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LifeWell Played
In Smithfield

  3388  
HHoommeess  SSoolldd  iinn  9900
DDaayyss!!

Benn’s Grant is a new way of living in Hampton Roads that blends artfully 
designed homes with $3 million in amenities. Benn’s Grant is a short 

drive from the James River Bridge and Interstate 664, and is located just  
minutes from historic downtown Smithfield. Live life to the fullest in  
Benn’s Grant and enjoy:

P Clubhouse 

P Resort-like pool with  
waterslide

P Three lakes with a scenic  
overlook pier (more to come!) 

P Miles of nature trails for  
walking and biking

P Spacious playground
P Pocket parks
P Full-time Director of Fun 

Visit our website for virtual tours, floorplans, details, and pricing. Private appointments available.

Homes from the Mid-$300s  |  RyanHomes.com/Benns-Grant  |  757.517.0555
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Here we are in the final stretch of 2020, October, the beginning 
of the fourth quarter, “Q4,” and nearing the finish line of this 
“insert your own adjective” year. The hustle and bustle of Q4 

is a plethora of action items of varying importance to each of us in our 
lives and in our businesses. 
 Like many of you, October is the time when I review my real 
estate business and start the business planning for 2021. This is no 
different for your association! You’re association is a business, and 
your leadership team is already in full swing!
 Here are a few things your association will complete in Q4: election 
and	installation	of	the	2021	Officers	and	Directors;	prepare	and	adopt	a	
2021	financial	budget;	governance	appointments	for	2021	committees	and	
advisory	 groups;	 update	 the	Bylaws;	 prepare	 and	 adopt	 an	Association	
Policy	and	Procedure	Manual;	prepare	and	adopt	a	three-year	Strategic	
Plan;	schedule	and	plan	2021	classes,	meetings	and	events;	and	formation	
of a Diversity Committee.

 I challenge you to include not only HRRA, but state and national association activities, 
in your business planning. Participate, engage and expand your circle! Plan on attending 
classes, events and committee meetings, and save those dates on your calendars. Network 
and take advantage of the benefits and savings your associations provide. Make the 
commitment now for 2021!
 Despite the obstacles that have been thrust upon us in 2020, your association’s volunteer 
leaders have been busy. They have pulled up their sleeves, donated countless hours and 
worked tirelessly with laser focus for the betterment of your association. These leaders 
love HRRA, and it shows! You may not understand or appreciate their accomplishments 
now, but you will one day. 
 It could be one year or even five years down the road, and then BAM! That moment, 
when it clicks, you will say to yourself, “Aha...I know now why that was done,” and so 
forth. You will then realize the efforts of the past leadership that saw opportunity and 
seized it—the team that laid the foundation of transparency and oversight and built the 
bridge to pass the torch for the association’s future leaders and generations to come. You 
will appreciate what has come to pass. 
 You may not remember who or when this was accomplished, but you will be grateful 
for them, the volunteers of your association. 
 What you can do now is thank today’s volunteers. Next time you have the opportunity, 
say “thank you” to a volunteer, regardless of their role, and give them a pat on the back 
and let them know you appreciate all that they are doing for you and HRRA. Help spread 
kindness and gratitude today.
 I do not know how long we will be in Phase 3 of COVID-19, but stay positive. We have 
beaten the odds this year, and it’s not over yet. Onward and upward!
 I look forward to seeing you on Zoom and in-person real soon! 

All my best,

Cindy Hawks White

 FROM THE CHAIR

Kindness and gratitude

Cindy Hawks White

CRB, CRS, GRI
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“Gratitude is the healthiest of all human emotions. 
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

See	you	on	Zoom,	HRRA!	

Love	it	or	hate	it,	it’s	a	great,	big	Zoom-y	world	out	there!	Even	though	the	COVID-19	pandemic	makes	meeting	in	person	difficult	due	to	
social-distancing mandates, HRRA has embraced virtual technology so that face-to-face meeting—sort of—and the sharing of important 
information and education is possible. Since early in the pandemic HRRA’s councils, committees and advisory groups have brought great 
programming to membership via Zoom, so make sure to check out HRRA.com,	your	weekly	email	newsletter	(Sundays)	and	the	official	
HRRA Facebook for a calendar of HRRA events by Zoom. Until we can all be together again, here’s a selection of some of the many 
wonderful people who make HRRA such a great association. See you on Zoom! – Victoria Hecht, HRRA Communications and PR Specialist

http://HRRA.com
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Debra Griggs and her husband, Steve Ballard, hold onto 
fond memories of their beloved dog, Jasper, who died in 
1996. It was their luck to have found Jasper, a yellow 

Labrador-shepherd mix, at an animal shelter in 1983. Back then, 
half of all shelter animals in their area were euthanized. 
 Griggs can’t imagine missing out on the deep bond she shared 
with Jasper had she been put down. “She opened our hearts to a 
depth and breadth of unconditional love that changed our lives,” 
Griggs says. So special was their connection that Griggs decided 
to dedicate her time to saving as many shelter animals as possible 
from an untimely death.
 Griggs, a sales associate with 
RE/MAX Central in Norfolk,, has 
been highly successful in that effort, 
along with strengthening other state 
protections for animals, ever since. She 
founded Animal Resources of Tidewater 
(ART) in 1999 after a local newspaper 
publicized	her	efforts	to	find	homes	for	
stray dogs. In response to the article, 
Griggs heard from others doing similar 
work. It made sense to combine their 
efforts, enabling ART to have a greater 
impact.
	 In	its	first	10	years,	ART	functioned	like	a	traditional	rescue	
group,	taking	in	animals	and	finding	homes	for	them.	While	Griggs	
estimates these efforts helped over 1,200 pets, the save rate in 
Virginia’s shelters saw little change. 
 “We began to look at how we could leverage our resources to 
keep more pets out of the shelter and have a systemic impact on 
shelter euthanasia,” Griggs says. 
 ART’s mission changed to focus on reducing shelter intake 
numbers. The organization introduced spay-neuter initiatives to 
decrease unplanned litters and funded medical care for cats and 
dogs living with low-income families to help keep them out of 
shelters. By the end of last year, the save rate at shelters across 
the state was up to 89%.
 Helping	 Pets	 and	 Their	 Families	 -	Griggs aims to help 
people like Nan Mouser, a senior with a disability, who has spent 
thousands of dollars treating her dog’s urinary tract infections, to 
keep their animals at home. Mouser and her 14-year-old Lhasa 
apso, Abby, were referred to a specialist who gave a quote of $1,400 
just for diagnostics. Mouser was distraught: “I don’t have that kind 
of money. I spent everything I have trying to help her.”
 Mouser turned to ART, which helped to set up Abby’s 
appointments with another vetrinarian and paid for her 

treatment. Within days, Abby showed great improvement on a 
new medication. Mouser is eternally grateful for ART’s assistance. 
“Abby is my everything. She is my companion”, Mouser says.
“Especially for us older folks, our animals are what keep us going. 
Animal Resources of Tidewater gave me my Abby back.”
 Fighting	 the	 Good	 Fight	 -	 In recent years, Griggs has 
emerged	 as	 an	 influential	 lobbyist	 on	 behalf	 of	 animals.	 As	
president of the Virginia Federation of Humane Societies, Griggs 
launched “SaveVaPets: Crossing the No-Kill Finish Line” in 2017. 
This program helped lower the number of shelter euthanizations 
by 8% that year.

 Matthew Gray-Keeling, former 
Virginia state director for the Humane 
Society of the United States, has worked 
closely with Griggs on animal welfare 
legislation. “I quickly realized that she 
was someone I could learn a lot from. 
She was incredibly courageous,” Gray-
Keeling says. “I saw her face down 
powerful legislators, making convincing 
arguments for why protecting animals 
is of such value.”
 Resistance typically comes 

from those who don’t view animal welfare as a critical issue. To 
gain	support,	“we	always	start	by	trying	to	compromise	and	find	
common ground,” says Griggs. “But we always stick to our core 
goals. We are not going to give up what we believe is the best thing 
for animals.”
 And results are often measured by incremental change, which 
can	 take	years	 to	achieve.	Griggs	made	her	first	attempt	 to	end	
the outdoor chaining of dogs as a primary means of maintaining 
control of a pet in 2011. 
 After years of meeting with lawmakers, providing public 
testimony in the Virginia General Assembly, and encouraging 
citizens to contact their representatives about the issue, a measure 
banning the tethering of dogs outside in extreme weather passed 
the state legislature this year in March and became law in July.
 Her tenacity with legislators also has paid off with new 
laws banning the euthanizing of dogs solely because they are a 
particular breed. Virginia animal shelters are now required to 
incorporate pet adoption as a core purpose, rather than focus just 
on	 housing	 and	 killing	 animals.	 “She’s	 a	 fighter,”	 Gray-Keeling	
says of Griggs.
 Pet-Friendly	Communities	-	Working with her husband, a 
retired engineer, who joined her in the real estate business several 

Fighting for the dogs (and cats)

(continued on next page...)

REALTOR® Debra Griggs' dedication to animal welfare led her to become a prominent statewide advocate, resulting in a 
major reduction in euthanasia in shelters.
By Hathaway Hester
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years ago, Griggs is known in her area as a pet-friendly agent. She 
and Ballard understand that pets are part of the family. 
 “It’s great to have him as a partner in animal welfare and real 
estate, too,” Griggs says. “We do our best to make sure that pets 
are as comfortable as possible in the process of selling a home.” 
And she loves working with buyers whose wish lists incorporate 
their pets’ needs, be it a window seat for a cat or a big yard for a 
dog. The surging demand for pet adoptions at the beginning of the 
pandemic underscores the cherished place that animals have in 
many people’s homes.
 Over the years, Griggs has noticed much greater public 
awareness about animal rights. She attributes the positive 
shift to people being more attuned to quality of life issues in 

their communities. “Where animals are treated well, people are 
generally treated well,” she says. The effect is wider community 
support for animal welfare legislation. “Everything we propose is 
to protect and provide better lives for animals. That’s what citizens 
want,” she says. And lawmakers are clearly listening, too.  ⌂⌂

Contact Debra Griggs at jasper550@cox.net, and learn more about 
Animal Resources of Tidewater at https://artanimals.org/. 

Reprinted from REALTOR® Magazine by permission of the National 
Association of REALTORS®. Copyright 2020. All rights reserved.

(Debra Griggs, continued from previous page)

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.

mailto:jasper550@cox.net
https://artanimals.org/
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

Imagine driving on the street with your kids in the 
car. All of a sudden, the car in front of you slams 
on the breaks for no apparent reason. In fact, you 

can see that the driver is looking at his phone while 
driving. 
 What would your reaction be? Will you hold down 
the horn and unleash a tirade of profanity? Maybe 
even roll down your window and show 
some gestures expressing how you 
feel? Even worse, leave the car and 
try to settle things with your 
knuckles? 
 As if this wasn’t enough, 
you carry that anger through 
the rest of the day towards 
other people as well? Or, 
would your reaction be a 
little different? You can still 
feel the obvious anger rush to 
your head, but you react in a 
less harmful way. You still blow 
the	 horn	 briefly	 to	 let	 the	 driver	
know that he put himself and others 
in danger, then look at your kids, see that 
everything is OK, thank God for not getting into an 
actual accident, and move on with your day. 
 Your typical reactions to daily hurdles depend 
on your mindset, your overall outlook on life. At the 
deepest levels, your actions can be traced to one of the 
two sources: love or fear. 
 In the example above, it’s obvious that the person 
in	 the	 first	 scenario	 is	 living	 a	 predominantly	 fear	
driven life, while the second person could be said to 
live a more peaceful life stemming from love. How else 
could he/she get over that dangerous scene so quickly?
 The fear driven life carries a certain set of attitudes 
towards other people. Here are some examples:
• They do not approve of me. 
• I should be guarded. They probably want what I 

have.
• They can take what I have.
• They are out to get me, they want to hurt me. 
• They think they are superior to me. 
• I can’t trust them. 
 Want to know a secret? People who think they can 
be deceived, hurt, taken advantage of, treated unfairly, 

typically end up getting all those things because deep 
down they expect them. That’s their outlook on life. 
 But here is what’s really profound. Human mindset 
is not irreversible. In fact, you can change what you 
receive by changing what you expect. I know this to 
be a fact because I made the mindset shift myself just 

a few years ago, and I know many others who 
have done the same. The change starts 

with letting go of fears and trusting 
your higher emotions, especially 

the highest emotion of them all: 
LOVE.
 Let all your actions stem 
from	 love!	 How?	 The	 first	
basic premise is adopting as 
your guiding principle, that 
people are generally good 
in their core nature. The 

error stems from judging the 
people by the surface, not by 

the core. Start piercing through 
the surface straight to the core. I 

promise,	you	will	find	something	good	
inside any person. When you have changed 

your outlook on people, on life to a more trusting, 
more giving, more loving one, then all your other 
attitudes will change. You will not need to worry about 
any ethics, moral standards, wright or wrong decisions. 
What stems from love cannot be wrong, unethical or 
immoral.
 Now, let’s see how the examples given earlier can 
be	modified	by	changing	your	outlook.
• Fear: They will not approve of me. Love: I approve of 

them. It’s not important what they will think of me.
• Fear: I should be guarded. They probably want what 

I have. Love: I will help them get what they want.
• Fear: They can take what I have. Love: I will happily 

share my blessings with them.
• Fear: They are out to get me, they want to hurt me. 

Love: People are good in their nature. There is no 
reason they would want to hurt me.

• Fear: They think they are superior to me. Love: My 
self-worth has nothing to do with what others think 
of me.

• Fear: I can’t trust them. Love: I trust people because 

How can you 
be at peace 
while living 

in fear? 

Motivational Corner: The power 
of choosing love

(continued on  page 11...)
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Kim Dombrowski

Impressive Home 

Staging In today’s 
market, “cozy” 

is the new 
“luxury.”

With the fall upon us, take inspiration from 
the fall foliage and warmer colors to create 
comforts to make a home feel more cozy. 

With so many people working from home and children 
doing virtual learning there are some new things to 
consider when listing your home this season. Buyers 
want to be wowed and know that the lifestyle they 
want to lead. This includes staging both 
inside and outside of the property.  
Here are ways to play up the 
emotional connections for your 
buyers.
 Start	with	curb	appeal.	
First impressions matter, so 
make your home stand out 
the instant buyers pull up to 
the curb.  Yard work will play 
a major role in welcoming 
buyers to a property. Use 
sweat equity to spruce up the 
front yard by raking leaves, 
pulling weeds, adding a fresh layer 
of mulch and pruning trees and shrubs.  
 For additional appeal, paint the front 
door a bright color, replace old house numbers, 
lighting, the mailbox, and add a new welcome mat.  If 
the porch has room for furniture, add a couple of chairs 
with pillows to expand your outdoor living space.
 Light	it	up.	The pandemic has created a higher 
level of anxiety. Studies suggest that natural light from 
windows or enclosed outdoor spaces can boost people’s 
mood and, over the long term, improve mental health.  
 With the days getting shorter, light up the 
walkway to the front door and have all the outside 

lights on.  Be sure to turn on the interior lights to show 
off how spacious and bright the property is. Consider 
increasing	the	wattage	in	your	lamps	and	fixtures.	
 Aim for a total of 100 watts for every 50 square 
feet. Make sure you have three types of lighting: 
ambient (general or overhead), task (pendant, under-

cabinet or reading) and accent (table and wall). Not 
only do well-lit rooms look larger, but they 

also look more inviting, creating that 
welcoming glow for buyer. 

 Cozy	 comfort.	 The fall 
season will make homebuyers 
to feel cozy and comfortable 
inside your property.  Set the 
mood inside by lighting the 
fireplace.		Float	the	furniture	
away from walls.  Reposition 
sofas and chairs into cozy 

conversational groups, and 
place	pieces	so	that	traffic	flow	

is obvious.  Not only will this 
make the space more user-friendly, 

but it will open up the room and 
make it seem larger.  Have a large basket 

overflowing	with	soft	blankets,	add	furry	pillows	and	
soft throws on the sofa to create that inviting feeling. 
 Set up a coffee station with a tray, mugs, and 
napkins, displaying magazines and books on coffee 
tables,	and	draping	 fur	throw	blankets	over	beds;	all	
of this conveys a more homey feel.  Anything that will 
encourage a buyer to feel relaxed and at home, and 
ready	to	curl	up	in	a	comfy	chair	by	the	fire	will	help	
you get an offer faster.  

Fall staging: Cozy is the new 
luxury

(continued on page 11...)
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Sherry Snyder, ABR, 

SFR, e-PRO 

Vice-Chair, 

Community 

Involvement Advisory 

Group

Being 
active and 
informed  
should be 
standard. 

“Setting the (Professional) Standard” seems 
like something that is written about year 
after year and needs to be as new members 

enter our industry. Who sets this “standard”? How are 
we, as agents, perceived? What would you like the 
standards to be and do you set them for yourself? 
 As a member of HRRA’s Board of Directors, I’ve 
been able to witness true professionalism 
and be amongst agents who hold 
themselves to very high standards.
 Having served on the board 
these past four years as a past 
chair of the Resale Committee, 
launching REALTORS® Have 
a Heart and being a regular 
participant of some of HRRA’s 
other committees/councils, 
I have surrounded myself 
with people who epitomize 
the professional standard of 
our industry. I feel being active 
and informed within HRRA should 
be standard for any individual who 
proudly wears the REALTOR® “R.” 
 Each one of us has a broker and/or seasoned 
agents	in	our	office	who	have	served;	seek	them	out	and	
have a conversation with them. Ask them why they feel 
it’s important to attend the meetings, get involved, and 
what it has added to their business.
	 When	 I	 first	 entered	 real	 estate,	 I	 heard	 the	
misconception that “agents make a lot of money and 
do very little.” I’ve also heard “anybody can get a real 
estate license,” which unfortunately seems to hold some 
truth. If you think about it, it requires more licensing 
hours for a hair dresser to obtain a license than it does 
for a real estate agent. That’s why it’s so important to 
get involved and put in the hours to better yourself as 
an agent and a representative of our industry. Every 
time you go out in public wearing your name tag, you 
are representing the real estate industry. 
 That being said, maybe it’s not too much to ask 
that we dress like we’re going on a job interview 
because, honestly, any time you’re in public with your 
name tag, you have the potential of being on one when 
someone stops you in the checkout line and asks, “Are 
you in real estate?” Or, “So, how’s the market?”

 What are  the standards you have set for yourself? 
Obviously, being involved with HRRA has been one of 
mine. Dressing professionally is another. Often times 
you will work with friends or become friends with 
your clients. I’ve had some say to me when working 
with them on the weekend, “Sherry, you don’t have to 

get dressed up for us…it’s the weekend,” and my 
response is always, “Thank you, but, yes, 

I do. I’m working.” I want them to see 
me as a professional at all times.

 Another standard is how you 
treat your co-broke agents and 
Affiliates,	which	include	home	
inspectors, contractors, etc. 
Some of the best advice I’ve 
received (and share) is, “Get 
out of your own way.” This 
means it’s not about you. 

 If you have a willing and 
able buyer and seller, it is your 

job to help facilitate that sale 
despite what you may think about 

the fairness of the deal or your feelings 
towards the other agent. We have been 

entrusted with a huge responsibility. People rely on 
us to act professionally and mediate for them. 
 What happens when a professional sports player 
allows emotions to cloud his/her judgement? It causes 
disruption amongst the team and can cause them to 
lose the game. A real estate transaction is much the 
same	way.	Your	 loan	officer,	attorney	or	 title	person,	
inspectors, appraiser and contractors, are all working 
towards the same goal which is to close on a property. 
Set the standard from the very beginning of treating 
your “teammates” with respect, and you will have 
many successful outcomes.
 I hope that this article will serve as a reminder 
for seasoned agents to stick to the level of professional 
standards they have set for themselves and, for the 
new members, to think about your business and how 
you want to conduct yourself. 
 When you close on a transaction with another 
agent,	reflect	on	why	it	went	smoothly.	Most	likely	it’s	
because everyone communicated, treated each other 
respectfully and worked well as a team to reach that 
final	goal.		⌂⌂

Professional Standards = 
Professional Results 
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(Motivational Corner, continued from page 8)

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

Darryl McDaniel
NMLS #: 1425384
571.839.8342

If you are BUYING, BUILDING or REFINANCING contact:

fultonbank.com/mortgage

of their basic good nature.
 You may still feel skeptical. You may think, “All this feeling 
warm and fuzzy baloney doesn’t work in the real world.” 
 To that I say the following: Go to the truly happiest people you 
know in person. The people that no matter what, always have a 
smile on their face, never complain despite the troubles. Many of 
them are also very successful in conventional terms. Go ask them, 
what’s their attitude towards other people? 

	 Chances	 are,	 they	will	 affirm	everything	 you	 read	above.	 It	
can’t be any other way. To be truly happy, you must be in peace 
with the world and yourself. Think about it, how can you be at 
peace while living in fear? 
 Choose loving, choose giving, choose trusting, choose forgiving, 
choose peace. Note the word “choose”, because it’s a choice. No one, 
and I mean no one, can affect how you feel, if you choose to choose 
your own feelings. Start loving people and life today. ⌂⌂

 Artwork and smiles

A	special	shout	out	goes	to	HRRA’s	Affiliates	Council	for	its	successful	PaintFest® 
this summer! Thanks to the creative efforts of the attendees, The Albero House 
at St. Mary’s Home in Norfolk now has some new artwork. Due to the COVID-19 
pandemic,	HRRA	was	not	able	to	visit	St.	Mary’s	for	the	official	presentation	of	the	
finished	piece,	but	the	association	is	happy	to	see	residents	like	Alysha	and	Amelia	
enjoying the artistic efforts. The six-panel mural, created by PaintFest® participants 
with	a	kit	from	the	Foundation	for	Hospital	Art,	is	the	fifth	one	HRRA	has	donated	
to St. Mary’s. Thanks to all who took part in this endeavor! – Victoria Hecht, HRRA 
Communications and PR Specialist

	 Home	office.	With the rise of people working from home, it is 
important	to	show	space	that	can	be	used	as	an	office.	Either	stage	
a	room	that	was	clearly	built	as	an	office,	convert	a	spare	bedroom	
for homeschooling or  try to carve out a nook to create a desk area 
in the home.
 Outdoor	 living.	 Buyers are looking for outdoor areas to 
expand	their	living	space.	Pretty	porches	that	offer	an	optimal	first	
impression to an outdoor haven that expands the home’s living 
space	 are	 highly	 desired.	 	 For	 that	 cozy	 feel,	 add	 a	 fire	 pit	 and	
chairs.

 In today’s market, “cozy” is the new “luxury.”  Professional 
home stagers know the key elements to showcase to leverage the 
home’s architecture, décor, feel, smells and lifestyle the homebuyer 
is longing for.  Lastly, when decorating for the holidays take a cue 
from nature. Rather than displaying ghosts, monsters or turkeys, 
try	to	use	pumpkins,	hay,	and	fall	flowers	and	natural	elements.		⌂⌂

(Fall staging, continued from page 9)
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Traci Lewis Van 

Camp, CRS, ABR, 

GRI, MPM, RMP

Chair, Property 

Management and 

Leasing Council

Most 
people stay 
in their own 
bubble; they 
never give 

back. 

October: fall colors decorate our trees, and 
cornstalks, pumpkins and scary creatures 
decorate our homes. You might sit outside 

around	a	fire	pit	and	enjoy	your	favorite	drink	or	even	
roast marshmallows or make s’mores. 
 October brings that warm and cozy feel that we 
love. This year our October festivities may bring 
on a new feeling or look. Being cooped 
up for months, taking precautions, 
wearing masks (a different style 
than usual) and social distancing 
all make up our “new normal.” 
 October is also Fire 
Prevention Month and Breast 
Cancer Awareness Month. 
There is a long list of other 
awarenesses, too: Global 
Diversity, LGBT History, 
Long-Term Care Planning, 
Emotional Wellness and 
Intelligence, Down Syndrome, 
National Bullying Prevention 
and the list goes on. Several foods 
are celebrated this month as well and, as 
a property manager, I have to add National Toilet 
Tank Repair Month! Who knew that there were so 
many awareness observations in just one month?
 HRRA’s Property Management & Leasing Council 
usually has the Chesapeake Fire Department visit 
during its October meeting to remind us to make sure 
fireplaces	and	dryer	vents	are	cleaned,	smoke	detectors	
checked and new batteries installed. I absolutely love 
their	pink	fire	truck	with	all	the	cancer	ribbons;	it	truly	
brings awareness to how many cancers are out there. 
Whether	spraying	a	fire	hose	or	going	up	in	a	bucket,	it	
gives you a whole new perspective!
 Speaking of new perspectives, while researching 
October, one awareness observation stood out: 
Workplace	Politics	Awareness	Month.	It	was	defined	as	
“interactions involving power and authority in a place of 
work. It uses social networking within an organization 
to	 achieve	 changes	 that	 benefit	 that	 organization.”	
How can you be an asset to your workplace or HRRA? 
If you are taking a moment to read this or the other 
many articles, then you are on the right track. 
 Recently HRRA held two meetings by Zoom to 

help membership navigate through proposed bylaws 
changes. Only 1% of our membership attended. On 
average less than 10% of our membership attends local 
council meetings. Wow! Where is everyone? Are you 
part of the percentage that is engaged and aware of 
events or meetings at HRRA?

 Do you have advice that you would like to 
share to make our organization better 

for all? What level are you involved? 
Are you attending meetings and 

events, or do you participate on 
a committee? Do you ask to be 
involved? Most people stay in 
their own bubble and only 
take from an organization 
what	 benefits	 them;	 they	
never give back. 
 So how do you give back? You 

become aware and involved. 
This month HRRA will vote on 

the	future	officers	and	directors	of	
our organization. Our nominating 

committee has done an outstanding job 
in	finding	the	best	candidates	to	take	HRRA	

to the next level. I encourage you to get involved, 
read and listen and, most importantly, to truly be the 
epitome of #ThatsWhoWeR. 
 Don’t just show up to the Circle of Excellencesm 
gala to obtain an award. Be proud of the organization 
that is giving you that award. Be involved, participate 
in monthly council meetings, earn designations, and 
educate yourself. Donate to RPAC, the REALTORS® 
Political Action Committee. Property management 
went through many new laws this year, and your 
RPAC donations make a difference in advocacy efforts.
 Set some time aside to attend a HRRA council 
meeting or other Zoom event? Our association 
volunteers and staff work very hard to bring you the 
best speakers, and the best education. This year we 
won’t	have	the	fire	department	here,	but	we	have	tried	
to make our meetings fun as well as informative. Take 
a moment to look at the website, app or any of the social 
media pages to see the upcoming meetings and events.
Take a moment to be aware of how you can make your 
work place as well as your association a better place 
because of you! ⌂⌂

Be an asset to HRRA: Get 
involved
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Affiliate Spotlight: TitleQuest  
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: TitleQuest
 
Territory:	Virginia:	title	and	settlement;	North	Carolina,	title	only
 
Company	details: www.titlequest.net, kcontreras@titlequest.net and mmacuk@titlequst.net
 
Year	company	established: 2001 HRRA	Affiliate	member	since: 2013

Company	specialties: Our specialty is offering peace of mind to individuals and companies as they sell, 
purchase,	refinance	or	 lease	real	property.	Whether	you’re	a	buyer,	seller,	 realtor,	 lender,	 landlord	or	
tenant, we have the services and insurance products you need. 

Why	we	joined	HRRA: We have a charitable wing, Charity Ventures, whose mission is to contribute 
and serve our community. In the same way that Charity Ventures allows us to connect to our community 
on	a	more	personal	level,	our	affiliation	with	HRRA	allows	us	to	connect	to	our	professional	community,	
and to contribute and serve our local industry. 
 
Why we got into this business:	(Kat)	Entering	the	business	before	I	became	a	mother,	it	was	a	fit	from	
the start. There’s a lot of kinetic energy in our business, and it matches my personality perfectly! Some 
years later, with three little girls at home, I returned to the business I knew and continued to grow. I 
had built a solid foundation in Processing that evolved into my current role as a sales executive. I like to 
think my foundation makes me unique, approaching sales with a processor’s heart, grit and knowledge!

Why	we	love	doing	what	we	do: (Mark) I love seeing it all come together. We have a unique view 
of this from the closing table, though it’s much bigger than that. It’s a culmination of a lot of disparate 
elements,	 entities	 and	 personalities;	 from	 the	 clients	 and	 their	 REALTORS®,	 to	 lenders,	 insurance	
agents, appraisers and more. We get to play with a lot of talented folks along the way, from contract to 
closing, and it’s rewarding to see it through to fruition! 

Our	favorite	satisfied-customer	story: (Mark) For one particular closing, our buyers were the owners 
of my favorite Indian restaurant in town. Knowing I loved this restaurant, Kat graciously allowed me to 
conduct this one. We had successfully solved some unique challenges prior to closing. With only a small 
opening in our closing calendar that day, and to avoid any delays or inconvenience for our buyers, I met 
them at their restaurant to conduct the closing on site that afternoon. They were so pleased that we got 
the transaction to the table, and that they didn’t have to leave their business during a peak time, they 
not only treated me to lunch, they also packed an additional take-out box for Kat! It was a glorious day. 

Our	favorite	HRRA	event	and	why: We LOVE, LOVE, LOVE the Chili Cook-Off and Tailgate Party for the same reason Thanksgiving is 
such	a	dynamic	holiday!	Food	unites	people	so	beautifully	and	naturally,	and	represents	so	many	various	cultural	and	regional	influences!	
This event can be downright transcendent. 

Most	memorable	HRRA	moment: REALTORS® Have a Heart’s volunteer event at Edmarc Hospice for Children. Categorically, it’s the 
most memorable and rewarding HRRA experience to date. 

Best	piece	of	advice	to	REALTORS®: “Yes, it matters where you close.”

The	one	thing	we	want	REALTORS® to know about our industry is: Our primary aim is to protect your most valuable resources: 
your clients. 
 
HRRA Affiliate Spotlight offers a closer look at the association’s Affiliate members. TitleQuest is a 2020 Bronze Partner. 

http://www.titlequest.net
mailto:kcontreras@titlequest.net
mailto:mmacuk@titlequst.net
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Arnel Tanyag

Tanyag & Co. Do not 
change your 

goals and 
objectives for 

2020.

Who would have thought that, at the 
beginning of 2020, the start of a New Year 
and new decade, we would experience a 

global pandemic known as COVID-19? We went from 
the excitement of achieving our business and personal 
goals to a screeching halt. 
	 Why?	 We	 had	 the	 first	 confirmed	 case	 on	
COVID-19 in Virginia on March 7. A couple 
of days later, Gov. Ralph Northam 
declared a state of emergency 
in Virginia’s Commonwealth. 
This led to the businesses of 
entertainment and public 
amusement, restaurants, 
fitness,	 exercise,	 schools,	
personal grooming, private 
campgrounds, and places 
of worship being closed or 
able to remain open with 
some restrictions in occupancy. 
Others would encourage 
telework, if possible, and limit 
in-person work-related gatherings, 
including conferences, tradeshows and 
training. It became challenging to do business.
 The bottom line is, people were scared and fearful. 
One way of doing business—face-to-face interaction 
with each other over coffee, meals, or events—
disappeared and today remains very limited. 
 Not only that, if you have kids who were attending 
school before March 2020, now you had to take care of 
them	at	home.	Schools	were	closed;	some	people	were	
out of work, others who were working distracted with 
so many changes.
	 Meanwhile,	 we	 have	 had	 to	 figure	 out	 for	 our	
business how to survive and thrive during these times. 
Over the last six months, I have learned some business 
lessons to continue to practice going forward. These 
came from my experience working as a MAPS Business 
Coach	and	Certified	Referral	Trainer	with	Referco	(7L).
 Lesson	1:	Do not change your goals and objectives 
for	 2020;	 change	 your	 timelines,	 priorities	 and	
strategies. Because of COVID-19, most people will 
either reduce their goals and objectives or give up on 
them. They will continue to work or look busy but have 
no sense of purpose, or just quit working.

 Lesson	 2: Review your business and personal 
budget and run lean. Most small business owners 
struggle	 with	 the	 financial	 management	 of	 their	
business and home in good times. With COVID-19, 
it forces business owners to look at what they are 
spending and ask, is it providing me a return on my 

investment? If not, let it go immediately. 
 Lesson	 3:	 Evaluate	 relationships;	

look for people who have the same 
values, beliefs, and purpose as 
you	and	figure	how	to	help	each	

other. With COVID-19, you 
have fewer opportunities to 
meet new people. Going wide 
is	 not	 practical;	 instead,	 go	
deeper with your existing 
relationships. 
 Lesson	 4: Work from a 

one-page business plan to 
accomplish your goals and 

objectives and know your “One 
Thing” to focus on moving forward. 

Most business owners operate their 
businesses based on feelings and what 

they can remember in their “heads” to focus on 
now (urgent), not in the future (important). With 
COVID-19, there are more uncontrollable variables 
and unknowns. Knowing your “One Thing” will give 
you peace to know you are doing everything in your 
power to win daily for your future.
 Lesson	5: Create an external sounding board by 
hiring a mentor or business coach. A sounding board 
is	 your	 confidant	 in	 whom	 you	 can	 discuss	 burning,	
complex, multi-faceted issues in your business and life. 
With COVID-19, changes are happening at a fast-paced 
rate daily, and not only in business. This overload of 
information can overwhelm or paralyze you into not 
making any decisions. A sounding board allows you 
to talk it out to someone who is your “Raving Fan”. It 
provides the business owner with clarity and validation 
to move forward. 
	 These	five	lessons	can	help	you	achieve	your	goals	
and objectives for 2020, and it can even make this year 
your best year ever in business. All you have to do is 
move from fear to faith, trust the process, and keep 
moving forward.  ⌂⌂

Business lessons learned from 
COVID-19: from fear to faith
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navyfederal.org

Vaughn Sullenberger
Manager Mortgage Origination
NMLS # 1624259

Lascara Mortgage
1530 International Blvd
Norfolk, Virginia 23513

Phone: 800-531-7174 x.21171
Mobile: 757-334-8711
vaughn_sullenberger@navyfederal.org

“That’s Who We R” 
REALTOR® Spotlight
WHO: Stephanie S. Scott, C2EX, MRP, 
The Real Estate Group 

HRRA MEMBER SINCE: 2011

REALTOR® ACTIVITIES/AWARDS: 
Resale Council vice-chair, National 
Association of REALTORS® 
Commitment to Excellence (C2X) 

COMMUNITY INVOLVEMENT: 
Love helping alongside my fellow 
REALTORS® any time we can 
(especially through REALTORS® 
Have a Heart). EDMARC Hospice for 
Children is a favorite of mine.

I CHOSE TO BECOME A REALTOR® 
BECAUSE: Well, since there are at 
least 651 reasons to be one, how can I 
pick just one? 

FAVORITE REALTOR® BENEFIT: 
The community “give back” of this 
group is unendingly “doing.” I love 
being part of a group of professionals 
trying to make the world a better 
place.

FAVORITE HRRA ACTIVITY 
AND WHY: I love the REALTOR®/
Lawyer forum and the Community 
Involvement Advisory Group’s 
REALTORS® Have a Heart activities.

MOST MEMORABLE HRRA 
MOMENT: Getting a bus to bring folks 
from	our	office	to	a	Gold	Star	mom’s	
home for repairs. We were about half 
of the volunteer force that day.

I AM PROUD TO CALL MYSELF A 
REALTOR® BECAUSE: We care on a 
deep level about who we serve and our 
community!

BEST PIECE OF ADVICE FOR 
FELLOW REALTORS®: In the words 
of the famous David Knox, “Answer 
your phone!” Next best is to educate 
yourself and the public about the 
difference in a licensed agent and a 
REALTOR®. Lastly, continue to strive 
for excellence, take courses, earn your 
C2EX designation, and participate on 
a higher level than you are now.  

Stephanie 
Scott

REALTORS® are members of the

National Association of REALTORS®

REALTORS®

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

Look for the R.

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

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

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

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

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

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

REAL ESTATE AGENT TO-DO LIST

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

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

Legal

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

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

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

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

Source: National Association of REALTORS® 2019 Profile of Home 

Buyers and Sellers report

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

Community 

Coordinate with lenders
Research mortgage rates and termsSchedule appraisals and inspections

Financial  

REALTORS® are members of the National Association of REALTORS®

97%

95%

Negotiationskills

Honesty and integrity

98%

Knowledge of real estate market

98%

Knowledge of purchase process

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

Arrange tours of homes   
Navigate home inspectionsNegotiate best possible price
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Julie Ulrich

Vice-Chair, Common 

Interest Community 

Advisory Group

A fire 
started in a 

condo unit is 
likely to affect 

other units. 

October is Fire Safety Month, with Fire 
Prevention Week beginning Sunday, October 
4, and ending on Saturday, October 10. Since 

1922, the National Fire Protection Association (NFPA) 
has run an annual campaign to help educate the public 
on	fire	safety	in	effort	to	reduce	the	number	of	deaths	
caused	by	fire.	
 Now is the perfect time to make sure 
you	 have	 a	 solid	 plan	 for	 fire	 safety	
and prevention. 
	 While	 fire	 safety	 is	 critical	
in all settings, condo living 
brings along its own set of 
challenges when it comes to 
fire	 safety	 and	 prevention.		
Many people living in close 
proximity to each other 
means	 that	 a	 fire	 started	 in	
a condo unit is likely to affect 
other	units.	Even	if	a	small	fire	
is brought under control quickly, 
it could still result in smoke or 
water damage to neighboring units. 
 If you live in a high-rise building, 
the community management team should have 
a	 comprehensive	 fire	 safety	 plan	 for	 the	 building,	
including evacuation plans. You should make sure you 
know	and	understand	 the	 fire	 emergency	 procedures	
for your community. 
 Today we are looking at what you can do to ensure 
fire	safety	as	an	individual	condo	dweller	in	any	type	of	
condo structure. 
 Smoke	 alarms	 are	 a	 key	 component	 of	 any	
fire	prevention	plan, and one of the most effective 
tips.	When	 there	 is	 a	 fire,	 smoke	 spreads	 fast	 and	 a	
working smoke alarm gives you early warning. 
	 According	to	NFPA	roughly	3	out	of	5	fire	deaths	
happen in homes with no smoke alarms or no working 
smoke alarms.
• Make sure you have smoke alarms installed inside 

each bedroom, outside each sleeping area and on 
every level of the home. On levels without bedrooms, 
install alarms in the living room and/or near the 
stairway to the upper level. 

• Smoke alarms should be installed at least 10 feet 
from any cooking appliances to limit false alarms 

while cooking.
• Do not install near windows, doors, or ducts where 

drafts might interfere with operation.
• People who are hard-of-hearing can use special 

alarms with strobe light and bed shaker features.
• Choose interconnected smoke alarms, so when one 

sounds, they all sound.
• Test smoke alarms at least once a month 

using the test button.
• All smoke alarms should be 

replaced every 10 years.
• Remember to change your 

batteries when you change 
your clocks for daylight 
savings—twice a year! 

• If you live in a multi-
unit building and notice 
a smoke alarm in a 

hallway not working, notify 
management.

 Avoid	electrical	hazards:
• Do not overload extension cords 

or wall outlets. Use surge protectors 
to protect outlets and expand capacity 

• Never	use	extension	cords	with	major	appliances;	
plug directly into wall.

• Check	often	for	electrical	fire	hazards	such	as	worn	
cords.

• Have	 all	 electrical	 work	 done	 by	 a	 qualified	
electrician. Most condo associations will require 
proof of insurance and contractor’s license to be 
submitted before work is performed in the building.

• Use lightbulbs with the right number of watts.
	 Kitchen	safety:
• Most	cooking	fires	start	when	someone	is	frying	food,	

so stay in the kitchen when frying or cooking with 
oil. 

• If you must leave the kitchen while cooking, set a 
timer to remind yourself to go back and check on 
things.

• Keep dish towels and oven mitts away from the 
stove burners. 

 Outdoor	 safety: Are you allowed to grill in 
your community? Are you sure? I highly recommend 
checking	with	your	condo	association	as	well	as	the	fire	

Condo living: the importance of 
fire safety

(continued on next page...)
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department in your city every couple of years to make certain the 
rules	or	fire	codes	have	not	changed.	
	 Depending	on	city	code,	open-flame	cooking	devices	are	almost	
never allowed on balconies when there is a unit above or below 
you, unless there is an automatic sprinkler system installed. If you 
have a townhome with a small yard, your association may allow 
grills,	however	there	is	most	likely	city	fire	code	stating	how	many	
feet away from the structure the grill must be stored and operated. 
An electric grill could be the safest solution for condo living.
 If you are a cigarette smoker and smoke outside, make sure 
you	put	 your	 cigarettes	 out	all	 the	way.	And	 for	 the	 love	 of	fire	
safety and prevention, please do not put them out in the mulch 
beds	 or	 grass.	 Many	 building	 fires	 have	 been	 started	 from	 the	
improper disposal of cigarettes. 
	 I	 recently	 read	 an	 article	 about	 an	 apartment	 complex	 fire	
started in a mulch bed, which spread to a car, then to the building. 
Thirty-six apartments and six cars were destroyed. 

 Dryer	vents: I’ll be honest, before I lived in a condo it never 
occurred to me to have my dryer vent cleaned. The rules and 
regulations in my association call for the annual cleaning of dryer 

vents,	and	after	educating	myself	on	dryer	fires,	I	learned	having	
the vents cleaned annually is a small price to pay to reduce the risk 
of	a	fire.	
	 According	to	a	2017	NFPA	Research	Report,	dryer	fires	cause	
an annual average of $238 million in direct property damage. The 
number	one	reason	dryer	fires	start	 is	 failure	to	clean	the	dryer	
vent lines. As lint collect in the dryer vent system it can cause the 
dryer to overheat. 
	 Consult	your	condo	documents	to	find	out	who	is	responsible	for	
the maintenance of dryer vents—the owners or the association—
and make sure this important routine maintenance is being 
performed.
	 For	 more	 fire	 safety	 information	 and	 tips,	 visit	
firepreventionweek.org.  ⌂⌂

(Fire safety, continued from previous page)

NMLS# 147312 This is an advertisement and not a commitment to lend.

Choose a local industry 
expert who is focused on 
you and your clients.

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

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

http://firepreventionweek.org
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Elaine Griffin

Vice-Chair, 

Professional 

Standards Committee Perception
is

everything.

We are REALTORS® 24/7. That means we are 
pledged to observe the spirit of the Code 
of Ethics of the National Association of 

REALTORS® in all our activities and to conduct our 
business in accordance with its tenets. 
 Here is a summary of the basic principles of our 
Code of Ethics:
	 Articles	1-9	Duties	to	Clients	and	
Customers:
1. Protect and promote your client’s 

interests, but be honest with 
all parties.

2. Avoid exaggeration, 
misrepresentation and 
concealment of pertinent 
facts. Do not reveal facts 
that	are	confidential	under	
the scope of your agency 
relationship.

3. Cooperate with other real 
estate professionals to advance 
your client’s best interests.

4. When buying or selling, make your 
position in the transaction or interest 
known.

5. Disclose present or contemplated interest in any 
property to all parties.

6. Avoid side deals without your clients and customers 
consent.

7. Accept compensation from only one party, except 
with full disclosure and informed consent.

8. Keep the funds of clients and customers in escrow.
9. Assure, whenever possible, that transactional details 

are in writing.
 Articles	10-14	Duties	to	the	Public
10. Provide equal service to all clients and customers.
11. Be	 knowledgeable	 and	 competent	 in	 the	 fields	

of practice in which you ordinarily engage. Obtain 
assistance or disclose lack of experience if necessary.

12. Present a true picture in your advertising and 
other public representations.

13. Do not engage in the unauthorized practice of law.
14. Be a willing participant in Code enforcement 

procedures.
	 Articles	15-17	Duties	to	REALTORS®

15. Ensure that your comments about other real estate 

professionals are truthful, and not misleading.
16. Respect the exclusive representation or exclusive 

brokerage relationship agreements that other 
REALTORS® have with their clients.

17. Arbitrate	contractual	and	specific	non-contractual	
disputes with other REALTORS® and with your 

clients.
Do know there are greater details and 

Standards of Practice for each Article 
at nar.realtor/about-nar/governing-

documents/the-code-of-ethics. 
 The Article that I see most 
often in a formal complaint is 
Article 1: “When representing 
a buyer, seller, landlord, 
tenant or other client as 
an agent, Realtors pledge 
themselves to protect and 

promote the interests of 
their client. This obligation 

to the client is primary, but 
does not relieve REALTORS® of 

their obligation to treat all parties 
honestly…” 

 To me this should be the easiest to remember 
and abide by. But we tend to forget that perception is 
everything! 
 Not everyone sees things or hears words the same 
way we do. And this includes body language as well. 
And now that we are doing so much in texting, it leaves 
to interpretation the way we “say” things. 
 So, for your sake, choose your words carefully and 
check with your clients to make sure they understood 
just what you were saying and did not read something 
you did not mean into it.
 Let us meet each other with respect and dignity. 
Let’s respect ALL humanity!  ⌂⌂

Revisiting the basic principles of 
our Code 
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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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powered by the 
Affiliates Council, HRRPAC, 

and “That’s Who We R”

Calendar of EVENTS
OCTOBER
Government Affairs October 1 1 p.m. Zoom 
New Member Orientation October 3 9 a.m. Norfolk Room 
Affiliates	Council	 October	9	 9:30	a.m.	 Virginia	Beach	Room	
New Member Orientation October 15 9 a.m. Norfolk Room
REALTOR®/Lawyer October 15 1 p.m. Zoom
Property Management & Leasing Council October 20 11:30 a.m. Zoom 
Wine & Cheese Social October 21 4 p.m. HRRA/Zoom Combination Event
Common Interest Community Forum (CIC) October 29 1 p.m. Zoom

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 
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 
YPN Education Session  November 18  1 p.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

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

powered by the Affiliates Council, HRRPAC, and “That’s Who We R”

• Wine & Cheese Pop-By 
(outdoors)

• HRRPAC Virtual Auction 
Wrap-Up and Bottle Grab

• “That’s	Who	We	R”	selfie	
station

• ...and more!

Wednesday, October 21, 2020
4 – 6 p.m. • at HRRA (outdoors pop-by table only) and via Zoom 

Featuring:

Wine y Cheese Social

Learn more at HRRA.com

http://HRRA.com
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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

OCTOBER
GRI 503: Business Planning October 2 9 a.m. Chesapeake Campus
Principles Exam Prep October 3 9 a.m. Newport News Campus
Broker Licensing: Finance October 5, 7, 9 & 12 9 a.m. VIRTUAL ONLY
Principles of Real Estate (AM) October 5 - 26 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) October 5 - 26 9 a.m. Newport News Campus
Principles of Real Estate (PM) October 5 - 26 6:15 p.m. Chesapeake Campus
Continuing Education Required Topics October 8 8:30 a.m. Chesapeake Campus 
Broker Licensing: Appraisal October 12-16 & 19 6 p.m. VIRTUAL ONLY
Continuing Education Related Topics October 20 8:30 a.m. Chesapeake Campus 
Continuing Education Required Topics October 27 8:30 a.m. Chesapeake Campus 
Senior Real Estate Specialist® (SRES®) October 27-28 9 a.m. Chesapeake Campus

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

*Course schedule may change without notice.

http://AlphaCollegeOfRealEstate.com


22     Hampton Roads REALTOR® • October 2020

Cosette Lambourne

Chair, Young 

Professionals Network 

Don’t 
take your 

foot off the 
accelerator. 
You cannot 

coast to 
victory.

The game changes in the fourth quarter. 
In sports, you need a winning strategy. In 
business, we not only need a winning strategy 

to	 finish	 our	 fiscal	 year	 strong,	 but	 a	 game	 plan	 for	
starting the next year full throttle. 
	 The	 New	 England	 Patriots	 famously	 finish	
every game at their peak, while my Cowboys 
are infamously known for failing in the 
fourth. No matter your team, there 
is a level of respect for those who 
plan, and play, to win. “It’s not 
the will to win, but the will to 
prepare to win that makes the 
difference.” -Paul Bryant
 Forbes magazine 
studied high performers in 
sports for lessons in business 
leadership. They found four 
tips that we can use to ensure 
we celebrate the game, the year, 
and our business every time!
 Create	 fourth-quarter	
moments	ALL	year	long. Seahawks 
coach Pete Carroll says, “Press the fourth 
quarter button every day”. We need to “press” every 
day	like	it’s	the	final	minutes	in	a	tied	game.	Give	every	
day your all! Another point that Carroll made with his 
team	is	that	we	need	to	celebrate	ALL	finishes	and	ALL	
successes, big or small. We all have our ‘now’ goals and 
hopefully	you	have	your	three-year,	five-year,	10-year	
and retirement goals. 
 Not every day will have monumental achievements. 
Maybe	 today	 you	 finished	 a	 home	 project	 or	 had	 a	
date night with your spouse. You might have learned 
a valuable lesson that you can apply to the future. 
Sometimes we are just grateful for toilet paper or 
toothpaste.	The	point	is	we	must	find	the	positive	and	
good in everything we do. Celebrate the small successes 
that propel us toward our bigger goal and vision!
 Play	to	your	strengths. Don’t waste your precious 
and invaluable time trying to be something you are 
not. Yes, we want to learn, grow and strengthen, but 
we must be in tune with who we at our core. You can 
only be as good on the outside as you are on the inside. 
You	cannot	love	another	if	you	do	not	love	yourself	first.	
 It is imperative that you identify what makes you 

unique, special, and whole. Utah Jazz’s head coach 
Jerry Sloan called it your “bread and butter play.” Do 
what you do best! In real estate, lead with what you are 
great at and also, “get back to basics”! Put those two 
together and your business will EXPLODE!
 Don’t	take	your	foot	off	the	accelerator. Finish 

as strong as you started! Most people take their 
foot off the gas. This is your opportunity 

to pass by the mediocre. When we 
are ahead on the scoreboard 

and feeling good about things, 
we often get comfortable, 
complacent,	or	over-confident.	
Avoid these three Cs! You 
cannot coast to victory. Take 
time to evaluate your client-
care, your nurture touches, 
and your business tools 

and systems. Every success 
pushes you into a new zone. We 

must adjust and grow with every 
moment if we are to reduce errors 

and accelerate our forward progress. 
 Conditioning. If you burn out in the 

first	three	quarters,	you	will	never	perform	at	your	
best in the fourth. Conditioning ourselves for the full 
year will ensure that we don’t sit the bench in the last 
minutes or months of our business. Spurs coach Gregg 
Popovich mastered sending his team in rested and at 
full	 strength	 in	 the	 final	 quarter.	 For	 us,	 this	might	
mean taking a long weekend or a family vacation. We 
need to balance breaks with our work-life so that we 
can return rested and recharged.
 I’m going to add a No. 5—Prepare. In real estate 
we all know that the work we do today usually pays 
out in 60-90 days. If we don’t take the fourth quarter 
to	 prepare	 for	 next	 year’s	 first	 quarter,	 then	 we	 are	
already behind before the year even starts. 
 Now is the time to evaluate your business, our 
numbers and our prospecting activities. Learn from 
this	year’s	profit	and	loss	statement	and	apply	changes	
to	 next	 year’s	 plan.	 Analyze	 your	 sales;	 days	 on	
market, listing and buyer ratios, average sales price, 
your return on marketing and lead-gen costs. 
 Set new goals and map out your plan of action for 
2021 now! You’ll thank yourself next year.  ⌂⌂

Welcome to the fourth quarter
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Jimmy Jackson

Chair, Government 

Affairs Committee

During the month of September we conducted 
candidate interviews for several cities in 
Hampton Roads, and it reminded me of how 

important it is to keep a professional relationship when 
interacting	with	candidates	running	for	office.	
 My goal is to have the same process for each 
candidate from the beginning to the end 
ensuring that everyone gets and equal 
and fair interview process.
 This begins with our initial 
contact to the candidates. We 
start by reaching out to them 
based on contact information 
they provide to the local 
registrar. The next goal 
is to schedule them for an 
interview with members from 
their locality when possible. 
We ask each candidate to 
complete a questionnaire of basic 
questions prior to the interview. 
 During the interview we have a 
standard introduction and set of questions 
that are asked by members. The process wraps 
up by explaining the timeline for endorsement to the 
candidate and answering any questions they many 
have about HRRA.
 There are two things that the candidate anticipates 
following	our	interviews.	The	first	is	an	endorsement,	
and	the	second	is	a	financial	contribution.	I	have	been	
very encouraged over the years to hear that candidates 
consider our endorsements as important, if not more 
important than a donation. It indicates that voters see 
that endorsement and know we have taken the time to 
interview each candidate on their positions in relation 
to the real estate industry.
 Several of the candidates who participate in the 
interviews will be elected, and I will then have to 
interact	with	them	as	elected	officials	at	city	council	or	
planning commission meetings, which makes the need 
for a professional approach to the candidate interview 
process even more important. 
 One area that can be particularly sensitive is the 
discussion	of	financial	contributions	from	our	political	
action committee to the candidate’s campaign. I try 

to avoid these types of conversations until after the 
interviews and often this is easily done by having 
HRRA staff to communicate with campaign staff.
 Outside of candidate interviews another area that 
I am careful to keep the conversation focuses is when 

I	am	interacting	with	an	elected	official	about	an	
issue pertinent to our industry. 

	 When	 I	 meet	 with	 elected	 officials	
on issues regarding our industry 

I never bring up their election 
if it is a year they are on the 
ballot. This is one area wjere I 
believe there is no gray area. 
Working on a policy issue 
and talking about campaigns 
is not a good idea and I try to 
never let it happen.

 Taking these precautions 
and being aware of what 

the professional approach to 
interacting with politicians and 

candidates is important to set a good 
example, but it is also important in my role 

as a representative of HRRA. 
 However, it is not just the interactions with 
candidates that require a thoughtful professional 
approach, but in 2020 a political persuasion can ruin 
professional and personal relationships. 
 Therefore, it is important to me that I treat 
everyone the same and focus on issues not on personal 
politics. I have found that by doing this I have been 
able	 to	 build	 relationships	 with	 all	 elected	 officials.	
Those	 relationships	 benefit	 HRRA	 when	 expressing	
our positions and how a change in a local or state code 
will impact our industry and our clients.
 We have a Code of Ethics as REALTORS®, and I 
believe those same principals can be used to guide us 
in our role as volunteers in HRRA.  ⌂⌂

Professionalism and interacting 
with candidates

I focus on 
issues, not 

on personal 
politics.
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: Guns, drugs, real 
estate and murder…oh my!

Expect a 
Virginia court 

to be less 
forgiving than 

the Texas 
court.

This year, the Virginia General Assembly passed 
a	number	of	firearms-related	bills	at	the	request	
of the governor. Those measures indicate 

an increased focus on gun safety and control within 
the legislative and executive branches of Virginia’s 
government. The judicial branch also has decided a 
number	of	firearms	cases	over	the	years,	of	course,	
but no reported Virginia decision seems to 
address the civil liability of real estate 
licensee for injury or death from 
the	use	of	a	firearm.	When	most	
of us consider such liability, we 
probably imagine the scenario 
in which the licensee is the 
user of the gun, but a case 
from Texas shows that the 
licensee does not even need to 
be the shooter to be subjected 
to potential civil liability.
 The case is Richardson v. 
Crawford and was decided by 
the Court of Appeals of Texas on 
October 12, 2011. The case centered on 
the actions of Gretchen Richardson, a real 
estate agent at a company called Stewart R. Kelly 
Real Estate, Inc., in Waco, Texas (“Kelly Realtors”). 
Gretchen did not have many friends at Kelly Realtors. 
Several of her co-workers described her as manipulative, 
vindictive, hateful and intimidating. In fact, perhaps 
her	 only	 friend	 in	 the	 office	 was	 her	 fellow	 agent	
Michael Lee Crawford. Gretchen and Crawford shared 
“off color” jokes with each other by email and often had 
lunch	together.	Office	rumors	alleged	that	the	two	had	
had an affair, but Crawford denied that. Still, some 
of Gretchen’s colleagues asserted that she boasted of 
having affairs with several men, including some at the 
Kelly	 Realtors	 office.	 She	 did	 tell	 Crawford	 that	 she	
was unhappy in her marriage, and he suggested that 
she obtain a divorce. 
	 In	 addition	 to	 her	 unpopularity	 at	 the	 office,	
Gretchen	 had	 a	 drug	 abuse	 problem.	 She	 testified	
that it began in January of 2005 when she became 
depressed after undergoing a hysterectomy. She 
started abusing prescription pain pills and staying 
out late into the night. Several colleagues stated that 
they saw her asleep at her desk when they arrived at 

work early in the mornings. Gretchen admitted that 
she worked constantly to obtain more prescription pain 
pills through doctors and other sources. 
 Gretchen’s husband John Richardson confronted 
her about her drug abuse when she arrived home 
just before midnight on June 4, 2005. She had been 

drinking	and	had	taken	some	Ambien	and	five	to	
eight Hydrocodone pills. John revealed to 

her that he had asked her doctors not 
to prescribe any more medications 

for her because of her drug 
abuse. That triggered a verbal 
and physical altercation 
between the two, until John 
let Gretchen leave the house. 
Upon leaving the house, 
Gretchen	 went	 to	 her	 office	
at Kelly Realtors, arriving 

shortly after midnight on June 
5th. She took a 38 caliber Smith 

&	 Wesson	 snub	 nose,	 five	 shot	
revolver from a desk drawer and 

proceeded to an apartment complex to 
buy drugs. She later asserted that she took 

the gun from Kelly Realtors for protection during 
the drug deal. 
 Gretchen bought the drugs, possibly including 
methamphetamines, and began driving toward her 
home. At some point she recognized John’s truck 
driving	 behind	her	with	 the	headlights	flashing.	She	
and John both pulled over to the side of the road, 
exited their vehicles and began another shouting 
match.	 Gretchen	 fired	 a	 warning	 shot	 into	 the	 air	
with the gun she had taken from Kelly Realtors. John 
continued to argue with her and told her stay away 
from their children. At that point, Gretchen shot John 
at least three times, killing him. She then planted the 
drugs she had purchased on John so she would not be 
charged with drug possession and told the police that 
an unknown African-American male had shot John 
in a drug deal gone wrong. After further questioning 
by the police, however, she admitted shooting John, 
subsequently pleaded to guilty to murder and received 
a 40-year prison sentence. 
 With their father dead and their mother in prison, 

(continued on page 27...)
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We offer the best loan experience possible.

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

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

Our Team Is Here to Serve You!

MORTGAGE

Extensive loan options, including:
• Construction to Permanent Mortgages

• Professional Mortgage Loan Program

• Adjustable Rate Mortgages

Sherry L. Thacker
SVP, Managing Director

757.251.2785
NMLS # 272200

Lisa Cafferty
VP, Regional Sales Manager

757.690.8041
NMLS # 106796

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

Virginia Beach newport news

Andy Orleans
Mortgage Loan Originator

757.251.2796
NMLS # 1674281

Lisa McNeil
Mortgage Loan Originator

757.251.2781
NMLS # 267484

Franklin

Drew Edwards
Sr. Mortgage Loan Originator

757.653.4300
NMLS # 116569

newport news Virginia Beach
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Jenny Lovell

Chair, New Homes 

Council

Make 
yourself the 

best agent you 
can be; your 
clients will 

see it. 

I’m sure we can all recall a transaction where we 
thought, “Wow, that agent was amazing and one of 
the most professional agents I ever worked with!” 

Unfortunately, we can almost all think of an opposite 
example where it could have gone a whole lot better.
 What makes them so different? Training for sure, 
but there must more... 
 Being a real estate agent means 
different things to different people. 
For some of us it is our full-time 
career. Some of us enjoy the 
flexibility	 of	 having	 a	 part-
time career while others move 
frequently and their career 
can move with them. 
 Whichever way this 
career works in your life, it 
can be the most rewarding 
choice you make. Helping 
people realize their dreams 
and goals of home ownership 
certainly makes us all feel good at 
the end of the day. How do we take our 
career choice and further it to becoming the 
“Wow!” agent we can be? Listen, learn and grow. 
 Listen.	When	I	was	first	licensed	my	broker	had	
me spend time with all the experienced agents in our 
office.	I	shadowed	them	as	much	as	they	would	let	me.	
I went to open houses with them and listened to how 
they	 talked	 with	 prospects,	 sat	 in	 their	 offices	 and	
listened to how they spoke on the phone and watched 
as they prepared their contracts, listings and appraisal 
packages. 
 I listened and observed and realized, everyone is 
different, everyone sells differently and I could do this! 
It really helped me in the beginning to see the different 
approaches and molding them in to my own style.
 Learn.	I knew I needed to learn. I knew I wanted 
to learn. I signed up for classes at HRRA. I was also 
interested in new construction, so I added those classes 
to my list. My broker was supportive and encouraging 
of	everyone’s	learning	new	things	and	finding	what	fit.	
 For me, I ended up in the world of new construction. 
It	was	the	perfect	fit	for	me.	That	is	the	wonderful	thing	
about our profession there are so many paths you can 
take;	 you	 can	find	your	passion	and	 create	your	 own	

journey. Others have been successful doing resale and 
new construction. It is completely different but the end 
game is always the same: getting your clients to the 
finish	line.
 Grow. If you talk to the most successful people in 
our industry you will immediately realize they never 

stop growing. They surround themselves with 
successful people from all parts of our 

industry. They share ideas, listen to 
advice and continue to read and 

learn. 
 I know right now all of this 
sounds like the “old days” 
before the world went into 
lockdown. And you are 
right. There are no weekly 
meetings	in	the	office	to	listen	
and learn from someone else’s 
experience	 with	 a	 difficult	

seller or how someone fought a 
low appraisal. 

 But there is a whole new 
experience online. There are some 

great Facebook groups where agents are 
sharing ideas and stories. There are online classes 

and YouTube videos with some really great content. 
If	you	find	someone	you	enjoy	following,	share	it	with	
your peers. Dig deep. Make yourself the best agent 
you can be. Your clients will see it, appreciate it and 
refer you over and over. Our company has an excellent 
training website (as I’m sure most companies do). 
There is always new material being uploaded so you 
can continue to learn and broaden your knowledge of 
the industry.
 We all choose this career for different reasons. And 
if you love it and want to be in it for the long haul, just 
remember: Listen, learn and grow. Each transaction 
can teach you something, each client or customer will 
give you another lesson and never stop growing. 
 Your association, your broker and your peers all 
have something to share. 
 Take advantage of all of those opportunities and 
some day you will be the agent that someone says 
“Wow, that agent was amazing and one of the most 
professional agents I ever worked with” about you! ⌂⌂

Setting the (professional) 
standard: Listen, learn, grow
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the minor children of the Richardsons sued Michael Crawford, 
Gretchen’s	 friend	 at	 the	 office,	 as	 well	 as	 Kelly	 Realtors	 and	
its brokers for wrongful death. In the run up to the trial court 
hearing on the case, the Richardson children dropped their claims 
against Kelly Realtors and the brokers, and proceeded against 
Michael Crawford alone. The court did not discuss the reason for 
that dismissal, but it may be because the revolver and the desk 
Gretchen took it from belonged to Crawford. 
 Crawford was on a cruise to Mexico with his wife at the time of 
the shooting, but he kept the loaded gun in his desk to be used by 
women	in	the	office	who	either	came	in	early	or	stayed	late	and	had	
no male escort. He allegedly told Gretchen and the other women 
in	the	office	that	they	could	take	the	gun	with	them	for	protection	
when showing properties to suspicious people or in rougher parts 
of town. Although Crawford denied giving anyone permission to 
take	the	gun	out	of	the	office,	Gretchen	testified	that	she	took	the	
gun	to	show	properties	on	four	or	five	different	occasions.	
 Based on that alleged permission, the Richardson children 
pressed their wrongful death case against Crawford on the theories 
of	negligent	entrustment	and	negligent	storage	of	a	firearm.	The	
trial court granted summary judgment in favor of Crawford, and 
the Richardson children appealed to the Texas Court of Appeals, 
one step below the Texas Supreme Court. 
 The Court of Appeals began its analysis by noting that a few 
local circuit courts in Texas had recognized a cause of action for 
negligent	entrustment	of	a	firearm,	but	no	statewide	case	had	yet	
done	so.	The	court	would	not	explicitly	recognize	the	specific	cause	
of	action	for	negligent	entrustment	of	a	firearm,	but	nevertheless	
analyzed the case under the Texas rules governing negligent 
entrustment cases generally. The essence of any negligence claim 
consists of four elements, namely that (1) one person owes a duty 
of care to another, (2) the person who owes the duty negligently 
breaches it, (3) the person to whom the duty is owed suffers an 
injury, and (4) the negligent breach is the proximate cause of 
the injury. The court’s analysis homed in on the fourth element, 
causation. According to the court, even though a defendant’s 
negligent conduct might create the opportunity for a third 
person to commit a crime, the criminal act of the third person 
is a superseding cause of injury to another resulting from the 
crime, unless the defendant at the time of his negligent conduct 
realized or should have realized the likelihood that a third person 
might take advantage of the opportunity to commit the crime. In 
other words, in order to prevail the Richardson children needed 
to show that Crawford was negligent in keeping the gun in his 
drawer and that he should have foreseen that the murder of John 
Richardson or a similar crime would result from leaving the gun in 

his drawer. Foreseeability, according to the court, requires that a 
person of ordinary intelligence should have anticipated the danger 
created by the negligent act or omission. A danger is foreseeable 
if its general character might reasonably be anticipated, if not its 
precise manner, but it requires more than hindsight connecting 
the sequence of events that culminated in the injury. 
 Applying those rules, the court determined that Crawford 
could not have foreseen that Gretchen would use his pistol to kill 
John. Gretchen admitted in testimony that no one at Kelly Realtors 
could have foreseen that she intended to murder John. She masked 
her depression, drug abuse and the full extent of her domestic 
problems	 from	 those	 in	 the	 office,	 even	 though	 Crawford	 knew	
enough about the marital problems to suggest a divorce. Knowing 
enough to suggest a divorce was not equivalent to knowing enough 
to anticipate a murder. The court thus held that Gretchen’s crime 
was unforeseeable and constituted a superseding cause which 
broke the chain of causation between Crawford’s alleged negligence 
and the Richardson children’s injury (the wrongful death of their 
father). It refused to overturn the summary judgment in favor of 
Crawford on the negligent entrustment claim.
	 As	 to	 the	claim	 for	negligent	storage	of	a	firearm,	 the	court	
flatly	declined	to	recognize	that	as	an	independent	cause	of	action	
in Texas. It noted that a number of other states do recognize that 
claim, but that no Texas court ever had. It simply stated that 
Texas was permitted to follow the holdings in those other states, 
but not bound to do so and would not in this case. It thus upheld 
summary judgment for Crawford on that claim as well.
 Unlike the Texas Court of Appeals, the Virginia Supreme 
Court already has decided a case involving negligent entrustment 
of	 a	 firearm	 (a	 rifle),	 the	 1993	 case	 of	Kingrey v. Hill. In that 
case,	the	shooter	inflicted	a	non-lethal	injury	on	a	trespasser	and	
the	 rifle	 owner	 avoided	 liability	 to	 the	 trespasser	 for	 negligent	
entrustment because she had not given the shooter express or 
implied permission to use the gun. The case is factually dissimilar 
to Richardson and involved no real estate licensees, but if the test 
for negligent entrustment is whether the shooter had express 
or implied permission from the gun owner, an agent in Michael 
Crawford’s position could probably expect a Virginia court to be less 
forgiving than the Texas court. In addition, at least two Virginia 
circuit courts have recognized claims for negligent storage of a 
firearm,	which	could	pave	the	way	for	other	circuits,	and	perhaps	
the Virginia Supreme Court, to do the same.  ⌂⌂

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 24)

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

HRRA.com
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Linda Harrison

HRRPAC 

Fundraising Chair
Get ready: 

on October 12 
we will launch 
a virtual silent 

auction.

Networking is a key element in real estate and, 
as it turns out, it is a key element in fundraising 
ideas during the age of COVID-19. Thanks 

to some of our fellow REALTORS® around Virginia 
I have been able to learn from their experiences in 
developing	a	plan	for	a	virtual	silent	auction	to	benefit	
the Hampton Roads REALTORS® Political Action 
Committee (HRRPAC) this fall.
 On October 12 we will launch a 
virtual silent auction with items 
ranging from a weekend getaway 
to a private dinner presented 
by a local chef. This event 
will	 be	 the	 first	major	 event	
that HRRPAC has sponsored 
during COVID and is setting 
up to be a unique way for us 
to connect and communicate 
as members.
 The process to build out 
the auction is to establish a 
web-based platform to manage 
the auction and to gather items to be 
auctioned, with the end goal of enabling 
REALTORS® to have the opportunity to invest in 
themselves through the support of HRRPAC.
	 Selecting	 the	 platform	 is	 the	 first	 way	 in	 which	
networking with other REALTORS® around Virginia 
was	 beneficial.	One	member	 had	 rated	 the	 top	 three	
web-based platforms, providing strengths and 
weaknesses, such as ability to download an app for 
mobile bidding. This research was extremely helpful 
in narrowing down which platform we want to use to 
provide you with the most user-friendly platform to 
participate	in	the	first	HRRPAC	Silent	Auction.
 The HRRPAC chair and committee members 
joined together to brainstorm the event and the second 
task became identifying and collecting items for the 
auction. The HRRPAC Committee became energized 
and excited and that is where the team-work began. 
 Together, we began reaching out to fellow members 
and	 Affiliates	 for	 items	 or	 services	 to	 be	 showcased.	
Through these items and services, we will also become 
better	educated	on	 the	services	our	Affiliates	provide	
on a regular basis that can better enhance our real 
estate businesses.

 We are accepting donations until the conclusion of 
the auction. If the auction is under way at the time you 
read this article, it is not too late to donate an item 
or service. We will be accepting items up to the last 
days of the auction, with surprise items being added 
throughout the event. Opportunities are available to 

showcase your business and donation, and it can 
be done both through the auction platform 

and infomercials. 
 Bidding is fun, and winning 

a bid can be thrilling, but we 
are taking it a step further! 
Everyone who joins the fun 
can register for a $15 fee and 
that will “win” you a "Bottle 
in a Bag.” It’s one more way 
to join the fun. And, the 
added	benefit	 of	 this	 auction	

is that the proceeds will 
continue	 to	 benefit	 YOU	 as	 a	

REALTOR®, you as a real estate 
property owner and your clients. 

HRRPAC dollars are used to support 
candidates who represent the policies and 

positions	that	benefit	the	real	estate	industry.	
 Among many standing positions, we have also 
worked with legislators to keep real estate in Virginia 
as an essential business during COVID. You can thank 
RPAC. There are many ways that your HRRPAC 
dollars have gone to support people who are willing to 
work with us on issues of concern to HRRA members.
 The HRRPAC Virtual Silent Auction will begin on 
Monday, October 12, and will run through Wednesday, 
October 21. There is a $15 fee to register to participate 
in the auction, and with that fee you will get an 
opportunity to participate in the “Bottle in a Bag” 
portion of the event. Once you register, your name will 
be associated with a bag that you can pick-up at the 
HRRA	offices.
 Your HRRPAC Committee is hard at work for 
you. For further information about donations and 
showcasing your item, talent or event, please contact 
me at 757-749-6586.  ⌂⌂

Fundraising in the time of COVID:
HRRPAC Virtual Silent Auction
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HRRPAC

Hampton Roads 
REALTORS® Political 
Action Committee

Your Voice 
in Politics. HRRA.com/HRRPAC

Stay tuned to your HRRA email 
and social media for the bidding 

link, and we'll see you for the 
wrap-up at the Wine & Cheese 

Social on October 21!

Advocacy	topics	that	interest	me:	Anything 
that involves a challenge to property rights or to 
the	costs	and	benefits	of	owning	property,	like	the	
high	cost	of	flood	insurance	or	any	plan	to	wipe	
out mortgage interest deductions. The things that 
involve pushing hard for what’s right are what 
should always get our attention.

REALTOR®	activities:	2020 Chair of NAR 
Consumer Communications Committee (That’s 
Who	We	R);	2020	Chair	of	HRRA	Bylaws	and	
Policy	Advisory	Group;	NAR	Director;	NAR	
Federal Political Coordinator (FPC) for Sen. Tim 
Kaine. 2018 President, Virginia REALTORS®;	
Past	Chair	of	VAR	RPAC	Trustees;	Past	Chair	of	
VAR	Public	Policy	Committee;	Graduate	of	VAR	
Leadership	Academy;	various	board	of	director	
and committee assignments with NAR, VAR 
and	HRRA;	FPC	for	former	Congressman	Glenn	
Nye. 2016 HRRA REALTOR®/Broker	of	the	Year;	
2007 HRRA REALTOR®	Salesperson	of	the	Year;	
2006	HRRA	Rising	Star	of	the	Year;	2005	HRRA	
Outstanding	Rookie;	2004	GSH	Rookie	of	the	Year.

Community	involvement:	Rotary International 
Paul Harris Fellow and member of Rotary 
International	since	1991;	three-time	local	
president.

Why	donating	to	HRRPAC	is	important:	It 
is the only way to make sure we have a voice 
in the halls of the legislature...money talks. 
Contributions to our advocacy projects keep us 
in front of legislators on all levels—starting at 
the local level with HRRPAC, and on to state and 
national venues. We are recognized across the 
country for the focus we bring as REALTORS to 
the rights and needs of property owners. Those 
dollars allow us to go toe-to-toe, belly-to belly 
with people who can help consumers (our clients 
and customers) get what they need to live the 
American dream. Our nearly 1.5 million members 
get the chance to be part of the process that 
creates smart new laws or kills bad ones before 
they ever get to be an issue. Because “That’s Who 
We R.”

Jay	Mitchell,	
ABR,	CRB,	CRS,	
e-PRO,	GRI,	
MRP,	RSPS,	
SFR,	SRES	

Member since: 2004

HRRPAC 
contributor level: 
Golden R President’s 
Circle Major Investor

 HRRPAC Spotlight: Jay Mitchell

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

Virtual Auction
October 12–21

http://HRRA.com/HRRPAC
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Jeremy Johnson, 

ABR, CLA, CRS, GRI, 

SFR, SRES

Chair, 

REALTOR®/Lawyer 

Committee

We need 
to let go of 
“call out 
culture.” 

I am updating this column from February and re-
issuing it for “The People in the Back,” who may 
have	 not	 heard—or	 read—the	message	 the	 first	

time. As the 2020 market has roared forward, it has 
become increasingly evident that in all segments of our 
real estate market—in fact, even in our personal lives 
—we need to strive to be The Conscientious Agent.
 In December 2019, Inman named 
its Person of the Year for 2019. To 
some, it was a surprise that Inman 
did not name an actual person, 
rather opting to name “The 
Ethical Agent.” This is not 
out of keeping for Inman, 
as it has previously named 
the “iBuyer” (2017) and the 
“Everyday Realtor” (2016). 
What is intriguing, though, 
is the shift from the humdrum 
Everyday Realtor to The Ethical 
Agent in three short years.
 Inman selected The Ethical 
Agent, in part, as a response to a 
Newsday exposé, which exposed deep 
runs of discrimination and steering on New York’s 
Long Island. The Inman article praised swaths of the 
REALTOR® community for adhering to the utmost 
standards of the Code of Ethics as well as for carrying 
out numerous charitable acts. But ethical problems 
still plague the REALTOR® community, even our own. 
	 In	recent	years,	I	have	fielded	an	increasing	number	
of questions about potential ethical complaints. We can 
do better as a community.
 If 2019 was the year of The Ethical Agent, let us 
take that a step further in 2020 and beyond. Let us 
strive to not only be The Ethical Agent, but also The 
Conscientious	 Agent.	 The	 Oxford	 Dictionary	 defines	
conscientious as “wishing to do what is right, especially 
to do one’s work or duty well and thoroughly.” Let’s 
take ethics as the baseline and strive to be more 
conscientious in our real estate practice—our dealings 
with consumers, our interactions with one another, 
our opinions about the vendors we encounter, and our 
communications online.
 I recently had a conversation with a local attorney 
about some of the discussions I have observed online 

recently. There seems to be a trend developing in real 
estate social media groups across the nation (including 
here in Hampton Roads), wherein agents are calling 
out alleged bad practices of other agents and vendors 
and even sharing incorrect information. The attorney 
suggested there might be a concern for an antitrust 

violation if any group of agents decided to boycott 
or blacklist a certain vendor. 

 More importantly, this attorney 
raised a serious concern about 

defamation. The way some of 
these online postings devolve 
from discussions into 
arguments opens the legal 
door wide to someone making 
a legitimate claim to their 
reputation or livelihood being 
harmed. And the sharing-

as-fact of patently incorrect 
information potentially harms 

the consumer. What a regulatory 
mess that would be. 

 We can do better as a community. 
And we should do better.

 Being The Conscientious Agent goes beyond 
matters of correctness and kindness. It is in wanting 
to be better than we were yesterday. It is in wanting 
to let go of “call out culture.” It is in wanting to see our 
colleagues as well as our competition achieve their goals. 
Let’s work towards being succinct in our negotiations, 
kind in our communications with one another, gracious 
in our public dealings, and understanding of differing 
opinions and practices. Moreover, it is serving our 
clients with the highest level of skill, knowledge, and 
thoroughness.
 We can do better as a community. And we must do 
better.  ⌂⌂
 
(Note: A member benefit of Virginia REALTORS® is 
a complimentary subscription to Inman Select. Learn 
more at https://virginiarealtors.org/for-members/
resources/inman-select/.)

The Conscientious Agent: 
a reminder

https://virginiarealtors.org/for-members/resources/inman-select/
https://virginiarealtors.org/for-members/resources/inman-select/
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Roll with the 
punches—
That’s Who We R

Katrina Venable

Chair, “That’s Who We R” Advisory 

Group

 As we enter the fourth quarter of 
2020, what a year it’s been. I’m going to 
be honest. When everything unfolded mid-
March, I did not think we would still be 
where we are in October, but here we are. 
 While it feels that we’ve moved forward 
for sure and things are slowly opening back 
up, our new norm is becoming status quo. 
 A pastime I’ve always enjoyed is going 
to	the	movie	theater	to	watch	a	new	flick,	
I had not gone in over six months and on 
my	 first	 visit	 back	my	 friend	 and	 I	 were	
literally the only ones there. We went 
again a couple of days later, and there were 
a total of eight of us in the entire theater. 
 Have you adjusted to the new norm? 
Has it affected your productivity? What 
about your overall drive? Each of us who 
is a “people person” is accustomed to being 
around others and being very social, so 
how has this aspect TRULY affected you?
 As a real estate agent, there haven’t 
been any new adjustments to my business. 
The phone is still ringing, and opportunities 
are on the other line. How those deals are 
made, though, looks differently due to 
social distancing and the masquerade ball 
that we call COVID-19 masks. However, 
REALTORS® are resourceful and 
implement the items in the tool box placed 
before us. It’s rolling with the punches, if 
you will.
 Social distancing restrictions have 
stopped us from being able to attend sales 
meetings and some closings, and property 
showings have had adjustments. But 
technology has stepped in and stepped up 
in ways we would have never imagined. 
Zoom meetings and FaceTime calls have 
replaced live face-to-face interactions, 
which	have	definitely	affected	me	socially.
 But again I adjust.

 Heading into the fourth quarter of 
2020, don’t be discouraged. Know that 
a positive attitude is an absolute direct 
correlation to your outcome. Lay the 
groundwork now that will become your 
first-quarter	 end	 result.	 Continue	 to	
adjust and evolve with your surroundings, 
because That’s Who We R!  ⌂⌂

Adapting to a fast-
changing market

Kristen Genovese, NMLS# 1172850

CMS Mortgage Solutions

 Have you adapted to our ever-changing 
market? As a representing agent of your 
client, you may be able to better position 
your clients in winning their offers with a 
pre-approval	 letter	 vs.	 a	 pre-qualification	
letter. 
 What	is	a	“pre-qualification”? This 
is based on information that your buyers 
have provided the mortgage company on 
their	 financial	 status	 and	 their	 current	
employment status. They are NOT 
required to provide the mortgage company 
documentation;	 however,	 this	 pre-
qualification	 is	 only	 an	 estimated	 quote	
based on what your buyer “may” qualify 
for. 
	 The	pre-qualification	letter	is	not	a	firm	
approval or commitment. This approach is 
only an estimate and will not go through 
a full underwriting determination process. 
Some sellers and agents are not willing to 
only	accept	a	pre-qualification	estimate.	
 This is the least-competitive option in 
today’s market.
 What	 is	 a	 “pre-approval”? This 
is based on a full “to-be-determined” 
underwrite of the client’s full mortgage 
approval.	The	loan	officer	will	collect	your	
buyers most recent documentation of their 
financial	situation,	which	will	include	two	
years’ taxes and W2s, 45 days’ pay stubs, 
60-day consecutive bank statements, 
driver’s license, social security card and 
DD-214 (member copy 4, if VA loan). 
	 This	 approach	 will	 allow	 their	 file	

to go through a full initial underwriting 
review with/without a property address. 
With this process, we will be able to help 
the buyer obtain a FULL approval within 
days. Most sellers and agents prefer this 
process as it gives you a competitive edge 
on time frames and bidding on properties. 
 This is the most competitive option in 
today’s market.
 In today’s market, you, as the 
representing agent, want to encourage 
your buyers to research the pre-approval 
process with their mortgage company. It 
will give them a buyer’s advantage when 
they are putting in offers on a home. 
 When borrowers are listing their 
home and purchasing a new one, it could 
be of great advantage to see if they qualify 
without the contingency of selling their 
current home to purchase the new one.  ⌂⌂

Inspections 
during COVID-19

Stephanie Hayes

AmeriSpec Inspection Services

 Home inspections may look a little 
different these days since COVID-19 has 
made all of life different right now. Agents, 
sellers, buyers and inspectors all have 
responsibilities to help keep everyone safe 
and healthy. 
 Before the inspection, the agent should 
inform their sellers to make sure the home 
is ready for the inspector. All utilities 
should be on and doors and windows should 
be accessible. Make sure electrical panels, 
air conditioning and heating units, water 
heaters and appliances are not blocked. 
Clear sinks and (under the sinks as well) 
so they can be inspected. 
 Make sure that the attic is accessible 
and that the stairs can be lowered without 
having to move personal property. Clear 
everything away from the crawl space 
entrance. If the sellers have been ill or are 
quarantined, the inspection will need to be 
postponed.

 IN BRIEF: Big news, small bites

(continued on page 33...)
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Many 
retail spaces 
have been 
repurposed 

to warehouse 
space. 

W ith Halloween upon us, I hope that all the 
scariness for the year is in the past and only 
a bright future is ahead. The pandemic, 

social	 unrest,	 killer	 hornets,	 wildfires	 out	 west	 and	
industry disruptions have certainly been cause enough 
to scream this year. “May you live in interesting times” 
is certainly applicable to us now.
 There is cause for hope, though. Many 
economists are predicting a V-shape 
economic recovery, and the recent 
unemployment numbers are 
supporting that, falling below 
9% (note that we were well 
over 30% earlier this year). 
 I will caution, however, 
that	we	need	to	see	air	traffic	
increase. If the airlines do 
not get back near 1.8 million 
passengers per day, or do not 
receive further government 
subsidies, I expect many airlines 
to	file	bankruptcy.	If	they	do,	then	
they can lay off employees and cancel 
airplane orders, which will cause further 
unemployment. Labor Day weekend saw a large 
increase	in	flyers,	with	numbers	over	900,000	vs.	a	low	
of 88,000 at the beginning of the pandemic. 
 Commercial real estate transactions fell by over 
50% during the pandemic, but they have increased 
substantially over the last month. There is much 
uncertainty, and constant change in forecast models of 
the path of commercial real estate. 
 But, as Sun Tzu once said, “In the midst of chaos, 
there is opportunity.” We see opportunities for real estate 
professionals to offer increased advice and guidance to 
clients. Particular areas include retail redesign, rate 
analysis	 with	 social	 distancing	 guidelines,	 financing	
and loan workouts, and repurposing of properties. 
 Retail vacancies have created opportunity for 
repurposing. Many retail spaces have been repurposed 
to warehouse space. I know a real estate investment 
trust that purchased a mall with over 850,000 sf and 
converted the entire property to a FedEx center. Did 
you know Amazon has purchased over 20 malls? Many 
of the former spaces are being used for “the last mile” 
delivery centers. 

	 Suburban	 office	 space	 is	 expecting	 increased	
absorption, retail space is being considered again, and 
medical space is doing well. Industrial space saw only 
a small downturn at the beginning of the pandemic 
before skyrocketing again. 
 It is important to be able to quickly analyze and 

adapt to the fast-changing environment. One 
method to quickly analyze real estate data 

is conformity in the way the data is 
gathered and presented. CCIM 

Institute uses standard models 
and teaches conformity in their 
education and analysis. This 
saves practitioners time when 
seeing initial marketing 
data, knowing how the 
numbers were compiled and 
presented. (Disclosure: the 

author is the 2021 president of 
CCIM MidAtlantic.) 

	 In	these	hectic	times,	we	find	
ourselves scurrying for business 

and knowledge. It is in this time 
that	 I	 find	 myself	 more	 proud	 than	 ever	

to be a REALTOR®. The National Association of 
REALTORS® offers great guidance and training. HRRA 
offers, at no charge, monthly luncheons (or Zooms while 
we’re virtual) full of knowledge. I particularly enjoyed 
the joint Government Affairs and REALTOR®/Lawyer 
meeting on September 10, which provided valuable 
insight into what is going on in Richmond pertaining 
to real estate and our local economy. 
 In addition, our Code of Ethics sets us apart. 
I have recently witnessed agents going behind the 
sign, speaking ill to prospects about other agents, and 
conducting business outside their area of expertise 
without disclosing their lack of knowledge to the client 
(note that this last can also be a legal concern). As 
REALTORS®, we should take pride in that we adhere 
to the Code and stand out as professionals in both our 
practices and our ethics. 
	 This	 is	 your	 association;	 take	 advantage	 and	
attend the meetings, become involved and speak up. As 
a board member and chair of the Commercial Council, 
I welcome your feedback and input. My personal email 
is tecproperties@gmail.com. Feel free to contact me.  ⌂⌂

In the midst of chaos, there is 
opportunity

Tim Churchwell, 

CCIM

Chair, Commercial 

Council

mailto:tecproperties@gmail.com
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NMLS # 91904. This is not a commitment to lend.

757-491-6300  |  TOWNEMORTGAGE.US

Towne Mortgage is not only dedicated to our clients, but to our real estate 
partners as well. We are committed to helping you increase your visibility, 
expand your market share and improve the customer journey.

Your True Hometown Lender

 Buyers and their agents should 
consider not going to the inspection. The 
report	 will	 show	 the	 inspection	 findings,	
and inspectors can review the details by a 
phone call. 
 If they feel strongly about attending, 
please wash or sanitize your hands before 
entering the property. Also, consider 
wearing masks, gloves and shoe covers in 
the house. The sellers may still be living 
in the property and may be apprehensive 

about people spreading germs in their 
home.
 During the inspection, inspectors 
should follow the latest guidance from 
the CDC, including utilizing personal 
protective equipment such as face masks, 
gloves and shoe covers. They should also be 
vigilant with existing health precautions 
such as social distancing, regular hand 
washing, respiratory etiquette and 
disinfecting equipment.

 Of course, if anyone is ill with viral 
symptoms or has been exposed, they 
should not be at the inspection. 
 Everyone needs to do their part to 
make the home inspection a positive 
experience. 
 This too shall pass, but until then, let’s 
all work together to buy, sell and inspect 
homes in the safest way possible.  ⌂⌂

 IN BRIEF: Big news, small bites (cont’d from page 31)

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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The 2020 General Assembly session enacted 
many new laws, some of which centered on 
voting. With the change in power in both 

chambers, one of the key goals for Democrats was to 
increase voter access and ultimately participation in 
the electoral process. Since Election Day (November 
3) is quickly approaching, we wanted to explain 
some of the most impactful laws that are 
new this year. 
 Please note that this is being 
written during the Special 
Session which is also addressing 
further voting laws that could 
impact Election Day. 
 So, let us jump right 
in and go over a new law 
that was sponsored by two 
of our own Hampton Roads 
legislators, Delegate Joe 
Lindsey and Senator Mamie 
Locke. House Bill 19 and Senate 
Bill 65 removed the requirement 
that voters show a photo ID before 
going into cast their ballot. Gov. Northam 
addressed this new law by stating “[v]oter ID laws 
disenfranchise individuals who may not have access 
to	photo	 identification,	and	disproportionately	 impact	
low-income individuals, racial and ethnic minorities, 
the elderly, and individuals with disabilities.” 
 The hope of this new law would be to remove a 
road block in voting and encourage more people to come 
out to vote on Election Day. These same legislators 
also helped to pass bills that now make Election Day 
a state holiday here in Virginia. Again, the thought 
behind making it a state holiday is that it would make 
it easier for folks to get to the polls without having to 
worry about work or lost wages. 
 House Bill 235 and Senate Bill 219, sponsored by 
Del. Joshua Cole and Sen. David Marsden, make voter 
registration automatic for people accessing services 
from	 the	Department	 of	Motor	Vehicles	 (DMV)	 office	
or the DMV website. These legislators wanted to make 
voter registration more accessible to Virginians. Being 
able to knock out myriad state services, including 
registration to vote, in a “one stop shop” manner was 
viewed as lessening the burden of the previous voter 

application process. 
 House Bill 1, sponsored by House Majority Leader 
Charniele Herring , and Senate Bill 111, sponsored by 
Sen. Janet Howell, now allows early voting 45 days 
prior to an election without a stated excuse. Virginia 
previously required voters who wanted to vote via 

absentee ballot to provide a reason from an 
approved list as to why they were unable 

to vote in person on Election Day. This 
new law does away with needing a 

reason. 
 If people wish to vote 
absentee, they are simply 
now allowed to do so without 
explanation. This is especially 
important this year with 
the COVID-19 pandemic as 
it allows Virginians to vote 

without having to go to a 
physical location. 

 We as your Government 
Affairs Directors team would be 

derelict in our duty if we did not 
encourage you (repeatedly at this point and 

a little bit louder for the folks in the back) to go vote! 
We can not ultimately tell you who you should vote 
for or why you should vote for someone, but we will 
emphatically tell you to exercise your right to vote. 
 Absentee voting in Virginia began on September 
18 and runs through October 31 for in-person absentee 
voting. 
 If you are voting absentee by mail, the deadline to 
request a ballot is October 23 at 5 p.m. More information 
is available at elections.virginia.gov/casting-a-ballot/
absentee-voting/. 
 For those voting in person, polls open at 6 a.m. on 
Tuesday, November 3. Mark your calendars, set your 
alarms, and get out there and vote! ⌂⌂

Changes in voting laws

Tyler Craddock 

State Government 

Affairs Director

A little bit 
louder for the 

folks in the 
back—

Go Vote!

Samantha Kenny

Local Government 

Affairs Director

http://elections.virginia.gov/casting-a-ballot/absentee-voting/
http://elections.virginia.gov/casting-a-ballot/absentee-voting/


Hampton Roads REALTOR® • October 2020    35 

Welcome, New HRRA Members!

Active REALTORS®: 3568
REALTOR® Life:  45
REALTOR® Emeritus: 108 
Affiliate	Members:	 819

Affiliate	Offices:	 183	
Principal Firms: 192
Branch	Offices:	 45

HRRA	MEMBERSHIP	AS	OF	JULY	31,	2020

PROSPECTIVE	REALTOR® MEMBERS

Chelsea Adams Atlantic Sotheby’s 
 International Realty
Irene Anderson-Pullen Vertical Real Estate, Benham Real 
 Estate Group of VA
Leena Baker Rose & Womble Realty
Benjamin A. Bell Keller Williams Town Center
Adam P. Bess Keller Williams Realty
Leslie Coleman Keene Woods Realty
Angela D. Combs eXp Realty
Amber Cuono Keller Williams Town Center
James Dickson Fathom Realty VA LLC
Tiffany Forte eXp Realty
Brittina D. Gaskins Keller Williams Coastal Virginia
Brian Hinkey The Real Estate Group
Diana Howard Atlantic Sotheby’s 
 International Realty
Steven Hudgins Keller Williams Town Center
Joseph Igana Vertical Real Estate
Jessica Jackson BJA Real Estate Inc
Shureka L. Jones-Holmes Exit Realty Central
Jeffrey B. Kecskes eXp Realty
Tina Mainer Swell Real Estate Co
Zachary Thomas Martin Keller Williams Elite Western Branch
Heather Meyers eXp realty
Jeremiah Mizzelle RE/MAX Prime
Cristine Otty Encompass Real Estate Solution
Katie Owen AtCoastal Realty
Sylvainia Preston Long & Foster Oceanfront/Coastal
Paul Putnam Howard Hanna
Kristen Randolph Berkshire Hathaway Home Services
Daejha Ray Lonnie Bush Real Estate
Gabriella Range The Real Estate Group

NEW	AFFILIATE	MEMBERS

Achosa Home Warranty Tina Flowers

NEW	BROKER	FIRMS

Sutton Tullio Realty LLC

Friendly, expert service from your 
local home loan professionals

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

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

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

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

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

Mary Garner DeVoe
Account Executive

T: 800.282.7131 Ext. 1296
C: 804.453.8757
MaryGarnerD@orhp.com
my.orhp.com/marygarnerdevoe
www.orhp.com

Julia Anne Sell Long & Foster
Camelot Shuff Better Homes and Gardens 
 Real Estate Native American Group
Cynthia Sinclair Keller Williams Town Center
Samantha L. Smith Atlantic Sotheby’s 
 International Realty
Craig Snyder Keller Williams Town Center
Danielle Sticha Howard Hanna Real Estate Services
Madelyn Starr Rose & Womble Realty
Denise Sutton Sutton Tullio Realty LLC
Jennifer Taylor Rose & Womble
Megan Veselka eXp Realty



Helping Your Clients’ 
Dreams Come True

Title Insurance & Settlement Services  
Greenbrier • Lynnhaven • Harbour View

757.962.9844
titlequest.net

638 Independence Pkwy, #100

Chesapeake, VA 23320


