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by Ron Hardy, ABR, SRS, MRP, CSP, 2016 President, SVAR

President’s Page

As we begin 2016 there is much to share 
with our members.

Your CVR MLS is introducing a new tax 
program called Realist, and by now you 
have had the training and realize it’s 
much more than a tax program. It is a 
very positive addition.

Your leadership has put together a 
budget that allowed for the purchase of 
classroom projectors, sound equipment, 
speakers and a modification of our 
old podium. You’ll find a screen under 
glass with the keyboard on a sliding 
shelf, all tied in with our new projector, 
to modernize our education program 
while enabling SVAR to share education 
programs with other associations.

Following up on education, we will 
go back to an all-day education event 
combined with the election and annual 
meeting in October.

As of press time, the annual Awards for 
Excellence banquet is slated for March 
19 at Fort Lee. We have a lot more 
winners this year.  Congratulations 
to all! (Look for the honorees in the 
second-quarter issue of this magazine.)

This year obviously is going to be a big 
legislative one. And, by the way, call your 
representative and say “NO” to SB547. 
That’s where the utility companies 
can lien the homeowners’ property if a 
tenant does not pay his or her water or 
sewer bill.

All of you golfers, get ready for the June 
13 golf tournament! (See Ken Pritchett’s 
article on page 22.) And, on that note, 
we need volunteers for our special events 
committee for golf, picnic and RPAC 
fundraisers.

Our new sales representative has signed 
a full year back page to the SVAR 
magazine.  Let’s all welcome Heritage 
Chevrolet as a new Affiliate! Affiliates 
hold the key to our education programs 
as well as our social outings. 

Please use our Affiliate members. If you 
have a favorite company that does not 
belong, ask that company why it has not 
joined us yet as an Affiliate member. 
Thank you. ~
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Have you checked out Realtors Property 
Resource (RPR®)?

RPR®, or Realtors Property Resource, 
may be the best tool in your toolbox, 
but it is underutilized. Many agents and 
brokers do not know about it and are 
missing out on this free and powerful 
resource. Be sure to check out this 
resource and its possibilities to help your 
business at www.narrpr.com, or check 
out the video at vimeo.com/70806528.

We all know that there is no “one source 
of information,” but this one goes a long 
way in bringing many data sources and 
information points together. As with all 
information resources, the data is not 
100 percent reliable, so please do some 
cross checking as you feel is appropriate. 

Let’s do a quick walk-through. Most 
real estate transactions begin with an 
address, so the most prominent thing 
that you see when you get on the website 
is the space to enter an address. Enter an 
address. As with most modern websites, 
it does not need to be an exact address, 
and if you are not sure of Drive or Street, 
just leave it off. In most cases, RPR® will 
quickly find your property or display one 
or more possible matches, and you just 
click on the correct address to get going. 

A detailed summary page will be 
displayed. It includes Realtor Valuation 
Model, or RVR, basic facts about the 
house, a photo if available, homeowner 
public information, median estimated 
home value, distressed information, 
interior details, exterior and lot 
information, flood zone, walkability 
score, legal description, tax information, 
a map with comps already plotted, 
statistical changes in value and nearby 
school information. All of that is on the 
first page!  

Some of these items can be expanded. 
For example, the lot information lists 
the street frontage feet. The schools 
information includes public and private 

schools, and you can drill down to find 
out specific information about specific 
schools, such as ratings and test scores. 

Leaving the summary page, you can 
check out the property history. This 

includes value history, tax history, 
prior sales, mortgage instruments and 
distressed activity. There is nothing like 
this available unless you drive to the 
courthouse and take a lunch with you. 

Nirvana awaits you in the Charts 
section if you are into graphs and lines 
and vectors. Here you can graphically 
compare sales volume, median prices, 
inventory of distressed properties, price 
per square foot, price per bedroom 
and more. On the property used in this 
example, there are 16 charts/graphs that 
you can use to wow any buyer or seller. 
The great thing about charts and graphs 
is that they make you look sharp and on 
your game. 

Moving to the Neighborhood tab 
unleashes another avalanche of facts 
and figures. You will find another set of 
charts and graphs. You will see on the 
heat map data variation displayed in 
different color schemes. 

Here you can also click over to nearby 
neighborhoods to check and compare. 
The neighborhood section goes into so 
many things like the average home age 
and the occupancy rate of owners vs. 
tenants. You can drill down a bit and 
find out the percentage of residents 
with bachelor’s degree or their median 
age. If you seek information on the 
local economy, you are in the right spot. 
Check out the unemployment rate and 
the income per capita. 

Also important is the quality of life 
section. Here there is data available 
about commute time and how people get 
to work. It talks about rainfall, average 
temperatures and other quality-of-life 
topics. 

If you want to work any or all of this 
into a custom report for your buyer or 
seller, it’s just a few clicks away. You 
can choose what goes in the report by 
checking the boxes. There are eight 
reports ready to go with just one little 
click. The reports are beautiful and 
detailed and make the REALTOR® look 
brilliant. 

This is just a quick overview, and there 
is so much content built into RPR® that 
it would take hundreds of pages to cover 
it all. RPR® is free for REALTORS®—
but you do need to sign up and create a 
login. It is available on computer, tablet 
or smartphone. Help is available 24/7 by 
telephone or LiveChat. ~

The reports are 
beautiful and 
detailed and make 
the REALTOR® look 
brilliant. 

by Steve Overgard, SVAR President-Elect
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Legal Corner

A condominium developer in Northern 
Virginia avoided liability for fraud under 
common law and the Virginia Consumer 
Protection Act by engaging in “puffery” 
rather than misrepresentation of facts. 
That was the conclusion of the United 
States District Court for the Eastern 
District of Virginia in the case of Devine 
v. Pulte Home Corporation, decided on 
December 4, 2015.
 
Patrick Devine purchased a 
condominium located in the Potomac 
Yard Development in Alexandria, 
Virginia from Pulte Home Corporation. 
Devine apparently settled for the unit 
he purchased because the model home 
unit he really wanted was not for sale 
when he began looking for a home in 
the Potomac Yard Development in the 
fall of 2012. Rather than wait for the 
model unit to be put up for sale, Devine 
discussed the purchase of a similar unit 
with Pulte’s sales agent, Doug Richards. 
The unit Devine discussed with Richards 
was not located on Main Line Boulevard 
like the model unit that interested 
Devine, but instead was located on 
Route 1, the Jefferson Davis Highway. 
Devine initially expressed disinterest in 
a unit on Route 1 because of his concern 
about traffic noise, but Richards assured 
him that the units on Route 1 would be 
of “airport quality” in blocking out the 
traffic noise. Pulte also advertised that 
all of the units in the Potomac Yard 
Development were “luxury” units, no 
matter which street they were located 
on. On the same day that Richards made 
the “airport quality” soundproofing 
statement, Devine signed a contract to 
purchase the Route 1 unit.  
 
The contract explicitly stated that the 
unit would be built to meet or exceed 
all applicable sound and vibration 
regulations, but condominium living is 
more susceptible to the transmission 
of noise and vibration from adjoining 

units. The contract also stated that 
the applicable building code  did not 
require the unit to be soundproof, and 
it was not. Finally, the contract advised 
Devine that the unit was located near 
Reagan National Airport, active railroad 

tracks and major highways. As a result, 
the unit was subject to noise generated 
by aircraft overflights and the nearby 
transportation facilities.
 
Devine and his wife closed on the 
condominium in September of 2013, 
paid the purchase price of $560,105 and 
moved into the unit. Shortly thereafter, 
Devine and his wife noticed that they 
could hear traffic noise while in their 
unit, and even the conversations 
of passersby on Route 1. Devine 
complained that the noise from Route 1 
impaired his ability to sleep in either of 
the unit’s upstairs bedrooms overlooking 
Route 1. In addition, he was bothered by 
noise from the condominium unit above 
his, including footsteps every night at 
approximately 11:00 pm while he was in 
the master bedroom with the television 
turned on. Devine complained about the 
noise to Pulte’s construction manager 
and warranty service manager.  Both of 
them conducted sound tests on the unit 
and indicated that the unit had passed.  
 
Dissatisfied with those results, Devine 

filed suit against Pulte in the Circuit 
Court for the City of Alexandria, 
and Pulte had the case removed to 
federal court. Devine based his suit on 
common law fraud and the Virginia 
Consumer Protection Act. He claimed 
that Pulte’s representation of the units 
as “luxury” and Richards’ assurance 
that soundproofing would be “airport 
quality” were false and induced him to 
purchase the unit to his detriment. The 
Court noted that in order to prevail, 
Devine would need to prove that Pulte 
and its agent, Richards, had made 
false representations of a material fact 
intentionally and knowingly, with the 
intent to mislead, on which he relied and 
which resulted in damage to him.  
 
Based on that standard, the Court 
quickly disposed of advertisement 
describing the condominiums as 
“luxury” or “luxurious”. Those 
statements were “classic puffery” 
according to the Court, and not 
misrepresentation of a fact. The 
Court was not as quick to dismiss the 
description of the soundproofing as 
“airport quality” as puffery, however.  
 
Virginia law provides that, in 
distinguishing between mere puffery 
or opinion and a misrepresentation 
of a fact, each statement must be 
evaluated on a case by case basis, 
taking into consideration the nature 
of the representation and the meaning 
of the language used as applied to the 
subject matter and interpreted by the 
surrounding circumstances. The mere 
expression of an opinion, however strong 
and positive the language may be, is not 
fraud.  When a statement has involved 
only a subjective value judgment it has 
generally been held to be an opinion 
or puffery. A statement of fact, on the 
other hand, generally is capable of being 
objectively verified or disproven.  

The mere 
expression of an
opinion, however 
strong the 
language may be, 
is not fraud.

by John F. Faber Jr., Esq., Attorney, Wolcott Rivers Gates

(continued on next page...)
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In this case, “airport quality” was not a 
meaningful standard for soundproofing 
that could be proven or disproven. The 
term “airport quality” may have brought 
to mind a certain level of soundproofing, 
but it was no more definite than saying 
“excellent quality” or “luxurious quality”. 
That lack of verifiability, when combined 
with the explicit warnings in the contract 
concerning noise, caused the Court 
to conclude that the “airport quality” 
statement was puffery.  
 
Because Pulte’s and Richard’s 

statements were mere puffery rather 
than statements of fact, Devine’s 
Virginia Consumer Protection Act claim 
also failed. The very first requirement 
for a claim under that statute is that a 
fraudulent misrepresentation of fact 
must be alleged. Again, because “luxury” 
and “airport quality” were statements 
of opinion rather than fact, Devine 
could not satisfy the first element of the 
Virginia Consumer Protection Act claim.
 
The Devine case can be useful to all real 
estate agents who wonder how creative 

they can be in describing the properties 
they are trying to sell or lease. Subjective 
value judgments will be considered 
to be opinions, whereas objectively 
provable statements will be expressions 
of fact, which can lead to claims of 
misrepresentation if they turn out to be 
false. ~

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 previous page...)

“Set it and forget it”: SVAR rolls out new 
Easy Dues Payment Plan

Sometimes a delectable thing to eat is 
best savored in many small bites rather 
than one big one. It’s easier to consume 
and helps one better appreciate the 
flavor. Think scrumptious chocolate cake 
or an achingly good truffle. 

The SVAR’s new Easy Dues Payment 
Plan is akin to that.

The plan, now available, lets SVAR 
members disburse their dues easily and 
efficiently by breaking down the annual 
total into 11 equal monthly payments to 
be automatically deducted from one’s 
bank account or credit card on the last 
business day of the month. To see the 
fee schedule based on when you enroll, 
go to www.svarealtors.com/_docs/
membership/2017DuesInfo.pdf.

For Dues Year 2017, each of the 11 
monthly Easy Dues Payment Plan 
allocations will be $47, with the first 
payment drawn at the end of February 
2016. You’ll find the enrollment form 
at www.svarealtors.com/_docs/
membership/DuesForm.pdf.

“The new Easy Dues Payment Plan for 
SVAR allows members to better budget 
their dues expense,” said Blair Kinchen, 
SVAR’s controller.

In providing a monthly payment option 
that automatically deducts from a 
member’s bank or credit card account 
on the last day of each month, no action 
is required “other than filling out an 
enrollment form,” Kinchen said. That 
means no late fees, either.

In other words, to borrow a famous 
tagline, just “set it and forget it.”

Current members may enroll in the 
new plan at any time throughout the 
year. New members are not eligible to 
enroll in it until they are caught up on all 
payments invoiced to them.

And, of course, the one-time dues 
payment option remains available, too, if 
that best suits one’s needs.

Whether one opts for the new Easy Dues 
Payment Plan or the one-and-done-
dues-payment approach, the benefits 
of SVAR membership—from member 
support to special events, or arbitration/
mediation/ethics/professional standards 
services to the legislative affairs 
program—remain clear. 

Have questions about the new plan? 
Please don’t hesitate to contact SVAR 
member support specialist Tomesha 
Mabry at tmabry@svarealtors.com or 
(804) 520-4496. ~

by Victoria Hecht, Communications and PR Specialist

Current members 
may enroll in the 
new plan at any 
time throughout 
the year.
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Below is the preface from the book “On 
The Move!  A Guide to Buying & Selling 
Your Home.”  

I wrote this book during the slowdown 
in the housing market a few years 
ago. It is directed toward new buyers 
and sellers as it was my intention to 
be ready for them when the market 
bounced back.

I will pull an excerpt from the book each 
quarter to include in The Southside 
REALTOR®. If you absolutely can’t wait 
for the next installment, you can find the 
book on Amazon. (Just type the name of 
the book into the search field. The cost 
is $17.95 from Amazon, but you can get 
one from me for $10.)

I hope you enjoy my insights, and I 
welcome yours for the next edition.  

Buying or selling a home is one of the 
most important decisions you or your 
family can make. This decision should be 
made with a well-founded background 
of information from many diverse 
sources, such as REALTORS®, family, 
friends, other buyers or sellers, books, 
articles and social media anecdotes. All 
of these sources hold a place, somewhat 
influential or VERY influential, in 
making your decision. 

You will hear or read about horror 
stories as well as happy resolutions. It 
is also incumbent upon the new buyer 
or seller to rank these sources as far as 
reliability and validity are concerned.

From the viewpoint of a REALTOR®, 
and having worked with many buyers 
and sellers, the most exciting, energetic 
and emotional experience is buying your 
first home. First-time buyers are not 
stressed by the task of selling the current 
home first in order to buy the next 
home. They have done some research 

on their own before settling in with a 
REALTOR®, and they have their list of 
questions and financial information at 
hand. They are ready to embark on this 
important journey into home ownership 
knowing they will be in control of the 
decision-making process. What a great 
feeling!

On the other hand, sellers have no 
control over what buyers think of their 
home. Sellers can study and learn the 
process and prepare the house as much 
as possible. But they must then sit 
back and wait. This can be frustrating 
and very stressful. Suggestions and 
information from a trusted REALTOR® 
can make the sale less stressful and help 
move the process along more efficiently.

Advance preparation is the key to 
success in either situation, whether it 
is buying or selling. You should read 
about the process, listen to stories, ask 
questions, solicit opinions and keep 
notes as you move through the stages. 
In many situations, it can be quite 
satisfying to accomplish something 
all on your own based on your own 
knowledge or experience. However, 
buying or selling a home is NOT one of 
those situations. Rely on information 
from expert sources. 
As problematic as it might be, we all 
must rely on others to get things done—
install high-speed Internet, alter a piece 
of clothing, make airline reservations, 
get someone to repair the air 
conditioning in the middle of July. The 
list goes on and on. We rely on others 
to help our lives move ahead smoothly. 
Gathering information by making use of 
the expertise of others will help you ease 
through the buying and selling process.

There are many people out there who 
will have a story to tell if you simply 
mention buying or selling a home. 
These stories are not always useful or 
you may not think they are useful at the 
time. Listen anyway. First, they may 
be entertaining, but second, they may 
illustrate a situation you could either 
avoid or cultivate in the future. Talk 
about your plans whenever you are in 
with other people from work, school, 
church, sports events, or clubs. Most 
importantly, listen to their stories. The 
more background you can gather, the 
more confident you will be going into the 
buying or selling process.

Good luck on your new adventure! ~

A sneak peek at SVAR member  
Joyce Navary’s “On The Move!”

There are many 
people out there 
who will have a 
story to tell if you 
simply mention 
buying or selling a 
home.

by Joyce Navary, Weichert Realtors, Brockwell & Portwood
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CEO’s Message

Sales are up, and the Richmond region 
has even received recognition as one of 
the hottest real estate markets in the 
country. But with this good news comes 
added responsibility. As real estate 
agents you are visiting more homes and 
seeing more clients and, as such, are 
becoming more involved in situations in 
which you could lose control.

The control I reference is your safety and 
your client’s safety. Each year there are 
incidents that injure and, in some cases, 
have caused the death of agents and 
their clients. The National Association 
of REALTORS® has made available to 
its members a complete program of 
safety tools and advice. This advice is 
something that every agent should take 
the time to review and commit to follow. 

The objective of a good safety practice is 
to minimize your risk. Your major areas 
of risk are at property showings, on the 
road, with cell phone usage, and at open 
houses. The majority of our members 
in the Southside Virginia Association 
of REALTORS® membership have 
never had a potentially dangerous or 
threatening situation occur. 

However, some members have, 
and others have mentioned those 
occurrences that seemed very odd or 
scary. They generally used a gut feeling 
to extricate them from what they felt was 
not a safe environment. Others rolled 
the dice and lived another day.

There are many good, common sense 
guidelines to follow when showing 
property. 

To me, the No. 1 rule should be to 
know your buying client. Get as much 
information as possible about your 
client, including a copy of his or her 
driver’s license as well as the vehicle’s 
make, model and license tag. It is also 

good advice to know who your selling 
client is. And always let someone know 
where you are.

REALTORS® spend a great deal of 
time in your cars. There are a lot of 
precautions to take that are common 
sense in regard to weather conditions, 

breakdowns and accidents, parking lots 
and ATM usage. To me the key to being 
safe is the knowledge of where you are, 
having others know where you are and 
three numbers—911. Do not be afraid 
to call 911 for help in a questionable 
situation. 

In this high-tech society urgency is very 
important, like “I need it yesterday.” 
How do we meet that standard? The cell 
phone is our lifeline. More agent/client 

business is done on the run by cellphone 
than in a broker’s office. Unfortunately, 
much of it is done in a car. Even more 
unfortunate is that it may be done while 
the car is moving. 

We all use our cellphone while driving. 
Our cars have helped us by making it 
very easy to use hands-free; however, we 
are still distracted while driving. The real 
challenge is reading and sending emails 
while driving and texting. We should all 
exercise good judgment and follow safety 
practices on the use of this equipment.
How about everyone’s favorite? Open 
houses! We put ourselves in a vacant 
house and advertise we are there 
between 1 and 5 p.m. And who are 
we inviting? We are inviting perfect 
strangers with good intentions. The 
majority of the time these are not 
the people we need to fear. It is other 
“perfect strangers” of whom we must be 
aware—those who are not there to see a 
home, but rather on a different mission. 
There are numerous safety precautions 
to implement during an open house. 
Almost all relate to having someone 
with you and/or being in constant 
communication with the outside world.

To be safe requires diligence on your 
part. You are solely responsible for 
your own safety. However, your agent 
partners, family and friends should be a 
part of your safety network. Your broker 
also is an important key to your safety 
and wellbeing. Be certain that he or she 
is a true partner in your safety network 
and keep him or her engaged.

As a final word, please look carefully at 
every situation that you find yourself 
in and ask if you have followed all of 
the best safety practices. For more 
information, please visit your NAR 
website at www.REALTOR.org/safety. ~

Your major areas of 
risk are at property 
showings, on the 
road, with cell 
phone usage, and 
at open houses. 

by Joe Croce, RCE
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SVAR education 2016: 
Striving for perfection

Your SVAR Education Committee 
ended 2015 with a segment on “Did You 
Know..?” featuring general knowledge 
trivia and facts about real estate. We 
would like to continue that segment this 
year while adding something we are 
calling, “What You Should Know.” This 
segment will present information about 
things that are more important to your 
day-to-day life as a real estate agent or 
affiliated business. 

The mission of the Education Committee 
is to develop educational classes and 
learning opportunities for its SVAR 
members and the community. Subject 
matter encompasses topics from real 
estate-related courses while providing 
helpful quality-of-life information 
needed during an agent’s career and on 
into retirement. 

The Education Committee also strives 
to improve the quality of education that 
is presented to its members. We have 
been working very closely with the Board 
of Directors on improving how this 
education is presented. This includes 
upgrading the audio-visual equipment 
in our classroom, increasing the amount 
of classes presented, increasing the pool 
of quality instructors and developing our 
own pool of SVAR instructors. 

We have improved our working 
relationship with instructors from 
the Williamsburg Area Association of 
REALTORS® and the Hampton Roads 
REALTORS® Association as well as our 
continued use of Alpha College of Real 
Estate’s instructors. The new audio-
visual equipment has been purchased, 
and you will see the difference in our 
classroom when you attend your next 
class. This equipment is not only an 
upgrade but will now allow us to have 
remote-site classes. (Editor’s note: see 
the article on p. 21 for more information 
on this ambitious upgrade.)

We also will be presenting an Education 
Day this fall that will consist of mostly 
CE-credited courses. This event will 
allow you to obtain several of the 
required CE credits you need for 
renewing your license all in one-day 

at one location off-site from our SVAR 
offices. Please keep an eye out for more 
information on that location and exact 
date and time.

Here are a few facts we think you will 
find very interesting and informative:

“Did You Know…?”
• Thirty-two percent of all home 

buyers are first-time home buyers.
• Seventy-two percent of home 

buyers would definitely use the 
same agent again.

• There are approximately 115 
million occupied housing units in 
the United States, according to the 
American Housing Survey. (The 
typical owner-occupied home was 
built in 1976; the typical renter-
occupied home was built in 1973. 
The typical home size is 1,500 
square feet. The typical home 
owner is 55 years old and has lived 

in the current home for 14 years.)
• Formal education of REALTORS®: 

Some college: 31 percent; bachelor’s 
degree, 30 percent; graduate degree 
and above, 12 percent; associate’s 
degree, 11 percent; some graduate 
school, 8 percent; high school 
graduate, 7 percent.

• Twenty-seven percent of agents and 
21 percent of brokers spent between 
$501 and $2,000 on technology in 
the last 12 months.

• Donald Trump has filed corporate 
bankruptcy four times.

What you should know…
• You can login to the MLS through 

the SVAR website.
• All upcoming education classes are 

posted on the SVAR website, and 
you can register for them online.

• You can now sign up to pay your 
dues monthly on the SVAR website.

• You can purchase REALTOR®-
related items on the SVAR website.

• The most violated MLS regulations 
are missing photos, duplicate or 
missing lock box serial numbers, 
and late submissions.

• RPAC contributions can be made 
monthly.

• The top two most violated Articles 
of the Code of Ethics are 1 and 3.

• The biggest complaint about fellow 
agents is not returning phone calls.

• CVR MLS switched to Realist, a 
new property tax data provider, 
on February 23, 2016. You should 
attend the Realist class if you have 
not already done so.

• If you need to take an online 
course, please take it through Alpha 
College if Real Estate by signing 
up through the link on the SVAR 
website.

The main sources of these facts are the 
National Association of REALTORS® 

New audio-visual 
equipment has 
been purchased, 
and you will see 
the difference in 
our classroom 
when you attend 
your next class. 

(continued on next page...)

by Al Wells, CRS, GRI, ABR, Education Committee Chair
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website (www.realtor.org), The 
REALTOR® Technology Survey, The 
Field Guide to Quick Real Estate 
Statistics, NAR’s Profile of Home Buyers 
and Sellers, and REtipster (www.
retipster.com/35-real-estate-facts), and 
did-you-knows.com.

As many of you know, each member 
of the Education Committee has 
volunteered to be the liaison for two to 
three real estate offices. If you know of 
some educational, interesting or even 
some just fun trivia “Did You Know...?” 
facts, or have some information that you 
think we should all know, please let us 
know.

Please don’t hesitate to contact any one 
of us with your questions, suggestions, 

requests or general comments. The 
Education Committee members are 
Meg Duarte, Brett Harris, Joyce 
Navary, Doug Compton, Barbara 
Chambers, Bruce Richardson, Keri 
Lust, Pat Robinson and me. Our contact 
information can be obtained via the 
SVAR website or MLS database. 

The liaisons for some of the larger offices 
are as follows:

• Al Wells: Ingram and Associates 
(Hopewell) and Realty Group

• Meg Duarte: Century 21 Colonial, 
Chappel Realty, Parr and 
Abernathy, Prince George Realty, 
and Hometown (Prince George)

• Barbara Chambers: Long & Foster 
and Front Door Realty

• Keri Lusk: Ford Agency
• Brett Harris: Hometown 

(Chesterfield) and Ingram & 
Associates (Chester)

• Joyce Navary – Weichert Realty, 
Cole Real Estate, and Daniel & 
Daniel Realty

• Bruce Richardson: RE/MAX 
Commonwealth

• Pat Robinson: Napier Realty
• Rhonda Canada: 1st Choice Realty 

Group and Swearingen Realty
• Doug Compton: Access, Tennek, 

Whitman, Blackstone and Century 
21 Clary & Associates

We hope to see you soon at our office 
visits or some of our education classes, 
Lunch and Learns, or socials! ~

(Education, continued from previous page...)

“Antiques Road Show?” Nope. Better! SVAR’s REALTORS® put 
their thinking caps on January 28 for the Virginia Association of 
REALTORS®’ Professional Standards Road Show. (All Grievance and 
Professional Standards Committee members must attend in order to sit 
on a panel to review and hear cases.) A full house turned out to learn 
from instructor Linda Martin as VAR travels the state. The attendees 
took their studies seriously, too. That’s some deep concentration!

– Victoria Hecht, SVAR Communications and PR Specialist

ON THE ROAD (SHOW) AND IN THE SVAR HOUSE
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SVAR “takes the Hill” during annual 
advocacy visit
What a great REALTOR® Day on the Hill 2016! Southside Virginia Association of REALTORS® members visited the Virginia 
General Assembly on Feb. 17, and many also participated in meetings and sessions Feb. 16-18. “Get Active 2016” was the 
name given to this year’s Legislative Advocacy Conference and stressed the importance of being involved in advocacy efforts at 
the state and local levels. It also celebrated the success of the 2015 RPAC fundraising program by the Virginia Association of 
REALTORS® recognition.

SVAR members visited with Senators Rosalyn Dance and Amanda Chase to discuss (and seek support of) key real estate-related 
bills coming to them from the House of Delegates. Also visited were Delegates Kirk Cox, Riley Ingram and Lacherese Aird, who 
were asked to support real estate-related bills coming to them from the Senate. This annual meeting is always an enjoyable 
experience for all of us and keeps SVAR in touch with our state representatives. 

One highlight of the day was the awarding of the Triple Crown Award to SVAR for achieving three levels of fundraising: 
participation, funds raised and major donors. Major donors are those members that contribute $1,000 or more each year to the 
RPAC fund.  

The SVAR Legislative Affairs Committee provided bus transportation at no cost to riders through the use of RPAC funds. This 
allowed members to participate in visits to the General Assembly Building and the Capitol and to attend the Legislative Affairs 
Reception at the Jefferson Hotel that evening. It is very important that SVAR continues its visitation program to this annual 
event and even more important that member participation grows. 

The Legislative Affairs Committee also is involved in local issues and is following issues related to utilities and their deposit and 
service issues, and encouraging local leaders to work more closely with the REALTORS® on local issues that are important to our 
industry. Please do not hesitate to contact SVAR with any issues or regulations that you would like this committee to explore. 
– CEO Joe Croce and Legislative Affairs Committee chair Mary Ann White
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Why should you consider purchasing an 
energy-efficient “green” home next?

First, what do you mean, I should 
consider purchasing an energy-efficient, 
or “green,” home?  

Second, what is the difference between 
an energy-efficient home and any other 
home? 

Third, are energy-efficient homes 
healthier than those that are not green?
Finally, can my real estate professional 
assist with locating an energy-efficient 
home to purchase?

According to the U.S. Green Building 
Council, “Generally, green homes are 
healthier, more comfortable, more 
durable, more energy efficient and have 
much a smaller environment footprint 
than conventional homes.”  
As a licensed real estate professional, I 
often talk to clients about considering 
the purchase of an energy-efficient or 
green home during the purchase process.  
This is because many of these types of 
homes have greater insulation values 
in the attic and, according to Creative 
Conservation, more efficient heating, 
ventilation and air conditioning that can 
lower your utility bills.

Green homes also offer a means to 
make your dollar go further for clients 
to consider. Energy-efficient homes 
systems and construction materials 
reduce energy consumption, which 
in turn reduces your energy bills, 
according to the National Association of 
REALTORS®’ Green Resource Council.
Energy-efficient homes also are 
considered to be healthier homes as 
indicated by the U.S. Green Building 
Council.  Sustainable designs and 
technology can enhance a resident’s 
overall quality of life by improving 
the indoor air quality (IAG) and water 
quality and reduce noise pollution of 
green-designed homes.

The improved IAQ can be a major factor 
to consider for clients who are buying 
new or resale homes or selling their 
current home, especially for younger 
ones who may suffer with allergies or 
asthma-related symptoms.  Energy-

efficient homes can be certified with 
the Indoor airPlus label for homes that 
meet the required design and testing 
requirements. The goal of the Indoor 
airPlus label is to make IAQ of the home 
much more environmentally friendly 
by protecting homes from moisture and 
mold, radon, pest-related contaminants, 
combustion gases, and other airborne 
pollutants that affect air quality.

Finally, I would strongly suggest that 
clients work with their real estate agent 
to check out energy-efficient or green-
constructed homes during their search 
process. A couple of factors that you 
should consider include:

• Nearly 88 percent of home buyers 
consider high-efficiency heating 

and cooling important, according to 
NAR’s 2012 Profile of Home Buyers 
and Sellers.

• Green homes increase the asset 
value and decrease the operating 
costs, making your dollars go 
further.

• “Homes built and certified 
to EarthCraft standards are 
sustainably constructed with 
an emphasis on durability and 
efficiency.  Utility bills can be 
reduced by more 30 percent, 
directly translating to money 
savings while lessening your impact 
on the environment,” according to 
EarthCraft of Virginia.

• Fifty-one percent of home builders 
expect that more than 60 percent 
of the homes that they build will 
be green by 2020, and over one-
third (36 percent) of remodelers 
expect the same level of green 
their projects,” according to the 
Green and Healthier Homes: 
Engaging Consumers of all Ages in 
Sustainable Living SmartMarket 
report.

As an NAR “GREEN” designee, 
EarthCraft of Virginia Real Estate 
professional and Earth Advantage 
Institute Certified Real Estate Broker, 
I encourage all would-be buyers to give 
consideration in making their next 
purchase a green one. And remember 
that it is also important that we in our 
industry prepare and educate clients 
about the features referenced in this 
article (not to mention the many other 
green features out there). 

As we look to the future, energy-efficient 
or green homes may be the majority of 
new construction and resale homes, so 
let’s get prepared now. ~

Bruce is the 2015 recipient of the VHDA 
Service to Virginia Award.

Green homes 
increase the asset 
value and decrease 
the operating 
costs.

by Bruce Richardson Sr., GREEN, ABR, RSPS, SRES
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Kudos for SVAR’s helping hands and support 
of Fall Fixins 2015 fundraiser

I’m sending gratitude to all who 
attended, sponsored and donated 
items to last year’s Fall Fixins annual 
Benefit Auction. It looks like Rebuilding 
Together Tri-Cities exceeded its $25,000 
goal for the event. Fantastic!

Most of all, though, I want to thank all 
the Southside Virginia Association of 
REALTORS® members who served on 
the event’s host committee as part of our 
Community Affairs outreach. 

Deepest thanks go to Deirdre Portwood, 
my fellow co-chair. Your efforts were 

instrumental in the success of the event 
and in putting the SVAR brand out there 
in the community by raising money for 
a charity that supports homeownership. 
This was a huge undertaking. 

Together, this team of volunteers pulled 
long hours and sacrificed a lot of time 
and effort. It was an honor to work 
with all of you during the planning and 
execution of the benefit auction.

Big thanks go out to the rest of the Host 
Committee (and friends) who helped out 
for more than eight hours on the day of 

the event: Nancy Fields Steinke, Eileen 
White Knode, Joyce Ferruti Navary, 
Christina Compton Francioni, John 
David Krug, Patty LaMarr, and Marita 
Dorr. 

We pulled it off, and I’m proud and 
thankful to all of you! Take a look at the 
event photos on our Facebook page and 
you’ll see a lot of familiar faces, SVAR.

With the countdown on to the holly, jolly holiday, the Southside Virginia Association of REALTORS®’ potluck Christmas party 
presented by the REALTORS® Professional Network (RPN) was a special blessing to the four-legged friends at the Tri-Cities area 
SPCA. Attendees brought their most festive spirit of camaraderie along with generous donations of pet food to benefit to assist 
shelter animals in need. It made for a merrier season for RPN supporters and critters alike. 

– Victoria Hecht, SVAR Communications and PR Specialist

RPN CELEBRATES THE HOLIDAYS, REMEMBERS OUR 
FOUR-LEGGED FRIENDS

by Jeff Blaha, Community Affairs Committee Chair
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What makes SVAR special?

As an organization, we sometimes need 
to look inward to define who we are and 
what we do.

We are a professional association of 
REALTORS® by definition, but it runs 
much deeper than that. 

One of the characteristics that defines 
the Southside Virginia Association of 
REALTORS® is the sense of family, 
friends and neighbors. SVAR members 
know each other as the neighbor down 
the way, friend from church, classmate 
from high school, “guy that pulled me 
out of the mud once” or drinking buddy.  
We are competitors, but above that we 
are colleagues. Even across company 
lines, we go out of our way to cooperate 
and assist each other on a professional 
level. 

There is a recent example of one of 
our members who was tied up with an 
extended family medical situation out 
of town. Several colleagues called, sent 
emails and texts, and all were offering to 
help both on a personal and professional 
level. Help was offered for photos, signs, 
meeting clients and running documents. 
The help was offered in such a way that 
it was not threatening on a competition 
level. 

Another recent example involves a 
buyer’s agent who was out of town on 
vacation. The “anxious” buyers called 

a listing agent directly and requested a 
showing and discussed that their agent 
was unavailable. The listing agent met 
the buyer, with their agent’s consent, 
showed the house and wrote the 
contract. The listing agent protected the 

other agent and wrote them in as the 
selling agent. 

SVAR is knee deep in local political 
advocacy. One of our members recently 
called from Mecklenburg County and 
wanted help with the election for county 
clerk. The member wanted to make sure 
that the county clerk’s position was filled 
by a REALTOR®-friendly candidate 
because we all know how tangled up 
things get if deeds don’t get recorded 
and there is not a REALTOR®-friendly 
person in that position. There was a 
concern that some of the candidates 
were not in tune with real estate issues.  

Since this was important for our 
member, it was important for SVAR. 
SVAR organized a group, traveled to 

the area, held candidate interviews and 
supported the right candidate. 

SVAR’s commitment to community is 
in our DNA. Last year, scores of our 
members volunteered for community 
events. Christmas Mother, Homes for 
Our Troops, church events, foot races, 
Kiwanis, Lions, Eagles, Moose and our 
signature charity, Rebuilding Together 
Tri-Cities. There are far too many events 
to count and umpteen volunteer hours 
selflessly given. All of this is ingrained 
in our culture and way of life. SVAR 
members give back. 

Stepping up also is a big part of who we 
are. When there are tough tasks, and 
tough decisions, SVAR steps up and does 
what needs to be done to get the jobs 
and tasks done. Our committees are well 
attended with members who come in 
with their sleeves already rolled up. 

Even though the years of the Great 
Recession were tough on all of us, we 
motored through it, and the association 
did too. Without the commitment, can-
do attitude and tough-love caring spirit 
of each member, the association would 
have not fared as well. 

For all of the above, pat yourself on the 
back. SVAR members make up this great 
association and make this association 
truly a special place in the universe. ~

We are 
competitors, but 
above that we are 
colleagues. 

by Steve Overgard, SVAR President-Elect

Thank You to our

PLATINUM
PARTNERS
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Exciting times in the MLS world

As a member of the Southside Virginia 
Association of REALTORS®, chances 
are you belong to the Central Virginia 
Regional Multiple Listing Service. 
As long as your MLS works when you 
log on each day, you probably don’t give 
much thought to the inner workings of 
CVR MLS. Nor should you have to; that’s 
what we are here for. I say “we” because 
it’s my privilege to serve as president 
of CVR MLS this year, so I thought I 
would take this opportunity to provide 
an overview of the Central Virginia 
Regional MLS and what we’re working 
on in 2016.

CVR MLS is jointly owned by the 
Southside Virginia Association and the 
Richmond Association of REALTORS®. 
In addition to several SVAR members 
who sit on the MLS Committee, three 
SVAR members serve on the Board of 
Directors of CVR MLS. SVAR always 
has one individual on the Executive 
Committee, and every four years our 
representative serves as President of 
CVR MLS. 

I’m honored to follow in the footsteps 
of John Powell, Bettye Reitmeier and 
Shanna Wiseman, who all did great work 
when they served as CVR MLS president. 
The staff and volunteer leadership of 
CVR MLS are always thinking about how 
to enhance our technology offerings and 
services to members in the most cost-
efficient manner possible. For example, 
in recent years we have added Down 
Payment Resource—a tool that alerts 
REALTORS® and their clients to listings 
for which buyers may qualify for down 
payment assistance. And in addition 
to our RE Stats product, we added 
Marketview 360—a tool that enables 
brokers to track agent productivity. 
We also try to be responsive to what 
our members tell us they want and 
need from their MLS. To that end, 
we have spent the past 18 months 

working to form the Commonwealth 
MLS Cooperative. While not a merger, 
the Commonwealth MLS CoOp brings 
together CVR MLS, the Williamsburg 
MLS, and the MLS of Chesapeake Bay & 
Rivers to create one shared database. 

What this means for our members is 
that, by virtue of belonging to CVR MLS, 
they can now see all of the Williamsburg 
and Chesapeake Bay & Rivers listings 
within Matrix. Additionally, almost 
1,000 more REALTORS® will be viewing 
our members’ listings. The goal of 
CoOp is to reduce the need to belong to 
multiple MLSs and thus eliminate extra 
costs and time-consuming, dual-data 
entry requirements, while at the same 
time greatly expanding the geography in 
which members can practice. 

Another enhancement in 2016 is our 
conversion to the Realist tax product. 
Because Realist is owned by Core Logic 
(the vendor of the Matrix MLS system), 
there is far greater integration of tax 
within the MLS functionality. For 
example, members now have the ability 
to print listing/tax reports directly from 
Matrix. And Realist is collecting and 
auto-populating into Matrix the tax data 
from 43 jurisdictions; this represents a 
significant increase from iMapp. 

While CVR MLS focuses its daily efforts 
on facilitating our members’ ability 
to earn a living, we never lose sight of 
the broader issues and trends affecting 
MLSs. Nationally, one of the most 
significant conversations taking place 
involves Project Upstream. 

The driving forces behind Project 
Upstream are the large national 
franchises and mega brokers, but it may 
prove beneficial to small brokerages as 
well. The concept of Project Upstream 
is that agents/brokers would have 
one point of data entry. And from this 
massive cloud-based database, the 
broker would direct where his or her 
data is distributed, including the MLS. 
For brokerages that operate in multiple 
MLSs, that send their listing data 
to multiple websites, and that use 
multiple programs for their back office 
operations, Upstream would create 
tremendous efficiencies and cost-
savings. 

But there are an incredible number of 
questions to be asked and answered: 
What does this mean for the traditional 
role of the MLS? How will the integrity 
of the data — accuracy, timeliness — be 
maintained? Who will enforce adherence 
to basic rules dealing with cooperation 
and compensation, etc.? What will it cost 
to participate in Upstream? As Upstream 
evolves, rest assured that CVR MLS is 
keeping a very close eye on its progress.

These are good times to be a REALTOR® 
and exciting times to be leading CVR 
MLS. I appreciate your confidence in me. 
And if ever I can be of assistance to you, 
please feel free to call upon me. ~

The goal of CoOp 
is to reduce the 
need to belong 
to multiple MLSs 
and thus eliminate 
extra costs and 
time.

by John W. Brockwell, 2016 President, CVR MLS
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This has been quite the year for repairs 
from leaking faucets, heating and air 
conditioning going out, to crawl spaces 
flooding. You name it, I’ve had calls for 
it. How do I handle these opportunities? 

“That’s easy,” I thought.  I thought.
Recently, a tenant reported a toilet 
where the water was constantly running. 
I called it in to the home warranty 
company. The tenant could not be home 
for the appointment, so I provided 
access to the property and waited for 
the plumber recommended by the home 
warranty company to fix the toilet. After 
about 40 minutes I checked on the 
plumber, who said he said he would have 
to go purchase parts. I thought that was 
odd because I looked in the tank before 
he arrived, and the flapper was the only 
thing that needed to be changed.  

When I walked into the bathroom, I saw 
all sorts of plumbing parts in the vanity 
sink. I asked him what was wrong with 
the toilet. He said he had taken it apart 
but that the parts were not fitting back 
together and said he needed to go buy 

new parts. He left everything in the sink.
Two hours passed, yet he did not return 
from purchasing parts. I called his 
company. They had not heard from him, 

and he was not answering his phone. So, 
I called another plumber, who arrived 
in 15 minutes, and he had the toilet 
working in less than 10 minutes.  

Needless to say, the first plumber did not 
know what he was doing.

How do you know if the person coming 

to your home or going to the landlord’s 
home is qualified to do the job?

I am a big believer in home warranty 
companies.  I recommend them to 
every one of my clients. But when they 
recommend a vendor, I trust that the 
vendor is licensed, bonded, insured and 
has impeccable credentials.  I want to be 
able to verify these credentials.  I want to 
see the licenses of the person who shows 
up to do the job.  

I have posed this question to a real estate 
attorney. I am not trying to undermine 
the home warranty company with 
which I dealt, but as property managers 
it is our job to protect the properties 
entrusted to us, and we need assurance 
that the vendors we use to perform work 
on homes we manage are truly qualified 
for the specific job. 

I am waiting on the answer from the 
attorney.  In the meantime, I’m doing 
my own investigation.  

Happy managing! ~

Vendors: Are they licensed and insured? 
How do you know?

We need 
assurance that the 
vendors we use to 
perform work on 
homes we manage 
are truly qualified.

by Marita Dorr, GRI, ASP, SFR, SRES, CSP, EMRS, Chair, Property Management Committee

SVAR CALENDAR OF EVENTS
*These dates are confirmed as of press time but may be subject to change. See more and register at SVARealtors.com/calendar.html

April 6 
CVRMLS Authentisign Class 
10:00am - Noon
Free; registration required

April 20
New Member Orientation
9:00 - 10:00am
Quadrennial Ethics
10:00am - 1:00pm
Cost: $25

April 21
RPN Evening Social 
5:00 - 7:00pm
at Wabi Sabi in Petersburg 
(members responsible for 
own meal/drinks)

May 11
Broker Management Class 
8:30am - 5:30pm
Cost: $60

May 18
RPN Networking Breakfast 
at Golden Corral
8:00am

May 19
CVRMLS Road Rules
10:00am - Noon
Free; registration required

June 13
Golf Tournament at Dogwood 
Trace Golf Course, Petersburg 
(more details to come)

June 15
New Member Orientation
9:00 - 10:00am
Quadrennial Ethics
10:00am - 1:00pm 
Cost: $25
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AFFILIATES: Be seen by REALTORS® in 2016 
Get your company in front of real estate professionals all across the Southside! The Southside 
REALTOR® is delivered to real estate agents and industry businesses across the region.

  Issue    Deadline 
  2nd qtr 2016  May 6
  3rd qtr 2016  August 5
  4th qtr 2016  November 4

Contact Connie Hedrick today to get started!
804-520-4496 or advertising@svarealtors.com

The Southside
REALTOR ®

4th Quarter 2015

Why YOU should volunteerSVAR Past President and 2016 VAR Board member Shanna Wiseman 
explains how volunteering boosted her career

The SouthsideREALTOR ® Spring 2015

Making Housesinto Homes 
SVAR participates in multiple community service events this spring

The Southside

REALTOR®
Summer 2015

Time to “autumn-ize” your listings

Staging can lead to faster sales

From “What Would You Do?” to 
“Smile…You’re on Candid Camera!”

I’m sure we have all seen the TV promo 
for the program “What Would You Do?” 

This show highlights the reaction of 
the average “Joe” to an array of sticky 
situations. We, as REALTORS®, may 
not have a camera person following 
us around to capture our responses to 
actions or comments, but we need to 
conduct our business activities as if we 
do.

Have you ever shown a listing and heard 
your client verbally tear apart a property 
while inside the home and maybe even 
added a disparaging comment or two of 
your own?

Granted, for some showings, we may 
feel the comments are warranted. But 
it is not professional for us to make 
those types of comments while inside a 
property or to condone or encourage our 
clients to do so. 

In today’s world of technology, 
homeowners have easy access to “nanny 
cams” and other taping equipment, and 

some actually turn it on for property 
showings. 

Prior to taking a client inside, or if a 
buyer begins to verbally demolish a 
home once inside, it can be very easy to 
quietly say, “You never know where a 
camera with audio may be set up inside, 

so let’s just take a look and then discuss 
your impressions when we exit.”

This doesn’t mean you can’t make any 
observations or answer questions inside 
a property. Just be professional about 
it. Practice makes perfect, so how would 
you handle a buyer verbally trashing a 
property while inside a home? 

Remember, just because a property 
is vacant, doesn’t mean you’re really 
“alone” or not being taped. So, show 
your “Ethics in Action” and remember to 
smile when you leave! ~

How would you 
handle a buyer 
verbally trashing 
a property while 
inside a home? 

by Carmen Martin, ABR, CRS, CSP, GRI, SVAR Director
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by Craig Stroud, NMLS# 232619, Bank of McKenney

In the world of banking, and especially 
mortgage lending, the adage is true: 
Banking relationships do matter. 

When you shake the hand of a new 
client for the first time, you’re entering 
into a relationship with that individual. 
Who is this person? Does he or she have 
children? Does the individual have a 
need for acreage or square footage? And 
each usually has a story or two to tell. 

You spend time combing through the 
details, paying careful attention to what 
your client has to say and watching 
his or her face while moving through 
properties. Are there smiles and excited 
gasps, or was the client ready to move on 
a bit too quickly? 

The time, effort and information you 
provide for your client is all part of 
the service you provide as a real estate 
professional but, as the professional, the 
relationship continues to develop and is 
ongoing. 

Almost every successful real estate 
transaction involves a mortgage loan 
officer, along with the decision to work 
with a community bank versus a big 
bank. This could be something the client 
looks to you for assistance in helping to 
decide. 

As I mentioned earlier, the relationship 
development is key, especially when it 
comes to the banks and loan officers 
you trust with your clients. There 
are benefits, of course, to conducting 
business with both community and big 
banks, but these benefits are distinct, 
undeniable and speak directly to the 
particular preferences of each client. 

It’s true that big banks provide their 
customers with a cornucopia of 
branches, ATMs, tech tools and, for 
those that own brokerage services, 

investment options. But what is the 
tradeoff for banking with an institution 
that provides so many options? Some 
community banks can offer you many 
of the same options, just on a smaller 
scale, and know your name when you 

come in. While we are all different with 
personalities and preferences, let’s 
focus on the personal attention given by 
smaller institutions.

What you will see in community bank 
institutions is a trademark of personal 
service, local focus and greater lending 
flexibility. The folks within the walls 
of a community bank will know the 
client and, more than likely, know their 
friends, family and acquaintances. While 
there may be fewer branches, the smaller 
size and intimacy allow community 
banks to be more successful developing 
relationships with every client. 

Everything a community bank does is 
relationship-based. This personal level 
of contact with your client will help wash 

away the stress of the largest purchase 
most folks will ever make – a home. 
Developing that relationship will help 
the mortgage loan officer create the 
perfect lending scenario for your client. 
While there may not be a cornucopia of 
options to choose from, the idea is with 
more personalized staff is your client 
will know the faces of the folks who will 
make their homeownership dream a 
reality. 

They will shake the hands of the 
people who make the decisions; there’s 
no algorithm deciding your clients’ 
worthiness, but there might be an Al 
Gorinski handing that family their first 
set of keys. 

More intimate contact for your client 
also means access for you. As a real 
estate professional, perhaps you have 
experienced an uncooperative or 
uninformative loan officer. You become 
the ball being tossed between the client 
and the bank, or worse, you are the 
referee. At a community bank the goal 
isn’t only to develop a relationship with 
your client but also with you. Trust 
and loyalty are hard to come by, but 
far easier to establish with folks deeply 
rooted in their community.

To sum it all up, relationships and 
community banks go hand in hand. 
Community banks can offer most of the 
same benefits found in big banks, only 
on an intimate scale. How great would 
it feel for your client to walk in to a 
community bank branch to apply for a 
mortgage loan and be greeted by name 
with coffee and a smile? ~

Banking relationships play big role in 
success of any transaction

More intimate 
contact for your 
client also means 
access for you. 
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Big improvements to the training and 
meeting rooms

When you attend a meeting or an 
educational event at SVAR headquarters 
over the next weeks and months, you 
will notice some sizeable improvements 
to the facilities and to the audio-visual 
equipment. 

The objective in undertaking this project 
is to enhance YOUR education and make 
your meetings and events the best that 
they can be. 

With feedback from membership, 
leadership determined that SVAR could 
benefit from improvements to the 
audio-visual equipment and education 
facilities. Our educators need to be able 
to accommodate a teacher’s computer 
if it is brand new or even 10 years 
old, so there was some “backwards 
compatibility” built into the specs. Also, 
educational venues and methods are 
evolving rapidly, so flexibility was a big 
factor on the “needs” list. 

In essence, SVAR must be able to 
handle most any foreseeable platform 
or protocol. For example, many classes 
are now held by webcast, during which 
a teacher is in one location and the 
students in a different room, city or even 
state. In this scenario, the teacher must 
be able to see and hear the students and 
the students, obviously, need to be able 
to see and hear the teacher. 

Technology makes this possible. Our 
needs were determined and agreed 
upon. Other similar educational facilities 
were contacted for information about 
their set-ups. 

Members of the group traveled to 
three facilities to study equipment and 
protocol. Classes were taken at the 
facilities to experience the training event 
firsthand. Various pieces of equipment 
were analyzed for cost, suitability to our 
association, scalability and complexity. A 

plan was written up and approved by the 
SVAR Board of Directors and it was tied 
to a reasonable budget. Priorities and 
phases of work were mapped out. The 
work group then really got busy to find 
the best prices available for the specific 
equipment wanted. 

The computer projector in the training 
room was replaced with a modern 
projector. It is brighter, casts a larger 
image and has better resolution. A 
member in the farthest corner of the 
room should be able to clearly see the 
screen. Even with the overhead lights 
on, the image is bright and crisp. It has 
many ways to hook up to almost any 
computer or device, including HDMI, 
USB, VGA, Ethernet, or wireless. It will 
even project images from a smartphone. 
Very cool. 

There is now a dedicated A-V computer 
to run PowerPoint presentations, 
connect to the Internet or run programs 
that the teacher wants to use. It runs 

programs like Word, Excel, PowerPoint 
and Adobe Reader, and three browsers: 
Google Chrome, Firefox and Microsoft 
Internet Explorer. It has a wireless 
mouse and wireless keyboard. 

The dedicated A-V computer is installed 
in the podium that also has a computer 
monitor embedded in the top. The 
instructor can see in the podium exactly 
what is being seen by the students on the 
big screen.

The whiteboard has been re-located so 
the classroom can use both the projector 
and the whiteboard at the same time, not 
just one or the other. 

Sound is now piped to the center of the 
room and to the far corner where no one 
could hear before. 

The broadband speed was upgraded 
so that, in the event of webcast or 
streaming video, the image will be 
smooth and crisp. 

The room will be outfitted with an 
omnidirectional microphone so that the 
instructor will be able to hear students 
in the back of the room. There is a wide 
angle, hi-definition webcam so that a 
remote instructor can see our students 
and for video conference meetings.  

The Wi-Fi transmitter has been 
relocated and installed at a higher point 
so reception in the room is improved. 

This has been an ambitious and complex 
project, and members of the task force 
have demonstrated commitment to our 
members by donating countless hours. 
So, the next time you see Joe Croce, Al 
Wells, Brett Harris or David Patsel, give 
them well-deserved kudos. These guys 
have really stepped up and delivered. 
Amazing. ~

The computer 
projector in the 
training room was 
replaced with a 
modern projector.

by Steve Overgard, SVAR President-Elect
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by Ken Pritchett, SVAR Director, Golf Committee Chairman

We Make It Better Together: 
SVAR’s first golf tournament

The Southside Virginia Association of 
REALTORS® will hold its first benefit 
golf tournament June 13 at Dogwood 
Trace Golf Course in Petersburg. This 
event will raise funds for the association 
as well as a yet-to-be-named nonprofit in 
our region. 

Plus, it’s another opportunity for our 
association to let the community know 
we’re about helping organizations that 
do good works in the communities 
we serve, whether it be with helping 
to repair or remodel the home of a 
deserving person or family or assisting 
our veterans to improve their quality of 
life, among others. 

Our tournament theme—“We Make It 
Better Together”—says it all. The golf 
tournament will help our association 
to become better known and let the 
community know that we are not 
just about helping people buy and 
sell homes. As an association, and as 
individuals, we care about our fellow 
citizens. This tournament also will also 
help us to build relationships with our 
active Affiliate members, and to attract 
new ones.

We will choose a nonprofit organization 
that is actively contributing to the 
betterment of the communities we 
serve by helping those who may need 
assistance in home repairs or health 
services or who have other needs. Please 
feel free to share thoughts about who we 
choose to be the recipient (or recipients) 
of the funds that we raise. Please contact 
any SVAR officer or Board of Directors 
member.

We will be asking for members to 
volunteer with the tournament. First, 
we need people to contact businesses 
that could be a sponsor of some type, 
including banks, mortgage and title 
companies, developers, contractors, 

restaurants and so on. Anyone with 
whom you have a personal or business 
relationship is a candidate for some kind 
of sponsorship. 

At this point it has not been decided 
if the tournament will have one main 
sponsor or a number of categorical 
sponsors, such as lunch, dinner, hole-
in-one, beverage cart, etc. If you have a 
contact who could be a sponsor of any 
kind, please send that businesses name 
and contact information to me at email 
kenpgolf@aol.com.

The tournament will be Captain’s Choice 
format with the particular rules given 
out on tournament day. It is open to 
players of all and any ability, and it 
would be nice if SVAR members would 
anchor a foursome and invite three 
business, personal or client friends 
to play with you. At this point, the 
proposed cost is $95 per individual 

player (we will place with other 
individuals on tournament day) or $340 
for a four-person team. 

Please sign up early. Since this is a first-
time event, we must get an idea early of 
how many players we will have. Please 
send your reservations to kenpgolf@aol.
com. We will take players on a first-
come basis. You will receive updated 
information as we plan this fun event. 

We wanted to make you aware of the 
tournament so you can put it on your 
calendar and plan to participate. We will 
be asking for lots of volunteers to help 
on tournament day. So, even if you are 
not playing, you can have just as much 
fun helping!

For those of you that may not be familiar 
with Dogwood Trace Golf Course, you 
are in for a surprising treat. After a few 
years of operating out of a temporary 
clubhouse, the new clubhouse is open. 
It will provide each player a spacious 
and relaxed pre-tournament and after-
tournament place to relax and shop 
before dinner or after dinner. The golf 
course has greens that compare with 
some of the nicest of private clubs in the 
region. The fairways are Bermuda grass. 

Plan to play and discover a new course 
and perhaps introduce your teammates 
to this great new facility. Let’s get ready 
for some golf!
                                              
Watch for more details about this 
tournament in the weeks to come. ~

This golf 
tournament will 
raise funds for a 
nonprofit in our 
region.
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A SPECIAL “THANK YOU” FOR 
ASSOCIATION SERVICE

It’s said that a picture says a thousand words—and this photo proves that. In late 
January, Southside Virginia Association of REALTORS® 2016 President Ron Hardy, 
right, presented Immediate Past President David Patsel with a plaque recognizing 
David’s service and leadership as 2015 president. With heartfelt gratitude, SVAR says 
“thank you for giving your all” to the association, David! 

– Victoria Hecht, SVAR Communications and PR Specialist

MEET SVAR’S NEWEST EMERITUS HONOREE

Congratulations to Southside Virginia Association of 
REALTORS® member and Swearingen Realty associate broker 
Joyce Simmons, GRI, CRS, who was surprised in December 
with Emeritus membership from the National Association 
of REALTORS®. SVAR’s 2015 president, David Patsel, made 
the presentation. Emeritus membership is only given to 
REALTORS® who have given 40 or more years of service and 
is a high and honorable achievement. Joyce served as SVAR’s 
president in 1999. Please join SVAR in recognizing Joyce on wonderful this achievement!

– Victoria Hecht, SVAR Communications and PR Specialist

SVAR’S BROCKWELL INSTALLED AS CVR MLS PRESIDENT

It was a great night December 8 for two-time Southside Virginia Association of REALTORS® Past President John W. Brockwell 
of Weichert REALTORS®, Brockwell & Portwood, who was installed as Central Virginia Regional Multiple Listing Service (CVR 
MLS) MLS president during ceremonies at The Jefferson Hotel in Richmond. John was sworn in by fellow SVAR Past President 
John Powell. SVAR thanks membership for the great turnout in honor of John’s CVR MLS presidency and wishes him hearty 
congratulations. You make SVAR proud, John! 

– Victoria Hecht, SVAR Communications and PR Specialist



p. 24  •  THE SOUTHSIDE REALTOR®  •  1ST QUARTER 2016

by Victoria Hecht, Communications and PR Specialist

Southside Virginia Association of REALTORS® 
installs 2016 leadership

Ron Hardy launched his Southside 
Virginia Association of REALTORS® 
2016 presidency with a member-
engagement challenge and mantra, “You 
are the pulse that ignites our heartbeat,” 
during the organization’s December 2 
installation of officers and directors. 
The ceremony was held at Petersburg 
Country Club.  

An associate broker with 1st Choice 
Realty Group, Hardy also led the local 
REALTOR® organization in 2005. 

In his acceptance speech, the Colonial 
Heights resident outlined SVAR’s 
goals for the year, including building 
the association’s Affiliate membership 
base; increasing the association’s 
educational offerings, with more 
certified instructors; and expanding 
internal communications to drive 
member involvement. Hardy said 2016 
will bring establishment of an events 
committee as well as a golf tournament 
and re-establishment of a day-long 
education program. He lauded 2015’s 
accomplishments, including outreach 
efforts of SVAR’s new Community 
Involvement Committee and greater 
public awareness of the value of a 
REALTOR®, among others.

“My goals are a continuation of the 
programs already set in place by my two 
predecessors (John W. Brockwell and 
David Patsel, 2014 and 2015 president, 
respectively). Your Board of Directors 
is united on these goals and will be 

there for you. Are you going to be there 
for them? Get involved,” Hardy urged 
membership.

Hardy has been active in real estate 
for more than 20 years and has served 
on the boards of Crisis Assistance 
Emergency Response Shelter in 
Petersburg and the Home Builders 
Association of Southside Virginia. A past 
REALTOR® of the Year, he is a certified 
mediator with the Virginia Association 
of REALTORS® and holds the military 
relocation specialist, new construction 

specialist and senior housing specialist 
designations.

Hardy was sworn in by SVAR’s 1981 
president, Jean Clary Bagley with 
Century 21 Clary & Associates, before the 
ceremonial passing of the gavel. Bagley 
also installed the rest of SVAR’s 2016 
board:

• President-elect – Steve Overgard, 
RE/MAX Commonwealth; 

• Treasurer – Johana Story, RE/
MAX Commonwealth; 

• Immediate past president – David 
Patsel, Napier REALTORS® ERA; 
and, 

• Directors – Doug Compton of 
Tennek Realty, Brett Harris of 
Harris & Associates, Larry Lewis 
of Napier REALTORS® ERA, 
Carmen Martin of Ford Agency 
Inc.  and Kenneth Pritchett of 
Weichert REALTORS®, Brockwell 
& Portwood. 

SVAR member Vickie Zevgolis emceed 
the event, while Deborah Baisden, the 
Virginia Association of REALTORS®’ 
2015 president, brought words of 
support. ~

“You are the pulse 
that ignites our 
heartbeat,” said 
Ron Hardy, 2016 
President of SVAR.
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Real estate transaction problems and 
opportunities…be thankful for them!

Property valuation and proper pricing 
is sometimes a tricky blend of math, 
science, finesse, statistics and magic 
dust. Mix into that the seller’s emotional 
attachment, financial needs and years 
of convincing themselves that their 
property is the finest on the block. Now 
the buyer will see things through a 
different prism. 

The buyer is comparing scores of houses 
and ranking them in a competitive 
way. The buyer sees maintenance items 
that have gone on unchecked. The 
buyer sees the unfinished “projects” 
and tacky improvements. The buyer 
is good at quickly figuring a price per 
square foot with the speed of a NASA 
computer. What agents do in relation to 
valuation is at the center and one of the 
most important pieces of a real estate 
transaction.

Proper pricing ensures that the seller 
does not leave money on the table and 
can sell the property in a reasonable 
length of time. Proper pricing is critical 
to a buyer because the lender’s appraisal 
will block an overpriced property sale. 
We all need to be thankful for the 
challenges of valuation and that it takes 
time, experience and skill to get it right. 

All parties to a real estate transaction 
can sometimes be unreasonable and 
irrational. This applies not only to 
buyers and sellers, but also to agents, 
brokers, lenders, attorneys, title 
companies, court recording clerks, 
insurance agents and even ourselves 
(sorry, but it is true). 

It has been said that “you cannot reason 
with the unreasonable and you cannot 
rationalize with the irrational.” Yet we 
thrust ourselves into situations that are 
magnets for unreasonable and irrational 
behavior. Interests of the different 
parties are sometimes light years apart, 

yet there are common goals. Real estate 
agents demonstrate special skills that are 
a blend of psychology, caring, reason and 
grit in wrestling with these sometimes 
emotional, irrational and unreasonable 
items. We do it well. 

Logistics sometimes play a critical role 
in getting transactions closed. It is not 
uncommon to get the kids ready for 
school in the morning and then scoot 
by the office to finish a marketing plan, 
then run by the post office and pick up 
a deposit check. In the afternoon, there 
is a home inspection, closing and lining 
up showings for the next day. Oh, and 
in between all of this email is checked, 
voicemail is emptied and a sign installed. 
If you think about it, it is exhausting. 

Write down what you have done in 
the last two days and try to figure out 
how much time it took for each item. It 
is amazing how much you do and get 
done. We arrange document signings 
and shuffle the paperwork and deal with 
buyers and sellers all, seemingly, at the 
same time. When we need to get there a 
little early or stay a smidge more time, 
it’s done. 

Agents’ personal service often goes way 
beyond what is “required.” We all have 
gone to bat for our first-time home 
buyers and helped them get qualified. 
We have made sure the cat didn’t get 
let out of the garage. We have met the 
seller well into the evening to deliver the 
closing check. We have made copies of 
keys and held open house on the rainy, 
dreary days. 

If you can connect with any of these 
situations, be thankful. The next 
time you have real estate transaction 
problems that seem insurmountable, 
be thankful. The next time you can 
deliver a smile along with a proceeds 
check at 10pm, be thankful. The next 
time your seller insists on listing the 
house $40,000 over value, be thankful. 
The next time your buyer remembers 
the “other” debt 15 days into loan 
application, be thankful. 

This may seem like nonsense, but it 
makes perfect sense. Ask yourself if a 
big-box retail store could handle a real 
estate transaction? Never. 

Could a huge national corporation 
hourly employee deal with that nutty 
buyer? No way. 

Would a government agency meet a 
seller at 7:25am at WaWa? Forget it. 

Can a computer, any computer, figure 
out the exact right price for the house 
with pink shutters and in-ground pool? 
Could a mall kiosk deal with a USDA 
loan application? Could a telemarketing 
center in a foreign country talk to a client 
on the phone with the degree of care 
that you do? Please give your mother’s 
maiden name before answering. 

So the suggestion here is that if real 
estate was simple and predictable and 

If real estate 
was simple and 
predictable and 
without problems, 
real estate agents 
would have 
a diminished 
function... 

by Steve Overgard, SVAR President-Elect

(continued on next page...)
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Much is happening in the world of 
appraisals

Last November the National Association 
of REALTORS®’ Real Property Valuation 
Committee (formally the Appraisal 
Committee) met in San Diego and 
discussed several appraisal issues.  

The committee is concerned with 
the aging of the appraisal profession, 
appraisers unwillingness to take on 
trainees, the four-year college degree 
requirement and two-year mentoring 
to enter the profession, the pressure of 
increasing entry requirements to the 
appraisal profession and, mostly , the 
reduced income to appraisers related 
to appraisal management companies 
(AMCs).  NAR is sending a letter to the 
Appraisal Qualifications Board with its 
concerns.  

In June 2014, the Appraisal Institute 
reported that 51 percent of appraisers 
were between the ages of 51 to 65, and 
11 percent were age 66 or older. That’s 
nearly two-thirds of the appraiser 
population that will likely be retired 
in 15 to 20 years! Something must be 
done or appraisals in the future may 
be expensive with long wait times or 
computers taking over!

Updates on recent meetings of The 
Appraisal Foundation Advisory Council 

(TAFAC) and The Appraisal Foundation 
Board of Trustees (TAF BOT) were 
provided to the committee. One topic 
of concern is the discussions of various 

agencies under the Economic Growth 
and Regulatory Paperwork Reduction 
Act (EGRPRA) regarding raising the de 
minimal threshold for appraisals from 
$250,000 to $500,000. NAR will send 
a letter of opposition to this proposed 
change in regulation.

Concerns about TRID as they relate to 
appraisal fees being in the zero-tolerance 
category are being monitored. The 
Automated Valuation Model (AVM) 

education tri-fold brochure developed 
by the committee (and reviewed by 
Realtors Property Resource and NAR 
Legal) will be produced shortly after 
the meetings and distributed to large 
brokerages, associations and MLSs. It 
will be available to download at no cost 
and with copies available for sale in the 
store. 

Concern about appraisers’ liability under 
the FHA Handbook rules regarding 
appraisers being required to perform 
home inspection tasks was discussed. 
NAR will send a letter to FHA addressing 
these concerns.

Staff informed the committee that the 
new online Appraisal version of the 
quadrennial requirement Code of Ethics 
will be ready in early 2016.

The next Committee meeting will 
take place from 8 to 10 a.m. May 11 in 
Washington, D.C. All REALTORS® and 
others are welcome to attend. We are 
working on having FHA officials present 
to discuss Handbook 4000.1.

Be safe out there! ~

Concerns about 
TRID as they 
relate to appraisal 
fees being in the 
zero-tolerance 
category are being 
monitored.

Mack Strickland, GRI, RAA, CRGA, Chair, Appraiser Committee
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without problems, real estate agents would have a diminished 
function, if any function at all. Be thankful for the problems 
that give agents their worth and value. 

Be thankful that some things in real estate require science 
and art that can never be programmed into a computer. Be 
thankful that you can be a logistical machine and can deliver 
PERSONAL service that no retail chain, government agency or 
telecenter can touch. These problems and service opportunities 
keep our industry secure and keep us all in business. ~

(Problems, continued from previous page...)



p. 28  •  THE SOUTHSIDE REALTOR®  •  1ST QUARTER 2016

by Victoria Hecht, Communications and PR Specialist

REALTOR® pride: SVAR now proclaims 
“I am one®” too!

“I am one®.”

You’re undoubtedly pleased to proclaim 
your REALTOR® pride. And now, as 
members of the Southside Virginia 
Association of REALTORS®, you have 
another tool to accomplish that. 

“I am one®” is a two-pronged signature 
campaign that addresses the general 
public by raising awareness of 
REALTORS®’ commitment to excellence 
and allegiance to the Code of Ethics 
and, from the REALTOR®’ perspective, 
building pride in association and 
membership. 

The campaign slogan serves as the 
perfect conversation ice-breaker: “You 
are one what?”

SVAR REALTORS® who use the “I am 
one®” logo as well as share the campaign 
message are doing more than just 
conveying their status as REALTORS®; 
they’re declaring their passion for 
the industry and their willingness to 
go above and beyond what is merely 
required by law. That willingness 
includes advocating for homeowners 
and personal property rights, abiding 
by the National Association of 
REALTORS®’ strict Code of Ethics, 
expanding their expertise and knowledge 
with designations and serving the 
community, among others.

The REALTOR® Pledge—with a 
downloadable flier (perfect for your 
marketing packets)—soon will be 
available under the “I am one® 
resources” under “Members Only” at 
SVARealtors.com. It succinctly conveys 
the spirit of the campaign:

I pledge myself…
• To protect the individual right of 

real estate ownership and widen 
the opportunity to enjoy it;

• To be honorable and honest in all 
dealings;

• To seek better to represent my 
clients by building my knowledge 
and competence;

• To act fairly towards all in the 
spirit of the Golden Rule;

• To serve well my community, and 
through it my country;

• To observe the REALTORS® Code 
of Ethics and conform my conduct 
to its lofty ideals.

You’re encouraged to make use of this 
and other campaign resources that will 
soon appear under “Members Only” at 
our association website. Soon you’ll find 
free high-resolution campaign logos and 
signatures, business cards, graphics, 
banners and fliers for use online and in 
print. 

SVAR invites you to extend the 
campaign’s message and reach—
including your commitment to the Code 
of Ethics and protecting the rights of 
property owners—by including the “I 
am one®” logo on your print and online 
documents and advertising. And make 
sure to visit www.iamone.com to learn 
more about the campaign.

Finally, you’re encouraged to share 
your REALTOR® pride with SVAR’s 

newly printed “I am one®” bumper 
stickers (as seen in the accompanying 
photo) on your cars, binders, laptops 
and more. (Get them for free at SVAR 
headquarters.) In time, as the campaign 
takes off and funds become available, 
look for more SVAR-specific “swag” 
among the campaign offerings, such as 
tumblers, caps, buttons, mugs and more.

We look forward to SVAR embracing the 
growing campaign and seeing the “I am 
one®” spirit grow across the Tri-Cities 
and all of SVAR’s association territory. 

Questions? Contact me at vhecht@
svarealtors.com. ~

The campaign 
slogan serves 
as the perfect 
conversation ice-
breaker: “You are 
one what?”

I PLEDGE MYSELF...
To protect the individual right of real estate ownership and widen the opportunity to enjoy it;

To be honorable and honest in all dealings;

To seek better to represent my clients by building my knowledge and competence;

To act fairly towards all in the spirit of the Golden Rule;

To serve well my community, and through it my country;

To observe the REALTORS® Code of Ethics and conform my conduct to its lofty ideals.

SOUTHSIDE VIRGINIA ASSOCIATION OF REALTORS®114 Maple Grove Avenue, Colonial Heights, VA 23834(804) 520-4496 ~ www.SVARealtors.com

I am one.®

     REALTOR® PLEDGE

Southside Virginia Association of REALTORS®

114 Maple Grove Avenue
Colonial Heights, VA 23834
(804) 520-4496
www.SVARealtors.com

FIGHTING FOR YOUR
PROPERTY RIGHTS.

REALTORS® monitor pending legislation that affects the housing industry. 

Taxation, lending, mortgage interest deductions, and other critical issues that 

impact your investment in your home are being defended at all levels of government 

by REALTORS® across the country. Through various groups and initiatives, only 

REALTORS® are working to protect the American Dream of home ownership.

I am one.®

(Above: SVAR members in Richmond at the Legislative Advocacy Conference, February 2014.)

We work to keep the 
American Dream alive!

Only REALTORS®:

 9 Have an 
active voice in 
politics 
 

 9Work to 
shape critical 
legislation 
 

 9 Champion 
the rights of 
homeowners

iamone.com

Southside Virginia Association of REALTORS®

IAM1 TM
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We Make It Easy To Keep Your Home Systems and Appliances Working.

To learn more, contact your REALTOR® or our  local HMS Account Executive.

Katy Richards, P: 804.614.7104, E: krichards@hmsnational.com

©2014 HMS National, Inc. All Rights Reserved.

w Peace of Mind
w Cost Savings 
w Service Convenience

With an HMS Home Warranty, you get:

WINNER, WINNER! CHICKEN DINNER! 
(WELL, MAKE THAT A CHROMEBOOK.)
Just in time to make her holiday lists (or listings, LOL) and check them twice, Caroline 
Cooper of Realty Group was the winner of the Southside Virginia Association of 
REALTOR®’s second technology raffle drawing. Her prize? A shiny new Chromebook. 
Congratulations, Caroline. Stay tuned for more technology raffles this year.

– Victoria Hecht, SVAR Communications and PR Specialist

RPAC SCOREBOARD

SVAR met its Triple Crown Goals in 2015 of member participation, funding and Major Donors 
($1,000+ contributors).  

The Major Donors  were:

Mack Strickland Golden R, President’s Circle   
Shanna Wiseman Crystal R 
Meg Duarte  Sterling R   
Libby Gatewood Sterling R   
Larry Lewis  Sterling R    
Bobby Perkins  Sterling R                                         
Mary Ann White Sterling R                                                                               

SVAR 2016 RPAC Goals

Fundraising:   $11,099
Member Participation:  37%
Major Investor Goal:   9 

By contributing to RPAC you are helping you and your industry.  Please give and give generously.  You will make a difference

–  Libby Gatewood, RPAC Chair
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SVAR MEMBERSHIP AT A GLANCE
Data Current as of February 15, 2016

Member Count
Members 429
Secondary 21

Emeritus 16 
Affiliates 36

New REALTOR® Members
David Harbour EXP Realty
Renee Mayes EXP Realty LLC
Phil Parrish Napier REALTORS ERA
Angela Kaniecki Ingram & Associates
Mark Mueller The Mueller Group, LLC.
Loria Duncan Cole Real Estate, Inc.
Cordara Gillard Long & Foster
Elena Otero-Finley Weichert REALTORS, Brockwell & Portwood
Sharon Spain Weichert REALTORS, Brockwell & Portwood
Jennifer Crawford Whitman Properties Inc.

Affiliate Members
2-10 Homebuyers Warranty
A House On a Rock Home Inspections
American Home Shield
Appomattox Title Company, Inc.
Bank of McKenney
Bank of Southside Virginia
Burley Langford Home Inspections
C&F Mortgage
Capital One Bank Home Loans
Central Virginia Regional MLS
Colonial Farm Credit
Connors Pest Control
Cutco Closing Gifts
Day Title
Eagle Inspection Services
EVB Mortgage
First American Homebuyers Protection
First Title & Escrow
Gregory & Associates
Hayes Inspection Services
Heritage Chevrolet & Trucktown*
HH Hunt Homes
HMS Home Warranty
J.G. Wentworth Home Lending, Inc.
Modvintique
Monarch Mortgage
Movement Mortgage
Old Dominion Title & Escrow
Old Republic Home Protection
Presidential Mortgage
SunTrust Mortgage
The Progress-Index
Towne Bank Mortgage
The Real Estate Book
Virginia Commonwealth Bank 
Wells Fargo Home Mortgage

*denotes new member

 

 

At Virginia Commonwealth Bank, our accounts are designed to 
be flexible and comprehensive to support you as you grow your 
business.  We offer a variety of options for your business needs. 

 No or low maintenance fee checking options 
 High and Low transaction volume options, 
 Free Online Banking with Bill Payment 
 Commercial Real Estate Loans 
 Commercial Loans 
 Capital Improvements 

 
 

3209 Boulevard  
Colonial Heights, VA  23834 

  804-526-1553  
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Contact us today!
Heather D. Rose, Settlement Agent
Heather.Rose@odtco.com

Vickie Wolfe, Underwriter 
Vickie.Wolfe@odtco.com

2425 Boulevard, Suite 5, Colonial Heights, VA 23834
804-526-8000 Office
804-781-4992 eFax –Closings
804–526-2000 Office Fax

Settlement & Title Services

We stand firm in the belief that when you 
work with us you become a member of 
a professional team. We look forward to 
helping you with:

• Residential Title Insurance
• Commercial Title Insurance
• Settlement and Closing Services
• New Construction Closings
• Refinance Closings
• Short Sale Transactions
• REO Sales
• HUD Closings
• Investor Clients
• Seller Representation

Learn more at www.odtco.com

Earning your business through 
 Excellence in Service



Southside Virginia Association of REALTORS®

114 Maple Grove Avenue, Colonial Heights, VA 23834 
(804) 520-4496
www.svarealtors.com
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Saturday 8:00am - 6:00pm
Last Sunday of the Month 

Noon - 5:00pm
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