107 Tyler Court • $549,900
Carlesi Construction

112 Alexandria Way • $529,900
Saybrook Homes

Rendering: Frank Betz Assoc. Inc.
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The National Association of REALTORS® (NAR) is widely con-
sidered one of the most effective advocacy organizations in the 
United States of America. Did you know that NAR advocates 

every day on behalf of the nation’s 1.4 million REALTORS® and 75 mil-
lion property owners? 
 I don’t know of any other trade organization that is more united 
in voice and purpose than REALTORS®. That's Who We R! We are loud 
and strong because of you.
 Virginia’s General Assembly convened in January, introducing 
hundreds of bills and joint resolutions. During the session, our lobby-
ists and legislative teams are purposeful in their agendas and resolve 
in getting the laws enacted that align with our positions. 
 Some of these laws will positively affect homeowners like you and 
me, your friends, families, past clients and future clients. They can 
be attributable to the successful advocacy efforts of your REALTOR® 
volunteers and through candidate endorsements from your Hampton 

Roads REALTORS® Political Action Committee (HRRPAC) donations.
 At HRRA, we are fortunate to have REALTORS® Dorcas Helfant-Browning, John Pow-
ell, Jimmy Jackson and Barbara Sgueglia serving at the state level on the 2020 Virginia 
REALTORS® Public Policy Committee. 
 These REALTORS® are dedicated volunteers and have been hard at work, reviewing 
hundreds of proposed bills weekly and advocating our positions to keep homeownership 
and the real estate profession a priority and top of mind with our State Legislators.
 At the local level, HRRA’s Government Affairs Committee keeps our members abreast 
of issues affecting our Hampton Roads communities and businesses. REALTOR® Jimmy 
Jackson is serving as your 2020 committee chair, and community vice-chairs are Rob War-
ing (at-large), Sarah Wood Bigler (Norfolk), Gary Bunting (Portsmouth), Stacy Courter 
(Smithfield), Joshua Curry (Suffolk), Mary Austin Darden (Suffolk), Louis Eisenberg (Nor-
folk), Susanne Henderson (Virginia Beach), Cyndi Houser (Chesapeake), Aric Martinez 
(Virginia Beach), Sherri Thaxton (Portsmouth) and Tom Thrasher (Chesapeake). 
 Monthly meetings, held on the first Tuesday from 1 to 2 p.m., are open to all HRRA 
members and include a complimentary lunch beginning at 12:30. Insights from the guest 
speakers and discussions relevant to our current industry issues are worth checking out.
 Whether you are volunteering your time and/or donating money to HRRPAC, we need 
to rally together to protect the American Dream. Our actions speak louder than our words, 
and I am asking YOU for your support in 2020!
 First, please join me in donating a Fair Share contribution of $35 to HRRPAC in sup-
port of our advocacy efforts during this legislative session (just go to HRRA.com and log-in 
to make your donation). 
 Or, if you are attending the Circle of Excellencesm Gala on March 7, I will be at the 
HRRPAC booth collecting donations with your 2020 HRRPAC fundraising chair, Linda 
Harrison. We will have a unique token of appreciation for all members donating at this 
special event.
 Second, if you have been donating only the minimum $35 each year, consider increas-
ing your donation threshold in 2020. As you earn more money, consider donating from each 
commission check and give back to the profession that continues to support you. I am a 
firm believer in the philosophy of “the more you give, the more you receive.”

 FROM THE CHAIR

Working hard for you

Cindy Hawks White

CRB, CRS, GRI

2020 HRRA 

Chairman of the 

Board
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Thank You to our 2020 HRRA Partners

GOLD SILVER

BRONZE

COPPER

AMBASSADOR

 Third, get more involved with your association and attend 
at least one event per month. Believe me; you don’t know what 
you are missing! When you do nothing, you feel overwhelmed 
and powerless. But when you get involved, you feel a sense of 
hope and accomplishment that comes from knowing you are 
working to make things better, according to Maya Angelou.
 Lastly, when afforded the opportunity, please share your 

appreciation with the volunteer REALTORS® serving our asso-
ciation this year. Your gratitude is the priceless gift a servant 
leader values most.
 If you are interested in volunteering or want to know more 
about your association, I want to hear from you! Feel free to 
reach me at 757-406-7110 or cindyhawks@kw.com and let’s 
talk. ⌂⌂

(From the Chair, continued from previous page)

CLYBURN
INSURANCE

Fulton BankFulton Bank

mailto:cindyhawks@kw.com
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Julie Ulrich

Vice-Chair, Common 

Interest Community 

Advisory Group

It is your 
responsibility 
to learn how 

to protect your 
income.

I remember	 the	 very	 first	 time	 I	 walked	 up	 to	 a	home with a video doorbell camera a couple of 
years ago. While intercoms of some sort go way 

back in time, it was a rather strange feeling talking to 
someone I knew could see me, but I couldn’t see them. 
 Welcome to 2020! I am sure I don’t need to tell you 
there has been an explosion in the do-it-yourself 
home security/camera systems over the 
last couple of years. What used to be 
one small aisle of a electronics and 
technology big-box store is now a 
quarter of the store dedicated 
to companies like Ring, Arlo, 
Google, Blink and more. 
 Security companies in-
clude the doorbell cameras 
as a part of their security 
packages. You’ll often see a 
news piece where video foot-
age is shared of a porch pirate 
stealing a package. There’s no 
doubt these devices are here to 
stay, and there are many pros to own-
ing one. They include:
• The ability to screen visitors.
• You can answer the door remotely using two-way 

audio, so your visitor does not know if you are home 
or not.

• A video doorbell may deter a thief as they know they 
are being recorded.

• You	can	monitor	traffic;	the	housekeeper	coming	and	
going, kids arriving home from school.

• You know when a package has been delivered.
 While these popular video doorbells and other se-
curity cameras have become the new norm for many 
homeowners, condominium associations and associa-
tion attorneys are struggling to put together policies 
regarding the installation of the popular devices in 
common interest communities. 
 There is a range of concerns, including the issue of 
installation on common elements, the potential liabil-
ity on the association for being brought in for disputes 
between neighbors for violation of privacy, or for being 
accused of obstructing an owner’s right to protect their 
property. 
 Here are some tips for condo owners interested in 

installing a video doorbell.
 Consult your governing documents regarding 
the	architectural	standards	and	common	element	defi-
nitions in your community. Most condo association by-
laws do not allow anything to be installed on the com-
mon elements. 

 Complete and submit an architectural re-
quest to your association management for 

Board approval before purchase, and 
before going through the trouble of 

installation. It’s always best in 
common interest communities 
to be proactive in making cer-
tain your plans are approved 
first	since	making	changes	to	
your unit without prior ap-
proval could subject you to 
violations	and	fines.	

 Whether or not your asso-
ciation allows video doorbells, 

this is a point you should pay 
close attention to: When you buy 

doorbell cameras, you’re agreeing 
to the company’s terms and services, 

which mainly ask users to follow laws based on 
where they live. Be aware that Virginia has a wiretap-
ping statute which prohibits a person from capturing 
simultaneous audio and video recordings of someone 
without that person’s consent. 
 In a recent trip to a well-known electronics and 
technology big-box store, I asked the associates to point 
me in the direction of a doorbell camera that does not 
record audio. I was told there is no such thing available 
and that I would need to contact a professional security 
company.
 Be considerate of your neighbors’ privacy. In 
many condominium communities the doors and win-
dows face each other and/or are very close in proxim-
ity. If your association does allow you to install a video 
doorbell, would you be able to look inside your neigh-
bor’s home if a door or the blinds were open? Would 
you be comfortable if your neighbor were to install the 
same? 
 What can a board do to protect the association as 
well as the homeowners? 

When does protection trump 
privacy in condo communities?

(continued on next page...)
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LOVE YOUR 
 LOCAL LENDER

NMLS # 1611080. This is not a commitment to lend.

757-965-2606
ADVANCEFINANCIALGROUP.COM

(Privacy, continued from previous page)

 Before making any moves, contact your association attorney 
for advice and assistance with adopting a policy unique to the 
landscape of your community. 
 Jeanne S. Lauer, a community association attorney with In-
man & Strickler in Virginia Beach says, “Community associations 
that decide to have video cameras in the common areas also need 
to develop protocols for how long recordings are maintained, how 
the information is stored and destroyed, and how to give notice of 
video surveillance. Community associations that are tasked with 
approving the installation of security cameras or doorbells by own-
ers also need to develop uniform standards for installation and 
should clearly inform all applicants about the potential for crimi-
nal liability under Virginia Code 19.2-62 and 18.2-386.1.”

 So, the question remains, where do we draw the line between 
a homeowner’s right to protect their home and a homeowner’s 
right	to	privacy?	And	where	does	an	association’s	responsibility	fit	
in the mix? 
 The condo association board I serve on has gone around and 
around with this for what seems like years. It’s a tough call for 
board members when they see both sides of the issue. 
 There has been little litigation surrounding these matters in 
common interest communities, but I suspect we’ll hear a lot more 
about it in years to come. ⌂⌂

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

HRRA.com
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

“I’m panicking. I literally can feel the weight 
of the entire universe on my shoulders right 
now. It’s 6 p.m., and I still have to write up 

a four-page PICRA, which is due by the end of the day. 
I have to do a training at 10 a.m., and I have no clue 
what I’m going to talk about. When am I going to pre-
pare? Why did I leave this for the last minute? 
 “Oh wait, I totally forgot. I also have to 
write an article for the HRRA maga-
zine that’s due tomorrow. I haven’t 
even started it. My wife will be 
home soon from work, and we 
have no dinner prepared. My 
son’s homework project, too. 
What have I gotten myself 
into? Where do I start? I am 
so lost.” 
 This was my exact 
thought process with the ac-
companying feelings of anxiety 
and worry on a Wednesday after-
noon last year. 
 Have you ever found yourself in a 
similar situation? The best word to describe 
this state is—you guessed it—OVERWHELMED! 
What do you do when you feel this way? How do YOU 
handle it? 
 Here is what I did. First, I acknowledged that I 
was feeling overwhelmed and that nothing construc-
tive could come out of a mind which feels a thousand 
tons of pressure on it. So, I found a quiet spot in my 
house, closed my eyes and did the best thing you can do 
in this situation. Surrender to higher powers, release 
the tension, recognize and accept that you are not in 
charge of the universe and no one expects you to be. 
Thank God for that! 
 My 15-minute meditation prayer could be summed 
up in this statement “Let it be whatever it is. I offer no 
resistance. I release all of my fears and worries to you.” 
 I will never forget the feelings I experienced after 
the meditation: serene peace, quiet and clarity. It was 
mind-boggling that no circumstances had changed on 
the outside, yet EVERYTHING changed on the inside. 
I went on to write up the PICRA, which took much 
less time than I thought, ordered delivery for dinner, 
helped my son with his project, got up at 5 a.m. the 

next morning to write the article, and rescheduled the 
training. It was the best I could do under the circum-
stances, and I was OK with that! My energy soared as 
a result of this experience.
 So, what can you do to make sure you maintain a 
high energy level throughout the day and throughout 

the year? 
 To begin with, we must come to 

terms with some facts. Life is a pro-
gression of cycles. There are times 

when we are on top of the world 
for no apparent reason and 
other times when all the suc-
cess and achievements seem 
meaningless. Sometimes we 
feel strong and courageous, 
and other times we struggle 
to hide our insecurities. Will-

power rises for a while, but 
then we scrape the corners of 

our	 souls	 to	 find	 an	 ounce	 of	 it.	
This is life. 

 There are universal processes and 
forces that are beyond our understanding 

and comprehension. They are as they are, and we 
don’t have the power to change them. Then you may 
ask, “So how should we handle them?” 
 Acknowledge their existence and accept these re-
alities without labeling them as good or bad. As soon as 
you label them, tension arises. Your job is to keep mov-
ing forward navigating through these cycles. What can 
help you keep moving forward? The answer is a supply 
of fresh energy.
 Do you know that at every instant of our lives ev-
ery single one of us has access to an unlimited supply 
of universal energy? Yes, we do! 
 The problem is that our fears and worries keep 
that access point blocked. Go back to my experience in 
the beginning of this article. My thoughts of worry had 
completely	 clogged	 the	 energy	 flow	 like	 dark	 clouds	
blocking the sunlight. However, as soon as I quieted 
down my mind, the clouds dissolved and the sun start-
ed shining brightly and peacefully in my soul, provid-
ing clear guidance and a burst of energy. 
 How can YOU unlock the gateway to the energy 

What can 
you do to 

maintain a 
high energy 

level? 

Motivational Corner: Unlocking 
the gateway to energy

(continued on next page...)
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supply within you? 
 Lucky for you, there is more than one strategy to open the ac-
cess	to	infinite	energy.	They	can	be	implemented	instantly,	regard-
less of who you are and where you are in your life. Let’s look at a 
few:
 Meditation: I believe by far the most empowering and effec-
tive way to access universal energy is meditation, which is the pro-
cess of quieting down your mind. It’s not rocket science, and it does 
get easier with practice. 
 For beginners, just start with a 15-minute breathing medita-
tion. Count till 6 while you inhale, then count to 10 while you ex-
hale. Do this for 15 minutes, and watch your body and mind com-
pletely relax. Don’t underestimate the effectiveness of this exercise 
despite its simplicity. The splendor of more advanced meditations 
would be hard to describe in this short article. Those who practice 
meditation habitually will know what I’m talking about.
 Gratitude: Feeling overwhelmed equals feeling powerless. 
Powerless, because we feel like we can’t handle what’s in front of 
us. When you stop for a second and feel gratitude for everything 
you already have, everything you have accomplished, every vic-
tory, every achievement big or small, a miracle happens. 
 The creative energy rushes into your body and gives you clear 
directions on how to manifest more of the things you just expressed 
gratitude about. It gives you power to start acting.
 Laughter: If you really want to get a kick out of this one, 
go stand in a crowded place, preferably on a platform, and start 
laughing out loud. Laugh your lungs out. Sure, people may call a 
mental health specialist, but what do you care? Imagine the adren-
aline rush you will get! 
 But if we’re being serious, laughter does change the chemistry 
of your brain. I dare you to try it for yourself. Next time you are 
feeling	down,	find	a	secluded	space,	maybe	in	your	car,	and	force	
yourself to laugh for no reason, as hard as you can. Do this for a 
minimum of 3 to 5 minutes. Watch what happens next. 
 Reading Your EES: Are you starting to wonder what EES 
means? I call these Explosive Empowerment Statements. They are 
also	known	as	personal	affirmations.	If	you	don’t	have	a	list	of	af-
firmations	yet,	write	them	down	right	after	finishing	reading	this	
article. 

 These statements give you power every time you read them 
and feel the matching emotions. Here are a few examples: “I am a 
powerful being with unlimited potential,” “I have unlimited cour-
age,” “I am the best problem solver I know,” “I make a huge dif-
ference in the world.” You should personalize your own Explosive 
Empowerment Statements and read them frequently!
 Exercising: Heading out for a short walk, going up and down 
the	stairs,	or	even	doing	five	to	10	pushups	can	make	all	the	differ-
ence when you’re feeling overwhelmed. Exercise increases oxygen 
circulation in your body, which in turn provides an energy boost. 
At the same time exercising releases the toxins, relieving the ac-
cumulated tension.
 Listening to music: This one may sound odd, but neverthe-
less it works. If you turn on something relaxing (especially a good 
piece of classical music), put on your headphones, close your eyes 
and just listen to it for 15 minutes, you will feel totally different. 
The composer was in a creative state of mind when he/she wrote 
this piece, using the same energy you are hoping to get. Maybe it’s 
this energy that transfers to you while you’re listening.
 Praying: Last but not least, prayer stands side by side with 
meditation	in	terms	of	the	ability	to	deliver	a	flow	of	divine	energy.	
But prayer is only effective when it’s expressed in a state of intense 
enthusiasm and unshakable faith in the positive outcome of what 
you’re praying for. You know you’re in a state of prayer when your 
mind and body are vibrating, radiating and burning with faith, joy 
and peace. 
 Regardless of the method you choose, an involuntary smile is 
a great indication that you have opened the gateway to unlimited 
energy. In this creative state you will be guided to make better 
decisions leading to guaranteed better outcomes. 
 When you master the art of consciously and deliberately tap-
ping	into	the	infinite	energy	source	your	life	will	never	be	the	same	
again! ⌂⌂

(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
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Tim Churchwell, 

CCIM

Commercial Council

Clients 
need our 

professional 
advice more 

than ever.

We are well into another year and even an-
other decade, and it’s going to be great! It is 
going to start with uncertainty as we have 

a presidential election this year and the markets al-
ways get a little shaky with an upcoming presidential 
election. Also, there are economic signs showing some 
hesitancy in continued growth. 
 But there are also indicators show-
ing that we should expect continued 
growth, so what do we do? 
 We rejoice! As good agents, 
both residential and commer-
cial, we realize that we are 
purveyors of information who 
are primarily compensated 
via real estate transactions. 
 With uncertainty, clients 
need our professional advice 
more than ever. Get educated, 
stay educated. Understand the 
positives and the negatives of fu-
ture trends and potential pitfalls. 
Be the one your clients turn to for real 
estate knowledge. The National Association 
of REALTORS® (NAR) and your local association and 
MLS publish lots of articles to help you stay on top of 
and in front of the curve. 
 For instance, NAR reports that the median nation-
al price for a detached resale home in the third-quar-
ter of last year was $280,200, up 5.1% year-over-year. 
They also report that the average age of a homebuyer 
today is 33, compared to 32 years of age in 2018, and 
that fewer of today’s home buyers are having children, 
instead focusing on pets and play areas for their pets. 
 What does this mean to you? It means that, when 
marketing to those buyers, one should focus more on 
dog parks and trails and neighborhoods that are pet-
friendly, and not so much on the school system. 
 From a commercial viewpoint, retailers might 
want to focus on pet-friendly businesses, such as al-
lowing dogs into locations, setting out water bowls, 
etc. Many hotels are already allowing pets. And many 
small businesses are allowing their employees to bring 
pets	to	the	office	as	a	perk	in	attracting	and	maintain-
ing quality employees.
 One of the top concerns in real estate facing us na-

tionally, and locally, is climate risk. Indeed, Counsel-
ors	of	Real	Estate	(CRE)	has	identified	climate	risk	as	
its No. 3 concern. According to the National Center for 
Environmental Information (NCEI), the frequency and 
intensity of weather events is increasing. In 2017, the 
United States had 16 separate billion-dollar weather 

events. 2018 resulted in the fourth highest total 
costs at ($91 billion). 

 In our area, we are mostly concerned 
with	hurricanes,	nor’easters,	floods	

and rising sea levels. It is imper-
ative now that, when looking at 
property especially commer-
cial and investment proper-
ty), we calculate climate risk 
into our numbers. 
 Indeed, many institutions 
and larger investors are de-

manding that climate risk be 
assessed and factored into fu-

ture return projections and day-
to-day decisions (The Counselor, 

Fall 2019, “Why Climate Risk is an 
Urgent Concern for the Realty Industry”). 

 Insurance rates are not rising at a level rate but 
have to be calculated at separate rates of risks over 
a	forecasted	cash-flow	analysis.	Remediation	costs	are	
being included more and more, such as moving me-
chanical	systems	to	higher	floors,	strengthening	build-
ings to withstand higher winds, and including backup 
up generators and energy storage. 
 All of these costs are being factored into the prop-
erty’s return on investment. My predecessor to this 
board position, Rob Waring, has suggested that we 
hold a seminar on rising sea levels in Hampton Roads 
(or “The 757” as it is now to be called).
 There are other issues that will have a major im-
pact this year. One of them is rent control. Oregon and 
California have already passed rent control bills, and 
New York City has also implemented them. Another 
dozen states have rent control measure up for ballots. 
 Affordable housing is an issue that affects many 
parts of the country, including Hampton Roads. Vir-
ginia is looking at an initiative to allow duplexes, cot-
tages and denser housing developments statewide. 

Hot-topic issues affecting our 
industry, economy and region 

(continued on page 13...)
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Jeremy Caleb 

Johnson, ABR, CLA,

CRS, GRI, SFR, SRES

Chair, 

REALTOR®/Lawyer 

Committee

Let go 
of “call-out 

culture” in real 
estate social 

media 
groups.

At the end of December, Inman named its Per-
son of the Year for 2019. To some, it was a 
surprise that Inman did not name an actual 

person but rather opted to name “The Ethical Agent.” 
 This is not out of keeping for Inman since it pre-
viously named the “iBuyer” (2017) and the “Everyday 
REALTOR®” (2016). 
 What is intriguing, though, is the shift 
from the humdrum “Everyday REAL-
TOR®” to “The Ethical Agent” in 
three short years.
 Inman selected “The Ethi-
cal Agent,” in part, as a re-
sponse to a Newsday story 
exposing deep runs of dis-
crimination and steering on 
New York’s Long Island. The 
Inman article praised swaths 
of the REALTOR® community 
for adhering to the utmost stan-
dards of the Code of Ethics as 
well as for carrying out numerous 
charitable acts. 
 But ethical problems still plague the 
REALTOR® community, even our own. We can do 
better.
 If 2019 was the year of “The Ethical Agent,” let us 
take that a step further in 2020. Let us strive to not 
only be “The Ethical Agent,” but also “The Conscien-
tious Agent.” 
	 The	 Oxford	 Dictionary	 defines	 conscientious	 as	
“wishing to do what is right, especially to do one’s work 
or duty well and thoroughly.” Let’s take ethics as the 
baseline and strive to be more conscientious in our real 
estate practice—our dealings with consumers, our in-
teractions with one another, our opinions about the 
vendors we encounter and our communications online.
 I recently had a conversation with a local attorney 
about some of the discussions I have observed online 
recently. There seems to be a trend developing in real 
estate social media groups across the nation (including 

here in Hampton Roads), wherein agents are calling 
out alleged bad practices of other agents and vendors 
and even sharing incorrect information. 
 The attorney suggested there might be a concern 
for an antitrust violation if any group of agents decided 
to boycott or blacklist a certain vendor. More impor-

tantly, this attorney raised a serious concern about 
defamation. The way some of these online 

postings devolve from discussions into 
arguments opens the legal door 

wide to someone making a legiti-
mate claim to their reputation 
or livelihood being harmed. 
And the sharing as fact of pa-
tently incorrect information 
potentially harms the con-
sumer. 
 What a regulatory mess that 

would be. 
 We can do better as a com-

munity. And we should do better.
 Being “The Conscientious 

Agent” goes beyond matters of correct-
ness and kindness. It is in wanting to be 

better than we were yesterday. It is in wanting to let 
go of “call-out culture.” It is in wanting to see our col-
leagues as well as our competition achieve their goals. 
 Let’s work towards being succinct in our negotia-
tions, kind in our communications with one another, 
gracious in our public dealings, and understanding of 
differing opinions and practices. Moreover, it is serving 
our clients with the highest level of skill, knowledge, 
and thoroughness.
 We can do better as a community. And we must do 
better.  ⌂⌂

(Note: A member benefit of Virginia REALTORS® is 
a free subscription to Inman Select. Learn more at 
https://virginiarealtors.org/for-members/resources/
inman-select/.)

The Conscientious Agent

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

https://virginiarealtors.org/for-members/resources/inman-select/
https://virginiarealtors.org/for-members/resources/inman-select/
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Deborah Lesyshyn, 

ABR, CRS, GRI, 

SRES

Chair, Professional 

Standards Committee

February is REALTOR® Advocacy Month. Our 
state association, Virginia REALTORS® (VAR), 
has advocacy as a top strategic priority. If you 

log onto our state association website at virginiareal-
tors.org you can see exactly what they mean when they 
say “Top Strategic Priority.” We become licensed real 
estate agents, we become REALTORS®, and then 
we	 slowly	 figure	 out	 that	 we	 are	 part	 of	
one of the largest legislative impact 
groups in the United States. 
 However, many of us don’t 
get involved at the levels that 
we	 need	 to	 financially	 sup-
port our profession or make 
our voices heard for positive 
changes. There are so many 
decisions about our profes-
sion and our industry that 
need attention to protect us: 
laws and regulations that affect 
our buyers, sellers, renters, and 
us personally as homeowners and 
real estate licensees. 
	 If	we	don’t	step	up	as	volunteers,	finan-
cial supporters and advocates, we will lose the free-
doms and privileges we take for granted right now—
but	could	be	gone	if	we,	as	an	industry,	don’t	fight	to	
save. Can you imagine losing your mortgage interest 
deduction? 
 Advocacy as an industry means many things and 
takes shape in many ways. Three important ways 
are to invest, vote and join, and are best said through 
VAR’s own words: “It’s not just about carrying your 
message to government officials. It means participat-
ing in the process of who gets elected so that Virginia 
REALTORS® are confident that their lawmakers and 
representatives are mindful of our industry’s concerns 
and opportunities for growth. Advocacy means ensur-
ing that the public knows what our industry does and 
is aware of the magnitude of REALTOR® impact on Vir-
ginia’s economy and every one of our communities.
 “The REALTOR® Political Action Committee 
(RPAC) is a mouthful, but it’s also your biggest business 
ally. If you are one of the members who asks what RPAC 
does for you or why you should contribute, you aren’t 
alone. To learn what the REALTOR® Party does and 

how to make it work even harder for you, click through 
the resources here (virginiarealtors.org) or reach out to 
our government affairs team. What is RPAC? RPAC 
makes a big difference in your bottom line, and here’s 
how: contributing to RPAC supports efforts to elevate 
awareness of issues that impact the way the industry 

operates. RPAC supports legislators and candi-
dates who support REALTOR® issues en-

suring an environment of opportunity 
and success for REALTORS®… for 

you. And RPAC facilitates the at-
tention that we bring to regula-
tions and policies that affect 
homebuyers and property 
rights. Would your business 
be impacted by the elimina-
tion of the mortgage interest 
deduction or a 500% increase 

in the deductible a client would 
have to pay for underground oil 

tank clean up and repair?
 “VOTE: Support REALTOR® 

Champions at the state and local level 
in primaries and in the general election.

 “ACT: Join the REALTOR® Party Mobile Alerts 
system by texting ‘REALTOR’ to 30644. You’ll get au-
tomatic updates on the most significant federal issues. 
Respond to Calls for Action. There’s no simpler way to 
send your lawmakers a note on specific issues. 
 “INVEST: Contribute to RPAC. Your support en-
sures the future of the business.”
 I have been a REALTOR® for almost 34 years, and 
I have found being an advocate for our industry both 
necessary and one of the highest priorities I am called 
upon to do. I believe my clients deserve my participa-
tion to protect their rights. I have donated to RPAC 
year after year. Many of our members donate at phe-
nomenal levels. However, I am always hopeful but dis-
appointed that HRRA does not have 100% participa-
tion in RPAC. You may be asked by one of your fellow 
REALTORS® to donate to RPAC this year. Please do 
at any level you can, but also consider supporting our 
REALTOR® champions and the mobile alert system. 
 Be a positive, supportive and helpful addition to 
our industry. Get involved and make a difference. To-
gether, we can be a force for positive change. ⌂⌂

Can you 
imagine losing 
your mortgage 

interest 
deduction? 

Be the change you want to see 
in the world

http://virginiarealtors.org
http://virginiarealtors.org
http://virginiarealtors.org
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“That’s Who We R” 
REALTOR® Spotlight

Who: Jason Houser, BPOR, Creed 
Realty (Houser Home Team)

HRRA member since: 2010

REALTOR® activities: HRRA’s Young 
Professionals Network (YPN) vice-
chair for the past two years. HRRAS’s 
Circle of Excellencesm (COE) Planning 
Committee. COE award winner since 
2010. HRRA’s 2019 Chairman’s Award 
for Outstanding Service.

Community involvement: I give a 
lot	of	my	free	time	to	a	local	nonprofit	
group, the Beach Ambassadors. I have 
been a member for the last six years, 

and we plan events to raise money for 
other	local	nonprofits,	such	as	St.	Mary’s	
Home and Hope House, along with 
building community awareness.

I chose to become a REALTOR® 
because: I originally became a 
REALTOR® mainly because it was just 
a part of the brokerage. I choose to be a 
REALTOR® now because I want to make 
a change and help others understand 
the importance of the REALTOR® 
organization and the role it plays.

Favorite HRRA activity: The Circle of 
Excellencesm Awards Gala. I enjoy being 
able to celebrate the year’s hard work 

with my colleagues all in one room. 

Most memorable HRRA moment: 
Being awarded the Chairman’s Award 
for Outstanding Service for 2019. 

I am proud to call myself a 
REALTOR® because: I believe that the 
REALTOR® organization protects the 
best interests of homeowners.  

Best piece of advice for fellow 
REALTORS®: Get involved, take 
advantage	of	your	benefits	and	be	
happy.  ⌂⌂

Jason Houser

(Hot topics, continued from page 10)

 I encourage you to get involved with the issue of affordable 
housing. Indeed, I wouldn’t mind being on an action team and 
would welcome all of you to participate in how we address this 
problem in Hampton Roads. 
 Another big item to watch is the legalization of cannabis. 
Many states have seen an economic boom from legalization. A 
CCIM	article	a	couple	of	years	ago	showed	a	significant	decline	in	
retail vacancy rates as directly attributable to cannabis stores. Na-
tionally, there has been a push to legalize cannabis. Virginia has 
limited legalized use, but it is expected to become a major topic. We 
could see farms converted to growing the plant, and warehouses 

and manufacturing facilities utilized for processing, storage, and 
distribution, plus new retail space being occupied for dispensing. 
What are your thoughts on this topic?
 We would love to hear your input on the above topics, or please 
bring to our attention items of interest to you. Remember, this is 
your association, and we welcome your participation. So, in addi-
tion to “Get educated, stay educated,” I would add, “Get involved!”
Please email me at tecproperties@gmail.com.  ⌂⌂

REALTORS®: Are you using this FREE member benefit?

Sign up for free RPR® Basic or Advanced Training

Learn more at HRRA.com

mailto:tecproperties@gmail.com
HRRA.com
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(continued on next page...)

Linda Harrison

Chair, 

HRRPAC 

Fundraising

Preserving 
our realty 

rights doesn’t 
STOP at 
taxes. 

We are not the Democratic Party, and we are 
not the Republican Party! We are the REAL-
TOR® Party!

 Now, do I have your attention?
 The HRRPAC Fundraising Committee has been 
hard at work on your behalf discovering all there is 
to know about the Hampton Roads REALTORS® 
Political Action Committee (HRRPAC), 
REALTOR® Issue Mobilization (RIM), 
REALTORS® within Hampton 
Roads, and issues affecting home 
sales and what may be looming 
ahead on 2020’s legislative 
agenda.
 It is always an honor 
and a privilege to volunteer 
for HRRA and to work hand-
in-hand with many other fab-
ulous REALTORS®, so don’t 
be surprised when you see us 
– in every sector of HRRA – at 
every event that HRRA and beyond 
(we’ll chat about beyond later). 
 And why are we doing this? To get the 
WORD out, of course. Because “That’s Who We R,” 
and it is what we do! How else can every single HRRA 
member—REALTOR®—know the impact that we have 
in our local politics and on our local legislation, includ-
ing support for area council members, mayors, other 
city and state representatives? 
 Did you know that we—HRRA members—endorse 
candidates for city and state elections who support pro-
tecting, preserving and promoting real estate owner-
ship rights for both ourselves and our clients? How else 
can we have our voice heard? Let me explain.
 Similar to other trade organizations, HRRA has 
the ability to endorse candidates at every level. We 
NEED a voice! We NEED these candidates to advocate 
for	us	and	 to	fight	 for	 our	 rights,	 both	as	 real	 estate	
consumers and professionals. 
 Do I sound melodramatic to you? I am not. I am 
passionate in the quest to keep our livelihood and our 
clients’ rights intact. That includes many elements out-
side of simply owning a home. What about preserva-
tion of our real estate, our home, our city, our invest-
ment? There are many with agendas much different 

than ours, with bills that are borne from the depths 
of Mordor (with a nod to J.R.R. Tolkien), and we must 
ensure that these bills remain in Mordor. 
 OK, that was a bit melodramatic. But, in truth, we 
must be diligent in reviewing and retaining/squashing 
bills that impede our ability to conduct, purchase, pre-

serve and sell real estate. Agreed? 
 So, what is a bill? It is proposed legis-

lation that is under consideration by a 
legislature. It becomes a law when 

it is passed by the legislature 
(Virginia has two bodies, the 
House of Delegates and the 
Senate), and, in most cases, 
approved by the executive (in 
Virginia, that is the gover-
nor). 
 There are SO many bills…

all kinds of bills: gun restric-
tion, statue destruction, lot-

tery, driver license restrictions, 
budget, worker’s comp, etc. This 

link (https://virginianavigator.org/arti-
cle/12489/how-bill-becomes-law) takes you 

through the bazillion steps of becoming a law from 
a bill (although do believe that “Schoolhouse Rock” ex-
plained it much better in simpler terms: https://www.
youtube.com/watch?v=FFroMQlKiag).
 If I have tempted your appetite for more legisla-
tive knowledge, this link (richmondsunlight.com/bills/) 
is for bills slated for 2020 (it’s good reading, too). 
 And, in 2019, The Virginian-Pilot had a fabulous 
article headlined “Hampton Roads legislators played 
a key role in the 2019 session.” Here are the bills 
they proposed: pilotonline.com/government/virginia/
article_72310468-385e-11e9-9f0b-43fed125f85e.html.
 Preserving our realty rights doesn’t STOP at tax-
es. And it doesn’t STOP at short-term rentals. We must 
preserve our investment. Homeowners are drawn to 
Hampton Roads for the climate, the healthy persona, 
the green space, the ocean and the lifestyle, and we 
need representatives in our corner to protect these ele-
ments.
	 Our	market	is	fluid.	(And,	no,	I	am	not	referring	to	
sea-level	rise/flooding	issues,	although	flood	mitigation	

We are one united voice: the 
REALTOR® Party

https://virginianavigator.org/article/12489/how-bill-becomes-law
https://virginianavigator.org/article/12489/how-bill-becomes-law
https://www.youtube.com/watch?v=FFroMQlKiag
https://www.youtube.com/watch?v=FFroMQlKiag
http://richmondsunlight.com/bills/
http://pilotonline.com/government/virginia/article_72310468-385e-11e9-9f0b-43fed125f85e.html
http://pilotonline.com/government/virginia/article_72310468-385e-11e9-9f0b-43fed125f85e.html
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(REALTOR® Party, continued from previous page)

and environment bills are important, too.) So, as you can see, we 
must be on top of most all of the bills proposed to ensure that our 
real estate profession and the rights of real property owners are 
protected. 
 This is why—through HRRA—we have many committees and 
forums with volunteers. One person cannot do it all. Did you know 
that, in addition to our intended volunteer duties, we go above and 
beyond? This includes attending city planning sessions, school 
board meetings, town halls and anywhere there is chatter for 

changing the landscape of the Hampton Roads area!
 We can’t do it without YOU! We need YOU! We need you to 
understand the purpose and passion of HRRPAC and to under-
stand that we are the REALTOR® Party—the party to protect, pre-
serve and passionately promote real estate in Hampton Roads. 
Call me at 757-749-6586. Let’s chat about it, because that is how 
we will all prosper in 2020 and beyond! “That’s Who We R” and 
what we do!  ⌂⌂

Advocacy topics that interest me: 
Coastal	flooding	(as	well	as	flood	insurance)	and	
the Chesapeake Bay Preservation Act, including 
how the cities respond and cope while still 
allowing growth. Transportation (local roads) and 
affordable housing are important for the local 
economy as well. As a local community we need 
to	work	together	to	find	the	right	balance	on	all	of	
these issues.

REALTOR® activities: 
2020 REIN Board of Directors and COVA Biz 
Magazine 2018 Innovator of the Year. 

Community involvement: 
My wife and I recently participated heavily in the 
Hilltop Gives Back charity event to raise money 
for Roc Solid Foundation, during which $15,000 
was	raised	to	build	hope	for	families	fighting	

pediatric cancer. The goal is to repeat this event 
with the Hilltop Merchant Association yearly.

Why I give to HRRPAC: 
It is important for outside indirect voices and 
special interests to hear from REALTORS® and 
those in the trenches dealing with consumers 
directly on a daily basis.

Why donating to HRRPAC is important:  
REALTORS® need to be heard by our elected 
officials	so	that	the	laws	passed	don't	hurt	our	
industry and the clients we represent. Simply put, 
the more donations the louder the voice. 

Jon McAchran, 
ABR, SFR

Member since: 2008

HRRPAC 
contributor level: 
Governor’s Club

 HRRPAC Spotlight: Jon McAchran

Want to learn more and become a 
HRRPAC contributor like Jon?
Visit HRRA.com to get started.
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Calendar of EVENTS
FEBRUARY
New Member Orientation February 4 9 a.m. Norfolk Room 
REALTORS® Have a Heart February 4 9:45 a.m. Edmarc Hospice for Children
Government Affairs February 6 1 p.m. Norfolk/Suffolk Room 
Owners/Managers Council February 11 5:30 p.m. HRRA 
REALTOR®/Lawyer February 13 1 p.m. Norfolk/Suffolk Room
Affiliates	Council	 February	14	 9:30	a.m.	 Virginia	Beach	Room	
HRRA offices will be closed for Presidents’ Day  February 17
Property Management & Leasing Council February 18 11:30 a.m. Norfolk/Suffolk Room 
Kudos & Cocktails: Commercial Awards February 20 4 p.m. The Harbor Club, Norfolk
YPN Networking Event February 20 4 p.m. Beachside Social, Virginia Beach

MARCH
Resale Council March 3 1 p.m. Norfolk/Suffolk Room
YPN Education Session March 3 2 p.m. Norfolk/Suffolk Room 
Government Affairs March 5 1 p.m. Norfolk/Suffolk Room 
Circle of Excellencesm Awards Gala March 7 6 p.m. Hilton Norfolk The Main
New Member Orientation March 10 9 a.m. Norfolk Room
REALTOR®/Lawyer March 12 1 p.m. Norfolk/Suffolk Room
Affiliates	Council	 March	13	 9:30	a.m.	 Virginia	Beach	Room
Property Management & Leasing Council March 17 11:30 a.m. Norfolk/Suffolk Room 
Common Interest Community (CIC) March 19 1 p.m. Norfolk Room 
New Member Orientation March 21 9 a.m. Norfolk Room 

Kudos & Cocktails
February 20, 2020, 4 – 7 p.m.
The Harbor Club, 333 Waterside Drive, Norfolk

All HRRA members are invited to the
2019 Sales & Leasing Achievement Awards
Learn more and get tickets at HRRA.com ALLIANCE

REALTORS®
Commercial

http://HRRA.com
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Calendar of EDUCATION
FEBRUARY
Principles Exam Prep February 1 9 a.m. Newport News Campus
Broker Licensing: Finance February 3-7 & 10 9 a.m. Chesapeake Campus 
Principles of Real Estate (AM) February 3-24 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) February -24 9 a.m. Newport News Campus
Principles of Real Estate (PM) February 3-24 6:15 p.m. Chesapeake Campus
Principles of Real Estate (PM) February 4 - March 24 6:15 p.m. Virginia Beach Campus
Principles of Real Estate (PM) February 4 - March 24 6:15 p.m. Newport News Campus
Continuing Education Required Topics February 6 8:30 a.m. Chesapeake Campus 
QUICKSTART© Post-Licensing February 10-14 8:30 a.m. Chesapeake Campus
NC Post-Licensing: Brokerage Relationships February 13, 14, 20, 21 8:30 a.m. Chesapeake Campus
QUICKSTART© Ethics February 14 8:30 a.m. Chesapeake Campus
Alpha offices will be closed for Presidents’ Day February 17 
Continuing Education Related Topics February 18 8:30 a.m. Chesapeake Campus 
NC Post-Licensing: Brokerage Relationships February 19, 21, 26, 28 8:30 a.m. Nags Head Campus
Continuing Education Required Topics February 25 8:30 a.m. Chesapeake Campus 
Senior Real Estate Specialist® (SRES®) February 25-26 9 a.m. Chesapeake Campus

MARCH
Broker Licensing: RE Law March 2-6 & 9 9 a.m. Williamsburg Campus 
Continuing Education Required Topics March 5 8:30 a.m. Chesapeake Campus
GRI 507: Ethics and Professional Responsibility March 6 9 a.m. Chesapeake Campus
Principles Exam Prep March 7 9 a.m. Chesapeake Campus
Broker Licensing: Brokerage March 9-13 & 16 9 a.m. Chesapeake Campus 
Principles of Real Estate (AM) March 9-30 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) March 9-30 9 a.m. Newport News Campus
Principles of Real Estate (PM) March 9-30 6:15 p.m. Chesapeake Campus
NC Post-Licensing: Contracts and Closings March 12, 13, 19, 20 8:30 a.m. Nags Head Campus
Continuing Education Related Topics March 17 8:30 a.m. Chesapeake Campus 
Broker Management CE March 19 8:30 a.m. Chesapeake Campus
Continuing Education Required Topics March 26 8:30 a.m. Chesapeake Campus 
Military Relocation Professional (MRP) March 27 8:30 a.m. Newport News 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


18     Hampton Roads REALTOR® • February 2020

Victoria Hecht

Communications and 

PR Specialist

New Year, new decade, new leadership! Hun-
dreds of Hampton Roads REALTORS® As-
sociation members came together in celebra-

tion at the Westin Virginia Beach Town Center on 
December 13 for the installation of 2020’s leadership. 
They also said “thank you” to those who guided the as-
sociation throughout 2019 and joined in honoring the 
achievements of those who went the extra mile for the 
organization.
 New Chairman of the Board Cindy Hawks White, 
sworn in by Ann Randolph, a past HRRA chairman, 
leads the organization in 2020, with the team of Tanya 
Monroe, chairman-elect; Barbara Sgueglia, vice-chair-
man	 of	 finance;	 Kimberly	 Plourde,	 immediate	 past	
chairman; executive committee at-large Amy Rhodes, 
Lee Cross and Deborah Baisden; and directors Ken 
Boyer, Dayla Brooks, Kelley Carter, Patrick Cecchini, 
Tim Churchwell, Jennifer Cool, Tom Duckett, Susan 
Jenkins, Jenny Lovell, Emil Nazaryan, Leigh Anne 
Parks, Sherry Snyder, Traci Lewis VanCamp, Cheri 
Bass-Wozniak and Rob Waring.
 Special service award honorees recognized were: 
• Affiliate	Member	of	the	Year,	Hunter	Clarke	of	C&F	

Mortgage;
• Affiliate	Company	of	the	Year,	Tidewater	Mortgage	

Services;
• REALTOR® Volunteer of the Year, Linda Harrison;

• Code of Ethics Award, Karen Gaskins;
• Rising Star of the Year, Aric Martinez; and
• Broker/Manager of the Year, Nikita Houchins.
 Barbara Wolcott, a past HRRA chairman and past 
Virginia REALTORS®	 president	 with	 almost	 five	 de-
cades of service to the REALTOR® organization, was 
presented the 2019 Lifetime Achievement Award. Wol-
cott delivered an inspiring address, especially remem-
bering how women have made great strides since she 
entered real estate. 
 The Chairman’s Award from outgoing Chair Kim-
berly Plourde was presented to Jason Houser, Elaine 
Griffin	and	Bob	Schaefer.	“Own	It”	Coins	were	present-
ed to Terry Gearhart, Cosette Lambourne Woods and 
yours truly, HRRA staff member Victoria Hecht.
 Also recognized were 30 HRRA members who 
achieved Emeritus status, which is awarded to REAL-
TORS® who have given 40 years or more of service. 
 They were: Henrietta Ancheta, Elizabeth Atkinson, 
Ivana Basnight, Linda Bell, Michael Blum, Jo Cross, 
Peggy Economidis, Pamela Ermen, Antionette Frank 
O’Gorman, Vicki Gallagher, Stacy Goode, Gail Gowin, 
Elaine	Griffin,	Fred	Helm,	Jeffrey	Hollingsworth,	Su-
san Horwitz, Clara Howell, Anne Kent, Joan Kistler, 
Bonny MacLachlan, Judy Marsh, Caroline McCartney, 

HRRA welcomes New Year, 
decade with installation, honors 

(continued on next page...)
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Clare O’Brien, Anne Page, Ron Pearman, Judy Reed, Glenn Rus-
sell, Thomas Seddon, Michele Slowey and Frank Trygar.
 HRRA’s HRRPAC major investors as well as new emeritus 
members also were recognized. HRRPAC honorees were: 
• Sterling “R” level: Jennifer Bryant, Jennifer Cool, Gary Craw-

ford, Lisabeth Drames, Tom Duckett, Mary Ross Ellsworth, 
Brenda Flohre, Tim Gifford, Gail Gowin, Linda Harrison, Jim-
my Jackson, Aric Martinez, Sherry Maser, Tanya Monroe, Alex 
Nova, Kimberly Plourde, Amy Rhodes, Robert Rogers, Sherry 
Snyder, Pat Steele, Robert Waring;

• Crystal “R” level: Hugh Cross and Dora Lee Taylor; and
• Golden “R” level: Deborah Baisden, William Chorey, Cindy 

Hawks White, Dorcas Helfant-Browning, Jay Mitchell, John 
Powell, Barbara Sgueglia and REIN.

 In support of the Hampton Roads REALTORS® Political Ac-
tion Committee, HRRA also held a fun “wine grab” fundraiser 
before the installation and awards, with every bottle going home 
with a donor. 

 Additionally, after a year of REALTOR®-pride competition, 
Melissa Ly of Coldwell Banker, Professional was the winner of 
the “I am one®” Weekend Getaway Contest, snaring a stay at the 
Sanderling Resort on the Outer Banks.
 2019 Chairman Kimberly Plourde shared a recap of the 2019 
HRRA year, themed “Telling your (our) story.” After the ceremoni-
al passing of the gavel (which is always fun as the audience waits 
for the past chairmen to line up in correct order by year), 2020 
Chairman Cindy Hawks delivered her inaugural speech as new 
chair,	setting	the	tone	for	a	terrific	2020—and	decade!	
 Best wishes to Chairman of the Board Cindy Hawks White 
and the new leadership team, congratulations to all honorees, and 
thank you to 2019’s leadership for its dedicated service to HRRA. 
 See complete photo coverage of the installation and awards at 
Facebook.com/hrrarealtors/. ⌂⌂

(Installation, continued from previous page)

http://Facebook.com/hrrarealtors/
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Cosette Lambourne

Chair, Young 

Professionals Network Don’t wait to 
dress the part; 
become that 
person now.

The	year	2020	is	officially	 in	full	swing!	I	hope	
you have your destination for this year clear-
ly marked and your course carefully charted. 

Last month we talked about the importance of setting 
specific	and	achievable	goals	and	holding	ourselves	ac-
countable to them. 
 The ultimate goal for all of us is to rise to our 
greatest potential and to live the life we’ve 
always dreamed of! 
 The purpose of the Young Pro-
fessionals Network (YPN) is to 
bring opportunities to agents to 
develop themselves personal-
ly and professionally, to grow 
their businesses, to build 
their network and to impact 
the future leadership of our 
industry. 
 YPN begins with YOU! It 
is not about being “young.” It is 
about being young at heart and 
being open to learn and grow.
 January’s YPN article referenced 
a well-known quote, “Success is 90% mind-
set,” which left 10% to hard work! Hopefully you “did 
the work” and set your plan for success in 2020. Now 
let’s talk about the 90% mindset. 
 Simply by setting goals, you have already sepa-
rated yourself from 97% of the population that doesn’t 
have a plan, doesn’t think big and doesn’t have the de-
sire to grow. 
 As the REALTORS® of Hampton Roads, we want 
to be united in voice and purpose. We should ALL be of 
the 3% that make a difference in this world! 
 I would like to share a favorite story. There once 
was an eagle’s nest, high up on a majestic mountain-
side. In the nest were four large eggs. One day an 
earthquake rocked the mountain, and one of the eggs 
tumbled down to a chicken farm. Weeks later the egg 
hatched, and a beautiful eagle was born. 
 The chickens took in the hatchling and cared for it 
as their own. The eagle was raised to be a chicken and 
believed he was nothing more than just that. One day 
while playing with his chicken friends, the eagle looked 
to the skies above and noticed a group of mighty eagles 
soaring overhead. 

 “Oh!” the eagle cried out. “I wish I could soar like 
those mighty birds!” 
 His chicken friends roared with laughter and re-
minded	him	that	he	was	a	chicken	and	could	not	fly.	
The eagle continued to gaze up—looking up above at 
what was his real purpose—and dreaming that he 

could be with them. Each time the eagle let his 
dream be known, he was laughed at and 

told it couldn’t be done. After a while, 
the eagle stopped dreaming and 

settled for the life he was in. 
 Finally, after a long life as 
a chicken, the eagle died—a 
chicken. 
 What’s the moral of the sto-
ry? If you listen to the chick-
ens around you, you’ll live 
and you’ll die just like them—

a chicken.
 Don’t be afraid to dream. 

Find the courage to want more 
than what you have and more than 

who you are. You deserve it! 
 However, before you can BE it, you 

must BELIEVE it…regardless of what the 97% of 
chickens around you say! When you apply for a job, you 
show up in a “suit,” dressed for the part. You show up 
looking like the person of the position you want. 
 It’s the same in life; don’t wait to dress the part 
until you are “the part.” Become that person now, and 
you’ll be surprised how quickly it becomes you! 
 I believe everything in life happens for a reason. 
There are no accidents, only opportunities. Dive deep 
and	 find	 your	 unconquerable	 inner	 power,	 drive	 and	
unrelenting passion. Attach that to your goals with a 
“Big Why” and you’ll be unstoppable! 
 Achieving extraordinary results is not about will-
power; it’s about “Why Power.” You say you want to 
make a million dollars? I would ask you, why? If you 
don’t have a reason or need for a million dollars, you’ll 
never have the drive to achieve it. 
 Your child has cancer and you need to pay for con-
tinued treatments? I bet you’d stop at nothing to make 
the sales and earn the money to save your child. Find 
your “why,” have a worthy goal and make this the year 
that changes everything.  ⌂⌂

Are you part of the 3%?
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Affiliate Spotlight: Integrity Home Inspections
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Integrity Home Inspections, LLC

Territory: Hampton Roads

Company details: IntegrityHomeInspectionsVA.com, Sandy@IntegrityHomeInspectionsVA.com 
and 757-755-4084

Year company established: 2016 	 HRRA	Affiliate	member	since:	2019

Company specialties: Standard home inspections, pre-listing inspections and home mainte-
nance inspections 

Why we joined HRRA: To become part of an organization that allows us to connect with 
REALTORS® who truly care for the needs of their clients as well as the community as a whole.
 
Why we got into this business: The home inspection process can be very overwhelming and 
stressful for the home buyer. It is our goal to alleviate as much of that as possible by providing 
the buyers with an affordable, thorough inspection and an easy-to-understand home inspection 
report.
 
Why we love doing what we do: Buying a home can be such an exciting endeavor, and we 
love partnering with families and REALTORS® during this process by supplying them with 
the information that they need to help them make well-informed decisions in purchasing their 
future homes.
 
Our	favorite	satisfied-customer	story: Prior to a home inspection we accommodated an old-
er couple by taking the contract to their home and going over it with them to make sure they 
understood it (they were not computer-savvy), enabling them to make an informed decision 
about proceeding with their inspection. During the inspection we made sure that all of their 
questions were addressed before we left the home. A follow-up call was placed to them, and they 
stated that they were so delighted with the help and attention that they received. It is our goal 
for all of our clients to feel this way.
 
Our favorite HRRA event and why: Going to the H.E.R. Shelter in Portsmouth in August 
with REALTORS® Have a Heart. As new HRRA members it gave us the opportunity to meet so many fantastic HRRA members while 
providing a much-needed service to the shelter. We cleaned, folded clothing, attended to the grounds and then enjoyed fellowship together 
with lunch. We look forward to serving our community at many more HRRA events in the future.
 
Most memorable HRRA moment: We were able to go to St. Mary's Home with HRRA for a tour and to see the newest artwork that was 
donated from the PaintFest®. During our visit, we got to meet several residents and also see artwork that had been donated from HRRA 
in the past. It was awesome!
 
Best piece of advice to REALTORS®: Make sure that your "selling" clients understand that all utilities must be on for a home inspec-
tion to be able to be completed and that all access panels need to be accessible and unlocked.
 
The one thing we want REALTORS® to know about our industry is: The home inspection business, like the real estate business, 
is a very competitive business. So, if you like us, please refer us. Your referrals go a long way! 

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

http://IntegrityHomeInspectionsVA.com
mailto:Sandy@IntegrityHomeInspectionsVA.com
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Rob Waring, GRI

Chair, 

Owners/Managers 

Council

In recent years, guns have become quite the topic 
nationally and here in the Commonwealth, and it 
is a divisive one at that. 

 With the recent legislative shift in Virginia the 
conversation has ratcheted up to an almost unbearable 
degree.	 In	 wildfire-like	 fashion,	 the	 terms	 “2A”	 and	
“Sanctuary City” are all over all media, eclipsing 
even the presidential impeachment com-
ing out of Washington, D.C. 
 What is important to note is 
the number of people showing up 
to voice their concerns about 
guns, gun rights and the un-
derlying right to self-protec-
tion.
 Concern for self-protec-
tion has a growing number 
of real estate licensees con-
sidering the purchase of a gun 
or other product for defensive 
purposes. 
 In recent years we’ve seen a 
number	 of	 high-profile	 cases	 nation-
wide involving the assault or murder of real 
estate agents showing properties or at open houses. 
These were people simply going about their daily rou-
tine. Now we can run through the common sense poli-
cies	 for	 office	 policies	 and	 procedures	 and	 individual	
safety standards that everyone should be aware of and 
follow, but we need to go beyond that. 
 Around the country there are REALTOR® associa-
tions with safety committees, which is certainly indica-
tive of how seriously some associations are treating the 
issue. Still, as is always the case, the 1099 relationship 
between	agents	and	the	companies	they	affiliate	with	
creates some issues with companies setting policies; 
the	area	of	“self-defense”	is	particularly	difficult.	
 While the decision to carry some form of protection 
is personal, the ultimate use of a weapon has a ripple 
of consequences that can encompass agents, companies 
and their clients. And it would appear that a growing 
number of local agents are making the decision to car-
ry.
 Out of curiosity, I recently attended a local self-de-
fense seminar that included information involving pur-
suit of a concealed carry permit and an overview of gun 

use. It was a good program. It did not overly emphasize 
buying a gun but rather went into depth about if you 
do plan to purchase, here is the right way to go about it 
and what you should know about the consequences of 
its use. 
 There was a discussion of alternatives to guns, 

such as tasers, mace, pepper spray and, wait for 
it, wasp spray. (Yes, Virginia, wasp spray 

has all the qualities of a perfect defen-
sive spray…sticky foam that shoots 

from 20 feet and can blind an at-
tacker. Sorry, but it’s not avail-
able in purse size.)
 There was a lot of good in-
formation provided, but the 
biggest takeaway was the 
importance of situational 
awareness. 

 This singular concept should 
be the basis for any company 

training on safety, and is the No. 
1 thing that can keep you out of 

harm’s way as an agent. The willing-
ness of many agents to jump at a potential 

piece of business can result in an unsafe situation. 
Proper vetting of potential clients should be a common 
sense issue and not considered “burdensome.” 
 Requiring new clients to start the home-buying 
process	at	the	office	(and	with	a	lender	meeting)	should	
simply be how business is done. Holding an open 
house?	Do	it	with	a	partner,	lender	or	trusted	Affiliate.	
Know the different ways to exit the house. Showing a 
vacant home? Wait in your car until your client arrives. 
Have	 conversational	 codes	 to	 let	 your	 office	 or	 a	 col-
league know if you’re in trouble. 
 These are just some of the easy bits. They’re more 
procedural than anything else and implementable 
from a “company policy” standpoint. 
	 The	 finer	 points	 of	 situational	 awareness	 do	 not	
lend	 themselves	 to	definition	as	policy	but	are	easily	
explained as part of a training session. 
 Chances are you already have it without knowing. 
When	driving	(think	I-64	in	traffic),	while	your	prima-
ry focus is on driving and getting where you are go-
ing, is there is a portion of your focus directed towards 

A growing 
number of 
agents are 
making the 
decision to 

carry.

Guns and situation awareness 
as an agent

(continued on next page...)
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watching out for other drivers? Nothing overt, just kind of a second 
nature. 
 That is situational awareness. It seems simple enough, but it 
is based on conscious awareness and practice. Most of us have driv-
en a lot, and it is second nature to us; it allows us to stay ahead of 
a potential problem. The same should apply when going into areas 
we’ve never been, meeting people outside of familiar environments 
and dealing with rental properties. It’s a pretty long list, and it’s 
things we consider commonplace. This should be easy enough for 
us as we dominate multitasking. It’s a survival skill; situational 
awareness should be cake.

	 In	 the	 end,	 if	 the	 purchase	 of	 a	 firearm	 or	 other	 defensive	
mechanism	is	the	way	you	want	to	go,	that’s	fine.	Be	sure	to	take	
your time in the purchase, get good advice in making your choices 
and, above all, get adequate instruction and be sure you are willing 
and able to commit to practice time. 
 And the situational awareness piece? It’s so much more impor-
tant if you choose to carry. When you purchase a gun, you can be 
considered armed and dangerous. With lots of training and prac-
tice, you will be armed and more dangerous. 
 Choose wisely.  ⌂⌂

(Guns, continued from previous page)

 YPN donates $1,700 to Boys & Girls Club

HRRA Young Professionals Network members Courtney 
LaLonde, Tracy Mosley, Cosette Lambourne Woods, Hunter 
Clarke and Bob Mohrhusen spread the holiday joy on December 
19 by presenting a check for $1,700 to the Boys & Girls Club of 
Southeast Virginia, proceeds from last October’s Hermit Crab 
Race fundraiser. Accepting on behalf of the charity was Rebecca 
Myers, resource development coordinator. Look for even more 
fundraising endeavors from YPN in 2020! – Victoria Hecht, 
HRRA Communications and PR Specialist

THURSDAY, ///////

APRIL 2, 2020
Expo: 11:30 a.m. – 3 p.m.

Education begins 9:45 a.m.

HRRA’S
MEMBER
EXPO

Presented in conjunction with HRRA’s New Homes Council. Save the date! This year’s theme is “Calling All Champions: Go for the Gold 
in 2020.” Come network with your peers, vendors, and exhibitors, including many new home builders. Have your portrait done by a 
caricature artist, enjoy plenty of games and giveaways, as well as lunch served in the Expo.

Admission is 100% free for HRRA members, including these courses and meetings:

• “The 2020 A,B,C’s and D’s of Home Science” with Builder 
Brothers John and Jeff Ainslie 

• Government Affairs & REALTOR®/Lawyer Joint Forum
• and more!

Chesapeake Conference Center, 700 Conference Center Drive, Chesapeake  VA 23320

Learn more at HRRA.com

http://HRRA.com
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Jimmy Jackson

Chair, Government 

Affairs Committee

As the Government Affairs Committee chair, 
one of the most challenging articles to write is  
 for the February magazine. Now, it is not be-

cause I am busy shopping for Valentine’s Day or plan-
ning a Super Bowl party. 
 Rather, it is about the timing. 
 You see, I am actually writing this in very 
early January. As I write this, the Gen-
eral Assembly has not even convened. 
We do not even know who will sit 
on which committees. Bills are 
trickling in, but we know there 
are many more to come. In 
short, we think we know 
some of what might happen, 
but it would be quite futile 
for me to speculate about the 
status of particular issues. 
 To be sure, we know go-
ing in what is contained in 
the REALTOR® agenda, and we 
know some issues with which we 
will have to deal, but that would be old 
news to you by the time you read this. 
 But there is a timely message on my heart that 
I would like to share with you in my role as chair of the 
Government Affairs Committee. If I could impart one 
thing into your mind, it would be to encourage you in 
all things legislative and political to be what I like to 
call “REALTOR® Ready” throughout the year.
 By REALTOR® Ready, I mean that you know that 
that politics and government is a year-round venture, 
and as such, you keep yourself engaged and active at 
all times. 
 Somewhere in this issue, our team of government 
affairs directors has an article about the year-round 
nature of politics as it relates to you, and so I will not 
repeat what they have written, except to tell you to 
stop at this moment, this very second, and take 2 min-
utes to make your 2020 Hampton Roads REALTORS® 
Political Action Committee (HRRPAC) investment. 
 You know we are all going to bug you until you do, 
and so you can make it easier for all of us by investing 
right	now.	In	fact,	I	will	pause	five	minutes	so	you	can	
go right now and make your investment.
 [Five minutes later] Thank you for your invest-

ment. 
 Now, politics is not the only thing that is year-
round. We know that the General Assembly should ad-
journ sine die, or “without assigning a day for a further 
meeting or hearing,” for 2020 in early March. But that 
does not mean that we need to be any less engaged. 

State legislators will still be engaged in planning 
for the next session. 

 City and town councils and county 
boards of supervisors as well as all 

planning commissions are meet-
ing all year and making deci-
sions that affect you. Likewise, 
does the process ever stop in 
Washington? No, of course 
not. And, let us not forget the 
regulators and staffers on all 
levels with whom we need to 

have strong working relation-
ships. 

 In short, lobbying and legis-
lative/regulatory relations is some-

thing we never stop doing, and it is 
something that you need to be involved in 

– in other words, when it comes to this, you need to 
be REALTOR® Ready.
 Now, I know you are wondering, “Hey, Jimmy, 
don’t we have lobbyists who do this for us? Why should 
we be worried about doing anything?” 
 That is a very good question. And you are correct 
that we have lobbyists here at HRRA as well as at Vir-
ginia REALTORS® (VAR) and the National Association 
of REALTORS® who work hard on our behalf. They are 
a very necessary part of the equation. But so are you. 
We all have a role to play in order for us to be success-
ful. 
 So, what can you do to be REALTOR® Party by be-
ing REALTOR® Ready?
 I am glad you asked. Here are some things you can 
do be REALTOR® Ready:
 Be alert for potential issues. As a member of 
the VAR Public Policy Committee and Chair of the 
HRRA Government Affairs Committee, I can tell you 
that much of our legislative agenda directly derives 
from the insights, input and desires of our member-

Are you REALTOR® Ready?

Keep 
yourself 

engaged and 
active at all 

times. 

(continued on next page...)
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ship. Your input and ideas are very necessary ingredients for a 
successful, meaningful legislative agenda. 
 When you see a law, regulation or practice at the local, state 
or federal level that hampers your ability to serve your clients or 
their ability to realize their real estate goals, please be sure to let 
someone know. It can be a volunteer leader like me, or it can be 
one of our government affairs directors. We can take it from there 
and try to run the issue to ground in a way that addresses your 
concern.
	 Be	sure	to	communicate	with	your	elected	officials. The 
most	important	people	elected	officials	care	about	are	the	citizens	
they represent. It is very powerful for legislators to hear from their 
constituents about how they feel regarding issues up for consid-

eration. It is especially important for legislators to hear from you 
when we send out action alerts. 
 We try to make very judicious use of it that powerful tool, so 
please know that when we send one, it’s very important that your 
elected	officials	hear	from	you.	Likewise,	please	take	opportunities	
to	interact	with	your	elected	officials	in	a	social	setting.	The	more	
they know you, the more they look to you as the expert on issues 
that affect you.
 However you do it, being REALTOR® Ready on the legislative 
front at all times will help us represent your interests more effec-
tively. As we go through the year, we on the Government Affairs 
Committee look forward to working with you in this endeavor!  ⌂⌂

(REALTOR Ready, continued from previous page)

Prep now for the 
spring market

Jenny Lovell

Chair, New Homes Council

 February 2020. The time to prepare 
for the spring market is here. While help-
ing our buyers and sellers meet their goals, 
don’t forget your own. If you have network-
ing, education or expanding your business 
knowledge on your list of resolutions, you 
can	find	all	those	at	HRRA.
 The Young Professionals Network 
sponsored HRRA’s Committee Fair on Jan-
uary 27. This annual event is a perfect way 
to learn more about all the different ways 
for you to get involved, including councils, 
committees, advisory groups and action 
teams. If you missed it there are many 
more opportunities coming up.
 HRRA.com has an “Events” tab; this 
calendar will show you everything that is 
going on. There is also a HRRA app avail-
able in the Apple Store and on Google Play. 
Just search “HRRA.” See what catches 
your eye or sparks your interest. 
 As for the New Homes Council, we 
have some interesting things coming up. 
Keep an eye on the calendar for workshops 
and classes. If you attended something in 

2019 that you would like to see again, or a 
more in-depth version of, let us know.
 New Homes Council and Alpha Col-
lege of Real Estate invite you to participate 
in the annual HRRA’s Member Expo. This 
popular event is free and open to all HRRA 
members. The Expo will be held on April 
2 from 11:30 a.m. to 3 p.m. at the Chesa-
peake Conference Center. 
 The New Homes Council looks for-
ward to 2020 and all it will bring. We hope 
to share opportunities for fun, education 
and networking for REALTOR®	and	Affili-
ate members. 
 If you are new to our association or 
have never attended any events, keep  
HRRA’s Member Expo in mind. It is a 
great way to meet a lot of people at once!  ⌂⌂

REALTORS® and the 
world economy

Dawn Miller

Chair, International Advisory Group

 Being a REALTOR® is more than just 
showing homes, negotiating contracts or 
adhering to the Code of Ethics. We’re part 
of one of the largest trade associations, 
the National Association of REALTORS® 
(NAR). NAR advocates every single day on 

behalf of over 1.4 million members. Can 
you believe there are over 1.4 million of us? 
Not only does NAR look out for us, but it 
also looks out for homeowners as well. 
 By being a REALTOR®, we help or ad-
vocate on the local, state and federal levels 
to help people buy, own and sell real es-
tate. I’m sure we all agree it is important 
for all to have the same opportunity to pur-
chase, own and sell real estate. 
 The value of homeownership has posi-
tive impact on families and communities, 
and not only the nation’s economy, but the 
world’s economy as well! The most inter-
esting and exciting development in the 
international arena was back in Decem-
ber when the House of Representatives 
ratified	the	United	States-Mexico-Canada	
Trade Agreement, or the USMCA. 
 2020 NAR President Vince Malta is-
sued the following statement about the 
agreement: “REALTORS® from Canada, 
Mexico and the U.S. are aligned in our be-
lief that effective agreements propel econo-
mies forward and help sustain mutually 
beneficial	international	relationships.”	
 This new agreement certainly shows 
we live in an international marketplace. 
The	 NAR	 2019	 Profile	 of	 International	
Transactions in U.S. Residential Real Es-
tate stated global buyers spent over $77.9 
billion on housing in 2018. This is just for 

 IN BRIEF: Big news, small bites

(continued on page 27...)

http://HRRA.com
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First: 
Disclose in 

writing to the 
owner. 

Being a property manager and a real estate 
agent simultaneously is rife with challenges. 
Property managers who also do sales may 

view their portfolio of rental dwellings as future list-
ings on the shelf, getting ready to put on the market at 
the right time. 
 Others view their tenants as living in green-
houses, maturing until the time is right 
for them to become buyers. Are these 
approaches? Do they create agency 
conflicts?	 In	 the	 latter	 example	
above, in many cases the prop-
erty manager/agent uses this 
renewal opportunity to put 
the tenant in touch with a 
lender, and then takes the 
tenant out to look at houses 
to purchase before deciding 
if they are going to renew the 
lease. 
 Another view is, “I’m just go-
ing have X number of management 
accounts	 to	 cover	my	office	bill.”	This	
mindset is problematic in a number of ways 
and, in most cases, illustrates that one’s manage-
ment portfolio doesn’t carry the same importance as 
that for listing and selling. 
 I have seen different management agreements, 
and in no case have I seen one that advocates for: a) 
the dwelling unit to become a listing for the property 
manager/agent, or b) the tenant to become the property 
manager/agent’s buyer clients. Most every owner my 
company has represented views their rental properties 
as long-term investments and part of their retirement 
plan. 
 Additionally, instead of facilitating a sale to the 
tenant at the end of the term, the more appropriate 
approach is to be proactive prior to the notice period 
to see their intentions for renewing and whether any-
thing in the dwelling unit requires maintenance or re-
pair that hasn’t been called to the property manager’s 
attention yet. 
 It’s no secret that, every time someone moves in 
and out, it’s when the property comes under the high-
est levels of stress, wear and tear. Therefore, in my 
opinion, we as property managers have an obligation 

to keep the property rented as long as possible without 
vacancy to AAA Blue Ribbon tenants who a) pay the 
rent on time, b) take reasonably good care of the prop-
erty, and c) are good neighbors. 
 Anyone who is involved in both resale and prop-
erty management full time knows that listing and 

selling homes and property management are as 
truly different as being a doctor and being 

a dentist. These are two entirely dif-
ferent skill sets that are sometimes 

not easy to separate. Anyone who 
has done management for any 
length of time surely has had 
the experience of delivering 
a renewal notice to a tenant, 
only to learn the tenant is 
under contract to purchase 
a home and will be closing a 

week before the end of their 
lease. 

 While this can be a frustrat-
ing loss opportunity (and it’s easy to 

think, “What could I have done differ-
ently to prevent this from happening? This 

would’ve been a great sale!”), the focus from this 
point should be preparing to turn the dwelling unit to 
a new tenant in the shortest period of time as the own-
ers has hired us to do. 
 To attempt to contact the agent they are working 
with on their sale and wrangle a “referral fee” is inap-
propriate and just bad form. 
 When an owner enters into a management agree-
ment with a property manager, it is tantamount to a 
power of attorney for all things associated with that 
dwelling unit. If carried out effectively, the property 
manager has an ongoing opportunity to display a level 
of professionalism to the owners. And if and when the 
time comes that the owners decide to sell, the natu-
ral course of action in most cases will be to contact the 
property	manager/agent	first.
 So, what is the proper way to handle these interac-
tions	without	compromising	the	fiduciary	obligation	to	
our owners? 
 A couple of things come to mind. First: Disclose in 
writing to the owner. Make him or her aware from you 

Tricky situations as a property 
manager/agent

Lee Halyard

Vice-Chair, Property 

Management and 

Leasing Council

(continued on next page...)
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those buying residential real estate in the 
United States! Imagine what the agree-
ment can do for businesses, commercial 
real estate and more in other countries.
 There’s also plenty of money spent lo-
cally in Hampton Roads. Statistics state 
when a home is sold in the U.S., the in-
come generated from real estate-related 
industries is over $20,000, and additional 
consumer-purchased items are $4,500 or 
more.
 Imagine just how much we could sup-
port our REALTOR®	Affiliates	with	all	this	
spending involved around a real estate 
transaction!  ⌂⌂

RPR® for your New 
Year success
 As we settle into 2020, many REAL-
TORS®	are	deeply	entrenched	in	fulfilling	

their New Year’s resolutions. It’s the per-
fect time to reach goals and accomplish 
more tasks.
 Perhaps you want to build your busi-
ness by reaching more prospects, or you 
strive to sharpen your transactional skills. 
Maybe it’s all about making more connec-
tions and, ultimately, closing more deals.
 Realtors Property Resource, or RPR®, 
can help you do it. These guides and how-
to tips can help you get the most out of 
RPR® and help you on your way to profes-
sional growth, continued success and more 
satisfied	clients.
 Direct mail strategies: Download 
the “REALTORS®’ Guide To Mastering Di-
rect Mail” at blog.narrpr.com/ebook/direct-
mail/.	It’s	a	comprehensive,	start-to-finish	
eBook from RPR® that can help you create 
campaigns that get results.
 Open house tactics: RPR®’s “A-Z 
Open House Tips” at blog.narrpr.com/tips/
a-z-open-house-tips/ dives deep into the be-

fore, during and after of a successful open 
house strategy.
 Impress your clients: The must-
read “Using RPR to ‘Wow’ Your Clients” 
at blog.narrpr.com/tips/using-rpr-to-wow-
your-clients/ gives real world examples of 
how REALTORS® are using RPR® to dazzle 
their clients and close more deals.
 Big	 benefits: Access to RPR® is in-
cluded in your National Association of 
REALTORS® Share the article “RPR: Your 
No-Cost	 NAR	 Member	 Benefit”	 found	 at	
blog.narrpr.com/tips/rpr-no-cost-benefit/.
 Farm for leads: You can get a lot 
more than basic property info from RPR®. 
You can do specialized searches to zero-in 
on prospects and leads. Check out “Find 
Your Next Listing With These Geographic 
Farming Techniques” at blog.narrpr.com/
tips/find-your-next-listing-with-these-ac-
tionable-farming-tactics/.  ⌂⌂
 

 IN BRIEF: Big news, small bites (cont’d from page 25)

that the tenant is vacating the dwelling and is purchasing a house, 
and that you are selling it to them, simultaneously while market-
ing for new tenants in the owner’s house. 
 When having such discussions with tenants, and you are in-
variably asked questions by the tenant who is soon to be your buy-

er, I have found it helpful to pretend the owner of the property we 
manage is present while we are discussing the tenant vacating the 
property to move to a property we are selling the tenant. ⌂⌂

(Tricky situations, continued from previous page)

Learn more and register at HRRA.com

A “Foolproof” Approach to Property Management: 
Professional Development Day

TM

The Hampton Roads REALTORS® Association (HRRA) and the 
Virginia State Chapter of the National Association of Residential 
Property Managers (NARPM®) present a professional development day 
tailor-made for property management professionals. 

Wednesday, April 1, 2020

http://blog.narrpr.com/ebook/direct-mail/
http://blog.narrpr.com/ebook/direct-mail/
http://blog.narrpr.com/tips/a-z-open-house-tips/
http://blog.narrpr.com/tips/a-z-open-house-tips/
http://blog.narrpr.com/tips/using-rpr-to-wow-your-clients/
http://blog.narrpr.com/tips/using-rpr-to-wow-your-clients/
http://blog.narrpr.com/tips/rpr-no-cost-benefit/
http://blog.narrpr.com/tips/find-your-next-listing-with-these-actionable-farming-tactics/
http://blog.narrpr.com/tips/find-your-next-listing-with-these-actionable-farming-tactics/
http://blog.narrpr.com/tips/find-your-next-listing-with-these-actionable-farming-tactics/
http://HRRA.com
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: Title theft is a real 
(and scary) thing

Mail 
addressed to 

someone other 
than the owner 

can be a tip 
off.

Title theft, or “house stealing,” is the subject of a 
lot of frightening radio and television ads these 
days. The ads generally warn that thieves 

can steal the title to your home, then sell it or borrow 
against it, run off with the sale or loan proceeds, and 
leave you with the mess to clean up. 
 Some ads even imply that you may lose your 
home or be required to pay any loan ob-
tained by the thieves. Are those ads 
correct?
 The answer is, partially. 
 At its core, title theft in-
volves forgery, which is noth-
ing new. The title thief as-
sumes your identity and 
forges your signature on a 
deed, supposedly passing 
title to himself or an accom-
plice. After that transfer, the 
resale or mortgage that nets 
the thief cash takes place. 
 A forged deed is void and does 
not operate to pass title. Still, it consti-
tutes a cloud on your title and requires you 
to	take	sometimes	difficult	and	expensive	action	to	
clear that cloud, especially with respect to an innocent 
purchaser from the thief or lender to the thief who did 
not know of the fraud. 
 The methods of perpetrating title theft vary ac-
cording to the creativity of the thief, but a case pending 
in the Fairfax County Circuit Court allegedly outlines 
one method. 
 The case of Husseini v. Hamid	was	filed	in	Octo-
ber 2019 but has yet to be decided. According to the 
complaint	filed	in	that	case,	Rohina	Husseini,	an	adult	
female, bought a house in Fairfax County in 2010 
and has lived there ever since. The complaint alleges 
that, in May 2019, Edress Hamid, an adult male, and 
Masooda Hashimi, an adult female, along with another 
female accomplice, met with a Fairfax County attor-
ney seeking the preparation of a deed to the Husseini 
house. 
	 Edress	 Hamid	 identified	 himself	 to	 the	 attorney	
as Rohina Husseini, and explained that he wanted 
to transfer ownership of his interest in the Husseini 
house to Masooda Hashimi, his wife, because he was 

about to be deployed overseas. 
 In addition, the female accomplice introduced her-
self to the attorney as Masooda Hashimi, even though 
the actual Masooda Hashimi was also present with the 
attorney. The attorney prepared a deed transferring 
the Husseini house from Rohina Husseini to Masooda 

Hashimi, and Edress Hamid signed Rohina Hus-
seini’s name on it. 

 According to the complaint, the at-
torney also notarized the deed but 
never	 checked	 the	 identification	

of the three individuals at the 
meeting. On May 9, 2019, the 
allegedly forged deed was re-
corded in the Fairfax County 
Circuit	Court	Clerk’s	Office.
 After that transaction, the 
complaint states, the real 

Rohina Husseini began to re-
ceive mail directed to Masooda 

Hashimi at the Husseini house. 
Husseini	 discarded	 the	 first	 few	

mailings but then became suspicious 
and contacted the Fairfax County Clerk’s 

Office,	which	confirmed	that	a	deed	listing	her	as	a	
grantor had been recorded purporting to transfer her 
house to Hashimi. 
 Husseini then reported the incident to the Fairfax 
County Police and has since sued Hamid and Hashimi 
for fraud and to quiet title to her property. Again, the 
complaint is merely an allegation, which has not yet 
been proven or decided by the court. 
 Nevertheless, Husseini’s quick reaction to the al-
leged fraud may have prevented further headaches. 
The complaint does not allege, for example, that Ha-
mid and Hashimi have resold the house or obtained a 
mortgage on it, either of which scenarios would compli-
cate the matter if the purchaser or lender was a pur-
chaser for value without notice of the fraud. 
 She also reacted quickly to the strange mailings 
she received in Hashimi’s name. Many experts say that 
solicitations or bills addressed to someone other than 
the actual owner can be a tip off to title theft. 
 Several companies now advertise that they can 
protect a homeowner from title theft by continually 

(continued on next page...)
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SATURDAY, MARCH 7, 2020 • HILTON NORFOLK THE MAIN

2019 AWARDS GALA

Circle 
 Excellence

of
SM

HAMPTON ROADS REALTORS® ASSOCIATION

CIRCLE OF 
EXCELLENCESM 
AWARDS GALA

WHEN: Saturday, 

March 7, 2020, 6-11 p.m.

WHERE: Hilton Norfolk 

The Main

NEW THIS YEAR: A Gala 

After-Party featuring 

the 10 Spot Band and a 

dessert buffet! 

No tickets will be sold 

after February 21.

For more information and to buy tickets, visit HRRA.com.

monitoring the land records and alerting the homeowner to any 
unusual	activity.	Such	services	may	be	beneficial,	but	homeowners	
can also perform some of those services themselves. 
 For example, many, if not most, Virginia localities now post 
their land records online. A periodic computer check to make sure 
that a deed listing you as grantor has not been recorded could re-
veal a title theft. 
 If the locality requires a subscription or payment for access to 
its online land records, the same result can be obtained by check-
ing the real estate tax records, which generally do not require a 
payment or subscription. Those records will list the grantee of any 
transfer of the home as the new taxpayer, and thus could also re-
veal a title theft. 

 One drawback is that the tax records usually lag behind the 
land records, and may not show a change of ownership until weeks 
or even months after the deed has been recorded.
 Title theft is a genuine concern and, even though it cannot ob-
ligate you to pay the fraudster’s loan, any subsequent sale or mort-
gage can be voidable, and you can clear the cloud on your title, the 
process for voiding those unwarranted transactions can be lengthy 
and expensive. 
 Rohina Husseini’s vigilance and quick reaction serves as a 
good model for how to minimize the damage from title theft.  ⌂⌂

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)

http://HRRA.com


30     Hampton Roads REALTOR® • February 2020

By the time you read this, we will be almost 
halfway through the 2020 Virginia General 
Assembly session, and we will have had the 

2020 HRRA Day on the Hill. Thank you to all who were 
able to join us in Richmond to share your views with 
our legislative delegation. We appreciate you taking 
time out of your busy day to join us and help move 
the ball forward for the REALTOR® Party!
 While the General Assembly may 
be ending in March, and the presi-
dential election is not until No-
vember, politics never takes a 
break in Virginia. As we all 
know, there is an election 
every year in Virginia, and 
in every year, politics is a 
year-round venture. There is 
no down time. We are always 
politicking. 
 That is why you need to be 
involved and active today! 
 First and foremost, get out 
your calendars now and please add 
these important spring dates: 
• February 10: Deadline to register to vote or up-

date an existing registration for the March 3 Presi-
dential Primary; 

• March 3: Presidential Primary in Virginia;
• April 13: Deadline to register to vote, or update an 

existing registration for May 5 local elections; and,
• May 5: General Elections for mayor, city council and 

school board in the cities of Norfolk and Chesapeake, 
and for mayor and city council in the city of Franklin.

 You may be reading this and wondering, “Why on 
Earth are we already listing out upcoming registration 
deadlines and local election dates?”, or you may be ask-
ing	yourself,	 “Self,	didn’t	we	 just	finish	elections	 this	
past November?”, and you may even be ready to jump 
up and scream from the highest mountaintop, “Please 
not this stuff again!” 
 We get it. Trust us (really, trust us, we are lobby-
ists). Seriously, however, with the major changes from 
the 2019 November state elections as well as these 
approaching local elections (mark them down now!), 
HRRA is in a unique position to get a lot accomplished. 
 We know it is easy to get burned out on elections 

and politics, but they are vital parts of our efforts to 
promote and advance our profession. Let’s face it: We 
are a highly regulated industry. Ergo, the folks we 
elect at all levels of government have an extraordinary 
impact on our livelihoods. 
 Being politically involved is not a matter of choice; 

it is a matter of survival.
	 While	 we	 first	 and	 foremost	 always	

encourage all HRRA members to vote 
in every election, there are other 

crucial ways members can get 
involved. Before you even cast 
your ballot, consider getting 
involved with a candidate’s 
campaigns. Many of these 
upcoming local elections have 
candidates who are REAL-
TOR® champions. By working 

on a campaign you not only 
get to know local candidates, 

you also help them shape policy 
that	 benefits	 real	 estate	 licensees	

in our region. You can let them know 
who we, what we stand for, and how certain 

policies or procedures effect our industry. 
 Here at HRRA, we know you are busy. Volunteer-
ing on a campaign does not have to be a huge time com-
mitment. It can be anything from door knocking a few 
hours on a weekend, calling folks to support the candi-
date from the comfort of home or even driving people 
to the polls for a couple of hours. If volunteering seems 
daunting or just not feasible for your busy life, you can 
also donate to the campaigns of REALTOR® champi-
ons. That only takes a few minutes, but it means every-
thing to supporting folks who support REALTORS®. 
 In addition, we (of course) always encourage you 
to invest in the Hampton Roads REALTORS® Political 
Action Committee (HRRPAC). As a HRRPAC investor, 
you support our political efforts at the local, state and 
federal levels. A strong PAC means political power. It 
means we get heard in what is a very noisy process 
that will only get noisier as we go forward. 
 However you choose to get involved, we are help to 
help you get plugged in. Please do not hesitate to con-
tact us with questions about the political process and 
how you can make a difference. ⌂⌂

Your part in the REALTOR® Party

Tyler Craddock 

State Government 

Affairs Director

Let’s face 
it: We are 
a highly 

regulated 
industry. 

Samantha Kenny

Local Government 

Affairs Director
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Welcome, New HRRA Members!

Active REALTORS®: 3640
REALTOR® Life:  45
REALTOR® Emeritus: 111 
Affiliate	Members:	 738

Affiliate	Offices:	 164	
Principal Firms: 197
Branch	Offices:	 49

HRRA MEMBERSHIP AS OF DEC. 31, 2019

PROSPECTIVE REALTOR® MEMBERS

Craig Anderson Rose & Womble Realty
Darnley Archer Atlantic Sotheby’s International
Andrew Bauer James & Lee Real Estate
Crystal Bell Benham Signature Properties
Rebecca Bentley Triumph Realty
Taylor Bishop Encompass Real Estate
Ivonne Burgos-Kuilan Long & Foster
Daniel Clements Keller Williams Coastal
Amelia Connors The Real Estate Group
Melissa Dupuis Benham Signature Properties
Liza Eckardt James & Lee Realty
Heather Evans Atlantic Sotheby’s International
Elaine Fekete Sandbridge Realty
Elizabeth Fitzgerald Hampton Roads Military 
 Relocation Team
Roxie	Graham	 Redfin	Corp.
Charles Harper Benham Real Estate
Susan Heilig Howard Hanna Real Estate
Matthew Hunger Berkshire Hathaway Towne Realty
Sandra D. Jones Berkshire Hathaway Towne Realty
Monica Klein Keller Williams Realty
Jessie L. Lerner Scott & Associates
Janine Marshall Benham Signature Properties
David Maynor  Howard Hanna Real Estate
Jonnie Mellen Beach Pros Realty
Mathew Mills Benham Signature Properties
Stephanie Moyer-Cooke Benham Signature Properties
Shunita Murphy James & Lee Realty
Atoosa Nikzard-Cobb Berkshire Hathaway Towne Realty
Veronica Nordan Keller Williams Realty

NEW BROKER FIRM

Rose & Womble Realty, Chandler Property Management

NEW SECONDARY MEMBER

Stacy	Holscher	 Redfin	Corp.

Rachel Northnagle The Real Estate Group
Melody Palacios Atlantic Sotheby’s International
Theresa	Paris	 Redfin
Stacy Patrick Long & Foster
Adam Puckett Anchor Realty
Michelle Smith  RE/MAX Gold Star
Adrienne Smith Long & Foster
Katie Stow Benham Signature Properties
Elise Suich  Long & Foster Real Estate
Shonda Taylor World Class Realty
Lisa Walker Rose & Womble Realty
Eleonora	Whitfield	 Benham	Signature	Properties

Fulton BankFulton Bank

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

Nate Brown
NMLS #: 607858

757.692.1641

Mike Grunwald
NMLS #: 607860

757.761.8156

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

WE OPEN DOORS.

Darryl McDaniel
NMLS #: 1425384

571.839.8342
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