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

Theresa Williams | twilliams@eastwestr.com | 757.286.2153

FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

Homes starting in the $400s

Build Your Dream Home Here!

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

including:

• Residents Club with lakefront pool

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

• 3 miles of walking/biking trails and sidewalks

• Playground and sand volleyball court

• Premium waterfront and private wooded homesites

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

Tour today to discover why over 300 families  
have chosen Founders Pointe as their home.

Only 8  
Waterfront 
Homesites 
Available!

 Coming Soon! 

105 Colonial Way  |  $675,900
Sasser Construction

403 Founders Pointe Trl.  |  $689,900
Sasser Construction

100 Settlers Ridge
Saybrook Homes

Representative Photo

900 Founders Pointe Trl.  |  $539,900
Saybrook Homes

Representative Photo
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I	can	 start	 to	 see	 the	 end	 of	 the	 2020	 tunnel.	 Can	 you?	 I	 am	 so	
excited	 for	 next	 month’s	 installation	 of	 the	 2021	 Officers	 and	
Directors	 for	 OUR	 association!	 Last	 month	 we	 elected	 these	 

i-n-c-r-e-d-i-b-l-e volunteers, and they are excited to serve you in 
2021…with	or	without	a	pandemic!	
 November and December will be busy months for both of your 
leadership	 teams.	Chairman-Elect	Tanya	Monroe	will	be	assembling	
the 2021 team for a planning session and leadership orientations. I 
will be working with the 2020 team to complete the work in progress, 
adopt a budget and three-year strategic plan, and prepare to pass the 
torch to the new team. 
 Add a few holidays and it will be a fast and furious dash to the 
finish	line!
	 On	that	note,	how	are	you	doing	with	your	business	plan	for	2021?	
What	will	2021	look	like	for	you...with	or	without	COVID-19?	
	 Will	this	pandemic	last	another	three	months,	six	months	or	even	

into	2022?	I	wish	I	had	the	answers	for	you,	but	I	don’t.	What	I	can	share	with	you	is	that	
we	need	to	stay	informed	and	fluid.	Or	as	the	new	buzz	word	out	there—“pivot.”
	 Well,	I	must	say,	“pivot”	is	not	new	to	a	REALTOR®!	We	pivot	all	the	time	in	working	
our transactions. However, we may not be mindful of this in the “business side” of our 
real estate businesses. Make sure you track and review the “business,” financial and 
operational sides of your real estate businesses regularly in addition to serving your 
clients and customers. 
	 As	REALTORS®, we are accustomed to quick changes, problems popping up at the last 
minute, and finding solutions for our clients so the closing happens and everyone is happy. 
Sound	 about	 right?	 But	 with	 the	market	 extremely	 busy,	 many	 will	 put	 the	 “business	
planning” to the side and shift their priority to focus solely only serving the clients. 
	 Then,	in	the	blink	of	an	eye,	you	will	be	celebrating	your	2020	successes	on	the	New	
Year	with	family	and	friends.	Then	around	January	2,	give	or	take	a	few	days,	you	wake	
up	and	realize	you	don’t	have	a	business	plan	and	you	jump	into	action	with	a	newfound	
dedication and passion to get it done. 
	 Well,	don’t	 let	 that	happen	 to	you!	My	recommendation	 to	you	 is	 to	 carve	out	 some	
time	 and	 get	 your	 business	 plan	 done	 now!	 The	 National	 Association	 of	 REALTORS® 
(nar.realtor) has virtual classes for business planning as part of several designation 
curriculums,	and	you	can	take	them	virtually!	Its	“Library	&	Archives”	offers	a	variety	of	
research	services	and	thousands	of	print	and	digital	resources	for	you.	The	digital	library	
is free, and there are over 6,000 publications available. 
 State and local market research and statistics are at your fingertips and provided by 
Virginia	REALTORS®	(virginiarealtors.org).	There	are	so	many	valuable	resources	as	part	
of	your	membership,	and	can	help	you	grow	your	business	now	and	 in	 the	 future!	Next	
time you are on the web surfing, check it out.
 During this holiday season, I pray you will be able to spend time with your family and 
friends,	and	send	my	best	wishes	for	a	happy	Thanksgiving!

All my best,

Cindy	Hawks	White

 FROM THE CHAIR

Dashing through the 
holidays to 2021 

Cindy Hawks White

CRB, CRS, GRI
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Affiliate Spotlight: Virginia Housing  
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company:	Virginia	Housing	(formerly	VHDA),	rebranded	with	new	name	and	logo	
 
Territory:	Virginia
 
Company details: virginiahousing.com, Georgette.houchins@virginiahousing.com or 804-389-5680 

Year company established: 1972 HRRA	Affiliate	member	since: 1999

Company specialties:	We	 provide	mortgages	 for	 first-time	 homebuyers,	 as	 well	 as	 financing	 for	
apartment	 communities	 and	 neighborhood	 revitalization	 efforts.	We	 offer	 free	 homebuyer	 classes,	
support housing counseling and help people with disabilities and the elderly make their homes more 
livable.	We	 also	 administer	 the	 federal	Housing	Choice	 Voucher	 and	Housing	Credit	 programs	 in	
Virginia.	

Why we joined HRRA:	The	Hampton	Roads	region	has	always	been	a	strong	first-time	buyer	market.	
In order to make sure that our programs reached the highest number of potential homebuyers in that 
market,	we	knew	that	we	needed	to	develop	a	strong	relationship	with	the	trusted	real	estate	partners	of	HRRA.	
Why we got into this business:	Virginia	Housing	was	created	by	the	General	Assembly	in	1972	for	the	sole	purpose	of	providing	quality,	
affordable	housing	for	Virginians.	This	has	been	our	passion	and	our	mission	for	almost	50	years,	and	the	need	for	quality	affordable	
housing is as great now as it was back in 1972.

Why we love doing what we do:	When	homes	are	affordable	and	accessible	to	jobs,	good	schools	and	transportation,	everyone	benefits.	
Individual lives are improved and communities as a whole grow stronger. 

Our	favorite	satisfied-customer	story:	As	part	of	June	Homeownership	Month,	Virginia	Housing	recognized	a	Hampton	Roads	first-
time	homebuyer	during	this	pandemic.	The	customer	submitted	a	story	on	her	experience	getting	a	Virginia	Housing	loan	with	one	of	our	
approved	lenders	(Tidewater	Home	Funding)	and	how	excited	she	was	on	being	a	first-time	homebuyer.	The	homebuyer	was	awarded	a	
basket	with	some	of	the	essentials	for	COVID	and	featured	on	our	Facebook	page.

Our favorite HRRA event and why:	 The	Circle	 of	Excellencesm awards. It is an opportunity to meet and congratulate all of the 
REALTORS® who received an award for outstanding sales that year.

Most memorable HRRA moment:	Facilitating	the	Virginia	Housing	Real	Estate	Professional	Class	at	HRRA	and	all	of	the	“a-ha”	
moments	the	REALTORS® had when learning about our products.

Best piece of advice to REALTORS®: “Stay	in	your	lane.”	Try	not	to	overwhelm	yourself	with	the	financing	aspect	of	purchasing	a	
home.	Lean	on	your	mortgage	partners	as	the	experts	in	that	realm.

The one thing we want REALTORS® to know about our industry is:	Virginia	Housing’s	mission:	Helping	Virginians	attain	and	
retain quality, affordable housing.

HRRA Affiliate Spotlight offers a closer look at the association’s Affiliate members. 

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

http://virginiahousing.com
mailto:Georgette.houchins@virginiahousing.com
HRRA.com
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HRRPACHampton Roads 
REALTORS® Political 
Action Committee

Advocacy topics that interest me: Fair 
Housing, affordable housing for all, and protecting 
the rights of homeowners.
 
REALTOR® activities: I am an avid attendee of 
the	REALTOR®/Lawyer	meetings.	I	believe	it	is	
vital to the service that we provide to our clients 
to be the most knowledgeable, best informed and 
fully prepared to assist them with the buying and 
selling of their homes.
 
Community involvement: I have been actively 
involved	with	the	Boy	Scouts	of	America,	held	
every	position	with	several	Virginia	Beach	PTAs	
from a volunteer to president, and youth group, 
Sunday	school	and	Vacation	Bible	School	leader	at	
our church. My husband and I laugh that we failed 
to pass the fourth-grade Sunday school curriculum 
as we taught it for eight years before moving on 
and graduating to lead an adult small group. 
 

Why	I	give	to	HRRPAC: I grew up in a military 
family.	We	moved	all	over	the	country,	never	
spending more than about two years in any 
one place. My mother always tried to cheer my 
sisters and myself up by letting us know that 
home is where you make it. I have always loved 
this	philosophy!	Home	ownership	is	one	of	the	
fundamentals to our industry and one which I 
believe must be advocated for and protected.
 
Why donating to HRRPAC is important: I am 
a very strong believer in advocacy from supporting 
my children in their schools, to helping to establish 
morals and values in our youth, to helping women 
in	domestic	abuse	situations.	There	were	so	many	
times in my life where I received a “helping” 
hand from someone close to me, and I feel so 
wonderfully blessed to be able to give back in small 
ways wherever I can. Sometimes tasks can seem 
impossible or unsurmountable, but with the help 
from our friends “many hands make light work.” 

Debbie 
O’Connell

Member since: 2008

HRRPAC 
contributor level: 
Mayor’s Club

Your Voice in Politics. HRRA.com/HRRPAC

Advocacy topics that interest us: Health 
insurance	for	REALTORS®, taxes and wage 
benefits	for	1099s,	work	classifications.
 
REALTOR® activities:	Participated	in	last	year’s	
Chili	Cook-Off	&	Tailgate	Party	and	helped	at		
HRRA’s	Member	Expo.

Community involvement: Support and mentor 
at	the	Seton	Youth	Shelter.	Volunteer	at	India	
Fest	and	Taste	of	India.	Raise	funds	for	Operation	
Smile	and	volunteer	at	the	Virginia	Beach	Public	
school system.
 

Why we give to HRRPAC: To	provide	
financial	assistance	to	help	with	the	advocacy	
of	REALTORS®	yearly	when	going	to	D.C.	and	
fighting	for	REALTORS®’	rights	and	benefits.	
 
Why donating to HRRPAC is important: So 
that	there	can	be	financial	assistance	provided	
to help elect the candidates who are helping to 
protect and promote the real estate industry.

Munesh & Nikita 
Chandiramani

Member since: 2011

HRRPAC 
contributor level: 
Fair Share
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Contributor Spotlights

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

Advocacy topics that interest me: Contract	
law and ethics, health care/insurance, property 
management, condominium and common interest 
community issues.

REALTOR® activities:	As	a	REALTOR® and 
broker I have been licensed for 43 years now. I 
was also a “dual” member for many members as 
an associate member for 23 years. As an associate 
member	I	was	involved	in	organizing	the	first	
Affiliates	Council,	established	the	first	of	the	“wine	
tasting”	gatherings	that	turned	into	an	amazing	
government affairs event each fall, started the 
yearly	softball	tournaments	with	REALTORS® vs. 
Affiliates	and	was	selected	Affiliate	of	the	Year	
twice!	I	was	a	recipient	of	Circle	of	Excellencesm for 
years before the association merger.

Community involvement: Fundraisers for 
Mitochondrial	Disease,	specifically	“Float	For	A	
Mito	Cure.”	Also,	Girl	Scout	leader	for	12	Years,	
youth leader at church for three years and an 
animal advocate for feral cats.

Why	I	give	to	HRRPAC: As a rookie, I wondered 
what	the	value	of	that	donation	was.	Through	
the years I have seen extreme progress in what 
our	leaders	have	done	for	our	industry.	We	have	
officers	who	have	stepped	up	to	the	plate,	giving	
of their time and energy to make sure that our 
industry is always in the forefront as a group when 
it	comes	to	our	needs.	They	have	fought	hard	for	
many of our successes as an important part of our 
nation’s	real	estate	needs.	They	have	consistently	
kept us all informed as to any political issues that 
we need to be aware of. I am honored to donate to 
HRRPAC	yearly	now!	

Ruth 
Benjaminson, 
GRI

Member since: 1977

HRRPAC 
contributor level: 
Governor’s Club

Advocacy topics that interest me: 
Homelessness, Habitat for Humanity, housing 
preservation, solar and environmental, green 
building.

REALTOR® activities:	Circle	of	Excellencesm 
honoree.	HRRA	REALTORS®	on	Call	columnist.	

Community involvement:	Prior	vice-chair	
for	the	Virginia	Beach	Task	Force	on	Aging	
(senior	issues).	Volunteer	of	the	Year-Pearl	
Homes	at	Lynnhaven	River	Now.	Volunteer	with	
Lynnhaven	River	Now,	Brock	Environmental	
Center,	Chesapeake	Bay	Foundation	and	Dogs	on	
Deployment. 

Why	I	give	to	HRRPAC:	Duty.	REALTORS® 
have a duty to support housing and community 
issues.
 
Why donating to HRRPAC is important:	Our	
contributions support causes in our industry.

Cindy Caskey, 
ABR, SRES, SFR, 
e-PRO,	MRP,	CRS

Member since: 2005

HRRPAC 
contributor level: 
Fair Share
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

We are nearing the end of 2020, perhaps the 
most rambunctious year in our lives. You 
may even have a calendar at home, counting 

the	days	for	this	year	to	be	over.	I	don’t	blame	you	a	bit!	
	 Think	back	for	a	second.	How	much	have	we	been	
through	this	year?	Who	would	have	thought	in	January	
that we will be seeing people in masks everywhere 
we	turn?	Who	could	have	guessed	that	it’s	
possible to lose such simple privileges 
such as hugging someone, shaking 
a hand or that you could be 
frowned upon for attempting 
to	 do	 so?	 Think	 of	 all	 the	
lost	 lives,	 riots,	 turmoil,	 job	
losses, closed businesses. 
The	list	goes	on.
	 It’s	 a	 miracle	 that	 we	
have	kept	our	sanity.	Mostly!	
 After these dire 
descriptions you may be 
questioning my understanding 
of	the	phrase	“Motivational	Corner”	
by	now!	But	don’t	worry,	it’s	coming.
	 It’s	 in	 these	 times	 of	 difficulty	 and	
hardship	 that	 the	 greatest	 opportunities	 arise.	 It’s	
in these tough times that we see courageous souls 
emerge who try to make the world a better place. And 
who	 I	mean	by	 that	 is	YOU!	 It’s	not	necessary	 to	be	
a	 Nobel	 Prize	 winner	 to	 make	 a	 difference.	 Simple,	
seemingly	insignificant	acts	of	unconditional	kindness	
can improve our lives, one act at a time.
 So, this holiday season I challenge you to step out 
of your shell and become an ambassador of goodwill, 
a beacon of light, a source of hope and a candle of 
happiness. Here are 7 simple things you can do to 
positively touch other lives.
 1. Nourish the relationships with the closest 
people. How often do you pause to really appreciate 
the	 people	 closest	 to	 you?	 And	 I	 don’t	 just	 mean	
appreciating them in your mind. I mean articulating 
your	appreciation.	If	you’re	not	doing	this	on	a	regular	
basis, it might feel uncomfortable and awkward to say 
something	nice.	All	the	more	a	reason	to	do	it!	You	will	
bring	a	smile	to	their	faces.	Even	if	they	don’t	openly	
express their surprise and gratitude, believe me, deep 
down they will feel touched.

 2. Reconnect with people you lost touch with. 
Have there been people in your life that have made an 
impact,	even	if	 it	was	decades	ago?	What	better	time	
than	now	to	resurrect	those	relationships?	Go	through	
your	 yearbook;	 remember	 all	 the	 jobs	 you’ve	 held.	
Bring	back	the	memories	of	people	that	supported	you.	

Find them online and contact them out of the blue. 
Hearing that someone remembers them 

for something good they did years ago 
may be the best thing that happens 

to them today.
 3. Host a virtual reunion/
party.	 COVID	 has	 certainly	
limited our ability to host 
large	 holiday	 parties.	 But	
it has also brought forth an 
opportunity to host virtual 
parties, where you can have 

people in attendance that 
ordinarily	 couldn’t	 physically	

be	present.	Whether	it’s	a	family	
circle, class reunion or an old 

workplace gathering, you are sure to 
generate some laughter and good times. 

And the best part is, your attendees may be in any 
part	of	the	world	but	yet	it	won’t	matter.	They	will	be	
at	your	party!
 4. Compliment strangers.	 Being	 extra	 nice	
doesn’t	cost	anything,	but	it	provides	by	far	the	highest	
return	on	investment.	If	you	don’t	believe	me,	next	time	
you are checking out at the grocery store or buying food 
at the drive through, tell the employees how great of 
a	job	they’re	doing.	In	an	otherwise	dull	environment,	
a nice word from a stranger can be like a ray of 
sunshine	 in	 someone’s	day.	Use	every	opportunity	 to	
find	something	to	compliment	in	everyone	you	come	in	
contact	with,	and	do	it	genuinely,	with	a	smile!
 5. Send mailings to random people. Now 
we are going well outside the box and planting true 
seeds	of	unconditional	goodwill.	Go	to	whitepages.com, 
reverse search random addresses to pull the names of 
the	residents.	Then	handwrite	a	holiday	card	with	well	
wishes, blessings, and send it to them without a return 
address. 
 If you want to completely astonish the receiver, 

Be 
the bigger 

person, forgive 
and move on 
with a light 

heart.

Motivational Corner: 7 ways to 
brighten the world this season

(continued on  page 11...)

http://whitepages.com
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Melissa Medel

Atlantic Bay 

Mortgage Group Remaining 
visible is 
the key. 

In this 2020 world, where our digital interactions 
are sometimes the only “human interactions” we 
have in a day, I challenge you to be more human. 

	 We	can’t	meet	for	coffee	dates,	schedule	in-person	
meetings or go to networking events like we used to. 
For people-people like most of us, this was a total 
shock.	The	functionality	of	our	industry	was	forced	
to adapt and overcome. 
	 If	you’re	still	feeling	stuck	or	need	
a boost, I have one suggestion: 
Shift your focus to building real, 
genuine relationships through 
social media, in your texts and 
emails, and throughout your 
updated business processes. 
	 The	 past	 six	 months	
have forced us to change a 
good portion of prior business 
practices.	 We’ve	 had	 to	
reshape our processes because 
of new rules and regulations 
in	 place.	 Real	 estate	 is	 a	 physical	
and social industry, so being launched 
into an almost all-digital society has 
undoubtedly thrown a wrench in things. 
 From communicating with clients, to virtual house 
tours, to digital paperwork, to e-closings, to video 
conferences, and so much more, it has surely been a 
challenge. 
	 One	 of	 the	 greatest	 things	 I’ve	 learned	 through	
this	 is	 that	 we	 don’t	 have	 to	 settle	 for	 mediocre	
communication	just	because	we	aren’t	doing	as	much	
in	 person.	 We	 don’t	 have	 to	 sacrifice	 the	 bonds	 our	
industry allows us to forge with those in our community 
just	because	things	temporarily	look	different.
	 It’s	vital	to	the	success	of	our	industry	that	we	stay	
connected while remaining socially distanced. Social 
media	platforms	like	Facebook	and	LinkedIn	are	great	
ways	 to	 stay	 engaged	with	your	network.	Remaining	
visible	is	the	key.	Being	out	of	sight	equates	to	being	
out of mind. 
 Here are a few easy ways to give your digital 
presence a facelift and combat the out of sight, out of 
mind notion:
 Make social media engagement a part of your 
daily	to-do	list. Spend 10 minutes in the morning and 

10 in the afternoon checking in, getting a pulse on 
what’s	going	on	in	your	network’s	world,	and	sharing	
your own content. A small portion of time can make a 
major	impact	on	your	relationships.
 Share	 content	 that	 opens	 the	door	 for	 two-
way conversations. A healthy mix of content is 

the gold standard for social media use. Industry-
specific	 content,	 personal	 sentiments	 and	

inspiring materials are what seem 
to resonate the most with people 

currently. 
	 Though	 you	 may	 be	
hesitant, it is appropriate and 
encouraged to tell a story of 
something that happened 
outside	of	work—maybe	your	
child is off to college, you 
received	a	certification,	or	you	

had a baby or got promoted to 
grandma/grandpa. 

 Share a snapshot of your 
family	 vacation,	 a	 kid’s	 sporting	

event, or your post-work yoga session. 
It illustrates who you truly are as a 

person and helps build a healthy rapport with your 
colleagues, past clients and future clients. You are your 
own	PR!
 Make a habit out of sharing content regularly. 
A minimum of three posts a week on Facebook and 
LinkedIn	can	make	a	huge	difference	in	your	visibility.	
Algorithms	will	 help	 you	 appear	 regularly	 in	 others’	
feeds when you post and interact with people more 
often.
	 Leveraging	 these	 platforms	 and	 putting	 effort	
into a digital presence affords you the opportunity 
to remain connected during these unprecedented 
times. An emphasis on authenticity and building real 
relationships is vital in the success of our industry 
now…and	always.	Just	because	we’re	socially	distanced	
at	the	moment,	we	don’t	have	to	lose	touch.		⌂⌂

Staying connected while 
socially distanced
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Tina Flowers

Achosa Home 

Warranty Real estate 
is a 

relationship 
business. 

How	 good	 are	 your	 relationships	 at	 HRRA?	
Building	 and	 maintaining	 good	 working	
relationships are arguably the most important 

part of sales in real estate. Developing relationships 
will not only make you more engaged and committed 
to	organizations	like	HRRA,	but	it	can	also	open	new	
doors, bring career advancement, and even help 
build a stronger brand for you and your 
company.
	 Real	 estate	 is	 a	 relationship	
business.	It	is	up	to	us	as	Affiliates	
to build our relationships within 
the real estate industry. I 
joined	 the	 Hampton	 Roads	
REALTORS® Association 
almost	six	years	ago.	Getting	
involved right away allowed 
me to support our members 
and start the process of 
growing new relationships. 
 Here are some of the 
strategies I use to build good 
working relationships with our 
network	and	REALTORS®:
 Develop your people skills.	Good	relationships	
start with good people skills. For instance, how well 
you	collaborate,	communicate	and	deal	with	conflict?
 Identify	your	relationship	needs.	Look	at	your	
own relationship needs. Do you know what you need 
from	 others?	And	 do	 you	 know	what	 they	 need	 from	
you?
 Schedule time to build relationships. Devote 
a portion of your day toward relationship building, 
even	 if	 it	 is	 just	 20	 minutes.	 A	 good	 example,	 you	
could	 pop	 into	 someone’s	 office	 during	 lunch,	 reply	
to	people’s	postings	 on	 social	media,	 or	ask	an	agent	
or	other	another	vendor	out	for	a	cup	of	coffee.	These	
little interactions help build the foundation of a good 
relationship, especially if they are face-to-face.
 Appreciate others. Show your appreciation 
whenever	 someone	 helps	 you.	 Everyone,	 from	 your	
clients to the receptionist, wants to feel that their work 
is appreciated. So, genuinely compliment the people 
around you when they do something well. Send a note 
of	gratitude	or	 thank	you.	This	will	 open	 the	door	 to	
great relationships.

 Be positive.	Focus	on	being	positive.	Positivity	is	
attractive and contagious, and it will help strengthen 
your relationships. No one wants to be around someone 
who’s	negative	all	the	time.
 Avoid gossiping.	Don’t	gossip;	office	politics	and	
"gossip"	are	major	relationship	killers,	especially	in	the	

real-estate	 world.	 Gossiping	 about	 the	 situation	
with other colleagues will only exacerbate 

a situation and will cause mistrust 
and animosity.

 Listen actively.	 Practice	
active listening when you talk 
to your clients and other real 
estate	 professionals.	 People	
respond to those who truly 
listen to what they have to 
say. Focus on listening more 
than	 you	 talk,	 and	 you’ll	

quickly become known as 
someone who can be trusted.

Think	 of	 the	 last	 time	 you	 had	
to deal with an unhappy customer; 

it was probably challenging and 
draining. Although you may not be able to 

keep everyone happy 100% of the time, maintaining 
honest, trusting relationships with your customers can 
help you to ensure that if things do go wrong, damage 
is kept to a minimum. 
	 The	good	relationships	I	have	developed	in	the	last	
six	years	through	HRRA	have	led	me	to	extra	sales,	my	
best sales year, and a more rewarding life.
	 HRRA	has	given	me	the	opportunity	to	be	involved	
in	 committees;	 like	 the	 Affiliates	 Council,	 YPN	 and	
Community	Involvement	Advisory	Group,	and	there	are	
so	many	more.	Through	these	volunteer	opportunities,	
I	 can	 work	 with	 REALTORS®	 and	 other	 Affiliates,	
developing lasting relationships and friendships.  ⌂⌂

Affiliates and REALTORS®: 
working hand-in-hand
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(Motivational Corner, continued from page 8)

enclose	a	$1	or	$5	bill	in	it	(or	larger	if	you	can).	Imagine	what’s	
going to happen when they open that envelope from a complete 
stranger.	Won’t	 it	 feel	 like	a	bright	 ray	 of	 light	 in	an	 otherwise	
dark	year?	You	may	never	find	out	who	the	receiver	 is	and	how	
they	reacted.	That’s	the	whole	point.	A	random	act	of	unconditional	
kindness!
 6. Forgive the people who have hurt you.	We	 all	 have	
been	hurt	at	some	point	by	someone.	The	weight	of	the	burden	may	
feel	 like	 heavy	 rocks	 hanging	 off	 our	 shoulders.	Why	not	 shake	
them	all	off	before	going	 into	 the	New	Year?	Forgive	 the	people	
that have hurt you, wish them well, even if it feels uncomfortable 
initially.	Know	that	the	universe	is	just.	There	are	absolute	laws	of	
cause and effect and every action carries its consequences within. 
The	shorter	word	for	this	is	karma!	So,	let	karma	do	its	part.	Be	
the bigger person, forgive and move on with a light heart and know 
that a light heart will attract so much goodness into your life. 
 7. Take responsibility for your own life.	“Wow,”	you	may	

think.	 “What	 does	 this	 have	 to	 do	 with	 touching	 people?”	 The	
answer	may	surprise	you.	Taking	responsibility	for	your	own	life,	
your actions, your results, your success and failure is without a 
doubt the absolute best thing you can do for humanity. 
	 How?	First	off,	you	become	one	less	person	that	others	have	to	
worry about. Second, instead of being someone who drains energy 
by seeking from others or blaming others you will become a source 
of	 energy	 by	 helping	 yourself	 and	 others	 succeed.	 You	will	 find	
that you had the strength to do so within you all along. You will 
feel empowered and thereby you will have the ability to empower 
others.	What	better	way	to	be	a	more	positive	impact	in	this	world?	
	 If	you	took	the	time	to	read	this	article,	then	you	are	definitely	
a	 potential	 goodwill	 ambassador.	 The	 leap	 from	 “potential”	 to	
“actual”	 lies	 in	 acting	 on	 the	 above.	 If	 you	 don’t	 want	 to	 do	 all	
seven,	pick	three,	or	pick	one.	But	don’t	fail	to	act	on	the	one	you	
picked.	You	will	thank	yourself	and	want	to	go	for	more!	⌂⌂

Take the stress out of high mortgage payments

Contact your local 
Langley Mortgage 
loan officer today!

Drenette 
Jarvis-Chance

NMLS# 461852
757-724-1777

Holly 
Damalas

NMLS# 758490 
757-692-6669
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Lee Halyard

Vice-Chair, Property 

Management and 

Leasing Council

We have 
had a marked 

increase 
in virtual 
showings.

As	 Thanksgiving	 draws	 near	 during	 what	
continues to be an extraordinary year, we all 
like	to	ask	each	other,	“What	are	you	thankful	

for?”	One	thing	that	comes	to	mind,	that	I	am	sure	all	
HRRA	members	can	be	thankful	for,	is	our	membership	
in	HRRA	and	being	able	to	work	during	the	pandemic!	
Not far to the north, in the Keystone State, 
Pennsylvania	 considered	 real	 estate	
agents non-essential, thus rendering 
them unable to work. Imagine the 
chaos that would have ensued if 
that	were	the	case	here!
	 Being	 able	 to	 continue	
working surely came with a 
host of challenges and new 
adjustments,	not	the	least	of	
which was the fact that, for 
many of us, the bulk of work 
was and continues to be done 
from home. 
 At my home, we have 
upgraded to what is allegedly the 
best supercharged internet connection 
east of the Mississippi, and invariably each 
morning at around 7 to 8 a.m. the connection slows 
down	tremendously!	My	thinking	is	this	is	when	all	the	
students	are	starting	their	school-day	and	NOW	many	
of us are overwhelming the internet providers. 
	 It	wasn’t	 long	 after	we	 all	 started	working	 from	
home that I added two sets of doors to the room where I 
normally	work	to	completely	enclose	it.	That	way	I	can	
hear	on	the	phone	and	my	voice	doesn’t	travel	to	other	
parts	of	 the	house	when	I’m	working,	not	 to	mention	
that I have been counseled more than once by members 
of my family that I have a louder-than-normal voice 
volume	 during	 routine	 phone	 calls.	 Thus,	 the	 new	
doors	are	a	welcome	addition!
 Another pandemic-related challenge is that of 
property showing. In order to uphold the recommended 
social distance, most properties are shown while vacant. 
We	find	that	arriving	approximately	15	minutes	prior	
to the scheduled appointment gives us plenty of time 
to ensure lights are turned on, all doors are open and 
the	hand-sanitizing	station	is	stocked,	precluding	the	
necessity for the prospective tenants from having to 
touch anything. 

	 The	 most	 awkward	 part	 of	 the	 showing,	 for	 me	
anyway, is waving at them from 6 feet away instead 
of	shaking	hands.	I	never	realized	how	much	I	relied	
upon	 seeing	 someone’s	 complete	 face	 when	 showing	
a property and interacting with them during the 
showing. 

 Also, like many other companies, because of 
social distance, we have had a marked 

increase in virtual showings as well. 
This	 is	 normally	 something	 that	

occurs when it is logistically 
impossible for the prospect to 
see	a	property	in	person.	This	
year,	 however,	 it	 just	 made	
good sense for a lot of folks 
to view a property from their 
home during a break from 
homeschooling kids, thus 

avoiding the risk of exposure. 
 So, even during this 

unpredictable time of 
uncertainty, life for most of us goes 

on	with	a	host	of	challenges	to	adjust	
to.	I’m	reminded	of	a	cartoon	I	saw	not	long	

ago	 in	 a	 newspaper	 that	 depicted	 a	 frazzled	 mom	
and dad drinking coffee and standing around what 
appeared to be the kitchen table with their three kids 
online	 taking	classes.	The	mother	says	 to	 the	 father,	
“Remember	when	we	bought	this	house	because	of	the	
great	school	zone?”
	 This	 uncertainty	 has	 created	 ongoing	 challenges	
for	existing	tenants	as	well.	Thus	far	this	year	we	have	
received many inquirees from residents three to four 
months before their lease is up, asking for an early 
renewal	 just	 because	 they	 don’t	 know	 what	 is	 just	
around the corner, and they want to be sure they do 
not have to move. 
 Many of them have high anxiety about whether or 
not they will be employed in the same capacity by the 
next time the rent is due. 
 July 1 of this year was the date of enactment for 
some of the widest sweeping changes in recent history 
for	 property	 managers	 throughout	 the	 state.	 Every	
April,	 HRRA’s	 Property	 Management	 &	 Leasing	
Council	 hosts	 an	 in-depth	 legislative	 update	 from	

Finding positives, work-arounds 
in an unprecedented year

(continued on  next page...)
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“That’s Who We R” 
REALTOR® Spotlight
WHO:	Epy	DiNino	with	Vertical	Real	
Estate		

HRRA	MEMBER	SINCE:	2016

REALTOR®	ACTIVITIES:	HRRA’s	
International	Advisory	Group	
vice-chair 

COMMUNITY	INVOLVEMENT:	
Mothers	of	PreSchoolers	Steer	(MOPS)	
team leader.

I	CHOSE	TO	BECOME	A	REALTOR® 
BECAUSE:	I	left	a	super	stressful	job.	
It actually made me so sick that I was 
on bedrest for three months. I got my 
license while I was on bedrest, and I 
got a call from my employer that I had 
to choose and could not be a licensed 
real estate agent while employed with 
them. My husband, who was already a 
REALTOR®,	responded	by	saying,	“Tell	

them	you're	not	coming	back.”	The	
freedom	from	the	stress	in	that	job	has	
literally saved my life.  

FAVORITE	REALTOR®	BENEFIT: 
My husband and I take advantage of 
the	rental	vehicle	discounts	a	lot.	We	
love having that option. 

FAVORITE	HRRA	ACTIVITY	AND	
WHY:	I	love	the	Chili	Cook-Off	&	
Tailgate	Party	every	year.	I	have	not	
yet been able to participate, but fellow 
REALTOR®	Russell	Bryant’s	posts	
about it are my absolute favorite. 

MOST	MEMORABLE	HRRA	
MOMENT:	The	Committee	Fair	was	
so	fun	this	year!	It	was,	of	course,	one	
of the last events before we went into 
quarantine.	But	it	was	such	a	fun	
evening. 

I	AM	PROUD	TO	CALL	MYSELF	A	
REALTOR®	BECAUSE:	We	are	a	part	
of	such	a	great	community!	I	love	that	
we	lobby	for	our	and	our	client’s	rights	
on	the	hill.	That	is	so	huge.
 
BEST	PIECE	OF	ADVICE	FOR	
FELLOW	REALTORS®: Don’t	give	up!	
Real	estate	can	be	so	great	and	give	
you	so	much	freedom.	Hang	in	there!

Epy DiNino 

Chip	 Dicks	 on	 what	 the	 changes	 are	 and	 what	 we	 can	 expect	
going	forward.	The	“Age	of	COVID”	did	not	create	an	exception	to	
this rule, and our association accomplished this and many other 
gatherings for our members virtually via Zoom, and for that, we 
are	grateful!	
	 As	 we	 prepare	 to	 celebrate	 Thanksgiving	 and	 enter	 the	

December holiday season with perhaps fewer guests than normal, 
and a level of uncertainty as to what next year holds, there is surely 
a lot we can all be thankful for, despite the circumstances and 
challenges	that	surround	our	day-to-day	activities	as	REALTORS®. 
Happy	Thanksgiving!	⌂⌂

(Finding positives, continued from previous page)
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John Burke

HouseMaster Property 

Inspections

Check off 
these tasks 

before it’s too 
late to make 

repairs.

Regularly checking your home for 
maintenance needs throughout the year is 
the best way to keep it safe and prevent 

the	 need	 for	 costly	 emergency	 repairs.	 But	 fall	
is one time of year when a thorough systematic 
inspection is really needed to make sure your home 
has weathered the summer heat and is ready to 
withstand the cold and/or storms of the 
winter months. 
 Here is a brief checklist to 
guide you through some basic 
tasks	 before	 it’s	 too	 late	 to	
perform repairs properly 
and effectively.
Grounds:
• Check	 window	 wells,	 dry	

wells and storm drains for 
debris or blockage.

• Repair	any	driveway	cracks	
and/or heaved or settled 
walkways.

• Trim	 all	 trees	 and	 shrubs,	
particularly any close to the house.

• Check	(ideally	during	a	rainstorm)	that	
all rainwater drains away from the foundation.

• Clean	and	put	summer	furnishings	away.
• In	 areas	 subject	 to	 freezing	 temperatures,	 drain	

and store garden hoses and shut off and drain hose 
bibs	 (unless	 frost-free	 faucets	 have	 been	 properly	
installed).

Exterior of House:
• Check	the	weather	tightness	of	all	exterior	surfaces	

and components.
• Caulk	 and	 seal	 all	 joints	 in	 the	 siding,	 around	

windows and doors.
• Check	for	deterioration	of	painted	or	finished	areas.	
If	 too	 late	 for	 a	 full	 paint	 job,	 touch	up	 bare	wood	
surfaces	with	a	primer	and	at	least	one	finish	coat.

• Check	and	seal	any	foundation	cracks.
• Repair	 or	 improve	 weatherstripping	 at	 exterior	
doors	 and	 windows	 as	 needed.	 Reset	 storms	 and	
screens	where	required.	Check	window	sills	for	signs	
of water damage.

• Look	 for	 any	 signs	 of	 insect	 or	 pest	 activity,	
particularly at the foundation areas and any wood 
components close to the ground.

• Check	stairs	and	rails	for	condition	and	sturdiness.
• Make sure shrubs or mulch does not block any air 

intake or exhaust vents for heating or ventilation 
systems.

• Check	for	damage	to	lighting	fixtures.	Test	Ground-
Fault	Circuit	 Interrupter	 (GFCI)	 receptables	using	

the built-in test button.
Roof (hire a professional):

• Check	for	loose,	damaged	or	missing	
roofing.
• Check	 eave	 areas	 for	 signs	 of	

moisture build-up or damage.
• Check	 the	 condition	 of	 the	

chimney and roof vents.
• Check	 flashings	 for	 signs	

of lifting or damage and 
repair or seal as needed.

• Check	 and	 clean	 all	
gutters	(eaves	troughs)	and	

downspouts.
Attic:

• Check	 for	 signs	 of	 roof	 leakage,	
particularly at chimneys, vents and 

valley areas.
• Check	 ventilation	 openings	 for	 nests	 or	 other	
blockages.

• Check	 the	 position	 and	 condition	 of	 insulation	 for	
uniform coverage.

• Look	for	signs	of	excessive	moisture	buildup,	such	as	
mildew or discoloration on the underside of the roof.

Interior	rooms:
• Check	all	areas	for	signs	of	roof	or	plumbing	leakage.
• Have	any	fireplaces	or	wood	stoves	and	flues	checked	

and professionally cleaned.
• Reset	 automatic	 timers	 for	 the	 change	 in	 daylight	

hours.
• Check	 all	 smoke	 and	 carbon	 monoxide	 detectors.	
Replace	 batteries	 if	 over	 a	 year	 old.	 Replace	 units	
over 7 years old .

• Test	 Ground-Fault	 Circuit	 Interrupters	 (GFCI)	 in	
bathroom and kitchen areas.

• Clean	 or	 vacuum	 radiators	 or	 air	 distribution	 and	
return grilles.

Heating/cooling systems:
• Clean	all	elements	of	the	cooling	system.

Fall maintenance checklist from 
a professional home inspector

(continued on  next page...)
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• Remove	(or	winterize)	room	air	conditioners.	Check	windowsill	
areas for water damage.

• Follow manufacturer instructions for the startup maintenance 
of your heating system.

• Change	 or	 clean	 heating	 system	 filters	 on	 warm	 air	 systems	
(now	and	regularly).

• Check	heating	 and	 cooling	 systems	 for	 any	 evidence	 of	water	
leaks.

• Check	 condensate	 drains	 and	 pumps	 on	 heating	 and	 cooling	
equipment for any signs of blockage.

• Clean	and	test	the	humidifier	if	present.
• Check	 the	 heat	 recovery	 ventilator	 filters	 and	 ductwork	 if	

present.
• Have your heating and cooling systems serviced annually by a 

qualified	serviceperson	 to	keep	 them	 functioning	properly	and	
efficiently.

Plumbing:
• Drain	or	insulate	water	lines	that	are	subject	to	freezing.
• Check	 the	 condition	 and	 temperature	 setting	 of	 the	 water	
heater.	 Follow	 the	 manufacturer’s	 recommendations	 for	 the	
temperature setting.

• Check	 the	 plumbing	 system	 and	 fixtures	 for	 any	 evidence	 of	
water leaks or blocked drains.

• Confirm	proper	operations	of	any	sump	pumps	and	free	flow	of	
water from the drain line.

	 Note:	 These	 tips	 are	 only	 general	 guidelines.	 Since	 each	
situation is different, contact a professional if you have any 
questions about a specific issue.  ⌂⌂

(Fall maintenance, continued from previous page)

REALTORS®: Are you using this FREE member benefit?
Sign up for free RPR® webinars and training! Learn more at HRRA.com

HRRA.com
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Dayla Brooks

Chair, Resale Council
We are 

blessed to 
have two 

major selling 
seasons.

2020	is	almost	in	the	books.	Without	a	doubt	we	
have had a strange year. How are you looking 
at	 fulfilling	 your	 goals?	What	 level	 of	Circle	 of	

Excellencesm	are	you	aiming	for?	Have	you	completed	
your	business	plan	for	2021?
	 Because	of	COVID,	a	business	plan	 is	more	vital	
than	 ever.	 While	 it	 is	 not	 likely	 anyone	 had	 a	
COVID	 contingency	 plan	 in	 last	 year’s	
business plan, it reminds us of why 
grandma always taught us to save 
for a rainy day. 
	 When	 I	 was	 a	 brand	
new agent a very seasoned 
agent gave me some advice 
that turned out to be awful 
advice. He said most agents 
take	 off	 from	 Thanksgiving	
to the New Year because 
people	 don’t	 buy	 houses	 then	
anyway. 
 Fifteen years into this 
business I can absolutely tell you 
that	 it	 is	 NOT	 true.	 The	 best	 single	
month	 I’ve	 had	 so	 far	 was	 the	 month	 of	
December with 11 closings. I believe this is because 
in our area the military gets their orders in the fall. 
	 We	are	extremely	blessed	to	have	two	major	selling	
seasons. Most agents get the traditional spring selling 
season	only.	Traditionally,	we	have	the	spring	selling	
season, get a break July and August, and then ramp 
back up in the fall. 
	 Please	take	a	look	at	your	goals	and	make	a	sprint	
to	the	finish	line.	For	me	just	making	sure	to	measure	
where I am, can sometimes make all the difference. 
You can be really close to hitting a goal, but if you stop 
measuring you do not know it would only take one 
more deal to put you over the top. 
	 The	month	 I	 had	 11	 closings	 it	was	 because	my	
coach at the time said, “You know you are only off 
by two deals.” I went looking for two extra deals so 
diligently that I ended up with 11. 
	 Clean	off	your	desk	and	look	for	any	notes	that	you	
may have put aside as not the best leads and reach 
out	and	see	if	anything	has	changed.	Go	back	to	your	
closings for the past three years and examine how you 
met those buyers and sellers. Just that one exercise 

will spur you into making some changes that will 
create more business. 
 I know it sounds like driving looking in the rear 
view mirror. You will know your personality and know 
if	this	works	for	you.	There	are	some	agents	who	can	
only focus on the forward, but I am inspired by looking 

backward.	It	is	amazing	to	me	where	some	deals	
originated.

 I am currently reading the book 
“The	 Slight	 Edge”	 by	 Jeff	 Olson.	

I highly recommend it. Simply 
stated, it is the smallest of 
changes done over a long 
period of time that give us 
the	 best	 advantage.	 While	
we all know this, if you are 
like me it is the consistency 
that trips you up. Make sure 

you are reading good positive 
material, especially when the 

news is mostly negative. You 
must protect your mind. 

	 We	 are	 in	 an	 amazing	market,	 and	
we cannot squander this opportunity. If 

you	can	find	the	spark	that	will	help	us	sprint	to	the	
finish	 line,	bank	that	money	 in	case	 there	 is	another	
season	of	COVID	and	we	are	not	deemed	essential	next	
time.	This	is	the	reminder	from	grandma	to	save	for	a	
rainy day. 
	 I	have	the	best	spark	I	have	ever	had.	We	found	
out recently that I will become a grandma in 2021. I 
want to work hard and bank some funds so that when 
that baby comes, I can allow myself time to be truly 
present.	What	is	your	spark?		⌂⌂

Let’s talk finding (and 
maintaining) your spark
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Thank You to our 2020 HRRA Partners
GOLD SILVER

BRONZE

COPPER

AMBASSADOR

CLYBURN
INSURANCE

Fulton BankFulton Bank
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Matt Smithson

Taskativity

Tasks 
associated 
with TC take 
up a lot of 
valuable 

time.

Real estate transaction coordination is every 
agent's favorite part of the services they 
provide their clients. Agents wake up every 

day excited to push paper, get on the scheduling and 
inspection merry-go-round, and look forward to inboxes 
filled	with	transactional	emails	and	text	(said	no	agent	
ever). 
 As agents and brokers know, the 
duties and tasks associated with 
transaction	coordination	(TC)	take	
up a lot of valuable time. If things 
are not going smoothly, it can 
lead to a heap of frustration 
or, worse, their deal falling 
apart. Not to mention, it 
can	 significantly	 erode	 the	
time agents could be using 
to prospect or go on showing/
listing appointments.
	 Let's	suppose	that	you	are	
one of the multitudes of agents 
who don't derive satisfaction from 
the	minutiae	of	TC	and	would	rather	
focus on dollar productive activities. In that 
case, you have two options available to you: Hire an 
in-house	TC	or	outsource	to	a	TC	company.
 Duties	and	expectations	 -	 Irrespective of your 
choice, when it comes to hiring or outsourcing, duties 
of	a	real	estate	transaction	coordinator	(TCs)	can	vary	
greatly depending on their experience, frameworks, 
expectations, and software they use; general 
responsibilities include: 
• Reviewing	documents	for	quality	assurance;
• Filing	and	organizing	paperwork	electronically;
• Obtaining	missing	signatures	or	initials;
• Coordinating	appraisal	appointments;
• Assisting with home insurance quotes;
• Scheduling property and moisture inspections;
• Scheduling water/well, septic, and perc test;
• Collecting	repair	and	maintenance	receipts;
• Following up with mortgage lenders;
• Forwarding contracts and paperwork to real estate 

settlement companies;
• Insuring utilities are turned on/off at walkthrough 

and before closing;
• Coordinating	the	closing	date,	time,	and	location;

• Sending out closing documents to brokers, buyers, 
and sellers;

• Returning	emails,	calls,	and	texts	about	transaction	
details;

• Ordering	 and	 delivering	 homeowners	 association,	
property owners association, or condominium 

association documents for review;
• Entering	 information	 into	 transaction	

management software platforms; 
and, 
• Following up with home 

buyers and sellers after their 
real estate transaction 
closes.

 In-house	 vs.	 outsourced	
-	 According to Glassdoor.
com, if you're thinking 
about hiring a transaction 

coordinator as an employee, 
the national entry-level base 

salary is around $44,800/year. 
When	 you	 factor	 in	 employee	

benefits	and	payroll	taxes,	that	number	
can grow to around $67,000/year. 

	 By	 comparison,	 fees	 charged	 by	 an	 outsourced	
TC	 individual	 or	 company	 range	 from	 $300	 to	 $500/
transaction. Factors that drive prices include monthly 
transaction volume, location, expertise, and the 
number and types of duties they will be responsible for 
completing.
 Processes	 -	 If	 you	 bring	 TC	 in-house,	 you	 will	
need	to	develop	sound	workflow	frameworks	segmented	
by	 transaction	 types	 (e.g.,	 condo,	 single-family	 home	
in	 an	 HOA,	 dual-sided,	 etc.).	 Framework	 templates	
should include contacts, timelines, checklist, tasks, 
documents, calls, emails, and text. It pays enormous 
dividends spending the time upfront to properly develop 
your	system,	which	in	the	long	run,	will	maximize	your	
coordinator's time and reduce errors and mistakes.
 Technology	 -	 Most	 TCs	 employ	 a	 range	 of	
software to help manage their processes. In-house 
TCs	will	likely	use	platforms	that	their	agents	already	
have	 (e.g.,	 dotloop,	 skyslope,	 lone-wolf,	 command,	
etc.).	 Outsourced	 TCs	 typically	 use	 more	 specialized	
transaction-centric	 software	 (e.g.,	 paperless	 pipeline,	

Transaction Coordination 101

(continued on  next page...)

http://Glassdoor.com
http://Glassdoor.com
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tcdocs, etc.) but may update their agent's existing systems too.
 TCs	are	agent	cheerleaders	-	TCs	send	a	ton	of	emails,	and	
there	is	a	hidden	opportunity	many	agents	and	TCs	will	overlook,	
but	I'm	going	to	share	 it	with	you.	The	emails	 that	TCs	send	to	
buyer and seller clients should occasionally accentuate the great 
choice the client made by hiring their agent. 
 A sprinkling of these compliments throughout the transaction 

dramatically improves the agent's ability to get a glowing online 
review because, psychologically, it reinforces that the client made 
a great decision when they hired their agent. If executed correctly, 
this strategy nearly guarantees that clients will take the time to 
give	a	five-star	review	that	drives	future	real	estate	clients	to	hire	
that	agent	(priceless).		⌂⌂

(Transaction, continued from previous page)

 No crabby losers here

Ah,	the	thrill	of	competition!	The	competitors	were	tiny	but	mighty,	and	some	decidedly	
faster than others, but the thrill of the race was still thrilling during the September 23  
YPN	Networking	Event	&	Charity	Hermit	Crab	Race.	The	event,	held	at	Recovery	
Sports	Grill	in	Chesapeake,	allowed	members	to	reconnect	with	libations	and	
conversation	while	raising	money	for	the	Boys	&	Girls	Club	of	Southeast	Virginia.	Just	
over	$700	will	go	to	the	charity.	Congratulations	go	to	Elaina	Kirk	of	Keller	Williams	
Coastal,	whose	hermit	crab	proved	the	quickest.	She’ll	now	enjoy	the	bragging	rights	
and a trophy. Attendees also got the opportunity to take home their racers as pets, 
proving a win-win for all.  – Victoria Hecht, HRRA Communications and PR Specialist
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Calendar of EVENTS
NOVEMBER
Resale	Council	 November	3	 1	p.m.	 Zoom
Government	Affairs	 November	5	 1	p.m.	 Zoom	
Chili	Cook-Off	&	Tailgate	Party	 November	5	 4	p.m.	 HRRA
Owners/Managers	Council	 November	10	 5:30	p.m.	 Zoom	
HRRA will be closed in observance of Veterans Day November 11 
YPN	Education	Session		 November	12		 10	a.m.		 Norfolk/Suffolk	Room
REALTOR®/Lawyer	 November	12	 1	p.m.	 Zoom
Affiliates	Council	 November	13	 9:30	a.m.	 Virginia	Beach	Room
Property	Management	&	Leasing	Council	 November	17	 11:30	a.m.	 Zoom	
New	Member	Orientation	 November	19	 9	a.m.	 Norfolk	Room	
Common	Interest	Community	(CIC)	 November	19	 1	p.m.	 Zoom	
HRRA will be closed in observance of Thanksgiving November 26 - 27

DECEMBER
REALTORS®	Have	a	Heart		 December	1	 10	a.m.	 TBD
COE	Application	Orientation	 December	1	 2	p.m.	 Zoom
Government	Affairs	 December	3	 1	p.m.	 Zoom	
COE	Application	Orientation	 December	7	 10	a.m.	 Zoom
New	Member	Orientation	 December	8	 9	a.m.	 Norfolk	Room	
REALTOR®/Lawyer	 December	10	 1	p.m.	 Zoom
Installation	&	Awards	Luncheon	 December	11	 11:30	a.m.	 Chesapeake	Conference	Center	
HRRA will be closed in observance of the holidays. December 24 - 25

To keep our members and supporters safe, HRRA will follow all social distancing guidelines and any other government mandates related to COVID-19.

Fulton BankFulton Bank

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

Nate Brown
NMLS #: 607858
757.692.1641

Mike Grunwald
NMLS #: 607860
757.761.8156

Pam Martin
NMLS #: 1060805
757.321.6311

Matt DesRoches
NMLS #: 659388
757.651.6288

Kimberly Vap
NMLS #: 796166

757.544.8934
Marion Uzzle

NMLS #: 211283
757.729.7373

Housing Assistance Programs Available

Darryl McDaniel
NMLS #: 1425384
571.839.8342

fultonbank.com/mortgage
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Classrooms have been reconfigured to reduce the number of students and allow for space between them. Students are required to:
• Stay home if sick.
• Practice social distancing in the building.
• Wear a mask while in the buildings/classrooms. Students will be asked to leave if not wearing a face covering.
• Bring your own pencils, note paper and calculators—no loaners will be available.
• Frequent breaks will be instituted so that students may wash their hands and reduce the amount of students  

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

Classes 
with imited 

seating.

Calendar of EDUCATION North Carolina
Academy of Real Estate, LLC

CHESAPEAKE
(Alpha & NCARE) 

638 Independence Pkwy, #100
Chesapeake, VA 23320

NEWPORT NEWS
(Alpha) 

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

VIRGINIA BEACH
(Alpha)

184 Business Park Drive
Virginia Beach, VA 23462 

WILLIAMSBURG
(Alpha) 

5000 New Point Rd, #1101 
Williamsburg, VA 23188

NAGS HEAD
(NCARE)

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

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

NOVEMBER
Principles	of	Real	Estate	(AM)	 November	2	-	23	 9	a.m.	 Chesapeake	Campus	
Principles	of	Real	Estate	(AM)	 November	2	-	23	 9	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(PM)	 November	2	-	23	 6:15	p.m.	 Chesapeake	Campus
Continuing	Education	Required	Topics	 November	5	 8:30	a.m.	 Chesapeake	Campus
Military	Relocation	Professional	(MRP)	 November	6	 8:30	a.m.	 Chesapeake	Campus
Alpha will be closed in observance of Veterans Day November 11
Broker	Licensing:	Law	 November	16-20	&	23	 6	p.m.	 VIRTUAL	ONLY
Continuing	Education	Related	Topics	 November	17	 8:30	a.m.	 Chesapeake	Campus
Alpha will be closed in observance of Thanksgiving November 26 - 27
Principles	of	Real	Estate	(AM)		 November	30	-	December	18	 9	a.m.	 Chesapeake	Campus
Principles	of	Real	Estate	(AM)		 November	30	-	December	18	 9	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(AM)		 November	30	-	December	18	 6:15	p.m.	 Chesapeake	Campus	
Principles	of	Real	Estate	(AM)		 November	30	-	December	18	 6:15	p.m.	 Newport	News	Campus

DECEMBER
Continuing	Education	Required	Topics	 December	3	 8:30	a.m.	 Chesapeake	Campus
Broker	Management	CE	 December	4	 8:30	a.m.	 Chesapeake	Campus	
QUICKSTART©	 December	7-11	 varies	 Chesapeake	Campus
Continuing	Education	Related	Topics	 December	15	 8:30	a.m.	 Chesapeake	Campus
Alpha will be closed in observance of the holidays. December 24 - 25

*Course schedule may change without notice.

http://AlphaCollegeOfRealEstate.com
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Cosette Lambourne

Chair, Young 

Professionals Network 

Most of 
us are still 

smiling behind 
our masks. 
(And don’t 

stop!) 

‘Tis	 the	 season	 for	 an	 attitude	 of	 gratitude!	
This	year,	I	suspect	our	annual	tradition	of	
“giving thanks” will be a unique one. In my 

family, we take turns around the table sharing what 
we	are	most	thankful	for	that	year.	This	year	I	expect	
to hear more of what people are most “appreciative” of.
 More than ever, we are appreciative of things 
that we have taken for granted for so 
long. First it was toilet paper, then 
it	 was	 anything	 “Lysol,”	 followed	
by	 teachers,	 nurses	 and	 first	
responders.	 Concerts,	 movies,	
the beach, a cruise, weddings 
and graduations…so many 
things gone in an instant, 
leaving us wrapped in a 
new and foreign fear of the 
unknown. 
	 We	 all	 fear	 that	 a	 loved	
one might get sick, even 
possibly die. And, worse, we fear 
that	 maybe	 we’ll	 be	 the	 one	 that	
gets	them	sick	in	the	first	place.	Guilt	
and shame are lurking around every corner 
and with every cough. 
	 This	 year	 we	 need	 to	 shine	 through	 our	 masks!	
We	can	no	longer	see	a	warm	smile	or	hear	a	mumbled	
pleasantry. Most of us are still smiling behind our 
masks.	(And	don’t	stop!)	But	we	need	to	focus	more	on	
extending	warmth	and	kindness	however	we	can.	We	
need to stay connected with one another. A head nod, a 
wave, an air hug, an elbow dab, are all fun new ways to 
show care for one another. 
	 With	 the	 distance	 COVID	 brought	 to	 our	
community, and our planet, we need to turn up the 
attitude of gratitude. As we went through the different 
phases of social grouping, we became painfully aware 
of who we would invite to our gathering of 10 or seating 
for	six.	We	became	very	clear	on	who	is	most	important	
in our lives. 
	 Your	social	circle	became	a	circle	of	trust.	We	have	
to trust the people around us to not put us at risk.
I’ve	 watched	 REALTORS® this year tighten their 
business	 circle.	We	all	 know	 it	 takes	 an	 army	 to	 get	
a	 deal	 to	 the	 closing	 table.	 REALTORS® are the 
“generals,” leading the way to victory. 

	 But	 in	 your	 outfit,	 you	 need	 a	 lender,	 a	 closer,	
inspectors, contractors, insurance agents, underwriters, 
appraisers	 and	more!	Your	 “Affiliates”	 are	 extremely	
important and vital to the transaction, which makes it 
critical to have the right people on your team. 
	 This	 month	 the	 Hampton	 Roads	 REALTORS® 

Association is focused on showing appreciation for 
our	Affiliates.	Without	them	we	could	not	

do	 our	 jobs.	 If	 you	 haven’t	 told	 your	
people “thank you” lately, make the 

time to do so. 
	 Our	 industries	 are	 in	 an	
interdependent relationship. 
And, like all relationships, 
sometimes they take work. 
Communicate	 with	 your	
affiliates.	Get	 to	 know	 them	
and	 how	 they	 operate.	 Let	

them know what is important 
to you and how you like to 

conduct business. Deals will 
go smoother and will require less 

maintenance. 
	 I	urge	you	to	take	the	time	to	reflect	

on this wildly unusual year. Find changes that have 
had	a	positive	impact	in	your	life.	Look	for	things	that	
you were not noticeably thankful for in the past. Savor 
it.	 Carry	 it	 with	 you	 every	 day.	 When	 you	 have	 an	
attitude of gratitude, it is impossible to feel anxiety, 
fear	or	worry.	Those	emotions	cannot	exist	in	the	same	
space.
 Adopting a heart of appreciation can change your 
life. It will improve self-esteem, make us healthier, and 
more resilient. 
	 Melody	Beattie	said	it	best:	“Gratitude	unlocks	the	
fullness of life. It turns what we have into enough, and 
more. It turns denial into acceptance, chaos to order, 
confusion to clarity. It can turn a meal into a feast, a 
house into a home, a stranger into a friend.”  ⌂⌂

An attitude of gratitude
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Kat Contreras

TitleQuest

Know who 
is playing 

in your 
sandbox. 

For many of you, working remotely is nothing 
new; mobility is often an inherent element in 
transacting real estate. For others, whether 

newer to our industry or as an adaptation to current 
events, working from home may now be playing a 
greater role in your day to day. 
	 The	 tools	 we	 use	 from	 home	 are	 often	 the	
same	as	those	in	the	office.	While	that	may	
be true, gaps in safety measures can 
widen once we step away from a 
well-insulated	office	environment	
safeguarded by our information 
technology	 (IT)	 professionals	
—our	saviors	and	among	the	
most beloved folks in any 
organization!
	 The	 sizeable	 sums	 of	
money exchanged in real 
estate transactions have long 
since been an irresistible target 
of cyber criminals. Added to this, 
COVID-19	presents	cyber	criminals	
with new opportunities. 
	 International	 Criminal	 Police	
Organization	 (INTERPOL)	 Secretary	 General	
Jurgen	Stock	recently	 reported	 that,	 “Cybercriminals	
are developing and boosting their attacks at an 
alarming pace, exploiting the fear and uncertainty 
caused by the unstable social and economic situation 
created	by	COVID-19.”	
	 INTERPOL	 goes	 on	 to	 say,	 “With	 organizations	
and businesses rapidly deploying remote systems 
and networks to support staff working from home, 
criminals are also taking advantage of increased 
security	vulnerabilities	to	steal	data,	generate	profits	
and cause disruption.”
	 To	 protect	 your	 clients	 and	 yourself,	 implement	
risk-mitigating strategies and protocols when 
using technology, especially when communicating 
and transferring sensitive information and data. 
Coordinate	with	your	broker	and	IT	specialist	to	create	
a	 sound	 plan	 for	 working	 remotely.	 Considerations	
may include: 
 Connectivity –	 Whether	 hard-wiring	 or	 using	
Wi-Fi,	be	sure	to	employ	adequate	measures	to	create	
secure connections. 

 Password hygiene – From complexity to 
variations, password managers and multi-step 
authentication, research and consult the professionals 
to arrive at your own best practices. 
 Beware the phishing scams – Among the top 
causes of data breaches, educate yourself on the tell-

tale signs of phishing scams. If you know what 
constitutes	 a	 red	 flag,	 you	 will	 be	 more	

likely to spot it if and when it appears. 
 Software updates, 

patching and backups –	Work	
with	 your	 IT	 partner	 to	 keep	
your software up to date and 
patched, and to implement 
any recurring data backups. 
 Incident	 Response	 Plan	
(IRP)	– Have a plan in place 
for steps to take if a security 

breach should happen. Do not 
panic,	 follow	the	plan.	Contact	

your	IT	professional	immediately	
and exercise the prudent steps 

the	situation	warrants.	Time	is	of	the	
essence, be prepared to take positive action 

with grace and poise.
 Your role as a real estate professional demands a 
great	 deal	 of	 responsibility.	 Being	 diligent,	 educated	
and prepared goes a long way in meeting that 
responsibility. 
 In the course of a single sale or purchase, you are 
likely interacting with several individuals and entities: 
from your own clients to lenders, inspectors, settlement 
agents and others. If you are unfamiliar with the other 
parties in any given transaction, do not hesitate to ask 
what safeguards and technology they have in place. 
Know who is playing in your sandbox. 
 Just over a year ago we contributed an article to 
this very publication about protecting against wire 
fraud (Editor’s note: see the 2019 July/August combined 
issue, p.4).	 The	 final	 sentence	 of	 that	 article	 was	
relevant then and continues as a pressing sentiment 
still: Now, more than ever, remain vigilant, aware and 
informed.  ⌂⌂

Data safety vigilance while 
working from home

Mark Macuk 

TitleQuest
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Linda Harrison

HRRPAC 

Fundraising Chair
HRRA’s

Affiliates are 
right next to 

you, cheering 
you on. 

As	REALTORS®, we are so very fortunate to be 
able to work and play side by side with some  
 of the best and brightest in the business, and 

that	includes	both	REALTOR®	co-brokes	and	Affiliates!	
Our	Affiliates	are	so	very	important	to	us,	and	I	want	
to	make	 a	 personal	 shout-out	 to	 them	 for	 all	 they’ve	
helped me accomplish in the past several years. 
	 Why	 do	 they	 do	what	 they	 do?	 Each	
Affiliate	 is	 encouraged	 to	 join	 our	
ranks and attend and sponsor our 
meetings	and	activities.	Through	
HRRA	 “Affiliate	membership,”	
their products and/or services 
are presented to thousands 
of	 REALTORS® across 
Hampton	 Roads.	 I	 surmise	
that, in their mind, each 
REALTOR® member is a 
potential customer and source 
of referral for their business. 
	 And	it	is.	However,	the	benefit	
to	REALTORS® is reciprocated and 
appreciated.	Through	their	affiliation,	
efforts and exceptional services/products, 
REALTORS®	 are	 provided	 a	 valuable	 resource—a	
fabulous	tool	in	our	toolbox—that	we	in	turn	can	pass	
to our clients and customers.
	 I	 have	 worn	many	 hats	 at	 HRRA	 and	 currently	
am	 the	 chairperson	 for	 the	 HRRPAC	 Fundraising	
Committee.	As	chair,	I’ve	had	to	reach	out	to	many	of	
our	Affiliates	to	provide	items	for	the	HRRPAC	Virtual	
Silent	Auction	and	as	 individual	 investors	 for	RPAC.	
And	did	they	rally	to	our	causes?	Yes,	they	did!
 I could name so many, but at the forefront for our 
most recent endeavor were the fabulous donations 
from	Betsy	Hughes	(BK	Appraisers),	Brett	Thompson	
(Thompson	Law	Group),	Sean	McConnell	(Atlantic	Bay	
Mortgage	Group),	Hunter	Clark	(C&F	Mortgage)	and	
HouseMasters	Home	inspections,	to	mention	a	few!
	 Above	 and	 beyond	 these	 fabulous	 Affiliate	
contributions are the many lunches, educational 
presentations and panel participation that our 
Affiliates	 share	 with	 us.	 These	 many	 gifts	 are	 only	
outshined by their smiles and fabulous outlook for us 
REALTORS®, our success and the real estate industry 
overall. For these reasons, I hope that whenever you 

have the opportunity that you reach out and use our 
Affiliates’	 services,	 aiding	 them	 in	 achieving	 their	
business goals.
	 I	 mentioned	 that	 I’ve	 worn	 many	 hats	 at	
HRRA,	 and	 each	hat	 presented	new	 opportunities	 to	
collaborate	with	our	Affiliates.	Pre-COVID	you	would	

see	our	Affiliates	 in	person	sharing	 in	 lunches	at	
our	meetings,	 presenting	 door	 prizes	 and	

sharing in the work load at many of 
our	REALTOR® events. 
	 When	 you	 are	 an	 active	
participant	 as	 a	 REALTOR®, 
and when you attend 
the networking events, 
educational events and 
committee meeings that 
HRRA	 and	 our	 Affiliates	
offer, you are able to build on 

your business and expertise 
and	 our	 Affiliates	 are	 right	

next to you, cheering you on 
and providing additional tools to 

succeed.	 And	 they	 care!	 They	 share	
their services, products, experience and 

talents,	 but	 they	 are	 also	 sharing	 their	 time—the	
largest	 commodity	 that	 they	 have.	 They	 know	 our	
names, are interested in our business and its success, 
and	 they	know	 time	 is	money.	They	 ensure	 that	 our	
time	spent	together	is	time	well	spent!	
	 You	know	what?	When	you	take	advantage	of	all	
the	 committees	 and	 events	 that	 HRRA	 has	 to	 offer,	
OUR	 Affiliates	 become	 YOUR	 team	 players,	 friends	
and	they	remember	your	name!	They	continue	to	share	
their smiles, lunches and talents with you, even when 
you do not have occasion to use their services.
	 They	 are	 just	 good	 people	 in	 this	 fabulous	 real	
estate industry. I am grateful to have the ability to 
work	and	play	side	by	side	with	our	Affiliates.	Thank	
you,	Affiliates,	for	all	you	do.		⌂⌂

Feeling the love for HRRA’s 
Affiliates
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Keeping it all in 
perspective

Katrina Venable

Chair, “That’s Who We R” Advisory 

Group

	 Season’s	 greetings,	 HRRA	 family.	 I	
hope you guys are loving the crisp, cool 
weather...finally.	Thanksgiving	is	coming,	
and we all have something to be grateful 
for.	We	often	express	gratitude	verbally.	
 However, that is only half the 
expression.	 Gratitude	 is	 defined	 as,	 “the	
quality of being thankful; readiness to show 
appreciation for and to return kindness.”
	 What	 are	 you	 grateful	 for,	 and	 how	
does	one	show	gratitude?
 I am grateful to thrive in an industry 
that allows me to earn a living in helping 
people. I am grateful for all whom I can 
help in the important process in their life, 
buying or selling a home. 
	 Gratitude	is	shown	in	educating	those	
I encounter, in the importance of home 
ownership. I am grateful for many of the 
resources that help me accomplish my 
goals.	One	of	those	resources	is	the	Affiliate	
member relationships offered through 
HRRA.	The	Affiliates	provide	a	wealth	of	
knowledge, support, and camaraderie that 
is unmatched. 
	 These	resources	can	better	assist	one	
to translate gratitude to the community.
	 We	are	REALTORS®.	That’s	Who	We	
R,	but	we	are	also	human.	Goals,	 end-of-
the-year deadlines and preparing for the 

first	 quarter	 of	 2021	 are	 drawing	 near.	
However, do not allow this to stop your 
holiday	season.	Balance	is	key.	
	 Don’t	 forget	 to	 spend	and	 share	 time	
with	loved	ones.	Those	goals	and	deadlines	
will still be there after the turkey is eaten 
and	the	table	has	been	cleaned.	Love	and	
be merry and return kindness.  ⌂⌂

‘Tis the season for 
reflection on what 
HRRA means to me

Kathy Turley

Home Clean Heroes 

	 With	the	Thanksgiving	holiday	only	a	
few short weeks away, this is the time of 
year	where	we	often	look	back	and	reflect	
on all we have to be thankful for. In an 
unprecedented year of crisis, most of us are 
fortunate enough to check the big things 
off	 our	 list—our	 family	 and	 friends,	 our	
health, our homes and our livelihood, to 
name a few.
	 This	month	also	marks	the	three-year	
anniversary	 of	 attending	 my	 first	 HRRA	
Affiliates	 Council	 meeting.	 I	 wasn’t	 sure	
what	to	expect	nor	what	HRRA	would	offer	
me personally or professionally. 
	 Our	 company	 joined	 as	 an	 Affiliate	
member shortly after that meeting, and 
we kicked off a few months later with our 
Ambassador-level sponsorship. 
	 What	has	HRRA	offered	us	in	return?	

Well,	in	just	two	years	of	our	membership,	
I’m	proud	to	say	that	Home	Clean	Heroes	
has cleaned well over 150,000 square 
feet of	homes	for	HRRA	members	and	their	
clients	 throughout	 Hampton	 Roads.	 We	
have	a	HRRA	member	(or	their	client)	on	
our schedule roughly every other week 
(usually	more	frequently).	So	thank	you	to	
all	the	REALTORS®	who	have	given	us	a	
chance and helped us grow our business. 
Your	trust	and	faith	in	Home	Clean	Heroes	
means the world, and we are thankful for 
you.	Thank	 you	 also	 to	Tom	Hubba	 from	
Exit	Realty	and	Beth	Beebe	from	Infinity	
Pro	 as	 their	 repeated	 business	 for	 both	
move-out services as well as regular 
cleaning for their personal homes. 
	 Beyond	the	numbers,	what	else	are	we	
thankful	for	from	our	HRRA	membership?	
The	ability	to	grow	out	of	our	comfort	zone	
and	present	in	front	of	you,	whether	it’s	at	
an	Alpha	College	session,	a	council	meeting	
or	 another	 event.	Whether	we	 talk	 about	
our everyday services or unveiled our new 
protocols	due	to	COVID-19,	your	attention,	
questions and feedback made our service 
offerings that much stronger. 
	 We’re	 grateful	 for	 the	 opportunity	 to	
give	 back	 to	 our	 community,	whether	 it’s	
cleaning	at	the	Ronald	McDonald	House	or	
taking	part	in	the	PaintFest™	or	the	food	
drive	at	the	Wine	&	Cheese	Social,	just	to	
name a few. 
	 Throughout	 all	 of	 this,	 I’ve	 had	 the	
opportunity to forge new friendships and 
rekindle	old	ones—and	that	just	might	be	
the best gift of all.  ⌂⌂

 IN BRIEF: Big news, small bites

 Chair featured in Hampton Roads Business Guide

Read	all	about	it!	HRRA	2020	Chairman	of	the	Board	Cindy	Hawks	White	is	featured	in	Virginia	
Business	magazine’s	new	Hampton	Roads	Business	Guide.	Check	out	the	full	feature	with	her	
observations on the market at https://content.yudu.com/web/1sfs5/0A1shn6/HRBusinessVol32020/
html/index.html?refUrl=https%253A%252F%252Fwww.virginiabusiness.com%252F&page=35, 
or view the online version at https://www.virginiabusiness.com/article/residential-real-estate-
review-with-cindy-hawks-white/.	Great	insight,	Cindy,	and	thanks	for	your	representation	and	
research!	–	Victoria Hecht, HRRA Communications and PR Specialist

https://content.yudu.com/web/1sfs5/0A1shn6/HRBusinessVol32020/html/index.html?refUrl=https%253A%252F%252Fwww.virginiabusiness.com%252F&page=35
https://content.yudu.com/web/1sfs5/0A1shn6/HRBusinessVol32020/html/index.html?refUrl=https%253A%252F%252Fwww.virginiabusiness.com%252F&page=35
https://www.virginiabusiness.com/article/residential-real-estate-review-with-cindy-hawks-white/
https://www.virginiabusiness.com/article/residential-real-estate-review-with-cindy-hawks-white/
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: An interesting 
local Dispute Resolution case

The party 
asserting the 
waiver has 

the burden of 
proving it.

Most	 Hampton	 Roads	 REALTORS®	
Association	 agents	 use	 the	 Real	 Estate	
Information	Network	(REIN)	form	purchase	

agreement in their practices and work hard to ensure 
that neither they nor their clients have to invoke 
Paragraphs	18	and	19	in	that	form.	
	 Paragraph	 18	 is	 the	 default	 paragraph	
describing	 the	 parties’	 rights	 if	 one	 or	
the other breaches the contract. 
Paragraph	 19,	 entitled	 “Dispute	
Resolution,”	provides	the	parties	
with an alternative dispute 
resolution mechanism in the 
event a breach is claimed. 
Specifically,	 Paragraph	 19	
says that “[p]rior to initiating 
any litigation, the parties 
agree any dispute or claim 
arising out of, or relating to, 
this Agreement, the breach of 
this Agreement or the services 
provided in connection with this 
Agreement shall be submitted to 
mediation.” 
	 The	 Norfolk	 Circuit	 Court	 interpreted	
Paragraph	19	in	a	case	decided	on	January	25,	2019.
	 The	 case	 stemmed	 from	 a	 REIN	 purchase	
agreement dated May 7, 2017, for the purchase of a 
house	in	Norfolk.	The	sellers	under	the	contract	alleged	
that the buyers breached the contract by failing to close 
on the purchase. In response to the alleged breach, the 
sellers’	attorney	sent	a	 letter	 to	 the	buyers’	attorney,	
with copies to the agents for both parties, referencing 
the dispute and requesting mediation pursuant to 
Paragraph	19.	
	 The	sellers’	lawyer	received	no	reply	to	that	letter	
from the buyers, their lawyer or their agent, so the 
lawyer sent another letter dated February 23, 2018, to 
the same parties repeating the request for submission 
of the dispute to mediation. No response to the second 
letter came from the buyers or anyone on their behalf, 
and on June 6, 2018, the sellers sued the buyers over 
the	alleged	contract	breach	in	Norfolk	Circuit	Court.	
	 The	 buyers	 immediately	 asked	 the	 court	 to	
dismiss the suit because the parties had not engaged 
in mediation, which was a condition precedent to 

initiating	litigation	under	Paragraph	19	of	the	contract.	
In support of their position, the buyers argued that the 
sellers did not give them an opportunity to engage in 
mediation because the buyers never actually received 
the mediation request letters or had an opportunity to 
respond to them, depriving them of any meaningful 

opportunity to participate in mediation. 
	 The	 sellers’	 supposedly	 insufficient	

attempt to submit the dispute to 
mediation amounted to a breach of 
Paragraph	 19,	 according	 to	 the	
buyers,	and	justified	a	dismissal	
of	the	suit	with	prejudice.	The	
sellers responded that the 
buyers’	 failure	 to	 respond	 to	
their two written requests 
for mediation amounted to a 
waiver by the buyers of their 

right to mediation and allowed 
the Sellers to proceed with the 

litigation. 
	 The	 court	 first	 addressed	

the	buyers’	contention	that	the	seller’s	
attempts	to	mediate	were	 insufficient	and	

breached	 Paragraph	 19	 of	 the	 contract.	 It	 found	
that the sellers had complied with the requirements 
of	Paragraph	19	 for	 initiating	 the	mediation	process.	
Under the notice provision in the contract, mediation 
requests	 were	 to	 be	 sent	 to	 the	 buyers’	 agent.	 The	
sellers not only sent their mediation requests to the 
buyers’	agent,	but	to	the	buyers’	counsel	as	well,	and	to	
the	sellers’	own	agent.	The	sellers	sent	the	mediation	
letters	to	the	buyers’	agent	as	required	by	the	contract,	
and the sellers thus had complied with the contract 
requirement to initiate mediation.
 Although the sellers properly initiated the process, 
however, no mediation session had occurred, and a 
contract provision establishing a condition precedent 
to	initiating	legal	action	is	enforceable	in	Virginia.	As	
interpreted	 by	 the	 court,	 Paragraph	 19	 “anticipates	
actual participation by the parties in mediation, and 
not simply making a demand for mediation or waiting 
a certain period of time.” It was therefore incumbent 
upon the sellers to show not only that they had correctly 
requested mediation, but that the mediation condition 

(continued on page 29...)
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Jimmy Jackson

Chair, Government 

Affairs Committee

The	Affiliates	 represent	 a	 small	 portion	 of	 the	
HRRA	membership,	but	they	are	a	large	part	
of	 our	 success	 as	 an	 organization.	 These	 are	

the people who provide lunch for members attending 
Government	Affairs	 or	 other	meetings	 during	 a	 non-
COVID	year	and	continue	to	provide	support	to	us	
through our Zoom meetings with offers for 
services to help us provide excellent 
service to our clients. 
	 And	 that’s	 just	 the	
beginning.
 During the fall months 
the	 Affiliates	 Council	
sponsors events like the 
Wine	&	Cheese	Social	or	the	
Chili	 Cook-off	 &	 Tailgate	
Party,	 which	 have	 given	 us	
an opportunity to bring in 
local government leaders who 
provide insight into the state of 
our region. 
	 Beyond	 this	 internal	 support,	
Affiliate	 members	 are	 people	 we	 can	
develop relationships with to provide services to 
our	 clients.	 They	 are	 handypersons,	 inspectors	 and	
even	loan	officers,	who	assist	them	in	purchasing	new	
property.
	 Besides	 utilizing	 these	 resources	 in	 our	 day-to-
day operations, another way we can provide support 
to	Affiliate	members	 is	 by	 providing	 them	with	 good	
ratings on Internet search engines and by word of 
mouth, and by writing positive reviews about their 
services or products. 
	 This	 type	 of	 feedback	 can	 be	 particularly	 useful	
to	 people	 who	 have	 recently	 become	 REALTORS®	
and are trying to build their network of businesses to 
provide support to their clients. 

	 The	 businesses	 that	 have	 chosen	 to	 participate	
in	 HRRA	 are	 indicating	 that	 they	 have	 a	 vested	
interest in our real estate community being successful 
and	having	a	 good	 reputation	 in	 the	 area.	This	 is	 in	
addition to their regular interaction and support for 

our	organization	and	is	one	of	the	many	reasons	I	
appreciate	the	Affiliate	members	and	look	

forward to continuing to develop these 
relationships in the next year.

 Candidate endorsement 
interviews	 - As I mentioned 
in my article last month, we 
held	 HRRA	 endorsement	
interviews with candidates 
for	 local	 offices	 in	 Suffolk,	
Portsmouth,	 and	 Virginia	
Beach.	 These	 interviews	

were held over several weeks 
and required many hours to 

complete. 
 I would like to thank the 

following members for taking time 
to	 participate	 in	 these	 interviews:	 Carl	

Johansen,	 Kimberly	 Plourde,	 Linda	 Harrison,	
Rob	 Waring,	 Thomas	 Thrasher,	 Louis	 Eisenberg,	
Tanya	 Monroe,	 Jeremy	 Caleb	 Johnson,	 Jennifer	
Lovell,	 Sherri	 Thaxton,	 Joshua	 Curry,	 Leigh	 Anne	
Parks,	 Emil	 Nazaryan,	 Cindy	 Hawks	 White	 and	
Susanne	Henderson.	With	over	40	candidates	in	three	
jurisdictions,	this	would	not	have	been	possible	without	
your commitment and dedication to the process, and I 
am very grateful for all that you all did. 
	 Endorsements	for	local	candidates	were	announced	
in	 early	 October,	 and	 HRRPAC	 provided	 support	
through campaign contributions at that time. 
 I look forward to working with all of the new and 
returning members of council in these three cities.  ⌂⌂

Affiliates support REALTORS® 
year round

Support our 
Affiliates with 
good ratings 
and reviews.

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

Chair, New Homes 

Council All reports 
point towards 
a strong end 

for 2020. 

November	 2020.	 That	 sounded	 so	 far	 away	
when	we	 started	 this	 pandemic	 journey,	 yet	
here	we	are.	The	holidays	will	 look	and	 feel	

differently	this	year,	just	like	everything	else,	but	I	am	
hoping we will still take some time to celebrate and be 
thankful for surviving a year that no one could have 
predicted!
 A quick look back will show some of 
us having one of our most successful 
year	 ever!	 We	 learned	 to	 Zoom,	
create virtual open houses, wear 
masks and clean like we never 
have	 before.	 Our	 high	 touch	
industry learned to touch 
from six feet apart. All of us 
huggers out there are still 
anxious and longing for a big 
bear	hug!	
	 Let’s	be	proud	of	ourselves.	
We	 stretched,	 changed	 and	
grew into an entirely new 
business model.
 Do you think one day we will think 
back	 and	 say,	 “Remember	 when	 we	 used	
to	 …”?	 So	 many	 things,	 including	 shaking	 hands,	
having clients in our cars, piling into a booth at a fast-
food place to quickly put together an offer. Ah, the good 
old days. 
	 COVID	changed	all	of	that,	and	we	reacted	quickly.	
We	 all	 learned	 to	 send	 our	 contracts	 electronically	
and	teach	some	of	our	buyers	to	e-sign!	We’re	selling	
homes that our buyers have never physically been 
inside.	These	things	have	happened	before	but	on	rare	
occasions.	Now	it’s	the	new	normal	for	our	business.
	 Congratulations	 to	 all	 of	 you	 that	 have	met	 the	
challenges and overcome them to help your clients 
make whatever housing changes they needed in 2020. 
As	an	industry	we	are	nothing	if	not	resilient!	And	so	
are	our	Affiliates.	They	have	 changed	 just	as	 rapidly	
to help us all continue to do business and meet our 
client’s	needs	and	expectations.

 For those of us in the new construction world, 
there	have	been	many	challenges.	COVID	shut	down	
many factories, mills and other companies that we 
deal	with	to	complete	our	homes.	Thankfully,	most	of	
those companies are back open and catching up on any 
supply shortages that were created. 

	 We	are	still	enduring	lumber	price	increases.	
It has been reported that lumber costs 

have more than doubled in price 
since	 the	 pandemic	 started.	 The	
fires	 out	 West	 are	 not	 helping	
the	 situation	 either.	This	does	
not	just	affect	builders;	it	can	
be felt by home remodelers 
and even the do-it-yourself 
community.
 Surprisingly, all of these 
factors are not slowing down 
your	 client’s	 desire	 to	 move.	
They	 have	 spent	 enough	 time	

where they live currently to give 
them the motivation to move, move, 

move!	 We	 have	 about	 45	 more	 days	
until things will settle down for the end of 

the year holidays. All reports point towards a strong 
end for 2020. 
 As always, there will be some people who want 
to wait until the New Year to enter the market, but 
think about how bright 2021 is already looking. As 
REALTORS®	 and	Affiliates,	we	 have	 almost	made	 it	
through	a	 year	 like	no	 other.	We	have	 shared	 ideas,	
knowledge and maybe even a few tears, but we are all 
stronger for these relationships. 
	 Let’s	go	the	extra	mile	these	last	few	weeks	of	2020	
and	make	it	memorable!	All	while	being	thankful	and	
kind to everyone we encounter as we continue to make 
our	 clients	 and	 customer’	 ‘homeownership	 dreams	
come true. ⌂⌂

A very surprising year for real 
estate
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had	been	satisfied	or	had	been	waived	by	the	buyers.
	 In	 Virginia,	 waiver	 is	 the	 intentional	 relinquishment	 of	 a	
known right, and the party asserting the waiver has the burden 
of proving it by clear, precise and unequivocal evidence. According 
to the court, the sellers did not present any evidence that buyers 
expressly or intentionally waived their contractual right to mediate. 
The	sellers	relied	instead	on	the	buyers’	failure	to	respond	to	their	
mediation requests to imply that the buyers waived their right to 
mediate. 
	 An	 implied	waiver	was	 insufficient	 to	 deprive	 the	 buyers	 of	
their right to mediate the contract dispute prior to the institution 
of	 litigation.	 The	 court	 thus	 agreed	 with	 the	 buyers	 that	 the	
condition	precedent	to	the	sellers’	lawsuit	had	not	been	satisfied.
	 The	 court	 recognized	 that	 the	 language	 of	 Paragraph	 19	
did not contemplate the situation in this case, where one party 
simply refused to answer repeated mediation requests from the 
other.	It	suggested	that	the	sellers	could	have	filed	a	petition	for	
specific	performance	or	to	compel	mediation	rather	than	the	action	
for	damages	 they	actually	had	filed.	 It	 then	granted	 the	buyers’	
motion	to	dismiss	but	preserved	the	sellers’	right	to	bring	another	

suit	if	the	parties	engaged	in	mitigation	but	failed	to	settle.	The	
ruling also gave the sellers the road map to compelling mediation 
if the buyers again refused respond to mediation requests. 
		 One	 of	 the	 primary	 purposes	 of	 Paragraph	 19	 and	 any	
alternative dispute resolution paragraph is to avoid litigation if 
possible.	 According	 to	 this	 case	 from	 the	Norfolk	Circuit	 Court,	
unless one party or the other blatantly refuses to engage in 
mediation or expressly or intentionally waives its right to mediate, 
Paragraph	19	may	actually	result	in	three	legal	actions	instead	of	
one.	The	first	would	be	litigation	to	compel	the	recalcitrant	party	
to mediate, the second would be the mediation itself, and if the 
mediation were unsuccessful the third would be litigation over the 
underlying contractual dispute. 
	 That	 seems	 to	 be	 an	 unsatisfying	 result	 for	 a	 paragraph	
designed to spare the parties the hassle and expense of  
litigation.  ⌂⌂

This column is not, nor is it intended to be, legal advice. You should 
consult an attorney for advice regarding your individual situation. 

(Legal Corner, continued from page 26)
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The Department of Housing and Urban 
Development	 (HUD)	 has	 finalized	 the	 rule	
regarding how Disparate Impact cases are 

handled.	 HUD’s	 stated	 purpose	 for	 proposing	 these	
changes	 is	 to	 conform	 the	 Disparate	 Impact	 Rule	 to	
the	Supreme	Court	 ruling	 in	Texas	Dept.	of	Housing	
and	Community	Affairs	v.	Inclusive	Communities	
Project. 
	 This	 case	 confirmed	 the	
possibility of liability under the 
Fair Housing Act for actions that 
have a disparate impact, and it 
also laid out some parameters 
about	that	liability.	The	new	
rule	 took	 effect	 on	 October	
26, 2020.
 Under the current 
Disparate	 Impact	 Rule,	 the	
charging party/plaintiff brings 
a claim and is burdened with 
showing only that the practice in 
question caused or will predictably 
cause	 a	 discriminatory	 effect.	 Then,	
the burden of proof shifts to the respondent/
defendant to show that the practice is necessary to 
achieve a legitimate, nondiscriminatory interest. 
 If successful, the burden shifts back to the 
charging party/plaintiff to show that the interest of 
the respondent/defendant could be served by another 
practice that has a less discriminatory effect.
 Here is an outline of the new rule:
 1) The	 complaint	 must	 focus	 on	 a	 specific,	
identifiable	practice.	
 2)	The	charging	party/plaintiff	must	first	establish	
a prima facie case by stating facts that plausibly allege 
the	following	five	elements:
  a)	 That	 the	 challenged	 policy	 or	 practice	 is	
arbitrary,	artificial,	and	unnecessary	to	achieve	a	valid	
interest	 or	 legitimate	 objective	 such	 as	 a	 practical	
business,	profit,	policy	consideration,	or	requirement	of	
law;
  b)	 That	 the	 alleged	 disparity	 caused	 by	 the	
policy or practice has an adverse effect on members of 
a protected class;
  c)	That	there	is	a	robust	causal	link	between	
the challenged policy or practice and a disparate 

impact on members of a protected class, meaning 
that	 the	 specific	 practice	 is	 the	 direct	 cause	 of	 the	
discriminatory effect;
  d)	 That	 the	 alleged	 disparity	 caused	 by	 the	
policy	or	practice	is	significant;	and
  e)	That	there	is	a	direct	relation	between	the	

injury	asserted	and	the	injurious	conduct	alleged.
 3) If the case is not resolved at this 

stage, then the burden is on the 
complaining party/plaintiff to prove 

by preponderance of the evidence 
the following elements that 
were used to establish a prima 
facie case:
  a)	That	the	alleged	
disparity caused by the 
policy or practice has an 
adverse effect on members of 

a protected class;
  b)	 That	 there	 is	 a	

robust causal link between the 
challenged policy or practice and 

a disparate impact on members of a 
protected	 class,	 meaning	 that	 the	 specific	

practice is the direct cause of the discriminatory 
effect;
  c)	 That	 the	 alleged	 disparity	 caused	 by	 the	
policy	or	practice	is	significant;	and
  d)	That	there	is	a	direct	relation	between	the	
injury	asserted	and	the	injurious	conduct	alleged.
 4) A respondent/defendant may rebut a plaintiff's 
allegation that the challenged policy or practice is 
arbitrary,	 artificial,	 and	 unnecessary	 by	 producing	
evidence showing that the challenged policy or practice 
advances	a	valid	interest	(or	interests)	and	is	therefore	
not	arbitrary,	artificial,	and	unnecessary.
 5) If the respondent/defendant states that the 
practice in question is necessary to achieve a legitimate, 
nondiscriminatory interest, then the complaining 
party/plaintiff must prove by preponderance of the 
evidence	either	that	the	interest	(or	interests)	advanced	
by the defendant are not valid or that the interest of 
the respondent/defendant could be served by another 
practice that has a less discriminatory effect, and that 
such alternative would serve the interest in an equally 

HUD finalizes changes to 
Disparate Impact Rule

Tyler Craddock 

State Government 

Affairs Director

The new 
rule took 
effect on 

October 26,  
2020.

Samantha Kenny

Local Government 

Affairs Director

(continued on next page...)
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effective manner without imposing greater costs and burdens on 
the respondent/defendant.
 6) Under the new rule, the respondent/defendant can defend 
themselves at the pleading stage by showing that the defendant's 
policy or practice was reasonably necessary to comply with a third-
party requirement, such as a:
  a) Federal, state, or local law;
  b)	Binding	or	controlling	court,	arbitration,	administrative	
order or opinion; or
  c)	 Binding	 or	 controlling	 regulatory,	 administrative	 or	
government guidance or requirement.
 7) Under the new rule, the respondent/defendant can defend 
themselves after the pleading stage by showing the following:
  a)	 The	 policy	 or	 practice	 is	 intended	 to	 predict	 an	
occurrence of an outcome, the prediction represents a valid interest, 
and the outcome predicted by the policy or practice does not or 
would not have a disparate impact on protected classes compared 
to similarly situated individuals not part of the protected class, 
with	respect	to	the	allegations	made	in	the	prima	facie.	This	is	not	
an adequate defense, however, if the plaintiff demonstrates that 
an alternative, less discriminatory policy or practice would result 
in the same outcome of the policy or practice, without imposing 
materially greater costs on, or creating other material burdens for 
the defendant.
  b)	 The	 plaintiff	 has	 failed	 to	 establish	 that	 a	 policy	 or	
practice has a discriminatory effect under the burden of proof as 
outlined in number 3 above.
  c)	 The	 defendant's	 policy	 or	 practice	 is	 reasonably	
necessary to comply with a third party requirement, such as a:
   i) Federal, state, or local law;
   ii)	 Binding	 or	 controlling	 court,	 arbitration,	
administrative order or opinion; or
   iii)	 Binding	 or	 controlling	 regulatory,	
administrative, or government guidance or requirement.
 8)	 The	 new	 rule	 states	 that	 remedies	 should	 be	 geared	
toward	fixing	the	discriminatory	practice	and	that	HUD	will	seek	
compensatory damages where such are warranted, and will only 
seek penalties on top of compensatory damages in cases where 
the respondent/defendant has committed unlawful housing 
discrimination in the last 5 years in violation of the Fair Housing 
Act in a section other than disparate impact.

	 Based	 on	 our	 analysis,	 here	 are	 the	 key	 takeaways	 that	
distinguish the new rule from the old:
• The	new	rule	clearly	lays	out	all	the	elements	that	must	be	met	

when a charging party/plaintiff brings attempts to establish 
a	 prima	 facie	 case	 in	 the	 pleading	 stage.	 The	 charging	 party/
plaintiff must establish facts that plausibly support the 5 
elements	in	item	2	above.	Then,	if	the	case	is	not	resolved,	the	
charging party/plaintiff must prove the 4 elements in number 
3 above. Under the old rule, all the charging party/plaintiff 
needed to do was show that the practice in question caused or 
will predictably cause a discriminatory effect, arguably a lesser 
and vaguer standard.

• One	item	that	is	particularly	important	is	that	if	a	respondent/
defendant argues that the practice in question is for achieving 
a legitimate business interest, the complaining party/plaintiff 
must prove by preponderance of the evidence either that the 
interest	(or	interests)	advanced	by	the	defendant	are	not	valid	or	
that the interest of the respondent/defendant could be served by 
another practice that has a less discriminatory effect, and that 
such alternative would serve the interest in an equally effective 
manner without imposing greater costs and burdens on the 
respondent/defendant. In the old rule, there was no requirement 
that the alternative practice advanced by the complaining 
party/plaintiff not impose a greater burden on the respondent/
defendant. 

• In	addition,	the	new	rule	lays	out	specific	defenses	that	can	be	
raised by a respondent/defendant at both the pleading stage and 
after.	To	be	sure,	a	number	of	property	managers	have	wanted	
a	simple	list	of	dos	and	don’ts	to	follow.	While	the	new	rule	does	
not contain that, the provision of positive defenses provides 
some needed clarity for property managers and landlords to 
construct their policies with more certainty that those policies 
are in compliance with the rule.

• The	 rule	 also	 states	 that	HUD	 is	 to	 focus	 remedies	 on	 fixing	
the	 problem,	 not	 punitive	 fines,	 except	 in	 cases	 of	 the	 worst	
offenders.

 If you have any questions, please do not hesitate to contact 
your	HRRA	Government	Affairs	Team.	⌂⌂

(HUD rule, continued from previous page)

NMLS ID #86788

Buying your home has never been easier.
Start today at ovmfinancial.com/QuickStart
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What went 
well, what 

could have 
been better, 
and why? 

Every year, at the end of November or very 
beginning of December, we do a goal 
planning	retreat.	We	go	away	from	Hampton	

Roads,	take	a	bunch	of	books	and	numbers	and	files,	
and spend a week doing our goals. 
	 One	 thing	 we	 do	 is	 block	 out	 of	 our	 calendars	
vacations,	conventions	and	business	trips.	Then	
we plan, from a scheduling standpoint, 
everything	 around	 those	 dates.	 We	
also do some vision planning, 
thinking about future vacations, 
investment goals, health goals 
and relationship goals. 
 As we wrap up the 
year, I usually use most of 
November to start to gather 
data and to contemplate 
the year. I also think about 
what went well, what could 
have been better, and why. 
	 The	next	part	is	discovering	
your	“Why.”	If	you	haven’t	already	
seen it, I suggest you watch Simon 
Sinek’s	talk	“Start	With	Why.”	It	can	be	
found	on	YouTube.	Not	only	will	it	help	with	your	
goal planning, but it will help your production. 
 Finally, we get to planning next year. I am going 
to start with a macro view, given the uncertainty of 
the markets, taxation, viruses, etc. I know that in 
order	to	pay	 for	 the	COVID	stimulus	 funds,	we	are	
going	 to	 have	 to	 raise	 taxes.	 I’m	 just	 not	 confident	
which taxes will be raised, especially given that it is 
an election year. 
	 There	may	 be	 a	 repeal	 of	 some	 real	 estate	 tax	
incentives,	such	as	Low	Income	Housing	Tax	Credits	
(LIHTC),	which	will	 affect	 the	multifamily	market.	
This	almost	happened	a	couple	of	years	ago	with	the	
new	tax	laws.	There	is	talk	about	an	annual	tax	on	
residential housing, similar to the property taxes to 
which we are accustomed but much higher. And the 
list goes on. 
 Another factor is the repurposing of commercial 
properties.	If	we	find	a	vaccine	for	COVID,	will	more	
retail	open?	Will	the	hospitality	industry	show	strong	
growth?	We	are	already	seeing	signs	of	 some	retail	
and	office	spaces	being	converted	to	life-science	space	

(“Longfellow	 Converts	 Former	 WeWork	 Offices	 to	
Labs	as	Part	of	Coronavirus	Effect”	by	Cara	Smith-
Tenta,	CoStar,	Oct.	7,	2020).	
	 What	will	happen	to	student	housing	if	there	is	
a	vaccine?	What	if	there	isn’t?	
 I will build a three-case model, using best-case, 

worst-case	and	medium	forecast.	Then	I	will	build	
my goals and action plan around those 

models. For the most part, I expect to 
be a little more conservative next 

year. 
 November is also a time to 
be	thankful.	I’ve	discussed	in	
prior articles the importance 
of	 watching	 ADP’s	 private	
payroll	 numbers.	 Those	
numbers have been adding 
jobs,	often	above	expectation.	

For this I am thankful. 
 I am thankful that, while 

commercial transactions fell by 
over 50%, the residential market 

continued to set records. I am 
thankful that the commercial market has 

started to return. I am thankful for my clients, 
who continue to show loyalty to me by giving me 
their business and the business of their friends and 
associates. I am thankful to the many residential 
agents in our market who send me referrals. I am 
thankful for those clients and agents who have called 
on me for advice and assistance, even though not all 
of it is real estate related. I am thankful, albeit a 
little	nervous	(it’s	a	huge	time	commitment)	that	my	
peers have elected me to be the 2021 president of 
CCIM	Mid-Atlantic.	
 I ask my children each day to tell me something 
God	put	in	front	of	them	for	which	they	are	thankful,	
and I work on doing the same. I also try to end each 
prayer	with,	“Lord,	thank	you	for	my	blessings.	Help	
me be a blessing to others.”
 If you have any suggestions about how the 
Commercial	 Council	 can	 help,	 I	 can	 be	 reached	 at	
tecproperties@gmail.com or 757-371-9145.  ⌂⌂

Start with the “why,” plan and 
be grateful

Tim Churchwell, 

CCIM

Chair, Commercial 

Council

mailto:tecproperties@gmail.com
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Jennifer Ireland, 

SRES®, MRP, SFR®, 

RESA-CSA, PSA

Chair, Common 

Interest Community 

Advisory Group

The board 
can affect 

property values 
and overall 

quality 
of life.

Election	 year	 is	 in	 full	 swing.	 There	 has	 been	
much talk on the importance of voting and 
making	 your	 voice	 known.	 Our	 government	

has put in place rules and regulations for our nation, 
states and localities for the processes of elections. 
	 While	preparing	for	my	own	community’s	upcoming	
elections for the board of directors at our annual 
meeting,	 I	 realized	 the	 importance	of	 our	
residents making their voices heard 
to	better	our	community.	Living	in	
a common interest community 
with a homeowners association 
(HOA)	and/or	a	condominium	
association also involves 
the process of voting during 
elections. 
 What is the purpose 
of HOA elections?	An	HOA	
represents the best interest 
of the community and its 
homeowners, while also outlining 
the obligations of those residents. 
Elections	most	often	 take	place	 in	an	
HOA	when	deciding	the	Board	of	Directors	
or special assessments of fees. Similar to our 
national	and	local	governmental	elections,	a	member’s	
vote	 is	 very	 important.	 To	 ensure	 that	 all	 member’s	
best interest is taken care of, and their money is put to 
proper	use,	it	is	important	to	have	a	voice	in	your	HOA.	
 Why do HOA elections matter?	HOA	elections	
involve	the	homeowner’s	nominating	and	electing	those	
responsible	 for	 fulfilling	 a	 fiduciary	 responsibility	 of	
upholding the rules and regulations of the community. 
When	placing	a	vote,	 it	 is	 important	 to	 consider	who	
will best serve the community. 
	 HOA	 elections	 typically	 take	 place	 during	 an	
annual	 meeting.	 Only	 association	 members,	 the	
homeowners,	have	the	right	to	vote.	Typically,	renters	
of properties governed by associations do not have any 
voting rights. Most often, if a proxy is used to cast a 
member’s	vote,	it	also	needs	to	be	another	homeowner	
in the community. 
	 When	a	member	gives	consent	for	another	member	
to vote on their behalf, this is known as a proxy. Since 
every community and its association vary, refer to the 
community’s	governing	documents	for	voting	rights	in	

a particular community. 
	 Why	 do	 you	 need	 to	 get	 involved	 in	 the	 election	
process	 of	 your	 community?	 Unfortunately,	 many	
people	do	not	participate	in	their	HOA	board	elections.	
The	board	has	the	power	to	impact	the	community	as	
a whole, as well as you personally and your daily life. 

The	actions	taken	by	the	board	can	affect	property	
values and the overall quality of life of the 

homeowners. 
 Your involvement in your 

community begins with voting 
for board members. It not only 
gives you a voice in how your 
money is spent, but it also 
allows	 you	 to	 influences	 the	
decisions the board makes. 
 How do you make the 
best vote when electing 

board members?	 The	 most	
important thing you can do is to 

get	involved!	Go	to	meetings,	get	
to know your board members, meet 

the property manager, get to know the 
vendors and the services they provide in 

your	community	 (such	as	 landscapers,	 contractors,	
etc.), get familiar with the governing documents, and 
voice your concerns when appropriate. 
 You can take it to the next level by running to 
be	a	member	of	the	board.	What	better	place	to	make	
your	voice	heard	than	on	the	board?	If	you	have	often	
questioned why certain individuals continue to stay on 
the board in what seems like “forever,” it is probably 
due to no other homeowners running to be elected. 
	 We	have	all	been	hearing	how	important	our	vote	
is in the outcome of the presidential election this year. 
Also remember that your vote in your community 
election	is	just	as	important.	Not	only	will	our	president	
impact our lives personally and economically, the 
board of directors for a community association will also 
impact you personally and economically. 
 Have a voice, cast your vote, and make a  
difference!		⌂⌂

Your vote matters in association 
elections
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Get the right mortgage.
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 Jo Cross inducted into VAR Hall of Fame

HRRA’s	own	Joanne	“Jo”	Cross,	ABRM,	CRB,	CRS,	GRI,	was	named	to	the	Virginia	REALTORS®	(VAR)	Hall	of	Fame	on	September	30	
during	the	state	association’s	2020	Awards	Ceremony.	This	year’s	accolades	were	held	virtually	due	to	the	COVID-19	pandemic.	

VAR’s	Hall	of	Fame	recognizes	those	who	have	made	extraordinary	and	distinguished	contributions	to	the	real	estate	profession	and	
Virginia	markets	for	at	least	25	years.	Induction	into	the	Hall	of	Fame	is	considered	the	Virginia	REALTORS®’	principal	career	honor.		
Cross,	with	Long	&	Foster	Realty	and	a	resident	of	Chesapeake,	has	enjoyed	a	real	estate	career	spanning	more	than	four	decades	and	
highlighted by several accolades. 

Locally,	she	received	HRRA’s	REALTOR®	Code	of	Ethics	Award	in	2016	and	Broker/Manager	of	the	Year	Award	in	2013.	That	
same	year	she	also	received	VAR’s	Manager	of	the	Year	Award.	In	1994,	Cross	was	the	recipient	of	the	Richmond	Association	of	
REALTORS®’	Sales	Associate	of	the	Year	and,	in	1993,	VAR’s	Sales	Associate	of	the	Year.	She	is	a	REALTOR®	Emeritus,	which	
recognizes	REALTORS® who have been engaged in the real estate profession and have been a member of one or more member boards or 
associations	of	the	National	Association	of	REALTORS® continuously for at least 40 years.

Cross	has	served	the	REALTOR®	organization	at	the	local,	state	and	national	levels,	including	a	decade	on	the	VAR	Board	of	Directors.	
Within	the	community,	she	has	helped	raise	money	for	the	American	Cancer	Society	and	the	Leukemia	Society.	–	Victoria Hecht, HRRA 
Communications and PR Specialist

Logging in to

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

Active	REALTORS®: 3539
REALTOR®	Life:		 46
REALTOR®	Emeritus:	 106	
Affiliate	Members:	 820

Affiliate	Offices:	 183	
Principal	Firms:	 194
Branch	Offices:	 45

HRRA	MEMBERSHIP	AS	OF	SEP.	30,	2020

PROSPECTIVE	REALTOR® MEMBERS

Chene	Avant	 District	Real	Estate,	LLP
Amy	Bell	 District	Real	Estate,	LLP
Shameka	Bellamy	 Cross	Realty
Tierra	Belgrove	 CapAtlantic	Realty
Matthew	R.	Bosch	 Upscale	Avenues	Realty	Group
Erma	Brannan	 James	River	Companies	Development	
	 &	Real	Estate,	Inc.
William	Jeff	Cartwright	 Atkinson	realty
Darby	Christian	 The	Real	Estate	Group
Arnetta	A.	Cline	 The	Real	Estate	Group
Kelly	Colletti	 Atlantic	Sotheby’s	International
Teena	K	Coronado	 Long	&	Foster
Leslie	Costen	 Rose	&	Womble	Realty
Brandi	Dodd	Criswell	 Rose	&	Womble	Realty
Carla	Dexter	 Howard	Hanna
Ashli	Evans	 Triumph	Realty
Cecelia	Fanton	 RE/MAX	Alliance
Mark	Anthony	Ferley	 Keller	Williams	Elite
Shane	Foster	 Keller	Williams	Realty
Barbara	Ann	Fowler	 Fathom	Realty
Janet	Freeman	 RE/MAX	Central	Realty
William	C.	Hall,	Jr.	 Keller	Williams	Town	Center
Jim	Harrell	 The	Real	Estate	Group
Melissa	W.	Hayes	 Cross	Realty
Naketa	G.	Hayes	 Rose	&	Womble	Realty
Robert	Haynes	 District	Real	Estate,	LLP
Tara	Haynes	 District	Real	Estate,	LLP
Jared	Holloway	 Atlantic	Sotheby’s	International
Tiarra	Hopper	 Atlantic	Sotheby’s	International
Latisha	Hurdle	 CENTURY	21	Nachman	Realty
Chandler	Kimbrough	 RE/MAX	Ultra
Jennifer	Lamb	 Triumph	Realty
Randolph	Lane,	Jr.	 Keller	Williams	Town	Center
Erica	Lawson	 Stateline	Realty
Quang	V.	Le	 The	Bryant	Group	Real	Estate	
	 Professionals
Christina	Leaven	 Allison	James	Estates	&	Homes
Kelly	Lester	 Weichert	Realtors	KBL	companies
Kylie	Martin	 James	&	Lee	Realty
Scott	A.	McCall	 Atkinson	Realty
Lynn	McGeein	 1st	Option	Realty,	INC
Sarah	McGroarty	 District	Real	Estate,	LLP
Leslie	Anne	McKay	 Atlantic	Sotheby’s	International
Stephanie	A.	Merfalen	 Atlantic	Sotheby’s	International
Craig	Myers	 EXP	Realty,	LLC
Shawna Nicolucci Howard Hanna
Olumide	Oniyide	 William	Brown	Real	Estate	LLC
Shannold	Hinton-O’Neal	 Swell	Real	Estate
Dale	Oran	 James	&	Lee	Realty

NEW	BROKER	FIRMS

District	Real	Estate	 	 	 Robert	Haynes
Homes	by	Angelia	Inc		 	 Angelia	Williams	Graves
Iron	Valley	Real	Estate		 	 Christopher	Hamilton		
Virginia	Beach/Savage	Three	 									
James	River	Companies		 	 Daniel	L.	White
Development	&	Real	Estate,	Inc.	

Angelica	Ortiz	 Atlantic	Sotheby’s	International
Lauren	A.	Perez	 Iron	Valley	Real	Estate
Cybil	L	Peterson	 Keller	Williams	Town	Center
Katherine	Prescott	 Long	and	Foster	Oceanfront
Christy	Powell	 Iron	Valley	Real	Estate	
	 Virginia	Beach	/	Savage	Three
Krystal	Pritt	 AtCoastal	Realty
Melinda	M.	Ragas	 Atlantic	Sotheby’s	International	
James	Range	 The	Real	Estate	Group
Cari	Rausch	 Iron	Valley	Real	Estate	
	 Virginia	Beach	/	Savage	Three
Deshounn	Romley	 Howard	Hanna
Abigayle	L	Rosa	 District	Real	Estate,	LLP
John	W.	Seamster	II	 Mossy	Oak	Properties	/	Land	
	 Farms	Realty
Marvin	James	Smith	Sr.	 Keller	Williams	Coastal	Virginia
Breanna	Stark	 Seaside	Realty
Dominic	M	Still	Sr	 RE/MAX	Edge
Amanda	Stover	 Lucky	Homes	LLC
Nicole	L	Thomas	 District	Real	Estate,	LLP
Cheryl	Estep	Tribus	 Lonnie	Bush	Real	Estate
Jessica	Watson	 1st	Option	Realty,	Inc
Renee	Weather	 Better	Homes	and	Gardens	Real	
	 Estate	Native	American	Group
Daniel	L.	White	 James	River	Companies	
	 Development	&	Real	Estate,	Inc.
Pamela	White	 Judy	Boone
William	Hunter	White	 James	River	Companies	
	 Development	&	Real	Estate,	Inc.
Debora	Winfield	 RE/MAX	Alliance
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