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by Steve Overgard, 2017 President, SVAR

President’s Page

The holiday season is upon us. 
Thanksgiving has passed, and Christmas 
decorations are filling homes. Stores 
are full of shoppers, and soon we will 
prepare for New Year’s Eve. Every year 
at this time it is a good time to reflect, 
take stock, give thanks where thanks are 
due and try to get ready for January 1. 

We’ve had a good year this year, sales-
wise. Demand has been up. With only a 
few exceptions, the number of listings, 
pendings and solds are above 2016 levels 
in all municipalities. On top of that, 
there has been an appreciation factor in 
most areas of around 5 percent. That’s a 
steady and modest price gain that should 
be sustainable without the worry of 
runaway inflation followed by a bubble 
burst. 

Your association has also experienced 
a good year. With stable management 
from Organization Management 
Group (OMG) and a dedicated Board 
of Directors focused on reasonable 
and logical written objectives, your 

association has improved in many areas, 
including communication, education, 
events, community outreach, finances, 
legislative issues, planning ahead and 
even FUN. (Yes, fun is written into the 

plan.) We have also seen participation 
grow and witnessed the start of V-Corp. 

We give thanks to all of the committee 
chairs and committee volunteers. We 
need to give thanks to OMG for its 
steady hand in taking care of the day to 
day. More thanks to the focused board 
who have held the course steady.
Looking ahead, you can expect to 
see some more steady progress and 

improvement in all areas. Brett Harris 
is stepping into the president’s shoes for 
2018 and is already working on laying 
out another banner year. 

One of the things we started this year 
was to take a survey after every major 
event. With the survey results, we can 
see what was done well, and what we can 
improve upon. 

Most of all, thanks are due to all of our 
individual members who have worked 
hard to deliver top-rate real estate 
services to their customers and clients. 
You, our members, have stepped up 
and volunteered, given to our charity 
partners, participated in association 
events and had a say in local politics. 

You guys bring it! It has been my honor 
to be on the servant-leadership team 
here at SVAR for the last few years, so 
thank you, thank you, thank you for  
that. ~

Thanks are due to 
all of our individual 
members. You guys 
bring it!

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 tonight. That way, while you’re scrolling through 

your feed, you’ll be in the loop with industry news and calls 

to action, upcoming events, education opportunities, and the 

camaraderie of your fellow SVAR members!

YOU’RE ON FACEBOOK? SO ARE WE!

Facebook.com/SVARealtors

Facebook.com/SVARealtors
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Ethically speaking: Act quickly to 
project a “true picture”

REALTORS®, beware! This ethics case 
deals with Article 12 and comes from the 
National Association of REALTORS® 
Code of Ethics and Arbitration Manual—
Case Intrerpretations. Have you 
“accidentally” violated Article 12 during 
your career? 

A reminder to us all of how easy and 
unintentional it can be to violate 
an article of “The Code”—i.e. your 
professional “to-do list”—is contained 
in this actual case regarding “Truth 
In Advertising” alleging a violation of 
Article 12:

“REALTORS® shall be honest 
and truthful in their real estate 
communications and shall present 
a true picture in their advertising, 
marketing, and other representations. 
REALTORS® shall ensure that their 
status as real estate professionals is 
readily apparent in their advertising, 
marketing, and other representations, 
and that the recipients of all real estate 
communications are, or have been, 
notified that those communications 
are from a real estate professional. 
(Amended 1/08)”

Case #12-5: True Picture in Use 
of “Sold” Sign (Revised Case #19-7 
May 1988. Transferred to Article 12 
November 1994.)

REALTOR® A, the listing broker, was 
charged by REALTOR® B with giving a 
false picture in his advertising by putting 
up a “sold” sign on property that had not 
been sold. REALTOR® A was notified 
of the complaint and of the date of a 
hearing on it scheduled before a Hearing 
Panel of his Board’s Professional 
Standards Committee.

Undisputed testimony offered during 
the hearing revealed that REALTOR® A 
was an exclusive agent, offering Client 

C’s home for sale. An offer to buy was 
obtained from Prospect D, and a counter 
proposal by Client C was accepted. An 
earnest money deposit was made, and 
a date for settlement was agreed upon. 
At that point, REALTOR® A put up his 
“sold” sign. 

Several days later, Prospect D received 
an unexpected notice from his employer 
that he was to be transferred to another 
city. Prospect D immediately contacted 
REALTOR® A and Client C about his 
predicament. In an amicable discussion 
it was agreed that everyone had acted in 
good faith; that the property was readily 
marketable; that the earnest money 
deposit would be refunded; and that 
REALTOR® A would put the property on 
the market again. 

A week later, when REALTOR® B 
was showing a number of houses to a 
prospective buyer, they drove by Client 
C’s property, and the prospect casually 
said that she didn’t understand the 
“sold” sign since she had been taken 
to see the house that morning by 
REALTOR® A.

REALTOR® B contended that a “sold” 
sign is a measure of a REALTOR®’s 
advertising and that it cannot give a true
picture if it is put up prior to settlement 
and actual transfer of ownership.

The hearing panel’s decision agreed with 
REALTOR® B’s contention that the use 
of a “sold” sign constitutes advertising 
by a REALTOR® but did not agree 
that a “sold” sign could be put up only 
after the actual settlement and transfer 
of ownership. The decision indicated 
that after the client’s acceptance of a 
bona fide offer, REALTOR® A could 
consider that he had brought about a 
sale and would not be in violation of the 
requirement to give a “true picture” by 
putting up a “sold” sign. 

However, once it was clear that the 
sale had fallen through, the “sold” sign 
should have been immediately removed 
since allowing the sign to remain 
in place no longer provided a “true 
picture.”

REALTOR® A was found by the panel to 
have violated Article 12. 

Are you surprised by the decision? This 
is a strong and true reminder to not 
delay—to act quickly in projecting a 
“true picture” in all formats to everyone 
encountering your listing.  ~

True Picture in 
Use of “Sold” 
Sign: Have you 
“accidentally” 
violated Article 12 
during your career? 

by Carmen Martin, Co-Chair, Professional Standards & Arbitration Committee
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Editor’s note: Below is a further look at a portion 

of Chapter 3, “Playing the Housing Market: 

Buying vs. Renting a 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. 

Watching the housing market: For 
the past year, the housing market has 
been favoring buyers. Soaring market 
values were short-lived as many people 
decided they just could not afford to live 
in certain areas because of the cost of 
housing. This has caused many sellers to 
lower their prices. While this sounds like 
good news for you, the housing market 
can be very fickle. Depending on where 
you want to live, you may end up having 
to pay a small fortune for the home of 
your dreams.

This is why watching the market, 
surveying neighborhoods, and finding a 
good agent will help you in your search. 
While you should not become a slave to 
the housing market, you should keep the 
following in mind before buying your 
first home:

• The past market value of the home 
you are interested in buying;

• How much house your budget can 
get you in different neighborhoods 
and towns; 

• Neighborhood value;
• How much the home should 

increase over time; and, 
• Price reductions that may be 

available.

Just because you buy a home for a great 
deal does not mean you will make a 
huge profit when it is time to sell it. The 
housing market will continue to change, 
and since this is your first home, you 
may want to choose something you can 
pay off quickly and make a larger profit 
in the future.

Also, remember that any improvements 
you make on the home will increase its 
overall value. Just don’t spend too much 
money on improvements. Creating a 
home improvement budget and sticking 
with it will help you make those monthly 
mortgage payments and other payments 
that will be due.

One of the biggest mistakes that first-
time homeowners can make is buying a 
home for a lot less than they budgeted 
and then making improvements that will 
end up costing more money in the end. 
If you can find a great deal on a home, 
use that extra money as a cushion in case 
you lose your job or are too ill to work. 
Owning a home is a big responsibility. 
Knowing how the market is moving and 
spending your money wisely will help 
when you are creating a budget, applying 
for a mortgage, and deciding how much 
to put down on a home.

Making the most of the housing 
market: While you should be watching 
the housing market, there are other 
areas of interest you should be watching 
also, such as: 

• National interest rates for 
mortgages;

• Building rates in your area;
• Number of foreclosures in your 

area; and, 
• Stock market and gasoline prices.

National interest rates for 
mortgages: Even though the housing 
market may be going your way, it does 
not mean that the interest rates you 
could be paying are. In the times when 
the housing market has taken a slump, 
interest rates tend to rise in order to 
retain the natural balance within the 
economy.

The interest rate you receive will depend 
on many factors, including:

• Other loans; 
• Current credit score;
• Credit history;
• Number of credit cards;
• Yearly income;
• Owed debts;
• Current interest rates
• Type of lender;
• Time of year, and,
• Adjustable and fixed rate mortgage.

If you see housing prices dropping, you 
may opt to buy a larger home than you 
would have if the prices had been higher 
a year ago. While you will be saving 
money on that end, you may be paying 
more each month because of the interest 
rate you received.

Building rates in your area: If you 
notice the housing market has also 
caused the building of new homes in 
your area to decrease, then you may 
have to enter into a bidding war in order 
to buy your first home. When new home 
construction goes down, this can mean 
one of several things:

• The area is no longer popular;
• The interest in buying a new home 

has diminished;
• People can no longer afford to 

purchase new homes; and, 
• People are opting for older homes 

that are less expensive to heat and 
keep cool during the year.

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

Watching the 
market, surveying 
neighborhoods, 
and finding a good 
agent will help you 
in your search.

by Joyce Navary, Weichert REALTORS®, Brockwell & Portwood

(continued on page 9...)
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RPAC SPOTLIGHT:
Melinda M. Sexton

Name and company: Melinda M. Sexton, 
Ingram and Associates

SVAR member since: 1984

Advocacy topics that interest me: Mortgage Interest Deduction for purchasers; increasing awareness at the local level to support 
smart growth in our communities; promote homeownership at the national, state and local levels through our associations; 
making it a priority to champion REALTOR® efforts to be able to obtain group health insurance through their associations.

REALTOR® activities and honors: Million Dollar Producer since 1985 at SVAR. Top Agent at Ingram and Associates for 30 years. 
Lifetime Achievement Award for Southside Association of REALTORS®. SVAR Salesperson of the Year SVAR. Million Dollar 
Circle Sales Club from National Association of Home Builders. Chairman for several years of the SVAR Banquet Committee. 
Member of the SVAR Grievance Committee for over 20 years. Chairman of RPAC for SVAR for 10 years. Board of Trustees for 
RPAC for SVAR. SVAR Education Committee.

Community involvement: Four years as leadership director for Smart Beginning Hopewell/ Prince George. Involvement in 
myriad local activities for Prince George. 

Why I give to RPAC: To further RPAC’s ability to support issues that affect members of national and local REALTOR® 
associations. 

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

RPAC SPOTLIGHT:
Victoria “Vickie” Zevgolis

Name and company: Victoria “Vickie” Zevgolis, 
Long and Foster Real Estate

SVAR member since: 2009

Advocacy topics that interest me: Fair Housing and protection of 
individual property rights.

REALTOR® activities and honors: 2009 SVAR Rookie of the Year. Also, served two years on SVAR Special Awards Committee. 
Emcee of the past two SVAR Awards for Excellence dinners. Multi-million dollar award winner (along with partner) since 
entering real estate in 2009. 

Community involvement: Member of St. Michael’s Episcopal Church in Colonial Heights. Formerly served as president of the 
Prince George-Hopewell Chamber of Commerce, chaired the Hopewell Republican Party, and was a Rotarian as well as a vestry 
member of my church. 

Why I give to RPAC: I consider  it an “insurance policy” for our business.
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A productive and fun year for property 
management

SVAR’s Property Management 
Committee has had a very successful 
year. 

We were instrumental in getting a 
Virginia REALTORS® (VR) Certification 
in the works for property managers as 
well as a property management policy 
manual, which will be available January 
1. This took many volunteer hours 
from property managers across the 
state, including VR attorneys, for legal 
direction and compliance, to compiling 
this information for you. 

Many thanks go out to our own Shanna 
Wiseman, member of the Virginia 
REALTORS® Board of Directors, for 
her help and assistance in getting 
these items passed by the VR Board of 
Directors. 

We have also had most of our property 
management forms updated and a new 
one generated because of our property 
managers’ needs. The VR Legal Hotline 
has directed more webinars to property 
management issues, not to mention 
November’s VR Property Management 
Conference in Charlottesville was a big 
success. This conference sells out every 
year. Hooray! If you are doing rentals 
in your business, you should seriously 
consider attending this conference. 

Yes, it’s been a great year with lots of 
fun and many volunteer hours served. 
Speaking of volunteering, this is where 
you get the most out of your association 
and the real estate profession. GET 
INVOLVED. You meet the “movers 
and shakers” of our profession—the 
ones who really make the difference, 
the ones who are dedicated to making 
things work for you and making you 
want to take the lead, which will in turn 
increases your bottom line. 

Property management procedures, 
laws and policies are changing every 
day- you want to be the first to know-

and be on top of the ethics of property 
management. 

The SVAR Property Management 
Committee’s community project this 
year is to sponsor a rental family who 
has been struggling all year to pay their 
rent. The committee members have 
been asked to donate $5 or more to help 
sponsor the family for Christmas. Each 
SVAR member who has tenants has been 
ask to submit the name of a family for 
this project. 

As of press time, the family will be 
selected at our December 14 Property 
Management Committee meeting. Please 
plan to attend this meeting and submit 
your family’s name and make your 
donation so we can provide a warm coat 
and gloves to make their Christmas and 
holiday season memorable. 

Speaking of warmth, it’s time to 
winterize. It’s getting cold out there, 
so get the irrigation systems and your 
vacant homes winterized. Water should 
be turned off in vacant homes, and 

gutters should be cleaned. And, most of 
all, remember to get the heating and air 
conditioning system serviced/tuned up. 

If your homes are heated by propane, 
call now to get the tank filled. Do not 
forget to change the HVAC filters.

You also want to check for drafts around 
doors and windows and replace weather 
stripping, if necessary. Turning down 
the thermostat and the temperature 
on the hot water heater may save 6 to 
10 percent on your electric bill. Most 
companies when they install a new hot 
water heater set the temperature to 140 
degrees Fahrenheit, but 120 should be 
adequate. 

Don’t forget about fans. Put them in 
reverse mode. There are just a few things 
to remember when Old Man Winter and 
Jack Frost show up.

It has been my pleasure to chair the 
SVAR Property Management Committee 
this year. I hope everyone has lots of 
laughs, joys and blessings during this 
wonderful holiday season. ~

by Marita Dorr, ABR, GRI, SRES, Chair, Property Management Committee

Property 
management 
procedures, laws 
and policies are 
changing every 
day—be the first to 
know.
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SVAR SAYS ‘THANKS’ TO RPAC MAJOR CONTRIBUTORS

SVAR’s Legislative Affairs Committee held its annual gathering 
in October for those who have donated $99 or more to the 
REALTORS® Political Action Committee, or RPAC, of Virginia. 
The major contributors’ event, held at the Virginia State University 
Multipurpose Center, offered the opportunity for substantive 
and meaningful discussion between SVAR and state senators and 
delegates. Legislators attending were Speaker of the House Kirk Cox, 
Del. Riley Ingram, Sen. Frank Ruff and Prince George County’s Board 
of Supervisors candidates. RPAC is a voluntary nonprofit organization 
whose membership consists of REALTORS® and others interested 
in protecting the real estate industry and the American dream of 
homeownership by participating in governmental affairs at the 
local, state and federal levels. SVAR’s Legislative Affairs Committee 
is responsible for coordinating and planning RPAC fundraising 
activities and events. Lively and informative discussions in the open 
venue of the multipurpose center during the breakfast gathering 
helped SVAR make the state legislators aware of homeownership and 
property rights issues while thanking major contributors. Want to 
help out RPAC? Go to SVARealtors.com/rpac.html to get started. 
– Victoria Hecht, Communications and PR Specialist

While that housing slump may bring a 
reduction of housing prices, you should 
consider making a bid soon after finding 
the home of your dreams because 
bidding wars will only end up costing 
your more money.

Number of foreclosures in your 
area: When looking for a home, you 
should consider looking at homes that 
are under foreclosure. This can be for 
many reasons, but usually banks that 
hold the titles want to unload these 
homes quickly so that they do not lose 
more money than necessary.

Many times auctions will be held or the 
home will be advertised as a foreclosure 
in the newspaper or online. You should 
check out these homes because you may 
find exactly what you are looking for in 
a home.

Stock market and gasoline prices: 
Even if you do not play the stock market 
game or own a car, you should still pay 
attention to these areas because they are 
usually what will dictate housing prices 

and the cost to heat and cool the home.
When the stock market is doing well 
many people will spend their money 
more freely, which will give way to 
higher housing prices. But when gasoline 
prices go up so will the price to heat 
and cool a home, which may make 
homebuyers reconsider buying until the 
prices fall again.

This could be a good time to buy a home 
if you are willing to pay a little more 
each month in utility costs. The impact 
society can have on the housing market 
can be huge, and it can also have lasting 
effects. Buyer’s markets are created 
when there are more homes available 
than buyers, while seller’s market occurs 
when there are more people who want 
to purchase homes than there are homes 
for sale. These housing markets go back 
and forth due to issues mentioned above.

In the end: When you are ready to buy 
a home, you should make the decision 
based on what you can afford and how 
much money you can put down for your 
new home. Just because you find a home 

that has a huge price reduction and you 
are not comfortable financially, does not 
mean you must buy that home. 

Buy a home when you are ready. Many 
times, people will buy a home because 
it is cheaper in the long run than paying 
rent each month. The downside to home 
ownership is that you have to make your 
mortgage payments on time each month. 

Very few lenders will give you more time 
to come up with the money. If you miss 
even one payment, your home could be 
foreclosed upon. You will have no place 
to live and your credit score will suffer 
severely.

If you can afford to make the move into 
your new home now, you should not wait 
too long before making an offer. The 
housing market can change quickly and 
with competition out there, you may end 
up losing more money if you don’t make 
an offer after seeing a home that you 
like.  ~

(On the Move, continued from page 6...)

SVARealtors.com/rpac.html
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Legal Corner

Imagine being sued by the 
Commonwealth of Virginia for 
discrimination because you park in the 
parking space assigned as a limited
common element to your condominium 
unit.

Owners of four units in the Windsor 
Plaza Condominium found themselves 
in that situation in the case of 
Commonwealth of Virginia v. Windsor 
Plaza Condominium Association, Inc., 
decided by the Virginia Supreme Court 
on December 31, 2014. This lawsuit 
illustrates how complicated housing 
discrimination cases can become.

The Windsor Plaza Condominium 
consists of two condominium buildings 
located in Arlington County, each of 
which has an underground parking
garage. Upon the initial development of 
the condominium, all the spaces in the 
garages were general common elements. 
The condominium plans show four 
parking spaces in the garages marked 
“HC” for use by disabled persons.

Subsequent to the initial development, 
the developer of the Windsor Plaza 
Condominium signed an amendment to 
the initial declaration and other
condominium instruments. The 
amendment permitted the developer to 
convert the parking spaces that had been 
general common elements to limited 
common elements, which the developer
did. He thereafter deeded every parking 
space in both the underground garages, 
including the four “HC” spaces, to 
individual unit owners as limited 
common elements appurtenant to their 
units.

In July of 2007, Michael Fishel and 
his wife bought a condominium unit in 
one of the buildings in Windsor Plaza. 
Before the purchase, the Fishels received 
a resale package, which they carefully 

reviewed. The resale package contained 
a diagram of the two parking garages 
that still showed the four disabled 
parking spaces marked “HC.” 

The resale package also, however, 
contained the documents that
converted the “HC” spaces, along with 
the all of the other spaces, to limited 

common elements that had already 
been assigned to individual units. The 
Fishels also visited the unit before 
they purchased and examined the 
underground parking space. Upon 
seeing the space, they Fishels knew that 
it would not suit their needs because 
Michael had severe osteoarthritis, a 
disability which required him to use a 
wheelchair.

Nevertheless, they closed without 
inquiring about the availability of 
disabled spaces.

After closing on their unit, the Fishels 
contacted Joseph Tilton, Windsor 
Plaza’s building manager, stating that 
their van would not fit in the parking 
space assigned to their unit. Tilton told 
the Fishels to park in one of the disabled 
parking spaces, which they did until they 
found out that the spaces were assigned 
to other unit owners. Thereafter, a series 

of emails and other communications 
between the Fishels and the board 
of directors of the Windsor Plaza 
Condominium Association took place 
in August of 2007 in which the Fishels 
generally asked for a different and 
larger parking space and the Association 
explained that reassigning the parking 
spaces without the consent of the owners 
was beyond the association’s authority.

The association also sought an opinion 
of its attorney, who confirmed that the 
association could not force the individual 
parking space owners to trade with the 
Fishels. Still, the association persisted
and eventually succeeded in brokering 
a deal whereby one of the owners of 
the “HC” spaces would license it to the 
Fishels. The Fishels rejected the offer, 
however, because the agreement allowed
the owners to reclaim the disabled 
parking space if they sold their unit or 
had a tenant who needed a disabled 
space.

Dissatisfied with their inability to get 
a different space, the Fishels filed 
complaints with the U.S. Department of 
Housing and Urban Development
and the Virginia Fair Housing Board 
(FHB) on March 4, 2009. During the 
investigation of the complaint, the 
Fishels and the investigator from the
FHB encountered Tilton in the garage 
and mentioned the idea of converting a 
bicycle storage area in the garage into an
accessible parking space.

Tilton said that he thought the  
conversion would be too expensive,
but Michael Fishel testified that he 
offered to pay for the conversion.
After the investigation, the FHB 
determined that reasonable cause 
existed to charge Windsor Plaza with a 
discriminatory housing practice in
violation of the Virginia Fair Housing 

This lawsuit
illustrates how 
complicated
housing 
discrimination 
cases
can become.

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

(continued on next page...)
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Law, and turned the case over to the 
Virginia attorney general.

The attorney general filed a complaint 
against Windsor Plaza in the Circuit 
Court of Arlington County on June 
30, 2010, alleging that Windsor 
Plaza had failed to make reasonable 
accommodations in rules, practices, 
policies or services that were necessary 
to afford Fishel the equal opportunity to 
use and enjoy his unit.
 
After the case had been pending for 
almost two years, on April 5, 2012, 
the Commonwealth of Virginia 
moved to add eight individuals as 
defendants along with the Windsor 
Plaza Condominium Association. The 
individuals were the owners of the units 
to which the four “HC” spaces belonged. 
The commonwealth not only added them 
as owners of the spaces, however, it 
alleged that the individual space owners 
had violated the Virginia Fair Housing 
Law by parking in the parking spaces
that had been deeded to them in a 
manner that was inconsistent with the 
“HC” designations on the condominium 
plans.

Soon after being added to the case, one 
of the individual defendants, Lois Ann 
Rossi, filed a plea asserting of a statute 
of limitations defense on behalf of 
herself and the other individuals, which 
the Circuit Court granted.

On March 4, 2013, the case finally went 
to trial, and the court ruled against the 
Commonwealth of Virginia on its claim 
that Windsor Plaza had violated the 
Virginia Fair Housing Law by failing 
to make a reasonable accommodation 
in rules, practices, policies or services 
to allow Michael Fishel the equal 
opportunity to enjoy his dwelling. The 
commonwealth appealed that ruling as 
well as the statute of limitations ruling
in favor of Rossi to the Virginia Supreme 
Court.

The Supreme Court quickly disposed of 
the commonwealth’s appeal of Rossi’s 
victory on the statute of limitations 
grounds, but it did not base its decision 
on the actual limitations period. Instead, 

the court noted that the commonwealth 
had appealed the statute of limitations
decision with respect only to Rossi, who 
was one of eight defendants protected 
by the statute of limitations. The 
commonwealth failed to note appeals 
against the other seven defendants, 
even though it had argued that they all 
violated the Fair Housing Law by owning 
and parking in their spaces.

Because the commonwealth sought 
to overturn the statute of limitations 
protection for all eight defendants but 
only named one, the other seven did 
not have the opportunity to appear and 
defend their positions. That made the 
commonwealth’s appeal faulty, and 
the court dismissed it without further 
consideration.

The court dismissed the 
commonwealth’s second ground of 
appeal by explaining the difference 
between a request for reasonable
accommodation and a request for 
reasonable modification under the
Virginia Fair Housing Law. The 
commonwealth had charged Windsor
Plaza Condominium Association and the 
eight individual defendants with failure 
to make a reasonable accommodation in 
rules, practices, policies or services that 
were necessary to afford Michael Fishel 
the equal opportunity to use and enjoy 
his condominium unit.

As evidence of the failure to 
accommodate, the commonwealth
pointed to the refusal to convert the 
bicycle storage area in the parking
garage to a disabled space for Michael 
Fishel. The court pointed out,
however, that conversion of the storage 
space was not an adjustment of a rule, 
practice, policy or service. Those are 
intangible concepts. 

Instead, the request was for a physical 
modification of the bicycle storage area 
to convert it into a disabled parking 
space. Under the Virginia Fair Housing 
Law and the Fair Housing Act, that 
type of request is called a request 
for reasonable modification. As the 
court put it, a modification is made to 
premises, while an accommodation 

is made to rules, policies, practices 
or services. Like the failure to name 
the seven individual defendants, the 
commonwealth had failed to cite the 
proper section (reasonable modification) 
of the Virginia Fair Housing Law, so the 
court rejected its appeal on that ground 
as well.

Finally, the commonwealth argued that 
if it was stuck with its appeal based on 
a reasonable accommodation request 
rather than a reasonable modification 
request, it still should prevail because 
the Fishels had repeatedly requested 
that they be granted another parking 
space by the association. Rejecting that 
assertion, the Supreme Court held that
requesting the reassignment of limited 
common element parking spaces
belonging to private individuals was an 
unreasonable request because Windsor 
Plaza had no authority to confiscate 
property belonging to one unit owner 
and assign it to another unit owner.

Believe it or not, that was only about half 
the story. 

The Fishels also appealed on other less-
instructive grounds that
the Court rejected and rejected Windsor 
Plaza’s appeal of the Circuit Court’s 
refusal to grant it attorney’s fees. Even 
reporting only half of the decision, 
however, illustrates the complexity 
and potentially lengthy timeline 
of discrimination cases, which can 
involve the disabled, property owners 
associations and their managers and 
lawyers, the Commonwealth of Virginia 
and unit owners who thought they were 
just innocent bystanders.

The length and complexity of housing 
discrimination cases can make them very 
expensive even for the prevailing party, 
so real estate agents representing parties 
needing reasonable accommodations or
modifications or representing housing 
providers can benefit by understanding
the Supreme Court rulings in this case. ~

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...)
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Earlier this year, HUD introduced a 
long-awaited e-signing process. This 
change has sped up the contract process 
tremendously. As part of this transition, 
more information is required when 
placing bids on HUDhomestore.com. 
This will include the name, address, cell 
phone number and email addresses for 
the following parties: 

• The selling broker who will sign the 
contract

• Up to four buyers
• The buyer-select closing agent

If necessary, this required information 
can be changed once the bid is accepted 
and the agent reviews the “checklist.” 
The new e-signature sales contract will 
need accurate email addresses for all 
parties since sales contracts will be sent 
to those email addresses for electronic 
signing. Sage Asset Managers will 
initiate the generation of the e-signature 
process. The signers will then be 
contacted at their email address to 
digitally sign the contracts. The flow of 
the process will be like this:

After the asset manager accepts a 
bid

• Bidding broker/agent gets an 
email notifying them that their bid 
has been accepted with a subject 
line “Selling Broker/Agent Bid 
Acceptance Notification.”

• E-Signature checklist allows 
verification or updating of buyer, 
signing broker and closing agent 
info.

• An earnest money deposit section 
does not display until a contract is 
in place.

After asset manager starts the 
contract process

• Bidding broker/agent gets 
another email with a subject line 
“Selling Broker/Agent Final Bid 
Verification.”

• E-signature checklist allows upload 
of earnest money verification and 
verification and update of Buyer, 
Signing Broker, and Closing Agent 
info.

E-signature steps after the asset 
manager verifies the checklist

• Bidding broker/agent gets an email 
with a link to review the contract 

and clicks “finish” to move to the 
next step (or clicks the “click to 
reject the sales package” button to 
cancel the e-signature process).

• Broker responsible for signing the 
contract gets an email with a link to 
sign the contract and clicks Finish 
to go to the next step.

• Each buyer gets an email with 
a link to sign the contract and 
click Finish to go to the next step. 
Primary buyer signs at bottom of 
sales contract; additional buyers 
get to initial at the bottom of the 
following page.

• Closing agent gets an email with a 
link to sign the contract and clicks 
“finish” to go to the next step.

• Asset manager gets an email with a 
link to sign the contract and clicks 
Finish to go to the next step.

At this point the e-signature process is 
complete.

Note on entering closing agents
When you start to type in the 
closing agent’s name, a list of the 
HUDHomestore’s existing closing agents 
drops down. Try to find the one you will 
use from the drop-down list instead of 
entering a new one. If you’re not sure 
which to use, pick one you’re familiar 
with (you can always change your 
selection later). 

If you enter a new closing agent, there 
will be an extra step in the e-signature 
process that will slow things down. The 
Asset Manager or HUD staff will need 
to check whether the entered closing 
agent matches one already in the system. 
If they can’t find a match, HUD staff 
will need to enter the new one into the 
system. You will get the contract more 
quickly if you use the system to find 
a match to the closing agent you are 
entering.

Tip on finding an existing closing agent
If the closing agent is in HUDHomestore 
as “The Most Excellent Closing 
Agent Company,” entering the word 
“Excellent” won’t necessarily find them. 
Entering “The Most” would increase 
your odds of finding them if they are 
already in HUDHomestore.

Please do not hesitate to call our office 
directly for assistance, 804-526-0491. ~

HUD e-signatures have arrived

by Joy Harris-Cobb, Harris & Associates

The new 
e-signature sales 
contract will need 
accurate email 
addresses for all 
parties.

HUDhomestore.com
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The Golden Rule guides our way

In this season of reflection on 2017, I 
am reminded of how fortunate we are 
in SVAR to work with some amazing 
REALTORS® on a regular basis. As I tell 
my new agents, and when speaking to 
our new members at orientation, this is a 
very special place. 

We build very strong relationships with 
each other in our association. When 
we get together for events, we kid each 
other, we laugh and we even hug. It’s 
not like that in many professional 
associations. 

The REALTOR® Code of Ethics spells 
this out in the Preamble: “REALTORS® 
can take no safer guide than that which 
has been handed down through the 

centuries, embodied in the Golden Rule, 
‘Whatsoever ye would that others should 
do to you, do ye even so to them.’” Yes, 
the Golden Rule.

If that is too wordy, or sounds like a 
piece of fluff, then Article 15 hits you 
with plain English: “REALTORS® shall 
not knowingly or recklessly make false 
or misleading statements about other 
real estate professional, their businesses, 
or their business practices.” 

So, if you should find yourself frustrated 
by another agent, talk to your broker. 
Don’t assassinate another REALTOR®’s 
character on social media. It is not 
complying with our Code of Ethics just 
because you didn’t spell out the person’s 

name. It makes other agents curious, or 
nosey, to find out who is talking about 
who or what happened. 

No good can come from this.

Sometimes we do disagree—and since 
we are representing parties on opposite 
sides of a contract, it’s only natural. But 
remember, it’s business, not personal. 
REALTORS® are here for a common 
goal: to bring sellers and buyers to the 
closing table, and hopefully both sides 
completely satisfied for the way they 
were represented by their agents. 

May all of my fellow REALTORS® have a 
joyous holiday season! ~ 

by Nancy Steinke, SVAR Board of Directors
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National statistics show that the 
homeownership rate in the United 
States is on a decline and is the lowest it 
has been since the federal government 
started keeping track. With the demand 
for houses so high and interest rates 
so low, one would think that this trend 
would be going north, not south. 

First, let’s consider why homeownership 
is still important and then get into some 
of the core reasons why the graph is 
tracking lower. 

Although not embodied in the 
Constitution, but often thought of as the 
core component of being an American, is 
the opportunity to own your own home. 
It’s the biggest part of the “American 
Dream,” right alongside apple pie and 
baseball. Many studies and surveys have 
been done to indicate, overwhelmingly, 
Americans still desire to own their own 
homes. In fact, it’s 65 to 90 percent, 
depending on the source. 

That’s a huge majority, and if you can 
get 65 to 90 percent of Americans to 
agree on anything, well, that’s amazing 
in itself. 

Homeownership supports strong 
communities. There is a direct 
correlation between homeownership 
rates and crime. When homeownership 
rates go up, crime goes down, and the 
opposite is true, too. Areas with higher 
ownership rates tend to statistically have 
better schools. Local, state, and national 
elections have higher involvement 
in areas with higher homeowners 
percentages. Public amenities such as 
parks, libraries, trails and sports fields 
have higher maintenance and use in 
locations where there are more owners. 

Homeownership stabilizes the local 
economy and supports employment. 
For every two new homes sold, the 

equivalent of one full-time job is created. 
And for every house sold, new or resale, 
$60,000 of trickle-down economic 
activity is generated on average. 

So, let’s walk through the math as an 
example. There is a new 100-home 
subdivision. One-hundred new homes 
will create 50 full-time job equivalents. 
There are 100 new-home sales, but 
half of the buyers will need to sell their 
existing homes first. So, at $60,000 
each, that is $9 million of trickle down 
boost. That’s a big deal. 

By far, homeownership is still the best 
way to build wealth. Appreciation 
of property values and paying off 
the mortgage are obvious ways of 
adding wealth. There are tax savings 
of thousands of dollars a years as a 
homeowner. The mortgage payment will 
change a little over time to compensate 
for changes in escrow, but nothing like 
a rental payment that will go up, up and 
up. Less obvious, but very important, 
is the credit score bump. A homeowner 
who makes the mortgage payment on 
time will have a higher credit score as a 
result. It’s in the algorithm mystery that 
makes up credit scoring. 

Equally important, but harder to 
quantify, are the personal reasons for 
homeownership. Everyone wants to have 
their own space and domain. That goes 
back to Neanderthal days and is true 
with most of the animal kingdom. It’s a 

basic instinct that is hardwired. 

Animals don’t have a deed to their den 
or nest, but they defend it, maintain it 
and keep it organized. Everyone wants 
to have control and the freedom of their 
own space for themselves and for their 
mini- me. 

With the desire to own staying at a high 
level, and the reasons still compelling, 
we wonder why homeownership rates 
are trailing off. 

This is not just a personal opinion. There 
is actual science and statistics behind 
this: Millennials are slower to get out 
of their parents’ house and out on their 
own. And when they do, they are more 
likely to rent than their parents. 

Ask 10 people what the barriers are to 
home buying, and there will be many 
reasons offered up. Student debt is 
viewed as perhaps the largest reason 
why there are not more buyers entering 
the marketplace. The average student 
debt today is over $37,000, for an 
undergraduate. This compared to 10 
years ago, which was under $20,000. 

If you look at the average graduate 
student debt, it is close to $60,000. That 
is a big chunk of change that could be 
used to help ease into a home-owning 
situation. It is not unusual for a higher 
education degree and law and medical 
fields to exceed $100,000. 

Obamacare aside, medical costs are off 
the charts. This factors into the cost of 
living and the ability to afford jumping 
into the housing-of-my-own pool. Many 
people incur medical debt that is, for all 
practical purposes, unaffordable. 

The cost of automobiles and 
transportation has risen faster and 

Even though rates 
are low, housing 
affordability is 
getting tougher. 

Homeownership still matters  

by Steve Overgard, 2017 President, SVAR

(continued next page...)
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sharper than almost all other sectors. 
A car today costs about what a house 
cost 20 years ago. And, sadly, many 
Americans buy new cars without 
thinking about what it will do to their 
qualifying for a first or move-up home. 
It’s one thing to afford a new car and 
another to afford a new house. It is very 
difficult to afford them both at nearly the 
same time. 

There is a false perception in the public 
marketplace about the difficulty of 
obtaining a mortgage loan. For many 
reasons, not to mention low interest 
rates, it is EASIER today to get a 
home loan than it was for the previous 
generation. Still, perception is reality. 
For too many people, the BELIEF that 
they cannot qualify for a home loan 
keeps them away. Most every loan officer 
is glad to walk a prospect through the 
many options available today. 

Even though rates are low, housing 
affordability is getting tougher. The 
very basic reason behind this is that, on 
average, incomes have risen 15 percent 
over the last six years, but the price of 
houses has gone up 48 percent. 

The experts at the National Association 
of REALTORS® (NAR) say that housing 
starts are still well below a 50-year 
average. This is important to the whole 
overall homeownership picture because 
the lack of supply is keeping the prices 
high or pushing them higher in some 
areas. If supply was keeping up with 
demand, then the prices would settle 
and that would go a long way toward 
making the affordability better overall. 

Looking ahead, REALTORS® can make a 
huge difference in homeownership. 

We need to reform tax reform. As 
of press time, the current proposed 
tax reform, working its way through 
Congress and the senate, is BAD for 
homeowners. The experts at NAR say 
that tax reform could hurt real estate 
values around 10 percent, and that 
the average middle class homeowner 
will have a larger tax bill than pre-tax 
reform. Tax reform is important, but we 
should not hurt homeownership in the 
process. 

As REALTORS®, we need to educate 
the public, and sometimes that means 
one on one, about home buying and 

ownership. We need to say it over and 
over to everyone. Qualifying is easier 
than you might think. Rates are quite 
low. Owning, in most cases, is CHEAPER 
than renting. Houses appreciate over 
time and build wealth. Sometimes, all it 
takes is one or two quiet conversations 
to flip a tenant into an owner. Better yet, 
flip a Mom’s basement dweller into a 
buyer. 

We need to encourage the small builder 
to get back into the home-building 
business. We need to encourage 
investors to buy substandard houses 
and make them into homes again. 
These activities will raise the amount of 
total housing inventory and help with 
affordability. And, there is still some 
profit to be made. 

Things have changed in America. Truth 
be known, apple pie has slipped a few 
notches and is not the most popular 
anymore, nor is baseball the top sports 
option. But we can’t lose faith in the 
American Dream of homeownership. 
Homeownership today is still a good deal 
all the way around and, as REALTORS®, 
it’s our honor and privilege to continue 
to spread that good news. ~

(Homeownership, continued from previous page...)

A SAFE REALTOR® IS A HAPPY REALTOR® 
Safety first, safety always. Or, as SVAR Education 
Committee chair Al Wells said, “Better to be 
alive and paranoid than dead and not having 
trusted your intuition.” Members attended the 
association’s annual Safety Day on September 
26 for cyber, social media and personal safety 
tips for REALTORS®, with expertise provided by 
Officers John Vasquez and Harold Shreves of the 
Prince George County Police Department and 
Ryan Cochran, chief information security officer 
for TowneBank and its companies. A special 
thank you goes to sponsors Atkinson Insurance 
Agency and Old Republic Home Mortgage. Looks 
like our members are ready to take on any safety 
challenge that comes their way! – Victoria Hecht, 
Communications and PR Specialist
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Well, here we are at the end of 2017. I 
hope each and every one of you has had 
a rewarding and prosperous year. 

2018 has me returning for my second 
three-year term on the Board of 
Directors and my second year as its 
treasurer. I appreciate and thank all of 
you for the vote of confidence in the past 
election. Diana Hayes was also elected 
to the board, and Kathie Braswell was 
elected as SVAR’s president-elect for 
2018. Congratulations, all! I am excited 
about our new additions to the 2018 
Board of Directors and am confident that 
Diana and Kathie will be exemplary. 

The 2018 Board will be under the 
direction and guidance of our new 
president, Brett Harris. I personally 
want to thank Brett for agreeing to serve 
as our 2018 president. I know that he is 
up to the challenges and demands of the 
position as SVAR’s president. 

Brett, as well as the remainder of the 
board, will be fortunate to have Steve 
Overgard’s presence on the 2018 board 
in his new position as past president. 
Steve has been a valuable asset to 
SVAR and has devoted countless hours, 
energy and talent to the betterment of 
our association. I want to thank Steve 
for everything he has done for our 
association. 

I am pleased to report that Carmen 
Martin, Ken Pritchett, Nancy Steinke 
and Rhonda Canada will be returning to 
complete the 2018 Board of Directors. 

Even though I am excited about the 
new additions and changes for the 
2018 board, it saddens me that Ron 
Hardy will be rotating off at the end 
of 2017 after serving as our president-
elect, president and, most recently, as 
SVAR’s past president. It was during 
Ron’s tenure as 2016 president that 

SVAR finished the year on a positive 
financial note, following almost 10 
years of substantial annual losses. 
Ron’s knowledge, experience and 
overwhelming commitment to SVAR will 
truly be missed. Thanks, Ron.

I am pleased to report that the Budget 
Committee, under the direction 
and guidance of its chairperson, 
Eileen Knode, produced a sound and 
responsible budget for 2018. The budget 
was accepted and approved by the Board 
of Directors at the November meeting. 
The board and the Budget Committee 
worked hand in hand to arrive at a 
budget that will keep our association on 
the path of physical responsibility and 
longevity to assure that SVAR will be 
here to serve and support all its present 
and future members for years to come. 
Thanks to everyone for your hard work 
and dedication to the 2018 budget.

I have reviewed the October and year-
to-date financials, prepared by OMG, 
SVAR’s management company. Based 
upon this review and the projected 
income and expenses/liabilities for the 
remainder of this year, I am confident 
that SVAR will end 2017 in the “black” 
and on a positive note for a second 
consecutive year.

I want all our members to know that 
your board, committee chairs, CEO Joe 

Croce and member support specialist 
Danielle Marchant-Via are dedicated 
to providing SVAR members with all 
the educational requirements and tools 
necessary to enhance their real estate 
careers, to include the requirements 
for its brokers, property managers and 
appraisers. It is our hope and objective 
to accomplish all of this without having 
to raise dues to our members. 

Please help your association by 
taking as many classes as possible at 
SVAR. Remember, we now have a NO 
CANCELLATION POLICY, so once you 
sign up for a class, you no longer have to 
worry about the class being cancelled at 
the last minute for lack of participation. 

The challenge to the board is to provide 
well-deserved and increased benefits to 
our members without increasing dues. 
The only realistic way to accomplish 
this is to come up with new and creative 
ideas to generate non-dues revenue for 
our association. Please contact Brett 
Harris or any of the board members 
with any ideas or suggestions you might 
have that could be a moneymaking 
proposition for our association. 

The board also is interested in 
suggestions for fun member events. 
Remember, our association is only as 
strong as its members. May I suggest 
that, if you are not currently involved, 
that you consider joining one of our 
many committees or contemplate 
running for a future board position?

Special thanks to Victoria Hecht for her 
always-positive attitude and ability to 
keep SVAR’s name and works in the 
public eye. 

Merry Christmas and happy New Year! ~ 

Looking back (and forward) as we 
head into 2018

SVAR will end 2017 
in the “black” 
and on a positive 
note for a second 
consecutive year. 

by Larry Lewis, SVAR Treasurer



THE SOUTHSIDE REALTOR®  •  4TH QUARTER 2017  •  p. 17

Keeping the dream of homeownership 
alive

As people who spend every day working 
with families who are trying to achieve 
the American Dream of homeownership 
or who are trying to find just the 
right rental property to call home, 
REALTORS® understand the special role 
that housing plays in the lives of people 
everywhere. They also understand that 
a diverse offering of affordable housing 
choices is important to the economic 
and social well-being of the entire 
community. 

But, what about folks who are outside 
of our industry? Do they have that same 
understanding? 

According to a recent poll conducted 
by the Judy Ford Wason Center for 
Public Policy at Christopher Newport 
University, they certainly do. 

The poll, conducted in September, 
has been touted by the Campaign for 
Housing and Civic Engagement, a joint 
effort of a number of housing advocacy 
organizations across Virginia, in their 
efforts to elevate housing issues during 
the election season and after. It revealed 
some interesting views among Virginia 
voters.

For example, here are some of the key 
findings:

• 82% of voters strongly believe 
that people who work in their 
community should be able to find a 
home there.

• 56% of voters agree that housing 
affordability is vital to their 
community’s economic success.

• 58% of voters also believe that 
ending homelessness is an 
important government priority.

• 78% of those surveyed said they 
were supportive of the Virginia 
Housing Trust Fund

• Respondents overwhelmingly 
supported the continued use of the 

Housing Trust Fund to address 
homelessness (80%) and supported 
the use of the fund for “aging in 
place” modifications that help 
Virginians remain in their homes as 
they get older (87%).

• 89% of Virginians favor holding 
energy companies accountable 
by requiring them to meet energy 
saving goals for their customers.

• Over half (61%) of those surveyed 
are also willing to pay a 50-cent 
surcharge on their utility bill to 
help fund weatherization and 
energy efficiency programs.

While not everyone might agree with 
every policy preference reflected in the 
above findings, one constant that runs 
throughout the entirety of the poll’s 
findings is that housing is important to a 
significant number of Virginia voters. 

For that reason, it is important that 
we continue our work to keep housing 
issues in the forefront of policymakers’ 
minds. 

Indeed, in doing so, we are elevating 
issues important to the communities we 
serve. ~ 

56% of voters 
agree that housing 
affordability 
is vital to their 
community’s 
economic success.

by Tyler Craddock, Special to The Southside REALTOR®
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An update on the Matoaca Megasite

Members of the Legislative Affairs 
committee and board members recently 
met with Gib Sloan of the Chesterfield 
County Planning Commission. The 
goal was to listen and learn about the 
proposed Matoaca Megasite and to 
create a friendly and honest dialog 
between our association and Chesterfield 
County. 

There is some misinformation floating 
around, so this type of meeting is very 
important. 

The group learned the name Matoaca 
Megasite was selected because it is a 
more Google-friendly name than Chester 
Megasite or Chesterfield Megasite. The 
site in near Matoaca (sorta) but not 
actually in Matoaca.

A megasite is different from other large 
industrial sites because other large sites 
have lots of individual user. A megasite 
has one large user. With this plan, 
bigger buffers can be maintained as the 
building and industry can be located on 
the site to have the least negative impact 
on surrounding properties. 

In this scenario, the plant of building 
could take up 500 acres and have a 
1,200-acre buffer. 

The Chesterfield Economic Development 
Authority (CEDA) is a quasi-
independent organization, and one of its 
objectives is to recruit business to our 
region to enhance our own economic 
development. 

In some cases, the CEDA works in 
the same capacity of a for-profit 
developer. In other words, any proposed 
development needs to make sense for 
the county, the residents, property 
owners around the development and the 
end user. It’s a fine line to walk. 

CEDA identified land suitable for 
a megasite. This is 1,700 acres +/- 
comprised of three parcels. (Please see 
the center map.) CEDA has an option to 
purchase the parcels subject to zoning 
approval for intended use, which is clean 
advanced manufacturing or campus-

type corporate headquarters. CEDA is 
working with Chesterfield County staff to 
continue to work out the feasibility. 

At this stage, the end user is not 
identified. Neither CEDA nor the county 
or state knows who would use the 
megasite, but it is clear about the type of 
user. 

CEDA must jump through the same 
hoops as an independent developer. 
Chesterfield County does not short cut 
any of the requirements. One of the 

most important aspects of the approval 
process is the community impact study 
and determination. Along with that are 
organized events for the public to come 
have its say in the matter. 

One common misconception is the 
East-West Corridor as a part of Matoaca 
Megasite. The East-West Corridor has 
been in the planning stages form many 
years. It is the county’s intention to 
move ahead with the East-West Corridor 
with or without the Matoaca Megasite. 
(Again, see the map at center and also 
look up the county-provided information 
on the Chesterfield County website at 
chesterfield.gov/roadprojects/east-
west/)

So if the megasite is not approved, the 
East-West Corridor will, in all likelihood, 
be built at some point. 

CEDA has heard from the public and 
is working to have a formal proposal 
finished, which should address many of 
the concerns voiced at some of the public 
meetings. Some of the items worked into 
the formal proposal will be buffers, non-
cash proffers such as parks, limitation 
on end-users.

Once the formal proposal is submitted, 
a new process starts, including public 
meetings and hearings. The proposal 
needs to go through the Planning 
Commission and then the Board of 
Supervisors before final approval. At 
this point, the case is on hold and not 
scheduled for the Planning Commission 
hearing.  ~

CEDA must jump 
through the 
same hoops as 
an independent 
developer. 

by Steve Overgard, 2017 President, SVAR

chesterfield.gov/roadprojects/east
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CEO’s Message

2017 is almost over, and it has been a 
very interesting year. The SVAR Board of 
Directors viewed it as a year for change 
and growth. 

Many of the objectives outlined in the 
SVAR strategic plan were ambitious. 
However, they were attainable. 
Some of those objectives were at the 
suggestion of members, and some were 
business-driven. Other objectives were 
mandated by the National Association 
of REALTORS® (NAR) as part of its core 
standards.

Regarding the NAR core standards, 
SVAR has met the compliance standards 
for the third year in a row. Failure to 
meet these standards would result in 
an association losing its charter. Two 
of the important core standards involve 
community service and promoting the 
REALTOR® brand. Thanks to SVAR 
membership’s involvement in charitable 
contributions and service in the 
community by agents and their brokers, 
SVAR received recognition of these 
achievements from NAR. 

New this year was the introduction 
of the “I am one®” campaign, which 
provides the tools and message our 
REALTOR® members may use to 
distinguish themselves from a real estate 
licensee who is not a REALTOR®. The 
key difference is practice of the Code of 
Ethics.

Another key part of our Strategic 
Plan involved providing education 
opportunities to the members. In 2017 
SVAR became a school recognized by 
the Department of Professional and 
Occupational Regulation. During the 
year SVAR applied for and received 
approval from DPOR for a course 
approved for credit. This was an 
important step towards bringing an 
education program back to SVAR.

The board is committed to offering 
CE classes without cancellation due 
to class size. The school has also been 
working with appraisers from around 
Central Virginia in providing continuing 
education programs that meet their 
requirements. Affiliate member Perry 
Shelton provided a series of short 

seminars that were well attended and 
confirmed there is interest in non-CE 
education.

Business-driven objectives in the 
Strategic Plan included financial stability 
as a key measurement of the health 
of the association. SVAR membership 
continues to increase with a surge in 
REALTORS® joining and/or transferring 
from other associations. We have also 
welcomed new Affiliate members. 

Affiliate participation in the sponsorship 
of events also increased, which helped to 
boost revenue. The board will continue 
to encourage the members to talk to 
Affiliates about their services. 

A significant financial project of the 
Board of Directors was the creation 
of a for-profit subsidiary, Twin Rivers 
Real Estate, LLC. The organization 
was created to flip homes. One home is 
currently under renovation and should 
be available for association members to 
find a buyer soon. 

Another objective of the board was to 
improve the board office. Focus over the 
last several years has been on technology 
improvements. Improvements this 
year were completed on the building’s 
exterior. This year access to the office 
was improved by the addition of a 
sidewalk from the rear parking lot to the 
front office door. Even more significant 
was the designation of two handicap 
parking spots in the rear parking lots. 
These spots have been marked with 
signage and painting on the parking lot 
surface.

Several major events saw changes in 
the delivery of either programming 
or venue. Several events we held at 
the Virginia State University Gateway 
Center or the Multi-Purpose Center. The 
Affiliate recognition program was moved 
to an off-site location as it outgrew SVAR 
headquarters. A trade show was added 
to the annual Education Day. Look 
for additional changes in venues and 
programming in 2018.

One final significant development 
in 2017 was the increase in member 
volunteerism. President Steve 
Overgard’s V-Corps provided a list 
of members to assist in a variety of 
events that was very helpful to the 
staff and event team leaders. It would 
be wonderful to have more members 
involved in volunteering in 2018. Also, 
please consider joining a committee and 
share in leadership of your association.

SVAR wishes you all a wonderful 
Holiday season and a prosperous New 
Year. ~

Many of the 
objectives outlined 
in the 2017 SVAR 
strategic plan were 
ambitious. 

by Joe Croce, RCE
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Gatewood honored during VR convention; 
Overgard elected to Board of Directors

The Southside Virginia Association of 
REALTORS® had plenty to celebrate 
during the Virginia REALTORS’ Annual 
Convention 2017, held October 3 to 5 in 
Roanoke. 

Napier REALTORS® ERA’s Libby 
Gatewood, who served as SVAR’s 
president in 1997, was awarded 
the prestigious Virginia Housing 
Development Authority (VHDA) Service 
to Virginia Award for her ongoing 
efforts to create affordable housing 
opportunities for all.

Nominees are judged based on their 
contributions to initiatives at the 
local, state and national levels as well 
as their support of homebuyers in 
their efforts to achieve affordable, 
sustainable homeownership. According 
to Virginia REALTORS®, the 
accolade also “recognizes the Virginia 
REALTOR® individual who has made 
a significant difference in promoting 
affordable homeownership to first-
time homebuyers during the year or 
whose life work merits recognition and 
celebration of this issue.”

The accolade was presented to Gatewood 
by Susan Dewey, VHDA executive 
director, and 2017 Virginia REALTORS® 
President Claire Forcier-Rowe during 

the convention’s 2018 Installation and 
2017 Real Estate Awards Program. The 
evening celebrated excellence in myriad 
areas of real estate, including service, 
ethics, brokerage and education.

Gatewood, the managing broker of 
Napier’s Tri-Cities office, also serves 
on the Virginia Real Estate Board and 
the Virginia REALTORS® Board of 
Directors.

Also during the convention, SVAR 2017 
President Steve Overgard, an associate 
broker with RE/MAX Commonwealth’s 
Chesterfield office, was elected to 
the Virginia REALTORS® Board of 
Directors. He will serve a three-year 
term. For 2018, Overgard has been 
appointed to National Association of 

REALTORS®’ Multiple Listing Issues 
Committee and the Policies Committee. 

During the three-day convention—
attended by SVAR members Overgard, 
Gatewood, Brett Harris, Joyce Navary, 
Marita Dorr, Mack Strickland, Ron 
Hardy, Kathie Braswell, John Brockwell 
and Johana Story—attendees benefitted 
from real estate industry-related 
education and general sessions and 
heard from nationally-known presenters, 
including Virginia Tech’s legendary 
football coach, Frank Beamer. 

Highlighting the convention was the 
installation of Virginia REALTORS®’ 
2018 leadership, led by Jay Mitchell, 
ABR, ASP, CRB, CRS, e-PRO, GRI, 
MRP, RSPS, SFR, SRES, of the Hampton 
Roads REALTORS® Association. The 
new state president challenged Virginia’s 
33,000 REALTORS® to “take the 
lead” in advocacy as well as attracting 
international business and assuring the 
“name of Virginia REALTORS® is top of 
mind around the Commonwealth as we 
are shaping the future of real estate.” 

Norfolk will host next year’s Virginia 
REALTORS® convention September 25-
27 at The Main. Congrats to Gatewood 
and Overgard on their achievements! ~

The evening 
celebrated 
excellence in 
service, ethics, 
brokerage and 
education.

by Victoria Hecht, Communications and PR Specialist
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AFFILIATE SPOTLIGHT:
American Home Shield

NAME: John Krug

COMPANY: American Home Shield

COMPANY DETAILS: Jkrug@ahslink.com or 804-454-5249; Service Support Team, 
866-862-4508; Phone-In Orders and New Service Requests, 800-735-4663; 
website, ahs.com; Facebook, facebook.com/team.ahs/

YEAR COMPANY ESTABLISHED: 1971

COMPANY SPECIALTIES: Uniquely, my company offers a re-key service. It is exclusive to American Home Shield. For 
real estate transactions, American Home Shield is re-keying up to six locks with four sets of keys. We are not installing new 
hardware. We are re-tumbling keys with existing locks and cutting new keys on property. This service has been extremely well 
received. I have REALTORS® using our re-key service as a housewarming gift to their buyers. The consensus is that I am selling 
a home warranty anyway, so I might as sell a warranty with a re-key service. Did you know that 80 percent of new home buyers 
use the keys of the prior owner?

HONORS/DISTINCTIONS: SVAR Board’s Choice Award 2015 and Servicemaster Circle of Excellence 2017

TERRITORY: Ashland to Petersburg

SVAR AFFILIATE MEMBER SINCE: 2014

WHY I JOINED SVAR: Most REALTORS® don’t know this. I sold copiers with IKON Office Solutions for two years. My territory 
was Chester, Hopewell, Petersburg and Colonial Heights. I sold billboards with Lamar Outdoor Advertising for 12 years and 
started when the office was off Elm Street in Hopewell. I was successful at both opportunities. I knew that the success for both 
copiers and billboards could be replicated again.

WHY I GOT INTO THIS BUSINESS: The real opportunity to grow a “book of business through relationships.”

WHY I LOVE DOING WHAT I DO: I bring value to the table for real estate transactions. 

FAVORITE SATISFIED CUSTOMER STORY: My job is both sales AND customer service. In reality, good customer service 
yields sales.  

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: You will hear the word “No” your whole life, do not take it personally.

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: From Leroy Houser: 1) A seller’s disclosure 
covers you from the past; 2) a home inspection covers you from the present; and, 3) a home warranty covers you from the future.

The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.

mailto:Jkrug@ahslink.com
ahs.com
facebook.com/team.ahs
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AFFILIATE SPOTLIGHT:
The Septic Doctor

NAME: Timothy King

COMPANY: The Septic Doctor

COMPANY DETAILS: 804-325-4100 or septicdr.com

YEAR COMPANY ESTABLISHED: 2014

COMPANY SPECIALTIES: We offer a wide range of services. Other than our residential 
septic pumping, we do septic inspections and septic tank pumping for real-estate 
transactions. If we find an issue during the septic inspection, we are fully licensed to 
perform any necessary repairs needed to bring the system to working order. We have 
additional equipment to service drain field and drain line problems as well. Our high-
pressure water jetter can be used to clear stoppages in pipes and also to restore old pipes 
back to working order. In combination with jetting to clean drain field lines, our Terralift 
machine can rejuvenate failing drain fields that have been compromised. Our company 
helps many customers, including residential customers, REALTORS®, rental property 
owners and commercial businesses.  

TERRITORY: Chesterfield County and surrounding areas.

SVAR AFFILIATE MEMBER SINCE: 2016

WHY I JOINED SVAR: To gain more exposure to REALTORS® and help educate new homeowners about a crucial part of their 
new investment.

WHY I GOT INTO THIS BUSINESS: I saw a need for a trustworthy person for this industry after seeing people taken advantage 
of by other companies. 

WHY I LOVE DOING WHAT I DO: I love seeing a satisfied customer. People return and use my services continually because 
they know I offer superior workmanship and will make every effort to accommodate any need or concern.

FAVORITE SATISFIED CUSTOMER STORY: Shortly after I got into the septic business, I received a call from an elderly woman 
who had a septic issue and wanted a second opinion. I came out and evaluated her situation. I formulated a plan with her to 
allow for the most cost-effective way of handling her situation. She was so grateful because the other company she hired took 
advantage of her and did not fix her problem. I serviced her system for the next 10 years until she no longer owned the property. 
Our relationship grew from a professional to a personal friendship over this time, and I will always cherish that. 

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: It’s best to do business with a company willing to go the extra mile.

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: Not all companies are equal. We at The Septic 
Doctor set ourselves apart by having the most knowledgeable and trustworthy technicians available. 

The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.

septicdr.com
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The Southside

REALTOR®
3RD QUARTER 2017

Golfing for a Good Cause

Tournament a success for its second year; future looks even bigger

Get involved with an SVAR committee 
in 2018 

Let’s own it 2018! I am very privileged 
to be a member of the Southside 
Virginia Association of REALTORS®. 
We are surrounded by professionals 
who are dedicated to the association, 
and our members are passionate 
about promoting the value of being a 
REALTOR®. 

We are currently in the process of 
recruiting members to join our many 
committees. Several committees are 
available in which you can meet and 
work with fellow REALTORS® in your 
area. They include the REALTORS® 
Political Action Committee (RPAC), 
Special Events, Community Outreach, 
Education and Grievance, just to name 
a few. 

Serving on one of these committees 
provides members with many 
opportunities to meet fellow 
REALTORS® with in our real estate 
market. 

Attending REALTORS® Professional 
Network (RPN) evening socials and 
breakfasts is another great way to 

participate in a social atmosphere and 
meet fellow agents in the communities 
we serve. The RPN committee chair, 

Lorna Cornett, always makes each 
gathering valuable and useful. 

Please visit the association’s website at 
SVARealtors.com for the full calendar of 
committee and board meeting dates. 

Also, feel free to contact me at 
brettharris2003@yahoo.com or 804-
720-1801 if you would like to participate. 
Danielle Marchant-Via and Joe Croce at 
the SVAR office can also help if you need 
any information. Just send an email to 

info@svarealtors.com, or call 804-520-
4496. 

We have some exciting news: We have 
a balanced budget for 2018! SVAR 
planning on doing some repairs and 
remodeling to the headquarters building, 
including painting, replacing some 
flooring, and doing roof repairs. 

We also are looking forward to closing 
on our first flip property. 

We are looking into other ways to 
generate “non-dues” revenue for 
the association. We welcome any 
suggestions members may have for 
generating such revenue. We want SVAR 
to remain financially secure for the 
future. 

All of us at the Southside Virginia 
Association of REALTORS® look forward 
to an awesome 2018. It is a great time to 
be a REALTOR®. If you take care of your 
clients, your clients will take care of you. 
I look forward to serving as president of 
SVAR for 2018. ~

by Brett Harris, 2018 President, SVAR

Our members are 
passionate about 
promoting the 
value of being a 
REALTOR®.  

Be seen by real estate professionals all across the Southside, including the cities 
of Colonial Heights, Emporia, Hopewell and Petersburg, the towns of Chester 
and Ettrick, and the counties of Dinwiddie, Greensville, Prince 
George, Surry, Sussex and more.
That’s quite a reach! Call SVAR today to place your ad.

1st Quarter Deadline is February 16, 2018.

(Learn more at SVARealtors.com/advertising.html)

THIS MAGAZINE CAN TAKE YOU FAR...
...are you ready to go the distance? 

The SouthsideREALTOR®
2ND QUARTER 2016

Riding the

MARKETWAVESlike a 
world-class surfer

The Southside

REALTOR®
3RD QUARTER 2016

Watch out for

“Paradigm
Drift”

Changes in tech and 
consumer habits are 

shifting the sand 
beneath agents’ feet

The SouthsideREALTOR®
1ST QUARTER 2017

AwARdS for ExcELLEncE

Sign up for a 
full year and 

receive a 10% 
discount!

SVARealtors.com
mailto:brettharris2003@yahoo.com
mailto:info@svarealtors.com
SVARealtors.com/advertising.html
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Make your 
membership matter 
Kathie Braswell
2018 President-Elect, SVAR

As I move into the position 
of president-elect of SVAR, 
I am beyond honored and 
humbled to have been 
given the opportunity to 

serve our members. 

I am thankful, especially at the time of 
year. With the holidays fast approaching, 
now is the time to reflect on all that we 
have to be grateful for.

My theme for 2018 includes a 
challenge to get involved and be 
present. You may ask what that means. 
Well, it is about extending yourself 
through encouragement, support and 
selflessness.

It’s about helping another REALTOR® 
feel comfortable at an association event.

It’s about explaining how our business 
and homeownership intertwine and why 
we are so vocal on housing issues with 
our elected representatives.

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. Each of us has 
the ability to help one another’s life path 
when we extend ourselves.

We need to grow our membership, both 
REALTORS® and Affiliates, and work 
on keeping the lines of communication 
open.

Continuing to stabilize the finances of 
SVAR is extremely important. All of this 
will come together as we, the members, 
come together. ~

REALTORS® Professional
Network for 2018 
Lorna Cornett, Chair, REALTORS® 
Professional Network

I don’t know about 
everyone else, but I cannot 
believe 2017 is almost 
gone and that 2018 is fast 
approaching!

The REALTORS® Professional Network 
(RPN) Committee is already working 
on choosing our speakers for next year’s 
networking breakfasts at Golden Corral 
in Colonial Heights (see photos at right 
for 2017 highlights). The breakfasts 
are held on the third Wednesday of 
every other month starting in January 
from 8 to 9 a.m. (You pay for your own 
breakfast.) 

If you have not joined us before, please 
come out! Breakfast is a great way to 
start the day, and our speakers cover 
topics that are of interest to everyone, 
not just REALTORS®.

We are also planning locations for our 
evening socials. The socials will be held 
in April, June, August and October on 
the third Thursday of those months 
from 5 to 7 p.m. These socials are not 
structured, so you don’t have to get there 
right at 5. Just arrive any time you want 
and stay as long as you want.  

Again, if you have not joined us before, 
please come! It’s nice to chill out after 
a long day and socialize with fellow 
REALTORS® and Affiliates.

Again, just a reminder to all: These 
events are for SVAR REALTORS® and 
Affiliates. They are a great way to get to 
know each other better, which can make 
working together even more enjoyable.

Here’s to 2018, everyone! ~

SVAR iN BRiEF: BIG NEWS, SMALL BITES.
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Report from the NAR 2017 
Conference and Expo

The National Association of 
REALTORS® (NAR) 2017 Conference 
and Expo was held November 2-6 in 
Chicago with several SVAR members 
attending: Mack Strickland, John 
Brockwell, Brett Harris, Joy Harris-
Cobb, Brian Cobb and me. The theme of 
this year’s gathering was “The Sky’s the 
Limit.”

At the start of the convention there was 
a sense of urgency everywhere as the 
new tax reform package had just been 
released. NAR was on fire! Many of the 
provisions in the tax reform package are 
harmful to the middle class and even 
more harmful for homeownership. 

The majority of NAR’s members, not 
to mention our clients and customers, 
are both in the middle class and 
homeowners (or hope to be one soon), so 
the tax reform act is viewed as a double 
blow to the majority of us and our 
clientele. This message on tax reform 
permeated the convention from start to 
finish. 

NAR believes we can have tax reform 
that benefits the country as a whole 
without making the middle class and 
real estate suffer. 

In the technology meetings and events, 
the bulk of the conversation this year 
was around blockchain. Contrary to 
popular belief, blockchain is not the 
same as bitcoin, the cyber currency. 
Blockchain is an emerging technology 
that provides secure, fast, reliable and 
inexpensive transaction platforms. Many 
experts believe that blockchain will soon 
begin entering Main Street real estate. 

There is already work being done to 
digitize real estate property records. 

Net neutrality continues to corner a lot 
of discussion hours. The net neutrality 

rules were established in 2015 and 
deemed to be favorable for the real 
estate industry because it gives all 
entities on the Internet equal treatment 
on speed and accessibility. If the 2015 
rules are rolled back and nullified, big 
box entities like Zillow, Trulia and 

Redfin could pay to make their websites 
faster than REALTOR.com or even your 
own company website.

So, if you ever have the opportunity to 
voice your opinion about net neutrality, 
NAR hopes you articulate that the 
Internet should be equally accessible for 
all of us and not just the big boys. 

There is still concern about the 
proliferation of wire fraud. Please be 
vigilant about this as not a day goes 
by that someone is not defrauded and 
tricked out of losing thousands and 
thousands of dollars. This also goes hand 
in glove (sorry, OJ) with cyber security 
and data privacy. 

There is a new boss at NAR, CEO Bob 
Goldberg, who plans to take NAR in a 
bold new direction and still preserve 
what is good about NAR. Already there 
is a NAR internal review in progress, and 
Goldberg is sending NAR staff members 
out into the field to spend days with 
members. He will be increasing our 
member benefits and steering toward 
“Leadership in the Sunshine”—in other 
words, open and illuminated. 
Goldberg wants us to think of NAR 
as the National Association FOR 
REALTORS®. We can all agree that this 
is a welcome change. 

Flood insurance has a bandage on it. 
Presently, the National Flood Insurance 
Program (NFIP) is working and funded, 
but the recent onslaught of hurricanes 
this year has put a serious ding in the 
funds. On top of that, the political 
climate in Washington, D.C., is unsettled 
and unpredictable. 

There are calculations that NFIP is $1.4 
billion in the red, so when the program 
is renewed, there will be some tough 
decisions that will need to be made. At 
its simplest elements, either the rates 
need to go up or the benefits need to be 
lowered. 

Dr. Lawrence Yun, NAR’s chief 
economist, is always a favorite at any 
event. Dr. Yun was more pessimistic this 
year due to the expanding affordability 
gap, the lack of new supply entering the 
market and the proposed tax reform 
changes. Still, he sees steady increase 
in sales over the next year and low 
inflation, high demand, and continued 
low interest rates. 

Next year’s NAR conference will be in 
Boston from November 2-5. From a time 
and money perspective, it’s a worthwhile 
event to attend.  ~

Goldberg wants 
us to think of NAR 
as the National 
Association FOR 
REALTORS®. 

by Steve Overgard, 2017 President, SVAR

REALTOR.com
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A ROCKIN’ GOOD TIME BRINGS TOGETHER SVAR 
MEMBERSHIP 
One pie in the face, one near-pie in the face, two corn hole tourney winners, countless door prize winners, creative costumes, 
some amazing singing and fantastic food! We’d say the 2017 rock ‘n’ roll-themed SVAR Members’ Picnic, held September 26 at 
Home Builders Pavilion in Petersburg, was a resounding success! Thanks to President-Elect Brett Harris and Director Nancy 
Fields Steinke for their good-natured volunteerism to take pies in the face for charity (Nancy lucked out—her thrower missed...
but Brett Harris’...well, not so much).Thanks to Bobby Perkins for his barbecuing finesse and to the sponsors and committee for 
all their hard work. Congrats to corn hole tourney champs Perry Shelton and Jake Fuller of C&F Mortgage for their victory, and 
to costume winners Sharon Perkins and the whole 1st Choice Realty Group. Special thanks to the evening’s sponsors: Ingram 
and Associates, Napier ERA, BSV, Atkinson Insurance Agency, Burley Langford and Strickland Appraisal Services Inc. Thanks to 
all for coming out. YOU are what makes SVAR so great. – Victoria Hecht, Communications and PR Specialist
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The SVAR’s 2017 education year ended 
on a high note with a hugely successful 
Education Day and Trade Show. (See 
recap and photos on following page.) 
No, it wasn’t perfect as there is always 
room for improvement, but overall a 
great time was had by all, along with the 
earned CE and informative classes. 

Based on all the positive feedback we 
have received, we are already planning 
on making next year’s Education Day 
and Trade Show bigger and better; 
mainly, increased participation among 
both class attendees and Affiliates. 
This year’s participation was good with 
about 50 agents/brokers and 11 Affiliate 
booths, but we want more. 

One of the ways to increase that 
participation is to make sure everyone 
knows about the event and, of course, 
insuring there is the highest-quality 
content/material. The Education 
Committee has already set out to do just 
that with the ground work for the 2018 
education year under way.

We are also looking into improvements 
and additions to the education courses 
and schedule for 2018. One that we hope 
to establish is the scheduling of classes 
so that agents will have the opportunity 
to get the CE classes they need for 
licensure in both the first and second six 
months of the year. Yes, that’s right: two 
chances to obtain all your needed CE 
classes per year. 

At this time it is only in its planning 
stages. What will have to happen to 
bring this to reality is being able to 
obtain the quality instructors needed to 
teach the required courses.

This brings us to where we are at this 
stage of further establishing our real 
estate school. The SVAR Real Estate 
School is now in its infancy, and we are 

looking for more agents and brokers who 
are or could be qualified to teach any of 
the classes we hope to present. (Brokers, 
you are more qualified than you may 
think!) They possess so much knowledge 
and experience but may not realize how 
qualified they are to teach. 

We will soon publish a list of all the 
courses we hope to offer in 2018. The 

main courses, of course, are all the 
CE-required ones. If you are interested 
in becoming a SVAR instructor or 
know someone you believe would be 
a good instructor, please contact me, 
an Education Committee member or 
an SVAR staffer. As I have stated in 
many articles before, SVAR Education 
Committee and the SVAR Real Estate 
School want to be able to provide SVAR’s 
REALTORS® (or any agent, for that 
matter) with all the educational courses 
needed or required to accomplish any 
goal.

As usual we are also continuing our “Did 
you know…?” with a few facts for your 
fun and enlightenment. Knowledge is 
power!  

• The first credit card was a Diner’s 
Club card issued in 1950.

• A sneeze travels out your mouth at 

over 100 mph.
• Men can read smaller print than 

women, but women can hear better.
• Women blink nearly twice as often 

as men.
• There are more collect calls on 

Father’s Day than any other day of 
the year.

• Babies are born without kneecaps. 
(They appear between the ages of 2 
and 6.)

• There is enough fuel in a full jumbo 
jet tank to drive an average car four 
times around the world.

• A “jiffy” is an actual unit of time: 
1/100th of a second.

• It is physically impossible for you to 
lick your elbow.

• Almost everyone who reads this will 
try to lick their elbow!

(Sources: Crazyfacts.com, Did-you-
knows.com, Retipster.com/35-real-
estate-facts, and owlcation.com.)

In 2018 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 check the class 
schedules, Lunch and Learns, and 
socials at SVARealtors.com.

This year’s committee members are Nan 
Gaudet, David Patsel, Joyce Navary, 
Barbara Chambers, Pat Robinson, 
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 

The education ending to 2017
prompts ’18 planning

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

We are looking for 
more SVAR agents 
and brokers to 
teach. (Brokers, 
you are more 
qualified than you 
may think!)

(continued on page 30...)

Crazyfacts.com
Did-you-knows.com
Did-you-knows.com
Retipster.com
owlcation.com
SVARealtors.com
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Thank You to our

PLATINUM
PARTNERS

SVAR CELEBRATES EDUCATION IN SPOOKACULAR STYLE

Attendees fully embraced the “spirit” of the Southside Virginia Association of REALTORS®’ annual Halloween-themed 
Education Day and Trade Show, and that’s pretty spooktacular! A full house enjoyed a day of learning, networking with SVAR’s 
Affiliates (who went all out on their “boo-ths”), a delicious lunch and, topping it all, election for 2018 leadership during the 
annual membership meeting on October 19. Diana Hayes and Larry Lewis were elected to the Board of Directors, and Kathie 
Braswell won the race for president-elect. Everyone walked away a winner with plenty of CE, and lots of folks nabbed door 
prizes. Thanks to all for making the day absolutely bewitching! – Victoria Hecht, Communications and PR Specialist



p. 30  •  THE SOUTHSIDE REALTOR®  •  4TH QUARTER 2017

(Hopewell), RE/MAX Commonwealth, Ford Agency, 
Realty Group and EXP Realty LLC;

• David Patsel: Century 21 Colonial, Chappel Realty, 
Parr and Abernathy, Prince George Realty, and 
Hometown (Prince George), Access, Tennek, 
Whitman, Blackstone and Century 21 Clary;

• Barbara Chambers: Long & Foster and Front Door 
Realty;

• Nan Gaudet: Hometown (Chesterfield) and Ingram & 
Associates (Chester);

• Joyce Navary: Weichert Realty, Cole Real Estate and 
Daniel & Daniel Realty\Pat Robinson, and Napier 
Realty ERA; and

• Rhonda Canada: 1st Choice Realty Group and 
Swearingen Realty.

We hope to see you at some of our upcoming classes, 
Lunch and Learns, or socials in 2018! ~

(Education, continued from page 28...)

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

December 7
Installation of Offficers 
at the Petersburg Country Club
5:00 – 8:00pm

December 13
NMO/Ethics
9:00am – 1:00pm

December 14
Property Management Committee 
Meeting
9:30 – 11:00am

CVR MLS Road Rules
10:00am – Noon

December 21
Executive Committee Meeting
9:00 – 10:00am

December 25-26
Closed for the holidays.

December 28
BOD Meeting
9:00am – Noon

Past Presidents Luncheon
Noon – 2:00pm

January 1
Closed for New Year’s Day. 

January 4
Education Committee Meeting
10:00am – Noon

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

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

January 18
Executive Committee Meeting
10:00 – 11:00am

January 24
BOD Meeting
9:00am – Noon

February 1
Education Committee Meeting
10:00am – Noon

February 14
VR REALTOR® Day on the Hill
(all day)

February 15
Executive Committee Meeting
10:00 – 11:00am

February 28
BOD Meeting
9:00am – Noon

March 1
Education Committee Meeting
10:00am – Noon

March 15
Executive Committee Meeting
10:00 – 11:00am

March 17
Awards for Excellence 
at the VSU Multipurpose Center
5:00 – 10:00pm

March 28
BOD Meeting
9:00am – Noon

SVARealtors.com/calendar.html
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SVAR MEMBERSHIP AT A GLANCE
Data current as of November 20, 2017

Member Count
Members 424
Secondary 26

Emeritus 21 
Affiliates 49

New REALTOR® Members
Todd Williams  Harris & Associates
Derek Morris  Hobbs Realty
Russell Stewart  Hobbs Realty
Kelly Miller  Ingram & Associates
Tonya Morrow  Liz Moore and Associates
Rhonda Puryear  Long & Foster Real Estate 
Brian Saunders  Mossy Oak Properties of Virginia

Affiliate Members
2-10 Homebuyers Protection*
A House on a Rock Home Inspections
All-N-1 Services
American Home Shield
Appomattox Title Company Inc.
Atkinson Insurance Agency
Bank of McKenney
Bank of Southside Virginia
Barwick & Associates
Burley Langford Home Inspections
C&F Mortgage
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.
Embrace Home Loans
First American Homebuyers Protection
First Heritage Mortgage
Gregory & Associates
Guaranteed Rate
Hayes Inspection Services
Heritage Chevrolet & Trucktown
Home Builders Association of Southside Virginia
Home Warranty of America
Home Team Inspection Service
HMS Home Warranty
J.G. Wentworth Home Lending Inc.
Ligon L. Jones Insurance Services Inc.
Movement Mortgage
Old Dominion Title & Escrow
Old Republic Home Protection
Presidential Mortgage
Prosperity Home Mortgage
Schell Brothers
State Farm Insurance
SunTrust Mortgage
The Septic Doctor
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 Affiliate member

 

 

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

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

 
 

3209 Boulevard  
Colonial Heights, VA  23834 

  804-526-1553  
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