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offering a convenient location and resort-style amenities
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• Residents Club with lakefront pool
• 844' observation pier with panoramic views of Batten Bay and
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• Waterfront homesites from $215,000 and homes from the $400s
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Rendering: Frank Betz Assoc. Inc.

107 Tyler Court • $549,900
Carlesi Construction

103 Tyler Court • $529,900
Sadler Building Corporation

112 Alexandria Way • $529,900
Saybrook Homes

94 Alexandria Way • $485,000
Birdsong Builders

Visit our Information Center at 1302 Founders Pointe Trail, Carrollton, VA 23314 | Open Daily 12pm-5pm
FoundersPointe.com | 757.238.9009 | info@founderspointe.com
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FROM THE CHAIR

Hampton Roads
REALTORS® Association

Irish luck for a ‘green pea’

W

elcome to the amazing month of March and the beginning
of spring! Don’t you just love how everything is becoming
green all around you?
There’s the fresh smell of the green grass growing, the colorful
and sweetly fragrant flowers budding up from the soil, birds chirping,
and the new, young wildlife emerging from their nests.
It’s a time of green: the color of life, nature, energy and maybe
some good ol’ luck.
In Hampton Roads, March is when the listing inventory rises and
Cindy Hawks White
our days get longer thanks to the beginning of Daylight Savings Time.
CRB, CRS, GRI
Yes, we do try to get a jump on the market by listing in January, but
with the holiday season, year-end activities and sprucing up the prop2020 HRRA
erties, many of the listings start emerging in March.
Chairman of the
The recent Real Estate Information Network (REIN) stats indiBoard
cate that over the past three years (2017-2019), March, April and May
have been the highest months for new listings to hit the market.
However, with inventory levels declining and with 2020 being a presidential election
year, this spring may bring us new challenges to face in the new decade. Are you ready?
I recall one of my first training brokers eloquently preaching to us newbies, “Listings
are king,” “List to last” and “If y’all list in the spring, y’all eat good in the winter.”
We were affectionately called “green peas.” We had very little experience in real estate
but were eager and ready to sprout up and get those listings and make some money! Some
listings would sell quickly, and others did not.
During my green-pea era, I remember a listing that was priced right, was gorgeous
and was in great condition (a new construction home in a new subdivision), but it wasn’t
getting any action. Nada, zilch, nothing! Listings were selling around it. I couldn’t figure
out why this was happening, and my listing was going to expire soon.
I reached out to one of the more experienced agents in the office to help me solve my
problem. Ms. Shirley had been selling real estate for a long time, and I found her to be
knowledgeable and very lucky. She had no problem with her listings selling. I had to know
what she was doing, what the secret to her green thumb was! Well, Ms. Shirley, was 25
years my senior, was a great source of information, and we became fast friends for years
until her passing a few years ago.
She had shared little tidbits on her recipe for success in the past, and I was determined to learn more. After listening to my problem, she smiled and said, “Let’s go grab
lunch.” As we jumped in her car, she casually said, “I have to make one stop on the way
before lunch, and you are buying!” (I would hear this often through the years from Shirley
and, yes, I would always buy her lunch.)
Well, on that day, the stop we made was a religious store. Puzzled, I went inside, and
she pointed to the rows of St. Joseph statues on the shelf. She said, “You gotta buy these.
Get yourself a dozen or so. You need to bury one upside down in the front yard of your listing and pray every day, but don’t tell anyone you did it!” So, I decided to take her advice
and I bought one and buried it that very afternoon.
A week went by and nothing had happened. I was feeling quite stupid for burying a
statue in the yard and wondered if any other agents did this. I was second-guessing myself
and finally was convinced to wait it out a little longer.
A few days later, we had some heavy rains and flooding in the area, and I went out to
(continued on page 7...)
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A Picture is Worth 1,000 Words
RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

They came, they saw, they advocated!
REALTORS® and Affiliates hit the road on January 21 for a HRRA signature event: Day on the Hill. United in one voice for the best interests of property owners and the real estate industry, attendees rose before dawn to travel by bus for Richmond during Virginia’s 2020
General Assembly Session. Once there, they started the day with a briefing on pertinent bills at the Virginia REALTORS® offices before
a walk to the Pocahontas Building to visit our region’s state legislators in their offices. Some attendees also watched the Finance and Appropriations Committee in session and even sat at the dais for a photo once the meeting was over. Afterward, HRRA’s contingent paused
for a photo in front of the Capitol. Later, they warmed up with a meal and RPAC message at Sam Millers, followed by a visit with Virginia
REALTORS® CEO Terrie Suit before heading home to Hampton Roads. Thank you to Affiliates Hanger Law and Atlantic Bay Mortgage
Group (Carrie Williams, Bonnie Casey and Amiee Carr) for their generous sponsorships. We hope you’ll join HRRA next year for its Day
on the Hill! Check out our HRRA advocates in action. – Victoria Hecht, HRRA Communications and PR Specialist
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Less-than-perfect house?
A renovation loan could help

H

Chris Young,
NMLS #210477
Atlantic Bay
Mortgage Group

6

ave you walked through a home with your clients to find the home checks off all the items
on their wish list—an open floor plan, a backyard for the dog, a good school district—but the home
needs some necessary repairs?
With the spring buying season just around the
corner and inventory remaining low, letting your
clients know that a renovation loan could
allow them to turn an almost-perfect
house into their dream home may
be the perfect option.
When I first became a loan
officer, a 203K Renovation
loan was my very first loan.
People who renovate have
the patience and the vision
to buy the worst house in the
best neighborhood and make
it perfect through renovation.
If one can get the right
price on a house in the right
school district, one can make it
what he or she wants it to be. One can
change the kitchen, add a new bathroom,
or remove a wall to make the house just right for the
family’s needs.
What is a renovation loan? A renovation loan
is a home loan that also allows your client to make
updates and repairs to their home. There are several
renovation loan options for different types of borrowers, for buying a new home, or for refinancing. I would
like to caution, however, that a renovation loan is not
the right option for a buyer who needs down payment
assistance.
An appraiser will determine what the home will
be worth after all renovations are complete, and this is
what is used to determine your client’s loan amount.
For example, if you have a client interested in buying a home that’s $150,000, and their kitchen renovations are expected to cost and to increase their property’s value by $20,000, then their acquisition will be
$170,000. Down payment is based off of this.
Conventional renovation loan - A conventional
renovation loan lets your clients purchase a home and
factor in the costs of repairs and remodeling. It’s pretty simple: Both their home loan and their renovation
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costs are rolled into one loan. That way, your client will
only have one loan with one monthly mortgage payment.
Options for conventional renovation loans start at
$5,000 and extend to the maximum loan limits in your
area. This option is a great way for your clients to get
into a home and make updates and repairs without having to spend thousands of dollars in
out-of-pocket renovation costs upfront.
FHA 203(K) loan - An FHA
loan is a loan backed by the Federal Housing Administration.
This loan is a popular option,
especially among first-time
homebuyers, and features a
low 3.5% down payment on
the total acquisition.
An FHA 203(K) loan gives
your clients the benefits of an
FHA loan, while also allowing
them to finance home renovations and repairs.
VA renovation loan - A VA loan is
guaranteed by the Department of Veterans
Affairs and offers favorable loan terms to active duty
and retired service members.
Similar to the other renovation loan options, a VA
renovation loan allows your clients to bundle renovation costs into their VA home loan—with one loan
application, one loan and one monthly mortgage payment.
Your clients still get all the benefits of a traditional
VA loan, including no down payment options, no private mortgage insurance, and reduced closing costs,
but they avoid having to get a second loan to finance
their renovations. Structural repairs are not allowed
on VA renovation loans. ⌂

They can
turn an
almost-perfect
house into
their dream
home.

HRRPAC Spotlight: Shelly Napier
Advocacy topics that interest me: Individual
property rights and taxes.

Shelly Taylor
Napier, ePRO
Member since: 2006
HRRPAC
contributor level:
Mayor’s Club

REALTOR® activities: I am a member of the
HRRPAC Fundraising Committee. This is my first
actual position with HRRA. I have always helped
out in an ad hoc way but felt that it was important
to put my time and energy into my business. Last
year I attended almost all the HRRPAC events
and encouraged my company’s agents to do the
same. Then I was asked if I would be on the
committee. After careful reflection of at least two
minutes, I wholeheartedly agreed! I was honored
to be asked and ready to continue last year’s great
efforts. Everyone can do their Fair Share!
Community involvement: I have been involved
in my son’s school volunteer activities and
Church. He is now graduated college, and my
community involvement is evolving. The first step
is to be involved with HRRA and HRRPAC.

Why I give to HRRPAC: I feel like our voice
needs to be heard for the legislators to do what
the public wants! We are on the front lines of
property ownership, talking to our clients and
other agents’ clients. We are intimately involved.
We have a duty and responsibility to be proactive
in our duties and earn the right to complain by
being involved (and by being involved perhaps we
won't have as much to complain about).
Why donating to HRRPAC is important: It
is important to me because we have to fund and
pay for the people who can effectively lobby and
communicate what we and our clients want. It is
such a small amount for us to contribute to keep
our business thriving! It would cost us so much
more than our Fair Share if we weren’t able to
continue to lobby and talk to the legislators.

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

(From the Chair, continued from page 4)
the house to check on the statue. When I pulled up, the seller
was looking down at the flooding in the front yard. As I walked
towards him, I could see that he was staring down with a puzzled look on his face. Then I saw it, too.
OMG! I couldn’t believe it. There was St. Joseph floating in
the yard. Not only was it my statue, but there was a second one
floating, too. I looked back up at the seller, and before I could
say anything, he said, “That’s strange. I only buried one. Do
you think we should bury them both or just one?”
I had no clue what to say or do at that moment, so I played
dumb and just let the seller do whatever he was going to do. I
couldn’t tell him that I had buried one. He might think I was
crazy and fire me!
I think it was a few weeks later and showings started happening. Then came an offer, and the home sold to a wonderful
couple from South Carolina. On the day of the closing, I arrived
at the home for the walk-through inspection, and the buyer
was there with a lowboy truck that was carrying a beautiful
convertible Mercedes on it and asked if he could put it in the
garage. He then pulled out a bill of sale for the car and asked
me if the name of the previous owner of the car was the same

individual as the seller of the home he was buying.
Yes, it was the same name, I said, but he could ask the seller himself to confirm it was him. He would be there any minute.
When the seller arrived, he looked at the car and remarked
“That sure is a beautiful car. I bought my wife a car just like
that a few years ago and sold it to some guy in Carolina.”
The buyer then said, “I think that is THE car you bought
your wife and I bought it from you. I’m the guy from Carolina.”
He pulled the bill of sale back out of his pocket and showed
the seller. He said, “Yep, that was her car. She loved that car.”
The buyer said his wife loved it, too, and that it was meant to
be for them to buy this home. Wow, what a crazy coincidence!
Later at closing, the seller whispered to me, “Do you think
we should dig it up?” I had forgotten all about St. Joseph, simply smiled and said, “I’d let it be.”
I pondered whether it was my prayers or some luck that
provided the good fortune for my client. I’ll go with the prayers
and, of course, the luck of the Irish, especially since I am part
Irish (19%, according to Ancestry.com DNA).
May your pockets be heavy and your heart be light. May
good luck pursue you each morning and night. ⌂
Hampton Roads REALTOR® • March 2020
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National Association of
REALTORS® update

M
Deborah Baisden,
CRS, GRI
NAR 2020 Region 3
Vice President

8

yriad committees, workgroups and Presidential Advisory Groups from advocacy
to technology—with representation from
across the country—support the Strategic Plan for our
1.4 million-member National Association of REALTORS®.
President Vince Malta and the leadership
team have laid out four clear goals:
The first priority is to deliver positive impacts on housing equality
and affordability.
The second is to drive community development which is
a cornerstone of our industry.
Third, because REALTORS® are essential to the
real
estate
transaction,
we will fight to retain the
REALTOR®’s role as the best
source of property information
for consumers.
The last is to enhance the value
of membership in the nation’s largest
trade organization.
Here is what’s happening in 2020:
• President Trump signed into law a government spending package that provided an extension for the National Flood Insurance Program through September 30, 2020 but also
included several key tax provisions important to
our industry in addition to reauthorizing the Terrorism Risk Insurance Program for seven years.
Included in the package are temporary extensions
of: (1) exclusion of forgiven mortgage debt from gross
income; (2) deductibility of premiums for mortgage
insurance; and (3) deduction of the cost of improvements to commercial buildings that make them energy efficient.
• The NAR Governance Game Changer Presidential
Advisory Group (PAG) is a multi-year PAG that is
looking at five different categories that make up our
governance: structure, process, people, resources and
culture, and will have a preliminary report in May.
You may provide input at GovPAG.realtor.
• NAR is looking to modernize the association’s
20-year-old ecommerce and member data base
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known as NRDS through a PAG.
• The Board of Directors adopted the “Clear Cooperation” policy, which requires brokers who are participants in a multiple listing service (MLS) to submit
their listings within one business day of marketing
to the public, and MLSs have until May 1, 2020, to
adopt. See the Real Estate Information Network
(REIN) policy for our market policy.
• Two PAGs have been created to
study how communities can
best move forward in the face
of extreme weather events
through our foundation
and through assisting communities to become more
resilient, to possess more
sustainable business practices and to ensure our efforts complement our policies. It is important that we
advocate and take a leadership
role to help communities bounce
back quickly.
• NAR is vigorously defending the Department of Labor’s rule to protect REALTORS®’ access
to Associated Health Plans (AHPs). This is important work as more than 3000 REALTORS® and their
families are currently covered AHPs.
• The 2020 Consumer Advertising Campaign has been
launched and will build on the “That’s Who We R”
theme, which aims to differentiate REALTORS® to
consumers. Go to photo.com/NAR and sign in with
your NRDS number.
• The launch of the Commitment to Excellence aims
to bring professionalism to the next level. It is built
around 10 competencies, and we encourage you to
promote it to your Brokers and members to visit
C2EX.realtor to get started. More than 41,000 members have already certified.
• NAR has a wealth of resources to help agents, brokers and associations better understand and educate
each other about safety issues they face. You can
find this at NAR.realtor/safety. NAR has also established a REALTOR® Safety Network, which deploys
mass alerts when a physical or cyberthreat to REAL(continued on next page...)

Let’s
roll up our
sleeves;
we are
stronger
together.

(NAR update, continued from previous page)

•

•

•

•

TORS® warrants national attention.
Many REALTORS® over the years have asked for assistance as
they move into retirement age and as part of NAR’s membersfirst priorities, NAR offers members an online resource to help
with financial planning. The Center for Financial Wellness is
free and is designed to help us budget wisely, invest strategically, maximize wealth and achieve our retirement dreams. This
can be found at FinancialWellness.realtor, where you will log in
with your NRDS number. Webinars are also available.
NAR held its second annual Housing Affordability & Policy
Summit in February in Washington, D.C. Housing affordability
is not only a priority, but NAR wants to be the “thought leader”
around the country in seeking solutions.
This is a census year and is critical to NAR and REALTORS®
as it determines boundaries of congressional and state legislative districts and allocates congressional seats. The results ensure that schools, hospitals and local governments receive the
resources they need.
On the advocacy end of things, we had 19 big victories which are
available on the NAR site, which are a direct result of our RPAC
fundraising efforts but here are some highlights:
◦ Condo Rule, which will increase access to loans for first-time
homebuyers
◦ The VA Loan limit has been eliminated
◦ GSE Reform for enduring Housing Finance reform
◦ Cannabis banking provides a clear framework for cannabis
businesses to access financial services.
◦ The Consumer Financial Protection Bureau (CFPB) is jointly

reviewing the structure with Mortgage Bankers Association
and the National Association of Home Builders.
◦ Finally, the new housing NAR initiative ACT, which stands
for Accountability, Culture Change and Training, to ensure
our 1.4 million REALTORS® are doing everything possible to
protect housing rights in America.
Let’s roll up our sleeves and envision a REALTOR® organization where the engaged outnumber the unengaged and each member understands that we are stronger together and ADVOCACY
matters because “That’s Who We R.” ⌂
Editor’s note: At the National Association of REALTORS® (NAR)
Inaugural in San Francisco this past November, Deborah Baisden,
CRS, GRI—a past HRRA chairman of the board and past Virginia
REALTORS® President—was installed as an elected officer as the
2020 Region 3 vice president. As one of 13 regional vice presidents,
her role is to oversee the work of NAR in our region, which includes
Maryland, Delaware, Virginia, West Virginia and Washington,
D.C., and to act as the representative of the president in such matters as may be assigned. As a regional vice president, she will serve
as a spokesperson in our region and identify problems or opportunities within the region and assist wherever possible.

Maintenance-free condominium community.
Enjoy waterfront living on Bennett’s Creek
with all the amenities you’ve been looking for!
• Community pavilion, pier and day slips, canoe and kayak
launch, picnic tables, ﬁre pits—all beautifully landscaped.
• Spacious resort-style clubhouse with ﬁtness center, outdoor
pool, billiard room, and catering kitchen for parties and events.
• Fenced dog park for your furry friends to play
• Attractive pocket parks, paths, and a community garden.
Crafted by WeldenField & Rowe
Custom Homes and Neighborhoods.

weldenfieldandrowe.com

PRICES FROM THE HIGH $200s

A Waterfront Community

TheRetreatAtBennettsCreek.com
Located at the corner of Lee Farm Lane and Bridge Road behind
the Food Lion Shopping Center. GPS address 5700 Lee Farm Lane

Sales & Marketing by Rose & Womble Realty Co. | 757-935-9010

NOW SELLING! Contact Michele Fredericks at 757-286-1697
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Motivational Corner: Boarding
the train of self-development

“T

Emil Nazaryan
At-Large Member,
HRRA Board of
Directors

10

here is no other road to genius than
through voluntary self-effort,” Napoleon
Hill said in his bestselling book, “Think
and Grow Rich.”
When I read this for the first time in 2015 it didn’t
make any sense to me. Up until then I thought genius
was something you’re born with. Einstein, Mozart, Newton, Shakespeare: Didn’t they all
come to this world ready to unleash
their inborn genius? I learned later
that this wasn’t the case at all.
The last part of Hill’s quote
stuck with me, though, “voluntary self-effort.” What is
that? Back then my efforts
were based on circumstances
and needs, but rarely were
they voluntary. How about
you? How much voluntary
self-effort do you put out every
day? How hard do you try to improve yourself? In what ways? In
what areas of your life?
Which of your daily activities contribute to your growth or lack of it? Do you even measure
your growth in skills and results?
If your honest answers make you feel uneasy, don’t
worry. First of all, you are not alone. Second, that’s
about to change!
It’s important to shine a light on the reasons that
keep us from even considering voluntary self-development. Here are a few:
Lack of desire. Life happens. We get trapped in
daily routines, working long hours, running errands,
keeping our families going. At the end of the day we
feel exhausted. There’s not even any energy left, let
alone a desire to pick up a book. We deserve to end the
day with watching some TV for relaxation, right?
Ignorance. How many times have you heard
phrases such as “I already know that,” “That’s the way
I’ve always done it,” “I’ve been doing it this way for
30 years” or other statements of similar nature? Your
mind seals hermetically against growth when you
think you know everything. It doesn’t even occur to you
there is more to learn.
Lack of time. Are you saying you can’t find 15
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minutes in 24 hours to read a book, watch a seminar or
practice a certain skill? Check the screen time on your
phone. How much time did you spend on social media
and other unproductive tasks? It’s apparent that YOU
DO HAVE TIME, you just CHOOSE to spend it on other, sometimes wasteful activities.
Self-doubt. What does self-doubt have to do
with self-development? A lot! When you see
successful people around, you think
to yourself, “I am not like them. I
don’t have the confidence. I’m
not as smart. I’m not as talented. I don’t have such a drive.
I didn’t go to college.” These
and similar thoughts keep
you from even trying because
you are afraid you may fail.
You’re “safer” not trying.
Lack of focus. Have you
ever tried to consciously control your thoughts for any meaningful length of time? It’s difficult,
isn’t it? They seem to constantly jump
around from one topic to another. This process never seems to stop and it can keep us from contemplating something productive.
Self-image. Some of us just don’t see ourselves as
“that type of person,” a person who reads, listens to
audiobooks and podcasts, tries to voluntarily develop
new skills. Your self-image has been constructed during your entire lifetime so it’s no easy task changing it.
But it’s certainly achievable!
All of the above may seem like legitimate excuses.
Here is my question to you. Putting your hand on your
heart, how happy and satisfied are you with your life
right now?
In hopes of awakening your hidden inner power
I’m going to be blunt. You may as well know here and
now that your life won’t improve in any meaningful
way unless you start improving yourself.
On the flip side, if you do hop on board the train
of voluntary self-development, your life will flourish in
unimaginable ways.
Where do you start? Right here, right now.
Wherever you are at the moment reading this article,
(continued on next page...)

Your life
won’t improve
unless you start
improving
yourself.

(Motivational Corner, continued from previous page)
make an irreversible decision that you are starting your self-development journey RIGHT NOW.
The fact that you are reading this article is your first step. You
don’t have to decide that you’re going to read 50 books this year,
but you can decide that you are going to read for 15 minutes every
day. How difficult is that? You may later look back at this moment
and realize that it was the turning point in your life! My turning
point was in November of 2014. Just like with any new habit, it
was difficult at first to make myself read daily so I had to push
through for a couple of months. Subsequently, the push became
a pull and now I can’t imagine living a day without some sort of
self-development activity. I’m confident you will reach that point
as well IF ONLY YOU GET STARTED.
What should you do? Regardless of your profession, goals or
dreams, the first stage is reprogramming your mindset. Once you
shift your mindset, you are on the way to your best life ever. That’s
why I recommend starting with self-help books such as “Think and
Grow Rich” by Napoleon Hill, “The Success Principles” by Jack
Canfield or other similar books.
Another powerful way of learning is through listening. Listen
to motivational talks on YouTube while you’re driving, listen to audio books. In all honesty, 55 out of the 65 books I’ve finished in the
last four years have been accomplished by listening while driving.
Your commute may be your window of opportunity. But be
mindful and remember that growth comes from applying what you
learn, not from merely learning.
What should you expect? The long-term consequences of
self-improvement may be hard to tally up because they are so vast.
But here are some concrete outcomes you can expect within a few
months:
• Growth in confidence. You will start noticing this fairly
quickly. By reading you will feel more knowledgeable, more educated and, therefore, more confident.

• Growth in skills. If you practice what you learn, you will perfect your skills. You’ll develop better people skills, improve your
presentations, become a better communicator, etc.
• Growth in imagination. When you are reading or listening to
a book, ideas will start popping into your head regarding your
own circumstances. Not infrequently will solutions to long-time
problems reveal themselves in a bright flash.
• Growth in competitiveness. Self-improvement is guaranteed
to give you a competitive advantage. You will benefit by contrast.
Most people like doing business with above average professionals and you are guaranteed to become one if you follow this path.
• Growth in income. I could have easily listed this first, but I
wanted to show that all of the above will help you make more
money. When you grow as a person, growth in income becomes
inevitable.
• Improved self-image and self-respect. It’s an amazing feeling when you can stand in front of a mirror, look yourself squarely in the eyes and feel humble pride and gratitude for the person
you have become. This in itself is one of the highest rewards.
• Increased happiness. Last, but of course not least, self-development can lead to a happier, purposeful, meaningful and more
fulfilling life.
It doesn’t matter who you are, where you are in life, what you
have been through. You have a gem hidden deep within you.
This gem is the source of your happiness. This gem is the access point to the infinite universal intelligence. It may be covered
with layers of dust from years of lying dormant. With every book,
with every seminar, with every purposeful self-development action
you are getting closer to this gem, removing one layer of dust at a
time.
So, which book are you starting with today? ⌂

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

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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Getting a condo ready
for the spring selling season

T

Jennifer Ireland,
SRES, SFR, MRP
Chair, Common
Interest Community
Forum

12

he spring selling season is right around the
corner. It’s important for agents to remember
that selling a condominium is not like selling
a single-family home. Preparing a condo to put on the
market is a different process than preparing a singlefamily home.
Understanding how to get a condo ready for
sale is the first step to a successful home
sale for the real estate agent and the
client.
One of the biggest mistakes
made by sellers is not understanding the differences between selling a condo and
selling a single-family home.
Condos have their own
unique selling points and
challenges, so it is good to
know and understand them
before putting out the For-Sale
sign. Here are tips to share with
clients or potential clients:
Get all required documents
ready. One of the major differences between selling a condo and selling a single-family
home is the documents required, including the association rules, regulations, fees and potential assessments.
Condo owners will have to disclose these to potential
buyers, so it is important to be aware of them.
A common real estate contract contingency involving the sale/purchase of a condominium is the buyer’s
review of the Resale Package. This will include the
Covenants, Conditions and Restrictions (CC&Rs), financial statements, possible assessments, association
meeting minutes and insurance information, to name a
few.
The contingency states that the purchase contract
is contingent upon the buyers review and agreement to
the HOA/condo documents. A buyer will want to know
they are investing in a well-run community.
A condo owner needs to know what their association allows. For example, the association may restrict
the use of For-Sale signs and lockboxes, both items being invaluable to the marketing and the selling of the
home.
The association can dictate the location permitted
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for placing signage and lockboxes. Also, there may be
restrictions on when open houses can be hosted, such
as certain times and days.
Complete necessary repairs/improvements.
Always check with the association before starting any
work on your condo. The rules and regulations will
help the client determine what repairs/improvements are allowed. Some repairs may need
approval from the Board to ensure
that it remains consistent with architectural guidelines within the
community.
Also, the association documents will state what the
association’s responsibilities
are and what the owner’s responsibilities are. The association may be responsible for
some repairs that are needed,
which can save the client some
money.
The inspection period is
when a high number of real estate
transactions fall through. Making any
necessary repairs beforehand will not only save you
money, but it will also reduce the stress when selling
the home.
Determine if a condo community is FHA approved. As a seller, having a condo community approved for Federal Housing Administration (FHA)
financing is critical. When a community is FHA approved, it automatically opens up the home to a significant number of buyers. Without FHA approval, the
seller are limited to who can and cannot purchase the
home.
An FHA mortgage is one of the most traditional
forms of financing. For many borrowers, it is the cheapest, most accessible low-down payment home loan.
FHA-approved condo communities meet the mortgage
insurance guidelines of the Federal Housing Administration and are eligible for FHA mortgage financing.
They feature a high concentration of owner-occupied
units, a financially healthy condo association, and are
free of litigation.
In October 2019, FHA extended FHA certifications
(continued on next page...)

Condos
have their own
unique selling
points and
challenges.

(Privacy, continued from previous page)
on condo communities from two years to three years. This will help
alleviate some of the costs and time restrictions on condo associations that intend to maintain FHA approval.
The National Association of REALTORS® expects this change
to prompt more condo communities to apply for FHA approval,
making more affordable housing more accessible.
If a community is not FHA approved, a client can explain to
the board why it is important, by stressing how critical it is to their
property value. Without FHA approval, the condos in a community
remain unavailable to a significant number of buyers ready and
willing to purchase their homes. This will result in longer time

spent on the market. Longer time on the market can mean lower
sales price on a home.
Get current on dues to the association. If a client is not
current on their monthly assessments/fees, the amount due will
need to be paid at closing. If the association has a lien against the
unit, the title insurer will require the debt to be paid and lien discharged before the title policy will be issued.
In simple terms, the sale of a home cannot close until the client makes the necessary arrangements to pay off the debt either
prior to the closing date, or out of the proceeds from the sale. ⌂

REALTORS®: Are you using this FREE member benefit?
Sign up for free RPR® Basic or Advanced Training
Learn more at HRRA.com
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Spring staging for impressive
curb appeal

H

Sandy Sheehan
The Ideal Nest LLC

14

omebuyers have weathered the winter season and are ready to see what’s listed on the
spring market. Over 90% of them will begin
their search online and, within seconds of viewing the
MLS photos, the home’s curb appeal (and staging) will
help dictate the buyers’ first impression of the property.
Will the home’s curb appeal make the
swiping cut by enticing buyers to want
to take a closer look?
When selling a home, it’s
fairly common to advise sellers to mow the lawn, remove
weeds, trim hedges/shrubs
and edge along the walkways
and driveway. However, the
following staging tips can
easily be the MVP to further
elevate the curb appeal:
Fresh mulch - Liberally
fill or top off garden beds around
bushes and trees with mulch that
closely matches the color of the roof
to create a cohesive look. For trouble spots
under shady trees, manually edge or use landscape
edging to define a border to separate the area from the
healthy grass. Fill the area in with mulch and then add
a simple bench surrounded by a few shade-tolerant
flowerpots to create a cozy resting spot.
Let there be light! From the street, look at the
house—which trees, shrubs and bushes block the windows and view of the home? Trim tree limbs up so that
the bottom 6 feet are visible, and trim bushes in front
of windows below the bottom of the window.
If the home has window screens, remove them.
This is a win-win because it not only brightens the
outside of the home but the inside as well. Plus, the
photos won’t reveal the screens’ darker color, just the
sparkling clean glass. Consider how the window treatments look from the outside and create consistency in
the degree to which blinds, shutters, and draperies are
open.
Color, a “shot of happy”! Plant light-colored
flowers and plants with varying heights to add depth
and interest to the flowerbeds. If planting before April
1, a few early-blooming annuals that are safe to plant

Hampton Roads REALTOR® • March 2020

are pansies, petunias, snapdragons, geraniums, dianthus and verbena.
Make the front door the focal point of the home’s
curb appeal to draw buyers in. Color draws the eye.
Then, the eye seeks detail so painting the front door a
bright color gives it a “shot of happy.” Paint is “money
in a can” as it provides a high return on investment! Blues, teals, reds and even a stark
black add a pop of look-at-me color.
Buy a new welcome mat,
and flank the door with colorful
potted flowers and/or plants to
create a symmetrical, welcoming entrance.
Hardware,
the
house’s bling - If the light
fixtures, house numbers,
kick plates, doorknobs and
mailboxes are old, worn or
tarnished, consider updating
them to modernize the look. You
can also often refresh these without
having to buy new ones. Simply remove the hardware, clean them and then
spray paint them with a color that coordinates with
the other hardware, reinstall when dry.
Dress the outdoor living spaces - Outdoor
spaces have become one of the most desired home features for buyers. Enhance the porch, patio or deck with
potted flowers and plants, outdoor furniture and soft
goods in coordinating colors such as rugs, seat cushions
and throw pillows.
This creates a cozy emotional connection point that
invites buyers to sit down and envision themselves living there, enjoying the relaxing respite and oasis for
entertaining guests. Be mindful that you don’t add too
much that it crowds the area. The arrangement should
allow traffic to flow through and around the space.
Staging a home is a comprehensive process, and
it’s essential to help the home sell faster and for maximum profit.  ⌂

Paint is
“money in
a can” as it
provides a
high ROI.

Spring invites a fresh look at the
Preamble

W

Elaine Griffin
Vice-Chair,
Professional
Standards Committee

e are entering the spring selling season.
Soon the grass will be greener, the flowers
will be blooming and the trees will fill out
with new growth. Homes show so nicely in the spring,
but in our haste to take advantage of this beautiful and
busy buying season, it’s easy to overlook the heart of
being a REALTOR®.
How long has it been since you read
the Code of Ethics of the National Association of REALTORS® (NAR)? It
starts with the Preamble: “Under all is the land. Upon its
wise utilization and widely
allocated ownership depend
the survival and growth of
free institutions and of our
civilization.
REALTORS®
should recognize that the interests of the nation and its
citizens require the highest and
best use of the land and the widest distribution of land ownership.
They require the creation of adequate
housing, the building of functional cities,
the development of productive industries and farms,
and the preservation of a healthful environment.”
Let’s consider “preservation of a healthy environment.” Have you thought about getting your GREEN
designation? It is designed for agents looking to learn
about issues of energy efficiency and sustainability in
real estate. This is helpful for your business (have you
noticed all the solar panels going up?) as well as for
your own personal use.
Not only will you get listed in NAR’s” GREEN”
directory search (green.realtor/work-green-designee/
find-member), but you’ll also get access to members
only marketing tools and research. You will gain an
understanding of the Home Energy Rating System and

get content you can share on social media. The course
can be taken online or you can find an appropriate location for a class. Visit the Green Resource Council page
at green.realtor.
The Preamble goes on to say: “Such interests impose obligations beyond those of ordinary commerce.
They impose grave responsibility and a patriotic
duty to which REALTORS® should dedicate themselves and for which they
should be diligent in preparing
themselves. REALTORS®, therefore, are zealous to maintain
and improve the standards of
their calling and share with
their fellow REALTORS® a
common responsibility for its
integrity and honor.”
It continues with more details about our obligation as
REALTORS® to clients, customers and other REALTORS®,
later boiling down to this quote in
paragraph 9: “Whatsoever ye would
that others should do to you, do ye even so
to them.” Yes, the good old Golden Rule.
So during this spring selling season, as busy as you
are, remember to respond, not react. We are all under
pressure, and we tend to get easily angered when we
are met with what we perceive as rudeness or harshness.
Instead of reacting IN kind…stop, breathe and BE
kind. You might just diffuse the situation, solve the
problem and move towards a smooth closing. Happy
spring!
Read the full Preamble at nar.realtor/about-nar/
governing-documents/code-of-ethics/2020-code-of-ethics-standards-of-practice. ⌂

As busy
as you are,
remember to
respond, not
react.

Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com
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We can all be green and
function green

S

Tim Churchwell,
CCIM
Chair,
Commercial Council
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pring is right around the corner, although it
certainly hasn’t felt much like winter. I want
to begin by thanking those REALTORS® who
reached out to me from my previous articles. It’s good
to hear from you.
According to the Environmental Protection Agency
(EPA), the average municipal solid waste per person in 2017 was 4.51 pounds per day! And
they estimate that 75% of American
waste is recyclable. The EPA also
reports that over 3 million tons of
usable office furniture ends up
in landfills every year.
I want to encourage everyone to please recycle, reuse and repurpose. If you are
remodeling or just changing
out your furniture, please
consider donating your furniture to charities, churches and
other organizations that might
have a need for it rather than putting it in the dumpster. It will help the
environment and a needy organization.
There is now carpet that is made from recycled
two-liter soda bottles. Playgrounds are using recycled
tires for matting. Reclaimed wood from old properties
is being used in new buildings.
Technology is certainly helping. New technology
has allowed for more efficient climate control within
buildings, especially offices and retail. Controls can
determine highest and lowest usage and adjust automatically, such as turning down the heat at night in an
office building or mall. Solar power is becoming more
utilized.
In Hampton Roads, you often hear about wave
power, which uses the tides of the ocean to generate
power.
Commercial design and development is also moving toward being more environmentally friendly and
weighing the costs versus the benefit. There are build
criteria such as LEEDS, and you often hear the term
“sustainability” now when developers and buildings
are thinking through projects. However, it is often
more expensive to build these projects and is difficult
to see immediate returns.
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According to Chris Suber, the president of Construction Development Services Inc. (CDSI), “It’s
challenging to understand the value of being environmentally conscious because the benefits are intangible today. In a world of technology that’s instant, we
forget the benefits of planning for future generations
through small intentional changes by recycling.
Perhaps we need to recycle the garbage
in our minds so that we’ll see the true
value of using green materials and
utilizing sources not created by
man such as the sun. We find
that our clients that approach
their projects with this clarity are far more satisfied
knowing they’ve done their
small part to make a big difference.” (Disclosure: The author represents CDSI in many
commercial real projects and
transactions.)
Nationally, we even have a
political party pushing for more environmental controls and sustainable practices. Whereas many of their recommendations are
extreme, they are calling more attention to the issue.
There continue to be rolling grants, tax breaks and
other incentives to support these builds and developments. And more professionals are seeking guidance
and education.
Certified Commercial Investment Member (CCIM)
has taken an active approach towards sustainability.
The CCIM Institute has created CCIM Green, which
provides a platform for CCIM users to increase net operating income through efficiency. There are also numerous classes and designations where REALTORS®
can gain valuable knowledge and help their clients in
becoming more efficient.
It all begins with the individual. Instead of tossing
that bottle or can, recycle it. If you are reading this,
when finished, find a recycling bin. Drop me an email
at tecproperties@gmail.com with ideas and stories of
how you are helping. I would love to hear from you. ⌂

You often
hear the term
“sustainability”
now from
developers.

There’s gold at the end of the
RPAC rainbow

T

Linda Harrison
HRRPAC
Fundraising Chair

op o’ the morning to ye! Did you know that this
Irish phrase is NOT used by Irishmen or women or, if it is used, it is with ridicule, contempt
and/or humor?
Once it was commonly used as a salutation or
greeting, but it has been eliminated from the culture
except in a bit of marketing and by the non-Irish
using it for a March greeting. So, since we
are ALL Irish on St. Paddy’s Day, top
o’ the morning to ye.
St. Patrick’s Day is one of
my favorite holidays, and it is
perhaps because I come from
a long line of McDermotts. St.
Patrick’s Day in America is a
day to celebrate Irish heritage, which is a grand step
from the beginning when the
Irish arrived in droves on the
shores of America in the mid1840s due to many factors, including the potato famine.
(Did you know that the average
male consumed 14 pounds of potatoes in a
DAY, and a woman ate 11.2 pounds a DAY? So don’t
you all go blaming the carbs for your bit of weight gain.)
Famine wasn’t the only reason the Irish arrived in
America, but it was prominent and during this famine
it is key to note that the Irish lost half of their population. So they arrived in America NOT knowing what
they were going to find, but that it was a better place
than the homeland they were leaving behind.
What the Irish discovered and what everyone discovers—at some point in their life—is that they need
to work hard for their dreams, and this includes overcoming obstacles, ridicule, and fighting for the right to
work, live and prosper.
They also learned how to advocate for one’s self
while supporting those in a position above THEM to
further their agenda. It’s the American way to the
American dream, and every profession and special interest group in America must advocate for their rights.
This is why you can “Thank RPAC” for the many inroads that they have created to ensuring that everyone
has the right to own interests in real estate in America,
and you can “Thank RPAC” for connecting with those

in position to advocate on our behalf to BLOCK bills in
the Senate that jeopardize both our realty rights and
our right to buy, sell, and lease real estate as real estate professionals. We can “Thank RPAC” for our pot of
Gold at the end of the Real Estate Rainbow!
The Hampton Roads REALTORS® Political Action
(HRRPAC) Fundraising Committee is on a journey to inform and educate each and every
REALTOR® of the work RPAC is conducting on our behalf.
Our first promo video covered three key issues that affect you and your clients every day: FEMA, grantor’s
tax, and providing the same
rights to all in real estate by
adding sexual orientation
and gender identity to Fair
Housing laws.
You can “Thank RPAC” for
these and many other bills that
will be (or have been) proposed,
supported and blocked on the 2020 legislative agenda. Everyone has a rainbow to
their pot of gold, and often times one voice is not loud
enough to be heard blocking our pot of gold. That is
why we need to join our voices together to be heard and
to continue our fight for real estate rights and the right
to conduct our profession in the most profitable manner possible.
What’s new with the real estate rainbow? On the
2020 legislative agenda is health care. I know…health
care is horribly expensive as a real estate licensee.
However, RPAC is fighting for YOU! On the agenda
is association health plans. The Public Policy Committee is recommending legislation to allow for trade associations like Virginia REALTORS® to develop health
plans for its members. That is YOU!
We have many other golden nuggets in our pot of
gold, so stay tuned for our upcoming PSA videos. And if
you are going to the Circle of Excellencesm Awards Gala,
stop by our booth for a super, fabulous gold nugget (figuratively speaking) for our investors in HRRPAC.
And as they NEVER say in Ireland, top o’ the
morning to ye! ⌂

Every
profession in
America must
advocate for
their rights.
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Calendar of EVENTS
MARCH
RPR Basic Training

March 3

10 a.m.

Norfolk Room

Resale Council

March 3

1 p.m.

Norfolk/Suffolk Room

YPN Education Session

March 3

2:15 p.m.

Norfolk/Suffolk Room

An Overview of Commercial Real Estate

March 4

9 a.m.

Virginia Beach Room

Government Affairs

March 5

1 p.m.

Norfolk/Suffolk Room

YPN Networking Event & Game Night

March 5

3 p.m.

Beachside Social, Virginia Beach

Circle of Excellencesm Awards Gala

March 7

6 p.m.

Hilton Norfolk The Main

New Member Orientation

March 10

9 a.m.

Norfolk Room

International Advisory Group

March 11

12:30 p.m.

Norfolk/Suffolk Room

REALTOR /Lawyer

March 12

1 p.m.

Norfolk/Suffolk Room

Affiliates Council

March 13

9:30 a.m.

Virginia Beach Room

Property Management & Leasing Council

March 17

11:30 a.m.

Norfolk/Suffolk Room

RPR Advanced Training

March 19

10 a.m.

Norfolk Room

Common Interest Community (CIC)

March 19

1 p.m.

Norfolk Room

Professional Standards Road Show

March 20

9 a.m.

Norfolk/Suffolk Room

New Member Orientation

March 21

9 a.m.

Norfolk Room

Appraisal Basics

March 25

8:30 a.m.

Norfolk Room

April 1

8:30 a.m.

Chesapeake Conference Center

®

APRIL
Professional Development Day
HRRA’s Member Expo

April 2

11:30 a.m.

Chesapeake Conference Center

Joint Government Affairs and REALTOR®/Lawyer

April 2

1 p.m.

Chesapeake Conference Center

REALTORS® Have a Heart

April 7

9:45 a.m.

Ronald McDonald House

Affiliates Council

April 10

9:30 a.m.

Virginia Beach Room

New Member Orientation

April 14

9 a.m.

Norfolk Room

Owners/Managers Council

April 14

5:30 p.m.

Norfolk Room

VRLTA Seminar with Chip Dicks

April 23

8:30 a.m.

Norfolk/Suffolk Room

A “Foolproof” Approach to Property Management:

Professional Development Day

Wednesday, April 1, 2020
TM

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

Learn more and register at HRRA.com
18
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Calendar of EDUCATION

North Carolina

Academy of Real Estate, LLC

MARCH
Broker Licensing: RE Law

March 2-6 & 9

9 a.m.

Williamsburg Campus

Continuing Education Required Topics

March 5

8:30 a.m.

Chesapeake Campus

GRI 507: Ethics and Professional Responsibility

March 6

9 a.m.

Chesapeake Campus

Principles Exam Prep

March 7

9 a.m.

Chesapeake Campus

Broker Licensing: Brokerage

March 9-13 & 16

9 a.m.

Chesapeake Campus

Principles of Real Estate (AM)

March 9-30

9 a.m.

Chesapeake Campus

Principles of Real Estate (AM)

March 9-30

9 a.m.

Newport News Campus

Principles of Real Estate (PM)

March 9-30

6:15 p.m.

Chesapeake Campus

NC Post-Licensing: Contracts and Closings

March 12, 13, 19, 20

8:30 a.m.

Chesapeake Campus

Continuing Education Related Topics

March 17

8:30 a.m.

Chesapeake Campus

Broker Management CE

March 19

8:30 a.m.

Chesapeake Campus

Continuing Education Required Topics

March 26

8:30 a.m.

Chesapeake Campus

Military Relocation Professional (MRP)

March 27

8:30 a.m.

Newport News Campus

NC Continuing Education (BICUP only)

April 2

8:30 a.m.

Chesapeake Campus

NC Post-Licensing: Contracts and Closings

April 2, 3, 9, 10

8:30 a.m.

Nags Head Campus

Principles Exam Prep

April 4

9 a.m.

Chesapeake Campus

NC Continuing Education

April 7

8:30 a.m.

Nags Head Campus

Continuing Education Required Topics

April 9

8:30 a.m.

Chesapeake Campus

NC Continuing Education

April 10

8:30 a.m.

Chesapeake Campus

Broker Licensing: RE Law

April 13-17 & 20

9 a.m.

Chesapeake Campus

NC Continuing Education

April 14

8:30 a.m.

Nags Head Campus

Broker Licensing: RE Finance

April 20-24 & 27

9 a.m.

Williamsburg Campus

Continuing Education Related Topics

April 21

8:30 a.m.

Chesapeake Campus

NC Continuing Education

April 23

8:30 a.m.

Nags Head Campus

Short Sales and Foreclosure Resource

April 24

8:30 a.m.

Chesapeake Campus

Continuing Education Required Topics

April 28

8:30 a.m.

Chesapeake Campus

APRIL

*Course schedule may change without notice.

Campus Locations
CHESAPEAKE
(Alpha & NCARE)
638 Independence Pkwy, #100
Chesapeake, VA 23320

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

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
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Property management:
Show me the green!

I

Lee Halyard
Vice-Chair, Property
Management and
Leasing Council

20

n our day-to-day work as property managers it is
easy to lose sight of the depth of what we do. In
many cases when we are hired as property managers, we are being entrusted with someone’s most
valuable material possession. That comes with myriad awesome responsibilities. We are the boots on the
ground for many property owners whose time here
in Hampton Roads has been unexpectedly
cut short or making a well-thoughtout move to a different location.
While instilling confidence
in the homeowners that they
made the right choice in contacting our company, we
must temper that discussion
with laying out the mechanics of how our management
agreement works, and what
their responsibilities will be.
At my company we use
the Virginia REALTORS® (VAR)
management agreement, and this
is tantamount to the owner signing a
power of attorney in favor of my company,
for all things related to the dwelling we are being entrusted to manage. It essentially empowers a property
manager to undertake any action in the best interest
of the owner except selling the house. The great thing
about this document is that it is updated continuously
by VAR as the law evolves and changes.
Today, owning residential investment property remains one of the best tax deductions on planet earth
with 27.5-year-straight-line depreciation, and most every other expense associated with owning such a dwelling is deductible. Obviously, everyone’s situation is different and professional tax guidance is a must.
Often times when we get contacted by someone
interested in our services, there has been a radical
change in their life circumstances, e.g. death, divorce,
sudden transfer and so on, and initially there is more of
a focus on just keeping one’s head above water and not
so much of creating an investment opportunity.
Over time this can change and as the relationship
between the owner and property manager strengthen,
being the owner of investment property becomes the
new normal for the owner.
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Some just accept it as their new circumstances and
look to unload the dwelling as soon as market conditions allow them to do so, and others learn to like it and
wonder why they never considered it before.
The latter, when it occurs, is amongst the largest
feather in our cap as it is a surefire indication we did
it right. This is a rich opportunity for us to rise
and show new clients some opportunities
associated with not only owning an
investment property, but the wide
array of advantages to hiring a
property manager.
Unfortunately, these inquiries sometimes require a
pragmatic overall look at the
homeowner’s situation and
require us to pass when the
initial consultation reveals
they are embroiled in other
problems, such as foreclosure,
and are unable to afford necessary repairs to bring the house up
to a rentable condition. Knowing when
to pass on certain accounts will save every
property manager time and energy.
While it’s important to make owners aware of all
the responsibilities they are hiring us for, it’s equally
important for them to be aware of things we don’t do.
We point out to our owners in a statement that
this management agreement represents an entire understanding of everything associated with our management of the dwelling , and it’s imperative that they
read and understand the document in its entirety.
Many property managers have different philosophies managing property. We always explain to our
owners that our rental application seeks to have three
questions answered:
1. Will the tenants pay the rent on time?
2. Will they take reasonably good care of the property?
3. Will they be a good neighbor?
Making the owner aware and ensuring they understand this thoroughly at the outset of your management agreement will make for a smoother operating
relationship with the owners of the properties you
manage. ⌂

We are the
boots on the
ground for
many property
owners.

IN BRIEF: Big news, small bites

Stand out with
service
Jeremy Caleb Johnson, ABR, CLA,
CRS, GRI, SFR, SRES
Chair, REALTOR®/Lawyer Committee

Here’s the secret to success in real estate: Leverage your knowledge and skills
to provide exemplary customer service. If
you take care of your clients, they will take
care of you. It’s that simple. Really.
That was effectively the advice I was
given almost 16 years ago when I entered
the business. It came from an “old timer”
who began selling real estate in the early 1970s. Some version of this advice has
been given to agents around the country
for decades—take care of your people.
But so few of us in the greater real estate community take service to heart. And
so few of us take advantage of opportunities around us to learn and grow.
We can care for our clients and look
after them, but if we are under-informed
or not as current with best practices as we
really need to be, we do our clients a disservice. I see it every day.
• An agent effectively blows up a deal because they don’t understand the home
inspection report.
• Or maybe they don’t quite grasp how
Special Warranty Deeds work with estates and foreclosures.
• Or the information in their knowledge
bank about flood insurance is outdated.
• Or they can’t really explain the nuances
of the REIN purchase agreement to their
clients.
I see deals fall apart regularly because
agents are not taking full advantage of
training and education opportunities to get
the most out of this profession.
When you get the most out of this profession, you can give the most back to your
clients. And when you grow your knowledge bank and improve your skills, the better able you are to leverage that knowledge
and those skills for your clients.
The various meetings and classes at

HRRA are a great place to start in growing your knowledge and honing your skills.
Closer to home, perhaps, your office sales
meetings are a great place to learn, too—it’s
not just about the free doughnuts! There
are conferences and lunch-and-learns, industry publications and resources from the
National Association of REALTORS® and
Virginia REALTORS®, webinars and earning REALTOR® designations—so many
places to learn and so many opportunities
to put that learning into action.
Where are you growing this year? Consider that, according to the U.S. Bureau of
Economic Analysis, the real estate industry comprises about 15% of the GDP. We
really need to begin taking our profession
more seriously. Our clients need us to. (By
contrast, healthcare is under 10% of GDP,
as are the financial and insurance sectors.)
Quality customer service has always
been important, and it is increasingly important. If you want to survive the next
market shift, you need to learn how to leverage your knowledge and skills for your
clients. ⌂

Non-QM loans
take biz to the
next level
Kristen Genovese, NMLS #1172850
CMS Mortgage Solutions Inc.

Are you gearing up for the spring
selling season? In today’s ever-changing
market, we must adapt and add gear to
our toolboxes! We assist our clients in envisioning their dream home.
But do we also jump in feet first and
find ways to get financing for those difficult
listings or explore all the options for buyers that don’t fit into a neat little box?
Listings do not have to be “cash only.”
Buyers do not have to be discouraged into
not buying at all. Alternative financing,
also known as Non-QM, is the key to helping those families achieve their dreams.
Alternative financing is any program

that does not fit into the mortgage industries “Qualified Mortgage” (QM) bucket.
A QM is any mortgage loan that complies
with guidelines mandated and regulated
by the federal government. Non-qualified
mortgages (Non-QM) are everything else.
Having Non-QM options in your toolbox
will take your business to the next level.
With options for all those unique borrower situations under the Non-QM bucket, the spring market will be a win for all.
From buyers to sellers to investors and
even those condos that are not approved by
government agencies, you can help all of
them win when you use Non-QM:
Experienced real estate investors
(or even beginners) and flippers. They
can qualify based on their past investment
portfolios or cash flows on current investment properties. Why not continue to
grow with your clients through the coming
years? You can now help them build successful real estate portfolios and offer them
other options other than just hard money
lending.
Non-warrantable condos. Your clients may be able to purchase those dream
condos at the Oceanfront that do not fall
into agency guidelines.
Foreign nationals. Can you believe
when their foreign passport can be documented, your international clients can purchase a home in the United States? They
can even use funds from their international bank.
Self-employed and business owners. These clients get turned down because they took tax deductions they were
entitled to use. This caused their loan to be
declined because they do not show enough
income on their tax returns.
If they have been in business for two or
more years, they can use bank statements,
profit and loss statements, or even asset
amortization to qualify for home loans. It’s
a game changer!
These are only a handful of Non-Qualified Mortgage products that can assist in
making your spring market boom. Today
our market has fierce competition, and it is
changing rapidly; Non-QM is your choice
to stay ahead of the curve! ⌂

Hampton Roads REALTOR® • March 2020

21

A realistic look at green
building in 2020

S
Jenny Lovell
Chair, New Homes
Council
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ince probably the hippie movement of the late
1960s, we’ve been hearing about all things
green, including green building. It’s hard not
to focus on how everything we do affects our environment when people like Greta Thunberg dominate the
headlines.
So, when you think about housing, should you
be thinking about concepts like “Net-Zero”? Well, probably, but it’s much more
nuanced than that.
Since there are a lot of misconceptions about what green
building is, let’s start with a
definition: “Green building
refers to both a structure and
the application of processes
that are environmentally
responsible and resourceefficient throughout a building's lifecycle: from planning to
design, construction, operation,
maintenance, renovation and demolition”.
That sounds like a pretty apt definition
(by the way, thanks to Wikipedia!). So let’s break
this down into some green building concepts you might
see in Hampton Roads, since we don’t live in California
or Norway.
Energy efficiency - Since one of the prime goals
of green building is to reduce energy costs, the best
place to start is with your HVAC system, which is responsible for about 50% of your monthly energy usage.
While the Department of Energy (DOE) has moved
standards up over the years, these are still “minimum”
standards for things like equipment efficiency or insulation R-values.
If you want to go above minimum standards, then
you’d want to consider things like geo-thermal heat
pumps and high-efficiency gas furnaces. And have your
ductwork properly sealed with mastic! And insulation
has an impact on energy usage and how hard your
HVAC system has to work. While insulation R-values
have risen over the years with Model Energy Code advancements, it’s all in the installation.
Start by tightening up your home’s thermal shell
(seal all those penetrations), or consider an insulation
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system like “spray and batt”—that is what I call a belt
and suspenders approach.
Water heating is the next biggest user of electricity or gas (about 25% of your bill), so look next at things
like heat pump water heaters or tankless water heaters. Lots of energy is spent just keeping water hot or
running a tap for two or three minutes just to get
hot water delivered to a remote sink.
Lights, appliances and accessories
(charging that iPhone takes electricity!) are responsible for the
balance of your energy usage.
Appliance efficiency is kept
pretty much on the cutting
edge by the DOE.
And lighting (not much of an
energy suck for most people)
has really reduced energy usage with the introduction of
LEDs. So many people focus on
more exotic solutions that often
have long paybacks when just paying attention to some construction details can often pay big details.
And be cautious on thinking you really lower your
energy bills through better windows. Even the really
expensive windows on the market are about R-5. Get
a nice, tight window that doesn’t leak air and you’ve
already made a big improvement.
Health and safety - One of the goals of green
building would be how it improves the health and wellbeing of the occupants. Low-volatile organic compounds
(VOC) paints will help. But, honestly, just building a
“tight” home that keeps pesticides and other harmful
things from entering your home through cracks and
leaks is an important first step.
Real wood cabinets help reduce formaldehyde. You
can now get carpet made from recycled plastic bottles,
or you can go the sustainable route of bamboo or cork.
Nice ideas, but perhaps not where I would start first.
Try to balance your quest to save the planet with
some practical financial considerations. The other bit
of good news is that materials (especially on the exterior) require so much less maintenance these days.
And the less you have to paint, repair and replace, the
(continued on next page...)

Your HVAC
system uses
about 50% of
your monthly
energy.

Behind the scenes of ‘Coast Live’
Lights, camera, action! HRRA 2020 Chairman of the Board Cindy
Hawks White appeared on WTKR's “Coast Live” on February 12 in
preface to her “Hampton Roads Real Estate in 2020” presentation
at the Founders Inn the following week. The Founders Inn event
was the first of 2020’s Better Business Network luncheon’s
presented by Southern Bank and WTKR.
During the TV segment, which can be viewed at wtkr.com/coastlive/getting-ready-for-the-2020-better-business-network-eventon-coast-live, Cindy and Southern Bank regional executive Trent
Dudley were interviewed by “Coast Live” host Cheryl Nelson.
Here’s a sneak peek behind the scenes of the broadcast. HRRA
thanks Cindy for sharing her insight and expertise about the local
market and representing the association so well. – Victoria Hecht,
HRRA Communications and PR Specialist

(Green building, continued from previous page)
better for everyone!
It’s fun to talk about the more exotic stuff like Tesla’s and
Google’s commitment to be carbon neutral by 2025, and how wind
and solar energy are chipping away at harmful fossil fuels like
coal and gas. But the reality is that building a “green” house can

be done by simply paying attention to many of the less exotic (and
less expensive) solutions that can be deployed and will have a big
impact on your achieving many of your green building goals.
Interested in learning more? Google is your friend! ⌂

HRRA’S
MEMBER APRIL 2, 2020
EXPO
THURSDAY, ///////
Expo: 11:30 a.m. – 3 p.m.

Education begins 9:45 a.m.

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

Admission is 100% free for HRRA members, including these courses and meetings:
• “The 2020 A,B,C’s and D’s of Home Science” with Builder
Brothers John and Jeff Ainslie

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

Chesapeake Conference Center, 700 Conference Center Drive, Chesapeake VA 23320
Learn more at HRRA.com
Hampton Roads REALTOR® • March 2020
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Are you in the green?

D
Cosette Lambourne
Chair, Young
Professionals Network
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o you have the unhealthy habit of only looking at your income and expenses when it’s
“tax time”?
As real estate agents, the responsibility and management of our business falls on us. We MUST understand the importance of operating as a true business.
But don’t worry. Your Young Professionals
Network (YPN) Committee is here to help
you with the tools to do that! We are
dedicated to bringing education,
training and awareness to our
fellow associates that will give
tactics and strategies to help
them grow.
Let’s have some fun with
March Madness. In basketball (or any sport) top players
are scouted according to their
stats. Coaches are looking at
points per game, percentage of
shots inside the key verses outside the key, three-pointer attempts
versus made shots, a player’s free
throw percentage, rebounds and assists,
and let’s not forget fouls and shooting fouls drawn!
Players are hired based on their numbers. Is real
estate so different?
I love numbers because numbers never lie. We can
debate the color of the sky, but one plus two will always
equal three. Simple tracking methods will reveal everything you need to know to grow your business.
The first step is to understand the WHY, the
WHAT and the HOW of “knowing your numbers.” The
reason “why” we review and track numbers is so that
we can have awareness. With this awareness, we can
assess and analyze, and then make adjustments moving forward.
So “what” exactly should we be tracking? There are
three separate categories of your business to track: Income and Expenses, Time and Conversion, and Sales.
By now I’d hope we all know what a Profit and Loss
(P&L) Statement is. Are you reactively creating one at
the end of the year? Or are you proactively reviewing
your P&L monthly? Does it reflect the budget you have
in place? Do you have a budget in place?
Marketing and paid lead sources can get away
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from us very quickly if we are not carefully monitoring
our returns. We often get fooled by our “gross” income
and are unaware of our true “net.” Take the time to
review your financial standing monthly; you’ll be surprised what it reveals to you. It is proven that people
that watch their money seem to have more of it.
Next, we track time and conversion. Time is
our most precious and limited resource! It
is the one thing we all have the same
of: 24 hours a day, 168 hours a
week. What makes us different
is how we choose to spend our
time. We all wish we had more
of it, so let’s protect what little time we do have and work
smarter not harder!
Record how many hours you
are spending on prospecting
and lead gen, the time you
spend on open houses, door
knocking, appointments, meetings, education/training, and your
contract-to-closing process. Do you
know your hourly worth in our world of
commission sales? You should!
Time ties in with tracking your lead gen and lead
conversion. How many contacts are you making a week?
How many conversations are turning into leads or referrals? What is your follow-up process? How many appointments a week are you holding? How many convert
to signed listings or buyer contracts? How many clients
close?
And, finally, what is your commission earned in
relation to the time and efforts you are putting out?
These numbers will show you where your time is best
spent and where you are getting the greatest return.
It will also show you where your weaknesses are and
whether you need to switch gears or gear up!
Now let’s look at our closed sales. What is your
closed volume for 2019? How many units did you close?
Divide these two and you’ll have your average sales
price. With these three numbers you can confidently
set your 2020 goals whether you are going for production, units or GCI.
Diving deeper, what is your buy side versus list
(continued on next page...)

Think of
your business
in terms of your
personal stats
sheet.

Thank You to our 2020 HRRA Partners
GOLD

SILVER

BRONZE

COPPER

AMBASSADOR
CLYBURN
INSURANCE

Fulton Bank

(Green, continued from previous page)
side percentage? Do you want to change this? What is your average
days on market for your listings? What is your list price verse sales
price? Where do you want to improve? What are you going to do to
create that improvement?

It is easy to set a goal, but we will never achieve it if we don’t
have an action plan attached to it.
Start thinking of your business in terms of your personal stats
sheet, and let’s make sure your numbers tell a great story! ⌂
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‘Show me the green’ means
curb appeal, giving back

T

Sherry Snyder
Vice-Chair,
Community
Involvement Advisory
Group
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his month’s theme is “show me the green,”
which can mean different things in the real
estate industry, including making and saving
money, energy efficiency or springtime, to name a few.
As vice-chair of our new Community Involvement
Advisory group, I was proud to be amongst an amazing
and productive group of REALTORS® and Affiliates in February as we spruced up Edmarc
Hospice for Children in Portsmouth. It
was our kick-off event—the first of
six total—for 2020!
I worked with the outdoor
crew on raking leaves, trimming shrubs, cleaning the
gardens, etc. (You can check
out all that we accomplished,
inside and out, at Facebook.
com/hrrarealtors/ and
instagram.com/hrrarealtors/ .
Improving curb appeal,
whether it be for a place that
provides care and support, a house
that’s for sale or even your own home,
promotes a warm and inviting feeling.
As spring is just around the corner, it’s important to encourage our seller clients to put in that sweat
equity and clean up their flowerbeds, yards and driveways to improve their curb appeal. It’s beneficial for a
seller to look at their property from the street to gain
the perspective of a potential buyer pulling up in front
of the house.
Even though the lawn is not yet thick and plush,
it may be worth it to edge at the curb, driveway, sidewalks and walkways. Adding fresh mulch and some
color can go a long way. If the driveway, entrance,
house and even fence need pressure washing to make
it look fresh, encourage your sellers to do that before
the house is photographed and listed.
I like to explain to my clients that as the buyer’s
agent is trying to open the lockbox and open the door,
the buyer will be looking around and forming an opinion. Remember, you only get one chance to make a first
impression!
When I hear “show me the green,” I can’t help but
think of the movie “Jerry Maguire” and Cuba Gooding’s
and Tom Cruise’s characters screaming, “Show me the
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money!” There are so many wonderful reasons to be
a REALTOR® (and making money is certainly one of
them), but I believe there are many ways of feeling
wealthy.
One of the reasons I started REALTORS® Have a
Heart was because of the misconception that real estate agents make a lot of money for doing practically nothing. I wanted to demonstrate to the
public that we care for the people and
communities we live in as much as
the houses we sell.
Working alongside REALTORS® from other firms as
well as our HRRA Affiliates
during February’s volunteer
event, not once did I think
about selling a house (or the
time I was spending there)
that I wasn’t being “paid.”
Rather, I was humbled and
grateful that my children and
grandchildren are healthy, and I
prayed for the families present and
past that have needed the services so generously and lovingly provided by Edmarc. I walked
away that day feeling rich.
So, just in case you didn’t follow my mental thread,
“show me the green” made me think of curb appeal and
the work we did at Edmarc to give their residents and
families a welcoming place to be. To me the phrase
means improving curb appeal to increase the chance
that your seller’s house will be chosen (which will yield
them more money), and feeling wealthy by giving back
to the community and our industry.
Many people want to get involved and volunteer
but don’t know where to start. REALTORS® Have a
Heart makes it easy! On Tuesday, April 7, we will be
back at the Ronald McDonald House in Norfolk, where
we will lend hands to help them spruce up inside and
out as well.
I encourage everyone to join our fantastic leadership team—Alexandra Serrano, Tina Flowers, staffer
Victoria Hecht and myself—at our next REALTORS®
Have a Heart event as we continue to bring “green” to
Hampton Roads! ⌂

I believe
there are
many ways
of feeling
wealthy.

Government Affairs and your
role in 2020

A

Jimmy Jackson
Chair, Government
Affairs Committee

s we roll on through 2020, I would be remiss if
I did not acknowledge the great work done this
past year by our Government Affairs Committee and our 2019 chair, Carl Johansen, along with his
co-chairs, Chris Brown and Sherri Thaxton. Their hard
work gave us a year of great speakers and good work
on important issues.
Carl did all of this while also doing
an excellent job as Congresswoman
Elaine Luria’s FPC, and Sherri
did it while also serving on the
Portsmouth Planning Commission. Likewise, Chris has been
deeply involved in Virginia
Beach politics. Needless to
say, their leadership set the
bar high for us in 2020, so
we will need your involvement and support in order to
meet our advocacy goals. With
all of the political changes going
on across the nation and here in
Virginia, it has never been more important for REALTORS® to step up and be
involved in government affairs and politics.
As your 2020 Government Affairs chair, my goal is
to serve and empower you to make your voice heard in
your efforts to ensure a stable, productive business environment and to protect you, your business and your
clients from the kinds of things that would disrupt
their interests and harm the real estate market.
But, going beyond that, it means not only playing
defense also but working to move positive issues forward that make our region an ever better place to live,
work, start a business and raise a family.
In order to do that, however, we need an “allhands-on-deck” approach. The types of issues we face
can range across a number of things; no matter what
your specialty is in real estate, our advocacy programs
benefit you and address issues that affect you.
What can change when leadership changes is the
actual policies coming out of Washington, D.C., and
Richmond. Those changes can be good or bad, and so
we have to be in a mode of looking for both opportunities and threats, and we have to approach this work
with a clear, open mind.

As an illustration, the state-local relationship is
one that is determined solely by the state. If that were
to change, it could be good or bad. For example, one
might think it good for localities to have more resources and flexibility to address local and regional infrastructure needs in a way that continues to facilitate
economic growth in the region.
On the other hand, if we were to see
local government given the option to
do things like rent control or transfer taxes, we would take a different view. The point is that we
must be especially attentive
and active.
So, what does that mean for
you? That means you should
take advantage of the opportunities you have at HRRA.
One opportunity is our event
on April 1, “A ‘Foolproof Approach to Property Management:
Professional Development Day,”
an educational event held in conjunction with the Virginia Chapter of NARPM®
that will feature a number of speakers on important
property management topics. It will be a great way to
get an update on the 2020 General Assembly session.
(Register now at HRRA.com.)
Another opportunity takes place the very next
day when we will have the HRRA Member Expo, presented by our HRRA New Homes Council. You can network with your peers, vendors and exhibitors, including many new home builders. Our featured speakers
will be John and Jeff Ainslie from the Ainslie Group,
and, we will have an exciting Government Affairs and
REALTOR®/Lawyer joint forum.
Being active and attentive also means that you
need to invest in HRRPAC this very moment. As a
HRRPAC investor, you support our political efforts at
the local, state, and federal level.
It has been said that money is the mother’s milk of
politics. Nothing could be truer. A strong PAC means
political power, pure and simple. It means we get heard
in what is a very noisy process that will only get noisier
as we go forward. ⌂

We need an
“all-handson-deck”
approach.
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6 steps to staying positive and
encouraged

S
Dawn Miller
Chair, International
Advisory Group
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o we’ve approached March, nearly done with
the first quarter of 2020. Has the newness of the
New Year worn off yet? According to our business plans, we should be one-fourth of our way to our
goal, right?
As the spring selling season gets into full swing,
I’d like to provide some encouragement in between
the “ratified,” “SOLD!” and “under contract
in two hours!” brags we see on social
media and talks we have in the office and such. In between those
words are ones of “release and
termination,” “loan denial,”
“we’ve decided to renew our
lease” and “withdraw our
listing…we’ve can’t find anything to buy!”
Real estate statistics
show up to 25% of the contracts written never end up at
the closing table. Already this
year, I’ve had many conversations
with fellow agents illustrating those
statistics.
After first recognizing and accepting that not all
real estate contracts or clients don’t make it to closing
for a handful of reasons (and many times out of our
reach or our capability), consider these ways to stay
positive and encouraged:
Celebrate small wins: Many agents are focused
on the end goal, closing a certain number of homes or
set volume for the entire year. We often fail to recognize the process and journey it takes to get just one
home under contact and to closing. Imagine you were
running a marathon and they didn’t have mile markers!
Those mile markers are put there to keep you encouraged and remind you how far along you are in the
journey. Remember, all great things started small! It’s
the small, daily wins that add up to the big wins!
There’s always a lesson to be learned: Remember that some days you’re winning and some days
you’re learning. What can you learn from the real estate client or deal that didn’t make it to the closing table? Put measurements in place to help eliminate that
challenge the next time around.
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Practice gratitude: Attitude determines your altitude! A positive attitude starts with recognizing early
in the morning what you’re grateful for, and letting
others know you appreciate them, writing down what
you’re thankful and more.
A recent book I read referenced a study that suggests practicing gratitude first thing in the morning makes people happy. The book, “Miracle Morning For Real Estate Agents”
by Hal Elrod, Michael J. Maher and
others suggests a great morning routine that I know many
agents have adopted.
Practice self-care: Real estate is a fast-paced, 24-hoursa-day business. It can take
over every hour of your day
and drain you. IF you let it.
You cannot give what you do
not have.
You can’t run on empty! Your
family, friends, clients and more
need you at your best. That means to
practice self-care. Give yourself a day off, a
long lunch, an afternoon off, more. John C. Maxwell
says, “Sometimes you need to slow down to speed up!”
Taking care of yourself leads to a more positive and
healthy life, business and more.
Remember your “BIG WHY”: Ask any REALTOR® or Affiliate member at HRRA their “big why” and
I’m sure they’ll say wanting to help people is on the top
list . When the going gets tough, the tough gets back
to remembering their why. You’ll get refreshed and renewed quickly when the challenges arise!
Surround yourself with positive people: It’s
important to be around positive and encouraging people. Motivational speaker Jim Rohn said, “You are the
average of the five people you hang out with the most.”
What’s the vibe of your tribe? What’s your atmosphere or environment like? The best-selling book
“Think and Grow Rich” says the best way to “think” is
to be around positive people and help “grow rich” to be
part of a mastermind group. Every single committee,
meeting and networking event we offer at HRRA is just
like a mastermind group. Get more connected today,
and you’re on your way! ⌂

It’s the
small, daily
wins that add
up to the big
wins!

Committee Fair 2020: Something for everyone at HRRA
There’s something for everyone at HRRA, as attendees of the third annual Committee Fair learned January 27! Organized by the
association’s Young Professionals Network (YPN), the Committee Fair is a well-attended event that helps members learn about HRRA’s
committees, councils and advisory groups. Sponsoring Affiliates also enjoyed the opportunity to network with attendees, and many
folks walked away with generous door prizes. It was also a successful event for the HRRPAC Fundraising Committee, which collected
more than $6,000 in pledges for REALTOR® advocacy efforts. Special thanks go not only to YPN for organizing the event but also to the
Affiliate sponsors: 2-10Home Buyers Warranty, Atlantic Bay Mortgage, BK Appraisal Services, Choice Insurance, Clyburn Insurance,
Detect Termite and Moisture. CMP Appraisals, HouseMaster Home Inspections, Home Warranty of America, Prosper Insurance, Prosper
Insurance,  Southern Auto Group,  Tanyag & Co.,  Tidewater Mortgage Services - The Elite Team and  Titlequest. See more photos and a
video of HRRA’s 2020 Committee Fair at Facebook.com/hrrarealtors/. – Victoria Hecht, HRRA Communications and PR Specialist

Get a yard Peanut
can sink his paws into
Buying a home can be simpler with an online mortgage
application that gives you the option to easily connect
with your financial accounts and upload documents. Plus,
you’ll have personalized guidance every step of the way.
We’re here to help you reach your homebuying goals.
Contact us today to get started — or apply online at
wellsfargo.com/newdigs.
Chesapeake
860 Greenbrier Circle, Ste. 504, Chesapeake, VA 23320
757-420-6162
wfhm.com/va-chesapeakebranch-chesapeake
Ocean Front
300 32nd St., Ste. 200, Virginia Beach, VA 23451
757-372-9301
wfhm.com/oceanfront
Information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A.
© 2018 Wells Fargo Bank, N.A. All rights reserved. NMLSR ID 399801. AS5082283 Expires 01/2021 IHA-6674001
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CIA kicks off 2020 with a ‘Heart’
for Edmarc Hospice for Children

W
Victoria Hecht
Communications and
PR Specialist

30

e really couldn’t have asked for a prettier
spring—oops … winter!—day for our first
REALTORS® Have a Heart volunteer event

of 2020.
About 50 HRRA members gathered February 4
at Edmarc Hospice for Children in Olde Towne Portsmouth to spend a busy morning scrubbing, dusting,
mopping, vacuuming, organizing, decluttering and doing lots of yard work—from mowing to racking, hedging trimming to pond skimming and even cleaning out
the shed—before breaking bread together over lunch.
This marks the Portsmouth-based nonprofit’s
41st year of hospice services designed specifically for
children. Edmarc seeks to ease the trauma of a child’s
illness or death and to reduce the disabling effects of
pediatric illness, loss and bereavement on families in
Hampton Roads.
Thank you for the hearty on-site lunch generously
sponsored by Affiliate members Atlantic Coast Mortgage, Tina Flowers of Home Warranty of America, and
Jennifer Franklin of Planet Home Lending. Thanks to
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all—REALTORS® and Affiliates alike—for giving their
time and talents to help Edmarc through REALTORS®
Have a Heart and Affiliates Have a Heart for REALTORS®, a program of HRRA’s Community Involvement
Advisory (CIA) Group.
Next up, REALTORS® Have a Heart will take its
volunteer efforts to the Ronald McDonald House in
Norfolk from 9:45 a.m. to noon on April 7 with on-site
lunch afterward, so mark your calendar now. Volunteers will give the house a deep spring cleaning as well
as work on landscaping outside. Wear comfy shoes and
clothes, and bring your own cleaning, supplies, gloves
and rakes if able.
To register, please email “April Have a Heart” in
the subject line to Info@HRRA.com, and include your
T-shirt size (unisex shirt sizing) in the body of the
email.
Check out all of the great work accomplished by
February’s HRRA volunteers! ⌂

Affiliate Spotlight: Navy Federal Credit Union
GET TO KNOW YOUR HRRA AFFILIATE MEMBERS
Company: Navy Federal Credit Union (NFCU)
Territory: Navy Federal Credit Union is nationwide, but my mortgage team (Vaughn Sullenberger)
covers the Southside in Hampton Roads.
Company details: NavyFederal.org, Vaughn_Sullenberger@NavyFederal.org
and 1-877-573-2324, Ext. 21171
Year company established: 1933

HRRA Affiliate member since: 2014

Company specialties: The Lascara Mortgage Office located in Norfolk specializes in helping our
members with purchase-money mortgages. Variety of mortgage products and solutions to match the
members’ needs; also, several mortgage products that are 100% financing with no PMI.
Why we joined HRRA: We joined HRRA for community involvement, education on the local real
estate market, networking and to be a resource for real estate agents in Hampton Roads with our local
team of 10 local mortgage loan officers.
Why we got into this business: “The Members are the Mission” is just not a marketing slogan. All
of the teammates on the Lascara Mortgage Team have served in the military or has a spouse or other
family member that has served. This helps us understand what the member is going through and help
them through the mortgage process to purchase their home!
Why we love doing what we do: In 2019 the NFCU Lascara Mortgage Team helped over 1,230 members purchase a home in Hampton Roads. We take great pride in helping our members from application
to closing and look forward to helping future home buyers!
Our favorite satisfied-customer story: In December 2019 loan officer Sofia Kifle was working with
a member who received orders to be stationed here in Hampton Roads. The members were close to
closing on their home, and the movers were in the process of transporting all of their belongings to the
new home. On the way the moving company truck was in an accident and caught on fire. Most of the
members’ household belongings were destroyed. Kifle came to me and asked if there was anything we
could do and thought about a “care package” similar to what families send to deployed service men and
women. We added a gift card and other household items to help get them started with their new home.
The member sent a fantastic handwritten note that said, “Thank you for not just thinking of us as a number but as a human being!”
Our favorite HRRA event: PaintFest® and the Chili Cook-Off & Tailgate Party.
Most memorable HRRA moment: Being involved in kicking off CE courses and/or different council/committee meetings has been very
rewarding. My team has met a lot of great REALTORS® and/or people associated with the real estate industry.
Best piece of advice to REALTORS®: In real estate the saying is “location, location, location,” but in the relationship between real
estate agents NFCU loan officers it’s “communication, communication, communication.”
The one thing we want REALTORS® to know about our industry is: NFCU is nationwide, but we have 10 dedicated local loan officers to help you with the home-buying process.  
HRRA Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members. NFCU is a 2020 Ambassador
Partner.
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Legal Corner: Real estate and
the 2020 General Assembly

W
John F. Faber Jr.
Attorney, Williams
Mullen
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ith this year’s session of the General Assembly at about the halfway point (as of press
time), it’s time to take a look at some bills
that may impact real estate licensees.
As usual, the legislators have proposed a number
of new laws pertaining to residential disclosures, the
Virginia Residential Landlord and Tenant Act and
real property in general.
Some bills to keep an eye on are as
follows:
Residential Property Disclosure Statement: A number
of pending bills would expand
the scope of the Residential
Property Disclosure Statement to advise the buyer to
beware of and exercise diligence with respect to potential problems or hazards.
They include House Bill
(HB) 174, requiring the disclosure of marumsco soils. Those soils
are marine clays that may be unstable
and not support foundations or other structures associated with the property. HB 175 would
require the disclosure of radon gas in certain zones
within the state. If HB 518 passes, the disclosure
statement will advise the buyer to obtain a residential
building energy analysis of the home.
HB 1161 would require the seller to disclose lead
pipe in the home, meaning any pipe or pipe or plumbing fixture, solder, or flux that does not meet the federal Safe Drinking Water Act definition of “lead free.”
Perhaps most significantly to the day to day business of real estate agents, HB 838 would revise the
disclosure form to include a statement signed by the
buyer that the statement actually has been delivered
to the buyer, not just that the buyer has been advised
to review the statement on the website of the Virginia
Real Estate Board.
Virginia Residential Landlord and Tenant
Act: With respect to residential tenancies, HB 393
would require the development of a “Tenant Bill of
Rights.” The Tenant Bill of Rights would be created
by the Department of Housing and Community Development and explain the rights and responsibilities of
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tenants under the VRLTA, including: (a) the landlord’s
responsibility to maintain the dwelling unit in a fit and
habitable condition, (b) the tenant’s right to request
repairs and other corrective action by the landlord to
ensure such condition, and (c) the tenant’s right to terminate the lease, to be compensated for damages, to
withhold or defer rent and to make an assertion
of material non-compliance before a court.
The landlord would also be required to
furnish a copy of the Tenant Bill of
Rights to tenant along with the
signed lease.
Recission of Contracts:
The Daily v. Gulick Group,
Inc. case, which this column
discussed in June 2018, continues to generate legislation in the common interest
community field. In that case,
home buyers were not permitted to rescind a contract outside
of the three-day rescission period,
even though the association disclosure
package they received was incomplete and
out of compliance with the Property Owners’ Association (POA) Act.
Last year, the General Assembly confirmed that
the time periods for rescission of a contract under both
the POA Act and the Condominium Act begin when the
purchaser receives an association disclosure packet or
resale certificate, even if the disclosure packet or condominium retail certificate does not meet the requirements of the POA Act or the Condominium Act.
Senate Bill 672 proposes to amend the POA Act
and the Condominium Act again by adding to the
definition of “ratified real estate contract.” Under the
proposed bill, a “ratified real estate contract” includes
any addendum to such contract. The bill further states
that under the POA Act, a purchaser may cancel the
contract within three days “or within the time specified within the ratified real estate contract, not to exceed seven days” after receiving an associate disclosure
packet or being notified that the association disclosure
packet will not be available.
The bill also provides that the parties may extend
(continued on next page...)

There's still
time to make
your voice
heard before
this session
ends.

“That’s Who We R”
REALTOR® Spotlight
Who: Regina Mobley, EXIT Realty
Central
HRRA member since: 2018
REALTOR® activities: Chair, “That’s
Who We R” Advisory Group
Community involvement: Board
member of the Mid-Atlantic Region of
the American Red Cross, board member
of The First Tee of Hampton Roads,
board member of Connected Business
Networking, judge for The Community
Shark Tank/Something In the Water
Festival and many public appearances
to support businesses and charitable
organizations in Hampton Roads.
I chose to become a REALTOR®
because: For more than three decades,

Regina Mobley

I was in the living rooms of families
across the region, covering important
events of the day with honesty and
integrity. Now, as a REALTOR®, I
use those same principles: honesty
and integrity in helping the people of
Hampton Roads with their real estate
needs.
Favorite REALTOR® benefit:
Advocacy! When HRRA announces,
“Hampton Roads, we have a problem,”
the collective concerns of real estate
professionals are immediately beamed
to Richmond, Washington, D.C., and
beyond.
Favorite HRRA activity: Ongoing
training opportunities.

Most memorable HRRA moment:
Reconnecting with my former
news director, Jay Mitchell, and
former Newport News Police public
information officer Carl Burt.
I am proud to call myself a
REALTOR® because: It represents a
commitment to excellence in service to
my clients.
Best piece of advice for fellow
REALTORS®: The advice I gave to
young news reporters holds true for
real estate and other professionals:
Never misrepresent yourself or your
intentions. ⌂

(Legal Corner, continued from previous page)
the time for cancellation to 10 days if the association disclosure
packet is sent by U.S. Mail. If the bill passes, the foregoing extensions of time will be allowable under the Condominium Act as well.
Restrictive Covenants: Finally, one proposed bill would
permit property owners to right past wrongs. The Virginia Code
already states that deed restrictions discriminating on the basis of
race, color, religion, national origin, sex, elderliness, family status
or handicap are void and unenforceable. HB 788 would give property owners a way to remove such restrictive covenants from their
title altogether.
The bill would create a “Certificate of Release of Certain Prohibited Covenants” which would identify the offending covenant,
where it is recorded and the real property it affects. The certificate
could then be recorded in the land records and essentially erase
the illegal covenant from the chain of title to the property.
This bill will probably be particularly interesting to title insurance companies. In their title insurance policies, title compa-

nies take great pains to advise the insured that they are not insuring or republishing any of the illegal, discriminatory restrictive
covenants that may be in the chain of title to the insured property.
If this bill passes, the companies may require, as a condition
to issuing title insurance, that a Certificate of Release of Certain
Prohibited Covenants be recorded, to eliminate illegal covenants,
along with any deed to be insured.
These and many other bills potentially impacting all real estate agents are available for review and tracking on the General
Assembly’s website at virginia.gov.
Agents who are interested in or concerned with a particular
bill still have time to make their voices heard before this session
ends and the bills are ultimately passed or defeated. ⌂
This column is not, nor is it intended to be, legal advice. You should
consult an attorney for advice regarding your individual situation.
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What happens when you die?

L
Samantha Kenny
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Affairs Director

Tyler Craddock
State Government
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et’s start this article with an age-old question:
What happens when you die? While this is an
existential question that has been asked by humankind throughout history, don’t worry, we are mainly here to answer it in terms of the real estate world.
And, lucky for you, we are space limited in this article. So, buckle up and stay with us. We promise
it’s a fun ride!
Recently, one of our fellow Virginia REALTORS® (VAR) members
came to us, sadly, after a licensed
real estate broker passed away
while working on deal. To further complicate matters, the
deceased real estate broker
was the only licensed broker
in the business entity. Sound
familiar?
At the time that this occurred, there was a bit of ambiguity in the law as it applied to
this situation regarding who could
take over the deal. Do you start over?
Is the deal lost? Does another buyer get to
come in? Rightfully so, it raised a questions as to
what would happen next.
Complicated, right?
Luckily, VAR, HRRA and their lobbyists have an
open door policy with its members. Realizing that this
could happen to any of us at any given time, a member
reached out to get something on the books and codified
to help address the issue in the future.
Through the help of the member and the work of
VAR, this year we have House Bill 513 introduced by
Del. David Bulova (District 37, Fairfax). This bill, if
passed, “clarifies that upon the death or disability of a
licensed real estate broker who was the only licensed
broker in a business entity, the Real Estate Board shall
grant approval to certain persons enumerated by law
to carry on the business of such broker for 180 days
following the death or disability of the broker solely for
the purpose of concluding the business of the broker.
Currently, the law only addresses the death or disability of the sole licensed broker in a corporation or partnership.”
This goal of this bill is to help clear the confusion
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that could be experienced after the death or disability
of a real estate broker. At this most sensitive of times,
assurance of mind is one of the best things we can bestow upon both the family of the deceased broker and
their clients.
So, while we cannot answer the existential question of “what happens when I die?”, we can answer
you and say your deal won’t fall through
because of your death.
Most importantly, though,
this bill shows the openness and
willingness to hear from our
members, take into account
real working issues agents
face in business, and work to
get laws in place to protect
us. Long story short, we are
here for you and want to hear
from you any issues you think
can be solved through legislation.
The legislation that we pursue in Richmond comes from a number
of sources.
Some bills arise from issues that are identified by
workgroups and committees within the organization
or by staff and brought to leadership for consideration.
Others are ideas that legislators ask us to take a look
at that result in bills that are approved to be part of the
REALTOR® agenda.
And, like House Bill 513, some come from those
things that occur in the day-to-day work of our members that they bring to us and that are included in the
REALTOR® agenda.
Every REALTOR® has the opportunity to suggest
legislation for consideration for inclusion in the REALTOR® agenda. Whatever way a bill makes it onto our
plate, you can rest assured that the HRRA Government Affairs team will work day and night to protect
and promote the REALTOR® community. ⌂

Your deal
won’t fall
through
because of
your death.

Welcome, New HRRA Members!
PROSPECTIVE REALTOR® MEMBERS
Thomas Ryan Arney
Karen Baker
Kelly Behrens
Benjiro Bibay
Cheyenne Carney
Deborah Chestnut
Patty Cline
Tera Dodson
Magalys Dones
Brian Duncan
Thierry G. Dupuis
Kathleen Eckhardt
Michelle Exum
Carol Ghosn
Jessica Haynes
Sheryl T. Henley
Stephanie Holadia
Ryan Howard
Sarah Hunter
Lynn Johnson
Kiara Justice
Robyn Lowe
Nicole Martinez
Jessica Meissner
Kelisha Anne Mollenhauer
David Narcco
Mary A Plunkett
Jamie Lee Ratigan
Matthew Rawls
Rita C. Roberts
Crystal Salazar
Russel Sawatzke

Berkshire Hathaway Towne Realty
Keller Williams Towne Center
Creed Realty
Keller Williams Towne Center
Own Real Estate
Howard Hanna
Better Homes & Gardens
Better Homes & Gardens
Rodney Fentress Real Estate
Creed Realty
Keller Williams Coastal Virginia
RE/MAX Alliance
Howard Hanna
Rose & Womble
Own Real Estate
James & Lee Realty
Better Homes &  Gardens
Long & Foster Real Estate
James & Lee Realty
Cross Realty
eXpRealty
Creed Realty
NextHome Tidewater Realty
Better Homes and Gardens
Coldwell Banker Professional Realtors
eXp Realty
The Real Estate Group
Christopher Jordan Inc
Hulett & Associates
Howard Hanna
The Real Estate Group
Keller Williams Realty

If you are BUYING, BUILDING or REFINANCING contact:
Nate Brown

Pam Martin

Kimberly Vap

757.692.1641

757.321.6311

757.544.8934

Mike Grunwald

Matt DesRoches

Marion Uzzle

757.761.8156

757.651.6288

757.729.7373

NMLS #: 607858

NMLS #: 607860

NMLS #: 1060805

NMLS #: 659388

NMLS #: 796166

NMLS #: 211283

Darryl McDaniel
NMLS #: 1425384

571.839.8342

fultonbank.com/mortgage
Fulton Bank, N.A. Member FDIC. Subject to credit approval.

Kara Smarr
Bintu Sow
Vernon Sims Jr.
Latoya L. Adkins-Sweat
Kelli Sweat
Sarah Taylor
Dana Thompson
Katie Wilson
Timothy Wynn
Alicia Yarbrough

Rose & Womble Realty
Berkshire Hathaway Towne Realty
Creed Realty
Sweat Realty
Christopher Jordan Inc.
Coldwell Banker Professionals
Howard Hanna
Anchor Realty Group
Rose & Womble Real Estate
Lonnie Bush Real Estate

HRRA MEMBERSHIP AS OF JAN. 31, 2020
Active REALTORS®:
REALTOR® Life:
REALTOR® Emeritus:
Affiliate Members:

3622
45
109
762

Affiliate Offices:
Principal Firms:
Branch Offices:

NEW BROKER FIRM
The Bryant Group

NEW AFFILIATE MEMBERS
Choice Home Warranty
Weldenfield & Rowe Custom Homes
Virginia Natural Gas
COVA Insurance

$50off

Move In/Out Clean
or Initial Clean*

*Initial Clean offer valid when signing up
for recurring service. Must be a HRRA member
or client. New customers only.
Not valid with other offers.
Expires: 10/31/2019

757-819-4941 • homecleanheroes.com/HRRA
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Fulton Bank

170
196
49
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638 Independence Pkwy, #100
Chesapeake, VA 23320

®
Locations
Greenbrier • Lynnhaven • Harbour View

Call 757.962.9844
Licensed in Virginia and North Carolina

