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Contact Us For A Private Showing 
Mark Edwards | medwards@eastwestr.com |757.288.7584 

Theresa Williams | twilliams@eastwestr.com | 757.286.2153

FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

Homes starting in the $400s

Build Your Dream Home Here!

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

including:

• Residents Club with lakefront pool

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

• 3 miles of walking/biking trails and sidewalks

• Playground and sand volleyball court

• Premium waterfront and wooded lots

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

Tour today to discover why over 285 families  
have chosen Founders Pointe as their home.

105 Colonial Way  |  $675,900
Sasser Construction

900 Founders Pointe Trl.  |  $529,900
Saybrook Homes

403 Founders Pointe Trl.  |  $659,700
Sasser Construction

104 Stoneridge Ct.  |  $619,000
Birdsong Builders

Only 8  
Waterfront 
Homesites 
Available!

 Coming Soon! 

Representative Photo
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Last fall when I was preparing to take the reins as your 2020 
Chairman of the Board, I set out on a mission to accomplish 
two goals before taking my oath. 

 First, I visited with past chairmen and association leaders, so-
liciting their advice and recommendations. Next, I completed the Na-
tional Association of REALTORS® (NAR) Leadership Training with 
incoming chairmen and presidents throughout the United States. 
 Not only did I gain valuable insight and recommendations from 
these incredible leaders, NAR instilled in me my fiduciary duties and 
responsibilities as your chairman as well as the governance principles 
for your Board of Directors. In alignment with the core standards re-
quired by NAR, I realized it was time for our association to be evalu-
ated as you would any business. 
 Although our association has been very successful and profitable 
and our systems, policies and procedures work well, a more encom-
passing look into our operations, assets and governing documents was 

now necessary. The analogy I have been using is, “It’s like we haven’t been to the doctor in 
20 years, and it’s time for a checkup.” When was the last time you had a business checkup? 
 This revelation was the foundation for my Installation address, “Seeing Clearly in 
2020.” Here is an excerpt I would like to share with you again:

“2020 will be the launch pad for our association’s evolution. Your leadership team will 
strategically forecast the next three years by creating an action plan to position HRRA 
on the path of continued sustainability, growth, and success while keeping a firm grip 
on the wheel of change. A year of increased transparency from the staff, the leadership 
and in our daily operations. A year of enhancing communications with our member-
ship, our Affiliates and in all REALTOR® communities, statewide and nationally. A 
year of working together to foster ideas and programs to strengthen and deepen our 
relationships with each other. A year of thinking big and being bold. We will pursue our 
path with a purpose and resolve. Will it be easy? No, not at all! But I assure you that 
we will meet these challenges together, as a team…directly, decisively and not without 
honesty and candor…”

 Did I ever imagine the challenges and obstacles your leadership team would be facing 
in 2020? No way! First comes the pandemic, then the killer hornets, protests, mandated 
curfews and Mother Nature’s annual event, “hurricane season.” What will happen next? 
Alien invasion? Asteroids? Robot uprising? Regardless of the unknown and what we may 
face tomorrow, next week or even next month, I am confident your leadership team will 
stay the course and advance our association for the benefit of our membership.
 Here is a mid-year overview on what your association has been up to these past six 
months. I am very proud of your 2020 leadership team and what they have accomplished 
in these unprecedented times. They have taken advantage of the opportunities created by 
the challenges, rolled up their sleeves, dug in and faced them head on. 
 Despite the pandemic, your association embraced flexibility and adapted to continue 
bringing quality services to the members, provided educational classes and events, and 
provided support staff for councils and committees, all while remaining profitable and 
increasing membership. 
 Yes, our membership is growing! And with the launch of the Membership Dues Pay-
ment Plan and Open Enrollment Plan, we are seeing past members return and reactivate 
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

These HRRA REALTORS® have risen to the C2EX Challenge

Own the present while empowering your future with NAR’s Commitment to Excellence (C2EX) program! Congratulations to these HRRA 
REALTORS® who have earned their C2EX designation since the National Association of REALTORS® debuted this designation. C2EX 
empowers REALTORS® to enhance and showcase your highest level of professionalism, while showing consumers you’re the best in the 
business. Earn yours for free. Get started at C2EX.realtor.  – Victoria Hecht, HRRA Communications and PR Specialist

Jeremy Johnson

Long & Foster 
Real Estate

Pamela Parker

Berkshire Hathaway 
HomeServices Towne 

Realty

Audrey Sprinkle

Berkshire Hathaway 
HomeServices Towne 

Realty

Randi Fox

Berkshire Hathaway 
HomeServices Towne 

Realty

Stephanie Fortunat 

Berkshire Hathaway 
HomeServices Towne 

Realty

Jennifer Ireland

Berkshire Hathaway 
HomeServices Towne 

Realty

Ronda Morrison

Exit Realty Central

Terry Smith

Berkshire Hathaway 
HomeServices Towne 

Realty

Ryan Williams

The Real Estate Group

Leigh Sturm

Berkshire Hathaway 
HomeServices Towne 

Realty 

Nikki Walker

Berkshire Hathaway 
HomeServices Towne 

Realty

Zena Ward

Berkshire Hathaway 
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Realty
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HomeServices Towne 

Realty
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Berkshire Hathaway 
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Realty
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Adibah “Dee” Kinder

Berkshire Hathaway 
HomeServices 
Towne Realty

Frank Filippone

Berkshire Hathaway 
HomeServices Towne 

Realty 

Linda Harrison

Howard Hanna 
Real Estate Services

Tanya Monroe

Berkshire Hathaway 
HomeServices Towne 

Realty

Stephanie Scott

The Real Estate Group

Eva Hendrick

Berkshire Hathaway 
HomeServices Towne 

Realty

Faith Mormon

Berkshire Hathaway 
HomeServices Towne 

Realty

Barbara Sgueglia

1st Class Real Estate 
LLC
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Berkshire Hathaway 
HomeServices Towne 

Realty 

Keveen McDonald

Berkshire Hathaway 
HomeServices Towne 

Realty 

Sandra Schneirla

Berkshire Hathaway 
HomeServices Towne 

Realty

Bobby Fenner

Berkshire Hathaway 
HomeServices Towne 

Realty 

Darcell Guethlein

Berkshire Hathaway 
HomeServices Towne 

Realty

Jacqueline Feagin

Berkshire Hathaway 
HomeServices Towne 

Realty 

Katrina Griggs

Berkshire Hathaway 
HomeServices Towne 

Realty 

Sherry Maser

Howard Hanna 
Real Estate Services

Michael Salonga

NAS Real Estate 
Professionals

Cindy Hawks White

Keller Williams Realty
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

Dr. Martin Luther King said, “Only in the dark-
ness can you see the stars.” How true! Look-
ing for proof? The last few months have pre-

sented more than enough evidence to prove this point. 
 First, the coronavirus outbreak seemingly encap-
sulated the world with its tight, fearful grip. And yet 
stories of compassion, acts of kindness, and heroic 
and	 selfless	 performances	 by	 the	 nurses,	
doctors	and	first	responders	overshad-
owed the fear spread by the virus. 
 And then, just when we 
turned around the corner and 
started to prepare for recov-
ery, another event sparked 
national unrest: the death of 
George Floyd. 
 Darkness seemed to 
spread its unruly arms even 
tighter around us. The world 
stood up for racial equality. 
People hit the streets to make 
their voices heard and defend their 
constitutional rights. Unfortunately, 
as you know, many protests turned violent. 
The scenes of rioting, looting and assault in some 
cases,	became	all	too	familiar.	Social	media	got	flooded	
by	videos	showing	destruction,	fires	and	violent	behav-
ior. 
 How many of these have you seen? Do you worry 
about the future of our nation when you see everything 
that’s going on? 
 You might, if you are looking at the darkness. 
Now turn your eyes to the stars. How about the vid-
eos of brotherhood, unity and love that have been go-
ing around? How about the video showing the protest-
ers	 dancing	 with	 the	 law	 enforcement	 officers	 right	
in Newport News during a protest? Another group of 
protesters risked their own lives to stop rioters from 
damaging, looting and vandalizing the businesses in 
their community. 
 The examples are countless. The main question is, 
are you seeing the darkness or the stars?
 In the landmark book “Power vs. Force,” author 
David Hawkins says, “Successful solutions are based 
on the powerful principle that resolution occurs by fos-
tering the positive, not by attacking the negative.”

 You may rightfully ask, “But how can we not at-
tack the negative when it is so awful and unjust?” 
 What you’re really saying is that you want every-
thing to be fair and just. Don’t we all? But the method 
for reaching this cannot be through hate. Quoting Dr. 
King again, “Hate cannot drive out hate; only love can 

do that.” 
 And each of us has a responsibility to 

humanity to drive out hate by spread-
ing love.

 So, what can you do, and 
equally important, stop doing 
to turn your eyes to the stars? 
Here are some examples of 
opposites to get you started:
• Stop spending too much 

time reading and watch-
ing the news. Start spend-

ing time educating yourself, 
increasing your awareness, 

your knowledge and skills.
• Stop watching videos that arouse 

your anger and rage. Start watching 
heartwarming videos, videos of compas-

sion, unity, kindness and past success. 
• Stop sharing posts that arouse negative feelings of 

anger and hate. Start sharing encouraging posts 
that will inspire others to make a difference.

• Stop talking to others about all the bad things you 
hear. Start telling people about all the good news 
you hear instead.

• Stop blaming. Start doing your part.
• Stop worrying. Start believing. 
 Remember that stating and restating the nega-
tive	only	helps	spread	 it.	Remember	that	 love	 is	 infi-
nitely more powerful than hate. Remember that one 
loving person can counterbalance hundreds of negative 
people. Remember that whether you see the darkness 
or the stars is your personal choice. Remember, that if 
you learn to see the stars YOU will become a star that 
other people look up to. 
 Remember, that each time a new star is born it il-
luminates the night sky even brighter. ⌂⌂

Stating and 
restating the 
negative only 

helps 
spread it.

Motivational Corner: Seeing 
stars in the darkness
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Advocacy topics that interest me: Mortgage 
Interest Deduction, REALTOR® independent 
contractor status and the Federal Flood Insurance 
Program.

REALTOR® activities: Served on committees 
and held positions at local, state and national 
levels. Served many years on the Virginia 
REALTORS® Policy Board and previously was 
Real Estate Agent of the Year for Virginia 
REALTORS® and previously Real Estate Educator 
of the Year for Virginia REALTORS®.

Community involvement: Active in many 
community projects in the Great Bridge area of 
Chesapeake,	where	our	office	is	and	where	we	
live. Also, active in Roc Solid Foundation and in 
the Multiple Sclerosis Foundation.

Why donating to HRRPAC is important: You 
can only get needed changes or protect current 
benefits	through	a	group	effort.	The	sum	of	the	
group efforts allows the REALTOR® voice to be 
heard on a statewide and national level.

Alan Thompson, 
CRS, GRI

Member since: 1991

HRRPAC 
contributor level: 
Capitol Insider

 HRRPAC Spotlight: Alan Thompson

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

their membership. This is a huge win-win for HRRA and our 
members.
 Additionally, we have enhanced communications with 
our membership by providing an array of virtual classes and 
Zoom events, plus relevant video messaging from our councils 
and committee chairs. We recognized the immediate need for 
critical information surrounding the pandemic and created the  
COVID-19 Resource Page on HRRA.com with updates as new 
information surfaced.
 For the first time ever, we have expanded our engagement 
with membership with the addition of my chairman’s weekly 
video, streaming and social media. Thank you so much for all of 
your comments and positive feedback. We will continue deliver-
ing these to you each week.
 As part of the transparency project and operational check-
up, five advisory groups were appointed, and they have been 

working diligently in reviewing the operations of your associa-
tion from head to toe. These advisories have provided recom-
mendations to your Board of Directors that are necessary to 
advance the association’s business in concert with our industry. 
 We will be gradually implementing new systems, proce-
dures and protocols. Some are little tweaks while others are 
more in depth and essential for HRRA to provide exceptional 
service to our members. As your association evolves in adopt-
ing these changes, I challenge you to get involved, get engaged 
and volunteer! HRRA is YOUR association, and YOU can help 
shape its future.  ⌂⌂

All my best,

Cindy Hawks White

(Chairman, continued from page 4)

Fulton BankFulton Bank

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

Nate Brown
NMLS #: 607858
757.692.1641

Mike Grunwald
NMLS #: 607860
757.761.8156

Pam Martin
NMLS #: 1060805
757.321.6311

Matt DesRoches
NMLS #: 659388
757.651.6288

Kimberly Vap
NMLS #: 796166

757.544.8934
Marion Uzzle

NMLS #: 211283
757.729.7373

Housing Assistance Programs Available

Darryl McDaniel
NMLS #: 1425384
571.839.8342

fultonbank.com/mortgage

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

Rob Waring

Chair, 

Owners/Managers 

Council

There has, as of late, been a great deal of chat-
ter on the local real estate forums about the 
pre-marketing of listings, or more popularly 

called “coming soon” (CS) listings. While not a new 
concept per se, the pre-marketing of listings has 
come to Virginia in the last couple of years and some 
local agents are clamoring for it. 
 Multiple listing service system both 
large and small, including Williams-
burg, Richmond and MRIS’ re-
placement in Northern Virgin-
ia, Bright, have all adopted its 
use, and agents I have spo-
ken with in those markets 
all think it is a great addi-
tion to their toolkits. 
 The National Associa-
tion of REALTORS® started 
looking at the pre-marketing 
concept seven or eight years 
ago. A little research will net 
you good information, including 
opinion pieces and videos. And, as 
with any new shiny thing, our REALTOR® 
Code of Ethics provides guidance and reminders 
that any action we take or tool we use needs to keep 
our client’s interest above all others.
 A shout out goes to our friends in Williamsburg, 
who were kind enough to provide me with their form 
and the regulatory guidance used in the managing of 
an agent’s pre-marketing activity. It’s really pretty 
simple. I also got a read on how CS is being handled 
in other markets such as Richmond and Northern 
Virginia. 
 In conjunction with the standard listing paper-
work, the seller signs a “pre-marketing addendum” 
that allows for (up to) a 21-day period during which 
the property will show up in the MLS and syndicate 
out as per the norm, BUT cannot be shown and is 
noted as “CS.” Agent response to any consumer in-
quires	 during	 the	 CS	 period	 would	 need	 to	 reflect	
that restriction as well. At any point in the 21-day 
period the agent, by agreement with the seller, can 
remove the property from the CS status, and the list-
ing would assume normal active status. (Note: Once 
removed a property cannot return to CS status.)

 There are a variety of conditions beyond the sim-
ple creation of a “buzz” that make pre-marketing/CS 
a useful tool for agents. We have all dealt with that 
seller who, upon signing the listing agreement, tells 
you he needs two weeks to clean up and do a “few 
small repairs.” Slap a CS on it.

	 That	 flip	 that’s	 almost	 ready	 to	 go?	 Slap	 a	
CS on it. 

 Have a seller who is telling you his 
house is worth $10,000 over your 

perfectly nailed down CMA? 
Fine, now the 21-day CS pe-
riod is a market test of that 
theory. This dovetails nicely 
with another aspect of the 
CS timeframe. It’s not in-
cluded in the dreaded “days 
on market.” Now you can do 

that “try the market” to sat-
isfy the seller without burning 

critical market time.
Perhaps the best quality of CS as 

a tactic in a listing presentation is 
overcoming that “we’re-not-quite-ready-

to-list”	objection.	Narrow	the	timeframe	to	fit	with-
in the CS allowance and you’re made. Turn it into a 
benefit:	 the	 not-quite-ready	 period	 becomes	 the	CS	
period; no showings…just building interest. 
 As with any substantial new feature or evolution 
in our business, there will be these bits to work out, 
and questions will arise. And there is one question 
that gets me to wondering: If one were to get an offer 
during the CS period, how would that be handled?
 As it was received during the CS period it would 
need to include a sight-unseen addendum. Present 
it as per regulatory requirements. Remember, you 
have a signed agreement, and all offers must be 
presented. Under the circumstances it may contain 
a “viewing contingency,” but it cannot be seen un-
til one of two things occurs: Either the buyer waits 
until the end of the CS period or, as stated earlier, 
the agent and seller agree to drop into active status, 
allow the buyer in and negotiate the contract. 
 If we are to encounter a problem with the idea 
of pre-marketing/CS, it is in the ambiguity of cutting 

Pre-marketed/coming soon listings: 
useful tool or ethical problem?

A benefit: 
the not-quite-
ready period 
becomes the 

CS period.
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(Pre-marketing, continued from previous page)

the CS period short in response to an offer. 
 Those of us familiar with pocket listings may look upon pre-
marketing as legitimizing that very thing. For those few who 
put greed above need the opportunity for abuse lies here. Should 
REIN allow the introduction of CS, it will have to put in a little 
extra time with auditing listings and sales, particularly in cases 
where the CS period was cut short and the listing went active 
contingent within a day or two. 
 This is not to say that this scenario won’t occur both of-
ten and legitimately. It should be expected in a market with as 
short a supply of listings as we currently have. While dual agen-
cy transactions certainly merit a look, they are by no means the 
only area requiring overview. 
 Remember, part of the problem with pocket listings was the 
“private network” aspect of marketing them. It is quite conceiv-
able that some number of “better” listings can circulate within 
closed	loops	of	specific	agents.	Good	oversight	needs	to	take	this	

into account. Sellers still need to sign off; we just need to be sure 
they’re fully understanding all the details.
 While I have pointed out what may be less desirable fea-
tures of pre-marketing/CS; the vast majority of agents will see 
this, and rightfully so, as a long overdue and valuable tool. It 
allows agents to test and get a sense of market interest and al-
lows time to change price and terms up in time to hit the wider 
market. 
 Its singular best feature is the ability to drive price and 
terms in the seller’s best interest while allowing buyers to “get 
in the game.” It’s our duty to be sure that, in the end, we let the 
market speak in terms of highest and best value.
	 Next	steps?	We	need	to	eliminate	the	need	to	fine	agents	for	
attempting to do a better job for their clients. Let REIN know 
it’s time to implement a pre-marketing/CS program. Talk to 
your broker and let the SMAC committee at REIN know you 
want this. ⌂⌂

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

HRRA.com
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Elaine Griffin

Vice-Chair, 

Professional 

Standards Committee

SOP 16-13 
authorizes 

dealings with 
the client of 

another 
broker.

It looks like we are in the open house business 
again, although with proper safety protocols. With 
that in mind, I thought I’d draw your attention to 

Article 16 of our National Association of REALTORS® 
Code of Ethics: “REALTORS® shall not engage in any 
practice or take any action inconsistent with exclusive 
representation or exclusive brokerage relation-
ship agreements that other REALTORS® 
have with clients.” 
 There are many details as seen 
in 20 Standards of Practice un-
der this Article. I think you’ll 
see why this case study, al-
though from 1999, is relevant 
in today’s market. It reads:
 Case #16-14 Dealings 
Initiated by Another Bro-
ker’s Client - “REALTOR® 
X, a residential broker, had 
recently listed a home. REAL-
TOR® X’s marketing campaign 
included “open houses” on several 
consecutive weekends. 
 “One Sunday afternoon Buyer B came 
to the open house. REALTOR® X introduced herself 
to Buyer B and asked whether Buyer B was working 
with another broker. Buyer B responded that he was, 
in fact, exclusively represented but went on to add that 
he was quite familiar with the property as it had been 
previously owned by a close personal friend. REAL-
TOR® X told Buyer B that she would be happy to show 
Buyer B through the home and answer any questions 
he might have, but added that she represented the sell-
er and not Buyer B.
 “After viewing the home, Buyer B indicated that 
he was seriously interested in the property and intend-
ed to discuss a possible purchase offer with his buyer 
representative. REALTOR® X responded that there 
were several other buyers interested in the property 
and that it would likely sell quickly.
 “‘I can’t tell you what to do, but if it were me, I 
would make an offer today,’ REALTOR® X told Buyer 
B. ‘You can go back and discuss this with your broker 
if you like, or I can help you write a purchase contract. 
It’s your choice.’ 
 “With REALTOR® X’s words in mind, Buyer B de-

cided to make an offer. REALTOR® X assisted Buyer B 
in	filling	out	a	standard	form	purchase	contract,	which	
was accepted by the seller later that day.
 “REALTOR® X was subsequently charged with 
violating Article 16 for dealing and negotiating with a 
party who had an exclusive relationship with another 

REALTOR®.
 “At the hearing, REALTOR® X de-

fended her actions, nothing that she 
had told Buyer B that she was the 

seller’s exclusive agent and, as 
such, would not and could not 
represent Buyer B’s interests. 
She pointed out that Buyer 
B had asked her for help in 
writing a purchase offer and 
had not sought the counsel 
and assistance of his exclu-

sive buyer representative. 
“She concluded her defense 

noting that Standard of Practice 
16-13 authorizes dealings with the 

client of another broker when those 
dealings are initiated by the client. 

 “The Hearing Panel disagreed with REALTOR® 
X’s reasoning. They concluded that REALTOR® X’s in-
ducement of Buyer B by emphasizing that the property 
might sell quickly (which might well have been true), 
coupled with her offer to prepare a purchase contract 
on Buyer B’s behalf, constituted an initiation of deal-
ings on the property by REALTOR® X, not by Buyer 
B. As a result, REALTOR® X was found in violation of 
Article 16.”
 Now, given the same scenario of having told  
REALTOR® X that he was exclusively represented with 
another broker and having been told that REALTOR® 
X represented the seller, if Buyer B had “indicated that 
he had pressing business travel plans, was seriously 
interested in the property and requested REALTOR® 
X’s assistance in preparing a purchase offer,” which 
was subsequently presented and accepted by the seller, 
REALTOR® X would not have been in violation of Ar-
ticle 16 as interpreted by Standards of Practice 16-13.
 You can review the Code of Ethics at nar.realtor. 
Be conscious of Article 16 as we continue in a busy 
summer market, and happy conscious selling!  ⌂⌂

Revisiting the Code of Ethics’ 
Article 16 
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We offer the best loan experience possible.

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

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

Our Team Is Here to Serve You!

MORTGAGE

Extensive loan options, including:
• Construction to Permanent Mortgages

• Professional Mortgage Loan Program

• Adjustable Rate Mortgages

Sherry L. Thacker
SVP, Managing Director

757.251.2785
NMLS # 272200

Lisa Cafferty
VP, Regional Sales Manager

757.690.8041
NMLS # 106796

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

Virginia Beach newport news

Andy Orleans
Mortgage Loan Originator

757.251.2796
NMLS # 1674281

Lisa McNeil
Mortgage Loan Originator

757.251.2781
NMLS # 267484

Franklin

Drew Edwards
Sr. Mortgage Loan Originator

757.653.4300
NMLS # 116569

newport news Virginia Beach
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Alexandra Serrano

Chair, Community 

Involvement Advisory 

Committee

These past few months have been a really big 
struggle in my household, as well as those of 
everyone I know, so I am sure it has been a 

struggle for you! We all have had to evaluate and re-
adjust as needed to navigate the “new normal.” Now 
we are doing that again with the reopening of Virginia. 
 I try to look at everything with a positive spin. 
If anything, all the changes are helping 
people get out of the everyday routine 
and change, which can help them 
change themselves (and hope-
fully for the better). 
 What are some positive 
changes you have experi-
enced? One of mine is that 
is that I am even closer with 
my children and really dis-
covering the differences and 
similarities in their person-
alities. I have been able to get 
some projects done around my 
house. I have been cooking way 
more than I have in a long time, which 
is helping my creative release.  
 I have two young children, ages 7 and 10, and it 
was challenging having them home all day, teaching 
them and still running my business. There were many 
tantrums…some	 mine	 and	 some	 theirs.	 I	 definitely	
learned to have more patience and let go of things that 
I cannot control or humanly possibly do. 
 Sometimes you can’t get it all done in a day, and 
that is OK. This was a HUGE lesson for me to learn. I 
am a control freak and think that I have to do every-
thing. That is not the case now. I can let small things 
go in order to focus on big ones that actually matter. 
 But what about reopening Virginia? As I write this, 
I’m wondering are they going to reopen the schools in 
the fall? Will we see a rise of homeschooling children? 
I think so. Are a lot of companies going to go towards 
having employees work from home and telecommuni-
cate? Absolutely. 
 What is going to happen to all the small businesses 
that	had	to	shut	down,	or	the	nonprofits	that	rely	on	
volunteers and donations that weren’t possible? 
 I have no idea, and I don’t think anyone does. 
There is going to be a huge trickle effect, and we won’t 

even know the damage for months.
 In all honesty, the hardest part of this pandemic 
for me was postponing all of my volunteering obliga-
tions.	The	first	week	of	June	we	were	supposed	to	have	
HRRA’s annual REALTORS® Have a Heart home re-
hab project for a veteran. It was really hard looking at 

all the old pictures pop up on my social media. I 
identify a lot of who I am through volun-

teering and helping others; it literally 
feeds my soul. 
	 I	have	had	to	find	other	ways	

to get my dose, and it has been 
challenging. I serve on a cou-
ple	 other	 nonprofit	 boards,	
and all of their events and 
fundraising were postponed 
as well.
 REALTORS® Have a Heart 

did a great job making masks 
to be donated to those who 

needed them. We spent quite 
some	 time	 trying	 to	 figure	 out	 a	

way to help without actually getting 
together or even being outside. We had so 

many great ideas, and all of them had to be shut 
down because there was chance of someone being ex-
posed. For example, we wanted to do a cleanup event 
where members would wear their REALTORS® Have 
a Heart T-shirts and go around locally and indepen-
dently and pick up trash for two hours. Then the news 
came out that a Virginia Beach sanitation worker had 
contracted the coronavirus. 
 We are planning to reschedule the veteran’s home 
rehab project in October. We still need a worthy can-
didate for the project. If you know someone who is a 
veteran and has fallen on hard times and their home 
needs some love, please let me know. After the year we 
have had so far, I am excited to focus on something so 
positive. 
	 As	always,	we	will	need	sponsorship	from	our	Affli-
ates. Again, this is the plan to postpone until October. 
If there is any question of keeping everyone healthy 
and safe, we will have to postpone until 2021. The safe-
ty of our REALTORS®	 and	Affliates	 is	 of	 the	utmost	
importance. Stay tuned.  ⌂⌂

We are 
planning the 

veteran’s home 
rehab project 
for October.

Volunteerism during COVID 
times
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Thank You to our 2020 HRRA Partners
GOLD SILVER

BRONZE

COPPER

AMBASSADOR

CLYBURN
INSURANCE

Fulton BankFulton Bank
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Cosette Lambourne

Chair, Young 

Professionals Network “Settling” 
stands in the 

way of growth 
and success. 

We are entering into the second half of a very 
unusual year. Take a minute and think 
about where you are right now. How is busi-

ness? How is your health? Mind, body and spirit? How 
are your relationships? 
 In early June, your YPN Committee brought a 
“Mid-year Review and Motivation” workshop to 
HRRA. Using the teachings of the “Mira-
cle Morning for Real Estate Agents” 
by Hal Elrod, we reviewed what 
stands in the way of our success 
and what keys unlock the path 
to our true potential.
 I would like to touch on 
the focus of the class—me-
diocrity. Where are we right 
now? Are we doing OK? 
Are	 we	 alright?	 Ninety-five	
percent of mankind settles 
for less than what they really 
want. We've been programmed 
to do so. We get “comfortable” and 
“settle.” But “being comfortable” and 
“settling” stand in the way of growth and 
success. 
 So, what is mediocrity? It comes from the Latin 
word medius, meaning “middle,” and ocris, meaning 
“rugged mountain.” Literally translated, it means “to 
settle	halfway	to	the	summit	of	a	difficult	mountain.”	
It is a compromise of abilities and potential—a negotia-
tion between the drive to excel and the biological urge 
to settle for the most comfortable option. 
 Mediocrity has nothing to do with how you com-
pare to someone else. It is simply a result of not mak-
ing the commitment to continuously learn, grow, and 
improve yourself. 
 Albert Einstein says it is not about being “more 
gifted than anybody else.” It’s about being “more curi-
ous than the average person” and “not giving up on a 
problem until [you] have found the proper solution.”
	 Do	you	remember	your	first	car?	Did	you	envision	
yourself staying in that same car forever? No! We want 
to gradually improve and upgrade the vehicle we drive 
every few years. So why do we not have the same vi-
sion for our ultimate vehicle of life? All of our “vehicles” 
are different and we all need tune-ups, oil changes and 

upgrades. If we ignore our maintenance and repair, we 
will rust and die. 
 There are seven causes of mediocrity, and we all 
suffer from at least one of them. 
	 The	first	is	“Rearview	Mirror	Syndrome,”	common-
ly known as “victim mentality.” This is when you focus 

on events of the past and allow them to keep you 
from moving into a better future. You can 

rise above the ‘less-than’ situations or 
you can fall victim. Either way, it’s 

a CHOICE. 
 The next is “unclear pur-
pose.” If we have no real des-
tination or purpose in life, 
then we're not really going 
anywhere. When you get in 
your car you set a destination 
in your GPS. You are then 

shown the most direct route. 
We should all use a goal set-

ting tool to ensure that we have a 
clear path and plan of action to get 

us to our goals. 
 “Isolating incidents” is an important 

tactic. Too often we let the emotions of one situation 
bleed into other areas of our life. We let fear or pain 
keep us from moving toward new opportunities. We 
must get to the root of the issue and address just that! 
 The next cause is “lack of accountability.” This is 
a popular one! Are you a dependable person? Do you 
always show up as expected? Do you show up for your-
self?	Living	by	a	schedule	is	the	first	step.	Learning	to	
time-block is next. And then, we must hold ourselves 
accountable to that time-blocked schedule! Commit to 
doing the hard things and the not-so-fun things that 
will catapult your business forward.
	 “Circle	 of	 influence”	 is	 a	 major	 contributor.	 The	
people you surround yourself with and spend time 
with are crucial to your well-being. This one is touchy! 
Evaluate	the	five	people	that	you	spend	the	most	time	
with and make sure they're bringing value to your life. 
Ask yourself what people you look up to and aspire to 
be. Start reaching out and spending time with these 
people. Improve your circle and you will ultimately im-
prove your life. 
 

Rise above the rest

(continued on page 17...)
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Affiliate Spotlight: Old Republic Home Protection 
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Old Republic Home Protection

Territory: Central and Southern Virginia

Company details: www.hrhp.com, marygarnerd@orhp.com, and (800) 445-6999 or (804) 453-8757 

Year company established: 1974

Company specialties: Comprehensive home warranty coverage and exceptional customer service

HRRA Affiliate member since: 2019

Why we joined HRRA: What an opportunity to work with and get to know agents in one of the strongest 
boards in the state!
 
Why we got into this business: To offer real estate professionals a home warranty plan upon which they 
can	confidently	rely.

Why we love doing what we do: Our motto is “People Helping People,” and it is a joy to truly help people 
every day. 

Our favorite satisfied-customer story: I cannot single out one. I just love being able to get things 
resolved quickly when an agent contacts me. Most of the time agents are surprised with how quickly we 
attend to things.

Our favorite HRRA event: I have not been to everything, but every single thing I have attended has been 
great.	And	I	have	the	Chili	Cook-Off	figured	out	for	next	time!

Most memorable HRRA moment: For me, personally, it was COE. What an outstanding show of 
professionals and of positive force. HRRA leadership and staff outdid themselves, and I was honored to 
announce some of the honorees.

Best piece of advice to REALTORS®: Come from curiosity. There is always more to learn and always call me and ask. You know what 
the answer is if you don’t. 

The one thing we want REALTORS® to know about our industry is: Just like all real estate agents are not the same, neither are 
all warranty companies! 
 
HRRA Affiliate Spotlight offers a closer look at the association’s Affiliate members. Old Republic Home Protection is a 2020 Copper Partner. 

REALTORS®: Are you using this FREE member benefit?

Sign up for free RPR® webinars and training!

Learn more at HRRA.com

http://www.hrhp.com
mailto:marygarnerd@orhp.com
HRRA.com
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Linda Harrison

HRRPAC 

Fundraising Chair
REALTORS® 

are a squeaky 
wheel that 
legislators 

hear! 

Ah, summer—fun, sun and 5K on the run! Keep 
your eyes open for our virtual 5K on the run 
coming to the streets near YOU. 

 These have been frustrating times for us all. 
Agreed? Your Hampton Roads REALTORS® Political 
Action Committee (HRRPAC) Fundraising Committee 
has been hard at work, and we have put together 
some pretty fabulous events that have been 
cancelled not once but now twice—and 
they were going to be great. But 
do not fear; we are just pushing 
them to the end of the year.
 This article will cover two 
months, so I want to explore 
two topics: HRRPAC events 
and advocacy. The following 
are a few upcoming events 
we have planned (and, of 
course, everyone is invited), 
so stay tuned for more informa-
tion:
 Taco Challenge: Friendly 
competition between two very special 
chefs and a guacamole contest, too. So, get 
your guacamole recipes ready (and, of course, de-
tails to follow...again).
 Virtual 5K on the Run: Two-day event with a 
team competition (again, friendly) and a barbecue cel-
ebration on that Sunday provided by another super 
fabulous chef. Details to follow.
 Call Night: YES, we will be meeting in a real 
room with real people and eating pizza. We’ll be getting 
the word out about HRRPAC and the many successes 
to date and goals for the future.
 Now it’s time to chat about advocacy! Now, more 
than ever, I believe we need to visit the basics for ad-
vocacy, the REALTOR® advocate and the REALTOR® 
Party. 
 Advocacy: An advocate is someone who pleads 
or defends a cause or idea. To “advocate” is to argue, 
dispute and take action towards changing a situation, 
policy, or idea of another person, group or entity. Ad-
vocacy is the process of supporting a cause or proposal. 
(Glad we got that out of the way.) 
 As a parent, I watched my children maneuver the 
halls of elementary, middle, high schools and college. 

As they progressed, situations arose where I could have 
interceded on their behalf. But I did not (for the most 
part). I taught them to advocate on their own behalf. 
If they didn’t get a grade they liked…advocate (i.e. it’s 
your grade and your work, so prepare and present to 
your teacher why you feel it should be higher). I was 

preparing them for the real world. We all advocate 
for what we believe in. Right?

  REALTOR® advocate:  
REALTOR® advocates make a dif-

ference in ways that are felt even 
at the individual-agent level. 
REALTORS® are a squeaky 
wheel that legislators hear 
because of the continual ad-
vocacy by not only HRRA, 
but Virginia REALTORS® 
and the National Association 

of REALTORS®. Through ac-
tions, contributions and more, 

our members are involved in the 
legislative process (advocacy) to en-

sure that the interests of homeowners 
are considered and their rights protected. 

 REALTORS® are watching what legislators do and 
will hold lawmakers accountable on legislation affect-
ing real estate.” Note: In real estate, our advocates pur-
sue only interests that affect real estate.
 REALTOR® Party: Is our political arm and is 
non-partisan, for our only interest is in real estate 
matters. The REALTOR® Party is a powerful alliance 
of REALTORS® and REALTOR® associations working 
to protect and promote homeownership and property 
interests.
 Your voice counts, so don’t be shy. Join your voice 
with our voice, and our message will be heard and 
real estate rights for everyone will be preserved and 
improved upon. Join your voice and join our events to 
learn more about HRRPAC. 
 Read up on advocacy issues from A to Z; go to  
narfocus.com/billdatabase/clientfiles/172/26/3233.pdf 
for a great overview from NAR.  ⌂⌂

Join your voice with our voice

http://narfocus.com/billdatabase/clientfiles/172/26/3233.pdf
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HRRPAC

Hampton Roads 
REALTORS® Political 
Action Committee

Your Voice 
in Politics.

HRRA.com/HRRPAC

Invest in your industry. 
Donate today!

“Personal development” is highly overlooked. We can only 
be as good on the outside as we are on the inside. If you 
ignore the work that needs to be done to improve your mind-
set, knowledge and emotional intelligence, then you're still 
driving	around	in	that	very	first	car!	
 Jim Rohn said, “If you want things to change, YOU 
have to change. If you want things to be better, you have to 
be better.”
 “Lack of urgency” is the last cause of mediocrity. We 
tend	 to	 procrastinate	 if	 there	 is	 no	 fire	 making	 us	 move	
quickly. Every day we are one day closer to our end on this 
earth. Do not put off to tomorrow what can be done today.
 Break down these barriers and start living your best 
life today! ⌂⌂

(Rise above, continued from page 14)

http://HRRA.com/HRRPAC
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Your Trusted Mortgage Partner

Contact your local 
Langley Mortgage 
loan officer today!

Nathalia Luna
NMLS# 659443
757-224-4745

Holly Damalas
NMLS# 758490 
757-692-6669

HRRA offices had a “soft” opening on June 11; while we are holding limited 

meetings and events in-house, many councils and committees are still holding 

meetings online through Zoom. 

Check HRRA.com/virtual-events/, your email, and our social media for up-to-

date information as schedules shift during this phase of Virginia's re-opening. 

Don't forget the wealth of information being continually curated at  

HRRA.com/covid-19-resources/ to help you and your business navigate the 

pandemic. Stay safe, HRRA!

Calendar of EVENTS

http://HRRA.com/covid-19-resources/
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Our classrooms have been reconfigured to reduce the number of students in a 
classroom and allow for space between students. Students are required to:

• Stay home if sick.
• Practice social distancing in the building.
• Wear a mask while in the buildings/classrooms. Students will be asked to 

leave if not wearing a face covering.
• Bring your own pencils, note paper and calculators—no loaners will be 

available.
• Frequent breaks will be instituted so that students may wash their hands and 

reduce the amount of students in the restroom at a given time.
• Students may only bring drinks into the building, no food.

Classes 

with imited 

seating.

Take CE/PL Coursesonline!

It’s a gift that keeps on giving...

  Christmas 
    in July!
Advertising contracts signed by July 31, 2020 for 
the Hampton Roads REALTOR® magazine will 
receive a 20% DISCOUNT. Contact Misty Pritchett 
at Advertising@HRRA.com to sign up now!

20% off!

Don't 

wait!

Calendar of EDUCATION North Carolina
Academy of Real Estate, LLC

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

For up-to-date class listings, please go to AlphaCollegeOfRealEstate.com

OWN YOUR 
PRESENT.  
EMPOWER 
YOUR FUTURE. 
You can lead the way. Commitment to Excellence 
empowers you to enhance and showcase your high 
level of professionalism. It gives you an advantage 
in an increasingly competitive market and shows 
consumers you’re committed to conducting business 
at the highest standard. Be committed to excellence.

Get started today at C2EX.realtor.

mailto:Advertising@HRRA.com
http://AlphaCollegeOfRealEstate.com
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It	 is	hard	to	believe,	but	summer	vacation	is	offi-
cially here! Just like all other aspects of the life 
right now, summer vacationing will look different 

for all of us. While we strongly urge our folks to stay at 
home as much as possible, we understand the need to 
get away. 
 Make sure you know how to travel safely dur-
ing the COVID pandemic. 
 Before you go - Before you even 
leave the comfort of your home, 
please make sure to stay home 
for at least 14 days if you or a 
loved one you plan to travel 
with has been sick, had a fe-
ver, has traveled outside of 
the United States or has a 
sudden loss of taste. 
 Of course, there are a few 
other things to consider before 
you pack your suitcase! Will the 
place you are vacationing or trav-
eling to bring you within six feet of 
other people? If so, remember that be-
ing close to other people will increase your 
chances of being infected or infecting others. 
	 So,	try	to	find	a	destination	that	allows	you	to	dis-
tance safely from others. If you are higher risk due to 
chronic illness or an underlying health condition, it is 
recommended that you stay home. (Stay-cations can be 
fun, too!) Be sure to check the state and local govern-
ment for the locale to which you are traveling, as some 
may require you to stay at home for 14 days, or they 
may have other restrictions in place. 
 How to get there - Okay, now that you have 
made sure to check all the above before packing, it is 
time to decide how to get where you are going. 
 It’s important to note that the CDC says,  
“[t]ravel increases your chances of getting and spreading  
COVID-19. We do not know if one type of travel is saf-

er than others; however, airports, bus stations, train 
stations, and rest stops are all places where travelers 
can be exposed to the virus in the air and on surfaces. 
These	are	also	places	where	it	can	be	difficult	to	social	
distance (keeping six feet apart from other people).” 
 If you decide to travel by car, avoid making stops 

along the way for things such as gas, food or bath-
room breaks. These types of stops put you 

in contact with other people and sur-
faces. 

 Anticipate travel needs 
- Once you are at your desti-
nation, remember to pack 
enough alcohol-based hand 
sanitizer (at least 60% alco-
hol) and keep it with you at 
all times, within easy reach. 
When going out in public, 

be sure to wear a cloth face 
covering. We also recommend 

that you prepare food and water 
for your trip. Pack non-perishable 

food in case restaurants and stores are 
closed. 

 Also, we strongly encourage you to clean and dis-
infect your travel lodging. Most importantly, when in 
doubt, wash your hands and wash them often! 
 Just be smart - As our economy begins to re-open 
and restrictions are lifted, there will be a number of 
people who have been sheltered-in-place for quite some 
time and they will want to get out. That means that 
some places could be a bit crowded. 
 In the end, the most important thing that we can 
do is to pack our collective patience and exercise good 
common sense, the same thing we really all should 
have been doing long before COVID-19. 
 One of these days, we will get back to the “old nor-
mal,” and we will be able to move about as we once did. 
Until that time, we hope that you stay safe. ⌂⌂

How to have a safe vacation in 
the time of COVID

Tyler Craddock 

State Government 

Affairs Director

Summer 
vacationing 

will look 
different for 

all of us.

Samantha Kenny

Local Government 

Affairs Director

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 
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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Bryan Royster, 

NMLS# 1119613

Atlantic Bay 

Mortgage Group

We
can learn 
by staying 
engaged 
with one 
another.

As the saying goes (and rings loud in meaning 
now, more than ever), we need to strive to 
thrive and not just survive. 

 While a lot of changes have steered us to shift 
gears and pivot in new directions, I can tell you that 
my focus, daily goals and drive have remained intact. 
Doing this is the only way to forge ahead.
 Whether the market is in our favor or 
not, what we must do in our industry 
is simple. We must take advantage 
of available resources and con-
stantly strategize how to best 
position ourselves as allies, 
resources, and trusted indus-
try professionals. Below are 
some of the ways my peers 
and I have been making the 
most of our businesses to-
gether. 
 Marketing that makes 
sense: In order to reach the 
community at large and build rela-
tionships of value, we have turned to 
marketing.	Co-branded	listing	flyers	to	reel	
people in, virtual open houses for exposure, Face-
book Live events with industry professionals to engage 
with buyers, and online educational seminars have all 
transformed the way we form relationships. 
 Recently, I teamed up with a real estate agent, in-
surance representative and CPA to host a seminar. We 
marketed online leading up to the event, gained trac-
tion through a solid attendance, and never forgot the 
power of follow ups. We covered different aspects of the 
entire	 process,	 including	 tax	 benefits,	 filing	 pointers,	
the	benefits	of	talking	to	a	mortgage	professional,	and	
answered questions. 
 We found that while many people are unsure about 
buying a home, the attendees found comfort in an in-
formal setting and appreciated information that was 
easy to digest. If people don’t know where to start, we 
need to be their advocate to get their mind going, even 
if it’s not now, but in the next six months or a couple 
years. It’s all about doing what we can to get buyers on 
the right track. 
 Timing is everything: The virtual closing expe-
rience has been paving the path toward the future of 

home buying. Not only does this option allow the bor-
rower to complete the loan application digitally, view 
the closing package from home and experience a quick 
closing with minimal documents to sign, but it allows 
the closing attorney to schedule more closings because 
they don’t have to block out the time that in-person 

closings require. 
 DocuSign, an e-signature platform 

that my borrowers are raving about, 
has been a time-saving game 

changer. At the end of the day, 
the No. 1 thing for you, me and 
our peers is time. If we use 
tools that free up time to gen-
erate leads and make connec-
tions, then we are leveling up 
our	long-term	efficiency.
 Consistency counts: No 

matter what methods we 
choose to incorporate in our 

businesses, we must always re-
member to take advantage of avail-

able resources. 
 Whether it’s using REALTOR® bene-

fits,	connecting	more	often,	or	leaning	into	each	oth-
er to grow, it’s important that we remember we should 
never be scared to reach out to each other. I constantly 
am asking professionals in our industry questions like, 
“What tools have been working for you?” or “I saw you 
did this with success, can you explain it further?” I 
then try to implement and execute what has worked 
for	them,	in	a	way	that	flows	for	me.	
 It turns out that the phrase “better together” holds 
true. We can learn by staying engaged with one an-
other and being proactive. It’s the little things, daily 
routines, and a willingness to improve that add up to 
greater results. We need to focus on being resourceful, 
tactful and strategic.  ⌂⌂

Differentiating your business 
begins by being resourceful
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Traci Lewis 

Van Camp, CRS, 

ABR, GRI, MPM, 

RMP

Chair, Property 

Management and 

Leasing Council

Many 
places in 
Hampton 
Roads are 
prone to 
flooding.

Wow!	Summer	 is	officially	here!	Did	we	ever	
think we could enjoy being outdoors so 
much? The market is busier than ever, with 

both the rental and sales sides playing catch up with 
inventory shortages. Hopefully, COVID-19 is winding 
down as we enter the second half of 2020. 
 The 2020 hurricane season began early this 
year and, while we can’t control the weath-
er, we can be prepared for it. As prop-
erty managers, we are responsible 
for other people’s homes, condos, 
buildings, etc. We are also re-
sponsible for keeping owners 
informed of damages to their 
property. 
 Hurricanes bring lots 
of rain, wind and sometimes 
major	flooding.	Many	cities	in	
Hampton Roads have multiple 
neighborhoods that are prone 
to	flooding.	
 Our multiple listing service 
does	 not	 require	 disclosure	 of	 flood	
zones, so how do you address this in your 
management agreements and leases? Do you disclose 
to	the	tenants	if	the	property	is	in	a	flood	zone?	Do	you	
require the tenants to have renter’s insurance or even 
flood	coverage?	How	else	do	you	prepare	for	hurricane	
season? 
 A friendly reminder to tenants to secure their be-
longings so they don’t become projectiles during the 
storms isn’t a bad idea for everyone’s safety. Reaching 
out to the tenants is a great way to keep communica-
tion	flowing,	especially	during	scary	times.	
	 Occasionally,	a	horrific	storm	can	spawn	a	tornado.	
I remember 2008’s tornado damage in Suffolk by Obici 
Hospital and in the Hillpoint Farms neighborhoods. 
Homes, buildings and businesses were destroyed in a 
matter of minutes. 
 While watching the news coverage of the storm 
cells and the direction they were headed, my mind be-
gan searching my database of properties in that area. 
Everything happened quickly, and the word of the dev-
astation was immediately all over the news. I contact-
ed my tenants and was glad to hear of their safety. 

 The owners, tenants and I were also very relieved 
that everyone was safe and that all my managed 
properties miraculously survived without even miss-
ing a shingle! Unfortunately, many homes in the area 
weren’t so lucky. 
 Having a disaster plan in place shows your pro-

fessionalism and knowledge of procedures during 
such an event. 

 Preventative maintenance can some-
times help reduce damages and 

limit liability. Trimming trees, 
caulking and general mainte-
nance are paramount. Hav-
ing a backup or hard copy 
of your procedures and da-
tabase	 could	 definitely	 come	
in handy should an areawide 
power outage occurs. 

 What happens when you 
lose power? Your Wi-Fi router 

and internet goes out, too! Hav-
ing a backup generator at home or 

at	the	office	could	help	keep	your	office	
functioning during the outage. Many of us 

use cloud-friendly systems, and during an event we 
can text or send messages through our property man-
agement program apps. I learned of this program from 
a California property manager friend while they were 
speaking about the devastation they experienced with 
the	wildfires	that	devoured	many	homes.	Thank	good-
ness we don’t have to experience that, too! 
 As we enjoy our summer and the rest of hurricane 
season, a little planning now can save you some major 
headaches later. Having a checklist for such emergen-
cies, ensuring your owners and tenants have the cor-
rect insurance coverage, and having your database or 
software properly backed up are things we can do now. 
 No one expected a pandemic this year, and I’m 
pretty sure most of us didn’t plan for it. Although we 
didn’t plan for COVID-19, we as REALTORS®	definite-
ly overcame and adapted to our new normal. ⌂⌂

Is your hurricane disaster plan 
in place?
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Painting a 
brighter world

Christie Woytowitz

Vice-Chair, Affiliates Council

	 HRRA’s	 Affiliates	 Council	 is	 pleased	
to host our annual PaintFest® at HRRA 
headquarters on July 23 from 4 to 7 p.m. 
This is a fun, casual and playful afternoon 
of networking and painting. Imagine paint 
by numbers! No skill is required. There 
will be food, drinks and LIVE music as we 
gather to paint a six-panel mural of bright-
ly	colored	dragonflies	for	donation	(see in-
set, center). 
 It’s a fun way to unwind at the end of 
the day and see friends, all while creating 
a wall hanging that will bring many smiles 
for the residents, staff and visitors of St. 
Mary’s Home in Norfolk, the designated 
recipient of the completed wall mural.
 St. Mary’s provides round the clock 
care to children and young adults from all 
over Virginia who have profound physical 
and intellectual disabilities. This beauti-
ful and cheery painting will hang outside 
a child’s room in the hallway for all to see. 
Some residents have joined us in the past 
while we worked on the art. Their smiles 
say it all, and the staff is so gracious about 
receiving the art during the dedication. 
 This event has come to be a favorite 
of many people, which isn’t surprising. You 
really don’t need artistic talent. Just grab 
a drink and some food, sit down, enjoy the 
live music and start painting a panel! 
 At the end of the event, we will wit-
ness what all completed six panels create 
as we come together as one team and con-
nect the pieces for our mural. Our painting 
will show the expression of a fun afternoon. 
 This event is $20 per person for  
REALTORS®;	 only	Affiliates	who	 sponsor	
the event may join in the fun; as of press 
time they include: 2-10 Homebuyers War-
ranty, AAFMAA Mortgage Services; Atlan-
tic Bay Mortgage Group; C&F Mortgage 
Corp.; Choice Insurance Agency; Clyburn 
Insurance; Fair Mechanical; Home War-

ranty of America; HouseMaster Home 
Inspections; I-95 Home Inspections; The 
Ideal Nest; Impressive Home Staging; 
loanDepot; Navy Federal Credit Union; 
Old Republic Home Protection; and Pros-
per Insurance.
 Space is limited; go to HRRA.com to 
register now. (To keep within guidelines of 
social distancing, all participants will be 
required to register in advance.) 
 Mark your calendar now for July 23, 
and we will see you there!  ⌂⌂ 

New construction 
is essential and 
virtual

Colby Raymond

Vice-Chair, New Home Council

 Every home started out as new con-
struction. New homes lay the groundwork 
for the resale market in the years to come. 
According to the National Association of 
Home Builders (NAHB), residential con-
struction will help lead the way in eco-
nomic recovery, with low interest rates and 
pent-up demand helping spur the market. 
 Most workers have been deemed es-
sential and more safety measures have 
been put in place to ensure best practices 
on the work sites. Some aspects of building 
have slowed down as cities have adapted to 
new procedures for inspections. 
 Social distancing also has limited the 
number of people on a build at any given 
time. The builders build on. Building must 
continue so that there is no shortage of 
housing in the future. 
 In studies, NAHB has found that 

building 100 single-family homes in a 
particular area led to over 300 year-long 
jobs sustained. Skilled tradespeople are in 
high demand and valued on the work site. 
These new homes added can add millions 
in tax revenue generated as well as more 
spendable income to an area. New homes 
are designed to help drive the economy of 
an area.
 New construction sites are open for all 
to visit while maintaining the new social 
norms. If your buyer does not feel comfort-
able seeing a home in person, builders offer 
virtual tours. Site agents are happy to give 
Zoom visits and ask the right questions so 
your buyer gets the full experience. 
 Designers have taken the showrooms 
virtual, and buyers can now design their 
dream kitchens, bathrooms, bedrooms and 
every room in between with a variety of 
finishes.	They	 can	also	 see	how	 furniture	
and	 accessories	 can	fill	 the	 space	 to	 turn	
the house into their home. 
 With a new home, your buyers get the 
opportunity to start with a fresh, blank 
slate and add in their own touches to make 
the home unique. They are the ones who 
will give the lived-in warmth for the resale 
market later on. 
 Partnership is essential in new con-
struction, as the process is typically longer 
than the shorter-term resale transactions. 
Builders want happy homeowners and 
happy co-broke relationships so that they 
will have their family, friends, and other 
clients interested in joining the neighbor-
hoods as well. 
 Builders have constructed teams who 
know their products, procedures and time-
lines so that any surprises are kept to a 
minimum. They have trusted relationships 
with	 professionals	 in	 these	 fields	 so	 that	
transactions stay smooth and seamless. It 
is important that you and your clients have 
a positive experience and feel comfortable 
asking the right questions and gaining the 
best knowledge. 
	 Help	your	 clients	be	 the	first	 ones	 to	
live	in	a	home.	Let	them	be	the	first	to	put	
the positive energy of homeownership in a 
space	that	will	be	filled	with	memories	not	
only from their family, but other families 
to come.  ⌂⌂

 IN BRIEF: Big news, small bites

http://HRRA.com
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Sheryll Pyle

2-10 Home Buyers 

Warranty®

Seller 
coverage can 
make agents 

look like 
heroes.

Home warranty coverage can protect sellers, 
buyers and real estate agents throughout the 
home sales process. Once the sale closes, con-

verting seller coverage to buyer coverage is an easy, 
efficient	way	for	real	estate	agents	to	keep	their	clients	
protected. 
 Let’s look at why converting seller home war-
ranty coverage to buyer home warranty 
coverage is important – and how real 
estate agents can convert it easily:
 What is seller coverage 
and how does it work? – 
Seller coverage is simple for 
real estate agents to pro-
vide. Where allowed by law, 
it’s complimentary (except 
in Florida, where it’s $60). 
Seller coverage covers repair 
or replacement costs for the 
home’s major systems and ap-
pliances throughout the listing 
period.
 Say a seller has home warranty 
coverage and their heat or air conditioning 
breaks during the listing. All they have to do is con-
tact the home warranty and pay a service fee to have 
a dispatched contractor assess and address it. This can 
prevent delays or markdowns throughout the sales 
process. It also protects the seller’s budget as they try 
to sell their most valuable asset.
 In short, seller coverage can make agents look like 
heroes when their Sellers need protection most. We 
recommend that agents present this Service Agree-
ment to both the Seller and the Buyer before closing.
 How to convert seller home warranty cover-
age to buyer coverage – Once the home closes, there 
are three ways to convert seller coverage to buyer cov-
erage. They are:
 Buyers agent buys home warranty coverage and 
presents it as a gift. The most common way to convert 
coverage is for Buyers agents to purchase it for their 
clients. Doing so solves a big problem for many buyers, 
especially	first-time	buyers.
 Many buyers spend most of the money they have 
on a down payment. If a major system, like their HVAC, 
or a major appliance, like their fridge, breaks down, 

they may not have the money to address the problem. 
This can make the initial stages of home ownership 
difficult,	if	not	unaffordable.	It	can	also	lead	to	agents	
needing	to	field	calls	from	their	clients	about	what	they	
should do about breakdowns.
 Purchasing a home warranty and presenting it as 

a gift after closing can reduce this risk. A buyers 
home warranty protects Buyers against 

major system and appliance break-
downs for one year, starting the 

day it’s enrolled (agents have 30 
days after closing to enroll the 
home).	This	can	make	the	first	
year of home ownership less 
expensive and less stress-
ful for buyers. It also leads 
to happier clients who are 
more willing to recommend 

the agent to other buyers. And 
it saves agents time, because 

instead	of	fielding	calls,	they	can	
focus on their sales goals.

 Sellers can purchase and transfer 
coverage to buyers. This is especially useful 

in buyers markets as systems and appliances protec-
tion is valuable to new homeowners.
 Beyond that, a home warranty can be the extra 
push that on-the-fence buyers need in order to close 
the sale. Among all Sellers in 2019, a home warranty 
policy was the most-used incentive to attract buyers, 
according to the National Association of REALTORS®. 
A home warranty is a useful negotiation tool for Sellers 
looking to speed up a stalled sales process.
 The buyer can purchase a home warranty them-
selves. If the seller or real estate agent doesn’t convert 
coverage, the buyer can purchase coverage for them-
selves. The last thing homeowners want right after 
purchasing a home is for a major system or appliance 
to break down. A home warranty can reduce the costs 
of ownership when buyers need it most.
 Converting seller coverage to buyer coverage is 
a great way to differentiate yourself in a competitive 
market. It protects the transaction, speeds up the sales 
process and improves the home ownership experience 
for clients. And, when clients are happy, they’re more 
likely to refer their agents to others.  ⌂⌂

How to convert home warranty 
coverage from buyer to seller
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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

Friendly, expert service from your 
local home loan professionals

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

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

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

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

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

“That’s Who We R” 
REALTOR® Spotlight
WHO: Aric Martinez, Creed Realty 

HRRA MEMBER SINCE: 2011

REALTOR® ACTIVITIES/AWARDS: 
HRRPAC Fundraising Committee; 
2019 Circle of Excellencesm Advisory 
Group member; Member, HRRA Circle 
of Excellencesm; and HRRA Rising Star 
2019.

COMMUNITY INVOLVEMENT: I was 
on the board of directors for the Judeo-
Christian Outreach Center Emergency 
Shelter for 5½ years and still 
volunteer in a more limited capacity. 
I also push local special kids in road 
races for Team Hoyt and Ainsley’s 
Angels and assist with fundraising.

I CHOSE TO BECOME A REALTOR® 
BECAUSE: At the time I didn’t know 
there was a difference, and it was 
never explained to me. I learned the 
importance over the years and would 
never not be a REALTOR®.

FAVORITE REALTOR® BENEFIT: 
For me it is the access to free training 
and resources.

FAVORITE HRRA ACTIVITY AND 
WHY: Any event where I get to 
network with my colleagues. Over the 
years I’ve realized how important it is 
to get to know my fellow REALTORS®. 
Transactions run much smoother when 
you have a good relationship with the 
other side.

MOST MEMORABLE HRRA 
MOMENT: Shooting the video with 
all my colleagues that opened the 
2019 COE Gala. It didn’t turn out how 
we wanted, but we had so much fun 
together!

I AM PROUD TO CALL MYSELF 
A REALTOR® BECAUSE: There 
has never been an instance where 
being a REALTOR® has been more 
important than amidst a pandemic. 
The association has been instrumental 

in making sure we were considered 
essential business. Plus, all the advice 
and guidance they have provided 
navigating this chaos.
 
BEST PIECE OF ADVICE FOR 
FELLOW REALTORS®: Get involved, 
show up to events that you can, and 
spread the word to other agents who 
aren’t REALTORS® and ask them 
why. You don’t have to volunteer 
on a committee to have an impact. 
Also, give your Fair Share of $35 to 
HRRPAC.

Aric Martinez

REALTORS® are members of the

National Association of REALTORS®

REALTORS®

FIGHT FOR
EQUALITY IN
THE MARKET.
Is your agent a REALTOR®?

Look for the R.

For resources you can use in 
your own marketing and on 
social media, visit 
nar.realtor/thats-who-we-r

THE ESSENTIAL REAL ESTATE AGENT
WHY REAL ESTATE AGENTS ARE CRITICAL TO THE HOME BUYING PROCESS

NAVIGATING THE BUYING PROCESS
Real estate agents wear many hats....

HOME BUYERS’ SATISFACTION WITH REAL  
ESTATE AGENT’S SKILLS AND QUALITIES**

AN EXPERT RESOURCE
97%  of home buyers consider their real estate agent to be a useful source of information*.

82%  of first-time home buyers say their real estate agent helped them understand the home buying process.

REAL ESTATE AGENT TO-DO LIST

YOUR ADVOCATE
Working with a trusted and knowledgeable 
real estate agent not only saves home buyers 
time, but also helps take stress out of the  
process for them. In fact, 90% of home  
buyers say they would use their real estate 
agent again or recommend them to others.

Manage attorney reviews
Navigate all required state and federal formsHandle closing documents

Legal

Buying a home is the single largest and most complex transaction most people will make in their lifetime, with 

volumes of property, neighborhood, transaction, legal and regulatory details to navigate. Having an expert, local  

professional to manage the process is more important than ever before.

*Including both “very useful” and “somewhat useful”
**Including both “very satisfied” and “somewhat satisfied” 

Source: National Association of REALTORS® 2019 Profile of Home 

Buyers and Sellers report

Know local, county and state property taxesDecipher public property informationAdvise on price trends, schools  and neighborhoods

Community 

Coordinate with lenders
Research mortgage rates and termsSchedule appraisals and inspections

Financial  

REALTORS® are members of the National Association of REALTORS®

97%

95%

Negotiationskills

Honesty and integrity

98%

Knowledge of real estate market

98%

Knowledge of purchase process

Educate clients about the  transaction process   
Search the broadest  database of available homesResearch information  about properties

Arrange tours of homes   
Navigate home inspectionsNegotiate best possible price
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Everyone is 
talking about 
what is going 

to happen 
to office 
space. 

At the time of this writing, some great employ-
ment numbers came out, showing an increase  
 in payrolls, rather than the expected loss of an 

additional 13 million people. One needs to keep in mind, 
however,	that	this	is	the	first	time	the	government	has	
allowed self-employed individuals to apply for unem-
ployment, so as the economy has reopened, many 
of those have returned to work. 
 Perhaps a more accurate measure 
might be ADP’s payroll statistics, 
which show that actual unem-
ployment was closer to 22%. 
We are closely monitoring the 
transportation	sector,	specifi-
cally the airlines, and their 
effect on this number. If we 
get	people	flying	again,	then	
we are hoping that the air-
lines will not start cancelling 
contracts with Boeing, Airbus, 
etc., which could lead to a large 
increase in unemployment in man-
ufacturing. 
 However, as the country reopens, we 
are hopeful that payrolls will increase.
 On the housing front, we are closely monitoring 
the mortgage market. According to CCIM Institute 
Chief Economist K.C. Conway, MAI, CRE, CCIM, 8% of 
mortgage loans are in forbearance (as of June 1, 2020), 
and an additional 7% are delinquent. 
 This is disturbing as a forbearance rate of 1% is 
considered high. If the economy doesn’t reopen soon, 
then we could see a surge of foreclosures next spring. 
With the pandemic, we are expecting more people to 
start seeking housing in the suburbs, reversing the 
trend of urban migration over recent years. 
 CCIM and Counselors of Real Estate are expecting 
a robust rebound with industrial leading the way. The 
pandemic has certainly accelerated the drive to online 
ordering and curbside pickup. All the accelerated de-
mand means more need for warehouse and distribution 
space.	Our	market,	in	particular,	should	benefit	quite	
well from this given our ports. 
 Everyone is talking about what is going to happen 
to	 office	 space.	 The	 increase	 in	 people	moving	 to	 the	
suburbs	to	spread	out	will	 increase	demand	for	office	

space to meet and work closer to home. The consensus 
is that, yes, we do expect many companies to downsize 
(not	 vacate)	 office	 space.	However,	 this	will	 be	 offset	
somewhat	 by	 the	 increase	 in	 suburban	 office	 space	
and the need to social distance, which will expand the 
square-footage-per-employee requirement. 

	Expect	 office	 buildouts	 to	 change	 as	 well.	 Think	
less cubicles and more open co-op work 

environments. Yes, there will be more 
telecommuting, but there is still a 

need for people to meet and work 
alongside others. We went 
through a period years ago of 
moving toward telecommut-
ing, but companies moved 
back	to	the	office	as	they	dis-
covered that many of their 
employees	 were	 not	 as	 effi-

cient or productive working 
from home. 

 On the other hand, all the 
Zoom meetings, etc. have certainly 

provided for some hilarious videos. 
 Retail will face some challenging 

times. As social distancing is reducing capacity for 
restaurants and stores, rents will have to be re-evalu-
ated as projected revenues per square foot are expect-
ed to decline. Space will have to be allocated for more 
curbside pickups. Drive-thru restaurants such as Sonic 
and Rally’s will become more prevalent. 
 Interest rates are expected to remain low for quite 
some time, which is good for real estate, both residen-
tial and commercial. Look for investors to continue 
to add investment real estate to their portfolio as the 
commercial real estate market is expected to offer a 
much better rate of return than the banks. 
 Capitalization rates are expected to remain stable 
as a measure of the spread between alternate invest-
ments and the cost of borrowing money. And we are 
not expecting a liquidity issue like we had during the 
financial	 crisis.	The	government	will	 continue	 to	buy	
into the market, alleviating those concerns. ROI is 
expected to decline, however, as new expenses will be 
added—for instance, if landlords are expected to sani-
tize a unit at every turn in an apartment complex. 

Commercial real estate in the 
post-COVID-19 world

Tim Churchwell, 

CCIM

Chair, Commercial 

Council

(continued on next page...)
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 Hopefully, by the time you are reading this, everyone is back 
to work and the global economy has reopened. If you have ques-
tions or suggestions on how we, the Commercial Council and your 

HRRA Board of Directors, can be of assistance, please feel free to 
reach out to me at tecproperties@gmail.com. ⌂⌂

(Commercial, continued from previous page)

Jeremy Johnson, 

ABR, CLA, CRS, GRI, 

SFR, SRES

Chair, 

REALTOR®/Lawyer 

Committee

We have all 
risen to the 

challenge in 
our own way. 

The landscape for 2020 has changed dramati-
cally from what we were expecting in January. 
We were all so full of optimism and pluck. We 

had grand plans, big goals, and travel reservations. A 
handful of us knew what a Zoom call was. 
 And then COVID-19 hit. Just as the spring market 
was blossoming, our daily realities morphed into 
the copious use of hand sanitizer, a crash 
course on PPE, homeschooling, mask-
sewing, and a veritable black mar-
ket for toilet paper. Our grocery 
stores often looked ransacked. 
Open houses became taboo. 
 And we all discovered 
not only Zoom but also Zoom 
fatigue. At every turn, there 
was something new to learn 
about life in the pandemic. 
For some of us, our business 
took a hit. For others, there was 
almost no change. Yet for most of 
us, we pivoted and found a way for-
ward. We quarantined and re-opened 
in stages. We let our hair grow out and go 
gray. We adopted new business practices and picked 
up new skills. Some of us developed an online shopping 
problem (you know who you are).
 Most national real estate gurus, National Associa-
tion of REALTORS® (NAR) chief economist Lawrence 
Yun among them, predicted a sharp economic decline 
followed by a sharp upward “V” recovery. The spring 
market got pushed to June, and as the economy began 
re-opening, the real estate industry began to roar back 
to life.  
 By many accounts, a lot of real estate companies 
are expecting to conduct 12 months’ worth of business 
in the last six months of the year. July through Decem-
ber is ripe with opportunity. Are you prepared?

 HRRA has been diligently working to bring you the 
best in training and support all year long—and even 
more so during the pandemic. As the market quickens 
its pace this year, and as the national economy is re-
covering, now is not the time to let up off the education 
and skill-building gas pedal. 

 Ours is an industry that requires constant 
learning and sustained focus in order to 

be successful. All of our councils, com-
mittees and advisory groups have 

been adapting and consistently 
bringing you the best they have 
to offer.
 Beyond that, Virginia  
REALTORS® (VAR) and 
NAR have also been step-
ping up with not only in-
creased education but also 
intensified	 lobbying	 at	 the	

state and federal levels to 
make sure our voices are heard. 

VAR has established a COVID-19 
Resource Page (virginiarealtors.org/ 

coronavirus/), which updates frequently 
and	 reflects	 the	 latest	 in	 best	 practices	 and	 analy-

sis of the governor’s executive orders. HRRA has had 
a COVID-19 resource page as well (HRRA.com/covid-
19-resources/) since early in Virginia’s COVID pan-
demic. 
 Collectively, the REALTOR® community should be 
proud of its response to and fortitude during this pan-
demic. We have all risen to the challenge in our own 
way and have been great resources for our clients and 
for our communities. 
 The balance of the year is not going to be with-
out its challenges, but the REALTOR® community will 
continue to persevere. Whatever questions you have or 
issues you may face, the HRRA team is here to help.  ⌂⌂

The REALTOR® community 
perseveres

mailto:tecproperties@gmail.com
http://virginiarealtors.org/
http://HRRA.com/covid-19-resources/
http://HRRA.com/covid-19-resources/
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Jennifer Ireland, 

SRES

Chair, Common 

Interest Community 

Advisory Group

Many ask 
whether living 
in a high-rise 
condo is a 
health risk.

As Virginia goes forward following the stay-at-
home order, is your condominium association  
 and community ready to do the same? There 

are several types of condominiums, but a common type 
of condo is the residential high-rise that provides hous-
ing for several different families. 
 Large metropolitan areas like New York City 
and Milan were hit hardest by COVID-19. 
Even though they are in different lo-
cations and even on different con-
tinents, they all had one thing 
in common: high-rise living. 
While we cannot blame high-
rise living for the pandemic, 
it did help add to the spread 
of the virus. 
 This leads many to ask 
whether living in a high-rise 
condo is a health risk. Many 
feel that living so close to your 
neighbors may not be the best op-
tion during a viral pandemic. How 
can the associations of these buildings 
help to prepare and prevent against future 
pandemics? 
 Shared housing residents often gather closely to-
gether for social, leisure and recreational activities. 
They	 often	 share	 spaces	 in	 laundry	 facilities,	 fitness	
centers, elevators, stairwells and other common areas. 
	 While	health	officials	are	telling	residents	to	stay	
at least 6 feet apart from each other, how do you do 
that while living in a condo building of 15-plus stories 

with hundreds of residents who are all using the same 
facilities? Whether it is touching the elevator buttons, 
touching door handles, or picking up a package at the 
concierge desk, daily activities for condo residents can 
be challenging. 
 The most likely source of spreading a virus in a 

high-rise building is through high-touch surfaces. 
As per the Centers for Disease Control and 

Prevention (CDC) guidelines to avoid 
the virus, associations need to clean 

and disinfect high-touch surfaces 
regularly. Prevention supplies 
such as soap, alcohol-based 
hand sanitizers, tissues and 
waste baskets should be pro-
vided in the common areas 
for the residents. 
 Associations should limit 

the number of people at one 
time in elevators and/or stair-

wells. If you feel the elevator is 
too crowded, don’t get in. Make the 

responsible decision to wait for the 
next elevator. When using the elevator, 

push the buttons with a tissue, napkin, your elbow, 
or even the sleeve of your shirt. Wear a face covering to 
protect yourself from any droplets that may possibly be 
in the air. 
 Cancel or postpone in-person activities. In-person 
events and board meetings should be done virtually 
using virtual conferencing platforms such as Zoom or 

The post-COVID-19 ‘new normal’ 
for condo communities

(continued on page 30...)

Meghan McDonald
VP, Branch Manager,  NMLS ID #609841

202.550.7575
MMLoanTeam.com

932 Laskin Road, Ste 100
Virginia Beach, VA 23451

Company NMLS ID # 643114
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Jimmy Jackson

Chair, Government 

Affairs Committee

A summer vacation can be an escape to a sun-
ny and breezy beach, a trip to the mountains 
where the air is cool and crisp, and this year it 

could mean unplugging from daily life at home. Wher-
ever your plans take you, this year there is one thing 
for certain, our summer vacations will be a needed 
respite from the dark cloud of illness that 
has changed our world. 
	 I	 find	 that	 balancing	 work,	
family, and volunteering in the 
community, during the age of 
COVID-19, has brought a new 
appreciation and need for a 
vacation. This year, part of 
getting away for a vacation 
means relaxing with family 
in a safe environment or even 
just having a little “me time.” 
 For months we have jug-
gled	working	in	our	home	offices,	
washing our hands, sanitizing our 
groceries and, for me, embracing new 
technologies like Zoom.  
 While all of this is manageable, the change and 
the thought that we have had to put into adjusting our 
schedules can be just as tiring as our normal lives used 
to be.
 Options for vacations, other than the typical trip to 
Disneyland or an international trip, could include rent-
ing a house with family at the beach or in the moun-
tains. This option provides you time with loved ones, 
while still managing to maintain a healthy environ-
ment and enjoy some outdoor activities. 
 As opposed to staying at a hotel, where you are 
sharing space with others and have housekeepers and 
staff in and out of your room, renting a house allows 
you to control what you and your family are exposed 
to. This could be at the beach, in the mountains or near 
one of our beautiful state parks. 

 This year, in addition to the traditional packing list 
of a swimsuit and sunscreen, you should include hand 
sanitizer and disinfecting supplies. Yes, these may be 
unusual items to pack, but if you are renting a condo 
or house, I recommend you consider cleaning some of 

the surfaces before you check in. While some rental 
companies will be requiring cleaning crews 

to take extra pre-cautions this year, 
you can never be too careful. 

 One thing that often gets 
overlooked for cleaning is re-
mote controls for televisions, 
ceiling fans, or lighting. Hav-
ing sanitizing wipes would 
make this task quick and 
easy to complete when check-
ing-in to a property.

 If you are not comfortable 
taking a vacation, you can do 

a “stay-cation” at home. This op-
tion could open your eyes up to out-

door recreation right here in Hampton 
Roads that you may never have explored. 

While the beach is an option, there is also the Nor-
folk Botanical Gardens, or a walk through the Back 
Bay Wildlife Preserve.  Whatever you decide to do, one 
of the key elements to a “stay-cation” is to treat it like a 
vacation and not check your email all day long or work 
at home. 
 As REALTORS® we are wired to always be on and 
ready to work, but when it comes to vacation time we 
need to remember to take some “me time” and relax. 
 I hope you all have safe and healthy summer and 
continue to stay optimistic about the future of our com-
munity. I know I am!  ⌂⌂

Taking some time away from 
‘wired and ready’

We need to 
remember to 

take some 
“me time” 
and relax. 

HRRA members can take 3 hours of Ethics CE/PL for FREE. 
Contact Alpha today at 757-427-1740.
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Choose a local industry 
expert who is focused on 
you and your clients.

Call 757.340.0888 or visit us online
cfmortgagecorp.com/Chesapeake-Branch

We’ve been focused on you and your clients for 25 years. 
Let C&F Mortgage help you exceed expectations.

Microsoft Teams. If residents must meet in person, arrange sitting 
areas so they are at least 6 feet apart. This will ensure that social-
distancing guidelines are followed. 
 New restrictions or guidelines for recreational areas such as 
fitness	centers,	activity	rooms,	and	pools	and	hot	tubs,	should	be	
put in place. Considerations should be made to ensure a limited 
number of people are allowed at one time in any of these facilities. 
Associations could set a reservation process for days and times pe-
riods that residents can utilize these facilities. This will ensure 
overcrowding and help to prevent the spread of the virus. 
 Associations will need to maintain access to some areas, in-
cluding laundry facilities. Limiting the number of people allowed 
at one time ensures proper social distancing. Encourage/require 
residents to wear face coverings and gloves. Associations should 
provide soap and disinfectant cleansers that can be used on ma-
chine buttons, laundry baskets, and other shared items. Be sure to 
post any instructions and guidelines that must be followed when 
using items in these areas. 

 A condo association is not required to reopen common areas 
and amenities when the state lifts the stay-at-home order. It is 
important for an association to review federal and state reopening 
guidelines when deciding to reopen. They must consider if they are 
even able to meet the requirements to reopen. 
 Living in a condo community and/or high-rise building dur-
ing a pandemic presents its own set of challenges with social dis-
tancing and the spread of the virus. Residents risk coming in close 
proximity of their neighbors, while touching the same devices and 
sharing the same facilities. 
 Associations and residents must communicate regularly, pro-
tect common areas, and prevent the spread of virus to maintain-
ing a safe community. Association boards and residents need to 
remain knowledgeable and aware that this “new normal” could be 
present	longer	than	first	expected.	In	the	long	run,	this	will	ensure	
that we can and will get through this together.  ⌂⌂

(Condos, continued from page 28)

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

HRRA.com
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Welcome, New HRRA Members!

Active REALTORS®: 3671
REALTOR® Life:  48
REALTOR® Emeritus: 106 
Affiliate	Members:	 813

Affiliate	Offices:	 181	
Principal Firms: 198
Branch	Offices:	 45

HRRA MEMBERSHIP AS OF MAY 31, 2020

PROSPECTIVE REALTOR® MEMBERS

Alex Adesso Coldwell Banker Professional
Trace Adkins Rose & Womble Realty
Jasmine Allen Howard Hanna Real Estate Services
Valerie Akakpo Howard Hanna Real Estate Services
Malachi Armstrong Christopher Jordan, Inc.
Hannah Arnold Rose & Womble Realty
Jason Baldwin Exit Realty Central
Christina Barnhart Swell Real Estate Co
Christian Bell Rose & Womble Realty
Calvin Bennett Keller Williams Elite Western Branch
Kat Bowman Bowman Realty
David Bradshaw Rose & Womble Realty
Courtney N. Brown RE/MAX Southside
James G. Butler The Bryant Group
Alexandria Campbell Lonnie Bush Real Estate
Jinkey Canlas Keller Williams Town Center
Catherine Carr Howard Hanna Real Estate Services
Natalie Carrier Howard Hanna Real Estate Services
Elizabeth Cross Howard Hanna Real Estate Services
Anita Daye Berkshire Hathaway Home Services
Felicia Elliott Rose & Womble Realty
Jordan Ellis Exit Realty Central
Giorgia Frazier Prodigy Realty VA
Funda Glasser Long & Foster Real Estate
Debra Goodin Long & Foster Real Estate
Lauranetta Godwin Fathom Realty
Dametrice Goodwyn Sweat Realty Group LLC
Sederick Green eXp Realty
Johnathan Grover The Bryant Group Real Estate 
 Professionals
Summer Harmon Rose & Womble Realty
Cynthia Henderson Vertical Real Estate
Cleo Hicks Keller Williams Town Center
Katie Hopper Lonnie Bush Real Estate
Nanette Hurst World Class Realty And Associates
Charilia Jones Keller Williams Realty
Katrina Jones The Bryant Group Real Estate 
Matthew Alan Kantro Hamilton’s Realty
John Kennedy Jr Keller Williams Town Center
Christopher Kostyrka Keene Woods Realty
Riggolette Leeper United Real Estate Richmond
James Laster  Howard Hanna Real Estate Services
Jennifer Napier Scott & Associates
Annette Newbold Seaside Realty
Rachel Overmyer Keller Williams Town Center
Dean Parker eXp Realty
Rachel Pridgen Keller Williams Town Center
Dudley Richardson Long & Foster Real Estate

NEW AFFILIATE MEMBER

Talent Termite

Melvin Riddle NextHome Tidewater
Marco Antonio Rivas The Bryant Group Real Estate 
 Professionals
Andi Rogers Berkshire Hathaway HomeServices
Rachel Rosario The Bryant Group
Linda Michelle Ross Vertical Real Estate
Leah Rybak The Real Estate Group
John Schoch, Jr. Atlantic Sotheby’s International 
 Realty
Michael Semmendinger Judy Reed Team & Associates
Cheryl Stewart Lonnie Bush Real Estate
Gerhonda Elizabeth Teague Hamilton’s Realty
Patricia Tomasello eXp Realty
Joseph Trahan Swell Real Estate
Annette Walters Rose & Womble Realty
Elizabeth Wildes Keller Williams Town Center
Christopher Williams Lonnie Bush Real Estate
Eric Williams CENTURY 21 Nachman
Veronica Willoby Keller Williams Town Center
David Yobp Howard Hanna Real Estate Services

NEW SECONDARY MEMBER

Amberle Farthing eXp Realty

NEW BROKER FIRMS

1st Option Realty, Inc. 
Anne Kent Realty, LLC
Equity Trends Development LLC
Seaside Realty
Venture Realty VA, LLC
Wholesale Realty Group
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