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by Steve Overgard, 2017 President, SVAR

President’s Page

The first quarter of 2017 is well under 
way, and I want to share a little 
hindsight and give everyone a view and 
vision of what lies just ahead. These are 
exciting times. 

The unemployment rate in our region is 
now a little lower than what is normal; 
not as low as it was during the 2006-
2008 boom, but a little lower than 
the 2001-2005 period and certainly 
far lower than 2010-2013. Southside 
Virginia has a diverse employment base 
that somewhat insulates the region from 
wild fluctuations. This is overall great 
news in the employment market. 

New homes starts and building permits 
are still down from where many experts 
feel they should be. If you know a 
builder, encourage him or her to get 
some projects going. The demand for 
new homes is strong, and there is a need 
to fill the shrinking overall inventory of 
available houses. 

The average home prices have risen at 
about 4 % in 2016 compared to 2015. 
Prices have consistently risen at close to 
this rate over the last 5 years.

During the last quarter of 2016, there 
was a noticeable reduction of inventory 
available. At the same time, many agents 
noticed an uptick in demand. This trend 
appears to be continuing now, so there 
is a prediction that the market will trend 
more to a seller’s market. How much 
so depends on the inventory level and 
if demand continues to increase as it 
frequently does in the spring. By all 
accounts, it looks like it will be a great 
time to sell a house this spring. 

Prior to the end of the year, the SVAR 
Board of Directors got together and 
revised the Strategic Plan. By doing 
this, the entire team is all working 
toward the same goals and focused on 

the same objectives. We are adamant 
about looking out for our members’ 
best interests, advocating for property 
rights and the business interest of 
REALTORS®, and being the “Voice of 
Real Estate in Southside Virginia.”

Our new staff members, Danielle 
Marchant-Via and Donna Ackerman, are 
doing fantastic jobs, and we are fortunate 
to have them in our SVAR family. 

Within the next 60 days, we should have 
our own real estate school. This has been 
a project that we have been working 
toward for at least two years. With this, 
SVAR can attract and retain the best 
teachers and curriculum in the region. 

We will expand and enhance our 
educational offerings to our members for 
CE and non-CE courses. Watch for the 
announcements that will be coming soon 

Our multiple listing service, CVR MLS, 
has recently added ShowingTime and 
fully integrated RPR®, or Realtors 
Property Resource, a national database 
of about 170 million listings available 
onto to REALTORS®. Just a few 
months ago, Homesnap was added and 
integrated, and Docusign and Instanet 
have had some terrific upgrades. 

More and more, CVRMLS is becoming a 
technology company to help deliver tools 
to our REALTORS® to assist with their 
business. It’s not just a property listing 
database anymore. This is not your 

grandfather’s MLS. 

V-Corps, our SVAR volunteer program, 
has launched, and there is a healthy 
contingent of ready, willing and able 
volunteers ready to step up. There are 
many success stories here, and we are 
grateful to our V-Corps. 

RPN—the REALTORS® Professional 
Network—continues to flourish, and 
we all appreciate the special social 
time together in the company of our 
own peers for breakfast or evening 
gatherings.

Our annual Charity Golf Tournament to 
benefit Homes For Our Troops will be 
held June 12. (See Ken Pritchett’s article 
on page 12.) It was a great event last 
year, and we anticipate even better this 
year. Who’ll win that car for the hole-in-
one? Who’ll have the ugliest pants?

Legislatively , we have had some BIG 
wins at the State level. BIG. Almost 
100% of the new bills that we opposed 
have been retired, and we have an 
equally good score on the bills we 
introduced and supported. 

The “I am one®” REALTOR® pride and 
awareness campaign will be rolling out 
soon. In fact, this month the “I am one®” 
committee and some board members 
received training on how to be teach 
YOU to be “I am one®” ambassadors. 
This will help deliver the important 
message of what makes a REALTOR® 
different from a real estate licensee 
who is not one. (You’ll have some nice 
campaign swag coming your way, too.)

SVAR lives, eats, and breathes 
REALTOR®, and you all demonstrate 
every day that THERE IS A 
DIFFERENCE. You get it. I could not be 
more proud of you, the SVAR family. ~

By all accounts, it 
looks like it will be 
a great time to sell 
a house this spring. 



THE SOUTHSIDE REALTOR®  •  1ST QUARTER 2017  •  p. 5

Keep calm…you are a property manager: 
Handling a crisis calmly and efficiently

As licensed property managers we are 
trained by certified instructors. We 
must pass a state certified board exam 
and are required to take a minimum of 
continuing education courses each year 
to keep our license. 

Our duties cover everything from 
advertising to processing legal work. 
Our brokers have put their faith in us 
to perform our duties to the best of our 
ability and to keep within the laws set 
forth by the Commonwealth of Virginia 
and guidelines by our local REALTOR® 
associations. We have been trained on 
policies, procedures and laws. 

There is not a resource we cannot find. 
All we need is due diligence, a little time, 
and soon we could conquer the entire 
real estate market singlehandedly—until, 
we get that one call from a distressed 
tenant or we have a tenant that shows 
up in the office and simply states, “I am 
going to end it all.” 

What do you do then?

Recently, Senior Officer S.K. Sexton 
with the Law Enforcement Services 
Division of the Colonial Heights Police 
Department stopped by our Property 
Management Committee meeting and 
offered some professional advice. For 
starters, stay calm and dial 911. You 

now have an emergency situation. While 
waiting for law enforcement to arrive, 
try to alleviate some of the tension and 
stress from the tenant. Simply, keep 
doing your job, but stay calm. Try the 
following:
1. Introduce yourself. 
2.  Express what you see. I see you 
are upset. Let me make sure I am 
aware of what the problem is so that 

I know exactly how we can address 
this issue. Try not to use the words I 
UNDERSTAND. While empathizing, 
a tenant may see it as no one really 
understands the situation, but them. 
After all, you are not being evicted or 
having a life crisis, at that moment of 
time.
3. Ask the tenant for their name and 
address. Nine times out of 10 you will 

already have this information, but are 
still waiting for the Police and trying to 
buy time. Remember not everyone that 
threatens suicide means to do it in a 
peaceful manner and may not intend to 
go alone! 

4. Restate and summarize the problem. 
Go back to the original problem. See 
if there is anything else you can do to 
assist this tenant. If you are still trying 
to assist the tenant it could calm them 
down to a “slowly rational” state until 
help arrives.

Chances are you are not the reason 
that this person has decided to harm to 
himself or herself. It may be this is just 
a last resort to a bad situation. There are 
groups, hotlines and crisis assessment 
centers that can help with suicide 
prevention. If you are interested in 
preparing yourself for this type situation, 
contact your local Crisis Management 
Center (www.vahealth.org/civp or 
1-800-732-8333), local hospitals or 
local police department for brochures, 
pamphlets, or more detailed advice. 

Please keep an eye on the SVAR website 
and your email inbox for news about our 
next Property Management Committee 
meeting. We hope to see you there. ~

There are groups, 
hotlines and 
crisis assessment 
centers that can 
help with suicide 
prevention. 

by April Pritt, Parliamentarian, Property Management Committee

www.vahealth.org/civp
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Legal corner

A property management company 
representing a landlord that owns 
several thousand units of military 
housing sought to recover attorneys’ fees 
for its successful defense of a breach of 
contract claim by some of the tenants.  
Instead, the United States District Court 
for the Eastern District of Virginia 
imposed attorneys’ fees against the 
manager for bringing the fee claim in the 
first place. The case is Federico v. Mid-
Atlantic Military Family Communities, 
LLC, decided on August 31, 2016 and 
is the latest, if not the last, reported 
decision in a controversy over residential 
mold that began in 2012.  

In 2012, Shelley Federico and her 
husband, Joe, among others, sued Mid-
Atlantic Military Family Communities, 
LLC, and its property manager, LPC 
Property Management, Inc. (“LPC”), 
among others, for a variety of claims 
arising from mold in the military 
housing unit the Federicos occupied.  
After over four years of motions and 
counter-motions, the case proceeded to 
a jury trial on March 29, 2016. On April 
14, 2016, the jury returned a verdict 
against Mid-Atlantic Military Family 
Communities, LLC on the Federicos’ 
claim of negligence per se. The jury 
awarded Joe Federico $200,000 
in damages, and awarded Shelley 
$150,000. On the other hand, the jury 
found against the Federicos and in favor 
of LPC and Mid-Atlantic on a parallel 
breach of contract claim arising out the 
mold problem. 

Because it had successfully defended the 
breach of contract claim, LPC asked the 
court to award it $897,062.75 in legal 
fees that LPC presumably had incurred 
over the course of the litigation. LPC 
based its entitlement to legal fees on the 
Virginia Residential Landlord Tenant 
Act (“VRLTA”) and a provision in the 
lease stating that if any legal action 

or proceeding were brought by either 
party to enforce any part of the lease, 
the prevailing party would recover, in 
addition to all other relief, reasonable 
attorneys’ fees and costs. The Federicos, 
of course, opposed LPC’s fee demand 
and countered that LPC should pay their 
$4,500 in legal costs for fighting LPC’s 
motion for fees.

In analyzing the competing claims, 
the court noted that the VRLTA does 
indeed provide for recovery of legal 
fees by landlords and tenants in certain 
circumstances. For example, Section 
55-248.21 states that if a landlord 
breaches the lease or fails to comply 
with the VRLTA, the tenant shall be 
entitled to recover reasonable attorneys’ 
fees unless the landlord proves by a 
preponderance on the evidence that the 
landlord’s actions were reasonable under 
the circumstances. Section 55-248.31 
permits a landlord to recover reasonable 
attorneys’ fees in the event of a breach of 
the rental agreement or non-compliance 
by the tenant. Nevertheless, the court 
refused to award attorneys’ fees to LPC 
based on Section 55-248.31.  

According the court, the sections of the 
VRLTA providing for attorneys’ fees 
when a landlord or tenant successfully 
challenges the other party’s non-
compliance with the lease do not apply 

when a party successfully defends a 
claim brought against it under the lease.  
Only the party taking the offensive 
stance in enforcing the lease may be 
entitled to fees. The party defending its 
compliance with the lease is not entitled 
to fees.

The Court’s analysis did not stop there, 
however.  Section 55-248.9 of the 
VRLTA prohibits a lease from containing 
a provision requiring a tenant to pay 
the landlord’s attorneys’ fees except as 
expressly set forth in the VRLTA. The 
lease between the Federicos and Mid-
Atlantic Military Family Communities 
stated that if any legal action or 
proceeding were brought by either 
party to enforce any part of the lease, 
the prevailing party would recover, in 
addition to all other relief, reasonable 
attorneys’ fees and costs. That provision 
would permit the award of attorneys’ 
fees in much broader circumstances than 
allowed by either Section 55-248.21 (in 
favor of the tenant) or Section 55-248.31 
(in favor of the landlord). Contrary 
to Section 55-248.9, the lease clause 
did not narrow the potential award of 
attorneys’ fees against the tenant to the 
circumstances described in Section 55-
248.31. As such, the VRLTA prohibited 
the very clause on which LPC sought to 
recover its attorneys’ fees.  

Not only does the VRLTA prohibit lease 
clauses like the one relied upon by LPC, 
it states that if a landlord brings an 
action to enforce a prohibited provision, 
the tenant may recover actual damages 
sustained by the tenant and reasonable 
attorneys’ fees. Because LPC based its 
claim for attorneys’ fees, at least in part, 
on a prohibited provision in the lease, 
the court required LPC to reimburse 
the Federicos for their attorneys’ fees 
in defending that claim. The Court 
stated that it was clear that the landlord, 

The court
refused to award
attorneys’ fees,
based on Section
55-248.31 of the 
VRTLA.

by John F. Faber Jr., Esq., Attorney, williams Mullen

(continued on next page...)
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through LPC, had attempted to obtain 
attorneys’ fees in violation of the VRLTA.

Property managers and landlords should 
pay particular attention to the Federico 
case, because it hits them with a double 
whammy. It first states that they cannot 
recover attorneys’ fees for defending 

themselves successfully against claims 
by tenants. It also holds that if a landlord 
or property manager seeks attorneys’ 
fees against the tenant, it must do so 
strictly in accordance with the VRLTA, 
or it could wind up paying the tenant’s 
attorneys’ fees like the property manager 
in Federico. ~

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...)

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

March 15
RPN Breakfast at Golden Corral 
8:00 – 9:00am

March 16
RPN Committee Meeting
8:30 – 9:30am

Executive Committee Meeting
9:00 – 10:00am

March 22
Why Risk It? Lunch and Learn 
Noon – 1:00pm

March 23
BOD Meeting
9:00am – Noon

March 29
Contract to Close
11:00am – Noon

April 3
House on a Rock Class
11:00am – Noon

April 5
Night Court
2:00 – 6:00pm

April 6
Education Committee Meeting
10:00am – Noon

April 13
Basic Matrix Training
9:00am – Noon

April 19
NMO/Ethics
9:00am – 1:00pm

April 20
Executive Committee Meeting
9:00 – 10:00am

April 26
Credit Repair Class 
11:00am – Noon

April 27
BOD Meeting
9:00am – Noon

May 4
Education Committee Meeting
10:00am – Noon

May 10
Grievance Committee Meeting
9:30– 10:30am

May 17
RPN Breakfast at Golden Corral 
8:00 – 9:00am

May 18
RPN Committee Meeting
8:30 – 9:30am

Executive Committee Meeting
9:00 – 10:00am

Property Management Committee 
Meeting
9:30 – 11:00am

May 25
BOD Meeting
9:00am – Noon

May 31 
Sticks to Bricks
11:00am – Noon

June 1
Education Committee Meeting
10:00am – Noon

June 8
CVR MLS Road Rules
10:00am – Noon

June 12
Charity Golf Tournament
All day (See website)

June 14
Legislative Committee Meeting
9:00 – 10:00am

June 15
Executive Committee Meeting
9:00 – 10:00am

June 21
NMO/Ethics
9:00am – 1:00pm

June 22
BOD Meeting
9:00am – Noon

June 28
Underwriting Q&A
11:00am – Noon

SVARealtors.com/calendar.html
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Special Recognition: Awards and Honors

This is how to kick off a New Year in 
style! The Southside Virginia Association 
of REALTORS® and its members are 
already racking up the accolades aplenty 
as we head into the second quarter of 
2017. 

Let’s take a look at special awards, 
achievements and other distinctions 
bestowed within the first quarter of this 
year and in December 2016:

Johana Story, ABR, e-PRO, SFR, 
CDPE, who most recently served 
the board as SVAR’s treasurer, has 
been selected for the 2017 Class of the 
Virginia Leadership Academy. According 
to Virginia REALTORS®, individuals 
selected for the class excel in business 
and community leadership. Story is half 
of the award-winning Gibbs & Story 
Team, SVAR’s Top Residential Team for 
2016.

SVAR members dug deep to help the 
REALTORS® Political Action Committee 
in 2016, again earning the association 
the RPAC Triple Crown from Virginia 
REALTORS®. SVAR received the 
accolade during the Virginia Legislative 
Conference in Richmond in February. 
Help SVAR achieve Triple Crown again 
in 2017: visit SVARealtors.com/rpac.
html to contribute. RPAC of Virginia 

is a voluntary non-profit organization 
whose membership consists of 
REALTORS® and others interested in 
actively and effectively protecting the 
real estate industry and the dream of 
home ownership by participating in 
governmental affairs at the local, state 
and federal levels.

Joyce Navary, with Weichart 
REALTORS®, Brockwell & Portwood, 
was featured prominently in a January 
article about volunteerism in The 
Progress-Index. A teacher for 40 years, 
Navary continues to donate her time 
to education by volunteering as a tutor 
with the Reach for Reading Program. 
Read the article (and see a great picture 

of Joyce) at progress-index.com/
news/20170126/young-colonial-heights-
students-receive-help-from-community-
volunteers.

Ron Hardy, two-time SVAR president, 
was honored for his 2016 leadership 
during a holiday gathering at SVAR 
headquarters. Steve Overgard, 2017 
president, presented Ron with a 
special plaque of thanks for guiding the 
association through a successful year.

SVAR members Steve Overgard, 
Brett Harris, John W. Brockwell 
and Don Carnesi were installed to 
the CVR MLS Board of Directors on 
December 14. Brockwell, the outgoing 
2016 president, delivered parting words 
and accepted a thank you gift for his 
leadership. John O’Reilly was sworn 
in as president of both the Richmond 
Association of REALTORS® and CVR 
MLS during the gathering. 

Congratulations to these individuals 
(and the association) on their accolades 
and making SVAR proud! ~

The Southside REALTOR® welcomes news of 

members’ special accomplishments and accolades 

within the community. Please send to Victoria 

Hecht at vhecht@svarealtors.com.

SVAR received 
the RPAC Triple 
Crown during the 
Virginia Legislative 
Conference in 
Richmond in 
February.

by Victoria Hecht, Communications and PR Specialist

SVARealtors.com/rpac.html
SVARealtors.com/rpac.html
progress-index.com/news/20170126/young
progress-index.com/news/20170126/young
mailto:vhecht@svarealtors.com
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Ethically Speaking: Violation or no 
violation? You’re on the Tribunal today.

In this installment, I would like you to 
consider your options and obligations 
in relation to Article 1 of the Code of 
Ethics and “confidential information” 
disclosure. REALTORS® do have 
an obligation to keep confidential 
information confidential, even after 
termination of a representation 
agreement. Don’t we?!

Article 1 states: When representing a 
buyer, seller, landlord, tenant, or other 
client as an agent, REALTORS® pledge 
themselves to protect and promote the 
interests of their client. This obligation 
to the client is primary, but it does not 
relieve REALTORS® of their obligation 
to treat all parties honestly. When 
serving a buyer, seller, landlord, 
tenant or other party in a non-agency 
capacity, REALTORS® remain obligated 
to treat all parties honestly. (Amended 
1/01) When representing a buyer, seller, 
landlord, tenant, or other client as an 
agent, REALTORS® pledge themselves 
to protect and promote the interests 
of their client. This obligation to the 
client is primary, but it does not relieve 
REALTORS® of their obligation to treat 
all parties honestly. When serving 
a buyer, seller, landlord, tenant or 
other party in a non-agency capacity, 
REALTORS® remain obligated to treat 
all parties honestly. (Amended 1/01).

This case study comes from the National 
Association of REALTORS® Ethics and 
Arbitration Manual. Let’s say you are 
on the Tribunal for the Professional 
Standards Hearing…how do YOU vote? 
Violation or no violation?  

“Case #1-25: Disclosure of Latent 
Defects (Adopted November, 2000.) 
REALTOR® A had listed Seller S’s 
vintage home. Buyer B made a purchase 
offer that was contingent on a home 
inspection. The home inspection 
disclosed that the gas furnace was 

in need of replacement because 
unacceptable levels of carbon monoxide 
were being emitted. Based on the home 
inspector’s report, Buyer B chose not to 
proceed with the purchase. REALTOR® 
A told Seller S that the condition of the 
furnace and the risk that it posed to the 
home’s inhabitants would need to be 

disclosed to other potential purchasers. 
Seller S disagreed and instructed 
REALTOR® A not to say anything 
about the furnace to other potential 
purchasers. REALTOR® A replied that 
was an instruction he could not follow so 
REALTOR® A and Seller S terminated 
the listing agreement.

“Three months later, REALTOR® A 
noticed that Seller S’s home was back 
on the market, this time listed with 
REALTOR® Z. His curiosity piqued, 
REALTOR® A phoned REALTOR® Z 
and asked whether there was a new 
furnace in the home. ‘Why no,’ said 
REALTOR® Z. ‘Why do you ask?’ 
REALTOR® A told REALTOR® Z about 
the home inspector’s earlier findings 
and suggested that REALTOR® Z check 
with the seller to see if repairs had been 
made. When REALTOR® Z raised the 
question with Seller S, Seller S was 
irate. ‘That’s none of his business,’ said 
Seller S, who became even angrier when 
REALTOR® Z advised him that potential 

purchasers would have to be told about 
the condition of the furnace since it 
posed a serious potential health risk. 

“Seller S filed an ethics complaint 
against REALTOR® A alleging that the 
physical condition of his property was 
confidential; that REALTOR® A had 
an ongoing duty to respect confidential 
information gained in the course of their 
relationship; and that REALTOR® A had 
breached Seller S’s confidence by sharing 
information about the furnace with 
REALTOR® Z.

“The Hearing Panel disagreed with 
Seller S’s contentions. It noted that 
while REALTORS® do, in fact, have 
an obligation to preserve confidential 
information gained in the course of any 
relationship with the client, Standard 
of Practice 1-9 specifically provides 
that latent material defects are not 
considered “confidential information” 
under the Code of Ethics. Consequently, 
REALTOR® A’s disclosure did not violate 
Article 1 of the Code of Ethics.”

Were you aware that “latent material 
defects” (unseen or unknown defects) 
are not considered “confidential 
information” under the Code of Ethics? 

Sure, it’s important to know the Articles 
of the Code, but clear understanding 
evolves when you truly comprehend the 
Standards of Practice for each Article. 
While a REALTOR® cannot be found in 
violation of a Standard of Practice, they 
do illustrate to us how the Articles of the 
Code are interpreted. ~

were you aware 
that “latent 
material defects” 
are not considered 
“confidential 
information”? 

by Carmen Martin, ABR, CRS, CSP, GRI, SVAR Director; Vice-Chair, Professional Standards
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creating a Facebook Business Page 

There’s no doubt about it. Much of real 
estate advertising has moved to the 
digital space. Facebook is one of the 
most popular webpages on the Internet, 
and you can set up a Facebook Business 
page separate from your personal 
Facebook page. The best part is the cost. 
It is almost nothing. 

There are many advantages of setting 
up a separate Facebook Business Page 
and separating the professional side of 
you from the personal side of you. The 
biggest advantage is in keeping current 
and compliant with the real estate 
regulations. 

Once your Business page is set up 
and compliant, it will stay compliant 
when you post things unless the rules 
change. That way you can concentrate 
on marketing your properties instead of 
making sure you have done everything 
correct from a legal perspective. 

Another advantage is that your clients 
and customers may not give a rip what 
you had for lunch or that your dog just 
threw up in the car. And, likewise, your 
college buddy may not want to see all 
of your real estate listings. The biggest 
advantage of the Facebook Business 
Page is the boost feature, which will be 
explained later. 

Before you get started, talk to your 
Broker and clear the idea with him or 
her. Next, you want to do some research 
and make sure that you are brushed 
up on what needs to be done to keep 
the law on your good side. An excellent 
resource is through the VAR website 
Legal Webinar. Go to varealtor.com/
LegalWebinars. This is not the only 
resource so, again, check with your 
broker. 

Here are the basic steps to getting your 
Facebook Business page going. 

Create a new page. From your 
personal Facebook page, click on the 
down arrow in the top right corner. 
From the drop down menu, click on 
“Create Page. “ Choose “Local Business 
or Place.”

Choose Category Real Estate from 
the dropdown selection list. Then 
fill in your Business name, such as 
John Jones, REALTOR®, with ABC 
Realty Service. Again, check with your 
broker. Fill in the address and the phone 
number. Click “Get Started.”

Your page is starting to take shape. 
Next, fill in the “About” section by 
clicking on “About” from the menu on 
the left. 

Upload a profile and a cover photo. 
Hint: You can upload a photo of some or 
all of the disclosure items such as firm 
name, address, phone number and real 
estate license number. As an option, you 
can now assign page roles here if you will 
have someone else help keep your page 
going. 

Add some content by making 
Posts. This is probably familiar territory 
because it is very similar to making a 
Post on your personal Facebook page. 
Remember, photos and video get a lot 
of attention and a lot of views. You can 
post your listings and other content 
such as articles about real estate related 
items. Please, no more recipes. No one 
cares about Aunt Mabel’s corn chowder 
anyway; it’s really not that great. 

That’s it, you did it! Now add content at 
least three times a week to keep things 
fresh. Invite others to like and follow 
your page, and answer messages and 
comments honestly and timely. 

If you want to up your game, “Boost” 
your post. You can spend a few dollars 
here and your post will be promoted 
on Facebook to a target audience. For 
example, if you had a hunting lodge for 
sale, you could target men, in a certain 
age group, within a geographic radius, 
who are outdoors enthusiasts. The 
results are incredible. A recent Boost 
done this way reached 2211 people and 
had 708 engagements and cost $11.88. 
Within about 24 hours there were 13 
messages/inquiries received, a share, 
and 34 “likes” on this one property. The 
video of the property was viewed over 
150 times. 

Give it a try, and you won’t regret it.  ~

If you want to up 
your game, “Boost” 
your post. 

by Steve Overgard, 2017 President, SVAR

varealtor.com/LegalWebinars
varealtor.com/LegalWebinars
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SVAR “TAkES THE HILL” WITH FELLOW VIRGINIA 
REALTORS® 
More than two dozen SVAR members joined forces with other real estate professionals from across the state on February 8 for 
the 2017 REALTOR® Day on the Hill.  The local contingency was among 600-plus Virginia REALTORS® (VAR) members who 
came together at Capitol Square in support of the state association’s legislative package as part of the 2017 General Assembly 
session. SVAR’s delegation participated in a legislative briefing led by VAR Legislative Counsel Chip Dicks, attended classes and, 
most importantly, met with the Southside Virginia’s legislators about issues affecting homeowners and buyers, landlords and 
real estate licensees. They also attended the VAR luncheon featuring New York Times best-selling author and Emmy Award-
winning Dr. Larry Sabato, founder and director of the University of Virginia’s Center for Politics. Rounding out the day, they 
networked with REALTOR® colleagues and policy makers during a legislative reception at The Jefferson Hotel. Many SVAR 
members also took part in other Legislative Advocacy Conference events throughout the week, including committee and council 
planning sessions, course offerings, a broker roundtable and the REALTOR® Political Action Committee Awards Ceremony and 
Reception. VAR introduced nine pieces of legislation on issues impacting the state’s over 32,000 REALTORS® and the rights 
of property owners. Mark your calendars now for February 14, 2018, the next REALTOR® Day on the Hill. – Victoria Hecht, 
Communications and PR Specialist
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SVAR charity Golf Tournament: 
2017 Version

Save the date for SVAR’s Charity Golf 
Tournament, which will be held on 
June 12 at Dogwood Trace Golf Course 
in Petersburg. Dogwood Trace is the 
recipient of prestigious rankings among 
across Virginia, including No. 2 in the 
Richmond Metro region as rated by Golf 
Advisors.

We learned a lot from our first 
tournament last year, and plans are 
in the works to make this year’s event 
bigger and better. Once again we will 
donate a portion of the proceeds to 
Homes for Our Troops (HFOT), which 
helps improve life for our veterans.

HFOT is a privately-funded 501© (3) 
non-profit organization that builds 
specially-adapted, mortgage-free homes 
for the most severely injured veterans 
from Iraq and Afghanistan. 

Last year the tournament proved to be 
a well-received and fun-filled event for 
the participants and the many SVAR and 
Affiliate volunteers who helped make 
it a success in its first year. This is how 
REALTORS® can show the communities 
that we not only are here to help them 
with selling and buying homes, but are 
all about helping organizations in our 
communities like HFOT. REALTORS® 
care deeply about the welfare of those 
who have served our country and have 
helped preserve our many freedoms.

We are again asking all SVAR members 
to volunteer to help, now in the days 
leading up the event and on tournament 
day itself. We need our members 
to contact persons to play in the 
tournament as well as approach your 
contacts in the business community to 
become sponsors at some level. 

For the first time we are looking for 
a sponsor who will be the tourney’s 
“name” sponsor and will have their 

company logo on all publicity about 
the event as well as banners on site 
tournament day. There are sponsoring 
opportunities this year for the lunch, 
dinner, beverage carts, prizes, Hole-in-

One, closest to the pin, longest drive, 
closest to the line, and anything else 
that we can come up with to make this a 
fun event. Sources for sponsorships are 
banks, mortgage and title companies, 
contractors, developers and other trade 
companies, restaurants, car dealerships, 
etc.—just about any business you may 
know and patronize. 

There are various levels of sponsorship. 
Individuals may sponsor a hole and 
have their names placed at the hole; 
this sponsorship includes one player 
at the Silver Sponsor level of $300. 
A Gold Sponsor will get two players, 
and a Platinum Sponsor will have four 
players included. The Signature Sponsor 
will include eight players and have 
the company name on all materials 

promoting the event and banners on site 
on tourney day. Sponsors do not have 
to put players in the game. You can give 
those slots to your clients or anyone you 
so choose. Complete sponsor details, 
including all levels, may be viewed at 
SVARealtors.com.

The format for play will be Captain’s 
Choice, and rules will be announced at 
tee time. Great weather has again been 
ordered for a fun day on the course. 

Players of all abilities are welcome, and 
we encourage SVAR members to anchor 
all teams. Invite your clients, colleagues,  
and/or friends. The cost per player will 
be the same as last year: $85 per player 
or team total of $340. Sponsorship and 
player fees will be due no later than June 
2. Mulligans, 50-50 raffle tickets and 
putting contest tickets will be sold at 
registration, which begins at 10:00am, 
and includes the driving range, range 
balls, putting green, a light lunch and 
beverages, and the awards dinner.

Rounding out the day we’ll have awards 
and prizes. Team awards include first, 
second, third and last place, hole-in-
one, longest drive and closest to the 
pin, among others. Golf attire contests 
include best dressed, vintage attire and 
funniest outfit.

Sign up at SVARealtors.com or in person 
at the office. You will be receiving 
updates and reminders as we get closer 
to the tournament date. Please consider 
volunteering, even if you are not a golfer. 
You will enjoy the day and the awards 
dinner. 

Contact any SVAR board member, or 
headquarters staff at 804-520-4496, if 
you have questions or suggestions.

Let’s get ready for some golf! ~ 

we will donate a 
portion of proceeds 
to Homes for Our 
Troops, which helps 
improve life for our 
veterans. 

by Ken Pritchett, director, SVAR, and Golf Committee Chairman

SVARealtors.com
SVARealtors.com


THE SOUTHSIDE REALTOR®  •  1ST QUARTER 2017  •  p. 13

Thank you to everyone who gave at 
least the Fair Share to the REALTORS® 
Political Action Committee (RPAC) in 
2016. Without your help the Legislative 
Affairs Committee could not do the work 
that we do. 

Below you’ll find a few of the things over 
the past four to six months that we have 
accomplished for you as REALTORS®: 

1 - We interviewed all the candidates 
that were running for city council in the 
cities of Hopewell and Colonial Heights, 
and supported some of the candidates 
that we felt would put REALTOR® 
concerns foremost in their thoughts.

2 - We furnished the bus for February’s 
REALTOR® Day on the Hill, with about 

20 SVAR REALTORS® using the bus 
for their transportation to and from 
Richmond.

3 - We had an awesome turnout for 
REALTOR® Day on the Hill, during 
which we visited our local legislators in 
their offices at the General Assembly. 
They are always open to discussing 
REALTOR® concerns. (See the photos 
and article about REALTOR® Day on the 
Hill in this issue on page 11.)

4 - At the annual awards banquet, 
we sponsored a special RPAC bar for 
contributors of $250 and above, and 
in the future there will be several more 
special recognitions of contributors who 
give $250 or more.

Starting in March we will be preparing 
our presentation to give to Virginia 
REALTORS®’ Public Policy Committee 
for concerns that we as REALTORS® 
want to be discussed in 2018 in the 
General Assembly. So if anyone has any 
concerns that would require government 
assistance, please get them to Joe at the 
board office ASAP so that the Legislative 
Affairs Committee can discuss them.

We are looking for new members for the 
Legislative Affairs Committee, so watch 
the SVAR website for our next meeting 
date and come and enjoy us. You will 
be surprised at why you learn as well as 
having an input for our local elections. ~

Updates from the Legislative Affairs 
committee

by Mary Ann White, Chair, Legislative Affairs Committee
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If you ever get an email from George 
Grundy, you might be a little taken 
aback. The signature line contains the 
usual contact information, but there 
is also this long string of honors and 
achievements: 

• NAR Realtor Emeritus 2016
• VAR Hall of Fame Inductee 2013
• VAR Board of Directors 2014-2016
• VAR RPAC TRUSTEE 2011-2016
• VAR Code of Ethics Leadership 

Award 2010
• SVAR Life Member of Multi-

Million Dollar Sales Club
• SVAR Associate of the Year 2012
• SVAR REALTOR® of the Year 1987
• SVAR Life Member of the Honor 

Society
• VAR Honor Society 10-Year Service 

Pin
• VAR Certified Ethics Instructor
• VAR Certified Mediator

It’s an impressive list and covers the 
gamut at the national, state and local 
levels. At SVAR we are most thankful for 
the local accolades, of course. Because 
while George has racked up honors for 
being the best of the best, he has made 
the profession of being a REALTOR® 
better for all of us here in Southside. 

George has given back to the point 
where ALL of us have benefitted by his 
uncountable contributions to our craft. 

But few among us are aware that there 
are three George Grundys. There is 
“REALTOR® George Grundy,” “City 
George Grundy” and “Church George 
Grundy.” Each of these three could have 
similarly impressive email signatures 
with long and distinguished lists of 
honors, titles and achievements. 

Not surprisingly, George is not just 
lazing around basking in the warm glow 
of his 68 prior years. He insists and is 

adamant that “All Glory to God.” Fellow 
worshipers at Gilfield will readily agree 
but will be hard pressed to remember 
ALL the good that George and his God 
have done in partnership. 

George also is persistent to make sure 
you know that he only serves one thing 
and that is his God. To that calling 
George has stepped up too many times 
for even his recollection. But the short 
list covers the Trustees, Deacons, CLC 
Church Leadership Council, Choir (bass, 
of course), Men’s Ministry and even 
involvement with Wi-Fi, automation and 
technology projects. When the regular 
sound-system operator could not make 
the Sunday service, George stepped up 
to take his place. He was familiar with it 
because he helped with the design and 
installation project. 

Call him on the phone and you instantly 
know George has military in his blood. 
It’s something in the way he says his 
name—staccato and with military 
precision. There is no mistaking it. And 
if questioned on this he explains that his 
dad was in the U.S. Army and that he 
served in the U.S. Air Force. 

George has served the City of Petersburg 
for over three decades between the 
Planning Commission and the Board 
of Equalization. He refuses to cast any 
harsh words or criticism and only talks 
about the positive things. Even when 
pressed, he breaks into a chuckle and 
says, “I am going to stay in my lane,” and 
chuckles some more. 

All the time his eyes twinkle and spans a 
big George Grundy grin. It’s just his way 
of saying he is part of the good and part 
of the solution without criticizing anyone 
or anything. 

Thinking back, over the many years that 
we have interacted, I have never heard 
him ever say anything harsh or critical. 

During his high school days, George had 
an interesting enterprise going. Back 
then, many people had the newspaper 
delivered in the wee hours of the 
morning. There were also local bakeries 
that baked all night and had fresh hot 
bread available for their customers in 
the morning. George merged the two 
and had a newspaper route that also 
delivered fresh baked bread as an aside. 

He arranged it so that the route was the 
same and many of the customers were 
the same. Some got the news, some 
got fresh bread and some got both. His 
take was about $150 a week for getting 
up and working a few hours every day 
before high school. That was “bank” back 
in the mid-‘60s! He did a little more 

George has given 
back to the point 
where ALL of us 
have benefitted by 
his uncountable 
contributions to our 
craft. 

SVAR Member Spotlight: George Grundy

by Steve Overgard, 2017 President, SVAR

(continued on next page...)
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work but made about double the take 
home. Smart, George, smart. 

As an Emeritus, George has been in 
the real estate game for 40 years or 
more. He still remembers vividly what 
compelled him into the “REALTOR® 
George Grundy role.” He was doing 
computer programing at Fort Lee. This 
is work that he describes as terribly 
boring because he would sometimes 
have days of nothing to do. His job 
was to de-bug the programs written by 
others, and things didn’t break down 
every day. 

During his lunch break he watched 
“Family Feud,” and one of the questions 
involved jobs that could make someone 
a lot of money without a college degree. 

The answers were pro sports, actor and 
real estate. 

At that moment a spark was made that 
smoldered in the tinder of George’s 
brain. Soon thereafter, George combined 
his military experience, two college 
degrees, computer programming, 
manufacturing, and entrepreneurial 
grit and ventured out to become 
“REALTOR® George Grundy.” We are 
mighty glad you did and delighted that 
George is one of our own. ~

(Member Spotlight, continued from previous page...)

RPAC SPOTLIGHT:
Barbara Childress-Chambers

Name and company: Barbara Childress-Chambers, 
Long & Foster Real Estate

SVAR member since: 2015

Advocacy topics that interest me: There’s something about advocating for 
first-time homebuyers’ homeownership rights that’s really close to my heart. Too often it’s all about the dollar sign and not 
educating the person on the process. There is so much more we do than just list and sell houses. 

REALTOR® activities and honors: Member of the Education Committee and chairperson of the Community Affairs Committee. I 
am an advocate for REALTOR® safety. We meet lots of people in the real estate business, some nice and some not so nice. Safety 
education is critical in our business, and we must learn how to protect ourselves at open houses and in the car.

Community involvement: Secretary of the Board of Directors for the Colonial Heights Food Pantry, member of Tri-Cities 
Toastmasters and member of Colonial Heights Chamber of Commerce.

Why I give to RPAC: I attended REALTOR® Day on the Hill, and that was such an amazing experience for me. To meet, greet 
and talk with our legislators on topics that matter to our business, plus promote the best interests of our clients, was paramount. 
As I spend more time in the association I realize how important the REALTOR® Party is to our business. We show people how 
we can stand together side by side, with no party affiliations, to fight for a common cause: property rights.

Want to learn more and become an RPAC contributor? Just visit 
virginiarealtorschoose.com/contribute to get started.

virginiarealtorschoose.com/contribute
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SVAR celebrates 2016 achievements 
during Awards for Excellence

Hundreds of SVAR members and guests 
packed the Virginia State University 
Gateway Building ballroom on February 
18 to mark the apex of SVAR’s year. 
The annual Awards for Excellence 
gala recognized sales achievement, 
REALTOR® of the Year, Lifetime 
Achievement, Affiliate of the Year and 
Rookie of the Year, among others. 

The special awards recipients are 
selected from nominations by fellow 
REALTOR® and Affiliate members. 
Also recognized were Top Residential 
Salesperson of the Year, Top Residential 
Sales Team, and others who reached 
exceptional production levels in 2016.

Ron Hardy, an associate broker 
with 1st Choice Realty, was awarded 
REALTOR® of the Year, the 
highest honor bestowed on an SVAR 
REALTOR®. The accolade is presented 
annually to one whose professional and 
civic activities have made a substantial 

contribution to SVAR and the real estate 
industry. A two-time president of SVAR, 
including 2016, 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. Under his leadership in 
2016, SVAR achieved the RPAC Triple 
Crown Award and was key in helping 
SVAR to achieve its first profit in many 
years.
 
Samantha Tyler, with Tyler Realty 
Group, received the Fred C. Morene 
Rookie of the Year Award. The 
honor is presented to a new member 
who has been a full-time real estate 
licensee for 18 months or less; sales 

volume, association participation and 
civic involvement also are considered. 
A graduate of Randolph-Macon 
College, Tyler earned her real estate 
license began working under her 
father’s brokerage in Colonial Heights 
and, according to her bio, enjoys 
“continuously learning and studying the 
industry and the real estate market.” She 
also coaches soccer at Richmond Strikers 
and Colonial Heights High School. 

Shanna Wiseman, property manager 
with Parr & Abernathy Realty, received 
the Associate of the Year Award. 
The accolade is based on the nominee’s 
sales or property management activity 
while maintaining a high level of 
participation in local association 
and civic involvement. A member of 
the Virginia REALTORS® Board of 
Directors, Wiseman was named the 2010 
Virginia Association of REALTORS® 
Property Manager of the Year and is the 
recipient of the state association’s Ann 

by Victoria Hecht, Communications and PR Specialist
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(continued on page 19...)

Swearingen Property Manager of the 
Year Award. She also is the recipient of 
the 2009 SVAR Associate of the Year 
Award and served as SVAR’s president 
in 2008, achieving REALTOR® of the 
Year for her service that year. Wiseman 
also is a past president of CVR MLS. 

Mary Ann White, with RE/MAX 
Signature received SVAR’s Legislative 
Award, which is presented to a 
REALTOR® who advocates on the local, 
state or national government level. 
White has been a member of SVAR’s 
Legislative Affairs Committee for several 
years and serves as its chair. As such, she 
has spoken to county officials, utilities 
and others about issues that impact 
real estate. She also is a major donor to 
RPAC. 

Hank Duarte, with Century 21 
Colonial Realty, received SVAR’s Ethics 
in Action Award. The accolade is 
presented to a REALTOR® who is sought 

out by other REALTORS® for his or her 
advice and counsel on the REALTOR® 
Code of Ethics and professional 
standards, and who incorporates 
the Code of Ethics in his or her daily 
business practice. Duarte serves as 
SVAR president in 2013 and has been an 
association ethics instructor for several 
years. He participates in REALTOR® 
functions at the local, state and national 
levels, is a strong advocate for SVAR and 
enjoys dialoguing with new members to 
put them on the path to success.

Al Wells, GRI, CRS, ABR, broker/
owner with Well Done Properties 
LLC, received the Educator of the 
Year Award, which is presented to a 
REALTOR® who promotes and teaches 
real estate within the association and 
the community. An Army veteran who 
retired with 22 years of service, Wells 
leads SVAR’s Education Committee and 
served as the association’s president in 
2012, earning REALTOR® of the Year 

for that leadership. In 2017, he will lead 
efforts as SVAR launches its own school 
of real estate.

Don Carnesi, managing broker with 
RE/MAX Signature, was presented 
SVAR’s Lifetime Achievement 
Award. The accolade is awarded to a 
REALTOR® who has made significant 
contributions to the association and 
the real estate profession for at least 
25 years. Carnesi has a long history of 
service to SVAR and other REALTOR® 
associations. A past president of SVAR, 
he received the association’s REALTOR® 
of the Year accolade in 2003, Rookie 
of the Year and Honor Society Lifetime 
Member, among other distinctions. 
He serves on the Board if Director 
for both the Richmond Association of 
REALTORS® and CVR MLS.

Sandy Bogese, branch manager 
and loan officer for J.G. Wentworth 
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The “new normal” for mortgage market 
and rates  

It appears we are entering a “new 
normal” in the mortgage business. Some 
of the reasons are that we have seen a 
healthy uplift in our local real estate 
market in terms of pricing due to pent-
up demand, household formations are 
increasing with millennial buyers, and 
our housing units remain scarce.  

With the addition of rising mortgage 
rates and more volatile financial 
markets, this all points to increasing 
home prices for the foreseeable future.

Since the executive power in 
Washington, D.C., has shifted, we 
are entering uncharted territories for 
daily market reactions, new housing 
regulations or rollbacks, and how the 
overall federal policies will flesh out. 
Trump is known to be business-friendly, 
which should be positive for those of 
us who make our living in the housing 
industry. However, we don’t know what 
to expect from the Trump presidency in 
terms of governing; we have a limited 
track record to consult.  

We know our new president has a knack 
for flair, making not-too-politically 
correct statements, which tend to rattle 
the financial markets. These are usually 
knee-jerk reactions by bond traders on 
Wall Street. All this affects our mortgage 
pricing and, ultimately, the rate we can 
lock in for our clients. I think we are in 
for an interesting ride.

In addition, immediately following 
the election last November, we had a 
sustained and large shift in institutional 
money, much of which was transitioned 
into buying stocks, pulling money out of 
U.S. Treasuries, which moved mortgage 
rates substantially. As of this writing, we 
are still experiencing higher rates today 
than we did pre-election 2016.

Greg Richardson, Movement Mortgage’s 

EVP of Capital Market, recently wrote in 
a blog: “ …artificially low interest rates 
are a thing of the past. In 2017, we will 
see rates settle into a new environment, 
with 30-year mortgage rates in the 
4.5% to 5% range. Some would argue 

this shift is overdue, as we’ve been in 
unprecedented territory for a long time.”  

Above is a chart showing a 44-year 
timespan for the 10-Year Treasury and 
the average 30-year fixed mortgage 
rates. As you can see, much of this time 
period has shown the downward trend. 
Most economists and financial experts 
believe that we are entering a rising rate 
environment. 

Initially, this seems like doom and gloom 
for folks looking to purchase a home in 
the coming years. However, when you 
compare purchasing to renting a home 
of similar features, it’s almost always 
more affordable to purchase. 

Mortgage Daily News recently wrote: 
“Will mortgage rates stifle home buying 
in 2017? We think not. At present, 
mortgage rates would have to double 
nationally for the cost of renting to
beat the cost of buying a home,” said
Trulia’s Chief Economist Ralph 
McLaughlin. “Even with the recent 
rate hike, homeowners appear to be 
far more concerned about saving for a 
down payment, having poor credit and 
rising home prices than qualifying for a 
mortgage.” 

What does all this mean for us?  

Mortgage rates would need to exceed 
9% for the break-even point comparing 
rental payments for a similar property.  
It should take many years for rates to 
approach this level. We can reassure our 
clients that the upswing in rates is much 
overdue; we are still at 40-plus year 
historic lows on mortgage rates, even 
with the recent rate increases.  

Folks bought and sold homes when 
rates were at 18%, and we’re not even 
close to that. This is great news for those 
who want to break the cycle of renting 
in favor of purchasing their own home, 
which will improve their monthly cash 
flow, allowing them to save or reinvest 
the difference, in addition to building 
home equity for a more secure future.  

We need to be prepared for more daily 
volatility in rates than we have been 
recently accustomed, but that’s the job 
of the loan officer to discuss with the 
client to keep the process as smooth as 
possible.  

Real estate is an outstanding long-term 
industry, which is always changing. We 
will keep helping our clients purchase 
good and affordable homes they can 
raise their families in for decades to 
come. I think we can rest well. ~

As of this writing, 
we are still 
experiencing higher 
rates today than 
we did pre-election 
2016.

by Matt Fisher, NMLS# 95955, Senior Loan Officer, Movement Mortgage
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(Awards, continued from page 17...)

Home Lending Inc., was recognized as 
Affiliate of the Year for her efforts 
as an active Affiliate participant in, and 
sponsor of, SVAR events. Through the 
year she has attended myriad SVAR 
events, including the RPN breakfasts 
and socials, offered constructive advice 
and helped grow Affiliate membership. 

Victoria Hecht, with Organization 
Management Group, which provides 
SVAR’s management services, received 
the Board Choice Award. This honor 
is presented to one whom the SVAR 
Board of Directors believes shines 
above the rest in their participatory 
involvement in SVAR. Hecht serves 
as communications and PR specialist 
for the association, edits Southside 
REALTOR® magazine, oversees SVAR’s 
social media and other communications, 
photographs SVAR functions, and works 
closely with SVAR to provide it media 
coverage across the region. A former 
journalist, she is humbled to receive this 
honor.

The 2016 new Emeritus members 
were also recognized. They are Butch 
Fulcher, George Grundy, Robert 
Sterling, Elizabeth Abernathy and 
Mack Strickland. These are member 
who have achieved 40 years of service 
to and membership in the REALTOR® 
organization.

Top sales honorees and accolades 
recipients honored during at the annual 
awards were:

• Top Residential Salesperson: 
Deidre Portwood, Weichert 
REALTORS®, Brockwell & 
Portwood.

• Top Residential Team: The 
Gibbs & Story Team (Troy Gibbs 
and Johana Story), Keller Williams 
Realty.

• Diamond Team Sales Award: 
Vickie Zevgolis and Larry Lewis, 
Napier REALTORS® Era, and 
The Gibbs & Story Team, Keller 
Williams Realty.

• Silver Team Sales Award: 
Keith Wagner and Deborah Barber, 
Ingram & Associates.

• Diamond Sales Award: Steve 

Overgard, Joy Harris-Cobb, Warren 
Jessup, Elizabeth Abernathy, 
Melinda Sexton, Tina McCabe and 
Deirdre Portwood.

• Platinum Residential Sales 
winners: Carla Mayes, Lorna 
Cornett, Ashley Oakley, Bobby 
Perkins, Mary Ann White and 
David Patsel.

• Gold Residential Sales 
winners: Sharon Johnson, 
Joan Sasser, Eric Dunkum, Scott 
Morgan, Julie Koob, Mike May and 
Jennifer McCray.

• Silver Residential Sales 
winners: Keith Prince Jr., 
Robin Whitman, Cindy Angone, 
Janice Melvin, Diana Hayes, 
Joyce Navary, Eileen Knode, 
Brett Harris, Kimberly Maitland, 
Derrick Bradford, Jessica Lindsay, 
Maryellen Farrell, Ronda Bradley-
Gallagher, Don Carnesi, Rick 
Tetterton, Samantha Tyler, Patty 
LaMarr, Sam Hamad, Riley Ingram 
Jr., Julia Michael and Jay Eischen.

• Bronze Residential Sales 
winners: Billie Glass, Catherine 
Drumheller, Brenda Brockwell, 
George Grundy, Annie Moore, 
Christopher Baird, Doug Compton, 
Dixie Hawkins, Stephanie 
Rawlings, Michael Sullivan Sr., 
Mindy Holt, Betty Crostic, Beverly 
Vaughan, John Brockwell, Charles 
Chappell, David Wiggins, Sue 
Nerrie, Deanna Denny, Johnny 
Harris, Fay Fletcher, Silvia 
Johnson, Robin Richardson, Josh 
Chappell, Bruce Richardson, 
Rebecca Griffith, Ken Pritchett, 
Nancy Puse, Carmen Martin, Pam 
Adams, Christie Lomax, Sabrina 
Wells, Patsy Rogers, Jeff Blaha, 
Jennifer Dudley and Kim Sloan.

• Lifetime Sales Award (awarded 
for achieving the Outstanding Sales 
Award for five years): Kimberly 
Porter.

• SVAR Honor Society (members 
are granted membership into 
the SVAR Honor Society after 
achieving a minimum of qualifying 
points at the local, state and 
national levels of participation 
in the REALTOR® organization): 

Betty Crostic, Carmen Martin, 
David Patsel, Don Carnesi, Eileen 
Knode, Elizabeth Abernathy, 
George Grundy, Johana Story, 
Kathie Braswell, Kimberly Porter, 
Larry Lewis, Libby Gatewood, 
Marita Dorr, Mary Ann White, Ron 
Hardy, Shanna Wiseman and Troy 
Gibbs.

• Lifetime Property Manager 
Award: Stacey Hower.

• Distinguished Property 
Management Award: Joyce 
Underhill, Mindy Holt, Jessica 
Slaughter, April Pritt, Heather 
Sullivan, Kimberly Smiley, Stacey 
Hower, Shanna Wiseman, Rhonda 
Poirier and Crystal Williams.

SVAR President Steve Overgard, 
President-Elect Brett Harris and 
Immediate Past President Ron Hardy 
presented the awards, while Vickie 
Zevgolis emceed the evening, CEO Joe 
Croce offered introductions, and Carmen 
Martin sang “God Bless America.” The 
Awards for Excellence Committee was 
chaired by Troy Gibbs and included 
committee members Ron Hardy, Steve 
Overgard, Rhonda Canada Parton, Libby 
Gatewood, Melinda Sexton, Kathie 
Braswell and Betty Crostic. The band 
The Johns performed for attendees’ 
dancing enjoyment.

Awards for Excellence sponsors were 
Appomattox Title Co., Schell Brothers, 
Virginia Commonwealth Bank, Harris 
& Associates, Hill & Rainey Attorneys, 
Napier REALTORS® ERA, Presidential 
Mortgage Group, Village Bank, 1st 
Choice Realty, Adolph’s Burley H. 
Langford Jr. Home Inspector, American 
Home Shield, First American Home 
Buyers Protection, G.E. Matthews 
REALTORS®, HMS, HWA Home 
Warranty of America, The Real 
Estate Book, Trinity Title Agency 
LLC, TowneBank Mortgage, Tri-City 
Lawn Service, Weichert REALTORS® 
Brockwell & Portwood,  C&F Mortgage, 
Old Republic Home Protection, Barwick 
& Associates P.C., J.G.Wentworth 
Atkinson Insurance, Agency, Property 
Home Solutions, and Gibbs & Story 
Realty Group.  ~

J.G.Wentworth
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Last year I wrote a few articles for this 
magazine that focused on many aspects 
of why you should be a volunteer leader, 
why volunteering is important, why 
being part of the “know” matters and 
how—without taking care of yourself – 
none of the other stuff really matters. 

In thinking about what to write for 
this edition, I was asked to examine 
what makes me “tick” and what keeps 
me motivated to do all that I do. It is 
a difficult task to break down why I do 
what I do and how I manage to do it. 

Now, this is not going to be an article “all 
about Shanna” or me tooting my own 
horn about all I have done. This is going 
to be an article to hopefully help you see 
a little deeper in yourself about what 
makes YOU do what you do, how YOU 
do it and how to keep it going without 
getting burned out. There are a million 
subjects I could touch on, but I am going 
to focus on three most important to me: 
personal, business and community. Most 
of what we do on a day-to-day basis can 
be filed into one of these categories.

I start with personal, because this IS 
the most difficult to manage. Personal 
is your “me” time. This can be anything 
from sleeping in, to a pedicure, to family 
and pet time, to simple tasks like going 
to the grocery store. 

I say this is the most difficult time 
because I know you all can agree 
with me in that it is very easy to take 
advantage of those waiting for us at 
home or putting off an item that is not 
work related, even if it is a pressing 
issue. I found a way to make it easier to 
balance all of these things. I absolutely 
leave my family and home time alone. I 
do not schedule those times unless we 
are going away overnight or longer. 

As for the rest, I have found that by 

putting them in my appointment 
calendar and treating them as such, I 
make sure I complete the task that is 
both needed and wanted. I do not put 
the grocery shopping on my list unless I 
need to remember to pick up something 
before I get home. 

This actually works. This allows you 
to have more time in the evenings and 
weekends to spend more time doing 
what is more important than actually 
making a living. If you need to call about 
your car insurance or make a doctor’s 
appointment, put a time block in your 
daily calendar for personal calls. I know 
this sounds silly, but it is true. 

Think about it: How many times have 
you “meant’ to call and, by the time you 
remembered or found the time, it was 
after normal business hours?

I have recently started to schedule my 
gym time in every day and not changing 
it. If I have to meet with a client 
afterward for a specific purpose, I will, 
and I will tell them my appointment 
prior was a personal one. I have not had 
one client yet who didn’t respect this. 
You know why? It is because you tell 
them the truth. 

Another thing to try is to go home and 
eat lunch. Do not eat lunch on the road; 
give yourself at least 45 minutes to take 
a break and to catch up with yourself. 
Go home and fold that load of laundry 
you put in the dryer before you walked 
out this morning, or make that quick 
grocery store run and take them back 
home before you get the rest of your day 
completed. 

Do not forget about those friends and 
colleagues who deserve time with you as 
well. Making time for your loved ones, 
friends and pets will complete you. 
By taking care of my smaller personal 
matters through a schedule and leaving 
open time for the more important 
ones, is how I manage and balance my 
personal life from work. This all sounds 
easy, but believe me, it is something you 
have to consciously do every day in order 
to make it work. 

For the more seasoned agents, this is 
something they have learned over the 
years. I am speaking mainly to the newer 
agents in the business, because it is all 
too easy to get wrapped up and make 
the non-work-related responsibilities 
less and less of a priority without ever 
realizing it. 

We are all mostly independent 
contractors, meaning you basically 
create your own schedule. This can be 
very difficult at times for some folks 
if you are not as self-driven as others 
to stick to a routine with your daily 
business. Now, I am not an independent 
contractor, but I am still able to make 
my own schedule and have to make sure 
my staff meets their obligations as well. 

The best advice I can give to you about 
balancing your career as a real estate 
agent in the rest of your life is to set 
goals and boundaries for yourself. 

“How does she do it?” Making time for it all.

Trust me. You will 
not lose a client 
for being honest 
with them about 
needing time 
to regenerate. 
Everyone needs it. 

by Shanna Wiseman, Virginia REALTORS® Board of directors

(continued on next page...)
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Setting goals is always something you 
should do to have something to achieve 
to in your career. Whether it be to make 
a certain number of new contacts a 
week, make a certain amount of money 
for the year or any other goal to drive 
yourself to be the best at what you can 
be, set those goals. 

Setting boundaries for yourself as well 
as for your clients is essential, too. If you 
take calls 24 hours a day, regardless of 
what else you have going on, you need 
to make some changes. Set limitations 
on when you accept calls and when 
you return them. Set limitations on 
when you may or may not reply to an 
email. This applies both for the evening, 
weekend and mornings. 

If you are clear on your expectations of 
your clients to respect your time and 
vice versa, everyone will be more than 
satisfied with the customer service 
you will be able to provide to them. 
Some suggestions to help you possibly 
transition into a new “availability” could 
be to use a real alarm clock instead of 
your cell phone so that it is not at your 
night stand, or turn your phone onto 
airplane mode so no calls, texts or email 
notifications can come through. 

I know this will not work for all of us, 
with children and parents that could 
call or true emergencies that may arise. 
But if folks know that unless it is a dire 
emergency, you do not answer or call 
them back until you have told them you 
would, all will be fine. 

Trust me. You will not lose a client for 
being honest with them about needing 
time to regenerate. Everyone needs it. 

Other ways to manage your time with 
your business is to set aside designated 
times to reply to emails and so forth 

that only require routine attention. You 
need to set office time in place. If you 
are able to focus at your home office 
without getting distracted, that is great. 
Most folks I find are better to go to their 
firm office to spend some quality real 
estate office time. Use this time to work 
on your files, reach out to clients and to 
work on tracking your goals. 

By setting goals and putting in place a 
business plan of action for yourself, I 
guarantee you will see an improvement 
on your time management to be more 
productive in your business. This will in 
turn lead to more quality time away from 
your business.

A third component, and what I feel is 
the most important to make you feel 
relevant, is to volunteer some of your 
time. In return, this helps in not feeling 
so overwhelmed and gives you an 
opportunity to share your knowledge. By 
volunteer, I mean anything you do for 
someone else. Go help your parents or 
grandparents; go volunteer at the local 
animal shelter or food bank; become 
more engaged in your REALTOR® trade 
association in some capacity (we have 
V-Corps here at SVAR, for example) 
and make some new business friends 
and referrals. Help out at your church, 
or become involved in your local 
government inner workings and see 
where your expertise may benefit them. 

There are so many outlets you can 
choose from to “give back.” As a 
volunteer leader in our Association 
for nearly 20 years, I would ask that 
you find time to get more involved in 
our industry. However, this kind of 
leadership is not for everyone. 

One of my previous articles was my 
soap box for that topic. I truly have 
believed that by giving back, in whatever 

capacity, has helped me become who 
I am today. It helps us become better 
members of our family and our core 
spheres of influence, known leaders in 
our communities, and a better real estate 
agent because you know with first-hand 
experience how you can be of service to 
those around you.

The advice I have given you in this 
article outlines why I do what I do. I 
love my family, my friends, my dogs and 
my “me” time, and I have had a difficult 
time over the last 20 years in balancing 
it out. It took me quite a few trials and 
many more errors to finally realize how 
to prioritize and not take advantage of 
those I love so dearly. 

My rigorous schedule and 
responsibilities with my property 
management has forced me to learn 
to schedule out things so I would not 
forget to do any of them. I have a 
passion to volunteer. For those of you 
who know me, know that my Granni is 
my closest friend. I want to believe that 
from watching my Mom and my Granni 
volunteer with their organizations as 
I grew up, taught me that there was 
no choice but to give back in whatever 
capacity I can. 

This is where I get my drive from. Now I 
ask, what do you get your drive from? ~

(How does she do it, continued from previous page...)
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Your RPn questions (and more) answered 

A few days before our last RPN 
networking breakfast, I received a phone 
call from a fellow REALTOR®. She said 
she had been wanting to come but didn’t 
really know what the RPN networking 
breakfast was all about, and what did 
she have to do to attend? That got me 
thinking that maybe there are other 
REALTOR® and Affiliate members in 
our Association who may be wondering 
the same thing. So here we go...!

RPN is the REALTORS® Professional 
Network, and it is about REALTORS® 
and other professionals (our Affiliates) 
networking. And it is just that simple. 
These are opportunities for the SVAR’s 
REALTOR® and Affiliate members to 
come together, get to know one another 
and build relationships. 

Think about it. Isn’t it easier and more 
comfortable to work with someone with 
whom you are familiar instead a name 
without a face?

The RPN networking breakfasts are held 
on the third Wednesday of every other 
month starting in January from 8:00 to 

9:00am at the Golden Corral in Colonial 
Heights. All you have to do is show up! If 
you want breakfast, it’s on you, but it’s a 
great deal for all you can eat. 

You can get there early or late and 
leave early or late. It’s totally up to you. 
We have a speaker at each breakfast 
who usually talks for about 15 minutes 
starting at 8:30am. The topics vary and 
have included tax tips, investments, 
energy saving and more. 

The RPN evening socials are held on the 
third Thursday in April, June, August 

and October from 5:00 to 7:00pm 
at various locations in Old Town 
Petersburg. Again, all you have to do is 
show up! If you want drinks, snacks or 
dinner, it’s on you. Get there early or 
late, and leave early or late. It’s totally up 
to you. 

This social is not structured at all, and 
we don’t have a speaker. What a great 
way to end your busy day near the end of 
the week and socialize with each other!

SVAR sends out emails on a regular 
basis highlighting upcoming classes 
and events, including RPN. I also send 
out emails to everyone for whom I have 
an email address about a week prior 
to a networking breakfast or evening 
social with details, and we promote it on 
SVAR’s social media and in the SVAR 
“Headlines” e-newsletter. There is no 
RSVP needed. Just show up! 

Now that’s all you know all about RPN. 
Join us at our next breakfast or social! 
The more, the merrier! ~

by Lorna Cornett, Chair, REALTORS® Professional Network

what a great way 
to end your busy 
day near the end 
of the week and 
socialize with each 
other!
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Spread the word: The benefits of SVAR 
Affiliate membership

With a Southside Virginia Association 
of REALTORS® Affiliate membership, 
you and your business will be connected 
to more than 500 Southside Virginia 
REALTORS®.  Affiliate membership 
will provide you with a solid customer 
foundation because, quite simply, 
REALTORS® prefer working with 
someone they know and trust!

We welcome Affiliate members whose 
business is in an allied field that provides 
products or services to the real estate 
industry. Some examples include banks, 
mortgage companies, home inspectors, 
attorneys and more.

But let’s explore some outside of the 
box businesses that would benefit from 
affiliate membership:

• Auto sales 
• Social media specialist  
• Photographer   
• Graphic designer
• Business/branding coach 
• Junk removal
• Landscaper
• Interior decorator
• Florist

• Locksmith
• Cleaning services
• Caterers/restaurants

As an Affiliate member, you are in a 
unique position to both contribute to 
and benefit from the advancement 
of Southside Virginia’s real estate 
community. We encourage you to get 
involved and begin taking advantage of 
the many benefits your membership has 
to offer.

Throughout the year, SVAR hosts 
a variety of education programs, 
networking events and member 

programs that offer you the opportunity 
to meet with REALTORS® and grow 
your business. To keep up-to-date with 
what’s happening at SVAR, be sure to 
read our magazine, visit our website to 
view the calendar of events and follow us 
on social media.

Can Affiliates serve on member 
committees? The answer is “yes.” 
Volunteers are vital to the success of 
SVAR, and SVAR Affiliate members 
are welcome to serve on a number of 
committees at the association. 

Affiliates may also have the opportunity 
to showcase and present on their 
services prior to some of the educational 
forums held throughout the year. 
The Affiliate Membership Applications 
are located on the Affiliate Members 
page on our website at SVARealtors.com.

Want to learn more? Contact the SVAR 
office at (804) 520-4496 or me, Sharon 
Perkins, Affiliates Committee Chair, at 
(804) 796-5677, Ext. 12.  ~

SVAR Affiliate 
membership will 
provide you with 
a solid customer 
foundation.

by Sharon Perkins, Chair, Affiliates Council 

SVAR APPRECIATES BLACkSTONE, 
FARMVILLE LAW ENFORCEMENT 
SVAR leadership was on the road in late December showing appreciation to 
those who serve and protect in Blackstone and Farmville. Steve Overgard, 
2017 president, and Doug Compton, 2017 Board of Directors member, 
presented awards of appreciation to each town’s police department for its 
contributions to quality of life and public safety. Accepting on behalf of 
Blackstone was Patrol Officer Lee Scott, who is also a town councilman, 
with Officer Logan, Lt. Garrett and Officer Watson accepting on behalf of 
Farmville. SVAR is indebted to our communities’ law enforcement agencies 
for their work in keeping residents safe. – Victoria Hecht, Communications 
and PR Specialist

SVARealtors.com
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The REALTOR® ambassador: You are 
“one,” and soon you’ll be proclaiming it!

Real estate is your passion and 
profession—that one thing that you 
talk, eat, breathe and sleep, weaving it 
into conversations and pastimes. You’re 
unabashedly proud of helping others 
realize the dream of homeownership, 
and through all of this you have 
committed yourself to advocacy, 
education and adherence to a Code of 
Ethics that has guided others like you 
for more than a century. In short, you’re 
a well-rounded REALTOR®. You’re a 
REALTOR® ambassador.

“I am one®”, SVAR’s new two-pronged 
signature campaign, addresses both 
the general public and REALTOR® 
association members. It builds 
awareness of what it means to be a 
REALTOR® by exploring the differences 
between a REALTOR® and a licensee 
who is not. It also promotes the benefits 
of selecting a REALTOR® for one’s real 
estate needs.

In other words, the campaign helps 
YOU by making others aware of the 
extra steps you’ve taken to better 
yourself as a real estate professional—
and our in-house SVAR “I am one®” 
ambassadors (teachers) will soon be 
teaching YOU how to open the “I am 
one®” conversation and share the 
message as a REALTOR® ambassador, 
too. Community Affairs Committee 
members, board members and CEO 
Joe Croce joined me for a fun training 
session in February as we explored the 
campaign and what it’s all about. 

Thanks to a newly received Community 
Engagement Grant from Virginia 
REALTORS®, SVAR will soon have swag 
to complement the “I am one®” decals 
we already have available at SVAR 
headquarters. Soon you’ll be seeing 
buttons, pins, mugs, tumblers, and more 
that will help YOU, as a REALTOR® 
ambassador, with an ice-breaker. 

Folks will see your icebreaker swag—
received during in-office presentations 
by our “I am one®” teachers at your 
office—and ask, “You are one what?” 
(Not all real estate agents, after all, are 
REALTORS®. We know this, right? But 
the general public doesn’t necessarily!)

Those 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.

Now…about that training: To promote 
the “I am one® message and use of the 
campaign resources (you really MUST 
check out the free items for print and 
digital use under “members only” at 
SVARealtors.com), as noted earlier, our 
“I am one®” teachers will visit brokers’ 
offices to share with agents the benefits 
of their membership in SVAR (and, of 
course, Virginia REALTORS® and the 
National Association of REALTORS®). 

These benefits include, but aren’t 
limited to, advocacy, education, RPR, 
networking, members discounts, and 
arbitration and mediation services. 
Attendees also will learn how to use 
the campaign resources to share their 
REALTOR® trademark and commitment 
to help grow their business. 

Presentations are fun and hands on, with 
wonderful campaign swag provided for 
attendees. (Who doesn’t want swag?)
Look for our SVAR ambassador teachers 
to reach out to you and your office to get 
the “I am one®” ball rolling. Speaking 
of balls, did we mention the stress balls 
that will be part of the campaign? Stay 
tuned! ~

Not all real estate 
agents, after all, 
are REALTORS®. we 
know this, right? 
But the general 
public doesn’t 
necessarily!

by Victoria Hecht, Communications and PR Specialist

iamone.com

Southside Virginia Association of REALTORS

®IAM1
TM

SVARealtors.com
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AFFILIATE SPOTLIGHT:
Mark waitkus

Name: Mark Waitkus

Company: All-N-1 Services Inc.

Company details: 4224 Old Hundred Road, Chester, VA 23831; (804) 748-0400; 
mark@alln1services.com; www.alln1services.com

Year company established: 2005

Company specialties: Kitchen and all flooring 

Company memberships: Southside Virginia Association of REALTORS®, National Kitchen and Bath Association, National Wood 
Flooding Association, Colonial Heights Chamber of Commerce, Chester Business Association, Special Olympics Contributor, 
Project Home Again participant

Honors/distinctions: Angie’s List Super Service Award, Business of the Month Colonial Heights

SVAR Affiliate member since: 2015

Why I joined SVAR: To connect with a large pool of REALTORS® with whom we can build long-term relationships.
 
Why I got into this business: I was trained to do this type of work at a previous job. When I relocated I decided that was the time 
to start my own business. We expanded from only floor work to being a Class A general contractor now. 

Why I love doing what I do: I love meeting new customers and building relationships with all of our residual customers. Nothing 
feels better than hearing that a former client has referred a new client to us. That truly validates what we do and that we are 
doing things right. 

My favorite satisfied-customer story: There was a wheelchair-bound gentleman in Richmond moving into his first house. 
We widened doors and converted a bedroom into a completely tiled shower area. The kitchen was set up so he could reach 
everything. I loved being able to assist with setting up a place that worked for him. I still have his number on my phone six years 
later, and we touch base every once in a while.

My favorite project was: Honestly, re-doing my own dated bathrooms. It was nice to put things into use that I do for people all 
the time, and I was also able to do some cutting-edge features that might be a little too unique for most folks.

My hobbies are: My wife and four children. Traveling with my family to new destinations.

Best piece of advice to real estate agents: Please have realistic expectations with your contractors. Also, don’t use words like 
“flawless and perfect” when you are getting an estimate from anyone. I assure you that your price will go up.  

The one thing I want agents to know about my industry is: We are not perfect. We always temper our customers with realistic 
expectations on all of our jobs. Would you rather hear the truth or what you want to hear? I believe honesty and integrity 
go much further than just being the cheapest price. We need to give all of ourselves more credit for what we do and not give 
everything away. 

Want to be featured in the next SVAR Affiliate Spotlight? Email vhecht@svarealtors.com. 

mailto:mark@alln1services.com
www.alln1services.com
mailto:vhecht@svarealtors.com
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Editor’s note: Below is an abbreviated look at 

Chapter 5, “Financing Your First Home,” from the 

book “On The Move! A Guide to Buying & Selling 

Your Home” by SVAR member Joyce Navary. 

The Southside REALTOR® is featuring an excerpt 

from the book each quarter. The book is available 

for purchase on Amazon. 

Financing your first home can be the 
most frustrating part of the home-
buying process. This is the time when 
you will figure out how to pay for the 
home. Most people have to take out a 
mortgage loan in order to afford the 
price. Which mortgage loans are right 
for you? How much of a down payment 
will be necessary? What is escrow?
You will have many questions about 
financing your first home. By knowing 
the facts, paying attention to interest 
rates, and looking into all of your 
mortgage options, you will be able to 
choose repayment terms that will fit your 
current income and allow you to safely 
make those monthly payments.

Types of home loans - Deciding 
which home loan is the right one for you 
will depend on what you qualify for and 
what your lender is willing to give you. 
There are a few types of mortgage loans, 
including:

• Fixed rate mortgage loans;
• Adjustable rate mortgage loans;
• Balloon mortgages, and
• Jumbo loans.

You should be familiar with these loans 
so that you will be able to make an 
informed decision when it comes to 
financing your new home. 

Where to find a lender - These days 
there are many places to find a mortgage 
lender, such as newspaper and television 
advertisements, family or friends, your 
current lender or bank, or online. You 
may have to contact several lenders 
before you find a lender that will give 

you a loan that meets your needs. When 
you apply for a home mortgage loan, the 
lender will check the following:

• Your credit score;
• Your credit history;
•  Your current income;
• Income of co-signer; 

• References (professional and 
personal);

• Current interest rates based on the 
amount you are asking for;

• Status of other loans you may have;
• Number of years you have been 

eligible to work, and
• Number of years you’ve had credit.

These reports are very important to a 
lender because they will tell the lender 
how much the home is actually worth. 
Lenders expect homeowners to remain 
in the home for at least five years. This 
will allow them to make a profit on the 
money they have loaned you. 

Applying for a home loan - When 
applying for a home loan, you will have 
to bring the information listed above to 
the lender’s office, or if applying online, 
supply copies to the lender. You will be 
asked additional questions that will help 
lenders determine if you are able to pay 
the loan back on time. These questions 
include:

• Number of years renting a home or 
apartment;

• Late payments on credit cards and 
other loans;

• Active loans (such as student loans 

or car loans);
•  Number of years at your current 

job;
• Additional income;
• Amount of the loan and number of 

years to pay it back;
• Number of years living in an area;
• Dependents that are living at your 

home; and
• Tax returns and bank statements.

Applying for a loan and getting approval 
can take several weeks. This is because 
background checks, credit checks 
and references must be checked first 
before the loan will be processed. In the 
meantime, you should be concentrating 
on gathering your paperwork, calling 
friends and family that you want to 
use as references, and sorting through 
your papers in case you cannot find 
everything the lender requests.

If you are turned down for a home loan, 
you will be notified as to the reasons 
why. This can be devastating, but you 
should find other lenders and try to 
apply again. If you have poor credit, you 
may need to go through a lender that 
specializes in granting loans to those 
with poor credit. You may have to pay a 
higher interest rate, but at least you will 
be granted a loan.

Reasons for possible denial include poor 
credit or not enough credit, length of 
time at your job is too short; Income 
level for the amount of loan requested; 
loan default, failure to pay rent or other 
bills, or too much credit.

Applying for a home loan can be 
stressful, but if you have good credit, 
steady employment and enough income, 
you should have little trouble qualifying 
for a loan.  ~

Another peek at Joyce navary’s 
“On The Move!”

Applying for a 
loan and getting 
approval can take 
several weeks.

by Joyce Navary, Weichert REALTORS®, Brockwell & Portwood
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SVAR INSTALLS 2017 LEADERSHIP, CELEBRATES 2016 
ACCOMPLISHMENTS 

The Southside Virginia Association of REALTORS® came together in support and celebration in December during installation of 
2017’s new leadership and to say “thank you” to those who guided the association through 2016. New President Steve Overgard 
was sworn in by mentor and Richmond Association of REALTORS® Past President Boyd Smith to helm the organization in 2017, 
with the team of officers Brett Harris, president-elect; Ron Hardy, past president; Larry Lewis, treasurer; and directors Doug 
Compton, Carmen Martin, Kenneth Pritchett, Nancy Steinke and Rhonda Canada Partin. Jay Mitchell, Virginia REALTORS® 
2017 president-elect, brought words on behalf of the state association, and 2016 President Ron Hardy offered thanks, a 
summary of accomplishments and a farewell. SVAR’s new president delivered an inspiring and goal-oriented inaugural speech, 
highlighted by the introduction of the new V-Corps volunteer program. (Just text V-Corps to 804-895-2141 to lend a hand to this 
exciting new endeavor.) Congrats to all, and thank you for your service!  – Victoria Hecht, Communications and PR Specialist
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The mission of the SVAR Education 
Committee is to develop educational 
classes and learning opportunities for its 
members and the community. Subject 
matter encompasses topics pertinent 
to REALTORS® and others related to 
real estate while also providing helpful 
quality-of-life information needed 
during an agent’s career and on into 
retirement. 

It is also our goal to keep our SVAR 
members along with the general public 
as knowledgeable about real estate and 
real estate-related topics as possible. 

In keeping with those objectives, the 
SVAR Board of Directors has tasked us 
with getting our own SVAR School of 
Real Estate started. Our school will set 
out to increase the number of classes 
presented, increase subject matter, 
provide more CE classes, limit or end 
class cancellations, and insure the 
quality of instruction is at its highest. 

We will also strive to keep the cost of 
classes as inexpensive as possible while 
still generating an income stream for 
the association. We will be looking to 
use our own association members as 
our pool of quality instructors, but the 
most important thing is to have the 
best qualified professionals teaching 
our classes and lunch and learns. This 
means we need brokers and agents with 
the knowledge, experience and teaching 
style that will ensure the classroom 
experience is not only informative but 
also enjoyable. 

On the heels of last year’s successful 
Education Fair, we will be holding our 
annual 2017 Fall Education Fair. This 
year’s event is scheduled to be bigger 
and more enjoyable than last year. 
This year we plan to get more Affiliates 
involved and more for our agents to take 
advantage of the opportunity in addition 

to the great CE classes we always 
provide. More detail will be forthcoming. 

As in past years, we will continue to keep 
the association informed by assigning 
an Education Committee member as an 
office liaison to the larger association 
offices. This serves as a means of two-

way communication in not only bringing 
you what is going on but also hearing 
what it is in the form of classes and 
information you want presented. We 
also encourage you to always check the 
education class schedules, Lunch and 
Learns, and socials on the association 
website. 

This year’s committee members are 
Brett Harris, Joyce Navary, Doug 
Compton, Barbara Chambers, Keri Lust, 
Pat Robinson, Renee Mays, Rhonda 
Canada 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

• To be determined – C21 Colonial, 
Chappel Realty, Parr and 
Abernathy, Prince George Realty 
and Hometown (Prince George)

• Barbara Chambers – Long & Foster 
and Front Door Realty

• Keri Lust – RE/MAX 
Commonwealth, Ford Agency

• Brett Harris – Hometown 
(Chesterfield) and Ingram & 
Associates (Chester)

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

• Pat Robinson – Napier Realty
• Renee Mays – EXP Realty LLC
• Rhonda Canada – 1st Choice Realty 

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

Whitman, Blackstone and Century 
21 Clary

The more you know, the more you earn, 
for knowledge is power! Did you know…

• Aspen, Colorado, has such high 
real estate prices that in 2011, the 
cheapest listing was a $559,000 
trailer?

• Rather than building up, 
millionaires in central London are 
building down, creating mega-
basements? (They’re nicknamed 
“iceberg homes” because there’s 
more square footage under the 
ground than above.)

• REALTORS® spent a median of 
$80 to maintain a website in 2015, 
down from $130 in 2014?

• 74% of REALTORS® said that real 
estate was their only occupation, 
and that number jumps to 86% 
among members with 16 or more 
years of experience?

(These facts were taken from 
NAR, crazyfacts.com, did-you-knows.
com and retipster.com/35-real-estate-
facts/.)

We hope to see you at some of our 
upcoming classes, Lunch and Learns or 
socials. The date and location of the 2017 
Fall Education Fair will be announced 
soon. ~

SVAR to start its own real estate school 

by Al Well, CRS, GRI, ABR, Chair, Education Committee

we will strive to 
keep the cost 
of classes as 
inexpensive as 
possible...

crazyfacts.com
did-you-knows.com
did-you-knows.com
retipster.com
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cEO’s Message

SVAR finished one of its best years 
in a long time in 2016. We saw many 
changes, and those changes were 
implemented to support great new 
programs in 2017. Our most important 
change was within membership. In 2016, 
we noticed an increase in member and 
broker participation. I think in good 
part it was due to the Board of Directors 
asking for help and being a little more 
aggressive in letting everyone know what 
was needed and important.

We had more feedback from members, 
and we had increased participation on 
committees and volunteers. These two 
factors are going to be helpful in several 
areas in 2017. I will give you an idea of 
some of the changes coming this year. 

I will comment first on education, 
which is a significant responsibility of 
the association. In 2017, SVAR is going 
to open its own real estate school. It is 
hoped that we will be able to offer the 
classes everyone needs for CE without 
concern for class size. There will be 
interactive Web-based classes held with 
other associations that will expand our 
course selection. 

SVAR also will also be offering a special 
SVAR professional certification for 
members’ attendance to non-credit 
courses offered by SVAR. A significant 
change is the fall Education Day. Plans 
are in progress that will include a trade 
show in the middle of the day that will 
provide fun and entertainment.

One of the greatest decisions made 
by the Board of Directors last year 
was to start an annual Charity Golf 
Tournament. The Virginia Leadership 
Academy and Virginia REALTORS® 
asked that we support their cause, 
Homes For Our Troops. This 
organization provides mortgage-free, 
custom-made homes to veterans with 

disabilities. It was a very successful 
first-year event, and this event will be a 
success again this year. 

We have the support of the veteran 
community, and we are helping to make 

home ownership a reality for someone. 
This is a key part of a REALTORS®’ 
association mission. 

The annual Member Picnic and Corn 
Hole Tournament gets better every year, 
and the size of participation increases. 
Allowing the Affiliates and members to 
set up tables added an additional flair to 
the 2016 function, and hopefully we can 
continue this new feature. 

2016 found the Legislative Affairs 
Committee more involved than ever. 
They interviewed candidates for 
the Hopewell, Colonial Heights and 
Petersburg council elections. This year 
they will focus on school boards and 
the state delegate elections. They are 
also planning on becoming a little more 
involved with issues in Petersburg and 
ask that any member who is interested 
in working with this task force to contact 
the SVAR staff.

Our president, Steve Overgard, launched 
his ambitious V-Corps project at his 
installation. It is all about being a 

volunteer. Many members do not want 
to be attached to a committee with 
commitments to meetings all year or 
something on a regular basis. 

V-Corps is for you if you want to limit 
your time or just want to work on a 
specific project that you know you will 
enjoy. I have found that, once someone 
gets involved in a project with a group 
of people, good business partners are 
developed as well as good friends. As 
a successful REALTOR® you will be 
dealing on opposite sides of the table in 
real estate transactions. You may be a 
buyer’s agent or seller’s agent facing the 
person across the table. 

Would you prefer that person to be a 
stranger or someone you played corn 
hole with or chatted with at the RPN 
breakfast every other month? Things can 
get done when dealing with friends and 
acquaintances.

A new member told us recently that they 
joined this association because of our 
reputation as a friendly and social group 
of REALTORS®. The old timers or more 
seasoned members understand that, 
but it is great to hear someone confirm 
that we are staying true to our culture as 
good people in a good community.  ~

It is great to hear 
someone confirm 
that we are staying 
true to our culture 
as good people in a 
good community.

by Joe Croce, RCE
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SVAR reaches a financial milestone

I am sure that this may be surprising to 
many of you, but the Southside Virginia 
Association of REALTORS® had been 
operating at a considerable financial loss 
for about a 10-year period. 

If our association had continued down 
the same road, SVAR would have ceased 
to exist as an association in the not-
too-near future. Through the relentless 
efforts of the Board of Directors, the 
Budget Committee and our staff, SVAR 
ended up on a positive note for 2016. 
This was a monumental task and was 
accomplished by carefully reviewing, 
discussing and re-evaluating each and 
every budget item, reducing and often 
eliminating line items to end up with a 
budget that would reflect a profit and not 
a deficit. 

All unnecessary “frills” previously 
afforded to the Board of Directors, its 
officers and our CEO were drastically 
reduced, and most often eliminated, in 
an effort to reach financial stability. 

The Board of Directors has also worked 
diligently to create new ways to increase 
the non-dues revenue side of our 
budget. Most importantly, the board, in 
conjunction with the Budget Committee, 
adhered to the same principles 
that made us profitable for 2016 by 
approving a budget for 2017 that, again, 
keeps SVAR profitable. 

I am proud to have served as a member 
of the board during this time of 
transition and look forward to working 
with the members of the 2017 Board of 
Directors to implement the ideas put 
in place by the previous board, and to 
explore new non-dues revenue ideas 
to assure that SVAR will be alive and 
thriving for all our REALTORS®, present 
and future. 

I would be remiss, if I did not personally 

thank each and every board member 
for staying the course to make SVAR 
sovereign. LONG LIVE SVAR!

As a REALTOR®, I think it is extremely 
important that we have a local 

REALTORS® association that fully 
understands the challenges of our 
particular market and is in a position 
to adapt to its needs, and to provide the 
necessary services to meet and protect 
our business interest as REALTORS®. 

SVAR has recently invested time, money 
and energy in updating its technology 
in order to better meet the educational 
requirements, needs and wishes of its 
members. The new “no class cancellation 
policy” will assure that our members 
will not have their classes cancelled at 
the last minute, so that they can better 
manage their educational needs. 

I encourage all members to take as many 
classes as possible at SVAR. This is a 
great way to get to know your fellow 
members, the people you will be working 
with on a daily basis. 

Real estate is like any other business: It 
is much easier to work through obstacles 
with individuals that you have met and 

know as opposed to working with a 
stranger. 

Most importantly, the personal 
interactions between the instructor(s) 
and fellow REALTORS® provides 
a unique, interactive and hands-on 
experience and information that is not 
available through an online course. This 
is particularly important and beneficial 
to our new members. 

New members as well as seasoned 
members will find that many of the 
situations you experience or the 
questions that will arise in your daily 
activities as a REALTOR® may very 
well be discussed in a classroom 
environment. If there are certain classes 
or real estate related subjects that are 
not offered on SVAR’s website, please 
reach out to our Education Committee 
and request that they consider 
scheduling the class.

In closing, I ask our members to 
please consider getting involved in our 
association by joining a committee or 
committees, being a committee chair or 
running for the 2018 Board of Directors. 
Even though some committees or 
positions have specified mandatory 
requirements that have to be met to 
serve, there are many committees that 
have no requirements to join other 
than being an SVAR member in good 
standing.

It is not too late to join a committee 
this year or to just volunteer to help 
with upcoming events. Our website 
has all the information you need to get 
involved. Just remember, SVAR is your 
association and is here to serve you. 
Also, keep in mind that SVAR cannot 
be any stronger than its members. Get 
involved today! ~

The Board of 
directors has 
worked diligently to 
create new ways to 
increase the non-
dues revenue side 
of our budget. 

by Larry Lewis, SVAR Treasurer
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SVAR MEMBERSHIP AT A GLANCE
data current as of February 17, 2017

Member Count
Members 441
Secondary 20

Emeritus 20 
Affiliates 47

New REALTOR® Members
Elizabeth Bublitz Hometown Realty 
Amanda C. Ivey  Century 21 Colonial Realty  
Michael Shay  Keller williams Richmond west
Donald L. Williams Napier ERA
George Vergara  Vergara Real Estate 

Affiliate Members
2-10 Homebuyers Warranty
A House On a Rock Home Inspections
All-N-1 Services
American Home Shield
Appomattox Title Company Inc.
Atkinson Insurance Agency
Bank of McKenney
Barwick & Associates
Burley Langford Home Inspections
C&F Mortgage
Capital One Bank Home Loans
Central Virginia Regional MLS
Citizens Bank & Trust Company*
Colonial Farm Credit
day Title
Eagle Home and Mold Inspection*
Edward Jones
Electrical Installation and Repair Inc.
EVB Mortgage
First American Homebuyers Protection
First Heritage Mortgage
Gregory & Associates
Hayes Inspection Services
Heritage Chevrolet & Trucktown
Home Builders Association of Southside Virginia, Inc.
Home Warranty of America
HMS Home Warranty
J.G. Wentworth Home Lending Inc.
Ligon L Jones Insurance Services Inc.*
Monarch Mortgage
Movement Mortgage
Mutual of Omaha
Old Dominion Title & Escrow
Old Republic Home Protection
Presidential Mortgage
The Real Estate Book
Royal Pest Control
SunTrust Mortgage*
Tidewater Mortgage Services, Inc.
Toombs Company Home Inspections LLC
Top Gun Services
Towne Bank Mortgage
US Inspect*
Village Bank Mortgage
Virginia Commonwealth Bank
Virginia Housing Development Authority
Wells Fargo Home Mortgage

*denotes new member
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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 
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 Commercial Loans 
 Capital Improvements 
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