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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 • $516,300
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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Happy New Year! Is it really 2020? I asked this question so 
frequently these past few days that I had to pinch myself to 
make sure I wasn’t dreaming!

 It seems like yesterday that we were all worried about the turn 
of the century, apocalyptic destruction and if Y2K would disrupt our 
technological universe. Clearly, we survived and, thankfully, that pre-
diction was just that, a prediction.
 Here we are 20 years later in the depths of the Fourth Industrial 
Revolution of the digital age and rapidly approaching the next one, or 
are we already there? 
 According to Oxford, the Fifth Industrial Revolution, or the AI 
Revolution, is defined as “taking tasks away from people and leaving 
them in the hands of machines that can think and learn autonomously 
without human intervention.” 
 Artificial intelligence, or AI, is defined as “the theory and devel-
opment of computer systems able to perform tasks normally requiring 

human intelligence, such as visual perception, speech recognition, decision-making, and 
translation between languages.”
 Depending on who you listen to, some experts say we are already in the Fifth Indus-
trial Revolution. Whether we are or are not, we cannot stop or slow down progress and 
must become purposeful and evolve or become archaic. This can be concerning and exciting 
at the same time. 
 The advancement of AI technology is increasing exponentially every minute, every 
hour, every day with unfathomable ideas becoming reality and embedding into our dai-
ly lives, professions and activities. No matter how good, artificial intelligence becomes, 
though, it just can't measure up to human intelligence or replace it completely – or at least 
not in my lifetime.
 I freely admit that I have a love-hate relationship with technology. I love my iPhone, 
am addicted to a handful of apps, and appreciate the convenience and timesavers that 
technology affords, mostly allowing me to spend my extra time where it matters most—
with my family. 
 But there are many situations where I hate technology, especially with the absence 
of human interaction. Occasionally, I yearn for the “old days” when you could simply talk 
with a human being—not a voice-activated service—or have go online. 
 Some of the best days in my real estate career were “pre-tech.” These were days of 
simplicity and sociability: the three-page, hand-written contract on NCR paper (“press 
hard for three copies”), the days when we talked with each other in person and delivered 
contracts to each other’s homes, or would spontaneously meetup for coffee just to chat or 
negotiate an offer. The days when we actually knew who we were co-brokering a transac-
tion. 
 As technology crept into my life, I evolved, embracing the new digital age with welcom-
ing arms but still cautious and hesitant. I guess you could say that I evolved from a boomer 
to a techie boomer, standing in the doorway, one foot forward and one foot back.
 While recruiting volunteers to serve in leadership roles and committees, it was appar-
ent that we were lacking participation from the younger generation—one that was born in 
the digital age, one that embraces new technology and welcomes change. It is the genera-
tion that will be future leaders and trailblazers for our association. 
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

REALTORS® Have a Heart for the Virginia Zoo

How did you get into the spirit of Giving Tuesday? At HRRA, we volunteered at the Virginia Zoo! On December 3, REALTORS® Have a 
Heart	rounded	out	2019	with	its	sixth	and	final	volunteer	event	of	the	year	on	a	perfect	blue-sky	day	in	Norfolk.	It	was	stinky	work—from	
mulching to mucking to pulling up clumps of huge ornamental grasses—but the bonus was making new animal friends while working 
alongside HRRA friends and colleagues. (The alpacas were especially fascinated with the volunteers’ efforts!) Afterward, HRRA gathered 
in the reptile house classroom to break bread, meet Outback the Skink during a hands-on visit, and take some fun photos. Huge thanks 
to sponsors Jennifer Franklin of Planet Home Lending and Tina Flowers with Home Warranty of America for their sponsorship. Plus, 
a big thank you goes to all who have pitched in this year for the six REALTORS®	Have	a	Heart	(and	Affiliates	Have	a	Heart	for	REAL-
TORS®) events. In 2020 REALTORS® Have a Heart is from the Resale Council and now under the new Community Involvement Advisory 
Group. (To learn more, see the article on page 30.) We hope you will join us February 7 as we pitch in at Edmarc Hospice for Children in 
Portsmouth. – Victoria Hecht, HRRA Communications and PR Specialist
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For 30 years, it was challenging and profession-
ally gratifying to know that one can make a dif-
ference by providing critically important infor-

mation to families across the region via live television. 
I was in living rooms daily, delivering news stories that 
affected communities, schools, work centers, the envi-
ronment and more. 
 Now, I am literally in living rooms 
across the region, meeting with fami-
lies and individuals who are buy-
ing, selling or investing in real 
estate. 
 I've experienced numer-
ous full-circle moments as a 
new REALTOR®. Many years 
ago, I interviewed a Norfolk 
couple as the wife nervously 
described the risks she faced 
as an older woman who was 
pregnant	for	the	first	time.	Fast	
forward to the fall of 2018. While 
setting	up	a	first-time	homebuyer's	
seminar at a Norfolk retail establish-
ment, I met a strikingly beautiful woman 
who expressed her desire to buy a home.
 Days later, I learned via Facebook that the beauti-
ful woman is a runway model and the daughter of the 
couple I interviewed back in the 1980s about the high-
risk	 pregnancy.	Monica	 hopes	 to	 buy	 her	 first	 home	
this year. 
 On the crime beat, I'll never forget my exclusive 
information on a 1990s triple murder that claimed the 
lives of one woman and two men in the Norview area 
of Norfolk. While investigating the case, I approached 
three men on a street corner. While speaking with 
them about the crime, one man, the leader of the group, 
threatened to rob me at gunpoint. 
 I responded, “If this is a stick-up, then I will reach 
into my pocket and pull out this.” 
	 I	opened	my	fist	to	reveal	a	piece	of	candy.	Amused	
by my improbable response, the would-be robbers pro-
ceeded to give me exclusive details about the identities 
of the murder victims. 
 Last fall, while sharing that story with my mentor, 
Phyllis Willoughby, associate broker of EXIT Realty 
Central, there was another full-circle moment. 

	 Phyllis	 finished	 the	 story	 by	 revealing	 she	 was	
later hired as the listing agent to sell the former triple 
murder scene. And, yes, she sold the house.
 Consider the parallels. As a reporter and anchor, I 
had close interactions with hundreds, if not thousands, 
of	people	during	significant	highs	and	devastating	lows	

in their lives. 
  Real estate professionals have close 

and daily interactions with families 
who are experiencing highs such as 

marriage, the birth of a child or a 
job promotion. Conversely, real 
estate professionals have to 
calm emotions when helping 
families navigate the turbu-
lent waters associated with 
caring for an elderly parent, 
divorce, the sudden death of 

a spouse or the loss of employ-
ment.

 As real estate professionals, 
we bond with families, in some cas-

es	 for	 generations,	 during	 the	 signifi-
cant highs and devastating lows of life. 

 As the newly minted chairman of the Hampton 
Roads REALTORS® Association's “That’s Who We R” 
Advisory Group for 2020, I want to know how our Code 
of	Ethics	helps	you	in	offering	distinction.	It's	a	fiercely	
competitive	field	 that	 includes	agents,	 iAgents,	 iBuy-
ers and even robots.
 Join vice-chairman Katrina Venable Brown and 
me in an all-hands effort to spread the good news about 
HRRA members and how they are helping families in 
Virginia. Check out the National Association of REAL-
TORS® “That’s Who We R” campaign page at nar.real-
tor/thats-who-we-r.
	 There	you	will	find	banner	ads,	promotional	copy,	
GIFS, infographics and more. Also, click the “Submit 
your story” link where you can share the stories of your 
career. Some stories will be posted on the NAR page, 
ThatsWhoWeR.realtor.
 Collectively, the stories of “That’s Who We R”  will 
make a difference. ⌂⌂

“ That’s Who We R” and how we 
make a difference

Regina Mobley

Chair, “That’s Who 

We R” Advisory 

Group

Collectively, 
the stories of 

“That's Who We 
R” will make a 

difference.
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“That’s Who We R” REALTOR® Spotlight

Who: Christopher Brown, associate 
broker/property manager, Beach Realty 
United

HRRA member since: 2009

REALTOR® activities: Past vice-chair, 
Government Affairs Committee

Community involvement: Virginia 
Beach Community Development Corp. 
board director

I chose to become a REALTOR® 
because: We are the industry leaders, 
and we hold ourselves at a much higher 
standard with our Code of Ethics and 
drive the direction of our industry with 
our advocacy for policy.

Favorite REALTOR® benefit: All the 
resources and education our association 
provides to help us become successful at 
real estate.

Favorite HRRA activity: I really enjoy 
the Government Affairs Forum. We 
always have great speakers who discuss 
topics affecting our region.

Most memorable HRRA moment: 
One of my most memorable HRRA 
moments was going to REALTOR® 
Day on the Hill and meeting all of our 
legislators to explain what legislation we 
support and why. 

I am proud to call myself a 
REALTOR® because: We help 
people with one of the most important 

aspects in their lives, housing. Whether 
it is buying, selling or renting, a person's 
housing is their foundation to pursue a 
better life. 

Best piece of advice for fellow 
REALTORS®: Get involved with the 
association sooner rather than later. Not 
only do you get access to great resources, 
education and networking, but you also 
find	new	friends	and	have	a	fun	time	at	
all of the HRRA events.  ⌂⌂

Christopher 
Brown

 It was transparently clear that I needed “to build a bridge 
to pass the torch,” and the first action was to assemble a di-
verse team and overcome several challenges facing our associa-
tion in the years to come. 
 How adaptable are we to change? How do we forecast or 
prepare our association for continued success in the next year, 
five years or several decades? What will our association look 
like in the year 2030, 2040 or 2050?
 Seeing clearly, 2020 will be the launch pad for our associa-
tion’s evolution and will focus on five core values: membership, 
education, technology, leadership and advocacy.

 Your leadership team will strategically forecast the next 
three years by creating an action plan to position HRRA on 
the path to continued sustainability, growth and success while 
keeping a firm grip on the wheel of change.
 I am honored to serve as your 2020 chairman and proud 
to lead your association with a leadership team that is diverse 
in experience, race, national origin, gender and age. It’s a phe-
nomenal team—a collection of the past, the present and the 
future—spanning four generations, collaborating and carrying 
out the shared vision and mission of our association.
 Onward and upward. ⌂⌂

(From the Chair, continued from page 4)

Logging in to HRRA.com
Take	advantage	of	your	benefits!	
“Members Only” can be accessed 
at the top of the homepage of 
HRRA.com, and your login will 
also access the new HRRA app. 
Questions? Call 473-9700 or 
contact Support@HRRA.com.

http://HRRA.com
http://HRRA.com
mailto:Support@HRRA.com
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

Christmas time was something I looked forward 
to from 2008 to 2013. It wasn’t because of the 
reasons you may think of. In actuality, the 

reasons	were	much	more	selfish.	At	the	time,	I	was	a	
property manager, and I knew that most owners and 
residents would be sending me Christmas gifts in the 
form of checks and cash. 
 In my mind I was building the projec-
tions. Here was my thinking: “This 
owner will probably send $150 
because he’s so generous, the 
other one probably $100. Those 
cheap ones will probably send 
$25, if that, or a box of choco-
lates that I don’t need. So, all 
and all, I should have close 
to $500 in Christmas gifts. 
That’s pretty good! And I’ll 
be sure to drop down a couple 
of lines in a “thank you” card 
and send it back to them to show 
my appreciation. That should make 
them feel good. I can’t send them any 
gifts though. After all, they have all the 
money, not me.”
 Surely, I’m not the only person who can have this 
mindset. I imagine many people live with “poor me” 
written all over them, dreading their powerlessness 
and victimhood in this life. I even dare to imagine that 
they sincerely believe this to be true. I know I did, for 
sure. 
 And they’re not to be blamed. They have been pro-
grammed this way, probably from early childhood, by 
their parents and environment. They don’t know that 
an alternative exists. For someone else maybe, but not 
for them. 
 How about you? Do you feel this way?
 2014 rolled around. Things were starting to shift 
within me. Small and barely perceptible, new and un-
familiar patterns were starting to emerge in me. These 
changes came after reading “The Secret” by Rhonda 
Byrne. You may have heard of it as it was also made 
into a popular movie. The book is about the law of at-
traction. It talks about how expressing gratitude for 
certain things can help you manifest more of those 
things. 

	 Since	I	wasn’t	very	happy	or	satisfied	with	my	life	
at	 that	point,	 I	decided	to	give	Rhonda	the	benefit	of	
the doubt and try it out myself. On a sunny day some-
time in February on my lunch break I started feeling 
gratitude for all the job interviews that I have had in 
my life. 

 I would remember all the “right answers” 
that I gave and all the strengths I thought 

I exhibited during the interviews. 
This gratitude was heartfelt and 

sincere. Magically, within two 
weeks of that experience two 
new job interviews landed on 
my lap. One of them turned 
into a better job opportunity, 
so within a month I had a 
new job with better pay!
 Uplifted by this experience 

I decided to read another 
book by Rhonda Byrne called 

“Magic,” which is entirely about 
gratitude. The application of the ac-

tion steps outlined in the book further 
fertilized the soil of my soul. 

 The changes in me grew bigger. Gratitude helped 
me overcome some of the negative emotions that had 
been holding me down, including guilt, regret, jealou-
sy, fear and indifference. This may sound abstract to 
you now, but trust me, as someone who had been domi-
nated by those negative emotions all of his conscious 
life before the big change, practicing gratitude will be 
well worth a try.
 Now, think about yourself for a moment. If sci-
ence invented a fancy new “emotion meter” and you at-
tached it to your heart and monitored your emotions 24 
hours a day, what emotions would you observe? Which 
of your emotions are running YOUR life? (Remember, 
the “emotion meter” has a 100% accuracy rate, so you 
can’t lie to yourself. Is it anger, frustration, sadness, 
guilt, worry, fear? Or is it love, joy, gratitude, peace, 
serenity and faith?)
 Here is the big surprise. The “emotion meter” has 
been invented! In fact, it has been around since the 
beginning of time. It has always been available, even 
if you weren’t aware of its existence. Your life today, 

Which of 
your emotions 

are running 
YOUR life? 

Motivational Corner: The magic 
of becoming a giver 

(continued on next page...)
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at this second, your results, your experiences, your surroundings, 
your environment is the most accurate measurement of your emo-
tions. You may be sure that if your life is dominated by negative 
events and people, it is a direct result of the emotions and feelings 
you have been dominated by before today.
 Thankfully, you have the power and tools to change your re-
sults.	Right	now,	at	this	moment,	perhaps	for	the	first	time	in	your	
life, you are getting the access to the remote of the “emotion me-
ter.” There are many channels you can tune in to, including grati-
tude, love, joy, appreciation, etc. But today I want to introduce you 
to another action channel that can change your life forever. 
 I learned about this principle from Napoleon Hill in his fa-
mous bestseller “Think and Grow Rich.” It’s the law of increasing 
returns, also known as the law of sowing and reaping, the Golden 
Rule. If you render someone a service that you are not expected to 
render, and do it in a positive, pleasing mental attitude without 
expecting anything in return, the law of increasing returns will 
bring back to you more of the kind. 
 In the beginning of 2015 is when I started intentionally apply-
ing this principle. Daily I would ask myself, “What good can I do to 
someone who doesn’t expect it today?” 
	 Answers	started	flowing	in.	Even	though	financially	I	was	in	a	
pretty tight space, with full faith and trust I decided to implement 
my decisions. I started leaving $1 tips to cashiers at 7-Elevens and 
grocery stores, and paying for people behind me at the drive-thru. 
On Valentine’s Day I bought a bouquet of red roses, broke it apart 
and	left	a	single	red	rose	on	every	desk	at	my	office	before	anyone	
got there in the morning. I started genuinely complimenting ev-
eryone, especially people who are not used to it (drive-thru atten-
dants, construction workers, janitors, etc.). 
	 I’ll	 be	honest.	This	was	all	 quite	uncomfortable	at	first,	 but	
people in those situations were always caught by surprise, dazzled, 
sometimes speechless...and always BEAUTIFUL! Those smiles, 
those grateful looks and tears on some occasions were priceless. 
 I realized that even if the law of sowing and reaping was false, 
even	if	I	didn’t	get	any	sort	of	financial	return,	the	unspoken	joy,	
happiness and gratitude I experienced as a result of these silent 
acts of unconditional kindness were more than enough compensa-
tion. I bring up these examples not for bragging, but in the most 

humble way to give you examples of how actions so small and 
seemingly	 insignificant	 can	 profoundly	 affect	 the	 lives	 of	 others	
and yours.
 It was Christmas season of 2015. I was a changed man, for-
ever. No longer was I making projections of the checks and cash I 
was going to receive. No longer was I looking forward to receiving 
at all! 
 All I could think about was giving. Who can I GIVE to? Who 
can I HELP and HOW? 
 Magically, within about two to three months of starting to in-
tentionally apply the law of sowing and reaping, blessings started 
pouring into my life. Again, out of nowhere I got a wonderful job 
offer, my sales started increasing, my wife’s business started to 
flourish.	
 To top it all off our baby girl was born on December 21, 2015, 
right on time for Christmas as a testament to the power of giving, 
the power of doing good, the power of feeling good, the power of be-
ing good. 
 Could all of these blessings be coincidental? Absolutely not! 
They couldn’t be as nothing of the sort happened to me in my 33 
years of life before the big change.
 Today you have received a magic key. The magic key of giving: 
giving intentionally, giving unconditionally, giving wholeheart-
edly, without an expectation for anything in return. 
 Don’t think of giving just as “giving money” which you might 
not have. Give a smile, give a compliment, give your time, give 
your encouragement, give your service, give your love, give your 
support, give your appreciation and gratitude. 
 Give more than you think people deserve. It matters not 
whether the receivers will appreciate you or thank you. That’s sec-
ondary. (Remember, you’re not looking for anything in return any-
way.) Just keep giving. Not only will you never be the same again, 
but your life will never be the same again. Guaranteed!
 So start today, start small. Ask yourself the same question 
Benjamin Franklin asked himself every morning: “What good 
shall	I	do	today?”	Then	make	it	more	specific,	“Who	do	I	know	(or	
don’t know) that may need help but doesn’t expect any?” 
 And wait for the answers. They will pop into your head. All 
you’ll have to do is listen to them and then ACT! ⌂⌂

(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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Dayla Brooks

Chair, Resale Council It is your 
responsibility 
to learn how 

to protect your 
income.

What will you do with your blank slate? Each 
year in real estate, whether you crushed 
your goals or had a lackluster year, we get a 

fresh start in January. 
 While looking back at last year to see what we did 
right and what we can improve upon, we also get to 
compute our taxes. Uncle Sam forces us to take a 
snapshot of our business. Use this oppor-
tunity to learn more and become stra-
tegic about your business. 
 The HRRA Resale Council’s 
first	 meeting	 of	 the	 year	 will	
highlight a tax advisor who 
can provide tips and strate-
gies to keep Uncle Sam and 
Aunt Virginia out of your 
pockets. 
 Don’t get me wrong; we 
pay all of our taxes and love 
having streets, streetlights and 
all	 the	 wonderful	 benefits	 from	
our government. But we do only 
want to pay the fair amount and not 
miss any deductions. This is your business, 
and it is your responsibility to learn how to protect 
your income. 
 My name is Dayla Brooks, and I have been in real 
estate since 2006. I missed the big party from 2003 to 
2006. I came in in December when things were winding 
down. As you know, in 2007 and 2008 it was a brutal 
market. Four houses listed, only one would sell, and it 
was very tough to compete with the many foreclosures. 
Sellers were frustrated as they had been seeing such 
rising appreciation, and it shocked them. 
 I count myself grateful to have entered the busi-
ness in such a storm because it forced me to work very 
long and hard and become creative to get houses sold. 
If I had entered the market as it is today, I would not 
have been forced to work as hard and may have missed 
some lessons. 
 So, what is HRRA’s Resale Council? Basically, if 
you are not sitting at a new construction site, you are 
a resale agent and need to attend the Resale Council 
meetings. There’s free lunch at 12:30 p.m. (Remember, 
we talked about protecting your income. Well, you need 
to take advantage of your REALTOR®	 benefits,	 and	

this	free	lunch	generously	sponsored	by	our	Affiliates	
is one of them.) 
 After lunch the meeting is from 1 to 2 p.m. We 
will always start and end on time. Many of you have 
been involved with the REALTORS® Have a Heart pro-
gram, which previously was part of the Resale Council. 

I love what past Resale chair Alexandra Serrano 
has done with this program. To allow her 

to pursue it with even more passion, 
the even months of the year she 

will have a REALTORS® Have 
a Heart event (now part of 
the Community Involvement 
Advisory Group), and in the 
odd months we will have an 
educational session at HRRA 
through the Resale Council. 
 Please be diligent and watch 

for our opportunities to serve. 
This is a wonderful resource for 

REALTORS®	 (and	 Affiliates)	 to	
give back and have a presence in 

our communities. 
 Go ahead and put on your calendar 

the	first	Tuesday	 of	 the	 odd	months	 for	 the	Resale	
Council. I will help you out and have the dates here for 
you.
• January 7, 12:30-2 p.m. “Tax tips: Keep Uncle Sam 

and Aunt Virginia out of your pocket.”
• March 3. Lunch will be at 12:30. However, we will 

have a two-hour meeting as we are collaborating 
with the Young Professionals Network (YPN) for our 
meeting to follow up on where to invest the money 
saved with the tax advisor in January. So, block out 
12:30 to 3 p.m. 

• May 5, 12:30-2 p.m. Come Cinco de Mayo with us.
• July 7, September 1, and November 3, 12:30-2 p.m.  

Topics TBD.
 Have you never attended a Resale Council meeting 
and are unsure what to expect? In addition to the free 
lunch, we will also have door prizes. I have to tell you, I 
was jealous of the winner of the mani/pedi and another 
agent who won a free car wash. But I know you are not 
coming just for that. You are coming to invest in your-
self and gain a clear vision for the best agent you can 
be for 2020! ⌂⌂

Resale is instrumental to being 
the best agent you can in 2020
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Advocacy topics that interest me: 
VA Housing, National Flood Insurance Program, 
and technology, including drones and marketing 
practices.

REALTOR® activities: 
Circle of Excellencesm (COE) Committee, Young 
Professionals Network (YPN) Committee, COE 
Gold Award. 

Community involvement: 
Muscular Dystrophy Association, Prime Plus 
Norfolk Senior Center, The Salvation Army, 
Evelyn’s Wildlife Refuge. 

Why I give to HRRPAC: 
I	will	be	the	first	to	say	I	do	not	follow	our	
legislation as closely as I should. HRRPAC allows 
me	to	be	part	of	a	knowledgeable,	unified	voice	
seeking representation in matters that directly 
impact our industry. 

Why donating to HRRPAC is important:  
We all strive to ensure we have our clients’ best 
interests	and	a	fighting	stance	in	our	industry.	
HRRPAC is a facet of that protection. 

Richard 
Calderon, SFR, 
ABR, PSA

Member since: 2012

HRRPAC 
contributor level: 
Mayor’s Club

 HRRPAC Spotlight: Richard Calderon

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

Happy New Year

757-687-5000  |  TOWNEBANKMORTGAGE.COMNMLS# 512138
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Most often, 
great ideas 
come from 

unexpected 
sources.

With 2019 ended, many people are making 
resolutions to make a change or start some-
thing new, improve their well-being, or set 

goals for a successful year. 
 Community associations and their residents 
should not be the exception. Here are just a few sugges-
tions for resolutions to make 2020 a more positive 
and successful year for your commu-nity. 
 Become more knowledgeable 
- The New Year is the perfect time 
to review your governing docu-
ments including the Covenants, 
Conditions, and Restrictions 
(CC&Rs), Bylaws, and Rules 
& Regulations. The board 
members	 have	 a	 fiduciary	
duty to the homeowners to 
know and understand the 
governing documents to better 
manage and operate the asso-
ciation. This is also a good time 
to determine if the docu-ments need 
updating. 
 If you are not already enrolled in your 
Community Associations Institute Chapter, you may 
want	 to	 join	 this	 year.	You	 can	benefit	 from	 the	 free	
resources that are provided for CAI members such as 
written materials, classes, and seminars. 
 Not only board members, but homeowners should 
also review their governing documents. With so many 
activities involved when purchasing a new home, com-
bined with the excitement and confusion, very few peo-
ple have time or the desire to read through the large 
stack of con-dominium or homeowner’s association doc-
uments. Many violations that boards face are be-cause 
homeowners have not read, nor do they understand, 
what is written in the Rules & Regu-lations. 
 If you feel a rule is outdated or ridiculous, remem-
ber that it may be important to your neighbor. If you 
feel that a change is needed, advocate for a change in a 
respectful manner, with an un-derstanding of the rule 
and why it was included. 
 Shift Your Perspective - Simply changing your 
perspective can build a better image of an association 
and how you inter-act with the homeowners. An impor-
tant tip for board members is to embrace an attitude of 

service, instead of an attitude of authority. 
This will help to be less stressed and defensive when 
homeowners challenge decisions made by the board. As 
board member, you don’t control the homeowners, you 
serve them. Remember that when a homeowner has a 
question or suggestion, it does not mean it is an attack 

on the board. 
 Most often, great ideas come from un-

expected sources. 
 This can also be said for 

homeowners as well. Remember 
that the association is not your 
land-lord or your supervisor. 
They are volunteers. They 
are human and they will 
make mistakes. Try saying 
“thank you” to those volun-
teering their time to help the 

community and those living in 
the community. 

 Increase communication 
- The key to a successful associa-

tion is better communication. You can 
increase communication with homeowners 

by creating a regular newsletter that includes up-
dates in the community, up-coming projects and sched-
ules, and any additional information that will keep the 
homeowners informed of their community.  
 Other ways to keep them informed is by utiliz-
ing social media, the NextDoor app and a community 
website. They can be used for meeting reminders and 
meeting notes and minutes, community activities and 
events, resident recognition, and upcoming projects, to 
name just a few. 
 Board meetings should not be the only avenue that 
homeowners can communicate with the board. Mak-
ing the association more accessible to the residents 
encourages an environment where they feel that they 
can be open with their suggestions and concerns. In-
creasing trans-parency will help homeowners feel more 
informed and feel at ease with the association’s deci-
sions. 
 As a homeowner, ensure that you are using the 
proper channels set forth in the Rules & Regula-tions 
for communicating with your association. Be sure your 

New Year = new resolutions for 
associations and owners

Jennifer Ireland, 

SRES, SFR, MRP

Co-Chair, Common 

Interest Community 

Advisory Group

(continued on next page...)
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(New Year resolutions, continued from previous page)

communications are in a profes-sional and courteous manner. This 
will help to resolve issues in a timely manner with little to no con-
frontations. 
 Work together for a better community - Give homeowners 
the opportunity to become more involved in the community this 
year. Like most groups, 10% of the people do 90% of the work. 
Encourage homeowners to participate by installing committees in 
the community such as Neighborhood Watch Program, Grounds 
Com-mittee, Community Events Committee and/or Neighborhood 
Welcome Committee. 
 By giving homeowners more opportunities to get involved, it 
not only shares the workload, but it will also improve the relation-
ship between the board and the residents, as well as pride in the 
community. 
 Many board members complain that homeowners do not get 
involved until there is a problem. As a homeowner, volunteer to do 
one thing for your community this year. You can do this by partici-
pating on a committee, writing a column for the community news-
letter, or hosting an event in the community. 

 No matter how big or small, every little bit helps your com-
munity.  
 A great way for the community to come together is to plan 
community events. This could be around a major holiday or the 
change of season. Examples could be a pool party or cookout in 
the summer, a movie or game night in the fall, or an end-the-year 
gathering to celebrate the New Year. 
 Social events get homeowners together to mingle with one an-
other, build better relationships amongst the community and boost 
pride in the neighborhood. 
 Now is the time to create a positive change in your commu-
nity, whether you are a board mem-ber or a homeowner. The deci-
sions being made and the actions that are being taken within your 
community do not only affect the board, it also affects you and your 
neighbors. 
 Taking the time to work together will ensure a more enjoyable 
community with improved rela-tions and a higher morale among 
homeowners. Cheers to 2020!  ⌂⌂

Thank You to our 2020 HRRA Partners

GOLD SILVER BRONZE

COPPER

CLYBURN
INSURANCE

AMBASSADOR

(Partner listings current 
as of 12/17/19)



14     Hampton Roads REALTOR® • January 2020

Tim Churchwell, 

CCIM

Commercial Council

Rising tolls, 
bottlenecks 
and public 

transportation 
are items of 

interest. 

Welcome to 2020. It’s going to be a great year 
for you! It will also be an interesting year 
as we have presidential elections, and every-

one is waiting to see what the economy will do this year 
after its historical run. 
 I have the honor to once again serve as the chair-
man of the Commercial Council for HRRA. In ad-
dition, I am also on the board for CCIM 
(Certified	 Commercial	 Investment	
Member) Mid-Atlantic. Serving on 
the HRRA Commercial Council 
with	 me	 are	 Blake	 Wingfield	
and Jean Rosalia. 
 HRRA’s Commercial 
Council	 benefits	 members	
who practice commercial 
real estate and gives them a 
voice in the organization. We 
accomplish this by providing a 
seat on the board to represent 
commercial interests and serv-
ing as a resource to our members by 
providing knowledge though communi-
cation and classes. 
	 We	 also	 add	 profitability	 to	 HRRA	 by	 hosting	
the Hampton Roads Commercial Sales and Leasing 
Awards each year, in which almost all the local com-
mercial	firms	participate.	
 I am a huge believer in education. As such, one 
of our objectives for the year is to utilize some of the 
resources	of	CCIM	to	benefit	HRRA	members.	
 Some ideas are using my CCIM board position to 
advocate bringing some CCIM classes to be held in our 
area, attracting international trainers to present to 
HRRA members, and cross networking programs. 
 In addition, we want to coordinate with the Na-
tional Association of REALTORS® (NAR) to pursue 
any NAR grants to provide educational opportunities 
in areas such as Opportunity Zones and Tax Credits 
programs.
 Other objectives for the year are to bring to our 
members a monthly article on commercial real estate 
trends;	 to	 increase	 the	 profitability	 to	 HRRA	 in	 our	
sponsorship of the Hampton Roads Commercial Sales 
and Leasing Awards; to attract more commercial agents 
to become REALTORS® (most commercial agents in 

our market are not); to increase the best practices for 
those of members who are or want to practice commer-
cial real estate; and to conduct classes in commercial 
real estate. 
 We want to open up some of the topics of discus-
sion that are facing us nationally, including rent con-

trol. Most of the research we’ve done has shown 
that rent control doesn’t work as it reduces 

supply. But we welcome your opinions. 
 Also, modular builds are 

taking off around the world. 
 For instance, in London, the 
tallest building in the world 
using the most modular 
units was just completed at 
44 stories and 444 feet tall. 
In	 Manhattan,	 the	 26-floor	
AC Hotel New York is using 

modular to add hotel rooms. 
 If you have any experience in 

using modular for developments, 
please reach out to us as we see this 

trend eventually coming to Hampton 
Roads.	 The	 rising	 flood	 waters	 issue	 is	 a	

large concern in our market. Rising tolls, bottlenecks 
and public transportation are items of interest. 
	 We	are	here	to	benefit	you,	the	members	of	HRRA.	
As such, we rely on your input to guide us in your 
needs. Please feel free to reach out to us and give us 
feedback as well as recommendations. I can be reached 
at tecproperties@gmail.com or 757-371-9145. 
 And please—get involved. This is your organiza-
tion, so make use of it! And if you feel there are im-
provements to made, please feel free to step up and 
make a difference.  ⌂⌂

Commercial Council sets 2020 
goals, examines issues 

mailto:tecproperties@gmail.com
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Traci Lewis 

VanCamp, 

CRS, ABR, GRI, 

MPM®, RMP®

Chair, 

Property Management 

& Leasing Council

PMLC is 
excited to 
bring you 

some amazing 
education.

Happy New Year! As we start a new decade in 
2020, we must have 20/20 “vision.” Hopefully 
by now you have written down your game 

plan and your goals and started implementing them.  
 2020 marks my second year as chair of the Prop-
erty Management and Leasing Council (PMLC). I look 
forward to working with vice-chairs Lee Halyard 
and Amy Gianniny. Lee will be serving his 
second year and we are excited to have 
Amy	on	board	for	her	first	year.	
 Let us help you make this
your best decade ever! PMLC 
is excited to bring you some 
amazing educational op-
portunities.	 Our	 first	 meet-
ing will be January 21. Our 
meetings take place the third 
Tuesday of each month; net-
working and lunch start at 
11:30 a.m., and the program 
starts promptly at noon and ends 
at 1:30 p.m.
 April is going to be a very busy 
month. In lieu of our regular meeting, we 
will have our annual VRLTA visit from Chip Dicks; 
more details and date to follow.
 New this year, PMLC has teamed up with the 
Virginia State Chapter of the National Association of 
Residential Property Managers (NARPM® ) to present 
“A	‛Foolproof’	Approach	to	Property	Management:	Pro-

fessional Development Day.” This event will take place 
on April Fools’ Day, April 1, and breakfast and lunch 
will be included. But we’ll suffer no “fools” as we offer 
amazing speakers and vendors! All of this is available 
for a fantastic early-bird HRRA member price of $45. 
This pricing ends February 29, so sign up now!

Both of these events as well as our regular 
monthly meetings will count towards your 

Circle of Excellencesm (COE) Distin-
guished Property Manager (DPM) 

award. Make sure to sign in 
at every PMLC event so the 
COE Committee knows you 
were there. (This will be the 
second year that the DPM 
award requires you to attend 
three or more PMLC meet-
ings or events.)

 Our 2020 “vision” is to help 
you as a property manager gain 

the right tools and education to 
be successful. If you have any ques-

tions, suggestions for topics or speak-
ers, our leadership team is here to listen. 

Please feel free to contact any of us! 
 We look forward to seeing every HRRA property 
manager at our meetings and events. Let’s make this 
an amazing 2020, and work together to make all your 
goals and visions come true!  ⌂⌂

Education for your 20/20 ‘vision’ 
with PMLC

 City councilwoman shares fiber ring info with HRRA

During HRRA’s last Government Affairs Forum of 2019, attendees 
welcomed Chesapeake City Council member Susan Vitale for an update 
on the 5G broadband known as the “Regional Fiber Optic Ring” and what 
it will mean to Hampton Roads, noting that it will affect the quality of 
life for all in a positive way. (Learn more about it at pilotonline.com/
inside-business/article_f978e690-561b-11e9-b285-bb97f2496bfc.html) 
Lunch was provided courtesy of generous sponsors Home Warranty 
of America and ProCraft Inspection Services. – Victoria Hecht, HRRA 
Communications and PR Specialist

http://pilotonline.com/inside-business/article_f978e690-561b-11e9-b285-bb97f2496bfc.html
http://pilotonline.com/inside-business/article_f978e690-561b-11e9-b285-bb97f2496bfc.html
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Brad Brinke

ProCraft Inspection 

Services 

There’s no 
reason not to 
enjoy a well-
maintained 

home.

The one thing I say constantly and consistently 
to clients is “a well-maintained home always 
sells	quickly.”	It	seems	that	people	 love	to	fix	

up their homes to sell them, but they rarely do things 
to maintain them. 
	 I	 always	 thought	 it	was	 odd	 to	fix	 something	up	
and then sell it. Why not enjoy the upgrades now? 
Let’s make 2020 different! Put together 
an action plan for your home. The 
list should include regular main-
tenance items like changing 
filters	 and	 updating	 batteries	
in detectors, but also larger 
projects. Here is a short list 
of things I see regularly that 
can cause problems if they 
are not attended to.
 Crawlspace: This is the 
biggest “out-of-sight, out-of-
mind” place in your home. The 
good news here is that you don’t 
have to go down there. There are 
professionals who will do that for you. 
It is important to have your crawlspace in-
spected on at least an annual basis. 
 Problems in a crawlspace can include moisture, 
rodents, plumbing leaks and foundation dilemmas. 
There’s	no	reason	to	wait	for	a	transaction	to	find	out;	
take a deep breath and look now.
 Heating and cooling: I already mentioned 
changing	filters	above.	That’s	 the	 easy	part!	Did	you	
know that HVAC professionals recommend a service 
twice a year? That means in the fall and winter for 
your furnace and in the spring for your cooling system. 
The technician will test electrical connections, conden-
sate drains, exhaust, refrigerant levels, blower systems 
and much more. 
 HVAC problems never happen at convenient 
times. Regular maintenance helps you avoid them 
while prolonging the life of the equipment. A properly 
maintained HVAC system provides the one thing we 
all want: comfort. Go get it. You earned it!
 Landscaping: How on earth is landscaping as im-
portant as those other two things above? Well, did you 
know that squirrels and other rodents use trees and 

tree limbs as jumping off points to enter your home? 
How about all that new mulch every spring that keeps 
getting stacked up against the foundation, trapping 
water and making hiding places for bugs and termites? 
 Yes, landscaping is important, albeit a much bet-
ter thing to do in the spring than winter. Take a good 

look at all the trees and bushes surrounding your 
home. They should not touch the home nor 

the siding in any area. 
 There should be also be 

a clear area around any exte-
rior HVAC equipment. Mulch 
around the home should be 
graded to draw water away 
from the home and should 
never cover crawlspace foun-
dation vents. 
 Gutters: The only job a gut-

ter has is to collect rainwater 
and divert it to another location. 

How can a gutter collect rainwa-
ter if it is full of leaves? I would say 

95% of the gutters I encounter are dirty 
or	filled	with	debris.	

 When a gutter is too full and can’t accept any wa-
ter,	that	water	will	back	up	into	the	soffit.	The	soffit	is	
usually made of wood, and we all know what happens 
when water and wood get together. If you don’t want 
to clean the gutters, there are companies that will do 
it for you, or you can invest in a leaf guard system that 
will prevent leaves from entering the gutters.
 Roof: The good news about roofs is that they don’t 
require much maintenance. I am going to focus this 
section on that one leak that only happens when the 
wind blows from the east, west or someplace else. This 
leak is not top of mind; it doesn’t happen every time it 
rains, so you forget about it until it happens again. 
	 Find	a	roofer	who	can	find	and	fix	the	problem.	A	
good roofer will take a hose on the roof and spray from 
every	angle	until	they	find	a	leak.	Water	leaking	inside	
a home is never a good thing!
 This is just a short list of things that we commonly 
see as issues during home inspections. Maintenance is 
part of the joy of homeownership, and there’s no reason 
not to enjoy a well-maintained home.  ⌂⌂

Maintenance: It’s not a dirty 
word
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Dawn Miller

Chair, International 

Advisory Group

The New Year is here! I’m excited to serve as 
chair of the International Advisory Group, bet-
ter known as IAG, for 2020. To me, having an 

advisory group like IAG allows our REALTOR® mem-
bers to understand and celebrate our diversity, thus 
fostering cultural awareness. 
 It also helps acknowledge both similarities 
and differences bridging any gap in com-
munication. With successful commu-
nication comes relationship, which 
ultimately leads to a successful 
and meaningful real estate 
business. 
 During the 2020 Leader-
ship Orientation Chairman 
Cindy Hawks White shared 
a word cloud (also known as 
text clouds or tag clouds) fea-
turing words and phrases that 
have shaped our local associa-
tion in the past and will help de-
termine our future. (See graphic at 
bottom.)
 Here are some things that stood out: 
Win-Win; Out-of-the-Box Solutions; Core Values;
Aim High; Relationship; Communication; and Skills. 
 All of these are what IAG is striving for in 2020 
and in future years. 
 Many cultural studies show that in building ap-
preciation	 for	 diversity,	 one	 must	 first	 understand	
their own values and assumptions regarding their own 
culture. At HRRA I would say it is our culture to create 
real estate agreements that are a win-win for all par-
ties, which could at times have us utilize our creativity 
to “think outside the box” when serving our clients. 
 The educational and social events IAG has planned 
for 2020 will surely encourage new relationships be-
tween our REALTOR® members as well as strengthen 
our existing ones, in addition to helping us understand 
how to with foreign nationals and second-generation 
Americans.

 In 2020, IAG’s events will help focus on building 
our skillset as well as the tools and training we have 
access to as part of being a REALTOR®. Take some time 
to review the HRRA website, HRRA.com, to revisit the 
many	 benefits	 you’ll	 enjoy	 with	 being	 a	 REALTOR®. 
Did you know there are more than 650 member ben-

efits	to	take	advantage	of	through	HRRA,	Virginia	
REALTORS® and the National Association 

of REALTORS®? 
 I am most excited about the 

national ad campaign dubbed 
“That’s Who We R,” which edu-
cates the consumer on the RE-
ALTOR® difference and offers 
many tools for you use it in 
your business. HRRA’s web-
site will direct you to more 
information.

 Come visit the IAG booth 
at the third annual HRRA 

Committee Fair on January 27 
at HRRA, and we’ll tell you more 

about our plans for the New Year! 
Here’s to aiming high in 2020!  ⌂⌂

IAG: 
celebrating 
our diversity, 
and fostering 

cultural 
awareness.

Aiming high with International 
Advisory Group in 2020

(Word cloud provided by Cindy Hawks White.)

Learn more about specialty councils like IAG at 
HRRA.com/who-we-are/councils-committees/ 

http://HRRA.com
HRRA.com
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Calendar of EVENTS
JANUARY
HRRA offices will be closed for New Year’s Day  January 1
Resale Council January 7 1 p.m. Norfolk Room
Joint Government Affairs and REALTOR®/Lawyer January 9 1 p.m. Norfolk/Suffolk Room 
Affiliates	Council	 January	10	 9:30	a.m.	 Virginia	Beach	Room	
COE Applications Due January 13 5 p.m. HRRA
New Member Orientation January 16 9 a.m. Norfolk Room
New Homes Council January 16 9:30 a.m. Board Room
Common Interest Community Forum January 16 1 p.m. Suffolk Room
Day on the Hill January 21 all day Richmond
Property Management & Leasing Council January 21 11:30 a.m. Norfolk/Suffolk Room
HRRA Committee Fair January 27 4 p.m. HRRA

FEBRUARY
New Member Orientation February 4 9 a.m. Norfolk Room 
REALTORS® Have a Heart February 4 10 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. TBD 
REALTOR®/Lawyer February 13 1 p.m. Norfolk/Suffolk 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

Monday, January 27

4 - 6 p.m. at HRRA

3rd Annual

COMMITTEE FAIR

RSVP “January” to YPN@HRRA.com

mailto:YPN@HRRA.com


Hampton Roads REALTOR® • January 2020    19 

Calendar of EDUCATION
JANUARY
Alpha offices will be closed for New Year’s Day January 1 
Principles Exam Prep January 4 9 a.m. Chesapeake Campus
Broker Licensing: RE Appraisal January 6-10 & 13 9 a.m. Williamsburg Campus 
Principles of Real Estate (AM) January 6-27 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) January 6-27 9 a.m. Newport News Campus
Principles of Real Estate (PM) January 6-27 6:15 p.m. Chesapeake Campus
Principles of Real Estate (PM) January 6-27 6:15 p.m. Newport News Campus
Continuing Education Required Topics January 9 8:30 a.m. Chesapeake Campus 
Continuing Education Related Topics January 14 8:30 a.m. Chesapeake Campus 
NC Post-Licensing: Law, Rules and Legal Concepts January 16, 17, 23, 24 8:30 a.m. Chesapeake Campus
Broker Management CE January 16 8:30 a.m. Chesapeake Campus 
Continuing Education Required Topics January 21 8:30 a.m. Chesapeake Campus 
GRI 501: Agency January 24 9 a.m. Chesapeake Campus
GRI 504: Working with Buyers January 28 9 a.m. Newport News Campus

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 3-24 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 3 - March 24 6:15 p.m. Virginia Beach Campus
Principles of Real Estate (PM) February 3 - 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

*Course schedule may change without notice.

CHESAPEAKE
(Alpha & NCARE) 

638 Independence Pkwy, #100
Chesapeake, VA 23320

NEWPORT NEWS
(Alpha) 

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

VIRGINIA BEACH
(Alpha)

184 Business Park Drive
Virginia Beach, VA 23462 

WILLIAMSBURG
(Alpha) 

5000 New Point Rd, #1101 
Williamsburg, VA 23188

NAGS HEAD
(NCARE)

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

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

North Carolina
Academy of Real Estate, LLC

NCAcademyOfRealEstate.com
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Cosette Lambourne

Chair, Young 

Professionals Network 

20% of our 
efforts will 
produce 

80% of our 
returns.

HRRA’s Young Professionals Network (YPN) 
team is passionate about its purpose this 
year! We are bringing training, education and 

fun into 2020 that will help our REALTORS® create a 
clear vision and goal for their business. 
	 As	Tony	Robbins	 says,	 “Setting	 goals	 is	 the	first	
step in turning the invisible into the visible.”
Meet the team. I am your 2020 YPN chair, 
working alongside vice-chairs Jason 
Houser, Courtney LaLonde and 
Hunter Clarke. I am thrilled 
to have such an enthusiastic 
committee	filled	with	 energy,	
ideas and excitement! 
 This month it felt ap-
propriate to share the impor-
tance of goal setting. Extraor-
dinary results are directly 
determined by how narrow we 
can make our focus. So let’s fo-
cus on making our goals SMART: 
Specific,	 Measurable,	 Achievable,	
Relevant, Timebound.
 It is all too easy to set a goal to “make 
more money,” “sell more houses,” “be happier” or 
“have	financial	 freedom.”	However,	 these	are	unclear	
and ambiguous intentions, not goals. We have to dive 
deep! 
 How much money do we want to earn? Why is it 
important for us to earn that amount? What will we 
do with those earnings? Purpose must fuel our goal or 
there will be nothing pushing us toward our target! 
 Let’s try another one: Would you like to have true 
joy in your life? What areas of your life are you un-
happy in? What is the one thing that is standing in the 
way	of	finding	that	happiness?	What	is	the	one	thing	
that	YOU	can	do	to	change	this?	We	must	get	specific!	
We must narrow down to the root of what we want to 
change and why. Most importantly, we must accept 
responsibility for our lives and our businesses. My 
mother always told us as kids that the only person we 
can change is ourselves. Don’t wait on others to change. 
And don’t wait for the world to change! Decide today 
to take ownership of YOUR life and thus, YOUR FU-
TURE!
 We’ve all heard the quote, “Success is 90% mind-

set,” which leaves the remaining 10% as the work you 
must do, the skills you must acquire and the growth 
you must achieve. We have to be committed to our 
goals and be willing to do the necessary work.
 This brings me to Pareto’s 80/20 Principle. It’s a 
game changer. Coupled with proper time-blocking and 

time management, mastering this principle will 
not only help you achieve your goals, but it 

will create more time in your day and 
relieve stress from your life. 

 If you are looking for a magic 
pill, this is it. It has been prov-
en in every area of life and 
business that 20% of our ef-
forts will produce 80% of our 
returns. Yet most of us get 
caught up in the 80% of un-
necessary or non-producing 

activities. We must re-evalu-
ate our priorities.

 Our daily “to-do” list, for in-
stance, is a tool and yet a distrac-

tion. Not everything on that list must 
be done today or will make a difference in 

our business. The key is to identify a “Success List” 
and	then	to	do	the	most	important	tasks	first	in	your	
day. This is when we have the most energy and the 
strongest focus. 
 Wolfgang von Goethe said, “Things which matter 
most must never be at the mercy of things which mat-
ter least.”
 These changes and strategies will require account-
ability, determination and self-discipline. But if you do 
it right and do it long enough (66 days to be exact), it 
turns to habit. Successful people don’t necessarily work 
harder or longer; they simply have created the habits 
that support a successful life. 
 Let’s have 20/20 vision this year. Establish clarity 
and commit to your smart goals. Commit to creating 
success habits. Commit to a positive mindset. Commit 
to your priorities. 
 And, most importantly, commit to living your life 
with purpose!  ⌂⌂

20/20 Vision in 2020: Creating a 
clear vision and purpose
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Affiliate Spotlight: Title Concepts
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Title Concepts LLC

Territory: State of Virginia

Company details: titleconcepts.net, 757-819-6682, or orders@titleconcepts.biz

Year company established: 2006  HRRA Affiliate member since: 2011

Why we got into this business: The owner, Shannon, started working at a title company the 
week after high school graduation, and it was really just a job back then to pay her way through 
school. After learning the different aspects of the business, and after working for several other 
title companies and attorneys, she thought there was a better way to do business. So, she thought 
that owning her own company was the next logical step in her career.

Why we love doing what we do: Helping people’s dream of homeownership become a reality 
is something amazing. 

Our favorite satisfied-customer story: We work with the military a lot. It’s always a great 
pleasure knowing we can accommodate their schedules, no matter the time or location. We have 
closed clients in Japan, Guam, Hawaii and even Cuba, to name a few. Just knowing we can take 
some stress off of them, explain things and ease their minds on the closing can make all of dif-
ference. 

Our favorite HRRA event and why: The Chili Cook-Off & Tailgate Party. It’s a chance for all 
of us to come together, be relaxed and have fun. 

Most memorable HRRA moment: Presenting the PaintFest® murals to St. Marys Home and 
seeing the residents and the facility. It’s great to know you can put a smile on someone’s face with 
such a simple act.

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

Best piece of advice to REALTORS®: Don’t always settle for a “no” answer. Get another opinion, even if it means calling a secondary 
settlement agent for their opinion. There is always a solution to every situation. Sometimes getting different opinions and talking out the 
issue	helps	to	find	alternative	ideas.

The one thing we want REALTORS® to know about our industry is: The title world is always changing and evolving. Sometimes 
we ask for documents that REALTORS®	or	lenders	don’t	understand	why	we	need	them.	But	it	is	important	to	know	that	we	are	first	and	
foremost an insurance company, and ensuring everyone in the transaction is on the same page gets things done so there won’t be any is-
sues or questions down the road. We are always looking out for the interests of our buyers, so there is never anything that can come back 
later and cost them (or us) any money. It’s all about documentation these days. In our world, it’s what can hold up in court if there were 
ever a title claim. So, if you really wonder why we need something, just ask. 
  
HRRA Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members. 

http://titleconcepts.net
mailto:orders@titleconcepts.biz
HRRA.com
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Deborah Lesyshyn, 

ABR, CRS, GRI, 

SRES

Chair, Professional 

Standards Committee

A New Year is upon us, and once again the lead-
ership team at HRRA is busy planning its 
2020 goals and ways to implement them the 

most effectively. These are goals that meet the needs 
of our members and serve our profession in the highest 
and	most	beneficial	manner.	
 I am honored to be asked to serve once again 
as chairman of the association’s Profes-
sional Standards Committee. It’s a 
role I am very familiar with it as 
I previously served as its chair-
man for six years as well as on 
the committee as a member. I 
had served on the Grievance 
Committee prior to mov-
ing up to Professional Stan-
dards. I have always consid-
ered it an honor to serve on 
our Board of Directors and in 
our profession. 
 At the start of this New Year 
and this new decade I would like to 
encourage all of our members to get in-
volved in some capacity. Involvement in the 
REALTOR® association will enhance your career in 
valuable ways and give you a larger perspective of our 
industry as a whole.
 We all love attending the REALTOR®/Lawyer fo-
rums, our fabulous Circle of Excellencesm Gala and the 
other wonderful functions presented by our associa-
tion. Professional Standards is a bit different. 
 We don’t “attend functions” or meetings to have 
fun or catch up on Professional Standards. Although 
we are proud to have a Code of Ethics and be held to 
standards of conduct in our profession, we don’t ever 
want to ever attend a professional standards hearing. 
 To quote: "The professional standards process 
plays a very important role in our local association. It 
helps ensure honorable, faithful and competent service 
to our members, their clients, customers and other 
members of the public through the enforcement and 

disciplinary procedures that accompany the Code. The 
National Association of REALTORS® adopted its Code 
of Ethics in 1913. Since then, REALTORS® everywhere 
have pledged to meet the Code’s high professional stan-
dards upon becoming members of the Association.”
	 Anyone	 may	 file	 an	 ethics	 complaint	 from	 any-

where in the United States; however, it must be 
filed	with	 the	association	having	 jurisdic-

tion over the individual named in the 
complaint. HRRA’s jurisdiction 

covers the cities of Chesapeake, 
Franklin, Norfolk, Portsmouth, 
Suffolk and Virginia Beach as 
well as Isle of Wight County. 
The	 complaint	must	be	filed	
within 180 days of the inci-
dent.
 We also have an ombuds-

man program available that 
could possibly assist you with 

your ethical concerns. The om-
budsman will attempt to informally 

resolve your concerns through phone 
communication. 

 The ombudsman’s role is primarily one of commu-
nication and conciliation, not adjudication. Ombuds-
men do not determine whether ethics violations have 
occurred; rather, they anticipate, identify and resolve 
misunderstandings and disagreements before matters 
ripen into disputes and possible charges of unethical 
conduct.
 Again, I look forward to serving our association. 
It’s common at the start of any given year to hope the 
Professional Standards Committee is challenged with 
a lack of cases and hearings. That would mean that 
all of us are doing things properly and no one has any 
complaints. It’s a standard to strive for and a vision to 
create. 
 Let’s all have a fabulous year, and please remem-
ber, if you are not involved in your association, get in-
volved. It will change your career in a positive way.  ⌂⌂

Get 
involved. It 
will change 

your career in 
a positive 

way. 

Professional Standards, a 
necessary function

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

Chair, Grievance 

Committee

As REALTORS®, we are held to the highest of 
ethical standards and procedures. We are val-
ued for the service we provide not only to our 

clients, but to fellow REALORS® and the general public 
as well. 
 With this New Year, I am honored to serve as the 
chair of HRRA’s Grievance Committee, accompa-
nied by Robert Cardona as the vice-chair. 
Grievance is not always a term or 
situation one wants to hear or be 
a part. However, in an ever-
changing industry, having the 
resources available to address 
your questions, complaints, 
and concerns about Code of 
Ethics rules, regulations, 
and standards of practice is 
paramount. 
 I thought a brief sum-
mary of the role of Grievance 
would be a great way to start out 
the New Year and new decade.
 1) Upon receipt of an Ethics com-
plaint from the Association, the Chairper-
son of the Grievance Committee shall review the 
complaint. Any evidence and documentation attached 
will be considered only to the extent necessary to de-
termine whether a complaint will be referred for hear-
ing. The Chairperson will assign three members of the 
Grievance Committee to review the complaint and to 
make any necessary evaluation. 
 2) The committee has eight questions to ask with 
the	first	7	being	procedural,	is	the	complaint	filed,	time-
ly, in the right association, in the right format, are the 
right parties named, are there any civil or criminal liti-
gations in process and question number 8, If the facts 
alleged in the complaint were taken as true on their 
face, is it possible that a violation of the Code of Ethics 

occurred? Complainants are not required to prove their 
case	when	initially	filing	an	ethics	complaint.	A	com-
plaint may not be dismissed for lack of evidence if the 
allegation(s), taken as true on their face, could consti-
tute a violation of the Code of Ethics and the complaint 
is in an otherwise acceptable form.

 3) If so, the case is handed up to the Ethics Hear-
ing Panel.

 I have been instructing on the Code 
of Ethics courses for New Member 

Orientations, Continuing Edu-
cation and Post-licensing for 
over 10 years now, and I’m 
still growing as the industry 
grows and changes. 
 The Code is a living, breath-
ing document that we need to 
continually review and grow 

with as it changes. Profession-
al Standards and the Code of 

Ethics are the basis for how we, 
as REALTORS®, conduct our daily 

business activities. 
 The Grievance Committee is here to 

assist and ensure these standards and values are 
upheld. 
 As REALTORS®, you have access to all the servic-
es of the Grievance Committee, ethics complaints and 
arbitration requests. Most scenarios and situations are 
pre-evaluated through HRRA’s Grievance Committee 
by	qualified	members.	These	members	are	active	RE-
ALTORS® in good standing, maintaining up-to-date 
ethics and professional standards training and have no 
prior or pending violations.
	 For	 information	on	how	to	file	a	complaint	or	re-
quest an arbitration, visit HRRA.com and select the 
“Ethics” tab.  ⌂⌂

New Year, new you, new role

The Code 
of Ethics 

is a living, 
breathing 
document.

Circle 
 Excellence

of
SM

HAMPTON ROADS REALTORS® ASSOCIATION

Award Application Deadline
All applications must be submitted to HRRA by 5 p.m. on Monday, January 13, 2020. 

Download all forms and learn more at HRRA.com/circle-of-excellence.

http://HRRA.com
http://HRRA.com/circle-of-excellence
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On many occasions, we have heard the fol-
lowing phrase associated with politics: “The 
more things change, the more things stay the 

same.” That is certainly true this year. As you know, 
both chambers of the Virginia General Assembly 
flipped	from	Republican	to	Democratic	control	 in	this	
year’s election. For those of us on the ground in the 
REALTOR® ground team at the Capitol, 
that means a different leadership and 
committee lineup. 
 So, in some ways, yes, things 
will change. But will they re-
ally? 
 We would say that while 
the faces will change, the 
goals and tactics do not. Af-
ter all, you still need 51 votes 
in the House and 21 votes in 
the Senate to pass a bill. And, 
you get them the same way: by 
advocating for REALTOR® posi-
tions and earning the necessary 
votes for our position to prevail. 
 Think about it. Over the course of year, 
your clients may change, but your goals are still 
same, right? Well, the same holds true for your govern-
ment affairs team. 
 And, as always, you play an important role in our 
advocacy success!
 To that end, on January 21 HRRA members will 
travel together to Richmond for our 2020 Day on the 
Hill, an event established to advocate for your profes-
sion. 
 This year, we will be changing things up! We will 
leave by bus early morning from HRRA’s headquar-
ters, have a light breakfast on the bus and arrive at the 
Virginia Capitol around 8 a.m. Once we get off the bus, 
we will be given a brief from the Virginia REALTORS® 
(VAR) government affairs team on bills and issues we 
will be discussing that day. 
 From VAR headquarters, we will escort attendees 
to the Capitol to meet with Hampton Roads senators 
and delegates. After we meet with our Hampton Roads 
delegation, we will walk to Sam Miller’s Restaurant, a 
local Richmond favorite, for a plated lunch with speak-
ers. After lunch, we will head back to HRRA headquar-

ters in Chesapeake. 
 By arriving on Capitol Hill with a large contingent 
of members, our region gets the attention of legislators. 
Legislators are most receptive and action to the voices 
of their constituents and that means you! Registration 
for this event is open, and we really encourage you to 

participate	in	this	fun-filled	day!	Please	sign	up	at	
HRRA.com today. The cost to attend is $20 

per person and includes lunch and bus 
transportation.

 Likewise, as we have done 
in years past, HRRA’s Govern-
ment Affairs team will work 
tirelessly during the General 
Assembly session to advocate 
on behalf of our local REAL-
TORS®. During session, we 
do everything from attend 

committee meetings for both 
the House of Delegates and 

Senators, testify in favor or oppo-
sition to a bill, meet with Delegates 

and Senators, and even help legisla-
tors draft bills and amendments that we 

think	would	be	beneficial	to	our	members.	
 As advocates for HRRA, we are passionate about 
our REALTORS® and the value they offer to Virginia. 
It is indeed an honor and a privilege to be able to work 
for you. 
 Our efforts can only be successful, though, if we 
have continue to have a strong political voice. 
 A key part of that voice is the Hampton Roads 
REALTORS® Political Action Committee (HRRPAC). 
HRRPAC is the political arm of the Hampton Roads 
REALTORS® Association, and it exists to assist the As-
sociation in achieving its goals in the realm of politics.  
We strongly encourage all REALTORS®	 and	Affiliate	
members to invest in HRRPAC! 
 So, in sum, things have changed, but they really 
have not. There is a whole new crop of legislators in 
Richmond, but that does not change the vigor with 
which we advocate for you, and it does not change the 
importance of your involvement in and support of our 
advocacy efforts. ⌂⌂

“The more things change, the 
more things stay the same.”

Tyler Craddock 

State Government 

Affairs Director

In some 
ways, yes, 
things will 

change. But 
will they 
really?

Samantha Kenny

Local Government 

Affairs Director

http://HRRA.com
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Be a REALTOR® road warrior during 2020 Day on the Hill

It’s one thing to know that the National Association of REALTORS®, with 1.3 million members, is the largest professional trade associa-
tion in the nation. But it is so much more real when a bus load of HRRA members hits the road and visits personally with legislators 
during our HRRA Day on the Hill this coming January 21.

The Day on the Hill (DOTH) is an annual tradition that emphasizes to state senators and delegates that REALTORS® are watching and 
want to be heard as public policy is created by the General Assembly. Whether it’s the power of their Election Day votes, their property 
rights	principles	or	the	influence	of	their	political	action	committees,	REALTORS® command the attention of lawmakers.
 
The upcoming Day on the Hill resurrects the past practice of having REALTORS®	visit	each	Hampton	Roads	legislator	in	his	or	her	office.	
These visits are a great opportunity to remind legislators directly of REALTOR® support for or opposition to bills pending in the General 
Assembly that would impact the real estate business. Likewise, it is an opportunity to thank lawmakers for their past support of legisla-
tion promoted by REALTORS®. HRRA’s Day on the Hill is also different in 2020 in that it will not be linked, as in the past, to a Virginia 
REALTORS® (VAR) conference. In 2019, for example, DOTH was rolled into the VAR Economic and Advocacy Summit, and members had 
to pay a VAR registration fee. There is no such summit in 2020.

Our shorter day will be just as impactful! The itinerary for the HRRA Day on the Hill is:
6	a.m.		 	 Bus	departs	HRRA	parking	lot.	Breakfast	on	the	road	is	provided	courtesy	of	a	sponsoring	Affiliate
8:30 a.m.  Arrival in Richmond
9	-	9:30	a.m.	 	 Briefing	by	Virginia	REALTORS®	at	the	VAR	offices,	including	remarks	by	Martin	Johnson,	VAR	senior	
    vice president of government relations, and Tyler Craddock, HRRA’s state government affairs director.
9:30 - 11:30 a.m. Meetings with legislators
11:30 a.m. - 1:30 p.m. Lunch at Sam Miller’s restaurant (sammillers.com). Includes choice of entrée plus soft beverage and dessert.
1:30 - 2:30 p.m.  Speaker/activity
2:30 p.m.  Depart Richmond (We’ll be back at HRRA in the afternoon!)

To participate in DOTH, members need to register at HRRA.com and pay in advance a registration fee of $20 (note that this is 
much less than registration for recent Day on the Hill events). The registration fee is non-refundable. Don’t forget it is wise to wear com-
fortable shoes for Day on the Hill as there will be some walking and quite possibly stair climbing. A jacket is also advisable for walking 
outdoors between different venues.

Influencing	lawmakers	is	a	good	reason	for	being	part	of	DOTH,	but	another	big	incentive	is	the	camaraderie	you	can	look	forward	to	with	
your fellow REALTOR® road warriors! Whether you are a longtime member or a newbie to HRRA, the Day on the Hill builds relationships 
among the participants that are personally rewarding, and good for your business. ⌂⌂

January 21, 2020

DAY     ON 
THE

HILL

http://sammillers.com
http://HRRA.com
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Linda Harrison

Chair, 

HRRPAC 

Fundraising

HRRPAC is 
hard at work 

on your 
behalf.

Imagine your ability to perform as an agent be-
ing impeded or prohibited. Imagine non-resident 
agents (agents licensed outside of Virginia) being 

permitted to cross state lines with automatic licensure! 
Imagine, if you will, competing daily with UNLI-
CENSED persons acting in the capacity of a real es-
tate sales agent. Who is addressing these issues? 
HRRPAC, your Hampton Roads REAL-
TORS® Political Action Committee, is! 
Check out what’s been going on in 
Richmond on YOUR behalf. 
 Virginia REALTORS® 
(VAR) 2019 Legislative 
Agenda:
 HB 2218 – Delegate Jeff 
Bourne: Currently only local 
Commonwealth Attorneys 
have the authority to pros-
ecute unlicensed real estate 
activity. Enforcement of unli-
censed activity is often secondary 
to more serious criminal prosecu-
tions.
 VAR seeks to add unlicensed real es-
tate activity to Virginia Consumer Protect Act to pro-
tect the public at large—YOUR clients—against this 
illegal activity. Under the Consumer Protection Act, 
local government attorneys or individual citizens could 
bring civil action against those participating as unli-
censed agents.
 Don’t stop reading yet! We’re reducing activity in 
unlicensed practice, but who is addressing Fair Hous-
ing, taxes and protecting personal real estate rights of 
your friends, family, clients and you? 
 HRRPAC is. That’s who. Read on:
 Standing positions:
 1) Private Property Rights – VAR strongly sup-
ports a legal framework that ensures the protection of 
private property rights guaranteed by the United States 
Constitution and the Constitution of Virginia.
 Did you know? VAR opposes efforts at the state 
and local level to attach variously-named “add-on fees” 
to existing assessments, costs and taxes, for purposes 
unrelated to the collection of the fee. For example, the 
addition	of	an	“add-on	fee”	for	filing	a	warrant	in	debt	
to	benefit	emergency	service	providers,	health	care	pro-

viders, educational infrastructure, etc., while for pur-
poses many support, is nevertheless unrelated to its 
object.
 2) Fair Housing, sexual orientation and gen-
der identity – VAR supports including sexual orienta-
tion and gender identity as protected classes under the 

Virginia Fair Housing law.
 So, as you can see, our representa-

tives have been busy at work. From 
Common interest communities, 

taxation, zoning, Fair Hous-
ing, conservation—to mention 
a few—HRRPAC is hard at 
work on your behalf.
 SO, who is HRRPAC/RIM? 
From our website: “The 
Hampton Roads REAL-
TORS® Political Action Com-

mittee is the political arm of 
the Hampton Roads REAL-

TORS® Association, and it exists 
to assist the Association in achiev-

ing its goals in the realm of politics.”
As REALTORS® and members of HRRA, we 

should	be	 thankful	 for	 the	 strong,	unified	presence	
our group wields among Virginia’s lawmakers. We 
have an advantage over other REALTOR® associations 
in that we have a local political action committee sup-
porting REALTOR®-friendly candidates. The creation 
of HRRPAC means that you, as HRRA members, will 
benefit	 from	 the	 result	 of	 more	 REALTOR® friendly 
legislation at the federal, state and local level.
 Continuing the work of supporting REALTOR® 
friendly candidates and to defeat or support major pub-
lic policy initiatives would not be possible without the 
existence of HRRPAC or HRRPAC contributions from 
members of the Hampton Roads REALTORS® Associa-
tion.”
 Did you know that your HRRPAC/RIM committee 
is comprised of volunteers? Yes, and in 2020 we are so 
excited	 to	 share	with	you	 the	many	benefits	of	being	
part of HRRA and how your contribution to HRRPAC 
benefits	you,	your	clients,	and	all	those	who	are	in	the	
industry and/or have real estate home ownership. 
Join us on the 2020 journey into HRRPAC.  ⌂⌂

Imagine who is representing 
you without HRRPAC?
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Jeremy Caleb 

Johnson, ABR, CLA,

CRS, GRI, SFR, SRES

Chair, 

REALTOR®/Lawyer 

Committee

We want to 
educate, 

inform, and 
enlighten.

Have you noticed in the last few years that the 
transactions are getting more complicated? 
That there are fewer and fewer easy deals? 

Me, too. 
 Sometimes it’s the clients’ expectations that they 
will have a glorious “HGTV Dream Home”-like expe-
rience	but	then	find	that	what	they	can	afford	or	
what is available is more like the home on 
“Sanford and Son.” 
 Sometimes, the cause of the 
difficult	 deal	 can	 be	 one	 of	 the	
agents involved or even one of 
the vendors involved in the 
process. Frequently, it is a 
combination of multiple is-
sues.
 Often, when expecta-
tions don’t align with reality 
tempers	 can	 flare,	 emotions	
run high, and good judgment 
goes out the window. We can be 
caught in the mix, threatened with 
legal or regulatory action, impugned or 
abused in some fashion. 
 Try as we might to manage expectations, man-
age the moving parts of the transaction, manage the 
people involved, and manage their (and our) emotions, 
it can all blow up. Now, more than ever, professional-
ism and training are critical to a successful transac-
tion—as	well	as	a	long	and	profitable	career.
 The aim this year with REALTOR®/Lawyer is not 
only to continue to bring HRRA’s members high-qual-
ity discussions surrounding today’s legal issues in real 
estate, but also to deliver new perspectives and new 
voices from the legal community. We want to open new 
lines of communications and increase levels of profes-
sionalism. We want to educate, inform, and enlighten.

 The 2020 REALTOR®/Lawyer team consists of 
vice-chairs Michael Daugherty (Benham Signature 
Properties), Brenda Tokarz (Rose & Womble Realty), 
Becca Perrel (Atlantic Sotheby’s International Realty) 
and Tina Holt (Long & Foster/Christie’s International 
Real Estate). 

 As your 2020 REALTOR®/Lawyer chair, I am hon-
ored and excited to return to HRRA leader-

ship. 
 Over the years, I have served 

in various capacities at HRRA—
chair of Resale, at-large on the 
Board of Directors, and Bud-
get and Finance committee 
member, to name a few. For 
the last 15 years, I have been 
with Long & Foster/Chris-
tie’s International Real Es-

tate in Virginia Beach. I am a 
native of Coastal Virginia, and 

I am third-generation real estate 
and construction. 

 I am proud to helm REALTOR®/
Lawyer this year. It is one of HRRA’s most 

vibrant and crucial endeavors. Over the years its 
popularity has caused it to outgrow one meeting space 
after another. Wouldn’t it be cool to outgrow another 
meeting space? 
 I encourage you to bring a friend for four to the 
meetings, to offer input, to raise questions and gener-
ally to get more involved. 
 REALTOR®/Lawyer has always been and will 
continue to be a success because of the involvement of 
HRRA’s members. Your REALTOR®/Lawyer team will 
strive to bring you quality content, and we will look 
forward to seeing you at each and every meeting.  ⌂⌂

High-quality topics, speakers 
and info you need in 2020 

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

TM Wednesday, April 1, 2020
Learn more and register at HRRA.com

http://HRRA.com
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Kelley Carter, CPIA

Chair, Affiliates 

Council

What new 
relationships 

or partnerships 
do you want 

to build? 

And just like that, 2019 is in our rearview mir-
ror, and 2020 is stretched out before us rich in 
opportunity. 

	 I	am	honored	to	be	HRRA’s	Affiliate	Council	chair	
again in 2020, and I am excited to have such a great 
group of professionals on the council’s leadership team. 
As a council, we are excited to continue the an-
nual highlight events (Chili Cook-Off & 
Tailgate Party, Wine & Cheese Social, 
Paint Night, etc.) and look forward 
to hosting new and exciting op-
portunities to build relation-
ships through HRRA in 2020! 
	 This	 year,	 the	 Affiliates	
Council is excited to wel-
come four vice-chairs: Tonya 
Burrus with Title Concepts, 
Christie Woytowitz with 
loanDepot, Sheryll Pyle with 
2-10 Home Warranty and 
Hunter Clarke with C&F Mort-
gage. Together, we look forward to 
a great year at HRRA! 
 The beginning of the year offers a fresh 
slate and is a great opportunity to build a solid game 
plan for the upcoming year. As we launch into 2020, 
consider taking a few minutes to map out your goals. 
 Financial:	What	financial	goals	do	you	have	 for	
this year? Maybe it’s a raise at work. Maybe it means 
switching jobs or career tracks. Maybe it means paying 
off	 debt	 or	 finally	 starting	 your	 retirement	 contribu-
tions. Where do you want to be at the end of 2020 and 
what do you need to do to get you on track to hit those 
financial	goals?	

 Business: What are your business goals for 2020? 
Do you want to take the leap into owning your own 
company? Starting a new career? Taking your current 
business to the next level? Growing your business and 
hiring on additional members of your team? Expanding 
to new markets? 

 Consider partnering with a business coach or a 
business group to get helpful insight and 

stay focused. Reach out to a business 
mentor that you admire and bounce 

ideas off of them as you build out 
your plan. 
 Network: This one goes 
hand-in-hand with your busi-
ness	 (and	 financial!)	 growth	
plan. How do you plan to 
build your network in 2020? 
What new relationships or 

partnerships do you want to 
build? What is your game plan 

for building out these connec-
tions? 

 HRRA offers tons of great relation-
ship building opportunities throughout 

the year, so be sure to build these events into your 
2020 calendar. In addition to the monthly committee 
meetings, HRRA offers trainings, workshops, and tons 
of networking events. Check out our highlight events 
hosted	by	the	Affiliates	Council	as	well	for	some	great	
opportunities to connect, mix and mingle! 
 As a council, we are excited to serve as the leader-
ship	for	the	Affiliates	Council	for	2020	and	look	forward	
to	a	strong	and	growth-filled	year.	Cheers	to	2020!		⌂⌂

Affiliates Council plans ‘solid 
game’ for 2020

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

Deadlines:
Space & Ad Material:
Tuesday prior to pub
Ads Go To Press:
Thursday prior to pub
Publishes: 3rd Saturday
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You
don’t have to 
specialize in 
new homes. 
Just sign up!

Welcome 2020! As we ring in the New Year, 
some of us are making resolutions, some of 
us are writing our goals list and some of us 

are still stuffed from the holidays.
 At the New Homes Council, we are doing all of the 
above. In 2020, we have a new vice-chair joining our 
team, Monique McClellan with Rose & Womble 
Realty. She has been in real estate for 20 
years and specializes in selling lots 
and custom-built homes. We are 
excited to welcome her and look 
forward to all the energy and 
creativity she brings.
 In 2020 I am back as the 
council’s chair. Colby Ray-
mond with Tidewater Home 
Funding and Carolette Re-
isner with Coldwell Banker 
Professional are returning 
vice-chairs, for which I am im-
mensely grateful.
 The New Homes Council is a 
unique group of people who have an 
interest in the new construction side of 
the business. Most of us work or have worked for 
a builder as site agents, managers or lenders. We all 
have our specialties and enjoy sharing our knowledge 
and experiences with our fellow REALTORS®.
 The New Homes Council offers workshops and 
classes for any HRRA REALTOR®	or	Affiliate	member	
to attend. You don’t have to specialize in new homes. 
Just sign up! We also offer designation classes from 
the National Association of Home Builders. If you are 
interested in expanding your career into new construc-

tion, these courses are the way to go.
 In 2019 we were able to offer quite a variety of 
courses, from tech, social media and video workshops 
to	the	ever-popular	Anatomy	of	a	Home.	For	the	first	
time we also held Principles of Residential Market-
ing—IRM	I	&	II.	We	had	five	attendees	for	this	intense	

course. They are all working on their case studies 
to achieve their MIRM designations. 

 Our largest undertaking each year is 
HRRA’s Member Expo. This year it 

will be held at the Chesapeake 
Conference on April 2. Last 
year we had over 50 exhibi-
tors,	 including	our	Affiliates,	
builders and real estate com-
panies. It is a wonderful op-
portunity to network with 
many different professionals 

in our business. There will be 
a free educational session be-

fore the Expo opens at 11:30 a.m., 
and lunch will be served inside the 

Expo. Keep an eye on your HRRA 
email for updated information. 

 We have already started working on ideas for 
workshops and classes for 2020. We welcome your 
ideas and suggestions! Please feel free to attend our 
meetings. Everyone is welcome. Or, reach out to any of 
us on the council. 
 2020 is here, and we are all looking forward to an-
other	wonderful	year	in	real	estate.	Let’s	finish	those	
lists	and	take	advantage	of	all	the	benefits	that	being	a	
HRRA member has to offer! ⌂⌂

What’s ahead for the New 
Homes Council in 2020

Jenny Lovell 

Chair, New Homes 

Council

 Association to association!

Members of HRRA’s 2019 leadership took a trip across 
the water to help the Virginia Peninsula Association of 
REALTORS® observe the installation of its 2020 leadership, 
including VPAR President Lindsay Pennington Jackson. 
Congratulations from HRRA to VPAR! – Victoria Hecht, 
HRRA Communications and PR Specialist
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My heart 
and passion is 
in volunteering 

and giving 
back.

I hope you all had a great holiday season and are 
rested well to make 2020 one of the best years in 
both your professional and personal lives. 

 I have some very exciting news to share. I stepped 
down as chair of the Resale Council and am now the 
chair the new Community Involvement Advisory (CIA) 
Group! You are probably asking yourself, “What 
the heck is that, and why do we have an-
other advisory?”
 HRRA’s 2020 chair, Cindy 
Hawks White, formed the CIA 
to	 be	 the	 official	 advisory	 of	
REALTORS® Have a Heart to 
help the campaign grow even 
more. The purpose of form-
ing the advisory group is to 
ensure we can volunteer and 
assist local charities and non-
profits	across	Hampton	Roads	
to give back to the communities 
that the association serves. 
 I was presented with the choice 
of whether to stay on as the leader of 
Resale, which has a Board of Directors seat, 
and focus on education, or have the opportunity to 
grow something that is so special to me, REALTORS® 
Have a Heart. The choice for me was a no-brainer. I 
didn’t even pause to think about it. My heart and pas-
sion is in volunteering and giving back as much as I 
can to my adopted home, Hampton Roads. 
 I am very proud of how much attendance at the 
Resale meetings has grown over the past couple years. 
I have no doubt that Dayla Brooks, the new Resale 
chair, will do a phenomenal job continuing the great 
education aspect of Resale. 
 We are still connected to the Resale Council in a 
way. Starting this month, January, we will split the 
meetings every other month. In other words, both Re-
sale and Community Involvement (REALTORS® Have 
a	 Heart)	 will	 always	 be	 on	 the	 first	 Tuesday	 of	 the	
month. But Resale and CIA will alternate. 
 Thus, Resale will kick off the year on January 
7 with its education meeting at HRRA at 12:30 p.m. 
Then, CIA’s REALTORS® Have a Heart will gather on 
February 4 from 10 a.m. to noon at Edmarc Hospice for 
Children to volunteer. Lunch will immediately follow 

on site. Edmarc is at 516 London St. in Portsmouth. 
Please park in the church parking lot across the street. 
We need all the helping hands we can get, both REAL-
TOR®	and	Affiliate,	so	please	consider	volunteering	for	
this effort.
 Just to give you a little reminder on what we ac-

complished volunteer-wise in 2019, as Resale 
chair, I made the decision to increase our 

REALTORS® Have a Heart from four 
events to six events per year. It 
was	 a	 little	 difficult	 finding	 the	

organizations to partner with 
because of the large group we 
bring to volunteer, but we got 
it done. In order, they were:
 Edmarc Hospice for Chil-
dren:	This	was	our	first	year	
partnering with this Ports-
mouth-based	 nonprofit	 that	

helps Hampton Roads children 
with life-altering and terminal 

illnesses. We did a complete clean-
ing and organizing of the headquarters 

facility,	tons	of	landscaping	and	beautifica-
tion of the exterior. We worked hard and for a solid 

two hours. The before and after pictures of what we 
accomplished as a team were insane. 
 The Ronald McDonald House: This was our 
fourth year partnering with this Norfolk-based char-
ity. This organization makes it possible for families to 
stay close and together when a child is in the hospital. 
We did a complete cleaning and organization (includ-
ing the food pantry), painting and caulking. 
 One-day, whole-home makeover for a Navy 
veteran: We teamed with Habitat for Humanity, Vet-
erans of Foreign Wars, Casone Enterprises and The 
Home Depot to complete home renovations for a mili-
tary veteran in Chesapeake. This was our second year 
partnering to renovate a military veteran’s home, and 
it was by far our biggest event yet. Brandi Jones, a for-
mer Navy Seabee, was the recipient. She is a single 
mother and got an estimated $100,000 renovation to 
her home in Chesapeake. This event is so incredible to 
be a part of, and I am so thankful for our partnerships 
and working together to make this happen. We are con-

Community Involvement and 
REALTORS® Have a Heart

Alexandra Serrano

Chair, Community 

Involvement Advisory 

Group

(continued on page 33...)
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Amy Rhodes

Chair, 

Membership Advisory 

Group

I am excited to be chairing the Membership Ad-
visory Group in 2020 for HRRA. This group will 
include Kimberly Plourde (immediate past chair-

man of the board), Becky Claggett (2016’s chairman of 
the board), Sherry Maser (2017 chairman of the board) 
and other HRRA leaders Mary Ross Ellsworth (2001 
chairman of the board), Edwin Rucker, Tim Gif-
ford and Alan Thompson. 
 All of these members have played 
active roles in the real estate indus-
try and the local Association for 
years and will provide a wealth 
of wisdom and contributions. 
HRRA understands that 
the environment surround-
ing association member-
ship, like in all industries, 
has changed. Many of these 
changes include membership 
trends and how the member 
and broker/owners view the mis-
sion of the association and, most 
importantly, its value.
 HRRA is unique in real estate in that it 
does not own the MLS or lockbox services normally 
critical to other REALTOR® associations. Several chal-
lenges	we	 face	are	 the	 incidents	of	dual	firms	within	
Hampton	Roads	and	of	firms	 that	 choose	not	 to	be	a	
part of the association altogether. 
 We need to ask the question, is it the issue of the 
value or merely how it is or is not being perceived?
 We are aware that our association is dealing with 
the rising cost of dues at the state and national level, 
the proliferation of nonmember brokers and agents, 
understanding antitrust laws in regards to member-

ship, and discovering what brokers/owners and their 
member agents want and are willing to pay for from 
their association. 
	 These	were	some	of	the	findings	of	a	2019	HRRA	
Action Team. 
 For this reason, the Membership Advisory Group 

has been formed to analyze these issues. A num-
ber of things that this Advisory Group will 

be developing are: a live presenta-
tion at Alpha pre-licensing classes 

with guest members endorsing 
the value of being a member; 
a members’ seminar for new 
and established members; 
a brokers orientation; an 
Ambassador Program tak-
ing HRRA to the member of-
fices;	membership	marketing	

material; and an annual ap-
preciation/networking/aware-

ness event for broker owners and 
managers.

 Some changes have already begun, 
like the monthly subscription payment of 

dues and improved membership policies. We will 
be focused on the growth of HRRA’s membership by 
increasing retention rates and expanding the recruit-
ment of new members. 
 The Membership Advisory Group will continue to 
look for new ways to bring additional value and ease 
for our members. 
 If you have any thoughts or suggestions, feel free 
to reach to any of the advisory group members.  ⌂⌂

Membership Advisory Group 
tackles association challenges

Is the issue 
HRRA's value 
or merely how 

it is being 
perceived?

REALTORS®: Are you using this FREE member benefit?

Sign up for free RPR® Basic or Advanced Training

Learn more at HRRA.com

HRRA.com
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: Someone may be 
watching, even in the bathroom

Placing 
cameras in 

rentals carries 
risk of violating 

criminal 
law.

Imagine that you are a property manager and one 
of your landlord clients tells you he wants to oper-
ate video cameras inside his rental homes when 

those homes are occupied by renters. He believes the 
cameras will discourage property damage and other 
bad behavior in the homes. 
 The landlord intends to place the cameras in 
high-traffic	areas	such	as	kitchens	rather	
than bedrooms or bathrooms. He asks 
you whether the operation of such 
cameras is permissible with the 
proper disclosures, how visi-
tors to the rental properties 
should be made aware of the 
cameras, and whether par-
ticular issues arise with im-
ages of children captured by 
the cameras. 
 Surprisingly, the Virginia 
Residential Landlord and Ten-
ant	Act	(VRLTA)	does	not	specifi-
cally address surveillance cameras 
inside leased premises. Nevertheless, 
Virginia criminal law makes the operation 
of video cameras inside rental property a dangerous 
proposition for the landlord. 
 Section 18.2-386.1 of the Virginia Code makes it 
unlawful for any person to knowingly and intention-
ally create a videographic or still image by any means 
whatsoever of any nonconsenting person if that person 
is totally nude, clad in undergarments, or in a state of 
undress so as to expose the genitals, pubic area, but-
tocks or female breast in a restroom, dressing room, 
locker room, hotel room, motel room, tanning bed, tan-
ning booth, bedroom or other location, and when the 
circumstances are otherwise such that the person be-
ing recorded would have a reasonable expectation of 
privacy. 
 A violation of that section constitutes a Class 1 
misdemeanor unless the nonconsenting person is un-
der the age of 18, in which case the violation consti-
tutes a Class 6 felony.
 The Court of Appeals of Virginia considered Sec-
tion 18.2-386.1 on November 21, 2017, in the case of 
McCurnin v. Commonwealth. 
 Shelby McCurnin appealed his conviction on four 

counts of intentionally videotaping nonconsenting per-
sons because, among other things, he said that the 
Commonwealth had failed to establish the element of 
intent. 
 In his home, McCurnin operated a game camera, 
which is a type of motion-activated camera that hunt-

ers often place along game trails to track the move-
ments of animals. The camera captured 

images of three women, who each had 
occupied a guest bedroom and bath-

room in McCurnin’s home, while 
the women were showering. 
 McCurnin claimed that the 
filming	 was	 accidental,	 be-
cause the game camera was 
motion-activated and was 
charging in an outlet in the 
guest bathroom. None of the 

victims ever saw the cam-
era charging in the bathroom, 

however, so the court rejected 
McCurnin’s contention that the 

filming	was	accidental	and	upheld	his	
convictions.

 In our hypothetical, the landlord client could make 
no pretense that any images on his video cameras were 
not “knowingly and intentionally” created, because the 
landlord intends to locate the cameras in plain sight in 
high-traffic	areas.	The	cameras	would	thus	satisfy	the	
first	element	of	Section	18.2-386.1.	
 Those cameras would also likely capture the type 
of images listed in Section 18.2-386.1, even if they 
showed nothing more than a person entering the kitch-
en in his underwear for a midnight snack, satisfying 
the second element of the statute.
 Still, the cameras would not be located in a bed-
room or bathroom, so the landlord might argue that 
his tenants have no legitimate expectation of privacy 
in	a	high-traffic	or	common	area	of	the	home.	In	Vir-
ginia, however, a home that is rented in its entirety to 
a single tenant has no common area. 
 Virginia law provides that a tenant who leases a 
home is entitled to exclusive possession of that home as 
against all parties, including the landlord. A landlord 
who violates the tenant’s exclusive possession can be 

(continued on next page...)
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sued for trespass by the tenant. Because the tenant has exclusive 
possession of the home, the tenant has a reasonable expectation of 
privacy in the entire dwelling for purposes of Section 18.2-386.1. 
	 Merely	 placing	 the	 cameras	 in	 high-traffic	 areas,	 therefore,	
will	not	absolve	the	landlord	of	charges	of	unlawful	filming.	
 Having established that placement of cameras would be inten-
tional, that they likely would capture suspect images and that the 
tenants have a reasonable expectation of privacy throughout the 
rented homes, the only question remaining is whether the tenants 
can	consent	to	being	filmed.	
 The plain language of Section 18.2-386.1 indicates that an 
adult can give such consent, although obtaining it could be uncom-
fortable and problematic. Any consent would need to be in writing, 
of course. 
 Not only would the consent need to disclose the fact that cam-
eras are located inside the home, but that the tenant is consenting 
to	be	filmed	“totally	nude,	clad	in	undergarments,	or	in	a	state	of	
undress so as to expose the genitals, pubic area, buttocks or female 
breast.” 
 Even if that list does not scare a prospective tenant away from 

the	rental,	a	minor	cannot	consent	to	be	filmed	in	the	various	stag-
es of undress listed in Section 18.2-386.1. 
In addition, any visitor of the tenant in the home would need to 
receive a disclosure about the cameras and consent in writing to be 
filmed	as	well.	The	landlord	could	not	delegate	that	responsibility	
to the tenant. The tenant is not the landlord’s agent for obtaining 
informed consent from third parties in a potential criminal matter. 
	 Although	 consent	might	 be	 possible	 in	 very	 specific	 circum-
stances, therefore, as a practical matter it will probably prove dif-
ficult	if	not	impossible	to	obtain.
	 In	short,	any	benefit	to	the	landlord	of	placing	cameras	inside	
the rentals is outweighed by the risk of violating the criminal law. 
 A property manager that receives an inquiry about surveil-
lance cameras inside a rental should remember that the answer 
involves the criminal statutes, not necessarily the VRLTA, and di-
rect the client to an attorney for further guidance.  ⌂⌂

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)

firmed	to	do	the	event	again	in	June,	so	mark	your	calendars.	
 H.E.R Restore Family Homeless Shelter: This was our 
first	year	partnering	with	this	Portsmouth	shelter.	The	Home	De-
pot supplied us with cleaning tools and a few decorative pieces, 
and fellow REALTOR® Tom Duckett and I supplied toys for the 
children as well as other helpful items.
 Union Mission’s Camp Hope Haven: This was our fourth 
time	with	Union	Mission	but	our	first	at	their	Camp	Hope	Haven	
facility in Pungo. Camp Hope Haven helps underprivileged kids in 
Hampton Roads enjoy a week-long overnight summer camp in the 
country. We helped the facility clean up its playgrounds, painted 
the big barn/shed, replaced windows, and got everything ready to 
shut down for the winter. We even did laundry!
 The Virginia Zoo:	 This	was	 our	 first	 time	 at	 this	Norfolk	
landmark. The volunteers accomplished massive landscaping as 
well	beautification	of	 the	zoo’s	 farm	area.	Some	of	 it	was	stinky	

work,	but	 it	was	very	 fulfilling.	 (And,	bonus,	we	got	to	see	some	
really cool animals, some of whom enjoyed watching us work.) We 
are excited to partner with the zoo in the future. (You can see full 
photo coverage of this event on page 5 of this issue.) 
 As you can see, REALTORS® Have a Heart accomplished a 
lot in 2019, and we are so excited to do even more in 2020! I am so 
excited to welcome two new vice-chairs: Sherry Snyder and Tina 
Flowers. Both are very familiar names to HRRA/ Sherry Snyder is 
actually who brought me on as a Resale vice-chair four years ago, 
which started my leadership journey at HRRA. 
 If you have not been to a REALTORS® Have a Heart event, I 
strongly urge you to join CIA in February at Edmarc Hospice for 
Children. The feeling of giving back with your peers to the less 
fortunate in the community we work in every day is such a great 
way to kick off 2020! ⌂⌂

(Community Involvement, continued from page 30)
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 Behind the scenes at Leadership Orientation

They’re	proud	to	proclaim	“That’s	Who	We	R”…and,	as	you	can	see,	HRRA’s	leadership	is	going	to	make	it	a	terrific	2020!	HRRA	Board	of	
Directors members, committee/council/advisory group/task force chairs and vice chairs, and staff rounded out a great week with December 
6’s annual Leadership Orientation. Led by 2020 Chairman of the Board Cindy Hawks White, it was a time to bond, learn about HRRA 
behind the scenes, look at goals, shoot introduction videos and have fun. (And, yes, we even got some blooper outtakes.) Thanks to all 
for stepping up to the plate to serve HRRA this year. Questions about HRRA? The 2020 leadership team is happy to answer them and 
challenges YOU to get involved in YOUR association. We’re looking forward to a fantastic year…and decade! – Victoria Hecht, HRRA 
Communications and PR Specialist

We are We are O
neOne..

ONE CODE • ONE GOAL • ONE COMMUNITY 

SATURDAY, MARCH 7, 2020 • HILTON NORFOLK THE MAIN

2019 AWARDS GALA

Circle 
 Excellence

of
SM

HAMPTON ROADS REALTORS® ASSOCIATION CIRCLE OF EXCELLENCESM 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 mouth-

watering dessert buffet!

For more information and to buy tickets, 

visit HRRA.com.

http://HRRA.com
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HRRPAC

Hampton Roads 
REALTORS® Political 
Action Committee

Your Voice 
in Politics.

HRRA.com/HRRPAC

Invest in your industry. 
Donate today!

Welcome, New HRRA Members!

Active REALTORS®: 3488
Pending Members: 165
REALTOR® Life:  47
REALTOR® Emeritus: 111 

Affiliate	Members:	 735
Affiliate	Offices:	 163	
Principal Firms: 196
Branch	Offices:	 46

HRRA MEMBERSHIP AS OF NOV. 30, 2019PROSPECTIVE REALTOR® MEMBERS

Jeremy Ackiss Lonnie Bush Real Estate
Gavin Alexander NewHome Tidewater 
William Blackmon Howard Hanna Real Estate
Michael Brooks Howard Hanna Real Estate
Christopher Bruneau Benham Signature Properties
Joy D’Ambrosio Berkshire Hathaway Towne Realty
Adelaida De Vega World Class Realty & Associates
Natalie Ekvall Keller Williams Town Center
Jasmine Fields  eXp Realty
Christopher Fisher Rose & Womble Realty
Nicole Grando Keller Williams Town Center
Tonya Grant eXp Realty
Andre Jones Lonnie Bush Real Estate
Latasha Jones Century 21 Nachman Realty
Victoria Jordan Keller Williams Coastal 
Cara Kurth Momentum Real Estate
Khaaliq Lamb Swell Real Estate
Aimee Leonard Beach Pros Realty
Deborah Lowe Exit Realty Central
Joseph Mathes The Real Estate Group
Nancy McAfee ERA Real Estate Professionals
Jordan McCartney  Atlantic Sothebys International Realty
Yesenia Mendez Keller Williams Town Center
Karen Morton Howard Hanna Real Estate 
Pamela Oberby Keller Williams Coastal
Mykella Palmar-McCalla Fathom Realty VA
Myrna J Pennant William Brown Real Estate 
Samantha Perez Rodney Fentress Real Estate
Cody Perkins Lonnie Bush Real Estate
Brock Peterson Howard Hanna Real Estate
Robert Pino Garrett Realty Partners
Danielle Praver Triumph Realty 
Charles Sears Rose & Womble 
Samantha Serra Keller Williams Realty
Daranee Sigle Berkshire Hathaway Towne Realty
Brittany Toth Keller Williams Town Center
Kellie Tucker Berkshire Hathaway Towne Realty
Robert Twine Berkshire Hathaway Towne Realty
Adrian Walker Prodigy Realty VA
Carla Walker Rose & Womble Realty
Gabe Waterman The Real Estate Group
Andrew Weber Keller Williams Town Center
Jena Willoby Keller Williams Town Center
Dimequia Wright Upscale Avenues Realty Group

NEW AFFILIATE MEMBERS

Atlantic Union Bank
The Ideal Nest LLC
PBR Consulting

     Equal Housing Lender. Member FDIC. 
Copyright © 2020, Dollar Bank, Federal Savings Bank.  
MOR875_19

Get the right mortgage.
We’ve made it our business to be 
the Mortgage Experts. Get your 
clients one of the lowest rates 
around, including VA Mortgages. 
Call 757- 406-8196.

dollar.bank/mortgages

http://HRRA.com/HRRPAC


1. Attend TitleQuest 

   networking events.

3. List and Sell.

4. Attend TitleQuest 

   “Build My Business”

   events. 

5. Write contracts.

6. Refer closin
gs to TitleQuest.

7. Repeat, Repeat, Repeat...

Locations in Chesapeake, Lynnhaven and Harbour View Call us today at 757.962.9844

2. Prospect, maintain and  

   grow clients.

638 Independence Pkwy, #100

Chesapeake, VA 23320


