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by Kathie Braswell, 2019 SVAR President

President’s Page

At my installation I promised to work 
on change, communication, cooperation 
and, most of all, having fun, and I think 
we are on our way with the fun part 
as demonstrated February 23 at Fort 
Lee during SVAR’s annual Awards for 
Excellence banquet. 

We had in attendance over 200 
REALTORS®, Affiliates and their 
families all dressed up and having fun 
together. 

As the award winners walked the red 
carpet, smiles were everywhere. 
In December 2018, I challenged our 
Southside REALTORS® to get involved, 
participate and be present. You may ask 
yourself, “What exactly does that mean?”
It’s about extending yourself through 
encouragement, support and 
selflessness. It’s about helping another 
REALTOR® feel comfortable at an 
association event. It’s about realizing 
the positive influence you can have over 
another’s business and life. 

How do we influence? We come 
together as REALTOR® members. Our 
REALTOR® family is important to all of 
us in so many ways.

In study after study, going all the way 
back to Aristotle, we find that what most 
people want, above all, is to be happy, 
no matter how they define that quality. 
Happiness is the common denominator 
of all people and all human behavior. 
Everything we do is an attempt to 
achieve our happiness in some way. In 
fact, you are only really successful to the 
degree to which you can achieve your 
own happiness in life. 

If you achieve everything else in life 
– money, home, fame, success and 
so on – but you do not achieve your 
own happiness, to that degree you 
have failed. In fact, a good measure of 
how well you are doing in life is to ask 
yourself what percentage of the time do 
you feel that you are genuinely happy. 
The answer to this question will tell how 
far you have come and how far you still 
have to go.

I love this business!

I enjoy the opportunities that this 
industry has allowed me, and I want 
to be able to continue for many years. 
I challenge you to join me in elevating 
the Southside Virginia Association of 
REALTORS® brand with our clients 
and business peers, to welcoming the 
involvement of new members and to 
shaping the future of real estate in our 
community. ~

Everything we 
do is an attempt 
to achieve our 
happiness in some 
way.
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Past treasurer’s report

My position on the 2019 Southside 
Virginia Association of REALTORS® 
Board of Directors is now as president-
elect. I completed my two-year tenure as 
treasurer on December 31. In December 
2018, Board member Diana Hayes was 
unanimously nominated by the Board to 
carry on the duties as SVAR’s treasurer 
for 2019. 

Unfortunately, this past January, 
Diana reached the decision that due 
to her business, personal and family 
commitments, she could no longer 
devote the level of time and energy that 
she felt was deserving to continue to 
serve on the Board and in her newly 
appointed position as treasurer of SVAR. 
Diana was extremely knowledgeable 
of the workings of SVAR and was a 
tremendous asset to our Board. She will 
surely be missed by all. 

In our January meeting of the Board 
of Directors, we unanimously elected 
Jerome Ford to the Board to fulfill 
Diana’s remaining two-year term and to 
be our new Treasurer. Jerome has been 
serving on SVAR’s Budget Committee for 
a number of years and, in that capacity, 
has been a major player in transitioning 
SVAR out of the “red” into a financially-
sound association.

We are very fortunate to have found 
someone of Jerome’s character and 
expertise who was willing to assume 
these responsibilities. He will certainly 
be an invaluable addition to our Board 

and its Executive Committee. As the 
newly appointed treasurer, I am sure he 
will be writing future articles relative to 
SVAR’s financial standings.

Due to these recent changes, I will 
provide a brief report as to SVAR’s 

standings as of December 31. I am happy 
to report that once again SVAR had a 
strong 2018 and ended the year on a 
positive note as previously anticipated. 
In fact, we did much better financially 
than we had originally thought. 

Also, our investments with Edward 
Jones grew substantially during 2018. 
Thanks to Randall Wachman of Edward 
Jones and our own Hank Duarte for a 
job well done. Not only did we have a 
very successful 2018 from a budgetary 
point of view, we continued to improve 
on our investments as well as to improve 
and update our main asset, the SVAR 
building. 

If any of you have had the opportunity 
to visit the SVAR office over the last 
two months, I am sure you noticed the 

improvements to our lobby area. Thanks 
to our Past President Brett Harris and 
CEO Joe Croce for overseeing this 
project. As planned, our renovations will 
continue throughout 2019 and 2020. 

As reported earlier, the Budget 
Committee put forward an aggressive 
budget for 2019 that hopefully will 
lead to another successful year for 
our Association. The 2019 budget was 
approved by the Board. 

I think it is important to reiterate that, 
unlike Virginia REALTORS® and the 
National Association of REALTORS®, 
once again, our 2019 budget did not 
include any increase in dues to our 
members. 

The Budget Committee and the Board 
of Directors would be remiss in our 
duties if we did not keep in mind the 
annual expenses incurred by each of our 
members in order to be a REALTOR®. 
This could not have been accomplished 
without the continuing commitment 
of our Affiliates, sponsors, committee 
chairs, committee members, staff 
members Danielle Marchant-Via, Holly 
Jennings and CEO Joe Croce, and our 
managing company, OMG. 

On behalf of the Association and the 
Board of Directors, here is a personal 
thank you to each and every one of you 
for making 2018 a fantastic year. ~

by Larry Lewis, 2019 President-Elect 

SVAR had a strong 
2018 and ended 
the year on a 
positive note.

Thank You to our

PLATINUM
PARTNERS
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Property management, real estate 
and you

Hello! My name is Aimee Bradley, and I 
have worked as a property manager for 
over 17 years. I love my career because 
I love people. I love this committee 
because of the unique learning 
experience we all gain from this amazing 
group. It is truly priceless. 

Someone we all know, and who I have 
nothing but the utmost respect, once 
said, “Once you think you know it all, it 
is time to move on to another career.”

This rings true in so many ways. I 
personally have learned lightning can 
strike twice. Trees will fall on homes. 
House fires will occur. And what if that 
tenant skips on you? Come out, and let’s 
learn together how to handle the day-to-
day activities and curve balls thrown our 
way. 

No question is too big or small, and 
we have an open door to anyone 
interested in learning and having real 
conversations about real everyday issues 
that come up in our field. 

I believe if you find yourself playing with 
the idea of stepping into rentals, it is of 
utmost importance to become a part of 
this committee. I love FREE education 
any day of the week. 

My goal this year is to make sure we are 
up to date on any changes in Virginia 
Residential Landlord and Tenant Act, 
meeting new friends in this field and 
learning from one another. I would 
also love to see you all at the class on 
safety coming in September. Safety is so 
important in our field that this class is a 
must. I look forward to seeing some new 
faces as well.

REALTORS® and Property Managers 
are the beginnings to so many people’s 
beginnings. We are the first stop people 
make in making their dreams come true. 

For me, I cannot tell you how many 
times someone has come to me and said, 
“I would like to find a home to rent, but 
I will only be there for a year as I really 
want to OWN my own home.” 

I can tell you many stories of those same 
people handing me my last rental check 
as they had worked hard and found 
that perfect home. I jump with them 
in excitement because that is what it is 
all about, right? Helping people find a 
HOME no matter if they are renting or 
buying. 

I think it is so important to work 
together as well. If I do not have that 
perfect home, I will be calling one of 
you to see if you have what the client is 
looking for. 

My advice to start this New Year off 
is to remember why you do what you 
do and who you do it for. You do not 
have chores on that calendar; you have 
dreams you are making a reality. So, own 
it, you rock stars! 

Now here’s a handy tip from one 
property manager to you: On the way to 
a fire, call the non-emergency line and 
ask for the local Red Cross to meet you 
there as well. If they are needed, they 
will assist in helping your tenant, and 
they always show up pretty quickly.

Speaking of fires:
§ 55-248.24. Fire or casualty damage.

If the dwelling unit or premises are 
damaged or destroyed by fire or casualty 
to an extent that the tenant’s enjoyment 
of the dwelling unit is substantially 
impaired or required repairs can only 
be accomplished if the tenant vacates 
the dwelling unit, either the tenant or 
the landlord may terminate the rental 
agreement. The tenant may terminate 
the rental agreement by vacating the 
premises and within 14 days thereafter, 
serve on the landlord a written notice 
of his intention to terminate the rental 
agreement, in which case the rental 
agreement terminates as of the date of 
vacating; or if continued occupancy is 
lawful, § 55-226 shall apply.

The landlord may terminate the rental 
agreement by giving the tenant 14 days’ 
notice of his intention to terminate 
the rental agreement based upon the 
landlord’s determination that such 
damage requires the removal of the 
tenant and the use of the premises is 
substantially impaired, in which case the 
rental agreement terminates as of the 
expiration of the notice period.

If the rental agreement is terminated, 
the landlord shall return all security 
deposits in accordance with § 55-
248.15:1 and prepaid rent, plus accrued 
interest, recoverable by law unless 
the landlord reasonably believes that 
the tenant, tenant’s guests, invitees or 
authorized occupants were the cause of 
the damage or casualty, in which case 
the landlord shall provide a written 
statement to the tenant for the security 
and prepaid rent, plus accrued interest 
based upon the damage or casualty, and 
may recover actual damages sustained 
pursuant to § 55-248.35. Proration 
for rent in the event of termination or 
apportionment shall be made as of the 
date of the casualty. ~

by Aimee Bradley, Chair, Property Management Committee

“Once you think 
you know it all, it is 
time to move on to 
another career.”
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Guild to Go partner app
High tech, high touch

Immediate status
noti� cations on any
mobile device

Client approval letters 
shared instantly

Real-time updates, 24/7

Pre-approvals with
just a few clicks

Mobility and transparency 
from application to closing

High tech, high touch

Referrals on-the-spot

I am licensed to do business in the state of Virginia. (www.nmlsconsumeraccess.org); Guild Mortgage Company is an Equal Housing Lender; Company NMLS ID 3274 (www.nmlsconsumeraccess.org). 
All information, loan programs & interest rates are subject to change without notice. All loans subject to underwriter approval. Terms and conditions apply. Always consult an accountant or tax advisor 
for full eligibility requirements on tax deduction.

Kim Garnett
Branch Manager   NMLS ID# 229396
400 Southlake Boulevard
Suite A
N Chesterfield, VA 23236
M: 804.687.9520
kgarnett@guildmortgage.net

Apply Online
guildmortgage.com/kimberlygarnett
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Common courtesy and respect

As REALTORS®, we are fortunate to be a 
member of the largest professional trade 
organization in the country, one that is 
over a million strong. 

As REALTORS®, we must always strive 
to do our best to portray ourselves as 
professionals, not only to our clients, 
customers, friends and the general 
public as a whole, but most importantly, 
to our fellow REALTORS®. 

We are expected to perform the duties 
of our profession in such a manner 
that we adhere to a strict and ever 
changing Code of Ethics set forth by the 
National Association of REALTORS® 
and supported by the state and local 
REALTOR® associations.

As a REALTOR®, we are primarily in 
the people-pleasing business. I will be 
the first to admit that sometimes in our 
business we have to bite our tongue and 
dig deep down inside to fight off the urge 
to be as disrespectful and rude to others 
as they have been to us. 

We are also confronted with an 
environment that expects – no demands 
– instant gratification with no respect for 
neither time nor circumstance. Thank 
God, the good people we work with far 
outnumber the bad ones. 

We cannot always control how people 
treat us, but we certainly can control 
how we treat each other. It is my 
belief that most SVAR members, as a 
whole, enjoy the reputation of being 
professional, but at the same time being 
a friendly and fun-loving group whose 
members genuinely like their fellow 
members. 

As part of an association, not only should 
we like our fellow members, we should 
also respect them. Being a REALTOR® 
is generally a 24/7 job, no matter how 

we try to spin it. So, we need to make the 
time we spend in real estate as enjoyable 
and as rewarding as possible. We can do 
this by utilizing the Golden Rule when 
working with fellow REALTORS®: Do 
unto others as you would have them do 
unto you. 

I don’t know about you, but to me, that 
means having a common courtesy and 
respect for your fellow REALTORS®.

I am not just speaking about being 
polite, friendly and courteous to each 
other, because the majority of our 
members go above and beyond in that 
category. Instead, I am talking about 
displaying courtesy and respect when 
performing specific real estate functions 
with your fellow REALTORS®. 

It amazes me to see the extent some 
REALTORS® will go through to assure 
that they can show a certain listing at a 
date and time convenient to them and 
their clients. Often this includes making 
several subsequent calls to the listing 
agent to change the date and time of the 
showing to coincide with their changing 

schedule. 

However, when that showing agent 
receives a request for feedback following 
their showing, they cannot seem to 
find the time to spend a minute or two 
to provide information to the listing 
agent. This is not only disrespectful to 
the listing agent, but most importantly, 
disrespectful to the homeowner, who 
has had to pack up their family and 
household pet and leave their home for 
a specified time so their home can be 
shown. 

Homeowners cannot fathom why, after 
allowing someone to come into their 
home to show it to a perspective buyer, 
why a buyer’s agent could not extend 
the courtesy by providing feedback from 
both the agent’s perspective, as well as 
the buyer’s perspective. Frankly, there is 
no excuse! 

Listing agents rely upon feedback to 
convince their clients of the need for a 
price adjustment, the need to remove 
that hideous flowery wallpaper, to paint 
that hot pink bedroom a neutral color, or 
to simply declutter. Providing feedback 
is beneficial to both the listing and the 
buyer’s agent, because more often than 
not, after receiving the feedback, the 
appropriate and much-needed changes 
are addressed by the seller and their 
agent. The result is a more marketable 
and competitive priced property. 

So, please, the next time you receive a 
request from a fellow REALTOR® for 
feedback, give him or her the courtesy of 
a response. Our lives will be easier and 
our profession enhanced if all of us learn 
to be more responsive to others in all 
real estate related matters. ~
 

by Larry Lewis, 2019 President-Elect

Do unto others as 
you would have 
them do unto you. 
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Ethically speaking…

In Virginia, Article 16 of the Code 
of Ethics is one of the most-cited 
articles alleging violation. It deals with 
“Duties to REALTORS®” and states, 
“REALTORS® shall not engage in any 
practice or take any action inconsistent 
with exclusive representation or 
exclusive brokerage relationship 
agreements that other REALTORS® have 
with clients. (Amended 1/04)”.
 
Let’s take a look at a National 
Association of REALTORS® (NAR) 
case interpretation for Article 16 
charging unethical conduct for failing 
to respect the exclusive agency of other 
REALTORS®. You be the judge.

“NAR Case #16-9: Mass Media 
Solicitation of Business 
Not a Violation of the Code 
(Reaffirmed Case #21-15 May, 
1988. Transferred to Article 16 
November, 1994. Revised May, 
2018.) 

REALTOR® A designed an advertising 
campaign to promote his new marketing 
program. Part of REALTOR® A’s 
campaign included a number of 
advertisements in the local newspaper 
and on mobile billboards that 
traveled around the city. The message 
that appeared in REALTOR® A’s 
advertisements and on his billboards 
was: “Attention: All homeowners whose 
properties are for sale. Do you want 
results? If so, contact REALTOR® A. He 
has a new marketing program that gets 
results.”

In response to his advertisements, 
REALTOR® A received a number 
of calls from homeowners whose 
properties were currently listed with 

other REALTORS®. Several of the 
REALTORS® whose clients contacted 
REALTOR® A filed complaints with 
the Association, charging REALTOR® 
A with unethical conduct for failing to 
respect the exclusive agency of other 
REALTORS®. The Grievance Committee 
considered the complaints and referred 
them to the Professional Standards 
Administrator to schedule a hearing 

by a Hearing Panel of the Professional 
Standards Committee. 

At the hearing held by the Professional 
Standards Committee to consider the 
complaints, REALTOR® A defended his 
advertising campaign by saying that the 
campaign was undertaken through the 
mass media; that it was not directed 
toward any particular owner; that it 

was not an attempt to induce property 
owners to breach existing listing 
agreements; and, therefore, was not the 
type of solicitation prohibited by Article 
16 of the Code of Ethics.”
OK, you are now appointed to the SVAR 
Professional Standards Hearing Panel. 

During the day of the hearing, you have 
heard the charge and the testimonies of 
the parties. Now, evaluate the testimony 
as compared to applicable Standard of 
Practice 16-2.

“Article 16 does not preclude 
REALTORS® from making general 
announcements to prospects describing 
their services and the terms of 
their availability even though some 
recipients may have entered into 
agency agreements or other exclusive 
relationships with another REALTOR®. 
A general telephone canvass, general 
mailing or distribution addressed to all 
prospects in a given geographical area 
or in a given profession, business, club, 
or organization, or other classification 
or group is deemed “general” for 
purposes of this standard. (Amended 
1/04) Article 16 is intended to recognize 
as unethical two basic types of 
solicitations: 

First, telephone or personal 
solicitations of property owners who 
have been identified by a real estate 
sign, multiple listing compilation, or 
other information service as having 
exclusively listed their property with 
another REALTOR®, and Second, mail 
or other forms of written solicitations 
of prospects whose properties are 
exclusively listed with another 
REALTOR® when such solicitations are 
not part of a general mailing but are 

by Carmen Martin, Chair, SVAR Professional Standards and Arbitration Committee 

Article 16 is 
intended to 
recognize as 
unethical two 
basic types of 
solicitations.

(continued on the next page...)
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A welcome from our new treasurer

My name is Jerome C. Ford, and I am 
very pleased to be newly elected as the 
treasurer of the Southside Virginia 
Association of REALTORS® and to serve 
on the Executive Board and Board of 
Directors.

I am very happy to replace Diana Hayes 
as treasurer and wish her the best. 

I would like to tell you about myself. 
I am an alumnus of Virginia State 
University’s Class of 1978 with a 
Bachelor of Science in accounting. I 
served in the Army as a field artillery 
officer for five years, with two years as an 
assistant division financial management 
budget officer for 24th Infantry 
Division working along with the civilian 
controller for the 24th Division. 

After leaving the Army, I worked for 
the Department of Justice, Bureau of 
Prisons as a cost accountant in UNICOR 

(industry) for five years, costing out 
materials needed for production and 
for the labor costs needed for the 
production. 

Later, I moved to the institutional side 
of the prison system as an assistant 
controller and then controller at several 
correctional institutions around the 
United States. I had a fiscal budget that 
ranged from $45 million to $60 million 
to be used in the different departments 
and areas of the institution and along 
with payroll for the staff and other 
workers. 

I supervised 101 staff members and 
three assistant supervisors responsible 
for the institution’s accounting 
department, purchasing department 
and inmate services, such as laundry 
and commissary. I was responsible of all 
financial matters and discussed the state 
of the finances with the executive staff 

and the department heads. 

I retired after 26 years of government 
service in 2005.

I became a real estate agent in 2005 
with Realty Group. Since becoming 
a real estate agent, I have served on 
the SVAR Grievance Committee for 
five years and was a member of the 
Commonwealth of Virginia Real Estate 
Professional Standard for one year. 
Also, I have served as a member of the 
Budget Committee at SVAR for the past 
two years. This was beneficial in gaining 
the experience for the position you have 
entrusted in me.

 I hope that I can continue to make a 
difference in the professional lives of 
all the real estate agents and brokers of 
Southside Virginia of REALTORS®. ~

by Jerome Ford, Treasurer 

(Ethically, continued from previous page...)

directed specifically to property owners 
identified through compilations of 
current listings, “for sale” or “for rent” 
signs, or other sources of information 
required by Article 3 and Multiple 
Listing Service rules to be made 
available to other REALTORS® under 
offers of subagency or cooperation. 
(Amended 1/04)”

How do you find? Guilty or not guilty of 
Article 16? 

NAR’s case interpretation states, 
“The Hearing Panel concurred with 
REALTOR® A on the grounds that 
REALTOR® A’s solicitation was 
made through the mass media, and 
was not specifically directed toward 
property owners whose identity had 
come to REALTOR® A’s attention 
through information disclosed by other 
REALTORS® consistent with their 
ethical obligation to cooperate with 
other brokers under Article 3 of the Code 
of Ethics. The panel, therefore, held that 

REALTOR® A’s advertising campaign 
did not violate Article 16 of the Code of 
Ethics.”

This ethics charge could have been a 
“steamy” situation if advertising was not 
done correctly. Lesson learned? In your 
activities as a REALTOR®, whether in 
dealing with your clients, the public or 
other REALTORS®, know the Code and 
live by the Code. Then, you won’t have to 
worry about false allegations getting you 
in “hot water.” ~
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BEFORE AFTER

Be careful of deceptive images

Article 12 of the Code of Ethics 
says, “REALTORS® shall be honest 
and truthful in their real estate 
communications and shall present a true 
picture in their advertising, marketing, 
and other representations.”

Many brokers and agents are confused 
about what is acceptable when it comes 
to real estate photos. Is fixing the 
exposure through your software alright, 
and would removing the broken fence 

through software get you in trouble? 

Software these days can do amazing 
things and enhance how a property can 
look in photos and video, but just how 
far is too far? 

Like a lot of things in real estate, the 
answer is always prefaced with “that 
depends.”

As agents, we are pulled in two different 
directions. We want to show our listings 
at their best for marketing purposes. But 
we don’t want to go overboard and make 
photographic misrepresentations by 
over enhancing or “doctoring” the photo. 
If in doubt, it is always a good idea to 
check with your broker or a real estate 
attorney. It is also a good idea to disclose 
if the photograph has been electronically 
altered. 

by Steve Overgard, Chair, SVAR Tech Team

(continued on the next page...)

(continued on page 13...)
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(Images, continued from previous page...)

(continued on page 13..)

Probably OK Iffy Probably NOT OK

Color Color correction, sharp-
ness adjustment, con-
trast correction. 

Color enhancement. Over 
doing color saturation. 

Color change

Lawn and landscape Greening up the lawn and 
shrubs 

Removing or adding land-
scaping features 

Foreground objects Remove trash cans, toys, 
bikes, cars

Remove power lines, 
poles, trees, fire hydrants, 
anything installed

Dusk and dawn Take photos at dusk or 
dawn to catch the real 
image, including strategi-
cally turning on lights 

Electronically turning on 
lights that do not exist

View obstruction Change physical camera 
location and lens to avoid 
obstruction 

Obstructing the view 
of an obstruction with 
another obstruction. For 
example, hiding a fire 
hydrant behind a tree

Electronically removing 
obstruction if it is 
permanent 

Background objects Change camera location 
and lens to avoid back-
ground objects

Electronically removing 
objectionable back-
ground

Electronic staging Electronic staging with 
disclosure 

Electronic staging without 
disclosure 

Retouching Minor, routine, non-mis-
leading retouching

Heavy or custom retouch-
ing without disclosure

Retouching to hide de-
fects such as cracks or 
discoloration 

Interior items Electronically remove 
furniture

Electronically remove 
anything that is installed 
without disclosure

Kitchen Provide a new kitchen 
plan and images with 
disclosure

Provide images of an 
electronically-created 
kitchen as if it already 
existed

Orientation and 
perspective 

Take photos in the best 
location within a room in 
consideration of orienta-
tion and perspective. 

Use a lens to capture 
more of the room.

Electronically “stretching” 
a room to make it appear 
larger than it actually is. 

Electronic “renovation” Photographic sample(s) 
of electronic renovation 
with disclosure

Removing or adding 
anything of a permanent 
nature without clear 
disclosure

Hide defects Any photo(s) that hide 
or obscure defects 
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RPAC SPOTLIGHT:
Norris Hardy

Name and company: Norris Hardy, Weichert REALTORS® 
Brockwell & Portwood

SVAR member since: 2014 

Contributor level: Investor Level.  However, I plan to be part of the 99 Club going forward. 

Advocacy topics that interest me: Real estate laws and regulations, and Fair Housing

Activities and honors: Co-chair, RPN; SVAR Board of Director; 2015 SVAR Rookie of the Year; 2016 SVAR Silver Sales Award; 
2016 Weichert REALTORS® Brockwell & Portwood Sales Award ; 2017 SVAR Silver Sales Award; 2017 Weichert Realtors 
Brockwell & Portwood  Ambassdor Club Award; 2017 Weichert REALTORS® Brockwell & Portwood Top Selling Associate Award

Community involvement: Heavily involved in church and outreach programs that give back to communities and chairman of the 
Deacon Board of Directors at my church.

Why I give to RPAC: It is vital to raise money to elect candidates who understand and support REALTORS®’ needs and interest. 
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RPAC SPOTLIGHT:
Jennifer McCray

Name and company: Jennifer McCray, broker/owner, Front 
Door Realty Group 

SVAR member since: 2003 

Contributor level: 99 Club 

Advocacy topics that interest me: Fair Housing, affordable housing, Mortgage Interest Deduction 

Activities and honors: Past recipient of SVAR’s Community Service Award in 2010; past recipient of SVAR’s Board Choice 
Award; Past SVAR committee member of Operation Wreath, Affiliates and Public Relations; Outstanding Sales award winner at 
SVAR for 16 years; Lifetime Member Award recipient from SVAR; SVAR Grievance Committee chair for three years, co-chair for 
past two years; SVAR Community Affairs Committee Chair for two years (current); MLS Committee Member (current); Virginia 
REALTORS® Leadership Academy 2019

Community involvement: Past Girl Scout troop leader; past board member of Tri-Cities Habitat for Humanity; past volunteer 
and foster parent for a local animal rescue group; currently giving back to the community each month with Front Door Realty 
Group’s Cause Campaigns. Our cause campaigns are a way for us to give back to our community each month by donating to 
needed items to local no profit organizations. 

Why I give to RPAC: I am a little embarrassed to admit this (but honesty is the best policy). I have never been big into politics, 
nor have I invested the time to learn a lot about the issues that affect our careers as REALTORS®. I give to RPAC because I 
believe that it is doing the research and understands the policies and issues that have the biggest impact on our industry. I 
donate because RPAC goes to battle for REALTORS® when it matters, and it ensures that our voices as REALTORS® are heard. I 
don’t have the time to invest, so I invest in a way that I can. I donate. 

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

On top of that, most experts offer the 
following quick and easy tips for getting 
better real estate images:

• Avoid people in your real estate 
photos.

• Be careful of mirror images. 

Many times, the photographer 
will inadvertently capture an 
unintentional selfie in the mirror 
image. Mirror images can also 
accidentally capture items you prefer 
not to show in your photos. 

• Smartphone pictures taken on a 

vertical orientation are generally not 
as desirable as horizontal photos. 

• Some smartphones do not take 
quality photos in challenging 
lighting conditions. 

• And the favorite: Put the toilet seat 
down. ~

(Images, continued from page 11...)
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The federal Fair Debt Collection 
Practices Act (FDCPA) protects 
consumers from overreaching collection 
actions by debt collectors. The FDCPA 
imposes strict controls on the language 
that can be used, the contacts that can be 
made and the actions that can be taken 
by debt collectors pursuing consumer 
debtors. 

It also places severe consequences 
on debt collectors who violate those 
controls. In order to suffer those 
consequences, however, the person or 
entity collecting the debt must qualify 
as a “debt collector” for purposes of the 
FDCPA. 

A Northern Virginia property manager 
recently avoided liability under the 
FDCPA by demonstrating that it did 
not fit the definition of “debt collector” 
under the act.

The case of Yergovich v. Small 
Community Specialists LLC decided 
September 11, 2018, involved an FDCPA 
claim brought by Robert Yergovich 
based on delinquent homeowners 
association dues. Yergovich owned 
a townhouse in The Village at Gum 
Springs in Alexandria, Virginia. The 
Village was governed by a homeowners 
association known as The Village at Gum 
Springs Homeowner’s Association, Inc. 
(the HOA). Small Community Specialists 
provided common interest community 
management services to the HOA 
pursuant to a Management Agreement 
dated May 24, 2016.

Between August 2016 and October 
2016 Small Community Specialists sent 
Yergovich written notices that his HOA 
account was delinquent and demanded 
payment of all delinquent charges, plus 
late fees. 

On October 17, 2016, Small Community 
Services sent Yergovich a Notice of 
Intent to Accelerate Assessments and 
File Lien, which informed him that 
if payment in full was not received 
within the time frame stated in the 
HOA collections policy, the remaining 
installments of his annual assessment 
would be accelerated and declared due 
and payable immediately, and a lien 
would be placed on his townhouse unit.

Yergovich works for the United States 
Marshal Service and holds a top-secret 
security clearance. Previous credit 
issues had caused him employment-
related problems, which he wanted to 
avoid repeating. He thus sued Small 
Community Specialists in the United 
States District Court for the Eastern 
District of Virginia (Alexandria Division) 
claiming that Small Community 
Specialists’ collection efforts on behalf of 
the HOA violated the FDCPA and caused 
him emotional distress. 
Specifically, he testified that the 
potential impact of collection actions on 
his security clearance and the threat to 
lien his townhouse and accelerate his 
HOA dues caused him to suffer stress, 
anxiety, irritation, frustration and loss of 
sleep. 

He also stated that he had taken over-
the-counter medicine to help with the 
anxiety. Small Community Specialists 
responded by moving for summary 

judgment against Yergovich, arguing 
that it did not fit the definition of 
“debt collector” under the FDCPA and 
thus was not subject to the FDCPA’s 
collection requirements. 

The court explained that, in general, the 
FDCPA defines a debt collector as (1) 
a person whose principal purpose is to 
collect debts, (2) a person who regularly 
collects debts owed to another, or (3) a 
person that collects its own debts using 
a name other than its own as if it were a 
debt collector. 

Small Community Specialists certainly 
did engage in debt collection activities 
on behalf of the HOA. Its Management 
Agreement with the HOA required 
Small Community Specialists to collect 
assessments from homeowners as they 
became due and authorized it to demand 
payment for accounts payable and 
delinquencies. 

Even so, according to the court, not all 
who collect debts are debt collectors for 
purposes of the FDCPA. The FDCPA 
excludes any person collecting or 
attempting to collect a debt for another 
from the definition of “debt collector” if 
the collection activity is incidental to a 
bona fide fiduciary obligation. 

The court had no trouble finding that 
Small Community Specialists owed 
fiduciary obligations to the HOA. 
Section 54.1-2353 of the Virginia Code 
specifically states that a common 
interest community manager owes a 
fiduciary duty to the associations for 
which it provides management services 
with respect to the handling of funds or 
the records of each association. 

With the requisite fiduciary obligation 
established, the court turned to the 
question of whether Small Community 

by John F. Faber Jr., Attorney, Williams Mullen

The FDCPA 
imposes strict 
controls on the 
language that can 
be used.

Legal Corner

(continued on the next page...)
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Specialists’ debt collection activity was 
incidental to its fiduciary obligation. 
To answer that question the Court 
examined the Management Agreement 
between Small Community Specialists 
and the HOA, and the invoices 
submitted by Small Community 
Specialists for its services. 

The Management Agreement placed 
a number of responsibilities on Small 
Community Specialists over and 
above its collection duties, including 
the duty to (1) contract for supplies 
and services with third parties and 
maintain and inspect the physical 
grounds of the community, (2) 
supervise the organization of all of 
the HOA’s meetings, (3) monitor and 
enforce homeowners’ compliance with 
architectural restrictions, (4) acquire 
and maintain the HOA’s insurance, 
(5) establish and maintain a 24/7 
emergency system for communication 
with homeowners in The Village, (6) 
deposit the HOA’s funds and make 

disbursements on behalf of the HOA 
for payment of taxes, insurance and 
utilities, and (7) prepare and present to 
the HOA a yearly budget and monthly 
financial statement. 

In addition, the invoices Small 
Community Specialists presented 
to the HOA in the fall of 2016 (the 
period during which Yergovich claims 
it violated the FDCPA) showed that 
fees for collection and delinquency 
processing amounted to only 10 percent 
of the total charges billed to the HOA. 

The court called those invoices “powerful 
evidence” that only a minority of the 
work Small Community Specialists 
performed for the HOA related to debt 
collection. 

That powerful evidence, combined 
with the numerous duties and activities 
unrelated to debt collection set forth 
in the Management Agreement, meant 
that Small Community Specialists’ debt 
collection activity was merely incidental 

to, not central to or the primary purpose 
of, the fiduciary obligation it owed to 
the HOA. Small Community Specialists 
thus qualified for an exemption from 
the definition of “debt collector” under 
the FDCPA, and the court granted its 
motion for summary judgment against 
Yergovich. 

Common interest community managers 
that provide a wide array of services to 
their clients in addition to collection of 
debts, and whose fees for collection of 
debts amount to a modest percentage 
of their overall charges, could find the 
Yergovich case to be an effective shield 
against claims that they are “debt 
collectors” under the FDCPA. 

Managers for whom debt collection is 
the primary responsibility making up the 
bulk of their services to their clients may 
not be able to escape classification as a 
FDCPA debt collector under 
Yergovich. ~

SVAR builds a strong leadership team

Our 2019 SVAR leadership kicked off the year Jan. 31 with training at association headquarters during the annual Leadership 
Orientation. The officers, Board of Directors and committee chairs also spent the morning learning about their leadership roles 
and responsibilities. Infusing the morning with some fun, attendees enjoyed teambuilding exercises like this one, in which they 
had to raise and lower sticks from and to the ground at the same time with a single finger from each hand. Here’s to a terrific 
2019, and thanks for your service and example, SVAR leadership! ~

by Victoria Hecht, Communications and PR Specialist

(Legal Corner, continued from previous page...)
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SVAR installs 2019 leadership

‘Twas the season for good cheer and 
celebration! 

Southside Virginia Association of 
REALTORS® members came together 
December 6 at the Petersburg Country 
Club for holiday camaraderie, the 
installation of 2019’s new leadership and 
to say “thank you” to those who guided 
the association throughout 2018. 

New President Kathie Braswell, sworn in 
by mentor and Richmond Association of 
REALTORS® Past President Boyd Smith, 
now helms the organization in the New 
Year, with the team of officers Larry 
Lewis, president-elect; Brett Harris, 
immediate past president; Jerome Ford, 
treasurer; and directors Rhonda Canada, 
Nancy Steinke, Carmen Martin, Joyce 
Navary and Norris Hardy. 

Keith Canty, a member of the Virginia 
REALTORS® Board of Directors, 
brought words on behalf of the state 
association, and 2018 President Brett 
Harris offered thanks, a summary of 
accomplishments and a farewell. 

SVAR’s new president delivered an 
inspiring and goal-oriented inaugural 
speech, including a challenge to “return 
to the fundamentals of what made SVAR 
stand apart from other associations,” 
including “working together, utilizing 
SVAR’s educational benefits and, most of 
all, having fun and communicating with 
each other.” Braswell also promised that, 
in 2019, “we are going to work hard, and 
we are going to play even harder!” 

During the evening two sets of awards 
were announced: Virginia REALTORS® 
Honor Society and Omega Tau Rho 

honorees. Honor Society honorees were 
George Grundy and Steve Overgard. 
Omega Tau Rho recipients were Cordie 
Betty, Bettye Reitmeier, Ted Swearingen, 
Mack Strickland and George Grundy. 

Special thanks go to Carmen Martin 
for emceeing the evening, to Larry 
Lewis for leading the pledge, to Vickie 
Zevgolis for the prayer and to the night’s 
generous sponsors: Harris & Associates, 
Atkinson Insurance Agency, ERA Napier 
REALTORS®, Presidential Mortgage 
Group, Baylands Family Credit Union, 
G.E. Matthews REALTORS®, HMS, 
J.G. Wentworth Home Lending, The 
Vicky and Larry Team, and Weichert 
REALTORS® Brockwell & Portwood.  

Congratulations and best wishes to 
SVAR’s 2019’s leadership! ~

by Victoria Hecht, Communications and PR Specialist
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In a recent court decision, a federal 
district judge in Pennsylvania has ruled 
that landlords face potential fair housing 
liability for refusing to adjust due dates 
for Social Security Disability Insurance 
(SSDI) recipients. 

In issuing its opinion, the court found 
that, because SSDI recipients get their 
payments on a schedule over which they 
have no control, requiring rent to be due 
on the first day of the month creates a 
disparate impact on disabled tenants. 

As you know, the Department of 
Housing and Urban Development 
(HUD) has held that, as written, the Fair 
Housing Act prohibits actions that would 
have a disparate impact on protected 
classes. What that means is that housing 
providers can face liability under the 
Fair Housing Act for items that are not 
overtly discriminatory but that have 
impact that disproportionally affects one 
of the protected classes. 

So, in addition to actions that are 
discriminatory on their face (e.g, not 
renting to persons because of their 
race or sex), actions that are not 
discriminatory on their face but have 
that effect in practice are also prohibited 
under the Fair Housing Act.

If you would like to read up on this, 
the case is Fair Housing Rights Center 
in Pennsylvania v. Morgan Properties 
Management Company, LLC, 2018 WL 

3208159 (E.D. Pa. 2018).
As with these sorts of cases, there are 
some important takeaways for persons 
subject to the Fair Housing Act:

1. Because every case is different, 
please review your own practices 
with your attorney in the context 
of this case and the entire Fair 
Housing Act to identify potential 
liability. A good policy that has been 
vetted by your attorney and that you 
consistently follow is a great first 
step to reducing potential liability.

2. Maintain standard rules and 
practices. Train staff to refrain from 
one-off allowances that deviate from 
standard, approved practices. In 
this case, some property managers 
had adjusted due dates in some 
situations, but the defendant 
company had refused to make an 
across-the-board change. The fact 
that the defendant’s individual 
property managers had been able 
to do this was cited by the court in 
holding that accommodation in the 
form of moving due dates was not 
unreasonable.

3. Always assume any person making 
any inquiry of you is a tester, and 
follow the law to the letter. This 
case, like many others, came as a 
result of testers making inquiries of 
the defendant. Testers are actively 
working to find landlords who 
are not following the law. While 
this case involves differences in 
interpretation of the law, other 
cases do not. So, treat every 
accommodation request as a 
potential test case. 

Regardless of other factors, adhering to 
Fair Housing law is the right thing to 
do, but it is also the way you avoid costly 
fines and court proceedings. ~

Landlords face potential liability for not 
changing rent due dates for SSDI recipients

by Tyler Craddock, Vice President, Legislative Strategies Group

Testers are actively 
working to find 
landlords who are 
not following the 
law. 

Real estate is about relationships. Where better to build and maintain 
relationships than on SOCIAL media? If you haven’t liked and/or 
followed SVAR on Facebook yet, surf on over and do so today.

YOU’RE ON FACEBOOK? SO ARE WE!

Facebook.com/SVARealtors

Facebook.com/SVARealtors
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Exciting news: The Southside Virginia 
Association of REALTORS® has started a 
work group called The Tech Team. 

For years, the association has wanted to 
have some technology help and expertise 
because of the furious and unrelenting 
pace of change that surrounds us. 
Many of our members struggle to keep 
up with new devices, apps, websites 
and the dreaded update xx.0. Our 
members want to keep up to date, and 
the association as an organization also 
needs to be on board to deliver services, 
communication and education to our 
members in the best ways possible. 

There are a lot of shiny new pennies out 
there, but some of those pennies are bad 
pennies. 

There are several objectives to the Tech 
Team:
 
• Record some of our educational 

events, then edit and store them on 

the cloud. Our members can then 
revisit the classes at a later time. 

• Provide distance learning help and 
expertise using BlueJeans video 
conferencing. This project allows a 
class in the Association building to 
be two-way broadcast to another 
location or classroom, perhaps in 
a different town. The teacher and 
students in Colonial Heights can see 
and hear the students in the remote 
location, and the students in the 

remote location can see and hear 
the teacher. It’s like FaceTime on 
steroids. 

• Help our existing members learn 
and better use existing technology 
and apps such as Twitter, Instagram, 
and other platforms. How to use 
more features that already live in 
smartphones and tablets. Tips and 
tricks. 

• Enhance the association’s 
communication efforts through the 
expanded use of video and green 
screen. 

• Review and evaluate the “newest 
thing” and help our members 
adopt and learn if it beneficial and 
sustainable. 

• Install, build out and maintenance 
of tech-related gear and programs at 
the association office and events. 

We are not a formal committee and are 
open to all. We invite anyone with an 
interest and aptitude to join. Just call or 
email SVAR to get on the roster. ~

SVAR launches Tech Team

by Steve Overgard, Chair, The Tech Team

Help our existing 
members learn 
and better use 
existing technology 
and apps 
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SVAR marks 2018 achievements during 
Awards for Excellence

Hundreds of Southside Virginia 
Association of REALTORS® members 
and guests packed the Lee Club at Fort 
Lee on February 23 to mark the pinnacle 
of SVAR’s year. 

The annual Awards for Excellence 
banquet honored sales achievement as 
well as REALTOR® of the Year, Lifetime 
Achievement, Associate of the Year, 
Affiliate of the Year, Rookie of the Year, 
Community Involvement, Educator 
of the Year and Board Choice, among 
others. The special awards recipients 
are selected from nominations by fellow 
REALTOR® and Affiliate members. 

The sales awards – including Top 
Residential Salesperson of the Year and 
Top Residential Team – recognized 
those who reached exceptional 
production levels in 2018.

The honorees were:

REALTOR® of the Year – Brett 
Harris, Harris & Associates, Chester. 
REALTOR® of the Year is 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.  

Harris served as president of SVAR 
in 2018 and serves of the Board of the 
CVR MLS. He attended numerous 
SVAR, Virginia REALTORS® and 

National Association of REALTORS® 
events, provided articles for the SVAR 
magazine, volunteered as a server at 
the association’s fundraising fashion 

show, assisted on the Community Affairs 
Committee and helped lead SVAR to a 
profitable year in 2018.

Donald W. Parr Community 
Involvement Award – Shanna 
Havens, Parr & Abernathy, Hopewell, 
and Sherry O’Dett, Napier 
REALTORS® ERA, Colonial Heights. 
This honor is awarded to one who is 
has made a significant contribution 
to the community through his or her 
involvement in activities and programs. 
This year two people were recognized.

Havens serves on the Virginia 
REALTORS® RPAC Trustees Board 
and is a past member of the Virginia 
REALTORS® Board of Directors. 
Active in the community, she assists 
the Hopewell Downtown Partnership, 
Women of the Moose and Loyal Order 

of the Moose and Prince George County 
Electoral Board. She is the poll chief for 
the Jefferson Park voting district. 

O’Dett and her husband, Brian, set up 
tents and provide food three times a day 
for up to 150 veterans and active-duty 
military during the Rolling Thunder/
Run for the Wall event held on Memorial 
Day weekend. She has also decorated 
veterans’ graves with wreaths through 
Wreath Access America. She also 
supports the Samaritan’s Purse program 
and, with her spouse, operates Broken 
Chainz, a motorcycle ministry helping 
veterans and the homeless.

Fred C. Morene Rookie of the Year 
Award – Danielle Calhoun, Tyler 
Realty Group, Colonial Heights. This 
accolade 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. 
Hundley achieved almost $800,000 in 
sales in her first year.

Calhoun launched her real estate 
career in early 2018 and closed on 
11.5 units in that short time. She also 
served as co-chair of SVAR’s Charity 
Golf Tournament. This civic-minded 
REALTOR® is a member of the Colonial 
Heights Kiwanis Club and American 
Legion Auxiliary Unit 284, for which she 
serves as community service chair.

The special awards 
recipients are 
selected from 
nominations by 
fellow members. 

by Victoria Hecht, Communications and PR Specialist

(continued on next page..)
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Lifetime Achievement Award 
– Steve Overgard, RE/MAX 
Commonwealth Group, Chesterfield. 
This award is presented to a REALTOR® 
who has made significant contributions 
to the association and the real estate 
profession for at least 25 years.

After launching his real estate career 
in 1985, Overgard served as SVAR’s 
2017 president and immediate past 
president in 2018, and has also served 
on the Board of the CVR MLS, Virginia 
REALTORS® Board of Directors and 
assorted committees within Virginia 
REALTORS® and the National 
Association of REALTORS®. A professed 
“techie,” he has served on NAR’s 
Technology Advisory Committee and 
took part in two MLS conversions. He 
also chairs SVAR’s new Tech Team and 
has worked tirelessly to enhance the 
communication and technology presence 
and use at SVAR. A graduate of the 
Virginia Leadership Committee, he has 
contributed his expertise to numerous 
articles for SVAR’s quarterly magazine 
and is always ready to lend a hand to the 
association whenever needed.

Associate of the Year Award 
– Steve Overgard, RE/MAX 
Commonwealth Group, Chesterfield. 
This 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.

Board Choice Award – Steve 
Overgard, RE/MAX Commonwealth 
Group, Chesterfield. This honor is 
presented to one whom the SVAR Board 
of Directors believes shines above the 
rest in their participatory involvement in 
SVAR. 

Educator of the Year Award 
– LeRoy Houser, LeRoy Houser 
Seminars, Chesterfield. This accolade 
is presented to a REALTOR® who 
promotes and teaches real estate within 
the association and the community. 
A longtime instructor, Houser taught 
courses and consulted with SVAR’s 
Education Committee to help it grow its 
education offerings as well as quality of 
its education.  

Affiliate of the Year – Presidential 
Mortgage, Colonial Heights. This 
honoree has supported, and continues to 
support, SVAR in many ways, including 
sponsoring and attending numerous 
events, offering constructive advice 
and helping to grow membership. Its 
presence at events is welcomed and an 
excellent example of Affiliate support to 
the association and its REALTOR® and 
Affiliate members.

Top sales teams and top salesperson 
honored were: 

• Top Residential Salesperson: 
Tina McCabe

• Top Residential Team: Gibbs and 
Story Realty Group 

• Diamond Team Sales Award: 
Gibbs and Story Realty Group

• Platinum Team Sales Award: 
The Keith (Wagner) and Deborah 
(Barber) Team

• Gold Team Sales Award: Robin 
Whitman and William Whitman; 
Ronnie Joswick and Shelly Hedrick; 
and Vickie( Zevgolis) and Larry 
(Lewis) Team

• Silver Team Sales Award: 
Shanna Havens and Rhonda Poirier; 
The Williams Team

Individual salespersons honorees, 
recognized from in order of lowest to 
highest, were: 

• Bronze Residential Sales 
winners: Stephanie Rawlings, 
Faith Heaton, Patricia Dostie, 
Catherine Drumheller, Michael 
Sullivan, Rhonda Canada, Cindy 
Angone, Rose Woodfin, Janice 
Melvin, Michael Mahaney, April 
Beasley, Chandler Hundley, Sonya 
Henshaw, Courtney Curtis, Beverly 

(Awards, continued from previous page...)

(continued on page 22..)
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Vaughan, Jerri Fulkerson, Gladys 
Franco, Kimberly Porter, Kimberly 
Napier, Lisa Brock, Kimberly 
Maitland, Sherry O’Dett, Sabrina 
Wells, Patsy Rogers, Jimmy Taylor, 
Donnie Bostic, Jessica Lindsay, 
Mindy Holt, Susan Harrison, Libby 
Gatewood, Jean Clary Bagley, Josh 
Chappell, Julia Michael, Rebecca 
Partin, Jeremy Cecchettini, Kristin 
Wood, Norris Hardy, Riley Ingram 
Jr., Jeff Blaha, Brett Harris, Shanna 
Cooper, Nancy Puse

• Silver Residential Sales 
winners: Joan Sasser, Keith Prince 
Jr., Deanna Denny, Diane Ogburn 
Wiley, Timothy Vincent, David 
Tucker, Bruce Richardson Sr., Silvia 
Johnson, Vickie Brumfield, Diana 
Hayes, Holly Pond, Eileen Knode, 
Bobby Perkins, Samantha Tyler, 
Patrick Barnes, Charles Chappell, 
Jay Eischen, Patty LaMarr, Sam 
Hamad, Fay Fletcher

• Gold Sales Award winners: 
Derrick Bradford, Elizabeth 
Abernathy, Mike May, Joyce Navary, 
Pam Adams, Deirdre Portwood, 
Jennifer McCray, Eric Dunkum, 
Carla Mayes

• Platinum Sales Award winners: 
Steve Overgard, Joy Harris-Cobb, 
Jeff Clark, Sharon Parker Johnson, 
Rick Tetterton, Edwina Daniel, 
Lorna Cornett, Julie Smart Koob, 
Scott Morgan

• Diamond Sales Award winners: 
Melinda Sexton, Mary Ann White, 
Ashley Oakley, David Patsel, Tina 
McCabe

Rounding out the accolades were:

• Lifetime Sales Award (awarded 
for achieving the Outstanding 
Sales Award for five years): 
Eric Dunkum, Rose Woodfin, Julia 
Michael, Kimberly Maitland, Jean 
Clary Bagley, Sam Hamad

• 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): Elizabeth Abernathy, 
Kathie Braswell, Rhonda Canada, 
Lorna Cornett, Libby Gatewood, 
Troy Gibbs, George Grundy, Ron 
Hardy, Shanna Havens, Eileen 
Knode, Larry Lewis, Carmen Martin, 
Steve Overgard, Johana Story, Mary 
Ann White

• Distinguished Property 
Management Award: Amanda 
Ivey, Joyce Underhill, Rebecca 
Partin, Shanna Havens and Rhonda 
Poirier, April Pritt, Stacy Hower, 
Heather Sullivan, Crystal Williams, 
Kimberly Smiley

SVAR President Kathie Braswell, 
Immediate Past-President Brett Harris 
and Treasurer Larry Lewis presented the 
awards, while Randall Wachman emceed 
the evening, CEO Joe Croce offered 
introductions, Lewis led the Pledge 
of Allegiance, Carmen Martin sang 
“America the Beautiful,” Braswell shared 
a President’s Message and David Patsel 
gave the invocation. 

The Awards for Excellence Committee 
was made up of Ron Hardy, Troy Gibbs, 
Eileen Knode, Elizabeth Abernathy, 
Patty LaMarr, Melinda Sexton, Kimberly 
Porter, Vickie Zevgolis and David Patsel, 
and Banquet Committee members 
were Marita Dorr, Johana Story, Kathie 
Braswell, Lorna Cornett and Betty 
Crostic. Thanks are extended to all for 
their hard work.

SVAR is grateful to these generous 
sponsors for their support in making the 
evening possible: Re/Max Signature, 
HMS Home Warranty, Napier 
REALTORS® ERA, Liberty Mutual, 
Hayes Inspections, JG Wentworth, 
Embrace Mortgage, Edward Jones, 
Bank of Southside Virginia, Colonial 
Heating and Plumbing, Virginia 
Properties and Management Services 
LLC/Marita Dorr, Ingram & Associates, 
1st Choice Realty, Old Dominion Title & 
Escrow, Presidential Mortgage, Virginia 
Commonwealth Bank, CVR MLS, 
Appomattox Title, Harris & Associates, 
and Vickie and Larry Team.

Following a delicious prime rib dinner, 
attendees enjoyed networking and 
dancing to contemporary and oldie hits 
provided by deejay Tony Wesson.

Congratulations to all honorees on their 
accomplishments! ~

(Awards, continued from page 21...)
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Learning how to ride a bike can  
be hard. But getting a mortgage  
is uncommonly easy!. 
• Flexible mortgage solutions 
• Competitive rates 
• Local decisions

vcb.bank | (844) 404-9668

the uncommon bank

the uncommon bank

the uncommon bank

Contact your local  
mortgage experts at 
1-804-774-7943 or visit  
vcb.bank/mortgage
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Closing the door on closing costs

In Virginia, military veterans and rural 
dwellers represent two distinct home-
buying groups. Consider the following two 
scenarios:
  
• Returning stateside after his third 

tour of duty overseas, Jeff was eager 
to jumpstart his civilian life. Job one: 
finding a home his family would love 
and his budget could afford. Not the 
easiest task in the world, as he soon 
discovered …    

• After growing up in rural Southwest 
Virginia, George and Susan met in 
college, married and moved to the 
city. But after 35 years as urbanites, 
they decided it was time to return to 
their roots. Back to the country and 
farmhouse living …    

For years, the Virginia Housing 
Development Authority has offered 
mortgage products specifically designed 
for people like Jeff, George and Susan. 
VHDA’s Veterans Affairs (VA) and Rural 
Housing Services (RHS) loan programs 
allow borrowers to finance up to 100 
percent of their home’s sales price or its 
appraised value, depending on which loan 
they’re getting. 

Even with 100 percent financing, however, 
neither of these products could help 
buyers pay their closing costs. Now, 
there’s a program that can. 

VHDA’s Closing Cost Assistance Grant 
program went into effect in November 
2018. This income-restricted grant is only 
available to first-time buyers, and it must 
be paired with either a VA or an RHS first 
mortgage from VHDA. It provides funds 

of up to 2 percent of a home’s sales price 
or appraised value, whichever is less. The 
money can only be used to cover closing 
costs, including discount points, prepaid 
items, and the funding fee (for VA loans) 
or the upfront guarantee fee (RHS loans). 

Best of all, it never has to be repaid.

The new Closing Cost Assistance Grant 
program will undoubtedly change 
Virginia’s real estate landscape. For 
veterans and rural residents buying a 
first home, it lowers their out-of-pocket 

expenses and eliminates the need to 
fold their closing costs into long-term 
financing that carries interest charges. 
In many cases, a Closing Cost Assistance 
Grant could mean the difference between 
their offer being accepted or declined.  

As for the bigger picture, this program 
is expected to create a wider and deeper 
pool of new homebuyers – and to position 
at least some of them to make offers on 
properties that would otherwise have been 
out of reach. That’s good news for buyers, 
for sellers — and for REALTORS®. ~

by Mark Foust, Contributing Writer, Virginia Housing Development Authority

VHDA’s Closing Cost 
Assistance Grant at a 

glance

• For first-time homebuyers 
only (at least three years 
removed from owning 
and occupying a primary 
residence). 

• Must be paired with a 
Veterans Affairs (VA) or 
Rural Housing Services 
(RHS) first mortgage from 
VHDA. (Home refinances do 
not qualify.)

• Funds are limited to the 
lesser of 2 percent of the 
home’s sales price or the 
appraised value.

• Grant funds must be applied 
to closing costs, discount 
points, prepaid items, and 
the funding fee (VA loans) or 
upfront guarantee fee (RHS 
loans).

• Grants do not have to be 
repaid.

Other terms and conditions 
apply, including income 

restrictions. 

REALTORS® may contact 
any VHDA-approved lender 
for details on this or other 
VHDA products for first-
time homebuyers, such as 
down payment grants and 
free homebuyer education. 

VHDA maintains a database 
of approved lenders and 

their contact information on 
their website at vhda.com/

FindALender. 

VHDA’s Closing 
Cost Assistance 
Grant program 
went into effect in 
November 2018. 

vhda.com/FindALender
vhda.com/FindALender
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CEO’s Message

2018, what a year! It was packed with 
change and progress. I have been your 
CEO for soon to be seven years. I have 
been watching a great deal of activity 
below the surface, and in 2018 it all 
began to bubble up to and through the 
surface. 

Some of the changes were unexpected, 
and some were welcomed with 
enthusiasm.

Each year the SVAR Board of Directors 
goes through a change in leadership 
through an annual election, and each 
new leader has a plan of action to 
complete that is of interest to his or 
her. Each year’s is different with one 
exception. Each new plan of action 
brings improvement to the Association 
as well as continuity in an atmosphere of 
friendship and partnership. 

It is always amazing to me to witness 
how members who participate on a 
committee or the Board develop strong 
relationships with their fellow members 
that would not have happened were it 
not for their working together.

One of the most impressive 
advancements in SVAR in 2018 was in 
the area of education. In 2017, SVAR 
created its own DPOR-approved school. 

The school began with a commitment 
that no class would be cancelled due to 
low participation. A landmark decision 
was made to offer GRI instruction here 
at the SVAR office. The program has 
been a very successful venture. 

SVAR is recognized as one of the best 

GRI schools statewide. We use the same 
instructors as the other schools, so what 
could be different? It is the members. 
We are recognized as extremely 
friendly and courteous, and we provide 
good food. It is the little things that 
are done that draw students from as 
far away as Virginia Beach, Roanoke 
and Harrisonburg and everywhere in 
between. 

In 2019, we will witness our first 
graduates from the GRI program.

If you have not been to the office lately, 

you are missing the changes to the 
building. In 2018, the lobby area and 
small conference room were remodeled. 
It is amazing what a little paint, flooring 
and reorganization does for appearance.
 
Next on the list to be completed is the 
classroom and restrooms. In 2020, 
the remainder of the office will be 
completed.

What else happened in 2018? 

SVAR completed flipping one home 
with a successful outcome in March. 
Another important change in 2018 was 
the completion of several technology 
projects. SVAR is now able to receive 
and offer remote education online. The 
latest technology has been installed and 
has been used on several occasions. 

Also, led by Kathie Braswell and her 
committee was the rebirth of the 
Champagne Fashion Show. As in the 
past the event was a success and will be 
presented again in 2019. The Picnic will 
be held with a carnival theme, and the 
Charity Golf Classic will be held again at 
the Petersburg Country Club. 

I wish you all a great 2019 and hope 
to see you at the SVAR activities and 
classes. ~

In 2019, we will 
witness our first 
graduates from the 
GRI program.

by Joe Croce, RCE
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REGISTRATION
 
Register #______ people at $_______ each = TOTAL $__________

Names for all ticket holders: ____________________________________________________________________________

Company : __________________________________ Contact: ________________________________________________

Phone: _____________________________ Email: ________________________________________________________

METHOD OF PAYMENT
☐  Check enclosed (payable to SVAR)   OR   Charge my:  ☐ Visa   ☐ Mastercard   ☐ Discover   ☐ AmEx

In the amount of: $___________  Name on Card: _____________________________

Signature: _________________________________________   
(The following information will be shredded.)   

Card#: __________________________________   Exp. Date: ______________

SOUTHSIDE VIRGINIA ASSOCIATION OF REALTORS®

114 Maple Grove Avenue, Colonial Heights, VA 23834
Phone:(804) 520-4496 ~  Fax:(804) 520-4625 ~  www.SVARealtors.com

Copyright © 2019 
All Rights Reserved.

CONTACT
Danielle Marchant-Via 
dmarchant@SVARealtors.com

ANNUAL MEMBERS’ PICNIC

HOME BUILDERS PAVILION 
10300 Corporate Road, Petersburg VA 23805

$20 before June 4 | $30 after or at the door

The SVAR annual members’ picnic is coming up, and the theme for this year is Carnival. Join your 
fellow SVAR members for a fantastic evening of food, music, a 50/50 raffle, camaraderie and fun. 

AFFILIATES AND OFFICES : Please sign up to decorate a table using the Carnival theme. We ask that 
you have a carnival game set up for attendees to play.

CORN HOLE COMPETITION : Get ready for the sixth annual Corn Hole Competition! Proceeds will 
benefit HopeTree Family Services, Foster Care. Individual donations accepted. 

The cost for entry is $10 per team of two.

SVAR COME O
NE, 

COME A
LL 

TO TH
E

Carnival
JUN

E 11
, 20

19

5– - 
8PM
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Stay tuned for the next 
SVAR open house event

Jennifer McCray
Chair, Community Affairs 
Committee

The mission of SVAR’s Community 
Affairs Committee is to help our 
association demonstrate engagement 
in at least four meaningful consumer 
engagement activities annually. 

These activities shall show the public 
that the Southside Association of 
REALTORS® is the “Voice for Real 
Estate” in our marketplace and that 
we are involved and invested in our 
community.

In 2018, our committee organized an 
association wide open-house event, 
and it was a great success. We had 28 
homes on the tour, and some agents 
reported having over 20 visitors. We 
plan to provide this opportunity to the 
membership again this year. 

The open house event is just one way 
we can show the community that 
REALTORS® are the voice for real estate. 
The success of this event will depend on 
the participation from our membership. 
Stay tuned for more details, and be sure 
to take advantage of this opportunity 
when it comes available.
 
This event is a great way to show your 
seller that you are working hard for 
them, and it is also a great opportunity 
to connect with the public and to meet 
potential buyers. The best part is that 
SVAR takes care of the promotions and 
the advertising for the event.

If you have any suggestions about how 
our committee can help improve your 
SVAR membership experience, please let 
me know.  ~

RPAC: Tangible vs. 
intangible from a 
real estate vendor’s 
perspective

John Krug
Chair, RPAC Fundraiser 
Committee

I have chosen to donate to RPAC over 
the last four years. This month I am 
celebrating my fifth year in real estate 
in the Richmond, Virginia, market as a 
vendor with American Home Shield
 
Here’s why I donate.

It provides “peace of mind” for the real 
estate industry. It monitors and helps 
guide regulations and policies that would 
affect home buyer’s property rights. It is 
that simple.

Let’s talk tangible vs. intangible. What is 
that about? Let’s use a comparison.

When a REALTOR® discusses or 
presents a home warranty during a 
listing or negotiating during the home-
buying process, a home warranty 
is indeed a service or an intangible 
concept. 

When the hot water heater bursts, the 
service that was intangible becomes 
tangible. Tangible at this point means 
real, material, visible and substantial for 
the property owner.

For a REALTOR® on either side of 
a transaction selling or buying, the 
transaction is absolutely a tangible 
item. The seller’s disclosure and home 
inspection requirements must be 
mutually agreed to by both sides. If one 
side does not sign off or agree with the 
requirements, it may topple the real 
estate transaction. 

This is one of my final points. The 
real estate transaction is successfully 
concluded and the process is complete. 
After years of being in the house, the 
home is still a physical/tangible location. 
However, memories of life begin to 
happen. 

For instance, bringing a newborn baby 
home from the hospital. At this point the 
home transcends from the physical and 
becomes a memory. One of my favorite 
quotes is, “A house is made of bricks and 
beams. A home is made of hopes and 
dreams.”

RPAC is the tool to which our beliefs are 
forged. 

Concluding, RPAC is a service that needs 
to be well funded. A well-funded RPAC 
will have the necessary resources to meet 
the growing/changing expectations for 
our industry.

For everyone’s “peace of mind,” please 
contribute to RPAC. To increase 
awareness, choose to be proactive and 
ask fellow agents and Affiliate vendors if 
they have given to RPAC yet in 2019.

I look forward to being the RPAC 
chair for SVAR in 2019 and would like 
the following for being on the RPAC 
Committee: 

• Eric Dunkum, Harris & Associates
• Marita Dorr, Napier ERA 
• Nancy Steinke, Long & Foster ~

Submit your briefs for 
this space
Reach your fellow SVAR members and 
many more folks, besdies! Submit your 
news and announcements to Victoria 
Hecht at VHecht@SVARealtors.com. 

SVAR IN BRIEF: BIG NEWS, SMALL BITES.

mailto:VHecht@SVARealtors.com
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When I graduated high school, I chose 
not to go to college but rather to embark 
on a career in banking. I felt it was a 
respectful field with opportunities to 
learn many things. 

So, in 1984 I went to work for First 
Colonial Savings and Loan at the main 
office in Hopewell. I started as a teller. 
The president of the bank was James 
Stewart, and over the next nine years, 
Mr. Stewart gave me many opportunities 
to learn and grow. 

I took classes through the Institute of 
Financial Education and worked my 
way up from teller to consumer loan 
processor to loan officer and, finally, to 
assistant branch manager of the main 
office. 

I then realized I wanted to keep learning 
but had gone as far as I could with the 
bank. So, I went to work with Virginia 
First Savings Bank in Petersburg as a 
mortgage loan closer. This was a whole 
new aspect of the banking world to me, 
and I LOVED it! 

A few years into this job, the bank 
decided to move the mortgage closing 
operations north to Woodbridge, so I 
went to work with SunTrust Mortgage 
(initially Crestar Mortgage) in Colonial 

Heights. I still loved being a mortgage 
loan closer!

After eight years with SunTrust and 
many changes in operations, I was 
contacted by a real estate attorney office, 
Ferris & Ferris in Chesterfield, asking 
if I would come to work for them. After 
turning them down twice, I finally went. 

This would give me an opportunity to 
learn the other aspect of real estate 
closings. 

I was trained to cover every person’s job 
in the office, which gave me a fountain of 
knowledge. 

After working in the real estate attorney 
world for eight years, and just prior to 

my 50th birthday, I decided to take a 
leap of faith and become a full time real 
estate agent. Wow! Another new chapter 
in my working career.

I knew my background would help me, 
but I had no idea how much. I honestly 
can’t imagine being a REALTOR® 
without the knowledge I had gained over 
the last 22 years.

Here’s the thing I’ve learned, though. 
Being a real estate agent is not a job. It’s 
not even a career in my mind. I sincerely 
believe it is a lifestyle. 

Think about it. When you are a full-time 
agent, you are one every minute of every 
day: days, nights, weekends, holidays, 
etc. And you are not the only one living 
with this. Your spouse, children, family 
and friends live with it also. And, believe 
me, you will need their support and 
understanding more than you know. 

This “lifestyle” you have chosen impacts 
their lives every day. 

So, before one makes a final decision 
about becoming a full-time real estate 
agent, think about these things. Will 
this lifestyle be right for you and your 
family? ~

Job, career or lifestyle?

by Lorna Cornett, Chair, REALTOR® Professional Network

Being a real estate 
agent is not a job. 
It’s not even a 
career in my mind. 
I sincerely believe it 
is a lifestyle. 
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       GRI 503: Business Planning   
January 14 | $99 

9:00 a.m. - 4:30 p.m. | LeRoy Houser

GRI 506: Risk Management 
March 11 | $99 

9:00 a.m. - 4:30 p.m. | Donna Austin

GRI 501: Agency in Virginia 
September 16 | $99 

9:00 a.m. - 4:30 p.m. | Donna Austin

GRI 502: Sales Contracts 
November 6 | $99 

9:00 a.m. - 4:30 p.m. | Donna Austin

GRI 508: Real Estate Law & Virginia Regulations 
February 21 | $99 

8:30 a.m. - 5:00 p.m. | Jeff Wu

GRI 507: Ethics and Professional Responsibility 
April 15 | $99 

9:00 a.m. - 4:30 p.m. | Donna Austin

GRI 504: Working with Buyers 
October 9 | $99 

9:00 a.m. - 4:30 p.m. | LeRoy Houser

GRI 505: Working with Sellers 
December 11 | $99 

9:00 a.m. - 4:30 p.m. | LeRoy Houser

☐ 

☐ 

☐ 

☐ 

☐ 

☐ 

GRI 508: Real Estate Law & Virginia Regulations 

GRI 507: Ethics and Professional Responsibility 

Learn and Earn with a GRI Designation  
The Virginia REALTOR® Institute Program is offering 10 courses that REALTOR® members may take in order to  
earn the coveted Graduate, REALTOR® Institute (GRI) designation. Eight classroom sessions are hosted by local 
Associations across the state, and two additional classes are only available online. Online courses are available  
at http://www.keynoteseries.com/courses/VirginiaREALTORS for immediate enrollment. SVAR will be offering all 
eight courses in 2019. The courses and schedules are shown below. Lunch is provided for all courses. 

REALTORS® working towards the GRI designation have the additional benefit of obtaining continuing education  
and/or post license credit through their coursework. The entire course curriculum contains 30 hours of post  
license (PL) credits. That adds up to a great value... first-year REALTORS® can complete their PL requirements  
and earn a designation at the same time.

2019 GRI Course Schedule

SOUTHSIDE VIRGINIA ASSOCIATION OF REALTORS®

114 Maple Grove Avenue, Colonial Heights, VA 23834
Phone: (804) 520-4496 ~  Fax: (804) 520-4625 ~  www.SVARealtors.com

Copyright © 2019 
All Rights Reserved.

Name:______________________________________________ License#:_______________________________

Company:____________________________________ Contact:________________________________________

Phone:_____________________________ Email:____________________________________________

METHOD OF PAYMENT

☐  Check enclosed (payable to SVAR)   OR   Charge my:  ☐ Visa  ☐ Mastercard  ☐ Discover   ☐ AMEX               

In the amount of: $____________________  Name on Card: __________________________________________________

Signature: __________________________________________________    (The following information will be shredded.)   

Card#: _________________________________________   CSV:  _________________   Exp. Date: ___________________

Fill out the form below and return it to SVAR in person, by fax at (804) 520-4625  
or by emailing to dmarchant@svarealtors.com.

PLEASE NOTE >  Cancellation must be done 48 hours before the class date to receive a refund. 

☐ 

☐ 

☐ 

☐ 

Please check the box of the class(es) you would like to attend.
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AFFILIATE SPOTLIGHT:
Village Bank Mortgage

NAME: Village Bank Mortgage, Betty Sue Angle, senior loan officer, NMLS #324585

COMPANY DETAILS: 4221 E. Hundred Road, Chester
www.villagebankmortgage.com/loan-officer/betty-sue-angle and www.facebook.
com/bettysueanglevbmc/; 804-731-1902

YEAR COMPANY ESTABLISHED: 1999

COMPANY SPECIALTIES: VHDA, VA, FHA, and Conventional Loans.

SVAR AFFILIATE MEMBER SINCE: 2011 (Prior to rejoining, member since 1995)

WHY I JOINED SVAR: I want to reach out to my community and be of service to 
our REALTORS®.

WHY I GOT INTO THIS BUSINESS: I started in the mortgage lending business in 1994 because I had a finance background and 
thought it would be both a challenge and a rewarding career, which it has proven to be.

WHY I LOVE DOING WHAT I DO: I love people, and there is no better way to show you care than to help someone finance their 
home, especially when they did not think it was possible. 

MY HOBBIES: Spending time with grandbabies, cooking, reading, music and sewing.

MY FAVORITE SATISFIED-CUSTOMER STORY: The one that comes to mind first was a single mother of two teenage 
daughters. It got back to the seller that this house was going to be the daughters’ Christmas present that year. The seller, with 
help of my processer’s church, surprised the family with wrapped Christmas gifts waiting for them when they arrived at their 
new home. It was just all around a very happy story! 

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: The client should get pre-Approved before you start looking so that you are in 
the driver’s seat when you are looking for your home.

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: We are “salespeople,” too. We don’t get paid 
until our deal closes, and we work very hard to make that happen. 

www.villagebankmortgage.com/loan
www.facebook.com/bettysueanglevbmc
www.facebook.com/bettysueanglevbmc
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The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.

AFFILIATE SPOTLIGHT:
US Inspect

NAME: US Inspect, Jim Wright, license#3 380001141NRS

COMPANY DETAILS: 804-920-6678; 888-874-6773 (888.USINSPECT) or 1-804-
823-8683; www.usinspect.com

YEAR COMPANY ESTABLISHED: 1986. Our reputation is built on decades 
of honesty, integrity and excellent service to our customers at one of the most 
important decisions in their lives – buying or selling a home. We are committed to 
ensuring that each of our customers enjoys an exceptional inspection experience.

COMPANY SPECIALTIES: Home inspections. US Inspect delivers many other types of residential inspections, including 
termite, radon gas, swimming pool, lawn sprinkler, well, septic and specialty inspections. We also deliver phase inspections for 
new home construction, including foundation inspection, pre-drywall inspection and walk-through inspection.

SVAR AFFILIATE MEMBER SINCE: 2016

WHY I JOINED SVAR: To help get our name out in Richmond and all Tri-Cities area and further south. 

WHY I GOT INTO THIS BUSINESS: My wife was a REALTOR® at the time and thought I would make a great inspector.

WHY I LOVE DOING WHAT I DO: I love meeting the clients and agents and helping people in the home-buying or -selling 
process.

MY HOBBIES: Fishing

MY FAVORITE SATISFIED-CUSTOMER STORY: Had a client that I strongly recommended a video drain line inspection 
after seeing they had rusted and corroded cast iron in the crawlspace going out to the street. They got it done, and it revealed a 
terrible lot of damage. It was about $8,000 to fix it, and they were able to get the seller to pay for it.

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: I like to let them know I’m there to help and tell them what they’re about to 
buy and to find any major problems. Along the way I will always find some very small minor issues so that when it comes down 
to negotiating with sellers, you can pick and choose your battles wisely.

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: A home inspection helps you to learn about 
the home you’re buying, gives you confidence to address potential concerns, and delivers peace of mind about your new 
investment. US Inspect has delivered over 3 million home inspections since 1987.

888.USINSPECT
www.usinspect.com
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The Southside Virginia Association of 
REALTORS® (SVAR) was recognized by 
Virginia REALTORS®, the statewide 
REALTORS® association, on Feb. 6 for 
achieving excellence in support of the 
REALTORS® Political Action Committee 
(RPAC). 

The accolade was presented during the 
RPAC Awards Luncheon, which is part 
of the Virginia REALTORS® Economic 
and Advocacy Summit, formerly known 
as REALTOR® Day on the Hill. 

The Summit was held at the Richmond 
Omni and drew hundreds of REALTOR® 
association members from across the 
Commonwealth. 

Accepting the RPAC Triple Crown 
for 2018 were 2018 President (and 
current immediate past-president) Brett 
Harris, 2018 Immediate Past President 
Steve Overgard, 2018 Treasurer (and 

current president-elect) Larry Lewis, 
and 2019 Board of Directors members 
Joyce Navary and Norris Hardy. The 
Triple Crown is the most esteemed 
RPAC accolade and is awarded to 
local associations who meet or exceed 
all three RPAC fundraising goals: 
participation, fundraising, and major 
investors (those who contribute at least 
$1,000 annually).

Summit attendees, who traveled from 
throughout Southside to Richmond, 
kicked off their advocacy-packed day 
with a prayer breakfast featuring Navy 
SEALs chaplain Capt. Cory Cathcart. 
An exploration of “Virginia Politics: 
Yesterday, Today and Tomorrow” 
followed with political analyst Dr. 
Bob Holsworth, as did a data deep 
dive on Millennial home-buying 
habits presented by Jessica Lautz, the 
National Association of REALTORS®’ 
vice president of demographics and 

behavioral insights. 

A Summit Panel, moderated by Virginia 
REALTORS® Immediate Past President 
Jay Mitchell, featured Q&A with 
Virginia REALTORS® members who 
have previously served in the General 
Assembly.

After lunch state legislators visited 
the Omni for one-on-one Town Hall 
sessions, by region, with Virginia’s 
REALTORS® in attendance. During 
this time attendees shared issues and 
concerns of importance to property 
owners and the real estate industry, 
and the legislators gave updates from 
the 2018 General Assembly session. A 
reception rounded out the evening.

Thank you for making your advocacy 
voices heard, SVAR! ~

SVAR scores RPAC Triple Crown, represents 
at Summit

by Victoria Hecht, Communications and PR Specialist
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SVAR UPCOMING EVENTS
For a complete and up-to-date listing of all upcoming events, classes, and meetings, please go to SVARealtors.com/calendar.html

March 18
It’s Always about Highest and 
Best Use Class
9 a.m. – 5 p.m.

March 20
RPN Breakfast at Golden 
Corral
8 – 9 a.m.

Golf Committee Meeting
11 a.m. - 12 p.m.

March 26
Community Affairs Committee 
Meeting
10 – 11:30 a.m. 

March 27
Picnic Committee Meeting
10 – 11 a.m.

Credit Repair Class
11 a.m. – 12 p.m.

April 3
Night Court Class
2 – 5 p.m.

April 4
Education Committee Meeting
10 – 11 a.m. 

April 15
GRI 507 - Ethics and 
Professional Responsibility 
Class
9 a.m.– 4:30 p.m.

April 17
NMO/Ethics
9 a.m. – 1 p.m.

April 18
Road Rules Class
10 a.m. – 12:30 p.m.

April 24
Contract to Close Class
11 a.m. – 12:30 p.m.

May 1
Community Affairs Committee 
Meeting
10 – 11:30 a.m.

May 2
Education Committee Meeting
10 – 11 a.m. 

May 6
Ready for Renovation Class
10 a.m. – Noon

May 8
Community Affairs Committee 
Meeting
10 – 11:30 a.m. 

May 15
RPN Breakfast at Golden 
Corral
8 – 9 a.m.

May 15
Sticks to Bricks Class
11 a.m. – 2 p.m.

May 27
Office closed for Memorial Day

June 11
Annual Members’ Picnic

Join SVAR for its fourth annual Charity Golf Tournament! There will be mulligans and raffle tickets for sale, 
and a portion of the proceeds will benefit the Maddie Mann Foundation for Accessible Play and its project of 
building a barrier-free playground in White Bank Park in Colonial Heights. 

Maddie Mann Foundation for Accessible Play is a 501(c)(3) whose mission is to help create a barrier-free 
community for our wounded military, elderly, and disabled populations that will allow them the opportunity for 
play with their families.

Lunch and dinner are included. There will be contests, awards and prizes!

Save the Date: October 7, 2019Annual Golf
Tournament

SVARealtors.com/calendar.html
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SVAR MEMBERSHIP AT A GLANCE
Data current as of February 15, 2019

Member Count
Members 408
Secondary 20

Emeritus 19 
Affiliates 41

New REALTOR® Members
Spencer Cotman   Hylton and Company
Wayne Vanderpool   Long & Foster
Stephanie Patton   Open Door Realty Inc.
Alex Hartman   Tyler Realty Group
Ekundayo Faux    Weichert REALTORS® Brockwell and  
   Portwood

Affiliate Members
Affiliate Members
2-10 Homebuyers Warranty
All-N-1 Services
American Home Shield
America’s Preferred Home Warranty*
Appomattox Title Company
Atkinson Insurance Agency
Barwick & Associates
Baylands Family Credit Union
C&F Mortgage
Central Virginia Multiple Listing Service
Colonial Farm Credit
Day Title
Edward Jones
Embrace Home Loans
First American Homebuyers
Gregory & Associates
Guild Mortgage
Hayes Inspection Services
HMS Home Warranty
Home Builders Association
Home Team Inspection Service
J.G Wentworth
Liberty Mutual Insurance*
Ligon Jones Insurance
loanDepot
National Property Inspections*
Old Dominion Title & Escrow
Presidential Mortgage
Prosperity Home Mortgage
State Farm Insurance
Suntrust Mortgage
The Bank of Southside Virginia
The Septic Doctor
Tidewater Mortgage Services
Touchstone Bank
TowneBank Mortgage
US Inspect
VA Commonwealth Bank
Village Bank Mortgage
Virginia Housing Development Authority
Wells Fargo

*Denotes New Affiliate members

iamone.com

Southside Virginia Association of REALTORS®

IAM1
TM

Save the Date: May 13 - 18, 2019

REALTORS® Legislative 
Meetings & Trade Expo

Take an active role to advance the real estate industry, 
public policy and the association at the REALTORS® 

Legislative Meetings & Trade Expo in Washington, DC.



Southside Virginia Association of REALTORS®

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