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

Theresa Williams | twilliams@eastwestr.com | 757.286.2153

FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

Homes starting in the $450s

Build Your Dream Home Here!

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

including:

• Residents Club with lakefront pool

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

• 3 miles of walking/biking trails and sidewalks

• Playground and sand volleyball court

• Premium waterfront and wooded lots

• Waterfront homesites from $215,000 and homes from the $450s

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

Only 8  
Waterfront 
Homesites 
Available!

 Coming Soon! 

105 Colonial Way  |  $675,900
Sasser Construction

UNDER CONSTRUCTION

100 Settlers Ridge
Saybrook Homes

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

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

UNDER CONSTRUCTION

Representative Photo

Representative Photo



Hampton Roads REALTOR® • September 2020    3 

REALTOR®CONTENTS

FEATURES 
8 Back to school for owners and 
 associations

10 Appraising during a 
 pandemic, Part 2

12 We all need to be millionaires 
 (or at least the equivalent)

13 Mandatory masks still can’t 
 hide those smiles

14 Exploring the ‘Statement of 
 Tenant’s Rights’

16 It’s the most wonderful time of 
 the (school) year!

18 Take my offer…please!

19 HRRA paints its heart out for 
 St. Mary’s Home
 
20 Home Sweet—ever-evolving—
 Home

22 2020: adjusting lives, business 
 and lifestyles

23 Let’s get back to the basics

24 Ethan Wall’s 10 tips for 
 agents on social media

26 New construction and ‘home’ 
 in pandemic times

27 Keep your college student 
 protected with renters 
 insurance

30 Election season is not 
 cancelled, so vote November 3

31 Why now is the time to buy or 
	 refinance

34 Seamless delivery of services 
 to members during the crisis

36 What’s your brand?

37 Challenges with the resale 
 package

IN EVERY ISSUE
4 From the Chair

5 A Picture is Worth 1,000 Words

6 Motivational Corner

7 HRRPAC Spotlight 

15	 Affiliate	Spotlight

17 “That’s Who We R” Spotlight 

32 Legal Corner

38 Welcome New Members

ADVERTISERS
Caliber Home Loans – 28

Cinch Home Services – 28

Dollar Bank – 35

The Elite Team/TMS – 39

East West Communities – 2

Fulton Mortgage – 7

Home Clean Heroes – 17

Home Warranty of America – 7

I-95 Inspections – 25

Langley Mortgage – 21

Navy Federal Credit Union – 17 

NewTowne Mortgage – 29 

Old Point Mortgage – 9

Old Republic Home Protection – 35

OVM Financial – 25

TitleQuest – 40

Wells Fargo Home Mortgage – 11

Hampton 
Roads

5

HRRA at Habitat Women’s Build Masks can’t hide those smiles

19

Members safely attended PaintFest®

13



4     Hampton Roads REALTOR® • September 2020

September is a favorite month that I look forward to each year! 
We’re all refreshed from summer traveling, and Mother Nature 
is painting new landscapes of fall. Oyster roasts, football and 

sending our children back to school are just a few of the others things 
that come to mind. At least, that was what “September” was for me. 
 Here we are, six months into this pandemic, and the turmoil of 
constant change has not let up. We take two steps forward and then—
bam!—one step back. But sometimes you have to be patient and take 
things slowly, even though you are used to moving at light speed, 
especially in real estate! 
 The one thing this pandemic hasn’t stopped is the real estate 
sales. Despite the obstacles, you have been resilient busy bees! Per 
REIN’s July Statistical Report (see below), Settled Sales are up by 
14.21% from last year, Pending Sales are up by 25.33% from last year, 
and New Construction is up by 24.84% from last year! 
 Our industry’s biggest concern is the shrinking sales inventory, 

which has declined 38.40% from last year.
 We’ve been down this road before, and I am confident that you will solve this problem 
with the technology, prospecting and lead generation tools in your arsenal. You are 
not alone in this journey; your association is here supporting you and your REALTOR® 
membership is packed full of benefits and tools. 
 In addition to HRRA’s support, you have a state association, Virginia REALTORS® 
(VAR), and the National Association of REALTORS® (NAR) as part of your membership 
and REALTOR® family.
 If you haven’t checked out VAR or NAR lately, please go to virginiarealtors.org and 
nar.realtor. VAR has volumes of webinars, training and statistics specific to our market 
area. NAR is providing our members with the “Right Tools, Right Now,” initiative making 
new and existing products and services available for free or at a significant discount. 
 Here are a few highlights: webinars to help you manage your finances; education 
courses to expand your skills; timely market reports to inform your business and clients; 
and digital tools for transactions and marketing!
 Sending my prayers to all of you to stay safe and healthy! 

All my best,

Cindy Hawks White
Your Chairman

 FROM THE CHAIR

Tools at your fingertips

Cindy Hawks White

CRB, CRS, GRI
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

REALTORS® Have a Heart for Women Build Week

Neither a looming Hurricane Isaias nor searing temperatures could keep HRRA’s REALTORS® Have a Heart volunteers from the worksite 
in early August as they participated in Habitat for Humanity of South Hampton Roads’ Women Build Week 2020. HRRA’s helpers 
gathered in Chesapeake’s South Norfolk section to construct a new home for single-mom LeKeishia Wilson. Wielding hammers and 
wearing masks, HRRA members proved they’re not only good at selling houses but constructing them, too! REALTORS® Have a Heart is 
an effort of the association’s Community Advisory Group and features volunteer initiatives within the community several times annually. 
HRRA is committed not only to protecting and preserving private property rights, but also improving life across the region through 
volunteer efforts and  charitable donations. – Victoria Hecht, HRRA Communications and PR Specialist
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

You are being interviewed live on national 
television. The host asks you, “Who do you 
consider your role model?” 

 What would your response be? Is it someone you 
know personally, perhaps your father, your mother 
or maybe an admired friend? Or is it a historical 
character, such as Lincoln, Gandhi or Steve Jobs? 
 The host follows up with the second 
question, “Why is this person your 
role model?” 
 Your answer will more than 
likely include at least one of 
the following characteristics: 
kindness, courage, integrity, 
mentorship, dedication, 
loyalty or inspiration. And, 
without a doubt, you would 
affirm	 that	 this	 person	 has	
made a positive impact on you 
and on the world. Otherwise, 
they wouldn’t be your role model, 
would they? 
 Now let’s see why that is the case. 
Lincoln didn’t become the greatest president 
in American history because that was his goal. Steve 
Jobs didn’t go down in history books as the person 
who transformed our daily lives because he wanted to 
become rich and famous. And Gandhi certainly didn’t 
strive to be remembered as one of the saintliest people 
of the 20th century. They all wrote their names in gold 
letters in human history because they sought to serve 
others and improve the world, which then became their 
legacy.
 You may ask, “Great, but what do these examples 
have to do with me?” More than you think! The better 
answer to your question is the following bold question 
to you, “What motives are running your daily life?” Are 
you seeking personal gain, status, prestige, power, 
money and success for the sake of it? Are you concerned 
only with improving your own life without much 
thought about others? 
 Hopefully, your answer is “no.” But if personal 
gain	 is	 indeed	 your	 first	 and	main	motive,	 I	 have	 to	
break some bad news to you: Chasing personal gain is 
like a dog chasing its tail. You can go round and round 
but never get anywhere meaningful. If your motives 

are	purely	selfish	you	may	still	make	money,	acquire	
status and prestige, and feel like a winner in a race, 
but you will never be truly happy, loved, respected and 
admired by others.
 Thankfully, an alternative path has been created 
by the universe. It starts with a change in your driving 

motive:	Switch	the	selfish	motive	to	serving	others	
with humility. 

 The intention behind the action 
determines its outcome. With the 

switching of the motive there is 
a major shift of energy within. 
Instead of being a consumer 
of energy by constantly 
seeking gain, you become a 
source of energy by sharing 
it with others. And the divine 
paradox is, the more you 

willingly give the more you 
have to give. It never runs out. 

There is no other way to lasting 
success, happiness and peace. 

 Napoleon Hill’s timeless quote is 
more than relevant here: “It is literally true 

that you can succeed best and quickest by helping 
others to succeed.”
 So, what action steps can you take starting today 
to initiate this paradigm shift?
• Internally change your motive. Let your new motto 

be “Whatever I do, I will do for the good of others, 
then myself”

• Practice giving, learn to become a giver. Start small. 
Tipping people in unexpected places is a great way to 
get into this habit.

• Actively look for opportunities to serve. Volunteer 
your time and efforts for helping others.

• Take on tasks where you don’t expect any rewards 
in return. Don’t confuse this with being taken 
advantage of. It’s a voluntary act and therefore no 
other person is able take advantage of your own will.

• Intentionally start sharing your knowledge with 
others to help them succeed.

• Do the right thing when nobody's looking, and don’t 
do	the	wrong	thing,	even	if	no	one	ever	finds	out.	

 

Chasing 
personal gain 
is like a dog 

chasing 
its tail. 

Motivational Corner: Personal 
growth by putting others first

(continued on next page...)
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Advocacy topics that interest me: Ethics, 
new agent education, recruitment and retention, 
Common Interest Community forums, health care.

REALTOR® activities: I have been lucky enough 
to be involved in this industry for over 35 years in 
a variety of capacities from mortgage processing 
and lending, to new homes sales and marketing, 
to land acquisition and development, and resale 
sales, team lead and now a managing broker.

Community involvement: My passion is 
rescuing and training abused and “last chance” 

animals from shelters. I assist with fundraising, 
spay and neuter awareness, and have been an 
animal foster caregiver for over 15 years.

Why donating to HRRPAC is important: 
I hate to say that giving to HRRPAC has been 
sporadic over the last 30 years. But I have been 
made aware, over the last few years, all of the 
different ways that our association serves and 
protects our industry. I want to be more involved 
with our association and to support those that 
support us. So when you know better, do better.

Beth Hughes

Member since: 1990

HRRPAC 
contributor level: 
Sterling “R”

 HRRPAC Spotlight: Beth Hughes

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

(Motivational Corner, continued from previous page)

Fulton BankFulton Bank

fultonmortgagecompany.com
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

WE OPEN DOORS.

Darryl McDaniel
NMLS #: 1425384

571.839.8342

Be assured, without any shadow of a doubt, that if you follow the 
above steps daily and habitually for several months your life will 
be transformed, and so will you. 
	 Here	are	some	of	the	more	specific	benefits	you	can	expect.	But	
before that let it sink in that you do not intentionally seek these 
benefits.	They	 just	 appear	 as	 a	natural	 by-product	 of	 your	 pure	
intentions	and	selfless	actions:
• Reputation.
• Unprecedented personal growth.
• Heightened (but humble) self-worth and self-esteem.
• Access to unlimited energy.
• Financial success.

• Balance.
• Happier, peaceful and more gratifying life.
 Now, back to your live interview on national television. The 
host poses the last question, “What was the turning point in your 
life?” 
 You think about it for a second, and then something clicks 
inside your head. A gentle, wide smile illuminates your face, you 
raise your head, look her in the eyes and calmly respond, “It was 
the day I resolved to stop chasing personal gain and to devote my 
life to the service of others.” 
 Let that day be today. ⌂⌂
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Jennifer Ireland, 

SRES

Chair, Common 

Interest Community 

Advisory Group

HOA board 
members 

should engage 
in ongoing 

training.

As summer draws to a close, we venture into 
back-to-school season. Teachers, parents and  
 students begin preparing for the new school 

year, both virtually and in-person. 
 It’s also the perfect time for homeowners 
association board members and homeowners to learn 
something new about their community. 
 Have you been newly-elected to 
your association board of directors? 
Unfortunately, even the best-
intentioned board members do 
not understand all the details 
of their role. Serving on a 
board is a big responsibility. 
You will make important 
decisions to ensure a 
well-run association and 
a positive quality of life 
for the homeowners in the 
community. 
 Are you a homeowner in a 
common interest community? Many 
homeowners do not fully understand 
what it means to purchase a home with a 
homeowners association (HOA). Many homeowners 
do not read their community’s governing documents or 
attend board meetings. 
 Where does one start to get an education about 
their HOA or community? How do members of an 
HOA board educate themselves to better serve their 
community? Here a few resources for further education. 
 Community governing documents - The most 
important resource for HOA board members and 
homeowners is the governing documents including 
the covenants, conditions, and restrictions (CC&Rs), 
bylaws, and rules and regulations. The board members 
have	a	fiduciary	duty	to	the	homeowners	to	know	and	
understand the governing documents to better manage 
and operate the association. 
 It is also important for homeowners to read and 
understand these documents well. Many violations 
that boards face are because homeowners have not 
read, nor do they understand, what is written in the 
rules and regulations. 
 Community association manager - Community 
association managers oversee the operations, business 

management,	budget	and	financials,	and	services	of	the	
community. In addition to enforcing the CC&Rs, the 
manager is up-to-date on local legislation and shares 
information with the board members. The community 
association manager is a reliable source of information 
for both homeowners and board members. 

 Community Association Institute (CAI) - 
CAI is an international organization 

with over 40,000 members. It 
provides information, education, 

resources, workshops and 
seminars for board members, 
homeowners, managers, and 
other professionals who 
deal with common interest 
communities. Visit them 
at caionline.org for more 
information. 

 HOALeader.com - This site 
helps to keep board members 

and homeowners up-to-date 
with	 association	 laws,	 financial	

matters, insurance, governance, 
safety and security, and much more. You 

can start a discussion on one of the forum boards, 
receive a weekly emailed newsletter with news about 
HOA management, or attend one of the many webinar 
presentations. 
 HOATalk.com - This is an online discussion 
forum for HOA board members and homeowners to 
discuss issues and share ideas and best practices. 
There are over 35,000 members. There are thousands 
of discussion topics and news articles to learn more 
about HOA management. 
 Condo Conversations - On the last Saturday 
of each month in the Home & Living section of The 
Virginian-Pilot, HRRA’s Common Interest Community 
Advisory Group discuss topics that are helpful to 
condominium owners and association board members. 
Being condo owners serving on condo boards, while also 
chairing the CIC at HRRA, we (myself and fellow chair 
Julie Ulrich) know the importance of understanding 
the needs of both homeowners and board members. 
 Education is key to understanding your community 
as a homeowner and as a board member to being 

Back to school for owners and 
associations

(continued on page 11...)

http://caionline.org
http://HOALeader.com
http://HOATalk.com
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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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Betsy K. Hughes, SRA

Vice-Chair, 

Appraisers Council

Contract 
wars are fine 

as long as 
the market 

supports the 
price. 

There are certain dates and events that become 
engrained in our memories forever. March 
2020 is a month all of us will remember. 

 For me, the exact date was March 17, 2020. I 
know exactly where I was and what I was doing: I 
was appraising a beach house in Corolla when North 
Carolina’s governor shut down the Outer Banks. 
 As I was leaving, the State Police 
already had a check point set up at 
the Wright Memorial Bridge. It is 
one of those dates that is now a 
part of our history like 9/11 or 
the attack on Pearl Harbor; 
the date our lives were 
completely disrupted and 
the world shut down. Who 
would’ve thought they’d see 
THAT day? 
 We are in a pandemic. Now 
what? So much uncertainty. 
Then March 18 came, and I 
still had appraisal appointments. 
No one cancelled. March 19…still 
working. Life had gone on in a mostly 
normal fashion. The only thing that changed was 
how inspections would be done. 
 I’m sorry, but we can no longer shake hands, even 
though I would like to, because that’s how I was raised. 
Oh, and please get out of your house so I can complete 
my appraisal inspection! 
 Now we’ve become a society with no physical 
contact, and please stay out of my personal space. It’s 
so very different than how most of us grew up. But I 
digress. Back to real estate! 
 This pandemic, although extremely detrimental to 
the service industry and many businesses, has helped 
the real estate industry and taken us into a whirlwind 
of business—so much so that turn-around times are 
three to four weeks out for many of us. I attribute this 
craze to two factors: interest rates and excessive time. 
 Interest rates were low to begin with and continued 
to drop throughout the spring and summer. During the 
week of July 16, the 30-year interest rate fell below 
3%, a 50-year low. That is insane! Homeowners are 
refinancing	to	take	advantage	of	the	lower	rates,	and	
many are taking cash-out options with the newfound 

equity in their homes. 
 Since the country is shut down and everyone is in 
quarantine, what is one to do? Shop online, of course! 
Online house shopping is booming. Many listings that 
were occupied came off the market for safety reasons, 
which dropped already-low inventories. Low interest 

rates lead to more dollars to spend on higher 
priced	homes	for	qualified	buyers	who	now	

have the time to complete mortgage 
applications and shop for a house! 

Perfect scenario for the real 
estate industry!
 The initial month in 
quarantine was business as 
usual for many of us, which 
at that time was busy. When 
Phase 1 opened, people were 
feeling more comfortable and 

putting their homes back on 
the market, allowing showings 

with all the safety protocols in 
place. Sales were increasing, and 

people were out and about looking 
at properties. Agents were doing more 

showings, and contracts were getting written. The 
real estate wheels were turning and rolling faster than 
anyone would have anticipated. Contract wars began 
now that buyers had more funds to work with, and 
inventory continued to be at all-time lows. 
 Today, these are exciting times for buyers and 
sellers, but can that contract price you are putting on 
that offer be supported by the market? Yes, I know, 
markets are increasing in value. They must be right 
if buyers are willing to pay more than list price and 
homes are selling in less than 30 days, right? 
 Not so fast. Here comes the appraiser! We’re the 
ones who put the reality into the transaction. We know 
we’re going to be the “worst appraiser EVER” if we 
don’t appraise the property at the contract price. That’s 
OK. We have a special appraisal class that teaches us 
how to kill a real estate deal and be OK with it. (I’m 
JOKING!) 
	 All	 kidding	 aside,	 contract	wars	 are	 fine	 as	 long	
as the market supports the price. If it doesn’t, is your 
buyer willing to come to the table with the difference? 

Appraising during a pandemic, 
Part 2 

(continued on next page...)
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(Appraising, continued from previous page)

Please do your buyers a favor and have this conversation before 
the offer is written. 
	 If	you	can	find	true	comparable	sales	within	the	market	area	
that support the price, then write the offer over list price. If you 
can’t, the buyer should have the funds and be willing to cover the 
difference. If you are relying on the appraisal to get them out of a 
contract, that’s not fair to the seller who could have taken an offer 
that was sure to close, and now everyone’s time has been wasted. 
 I cannot stress enough in times such as this, with cheap money 
and low inventory, that we all have to do our jobs to the best of our 
abilities AND what is best for our clients. There will be times when 
we may each look like the “bad guy,” but I can tell you, it will save 

your career and your morals. 
 We, as professionals, must do our jobs ethically. Those of us in 
professional organizations have taken an oath to do so. Sometimes 
this involves tough love. 
 So, the next time you are sitting down to write a contract, do 
your homework (comparative market analysis) to make sure that 
the offer you are submitting will be supported by an appraisal, and 
I’m	not	talking	about	a	sale	over	five	miles	away	that	happens	to	
be in the price point you’re looking for. I mean TRUE comparable 
sales!
 That is the ethical thing to do, and your client will be thankful 
in the long run. Stay safe, sell houses and make good choices!  ⌂⌂

informed of the various issues facing community associations today. 
Board members should engage in ongoing training to increase 
their knowledge, competence, effectiveness, and professionalism 
as leaders of their community. The more you know will ensure that 
you	feel	more	confident	in	the	decisions	you	will	make	as	a	board	
member. Informed homeowners become more involved in their 

community. Homeowners who are more involved build community 
spirit, pride and a desire to make their community “the best 
neighborhood in the area.”
 The better you educate yourself with current information, the 
more effective you can be as a board member and as a resident.  ⌂⌂

(Back to school, continued from page 8)

Buying a home can be simpler with an online mortgage 
application that gives you the option to easily connect 
with your financial accounts and upload documents. Plus, 
you’ll have personalized guidance every step of the way.

We’re here to help you reach your homebuying goals. 
Contact us today to get started — or apply online at 
wellsfargo.com/newdigs.

Get a yard Peanut  
can sink his paws into

Ocean Front 
300 32nd St., Ste. 200, Virginia Beach, VA 23451  
757-372-9301  
wfhm.com/oceanfront

Chesapeake 
860 Greenbrier Circle, Ste. 504, Chesapeake, VA 23320  
757-420-6162 
wfhm.com/va-chesapeakebranch-chesapeake 

Information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A.  
© 2018 Wells Fargo Bank, N.A. All rights reserved. NMLSR ID 399801. AS5082283 Expires 01/2021  IHA-6674001
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Christopher Russi, 

NMLS# 1275603

Morgan Stanley

Successful 
financial plans 

usually rely 
on a mix of 
strategies.

As	a	financial	advisor	I’ve	been	asked	countless	
times, “How much money do I need to retire?” 
(If it’s a prospective client asking, I will use 

that	 opening	 to	 walk	 them	 through	 the	 financial	
planning	process.	We’ll	define	their	retirement	lifestyle	
and	do	a	financial	plan	to	map	out	how	to	meet	their	
goals. Only then can we truly answer the question 
of how much someone will need to retire.) 
 But if the person asking is clearly 
looking for some free advice, say 
at a party or a casual event, I’ll 
offer this tidbit, “At least a 
million dollars.” That usually 
puts them in a state of deep 
contemplation, or shock, and 
I can get back to what I was 
doing. 
	 While	 it	may	sound	flip,	
there is some truth to the 
answer.
 I reach my assumption by 
first	 determining	 what	 would	 be	
a reasonable retirement income. I’m 
estimating “comfortable” based on the 
median family income for 2019, which was $75,500 
a year before taxes (huduser.gov/portal/datasets/il/il19/
Medians2019r.pdf).	 Your	 personal	 definition	 can	 be	
much different, and so you can use the information in 
this article as a baseline for your income goal.
 Now that we have a basic income target, how do 
we generate the income you’ll need?
 There is one guaranteed income source we all 
have at our disposal and any one of three other options 
available to most people. The guaranteed source is 
Social Security, of course, and the three options I would 
like to explore in this article are pension income, rental 
income or investment income. I will take a moment to 
explain each income source and how it can support the 
stated before tax income goal of $75,000 per year.
 Social Security is expected to be around at least 
until 2037, according to SSA.gov, and 97% of all 
Americans ages 60 to 89 are receiving or expected to 
receive	 some	 kind	 of	 benefits.	 The	 average	 income	
benefit	received	as	of	June	2019	was	$1,470	a	month,	
with	the	maximum	monthly	benefit	capped	at	$3,011	
at full retirement age and $3,790 at age 70. 

 If we assume that your household is two adults and 
each	will	qualify	for	the	average	benefit,	then	your	total	
annual before tax income and Medicare withholding 
would be $17,640 a year each or $35,280 combined 
per year. This is nearly 50% of our total income goal 
of $75,000 (cbpp.org/research/social-security/policy-

basics-top-ten-facts-about-social-security).
 Now that we’ve established a baseline 

for Social Security, let’s consider 
the options and possibilities for 

the rest of our income need, 
approximately $40,000.
 One possibility for income 
could be from a pension. 
If you’ve been working 
for more than 20 years or 
are military, you are most 
likely familiar with these 

programs. Many corporations 
used to offer pensions to their 

employees, but they have largely 
been phased out of corporate 

America over the last 20 years. Now 
these programs are primarily available to 

government employees, including teachers or civil 
servants, military personnel and those working for 
large hospitals. 
 For rough estimates, the average Federal 
Employees	Retirement	System	(FERS)	benefit	in	2018	
was $1,834 a month, while Virginia Retirement System 
(VRS)	benefits	range	widely	based	on	years	of	service	
and	final	pay	(everycrsreport.com/reports/98-972.html 
and varetire.org/pdf/publications/getting-ready-to-
retire-guide.pdf).
 For example, if you made $75,000 in average 
income with 30 years of service, your pension income 
could be $38,250, but if you were making $60,000 a 
year toward the end of your career with 20 years of 
service, then your pension income might only be 
$20,400 a year. Either way, if you or a member of your 
household has a pension income, it might get you to the 
basic family income goal of $75,000 when coupled with 
your Social Security.
 Investing in real estate for rental income can 
get	 you	 there	 as	well.	Many	 financial	 plans	 I	 create	

We all need to be millionaires 
(or at least the equivalent)

(continued on next page...)

http://huduser.gov/portal/datasets/il/il19/Medians2019r.pdf
http://huduser.gov/portal/datasets/il/il19/Medians2019r.pdf
http://SSA.gov
http://cbpp.org/research/social-security/policy-basics-top-ten-facts-about-social-security
http://cbpp.org/research/social-security/policy-basics-top-ten-facts-about-social-security
http://everycrsreport.com/reports/98-972.html
http://varetire.org/pdf/publications/getting-ready-to-retire-guide.pdf
http://varetire.org/pdf/publications/getting-ready-to-retire-guide.pdf
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incorporate rent as a retirement income vehicle. Recently, I used 
our planning tools to model the results of a hypothetical example 
with four rental properties. Each property was worth $250,000 in 
value ($250,000 x 4 properties = $1,000,000), and the estimated 
rent on each property was $1,330 a month. That adds up to 
approximately $16,000 a year in rental income for each property, 
but that does not account for taxes and insurance, repairs and 
management fees. 
 Therefore, if rent is $16,000 a year and the annual taxes are 
$1,300, the insurance is $1,500, the repairs at .5% per year of the 
property’s value are $1,250, and management fees on the income 
are $1,600 a year, then the earnings on each property before taxes 
is $10,350 a year, assuming no mortgage. For four properties in 
our hypothetical example, that would equal $41,400 annually. 
 However, if there was a mortgage on each property, the income 
generated would be dramatically reduced until the mortgage was 
paid off. This could take 30 years to accomplish, or more if you 
have	to	refinance,	and	less	if	you	are	able	to	apply	larger	payments	
toward	 the	 principle.	 Either	 way,	 I	 find	 it	 interesting	 that	
$1,000,000 in rental housing generates the $41,400 we need to 
supplement social security and reach the income goal of $75,000.
 If you don’t have a pension or accumulated rental properties, 
then you might have participated in a retirement account. Most 
agents have contributed to a retirement plan as a tax shelter at 
one	time	or	another.	Simplified	Employee	Pension	(SEP)	accounts	
are common because they are a quick and easy way to get up to 
20%	to	25%	of	your	net	profit	into	a	retirement	account	pretax.	
 The other common account among real estate agents is the 
One-Person 401(k) plan, which allows you to contribute a 20 to 
25%	profit	share	AND	a	salary	deferral	of	$19,500	if	you	are	under	
age 50 or $26,000 if you are 50 or older with the catchup provision 
(advisor.morganstanley.com/the-pierson-russi-group/documents/
field/p/pi/pierson-russi-group/Retirement%20Plan%20Brochure.
pdf). Hypothetically, if you were to contribute $20,000 a year every 

year for 20 years AND your assets averaged an 8% return, you 
would very nearly have $1 million in your retirement account 
($988,458 by my excel spreadsheet). Hypothetical returns do not 
represent the performance of any particular security or portfolio.
 Once we have accumulated $1 million in our retirement 
account and are ready to retire, then it is just a matter of 
determining a withdraw rate that would ensure the income lasts 
over the course of our lifetime. According to Blackrock (Lit No. 
WR-FS-0915) a client with $1 million invested in a 60% stock, 40% 
bond mix with 25 years of retirement (age 65 to 90) can take a 4% 
gross	distribution	rate	and	feel	confident	that	85%	of	the	time	they	
will not run out of money. 
 That means taking $40,000 a year income from a $1 million 
portfolio gives you a high probability of NOT running out of money. 
This	income	estimate	actually	builds	in	a	3%	inflation	expectation,	
so you can plan to have your income grow every year. Combine 
this with the Social Security we mentioned before, $17,640 for one 
person or $35,280 for a couple, and you’ve got the missing income 
to reach the retirement income goal of $75,000.
 While each of these strategies could be your sole source to 
meet your retirement income goal, in my experience, the most 
successful	financial	plans	usually	rely	on	a	mix	of	strategies.	For	
example, one spouse is earning toward a pension while another 
spouse is sheltering money into a retirement account, and together 
they	have	a	few	rental	properties	to	boot.	This	creates	a	diversified	
income stream in retirement.
 So, while my original statement that we all have to be 
millionaires	might	sound	flip,	there	is	some	truth	in	the	statement.	
If we hope to retire with a moderate income, we will have to build 
an income stream that is the equivalent to a million dollars in a 
retirement account or rental property. 
 If your retirement income goal is higher, you can add another 
million dollars of rental property or retirement account assets for 
every $40,000 additional income that you would like to have.  ⌂⌂

(Millionaires, continued from previous page)

 Mandatory masks still can't hide those smiles

Who was that masked man? (Or woman?) They’re our fabulous HRRA members, and we’re happy to see them in house again during 
these crazy COVID-19 times. Even though we can’t see their smiles, we know they’re under there. Stay safe and healthy, HRRA, 
and don’t forget to wear your mask when visiting the HRRA building. Learn more about COVID-19 safety protocol, and visit the 
association’s COVID Resource Page, at HRRA.com/covid-19-resources/.   – Victoria Hecht, HRRA Communications and PR Specialist

http://advisor.morganstanley.com/the-pierson-russi-group/documents/field/p/pi/pierson-russi-group/Retirement%20Plan%20Brochure.pdf
http://advisor.morganstanley.com/the-pierson-russi-group/documents/field/p/pi/pierson-russi-group/Retirement%20Plan%20Brochure.pdf
http://advisor.morganstanley.com/the-pierson-russi-group/documents/field/p/pi/pierson-russi-group/Retirement%20Plan%20Brochure.pdf
http://HRRA.com/covid-19-resources/


14     Hampton Roads REALTOR® • September 2020

Lee Halyard

PMLC Vice-Chair and 

HRRA 2019 Property 

Manager of the Year

Tenants
will likely ask 
the contractor 
to “just get it 

fixed.”

July 1, 2020, saw the enactment of sweeping 
changes in the property management industry. 
One of the major changes that occurred is the 

requirement of “Statement of Tenants Rights.” (You 
can	find	this	statement	at	dhcd.virginia.gov.)
 The statement is broken up into two sections 
outlining tenant rights and responsibilities. 
There is a section on the last page for both 
parties to sign, making it a part of the 
finalized	ratified	lease.	
 The statement covers 
an array of rights and 
responsibilities incumbent 
on both the landlord and 
tenant, including some of the 
new changes additionally 
enacted July 1, 2020. This 
statement is to be provided to 
all prospective applicants. 
 One new change enacted 
and listed in the tenant’s 
statement of right is:

“Repair and Deduct: If an issue on 
the property affects life, health, safety, 
or seriously affects habitability, and a landlord 
has not begun to address it within 14 days after 
written notice from the tenant, the tenant may 
contract to have the repair done by a licensed 
contractor at a cost of not more than $1,500, or 
one month’s rent, whichever is more. The tenant 
may deduct the actual cost of the repair from 
the rent. The tenant must send the landlord an 
itemized invoice and a receipt for payment to the 
contractor for the work, along with any payment 
of remaining rent owed. (§55.1-1244.1).”

 How is it that this came to pass? What issues 
that affect life, health, safety and/or habitability of 
the dwelling unit in our care were obviously routinely 
disregarded that caused this action to be adopted? 
 When an owner signs a property management 
agreement with a property manager it is tantamount 
to giving the property manager power of attorney 
for everything associated with that dwelling unit. 
They	 can	bind	 contractors	 on	 the	 owner’s	 behalf,	 file	
insurance claims, enforce lease provisions and collect 
rents and other amounts due from tenants, and recover 

possession of the premises and undertake any action 
associated with the property except sell it. So, it is 
baffling	 as	 to	 how	 a	 substandard	 condition	 could	 go	
unchecked to the point that this action is necessary. 
 Moreover, and equally concerning, should a tenant 
invoke this right as a result of inaction on the part of a 

property manager or owner, we will be depending 
on the tenant to hire and pay for a 

contractor to make repairs. We don’t 
know how the tenants will vet the 

contractors or if they have any 
experience vetting contractors. 
They will likely not think to 
ask for a copy of appropriate 
current insurance documents 
from the contractor doing 
the work, and will likely be 
instructing the contractor to 
“just	get	it	fixed.”	This	change	

authorizes tenants to take 
action outside their expertise and 

is rife with problems and potential 
liabilities for the owner, property 

manager, and tenant alike!
 When homeowners become our clients and hire us 

as property managers to take care of their house, they 
are entrusting us with what is oftentimes the most 
valuable material possession they have. We should 
always treat this responsibility like the big deal that it 
is. 
 If a property manager is being told by an owner, 
“Don’t	 fix	 or	 repair	 that	 because	 (fill	 in	 the	 blank),”	
and our every instinct tells us that this unchecked 
condition affects life, health, safety or seriously affects 
habitability of the dwelling unit, then it is time to go 
back and review the elements of our agreement and 
reconsider the representation of that property. 
 Part of the problem and frustration with this new 
requirement likely rests solely on our shoulders. Have 
we done this poor of a job in managing expectations for 
owners and tenants that substandard rental property 
is in such abundance and so frequently rented by the 
consuming public that the repair-and-deduct item had 
to become part of the tenant’s statement of rights? If 
so, we must do better! ⌂⌂

Exploring the ‘Statement of 
Tenant’s Rights’

http://dhcd.virginia.gov
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Affiliate Spotlight: WeldenField & Rowe  
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: WeldenField & Rowe Custom Homes & Neighborhoods
 
Territory: Hampton Roads
 
Company details: WeldenFieldandRowe.com, Brian@weldenfieldva.com and (757) 934-8383
 
Company specialties: We build just about everything from high-end custom homes to condos and single-
family homes in our neighborhoods. We love building homes for all folks, but we have a unique talent for 
building homes and neighborhoods for our active-adult buyer. We've built hundreds of homes in our area 
that provide a great lifestyle for those 55 and better. 
 
HRRA Affiliate member since: 2015
 
Why we joined HRRA: We really enjoy all of the opportunities the association offers to us as a builder, 
but we also appreciate the work that our REALTORS® do in our area that keep us all in business!

Why we got into this business: WeldenField & Rowe has been in business in Hampton Roads for more 
than 12 years, and our WeldenField Development company based in Birmingham, Alabama, has been in 
the business for 43 years.
 
Why we love doing what we do: We simply love creating unique and special communities and homes 
that make our customers feel special and proud.
 
Our favorite satisfied-customer story: We have one family for whom we designed and built two homes 
for the father plus a home for each of his sons. All of this was within a three-year period. When that 
happens, you simply know you are doing something right!

Our favorite HRRA event and why: We have been a sponsor for several of the Circle of Excellencesm 
Awards banquets. We appreciate our REALTORS® and the opportunity to honor them at this program. 
This also gives us the opportunity to network with the most successful REALTORS® in our area.
 
The one thing we want REALTORS® to know about our industry is: We are in this business 
together	as	a	team.	Getting	to	know	each	other	is	a	key	in	helping	our	customers	find	the	perfect	home	or	
neighborhood. REALTOR® feedback is important to us because, as a builder, we strive keep up with the 
changing needs of the Hampton Roads buyer.
 
HRRA Affiliate Spotlight offers a closer look at the association’s Affiliate members. WeldenField & Rowe  
is a 2020 Ambassador Partner. 

REALTORS®: Are you using this FREE member benefit?

Sign up for free RPR® webinars and training!

Learn more at HRRA.com

http://WeldenFieldandRowe.com
mailto:Brian@weldenfieldva.com
HRRA.com
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Kathy Turley

Home Clean Heroes You’re not 
in this alone, 

so ask for help 
when you 
need it.

September usually brings a renewed calm to our 
lives. The tourists have largely left, and we 
can get back to our locally “socially distanced” 

beach going. The weather is starting to cool a bit as 
we look forward to our favorite fall activities, including 
football,	firepits	and	our	favorite	fall	HRRA	events,	like	
the Chili Cook-Off and Tailgate Party or the Wine 
& Cheese Social.
 September can sometimes bring 
chaos to our lives, too. Most 
businesses are picking back up 
from the dog days of summer 
and putting plans in place for 
a strong fourth quarter. If you 
have children, September is 
normally	filled	with	back-to-
school	 preparations,	 filling	
out countless forms (don’t 
they save that information, 
anyway?), trying to get kids on 
a schedule, and balancing work 
and family priorities.
 This September things will look 
very different than they have in the past. 
You may still be working from home and doing 
virtual meetings. Most HRRA meetings and events 
are virtual. If you have children, your “back-to-school” 
planning has shifted to “how am I going to help my 
child with virtual learning AND still be successful in 
my business?”
 Here are a few tips to help you start September 
strong as you settle into the new normal (let’s hope 
that is just a temporary new normal). 
 Plan, plan, plan. Have you ever heard the 
Chinese proverb, “Planning is the prelude to any 
successful action”? A seamless transition back to school 
isn’t going to happen without having a plan in place. 
Start building your plan by breaking down items into 
smaller, manageable tasks. 
 One person I know makes a list of everything 
she needs to get done in the week, but then, beyond 
managing just a to-do list, she then plots out what days 
she is going to tackle which items and often blocks out 
chunks of time on her calendar to do that. This can 
also help you take advantage of your peak performance 
times. So, if you are a morning person, you can schedule 

the more critical thinking tasks during the mornings. 
If you are managing a child’s (or children’s) virtual 
learning along with your own work activities, this 
daily (and even hourly) plan can be critical for your 
success—and sanity!
 Have a dedicated work space. With multiple 

people at home working or learning, it may be more 
difficult	to	give	each	person	their	dedicated	

space.	 It’s	 important	 to	 try	 and	 find	
those places so each individual 

can work on their plan for their 
best possible outcomes. Maybe 
it’s having one person in the 
dining room and another in 
the kitchen. Maybe you can 
set up dedicated learning 
areas for children in different 
parts of the house. If those 

spaces are going to be used for 
family activities, such as meals, 

it’s important to have a dedicated 
end of the day so the space can go 

back to being a family shared space.
 Do the pandemic purge. You 

know how it always feels great when you clean out 
a closet or even a drawer? Take a quick look around 
your house at the things you may have accumulated 
during the pandemic and get purging! Have tons of 
condiment packets, plastic utensils or menus from all 
those restaurant to-go orders? Get rid of them! What 
about the jigsaw puzzles you and your family may have 
accumulated and worked on during the height of our 
stay-at-home orders? Trade them with a neighbor, or 
donate to a local senior living community. What about 
all those deliveries you received? Recycle that bubble 
wrap and cardboard boxes. Or better yet, send a care 
package to a friend or family member you haven’t been 
able to visit with in person. 
 Ask for help. Find someone who can help out 
when you’re in a bind. Maybe it’s a neighbor, fellow 
REALTOR® or family member who can help with 
childcare when you go to an in-person closing or 
showing (just be sure to return the favor if you can). 
Maybe it’s ordering groceries online to give you more 
time to focus on your plan. Maybe it’s even hiring a 

It’s the most wonderful time of 
the (school) year!

(continued on next page...)
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cleaning company to come in and do your weekly cleaning. You get 
the point. You’re not in this alone, so ask for help when you need it. 
 Don’t forget to have fun! Adulting is stressful enough, but 
with the added layer of virtual everything and social distancing, 
it’s all too easy to get bogged down. Scheduling fun time—even if 

it’s just a walk around the block, a virtual coffee date with a long 
distance	friend	or	relative,	or	a	five	minute	break	to	hug	those	at	
home with you can go a long way in resetting your outlook and 
recharging your batteries.  ⌂⌂

*Call for details. Expires: 12/31/2020

$50o� Move In/Out Clean
or Initial Clean*

757-819-4941 • homecleanheroes.com/HRRA 

What makes us heroes?
• EPA-approved disinfectant
• Social distancing during service
• Wear protective masks
   & gloves

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

(Wonderful time, continued from previous page)

“That’s Who We R” 
REALTOR® Spotlight
WHO: Tina Holt, residential 
marketing master, Long & Foster 
Oceanfront/Coastal	Office	(Virginia,	
North Carolina and Maryland) 

HRRA MEMBER SINCE: 2013

REALTOR® ACTIVITIES/AWARDS: 
For HRRA, Grievance Committee, 
Professional Standards Committee 
and vice-chair of REALTOR®/Lawyer. 
I serve as director of programs on 
the Women’s Council of REALTORS® 
Coastal Region. I am also a member 
of the Outer Banks Association 
of REALTORS®, Albemarle Area 
Association, Eastern Shore Association 
of REALTORS® and Maryland 
REALTORS®.

COMMUNITY INVOLVEMENT: LZ 
Grace, Wounded Warriors, Habitat for 
Humanity, American Cancer Society, 
Susan G. Komen, Relay for Life and 
American Heart Association.

I CHOSE TO BECOME A REALTOR® 
BECAUSE: ...of the educational 
opportunities that have allowed me 
to best represent and add value to my 
clients. Additionally, I think it is very 
important (when representing clients 
with buying and selling of what is 
typically their largest investment) that 
we should adhere to the Code of Ethics 
and professional standards and be held 
accountable for our actions.

FAVORITE REALTOR® BENEFIT: 
Educational	benefits	and	being	around	
like-minded people.

FAVORITE HRRA ACTIVITY AND 
WHY: The Committee Fair. I felt 
that event offered the opportunity for 
members who are interested in serving 
to	find	out	more	about	each	committee,	
allowing them to make the best 
decision in terms of where they may 
wish to serve.

MOST MEMORABLE HRRA 
MOMENT: I don't really have a most 
memorable HRRA event. Each event is 
usually memorable in some way.

I AM PROUD TO CALL MYSELF A 
REALTOR® BECAUSE: We are the 
experts!
 
BEST PIECE OF ADVICE FOR 
FELLOW REALTORS®: Quality 
service should be your priority, and 
ALWAYS be willing to broaden your 
education and knowledge.  

Tina Holt
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Rob Waring

Chair, 

Owners/Managers 

Council

As owners and managers we deal with any 
number of situations that get agents calling  
 for advice or just to gripe. And right now the 

phone is ringing off the hook. (And, yes, the current 
market	is	certifiably	insane.)	
 The only things I haven’t seen offered as 
incentives to sellers to accept one or the other 
contract	 are	 classic	 cars	 or	 first-born	
children (that second one has you 
thinking doesn’t it?). I’ve heard 
people opine that this hot 
market is bound to collapse 
and that it’s exactly like the 
2006-2007 market prior to 
the housing crash. Nothing 
could be further from the 
truth. 
 What you are seeing is 
simply a supply-and-demand 
mismatch fueled by interest 
rates that are ridiculously 
low. Offers may be crazy, but 
appreciation is not. Further, lending 
has remained rational with minimal 
qualifying credit scores in the neighborhood of 
600 rather than the infamous “fog a mirror, get a 
mortgage” nonsense prior to the crash when a 480 
score got you a sweet 3/1 ARM loan. 
	 When	I	first	got	my	 license	 to	sell	 real	estate	 I	
was told that the answer to the question, “Is it a good 
time to buy?” was always, “It’s a great time to buy!” 
And you know what? It is a great—no, a spectacular—
time to buy…if you can get a contract accepted.
 So let’s talk about escalation clauses because 
they may be one of the worst real estate contract 
documents in the agent toolkit. In spite of the fact 
that they seem really popular right now, the only 
thing they are good for is to let the listing agent 
know	just	how	far	a	buyer	is	willing	to	go	financially	
to get a particular house. 
 Oh, go ahead and tell me about the “rules” that 
I have to prove to you that I have all these other 
competing offers that drive yours to its max limit. 
Seriously, tell me all about it. Oh wait, then you 
realize that if you’re using an escalation clause it 
means it’s a seller’s market and you’ll have to play 

by seller’s rules. 
 As the agent advising that seller I’m going to 
suggest that we simply strike the escalation clause, 
counter at your max value and ask that you guarantee 
it, putting up cash to cover any gap between appraisal 
and your offer. Oh wait, you used an escalation 

clause going up to 20K (or more) over list but 
weren’t going to guarantee any appraisal 

shortage with cash? What, you were 
hoping my seller would fall for 

the “bright, shiny object” offer? 
That we’d accept it and hope 
to make appraisal? Please. 
Don’t. Just don’t. To further 
complicate matters, agents 
are using escalation clauses 
and then asking for closing 
costs. Really? 

 At this point we could get 
into a long discussion about 

agents and their ability to 
correctly price a listing, but that 

is	a	subject	 for	another	time.	Suffice	
it to say, if you make an offer way above 

asking, thinking that achieving that value through 
appraisal is possible, you are actually insulting 
the listing agent and their pricing skills as well as 
pinning a great deal of hope on the appraiser. A 
shotgun approach at best.
 Now, if you have a buyer with some cash, perhaps 
there is a better way to the seller’s heart…or wallet. 
Along with full price, offer to pay some of the seller’s 
costs	of	sale.	There	are	a	couple	of	benefits	here.	No	
appraisal issues to speak of, incremental saving with 
a	lower	price	and	the	cash	benefit	to	the	seller	goes	
straight to the bottom line; a straight addition to the 
most	important	figure	on	the	Alta-1,	cash	to	seller.	
 Look, you have a rough idea of the seller’s costs 
to sell, commissions plus a point or so. You know 
what you have to work with. Offering over with a 
cash	 guarantee	 results	 in	 that	 overage	 filtering	
through the various percentage-based costs and 
arriving at the seller’s bottom line noticeably less 
than if you just direct cash directly to the seller’s net. 
It’s a strategy worth considering and a lot cleaner 

Take my offer…please!

Offers may 
be crazy, but 
appreciation 

is not. 

(continued on next page...)
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than the brute -force option of just blowing up the offering price. 
 For VA buyers who have some cash together and can 
manipulate their loan using lender credits for closing costs and 
prepaids the ability to throw some cash at the seller’s bottom 
line can provide the ability to be competitive. It’s certainly 
something to consider.

 In all of this, the starting point is the early counseling of 
both buyers and sellers. This market demands it. Tempering 
expectations and strategizing early can prevent disappointment 
later and keep clients in the game for the win. Knowing the “art 
of	the	possible”	before	hitting	the	playing	field	can	give	agents	
what they need to help their client succeed. ⌂⌂

 HRRA paints its heart out for St. Mary’s Home

HRRA	Affiliate	and	REALTOR® members channeled their inner artists July 23 for the organization’s annual PaintFest® to help 
brighten the lives of residents at St. Mary’s Home in Norfolk.

During the social-distancing-friendly event attendees gathered at HRRA headquarters to paint a six-panel mural, provided through the 
Foundation for Hospital Art, to be presented to the Norfolk-based St. Mary’s Home. The event also raised monetary donations, which 
St. Mary’s will use to purchase much-needed masks, gowns and face shields.  

A	private,	nonprofit,	nonsectarian	organization,	St.	Mary’s	was	founded	in	1944	and	provides	quality,	specialized,	around-the-clock	care	
within a homelike environment for children and adults with severe physical and intellectual disabilities. The Foundation for Hospital 
Art	seeks	to	provide	comfort	and	hope	to	those	in	hospitals	through	artwork.	The	mural,	depicting	dragonflies	flitting	on	lily	pads,	will	
hang in St. Mary’s Albero House. Other murals completed by HRRA volunteers also adorn walls throughout St. Mary’s. Albero House is 
a 10,000-square-foot wing at St. Mary’s with 12 private bedrooms for residents 21 and older. 

HRRA’s Young Professionals Network supported the event with outdoor networking activities for attendees. PaintFest® was 
presented	by	HRRA’s	Affiliates	Council.	One	of	the	association’s	17	committees,	councils	and	advisory	groups,	the	Affiliates	Council	
provide services and products that support HRRA’s 3,700 REALTOR® members and the general public. – Victoria Hecht, HRRA 
Communications and PR Specialist

(Take my offer, continued from previous page)
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Linda Harrison

HRRPAC 

Fundraising Chair
Home grew 

in importance: 
from pit stop 

to safe 
haven.

Homeownership during COVID-19 has surged! 
Meanwhile, the COVID-19 stay-at-home 
executive order offered home owners time to 

reflect	on	the	importance	of	“Home	Sweet	Home”	and	
the support of family, friends and neighbors. 
 The American dream of owning a home is alive 
and vital. We can thank RPAC—the REALTORS® 
Political Action Committee—for being our 
voice and enabling REALTORS® with 
the ability to serve our clients in 
making homeownership a reality 
in spite of COVID-19. 
 Why are clients buying 
and selling? Because home 
is where the heart is. It’s 
property, family and well-
being. 
 And how are homes 
evolving? What features are 
consumers putting on their 
must-have lists?
 In times of natural disasters, 
national adversities and/or unforetold 
circumstances, Maslow’s hierarchy of needs 
kick into gear: physical-survival and safety (home); 
emotional-belonging (family, friends and community); 
and self-esteem/self-fulfillment (evolutionary). 
Kenneth	Spright	 adds	 five	 “essential”	 needs:	 oxygen,	
water, food, shelter and sleep. Both theories center on 
home—the American dream of homeownership. 
 Ergo, a home is a shelter, providing protection 
against the elements of the world and a safe domicile 
to sleep in peace. Sleep supports wellbeing; Spright 
notes, “Sleep deprivation causes headaches, confusion, 
hallucinations and potential death.” Home is a safe 
place to shelter and ensures good health.
 Sequestered to our homes, thoughts turned 
towards our living spaces. Businesses and government 
buildings closed, and this forced isolation provided 
opportunity to re-evaluate home sweet home. The 
average home had become a place to visit, eat, sleep 
and prepare for the next day—in other words, a pit 
stop. 
 In the wake of COVID-19 something unexpected 
happened! The home grew in importance: from pit stop 
to	 safe	 haven,	 entertainment/fitness	 center,	 a	 school	

and a workplace. How did this happen?
 Preparation: Nesting and stockpiling supplies! 
Yes, just like birds nest and mothers-to-be “nest,” we 
nested and cleaned in preparation of the “big event”… 
and that event was spending time at home with 
each other in a sterile environment while stockpiling 

supplies. A sense of “we’re in this together” focused 
family and friends to work together in 

acquiring necessary supplies for the 
future.

 Multifunctional spaces: 
Work	 offices,	 home	 gyms	 and	
schools emerged and curbside 
pickup	at	 office	and	 sporting	
supply stores became 
widespread. Clearing the 
clutter from extra rooms and 
filling	them	with	office/school/

gym equipment enabled 
consumers	 to	 work,	 stay	 fit	

and study from home. Success 
achieved!

 Renovating rooms for family 
is on the rise. There is a rebirth of 

multigenerational living. A 2016 Pew Research 
Center report (https://www.pewresearch.org/fact-
tank/2018/04/05/a-record-64-million-americans-live-
in-multigenerational-households/) indicates this trend 
was on the rise in 2016—up from an all-time low in 
1980.
 Now, with college students returning home, 
employment opportunities at a minimal and increase 
in our aging population, I believe multi-generational 
homes will be a hot commodity in the future.
 Spright and Maslow were spot on! What we 
need as humans are a home, human contact, sense of 
belonging, fresh air, water, food and self-development. 
These are essential to living a happy and productive 
life, and it all begins with shelter. That is, Home 
Sweet—ever-evolving—Home.
 In light of COVID-19 and changing needs, 
2020 criteria for new home buyers could include 
entertainment/meeting spaces, both inside and out; 
extra	rooms	for	work,	school,	fitness,	additional	family	
members or projects; in-law suites, media rooms; lot 

Home Sweet—ever-evolving—
Home

(continued on next page...)

https://www.pewresearch.org/fact-tank/2018/04/05/a-record-64-million-americans-live-in-multigenerational-households/
https://www.pewresearch.org/fact-tank/2018/04/05/a-record-64-million-americans-live-in-multigenerational-households/
https://www.pewresearch.org/fact-tank/2018/04/05/a-record-64-million-americans-live-in-multigenerational-households/
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Hampton Roads 
REALTORS® Political 
Action Committee

Your Voice 
in Politics.

HRRA.com/HRRPAC

Invest in your industry. 
Donate today!

(Home, continued from previous page)

space/zoning for expansion; larger storage/pantry areas; 
and bike racks! What? Bike racks? Yes.
  Consider this article (https://www.marketwatch.
com/story/theyre-buying-bikes-like-toilet-paper-pandemic-
leads-to-a-bicycle-boom-shortage-2020-06-15), which cites 
the explosive growth of bike sales. Maslow showed us that 
connecting, sharing ideas and having a sense of belonging 
is necessary for self-actualization, and we are witnessing 
consumers establishing these connections through their 
purchases. Note the shortages in bicycles, sewing machines, 
games, puzzles and paint, and pool installations. 
 In conclusion, I just want to add that it is through 
YOUR contributions to RPAC that we can continue to 
support OUR rights in real estate and as REALTORS® to 
support our ability to service our clients. We consumers are 
seeking shelter, and where once we stopped in for a visit, 
our new Home Sweet—ever-evolving—Home is now the 
safe haven where we spend time connecting with the ones 
we love.  ⌂⌂

Your Trusted Mortgage Partner

Contact your local 
Langley Mortgage 
loan officer today!

Nathalia Luna
NMLS# 659443
757-224-4745

Holly Damalas
NMLS# 758490 
757-692-6669

http://HRRA.com/HRRPAC
https://www.marketwatch.com/story/theyre-buying-bikes-like-toilet-paper-pandemic-leads-to-a-bicycle-boom-shortage-2020-06-15
https://www.marketwatch.com/story/theyre-buying-bikes-like-toilet-paper-pandemic-leads-to-a-bicycle-boom-shortage-2020-06-15
https://www.marketwatch.com/story/theyre-buying-bikes-like-toilet-paper-pandemic-leads-to-a-bicycle-boom-shortage-2020-06-15
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Most 
corporations 

will be 
requiring a 

return to the 
office.

W  e survived most of 2020 (so far), and everyone 
is talking about the “new norm.” Remember 
when you couldn’t go into a bank with your 

face covered? And now you can’t enter one without a 
mask. Kids used to beg to stay home from school. Now 
they are begging to go back. 
 Here is to the remainder of the year getting 
better. The economy is improving. As 
stores and restaurants open back up, 
more people are returning to work. 
At the time of writing this article, 
unemployment numbers came 
out at just a bit over 10%. 
That is still a high number 
(we were near 10% during 
the height of the recession), 
but it is a remarkable 
improvement over the 30% 
plus we were having at the 
height of the pandemic. 
 People must have jobs in 
order to spend. And while the 
government stimulus checks certainly 
helped, the feds cannot keep printing 
money. At some point, we, the people, are going to 
have to pay for those funds spent in the form of higher 
taxation. 
 As the economy reopens, new ways of conducting 
business are being devised to accommodate social 
distancing. Many stores are limiting the number of 
shoppers	and	directing	the	flow	of	consumers	through	
the store. Restaurants are limited to 50% capacity and 
getting creative with outdoor seating. Shopping centers 
are	being	reconfigured	for	outdoor	seating	and	pick	up	
zones from online orders. Education went online. 
 Demand for student housing dropped as it was 
expected that college students wouldn’t be returning 
to campuses. However, that estimate has changed as 
campus learning is now expected to start back, albeit 
slowly. And many colleges have said they will be 
lowering the amount of students per dorm, thus will 
they will be seeking student apartments. 
 Also, this has been helping the hotel industry, 
as many universities have approached nearby hotels 
about using their rooms for student housing.
	 Office	 space	 is	 also	 changing.	 CBRE,	 one	 of	 the	

largest	office	space	managers	in	the	US,	if	not	the	world,	
conducted	an	extensive	survey	of	their	office	landlords,	
tenants and clients. One of the highlights of this survey 
was that the corporations were in agreement that they 
intended	to	build	satellite	offices	going	forward	rather	
than continuing urban concentration. 

 And the Wall Street Journal, in an article dated 
July 24 (“Companies start to think remote 

work isn’t so great after all”), reported 
that most corporations will be 
requiring	 a	 return	 to	 the	 office.	

One thing the article discussed 
is that while telecommuting 
productivity was high at the 
beginning of the pandemic, 
it was mostly because people 
were concerned about losing 
their jobs; productivity has 

since waned. 
 Also, it reported that 

companies	are	having	a	difficult	
time mentoring future leadership 

since much of that training is having 
younger managers in an environment 

where they can overhear and watch how senior 
leaders analyze and address issues. 
 The pandemic had positive effects on some 
industries. The recreational vehicle market is reporting 
that sales were up 180% over last year. Camping 
equipment sales soared. And the industrial market 
leapt up as warehouse and distribution space demand 
leapt due to online sales. Industrial space is expected 
to continue to be in high demand.
 Many people have used the pandemic downtime 
to further their education. Online classes have become 
a norm for those seeking designations and continuing 
education. 
 Speaking of education, for those who are interested 
in pursuing commercial real estate business, classes 
are	 offered	 for	 the	 CCIM	 (Certified	 Commercial	
Investment Member) designation. The MidAtlantic 
CCIM Chapter is offering several online through the 
rest of the year (disclosure: the author is the president-
elect of the Mid-Atlantic Chapter in 2021). Feel free 
to email me at tecproperties@gmail.com or call me at 
(757) 371-9145 for more information.  ⌂⌂

2020: adjusting lives, business 
and lifestyles

Tim Churchwell, 

CCIM

Chair, Commercial 

Council

mailto:tecproperties@gmail.com
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Lindsay M. Barton, 

Esquire

Hanger Law

Please, 
transmit 

addendums 
in a timely 
manner.

September is known to be back to school, back 
to the routine of things, the beginning of a 
“new year,” etc. Now 2020 has given us some 

interesting twist and turns, which has made for a 
confusing year, so let us keep it simple and go back to 
the basics!
 When preparing your clients for a closing, 
whether they be sellers or buyers, there 
are some easy steps to take to ensure 
a smooth transaction. Below are 
just some basic things that can 
sometimes be overlooked by the 
hustle and bustle of a closing:
 1. The client should 
always	 have	 certified	 funds	
to bring to a closing if they 
owe money and they are not 
wiring those funds. 
 2. The client(s) should 
always have a valid photo ID. 
Almost always this will be the 
client(s) driver license; however, in 
the event the client(s) driver license 
is expired, one of two things can happen 
depending on whether the client(s) is a service 
member in the United States Armed Forces. 
 If the client(s) is a servicemember, then he or she 
can show his or her military ID. 
 If the client(s) is not a service member, then a 
valid,	unexpired	Passport	should	suffice.	A	valid	photo	
ID is essential not only for notarizing purposes, but 
also for Lender requirements.
 3. If the client(s) is using a Power of Attorney to 
have someone else sign for him/her/them, the original 
Power of Attorney with the wet signature will need 
to be collected at the time of closing. The Power of 
Attorney must be recorded with the Court; hence the 
need for it to be the original. Often, the original Power 
of	Attorney	will	remain	with	the	file	once	it	is	returned	
from the Court.
 In the event the client(s) and/or the person acting 
as the agent under the Power of Attorney would like the 
original back, it is strongly suggested that a request be 
made for the return of the original Power of Attorney 
as well as an address to where the document should be 
mailed. 

 4. It is very helpful when the closing agent knows 
the marital status of the clients up front and at the 
beginning of the closing process.
 5. While this tip mostly affects you, the agents, 
it	has	a	 secondary	benefit	 to	 the	 client(s):	 If	 there	 is	
an addendum to the purchase contract, please, please, 

please transmit it in a timely manner to your closing 
agent	so	 the	file	can	be	up-to-date.	There	

are times that the addendum is not 
in	 the	file	 and	a	 last-minute	 price	

adjustment addendum comes to 
light, which can delay a closing 
which would otherwise be on 
time.
 6. Make sure you get 
administrative fees and 
invoices to your closing 
agent if you want the closing 

disclosure/ALTA settlement 
statement	to	reflect	those	costs	

and accurately allocate such cost 
to the appropriate party. 

 7. The client should be on time for 
his/her/their appointment(s). 

 8. When buyer(s) are signing the closing package, 
a reminder that his/her/their signed name(s) should 
match how the lender has the name typed out on the 
documents; it’s a nuanced detail but an important one.
	 9.	This	is	more	for	the	seller	side,	but	funds	flow	
through the buyer settlement agent. As such, when 
dealing with the disbursement of proceeds from the 
sale of a home, those funds will be disbursed by the 
buyer settlement agent.
 All in all, these tips may seem pedantic and even 
rudimentary; however, ensuring the above are in place 
will help to ensure a smooth transaction. This list is 
not exhaustive, but it is a start, and it takes us back 
to the basics. We look forward to bringing peace to the 
process and would love to assist in your closings.  ⌂⌂

Let’s get back to the basics
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Jeremy Johnson, 

ABR, CLA, CRS, GRI, 

SFR, SRES

Chair, 

REALTOR®/Lawyer 

Committee

Avoid 
misleading 
statements. 

Ever heard of 
“Facebook 

Jail”?

On our REALTOR®/Lawyer Zoom call in July, 
we welcomed attorney and national speaker 
Ethan Wall, founder of Social Media Law and 

Order,	the	world’s	first	social	media	law	firm.	He	shared	
with us some timely examples of real estate agents 
behaving badly on social media and the consequences 
they suffered as a result. 
	 Social	media	can	be	a	legal	mine	field,	
and Wall offered up 10 tips to help 
keep us safe:
 1) What you say on 
social media can be used 
against you: You have seen 
it before, right? An agent 
posts something really 
stupid/racist/homophobic/
derogatory on social media, 
and their brokerage cans 
them immediately. But there’s 
also reputational harm. The 
public—our potential clients—
see what we post to social media, 
and, if they don’t like what they see, 
they are taking their business elsewhere.
 2) Think before you vent: With social media, 
we have a platform for praise, and we have a platform 
for protest. Wall warns us not to put people on blast on 
social media. However right we may be in our criticism, 
it can easily, quickly and viciously come back to bite us.
 3) What about the First Amendment? This 
falls under the “yes, but” category. As written, the 
First Amendment says, “Congress shall make no law 
[…] abridging the freedom of speech.” Our brokerages 
as well as the various social media platforms we use 
can place limits on our speech. Beyond that, even in 
the public sphere, there may be consequences to our 
speech.
 4) Be mindful of the Fair Housing Act: In 
recent years, the National Association of REALTORS® 
(NAR) has updated the Code of Ethics around Fair 
Housing concerns, and the Commonwealth of Virginia 
just this year enhanced its Fair Housing laws. When 
promoting our listings, expressions like “bachelor pad” 
or “ideal for empty nesters” or “man cave” easily violate 
the spirit of Fair Housing. Wall recommends avoiding 
racial or ethnic terms, references to religion, disability, 

sexual orientation, and limitations based on familial 
status. “Our responsibility,” he says, “is to be above 
board.” Perceived violations can be just as toxic as 
actual violations.
 5) Little to no difference between personal 
and business profiles: The law does not distinguish 

between what you say on your personal social media 
profile	and	what	you	say	on	your	business	

profile.	The	two	profiles	should	mirror	
each other in temperament, ethos 

and ethics, and fairness.
 6) Know that private isn’t 
really private: The internet 
has a long memory, especially 
if someone has a screenshot. 
Even if you are participating 
in a private “members-only” 
group, whether real estate 

related or not, someone can 
capture your mistake and make 

it public. What’s more, the Terms 
and Conditions on all social media 

platforms dictate that, while you may 
own your content, each platform can use 

your	content	how	they	see	fit.
 7) Don’t boost your way into a lawsuit: 
Targeted	advertising,	if	too	narrow	and	specific,	could	
potentially lead to accusations of discrimination. 
For example, the Department of Housing and Urban 
Development sued Facebook in early 2019 over the 
platform’s “targeted advertising platform [violating] 
the Fair Housing Act, [by] ‘encouraging, enabling, and 
causing’ unlawful discrimination by restricting who 
can view housing ads.”
 8) Follow your ABCs: “Always Be Correct.” 
Again in line with NAR’s Code of Ethics, we are 
compelled to avoid misleading and deceptive 
statements. Moreover, the willful sharing of inaccurate 
or false information on social media could land one in 
hot water. Ever heard of “Facebook Jail”?
 9) Review your social media policy: 
Undoubtedly, your brokerage has a written social 
media policy. If you have not seen it, ask to see it. 
And brokers, make sure your policy is current and 
disseminated to all your staff and agents.

 

Ethan Wall’s 10 tips for agents 
on social media

(continued on next page...)
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10) Follow your Code of Ethics: Wall quips that his whole 
presentation could have been only about three minutes long 
if he had merely shared slides with NAR’s Code of Ethics and 
implored us to follow the Code of Ethics. And I do not disagree.
 Our Code of Ethics is just one thing that sets us apart from 
the basic licensee in real estate. Our commitment to growth, 
education, and professional development takes it a bit further. 
So let’s go even further by stepping up our social media behavior 
and content. 
 NAR offers the free REALTOR® Content Resource at  
nar.realtor/realtor-content-resource.  ⌂⌂

(Tips for agents, continued from previous page)

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

Get started today at C2EX.realtor.
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Jenny Lovell

Chair, New Homes 

Council

Priorities 
shifted in the 
way we view 
the concept 
of a home.

Back to school! The memories of putting our 
kids	on	the	school	bus	for	the	first	day	of	school	
seem very far in the past. This upcoming school 

season will be different for many families. It could be 
virtual, in person or a hybrid version of the two. 
 The real estate market has exploded during this 
pandemic, much to the surprise of many. Home 
has become so many more things that 
just a place to stop and rest in our 
busy lives. It has become the 
center of our busy lives. Our 
homes are workplaces, schools, 
entertainment hubs and, best 
of all, the place we feel safe 
and secure.
 All of these changes 
have helped us realize that 
we may need more space, less 
space or brand-new space! Our 
priorities shifted in the way we 
view the concept of a home. 
 As we’ve stayed home for longer 
periods, we've realized our existing 
rooms needed repurposing to adapt to the 
new normal, or they just won’t work at all. We are 
looking	for	ample	storage,	a	home	office/homeschooling	
space with built-in technology features, and a way to 
expand their living space to incorporate the outdoors. 
And so the search begins. With low inventory in 
the resale market buyers are exploring the new-
construction world. They are seeing new and exciting 
floor	 plans,	 including	 current	 design	 trends	 with	
customizable	 finishes	 that	 they	 get	 to	 choose	 for	
themselves. 
	 Many	builders	have	added	flex	space	in	their	home	
designs.	Do	you	need	this	space	as	a	home	office?	Done!	
Maybe you need space for a home gym or a quiet area 

for school during the day and an extra game/play area 
at night. It can work that way, too. 
 New construction can answer so many needs for so 
many different life styles.
 The market is red hot right now, and it’s the 
perfect time to sell your client’s home. You may have 

buyers who see the value in a temporary rental 
situation to ensure their next home will 

give them the features they need for 
this new normal. 

 Telecommuting has changed 
how your buyers may select 
areas to live. They may not 
have the commute to the 
same workplace as they 
used to. They may have 
decided homeschooling is 
best for their family, so the 

existing school district isn’t as 
important as it was when they 

first	purchased.	
 All of these changes open 

up a world of opportunities and that 
includes new construction. 

 With the constant expansion of smart features and 
technology products, homes can be built for almost any 
purpose while still maintaining the principal purpose 
of “home sweet home.” 
	 Some	 builders	 have	 finished	 homes	 if	 your	
buyer needs a quicker closing. There are also many 
opportunities to create your buyer’s own home from the 
ground up. 
 What an exciting adventure we are experiencing in 
today’s market. What a great time to be helping people 
achieve their dreams of homeownership and helping 
them create their dream homes! ⌂⌂

New construction and ‘home’ in 
pandemic times

Logging in to 
HRRA.com

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

Prosper Insurance Your own 
policy may not 
extend to your 

student.

College students are heading back to school. 
While this year may look and feel different 
than previous years, one thing is for sure: 

College students still need renters insurance if they 
live off-campus. 
 Living off-campus is an exciting experience for 
college	students.	For	most,	it’s	their	first	time	living	
on their own and away from their parents. 
It’s known that with certain freedoms 
also comes risk. Unfortunately, 
college campuses are one of 
the	 top	 five	 most	 common	
destinations for laptop and 
phone theft, according to 
studies conducted by the 
FBI. 
 This is primarily because 
young people with expensive, 
portable items usually gather 
in small, public spaces or shared 
living areas on campus, making 
them easy targets for thieves (who 
are often fellow students). 
 In some cases, your own policy may not 
extend to your student. It is encouraged for students 
who aren’t protected under their parents’ homeowners 
or renters insurance should get policies of their own 
while away at school. 
 According to the Insurance Information Institute, 
only 41% of renters are insured. This is because many 
renters	do	not	know	about	the	hidden	benefits	of	having	
a policy, especially college students venturing out on 
their	own	for	the	first	time.	
 So, what will a renters policy cover? 
 Like other types of insurance, renters insurance 
provides	 some	 financial	 security	 in	 the	 event	 of	
unexpected, potentially costly damages or losses. The 
three primary areas of protection offered by renters 
insurance are personal property, personal liability 
coverage, and loss-of-use coverage if their home or 
apartment becomes inhabitable and they require 
alternative accommodations. 
 Policies can vary depending on a bunch of factors, 
including the condition of your apartment/house, 
location, deductible, the amount of coverage needed, 
and which insurance company you go with.

 Make sure you and your student speak to an agent 
to determine the best option for their individual needs. 
The last thing your student needs to stress over is 
losing and replacing their belongings while trying to 
balance their school, work and social lives. Having this 
coverage ensures peace of mind for you and your child.

Often times, people assume renters insurance is 
expensive and that their stuff isn’t worth 

much. However, as a parent you know 
that college is not cheap. Necessities 

such as textbooks, technology, 
and classes can cost you a pretty 
penny. You and your vigilant 
student want to protect these 
not-so-cheap belongings. A 
good way for students and 
their parents to determine 
the right amount of coverage 

is to take a detailed inventory 
of everything the student plans 

to take to school. This includes 
laptops, clothes, TVs, textbooks and 

furniture. Trust me, these things add 
up quickly. 

 Creating a personal inventory of their belongings 
and	 valuables	 not	 only	makes	 it	 easier	 to	 figure	 out	
how much coverage is needed, but it also eases the 
process	of	filing	a	 claim	should	an	 incident	occur.	At	
this already stressful time in families’ lives, mitigating 
as much stress as possible in cases of loss is always a 
plus. 
 After you make your inventory list, keep a copy 
of it in a safe place that is accessible to you and your 
student, and be sure to update it regularly.
 The good news is that renters insurance is 
relatively inexpensive, even for college students. You 
can expect to pay, on average, between $150 to $200 
per year for a policy. Some textbooks cost more than 
that! 
 So, before you send your child back to school, go 
through a checklist with them and make sure a renters 
policy is on that list.  ⌂⌂

Keep your college student 
protected with renters insurance
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HRRA offices had a “soft” opening on June 11; while we are holding limited 

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

meetings online through Zoom. 

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

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

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

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

pandemic. Stay safe, HRRA!

Calendar of EVENTS

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

Business Meeting (via Zoom), September 10

HRRA Chairman of the Board Cindy Hawks White has called an Association 
Business	Meeting	for	the	purpose	of	nominating	the	2021	slate	of	officers	
and directors and to approve changes to the bylaws. The meeting will be held 
via Zoom on September 10 at 12:45 p.m. immediately preceding the virtual 
REALTOR®/Lawyer meeting.
• View the full slate at HRRA.com/wp-content/uploads/membership/2021-

Elections-Slate.pdf
• View the bylaws information at HRRA.com/bylaws
• Register for the Zoom meeting at https://us02web.zoom.us/meeting/register/ 

tZUlf-Gsrj0uGdIFl0wSh92k9Pg-MNcVpx4y  
(Or go to HRRA.com/events/ to see the calendar for September.)

Save your clients by getting them covered!
Enroll them in the new Cinch Preferred Plan 

and they’ll save $50!*

cinchrealestate.com  |  (800) 247-3680

FORMERLY
Trish Edwards

P: (757) 472-5602
E: pedwards@cinchhs.com

*Cinch Preferred Plan not available in all states. Excludes multi-family, multi-year plans and renewals.  $50 discount applies to year one only 
and requires $200 deductible and includes the Premium Upgrade Package (Buyer only).
©2020 Cinch Home Services, Inc. All rights reserved. Cinch and HMS are registered marks of Cinch Home Services, Inc.

______________________________________________________________________________________ 
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AT-LARGE DIRECTORS (TWO-YEAR TERMS) 

 
Lee Cross 

Cross Realty 

    

Linda Harrison 

Howard Hanna Real Estate Services 

 

Jon McAchran 

AtCoastal Realty 

 
Jimmy Jackson 

Rose & Womble Realty 

 
COUNCIL DIRECTORS (ONE-YEAR TERMS) 

 
Resale Council 
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Lucky Homes, LLC 

 
Property Management and Leasing Council 

Lee Halyard 

Lee Halyard & Associates 

 
New Homes Council 

Monique McClellan 

Rose & Womble Realty 

 
Owners/Managers Council 

Nelene Gibbs 
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Hunter Clarke 

C & F Mortgage Corporation 
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Betsy Hughes 

BK Appraisal Services 

 
Commercial Council 

David Tunnicliffe 

Keller Williams Western Branch 

 
 
 
 

 
SERVING THE SECOND YEAR OF THEIR TWO-YEAR TERMS ARE: 

 
Leigh Parks 

Chorey & Associates Realty 

    

Emil Nazaryan 

Berkshire Hathaway HomeService 

 
Ken Boyer 

The Real Estate Group 

 
Jennifer Cool 

Berkshire Hathway HomeServices 
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Chairman of the Board Cindy Hawks White has called an association business meeting for the purpose of 
nominating the 2021 slate of officers and directors on September 10 via Zoom immediately before 
the REALTOR®/Lawyer meeting.   
 
Tanya Monroe with Berkshire Hathaway HomeServices will serve as 2021 HRRA Chairman of the Board. 
Tanya is already hard at work on the Strategic Plan, industry issues, and recruiting committee 
leadership. The Annual Leadership Planning Session, where Tanya will lead development of the 2021 
Plan of Action, has been set for October. 
 
HRRA is composed of many specialty practitioners, each of whom has very different needs. HRRA has 
created councils that focus on the unique needs of each specialty. The councils develop programs, products 
and services to match those needs. The result is a more effective association and more value for the 
members. 
 
Immediate Past Chairman Kimberly Plourde chaired the Nominating Committee this year. Serving with 
him were Mary Ross Ellsworth, Nikita Houchins, Mia Roberson, Cyndi Houser, Sherry Snyder, and Tom 
Duckett. Cindy Hawks White and Tanya Monroe also participated. 
 
 
2021 SLATE OF OFFICERS 
 
Chairman of the Board 
Tanya Monroe 
Berkshire Hathaway HomeServices 
 
Chairman-Elect 
Barbara Sgueglia 
Hampton Roads Military Relocation 

Vice-Chairman Finance 
Jeremy Caleb Johnson 
Long & Foster Real Estate 
 
Immediate Past Chairman 
Cindy Hawks White 
Keller Williams Realty 

 
EXECUTIVE COMMITTEE AT-LARGE 
 
Remona Murmillo 
Rose & Womble Realty, Chandler PM 
 
Margaret Richardson  
Cross Realty 

 
Sherri Thaxton 
Century 21 Nachman Realty 
 
 

http://HRRA.com/covid-19-resources/
http://HRRA.com/wp-content/uploads/membership/2021-Elections-Slate.pdf
http://HRRA.com/wp-content/uploads/membership/2021-Elections-Slate.pdf
http://HRRA.com/bylaws
https://us02web.zoom.us/meeting/register/
http://HRRA.com/events/
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Our classrooms have been reconfigured to reduce the number of students in a 
classroom and allow for space between students. Students are required to:

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

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

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

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

Classes 

with imited 

seating.

Take CE/PL Coursesonline!

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

Discover the Towne Difference.

COMPETITIVE 
RATES

IN-HOUSE PROCESSING  
AND UNDERWRITING

ON-TIME  
CLOSINGS

POWERFUL MARKETING 
STRATEGIES

98% SATISFACTION 
RATING

757-687-5088  |  NewTowneMortgage.com

NewTowne Mortgage is committed to our Real Estate Partners 
and Customers. We prioritize our purchase loans and use 

on-site processing and underwriting, so your buyer’s loan file 
never leaves the area. Our team is focused on providing results, 

with exceptional and timely service. 

NMLS # 214817. The information contained herein (including but not limited to any description of NewTowne Mortgage, its affiliates and its lending programs 
and products, eligibility criteria, interest rates, fees and all other loan terms) is subject to change without notice. This is not a commitment to lend.

http://AlphaCollegeOfRealEstate.com
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Unlike so many events being cancelled due to 
the COVID-19 pandemic, one huge event is 
still going to happen. Can you take a guess? 

No, not a regular football schedule or normal school 
days (still, Go Cowboys!). Try again. 
 That’s right, Election Day! Even more exciting 
news, this year, thanks to this past General 
Assembly session, Election Day is a 
statewide holiday. Woohoo! Now those 
are some things to look forward to! 
 Before we can even think 
about	November	3,	we	must	first	
get through the fall election 
season. We know that we are 
all trying to survive a global 
pandemic, but now we have 
to add election season on top 
of things. But at least we 
know some of what to expect. 
 While there might not be 
as many folks knocking on your 
door, there will be ads, ads and 
more ads. And, who doesn’t love a good 
political ad? 
 All kidding aside, all of this election activity is 
for an important reason. 2020 is a big election year 
in Virginia—buckle up! Not only is it a presidential 
election cycle, but the ballot will also have congressional 
candidates, local councils, and mayoral candidates. 
And, here in Hampton Roads, we will have what is 
expected to be one of the most competitive House races 
in the nation. Like we said, a big election year! 
 Now we as your HRRA government affairs 
directors (GADs) know that we have all been dealing 
with juggling the “new normal,” so we are here to 
help you get through this election cycle as informed as 
possible. 
 To start, we believe that one thing that the 
pandemic has taught all of us is that elections matter. 
That is especially true at the local level. Luckily for 
HRRA members, you have a dedicated and engaged 
Government Affairs Committee, which has been 
diligently interviewing candidates for local elections. 
 Through this interview process, HRRA will 
endorse candidates who we can count on to support our 
REALTOR® issues. At the end of the day, being able 

to protect our rights and interests and the rights and 
interests of our clients is what matters most. Once 
the Government Affairs Committee has completed its 
interviews and the rest of the process concludes, we will 
notify membership on who the committee endorses. 
 In essence, your Government Affairs Committee 

does all the leg work and heavy lifting to make 
sure that HRRA members are well-

informed about the candidates on the 
ballot. And with such a long ballot, 

we think they deserve a huge 
round of applause! (Oh, and we 
encourage the Government 
Affairs Committee to take a 
bow. They deserve it!)
 Not only has your GAD team 
and Government Affairs 
Committee been busy putting 

together and conducting 
interviews at the local level, we 

have also been busy at the federal 
level. Over the summer, we held a 

town hall-style Zoom event with the 
folks at the Virginia Peninsula Association 

of REALTORS® (VPAR) and Rep. Elaine Luria. 
 This event was a great success and allowed our 
members the chance to have an intimate and candid 
conversation with the Congresswoman about industry-
focused legislation on issues like association health 
plans,	wider	real	estate	issues	like	evictions	and	flood	
insurance, and even larger issues like transportation 
and, of course, the pandemic and its effect on the 
economy. 
 See, we told you election season is here (and 
legislative season has never really stopped!) and busier 
than ever! 
 With so many issues at stake, we as your GAD 
team invite you to participate as much as possible 
in this very busy and important election season. We 
know that it can be overwhelming at times, and quite 
frankly exhausting, but we are here to help answer any 
questions you have about REALTOR® issues and the 
upcoming election. 
 As always, we want to stress the importance of 
voting on November 3 and in all elections. ⌂⌂

Election season is not cancelled,
so vote November 3

Tyler Craddock 

State Government 

Affairs Director

The 
pandemic has 
taught all of us 
that elections 

matter.

Samantha Kenny

Local Government 

Affairs Director
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Hunter Clarke

Chair, Affiliates 

Council Right now, 
interest rates 
are near an 
all-time low.

REALTORS®, your clients may have heard that 
mortgage rates have dropped dramatically and 
are wondering if now is the right time to buy 

or	 refinance.	 Ultimately,	 making	 that	 determination	
will depend on their individual situation, but there are 
some	 compelling	 reasons	 why	 buying	 or	 refinancing	
might be worth considering. Let’s take a look at 
them.
 Low interest rates: Numerous 
factors impact a monthly mortgage 
payment, including the home 
price, loan term, down payment 
and interest rate. Right now, 
interest rates are near an all-
time low, which is good news 
for potential home buyers. 
While interest rates will 
vary based on an individual’s 
financial	 background	 and	
credit history, expect it to be 
lower now than it has been for 
many years.
 Save money vs. renting: More 
often	 than	 not,	 prospective	 buyers	 find	
that homeownership will end up costing less than 
renting, especially in the current market due to low 
interest rates. In fact, the money saved over time by 
purchasing rather than renting can offset upfront 
homeownership costs and allow one to build equity in a 
home.
 Tightening Inventory: With low interest rates 
comes	an	influx	of	buyers,	which	means	that	homes	are	
flying	off	the	market	 faster	than	ever.	Low	inventory	
tends to lead to a rise in home prices, which we’re 
seeing right now. If a client wants to take advantage 
of low interest rates, now is the time to buy, as prices 
are steadily rising. According to the latest data from 

the Mortgage Bankers Association, home prices are on 
track to rise an average of 4% year over year.
 Making the case for refinancing: What if 
someone already owns a home? There’s still good 
reason to pay attention to low interest rates! Now may 
be	 the	 right	 time	 to	 consider	 refinancing	 an	 existing	

mortgage. 
 With rates near historic lows, 

opting	 to	 refinance	 now	 will	 pay	
off	 significantly	 over	 the	 life	 of	 a	

mortgage. 
 A recent report by Fannie 
Mae states they estimate that 
nearly 60% of homeowners 
with mortgages could 
potentially reduce their 
interest rate by at least a 
half-percentage point by 
refinancing.	Even	a	seemingly	

small change like this can have 
a big impact on overall mortgage 

costs.
 Low interest rates are one of the 

biggest	drivers	of	refinancing,	but	there	are	
other good reasons to consider, including:

• Paying off a loan more quickly with a shorter term, 
such	 as	 moving	 from	 a	 30-year	 to	 a	 15-year	 fixed	
mortgage; 

• Extracting	home	equity	with	a	cash-out	refinance	to	
pay down debt or fund home improvement projects; 
and, 

• Having enough equity in home to no longer need 
mortgage insurance.

	 As	you	can	see,	the	perks	of	refinancing	are	plenty,	
and now is a great time to take the leap.  ⌂⌂

Why now is the time to buy or 
refinance

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

HRRA.com
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: Communications 
and binding agreements

Informal 
emails and 
texts could 

form binding 
agreements.

By now, Hampton Roads REALTORS® should 
be familiar with the following language, which 
appears in some variation in many modern 

form residential purchase agreements:
In accordance with the Uniform Electronic 
Transactions Act (Section 59.1-479 et. seq. 
of the Code of Virginia), buyer and seller 
choose to accept digital signatures as 
original during the course of this 
transaction and understand 
that agreeing to accept digital 
signatures from the other 
party does not commit 
them to using digital 
signatures exclusively. 

 As it states, that 
language arises from 
the Uniform Electronic 
Transactions Act (UETA), 
which became the law in 
Virginia in the year 2000. The 
purpose of UETA is to facilitate 
the conduct of business electronically 
in Virginia. It does that primarily via the 
following four mandates:
• A record or signature may not be denied effect or 

enforceability solely because it is in electronic form.
• A contract may not be denied legal effect or 

enforceability solely because an electronic record 
was used in its formation. 

• If a law requires a record to be in writing, an 
electronic	record	satisfies	the	law.	

• If a law requires a signature, or provides for certain 
consequences in the absence of a signature, an 
electronic	signature	satisfies	the	law.	

 Those four mandates give legal recognition to 
electronic signatures and electronic contracts, but 
UETA does not require parties to contract electronically. 
It only applies to transactions between parties who 
have agreed to conduct business by electronic means. 
 The purchase agreement language cited above 
clearly indicates that the buyer and seller agree to 
conduct business electronically, but what about the 
circumstance in which the agreement is not quite as 
clear? 
 UETA states that whether the parties agree to 

conduct a transaction by electronic means is determined 
by the context and surrounding circumstances, 
including the parties’ conduct. That means that 
the facts and circumstances of each case need to be 
analyzed to determine whether the parties agreed to 
conduct transactions by electronic means. 

 Because each deal is different, that “facts and 
circumstances” test has resulted in 

different holdings by courts applying 
UETA. 

 For example, in the case of 
Gitter v. Cardiac and Thoracic 
Surgical Associates, decided 
by the U.S. District Court 
for the Eastern District of 
Virginia in 2008, the court 
determined that the parties 
had not agreed to transact 

business electronically. Gitter 
involved a series of emails 

in February and March 2007 
between Dr. Gitter, a surgeon, and 

a hospital in Harrisonburg, Virginia, 
regarding the recruitment of Dr. Gitter to 

be the director of the hospital’s new cardiac surgery 
program. 
 The emails included congratulatory messages 
from doctors and other personnel at the hospital to Dr. 
Gitter on his acceptance of their offer to be the program 
director, Dr. Gitter’s expression of excitement about 
joining the hospital’s team, some discussion of the 
terms	of	employment,	benefits	and	other	agreements,	
together	 with	 drafts	 and	 eventually	 alleged	 final	
versions of those agreements. 
 After the hospital informed Dr. Gitter that it would 
not hire him after all, he sued the hospital claiming, 
among other things, that the series of emails and 
drafts that had passed between them constituted an 
employment contract which the hospital had breached. 
Although the court acknowledged in a footnote that 
UETA states that whether the parties agreed to conduct 
a transaction by electronic means is determined from 
the context and the surrounding circumstances, 
including the parties’ conduct, it determined that Dr. 
Gitter and the hospital had not intended to be bound 

(continued on page 35...)
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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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Victoria Hecht

Communications and 

PR Specialist 
We have all 
risen to the 

challenge in 
our own way. 

The Hampton Roads REALTORS® Association 
(HRRA) has faced formidable challenges in 
its over 130-year history: a Great Depression, 

a Great Recession, two World Wars and many other 
wars...and	COVID-19	isn’t	even	its	first	pandemic.
 But the unique challenges of this modern-day 
health crisis on an industry that thrives on human 
contact called for decisive action and an 
embrace of new technologies to keep 
members connected and engaged. 
Enter that familiar pandemic 
catchword: pivot. 
 As the global crisis edged 
closer to the United States 
and—eventually—Virginia, 
HRRA proactively pivoted, 
enacting measures that 
encompassed everything from 
communication to education, 
accounting procedures to 
community involvement, and 
continuity/disaster planning to 
government affairs.
 The result: seamless delivery of services 
to members during the ongoing crisis. Among the 
most successful in reaching this outcome were:
 Creation of a COVID-19 Resources page on 
HRRA.com at the pandemic’s outset to help members 
navigate the many local, state and national resources, 
guidance, business/licensing materials and more 
relevant to members’ businesses and lives.
 A full embrace of virtual meeting technologies 
via Zoom to enable HRRA’s nearly 20 council, committee 
and advisory groups to continue their programming 
that historically has been offered in-house. HRRA’s 
inaugural large-scale Zoom event, a Property 
Management and Leasing Council meeting, drew over 
100 participants, or about 40% more attendees than 
typical at the council’s lunchtime in-house meetings. 
Even	more	benefited	with	the	recorded	Zoom	gathering	
shared afterward via HRRA’s social media. (In fact, 
the majority of HRRA’s Zoom programming is recorded 
and featured on HRRA’s social media platform video 
libraries for watching at members’ leisure.) 
 The Virginia Residential and Landlord 
Tenant Act Seminar, an annual in-house event that 

sells out, transistioned to a successful paid Zoom event 
with 120 attendees. 
 Launch of a weekly Chairman’s Message 
video series, with timely and motivational content 
pertinent to living and working during COVID-19 as it 
relates to real estate. Messages are posted on HRRA’s 

social media platforms and are emailed to all of 
membership.

 REALTORS® Have a Heart held 
a shelter-in-place mask-

volunteer sewing effort 
in April. The Make-a-Mask 
Mask Challenge encouraged 
members to sew facial 
coverings	utilizing	a	specified	
YouTube instructional video 
and to donate to Children’s 
Hospital of the King’s 

Daughters mask drive.
 Partnering with HRRA 

leadership to shoot, produce 
and market promotional videos for 

HRRA activities while observing the 
state’s stay-at-home executive orders. 

 Publication pivot! HRRA altered the established 
themes for its magazine to produce back-to-back 
COVID-themed issues to help membership navigate 
the health crisis as it relates to the real estate industry 
and their businesses during and after COVID-19.
 With in-person school closed statewide, HRRA’s 
Alpha College of Real Estate moved quickly 
to secure students’ learning and offered them 
the opportunity to take their classes online or 
correspondence via new morning and evening virtual 
live classes.
	 With	 Affiliate	 sponsorships	 top	 of	 mind	 and	
in-person events on hold, a special package was 
tailored to 2020 HRRA Partners to give them extra 
visibility via social media, emails and webinars.
 Information, information, information! 
HRRA’s Government Affairs (GA) and communications 
teams closely monitor legislation and other 
developments impacting real estate professionals and 
homeowners, including tuning in to press conferences 
and the news, to offer the latest up-to-date and breaking 

Seamless delivery of services to 
members during the crisis

(continued on next page...)

http://HRRA.com
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Mary Garner DeVoe
Account Executive

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

news to membership via social media, email and HRRA.com. 
The GA team maintains regular communications with Virginia 
REALTORS® (VAR) and the National Association of REALTOR® 
(NAR) to help disperse timely updates on how the pandemic is 
impacting the industry.
	 And,	finally,	crucial	to	these	and	other	successes	is	a	forward-
thinking disaster plan created and implemented by Organization 
Management Group (OMG), HRRA’s association management 
partner,	 to	 address	 operational	 continuity,	 financial	 processes,	
lines of communication among staff and with membership as 
well as allocation of responsibilities and establishment of a 
management structure for crisis modes. All was made possible 
by the proactive plan’s accompanying staff training, technology 
and telecommunications infrastructure, and the resources to 

implement it immediately when needed. OMG was able to adjust 
operations costs immediately to assist Alpha College of Real Estate 
and HRRA through the shutdown without furloughs of staff or 
reduction of services—a win/win for the association, its members 
and services, and OMG.
 Although the COVID-19 pandemic continues, HRRA is moving 
cautiously and prudently forward as well while observing state 
health mandates governing businesses and other entities. 
 A solid structure, forethought, and attention to continuity and 
member needs are the bedrock of HRRA’s pandemic plan. With 
this,	HRRA	has	confidently	risen	to	the	challenges	of	a	worldwide	
health crisis, and continues to deliver a seamless program of 
activities, resources, knowledge, and even networking and 
community service opportunities to membership.  ⌂⌂

(Seamless services, continued from previous page)

by the email discussions.
 Conversely, the U.S. District Court for the Western District 
of Virginia decided in 2014 that a single email could constitute a 
contract for the sale of approximately $300,000 worth of goods in 
the case of A.C. Furniture, Inc., v Arby’s Restaurant Group, Inc. 
 A.C. Furniture was a Virginia corporation that manufactured 
custom furniture for restaurant chains. On Feb. 11, 2010, a buyer 
for Arby’s Restaurant Group emailed A.C. Furniture’s restaurant 
market manager about dining chairs required for the remodeling 
of 100 Arby’s restaurants. The email included the model numbers 
of	the	type	of	chairs	to	be	used,	the	finishes	on	the	chairs	for	the	
various stores, the type of seat pads to be used in the various 
stores, and the need for approximately 45 chairs per store, for a 
total of 4,500 chairs. 
 Arby’s only accepted and paid for a small percentage of the 
chairs, and A.C. Furniture sued for the value of the chairs that 
had been built but which had not been accepted. Arby’s asked the 
court to dismiss the case because no written contract existed, but 
A.C.	Furniture	countered	that	the	Feb.	11,	2010,	email	sufficed	as	
a writing to prove the contract. 

 The court acknowledged that the court in Gitter had rejected 
the notion that the series of emails in that case amounted to a 
signed	 writing	 sufficient	 to	 find	 a	 contract,	 but	 stated	 that	 the	
email in this case was clearly written and was sent from an 
address associated only with one person, the buyer for Arby’s. It 
included her email signature with her name and title. That was 
a	sufficient	allegation	by	A.C.	Furniture	of	a	signed	writing,	and	
the court refused to dismiss the complaint against Arby’s on that 
basis.
 Because the facts and circumstances test has yielded two 
different results from the Eastern and Western divisions of the 
same court on the question of whether parties had contracted 
electronically, agents need to be careful in their electronic 
communications with each other, their clients and their prospects 
if they don’t intend for informal emails, texts or other electronic 
communications to form binding agreements.  ⌂⌂

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 32)

Get the right mortgage.

We’ve made it our business to be 
the Mortgage Experts. Get your 
clients one of the lowest rates 
around, including VA Mortgages. 
Call 757-451-4006.

     Equal Housing Lender. Member FDIC. 
Copyright © 2020, Dollar Bank, Federal Savings Bank.  
MOR366_20

dollar.bank/mortgages

http://HRRA.com
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Cosette Lambourne

Chair, Young 

Professionals Network We need to 
identify where 

we are at 
our best.

If asked to name a popular brand, it is easy to list 
off well-known names like Coca-Cola, Nike, Apple 
or General Mills. In real estate, we often associate 

our “brand” with our brokerage, team name or a niche. 
 However, do those company names or types of 
business	 define	who	we	 are?	 Is	 everyone	 that	 works	
under	a	firm	exactly	the	same?	The	answer	is	“no.”	
We are all unique. 
 As young children we are told 
how special we are and that we 
can grow up to be anything we 
want. By the time we hit grade 
school, we are quickly trying 
to	 fit	 in,	 be	 accepted	 and	 be	
anything but “different.”  
Now as adults, especially in 
the real estate industry, we 
strive to stand out and shine 
against the competition.
 In real estate, we advertise 
and market our reputation. How 
many 5-star reviews do we have? 
What do our clients say about us? Your 
personal brand is how the world sees you! 
 Sally Hogshead, a bestselling author, 
internationally known speaker and master marketer, 
says, “Once you know what makes you valuable to 
others,	you’re	more	authentic	and	confident,	and	more	
able to make a positive impression.”
 None of us can be everything to everyone, so we 
need to identify where we are at our best. 
 According to Hogshead, to become more successful, 
we do not have to change who we are, we have to become 
more of who we are. If we identify and strengthen our 
greatest attributes, we can create better relationships, 
grow our business, and become intensely valuable to 
those who matter most.
 Through her marketing career, Hogshead studied 
the science of fascination and what makes a consumer 
pick one brand over another. Fascination is the most 
powerful force of attraction. 
 So, how do we make our brand irresistible to those 
around us?
 Think of your brand as your personal anthem. 
What do you represent? What do you stand for? Are you 
dependable? Creative? Detailed? Trust-worthy? What 

three words would best describe you and genuinely 
captivate your customer?
 Hogshead created a personality matrix with seven 
primary advantages: 
• Innovation is the language of creativity. You come 

up with new ideas and solutions. 
• Passion is the language of relationship. You 

connect with warm emotion. 
• Power	is	the	language	of	confidence.	

You lead with authority.
• Prestige is the language of 

excellence. You earn respect 
with higher standards. 

• Trust is the language of 
stability. You build loyalty 
with consistency. 

• Mystique is the language 
of listening. You think 

before speaking and 
communicate with substance. 

• Alert is the language of detail. 
You prevent problems with 

careful precision.
 The key is to understand which of 

these languages comes most naturally to you and, in 
turn, you will shine brighter and more authentically. 
 In our current market, buyers are asked to bring 
their “highest and best” offer to the table. In our highly 
distracted and competitive world, we need to bring our 
highest and best value to our clients and those around 
us. 
 In the words of Hogshead, “The most powerful way 
to empower someone is to show them their own highest 
value.”
 If you want to learn more about how to rise to your 
greatest potential by being more of you, read “Fascinate” 
by Sally Hogshead and visit howtofascinate.com.  ⌂⌂

 

What’s your brand?

http://howtofascinate.com
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Jimmy Jackson

Chair, Government 

Affairs Committee

As a real estate agent my focus is to ensure my 
client receives the best representation possible. 
We all strive to achieve this and yet sometimes 

we cannot control all elements of the process, despite 
our efforts to codify guidelines in the law. 
 One area that has brought some confusion to 
agents is in regards to the resale package 
from a condominium association, 
a management company or a 
homeowners association. 
 There are guidelines, but 
the direction for resolution 
does not provide a timeline 
for completion. This could be 
an area where Community 
Associations Institute (CAI) 
needs to provide more 
training, but in the meantime 
we are left with how to address 
the situation.
 Take, for instance, when we 
are selling a condominium in an 
association and an inspection of the unit is 
required	by	the	association	manager	and	they	find	
an item to be repaired such as a rotten wood balcony. 
Or a violation needs to be corrected and the manager 
does not respond in a timely manner as to whom is 
responsible for the repair or the violation. 
 What do you do if the association is responsible 
for the repair and the manager does not communicate 
with the agent as to whom will repair the item and a 
time in which it will be addressed? For the agent this 
delay results in confusion for the client. Does the client 
move forward with the purchase in hopes that the 
repair item will be addressed and when, or does the 
client walk away from the purchase?  
 This is the dilemma that some of our members 
have faced. 

 The law says the property manager, whether 
a private company or individual, has three days to 
respond. They can ask for an extension of up to four 
days for a total of seven. However, if they have not 
communicated	at	all	in	the	first	three	days,	then	it	is	

assumed they accept the offer. 
 We are then left with an accepted 

offer and items missing from the resale 
package. At this point the agent  

begins to call the association 
manager to acquire the missing 
items. These managers are 
often busy managing multiple 
units and can be delayed in 
responding.
 The additional four days 
were added this year as a 

result of legislation passed 
in the 2020 General Assembly 

that would align the code of 
Virginia with current best practices 

in the industry.  
 Beyond daily communication with 

the appropriate party, what else can an agent do 
to get the information needed to complete the resale 
package and close on the property?  
 I asked that very question early this summer 
and	there	are	two	options.	One	is	to	write	the	specific	
requirements into the Code of Virginia and establish a 
fine	system	that	could	be	imposed.
 However, getting that passed and enacted is not a 
simple	or	quick	fix.	
 In the meantime if you run into a situation like 
this, please contact me or our Government Affairs 
Team and we will have someone reach out to the 
appropriate person at that association or management 
company to try and resolve the issue by providing the 
missing element or elements of the resale package.  ⌂⌂

Challenges with the resale 
package

The 
law says 

the property 
manager has 
three days to 

respond. 

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

Active REALTORS®: 3669
REALTOR® Life:  43
REALTOR® Emeritus: 106 
Affiliate	Members:	 809

Affiliate	Offices:	 182	
Principal Firms: 193
Branch	Offices:	 45

HRRA MEMBERSHIP AS OF JUNE 30, 2020PROSPECTIVE REALTOR® MEMBERS

Summer Arendell Cross Management
Emily Baker Own Real Estate
Mary Battle CENTURY 21 Nachman Realty
Monique Boyce Berkshire Hathaway Towne Realty
LaTonya Carter Century 21 Nachman Lake James
John D. Cresswell eXp Realty
Nikole Dickson Fathom Realty
Kimberly L. Elliot Triumph Realty
Milton L. Evans CENTURY 21 Nachman Realty
Michelle Gaboriault Keller Williams Town Center
Felicia Going Swell Real Estate Co.
Robert J. Hibler Long & Foster Real Estate
Melissa Hunter Berkshire Hathaway Home Services
Carol Hymon The Real Estate Group
Pamela Ibanez EXP Realty
George B. Inman Austin James Realty
Joshua Jackson Rose & Womble Realty
Antonio Jones United Real Estate Richmond LLC
Jessica L. Kirby Keller Williams Coastal Virginia
Cheryl Ann Lacey NextHome Tidewater Realty
Shella Leigh Victory Allegiance Realty
Daniel MacDuff Coastal Group, Inc.
Tina Marie Mainer Swell Real Estate Co.
Eric Maldonado AtCoastal Realty
Amy Metzger Atkinson Realty
Thomas A Pierce Jr Better Homes and Gardens Real 
 Estate Native American Group
Ivon L. Portellez Chorey & Associates Realty
Tenekiya Powell Keller Williams Realty
LuAnn L. Proper James & Lee Realty
Tamara De La Torre Rivera Shaffer Real Estate, Inc.
Alexander Slocum World Class Realty & Associates, 
 Realtors
Robyn Slocum World Class Realty & Associates, 
 Realtors
Rusty W. Smith Keller Williams Coastal Virginia 
Robin Tuxill Rose & Womble Realty
Jason J. Walls Better Homes and Gardens Real 
 Estate Native American Group
Courtney Webster The Bryant Group Real Estate
Vanessa D. Webster Vertical Real Estate
Michael A. White III Victory Allegiance Realty
Tracy Wille The Real Estate Group

NEW AFFILIATE MEMBERS

I-95 Home Inspections   Ray Montminy
TimeWise Inc.   Julie Ulrich

NEW BROKER FIRMS

Island Times LLC
Metro Brokers of Hampton Roads
RealVisions Of Currituck, LLC
RE/WARD Real Estate LLC
Taylormade Realty

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 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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NMLS ID 71158 | www.nmlsconsumeraccess.org

TheEliteTeam@twmortgage.com
TidewaterEliteTeam.com

757.632.3044

BECKY AMOS  •  BOB MOHRHUSEN  •  COURTNEY LALONDE
NMLS ID 916684 NMLS ID 1487751 NMLS ID 1856186

Next time your clients purchase or refinance a home,           
they deserve an ELITE experience!

Voted the #1 Mortgage Company 
HAMPTON ROADS - SOUTHSIDE

Best Mortgage
Lender

SILVER
WINNER

Best Mortgage Broker

BOB MOHRHUSEN

GOLD
WINNER

Affiliate Company
of the Year

WINNER

Best Mortgage
Company

GOLD
WINNER

Best Mortgage Broker

BECKY AMOS

BRONZE
WINNER



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


