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President’s Page
by David Patsel, 2015 President, SVAR
As I sit here writing this article and reflecting
on 2014, I think of the many successes
we have had at the Southside Virginia
Association of REALTORS®. This association
is one professional outfit, and we want this to
continue for years to come. With the new year
here my mind rolls with ideas and thoughts of
what we can successfully continue to do and
areas where we have fallen short in and need
to improve.
Have you ever heard the following? “Rule No.
1: The customer is always right. Rule NO. 2:
If the customer is wrong, refer back to Rule
No. 1.” Service is everything. We all want that
great service when we go out to eat, when
we’re getting our vehicles worked on, and
when we have been on the phone on hold for
15 minutes and someone finally answers to
take care of our needs.
We are in the service industry, too, by taking
care of our buyers’ and sellers’ needs. By
serving our clients, we are looking out for the
well-being of people and the communities to
which they belong.

Our Affiliates want to serve you and our
clients as well. Think about how good service
continues to bring you back to a restaurant.

image by improving the quality of life in the
communities we serve; promoting equal
housing opportunity; and protecting and
preserving private property rights.

We are in the
service industry,
too, by taking care
of our buyers’ and
sellers’ needs.

So, SVAR members, we need your help with
two simple requests:

When you provide good service, your clients
tell others. Good service improves the bottom
line and your income.
That is how SVAR looks at you by serving
the members – providing members with
education and resources that will enable
them to conduct business successfully;
promoting and enforcing professional and
ethical standards; strengthening the REALTOR®

1. SVAR will be going out and serving the
needs in our communities, so when you are
called on to serve, please do so. I like this
quote: “I slept and I dreamed that life is all
joy. I woke and I saw that life is all service. I
served and I saw that service is joy.” - Khalil
Gibran. Let us serve others and their needs.
2. How can SVAR serve you better? We want to
know. SVAR is here to serve you. Please do not
hesitate to call me at 804-931-4072 or email
me directly at david.patsel@napierera.com
with comments, suggestions and questions.
Surveys will be coming shortly that will help
us with this as well.
Now, let’s make a difference together, and the
end results will be success. Thank you for your
time and take care.

Words of motivation, inspiration from VAR and SVAR
Unity, loyalty, respect ... these are just some
of the key words from Leadership Orientation,
which brought together SVAR’s 2015 directors,
officers and committee chairs at Maria’s at
Old Town 21 Ristorante Italiano in January.
Special guest and speaker Terrie Suit, Virginia
Association of REALTORS® CEO, offered a
look at VAR’s legislative agenda as well as
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words of encouragement for an active and
engaged year. President David Patsel laid the
year’s groundwork by sharing the qualities
of a leader and challenged those gathered
to keep them in mind throughout 2015. Plan
on great things from these SVAR leaders!
Have some ideas yourself? Want to serve on
a committee? Visit www.SVARealtors.com for

contact information for the directors, officers
and committee chairs. An active, engaged
and successful membership is an involved
membership
– Victoria Hecht, SVAR Communications and
PR Specialist

Consumer Financial Protection
Bureau’s Final Rule
by Sharon Perkins, Appomattox Title Company
It’s coming. Are you ready? Do you know what
is changing? Do you know how regulatory
changes will impact you?
As many of you know, 2015 is a year of
tremendous change as a result of the
Consumer Financial Protection Bureau’s Final
Rule that will go into effect with new loans
originated August 1, 2015, and after.

consummation of the loan. As an example,
if settlement is scheduled for Thursday, the
closing disclosure can be hand delivered
on Monday. A company also can deliver the
disclosure by courier or other shipping or

Do you know how
regulatory changes
will impact you?

Settlement agents in Virginia are required
to be compliant with the new rules. Be sure
that your closing attorney and/or settlement
company is ready to handle your closings
with the new software to replace the HUDI
Settlement Statement. The new statement is
called a Closing Disclosure Form.

postal services so long as a signature is
obtained from the borrower showing receipt
on Monday.

According to the regulations, the creditor
must give the closing disclosure to the
consumer at least three business days before

If a company does not use a service that
provides delivery confirmation (i.e. U.S. Postal
Service first class mail), then it must send the

disclosure by prior Thursday. Email is a method
that carries the same presumption as postal
mail. The settlement agent or creditor must
comply with e-sign requirements and must
get prior approval from the consumer to use
electronic disclosures.
In the final rule, the Consumer Financial
Protection Bureau said the creditor is
responsible for delivering the closing
disclosure form to the consumer, but creditors
may use settlement agents to provide
the closing disclosure, provided that the
settlement agents comply with the final rule’s
requirements.
Get ready for a new dawn in closings!

SVAR Calendar of Events
See more and register at SVARealtors.com/calendar.html

March 2015

April 2015

May 2015

3

8-Hour Mandatory Topics
8:30am – 5:00pm

2

6

Ethics Class
10:00am – 1:00pm

4

Contract Pitfalls
8:30am – 12:30pm

8

Membership Meeting (at
Dante’s Pizzeria)
11:00am – 1:00pm
Agency: A Complicated Relationship
9:00 – 10:00am

20

What’s Involved in a Move?
11:30am – 12:30pm

Critical Contract Issues
10:00am – Noon

21

8-Hour Broker Management Class
8:30am – 5:00pm

22

Commissions: Getting Paid the
Right Way
10:00am – Noon

Rehab Finance
1:30 – 5:30pm

9-13

QUICKSTART© 30-Hour PL
for New REALTORS®

15

CVRMLS Road Rules
10:00am – Noon

25

Ethics Class
10:00am – 1:00pm

22

A Sitdown with Del. Kirk Cox
11:30am – 12:30pm

26

CVRMLS CMA Class
9:00am – Noon

23

Affiliates Fair
11:30am – 2:30pm

29

HUD Seminar
10:00am – Noon
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Wolcott Rivers Gates
Can a seller of property be held liable for fraud
for concealing a defect in the property when he
has provided a residential property disclaimer
statement and the buyer has had the property
inspected by two different property inspectors?
According to the case of Devine v. Buki, decided by the Virginia Supreme Court on January 8,
2015, the answer is yes.
Donald Devine and his wife, Nancy, owned a
wood-frame home called Rock Hall in Northumerland County. Rock Hall is more than 200
years old, and its main structure is supported
by a large wooden beam, called the foundation
sill, resting on a masonry wall. Shortly after
acquiring Rock Hall in 2005, Donald began the
process of renovating and restoring the home.
Donald performed some of the work by himself,
but hired at least two contractors to do the rest.
Neither of the contractors did any work on the
foundation sill or the wooden siding or corner
posts of the house.
Apparently needing cash to purchase another
piece of property, Donald Devine decided to sell
Rock Hall in December of 2006. He listed the
house for sale with real estate agent Rebecca
Lemmon. Together, Lemmon and Donald created promotional literature for potential buyers.
The literature stated that (1) Rock Hall had been
“completely restored”; (2) Rock Hall’s foundation had been restored; and (3) Rock Hall was
“completely renovated and restored between
2004 and 2005 from the wood plank floors and
molding to the portico, and from the brick foundations to the roof and chimney.” Finally, the
literature stated that the information was provided by the seller and deemed accurate, but it
was not guaranteed.
Some of the promotional material found its
way in to the hands Charles Buki and Kimberly
Marsho. In January of 2007, Buki and Marsho
entered into a contract to purchase Rock Hall
for $590,000. The real estate contract included
a disclaimer statement saying that the owners
made no representations and warranties as to
the condition of the property and that the purchasers would take the property as-is and with
all defects, if any, except as otherwise provided
The Southside REALTOR® · Winter 2015 · p. 6

in the purchase contract.

2006, and the stain was repaired and painted.

Buki and Marsho hired a home inspector named
William Knight, who inspected the property with
Buki and Marsho present. Knight pointed out
that some window frames were warped on the
house, which allowed air to enter, and that the
windows would probably need to be replaced
within five years. He also noted a water stain and
mold forming on the living room ceiling, moisture

The parties closed on the sale of Rock Hall on
March 9, 2007. Shortly after closing, Buki and
Marsho noticed water leaking from the east
and south facing walls and windows when
there was wind-driven rain, plus water leaking
from the living room ceiling. They hired a contractor with the last name of Brown to install
new windows, and he discovered mold and
sheetrock damage around all of the windows
on the east wall. According to Brown, the damage was not from a single event, but had been
ongoing for some time. Finally, Brown noticed
that the exterior siding had significant cracks
and recommended that it be replaced.

The entire contract
is rendered
voidable at the
demand of the
defrauded party.
damage in the basement, and evidence of woodboring insect damage to the rear sill. Nevertheless, Knight told Buki and Marsho that he found
nothing that would cause him to tell a potential
purchaser not to buy Rock Hall.
Buki and Marsho thereafter engaged Jeffrey
T. Cox, Sr. to perform another inspection of
the property, focusing on insect damage. Like
Knight, Cox noted the moisture and insect damage in the basement. Cox stated, however, that
the termite damage was limited to one basement window and a baseboard. He also stated
that, based on what he could see at the time, no
evidence existed of termite damage anywhere
else in the house or an active termite infestation. He further stated that the moisture damage was not out of the ordinary for that area.
Based on the two inspections, Buki and Marsho
requested several repairs to Rock Hall, including that the sellers find the source of the moisture stain on the living room ceiling and repair
or replace it, treat the mold and paint or repair
it. The listing agent Lemmon informed Buki’s
and Marsho’s agent that the stain on the living
room ceiling was caused by a window being left
open during Hurricane Ernesto in September of

Based on that recommendation, Buki and Marsho hired another contractor, Bruce Stanley,
who inspected the siding along with Brown.
The two contractors noticed that the lower
courses of siding and portions of the corner
posts had been replaced with new material.
They removed the lower courses of siding and
discovered that the foundation sill and corner
boards were substantially damaged by rot and
termite damage. The rot and termite damage on
the foundation sill significantly compromised
the structural integrity of the house.
Buki and Marsho sued Donald and Nancy
Devine in Northumberland County Circuit Court
alleging that they had fraudulently induced
Buki and Marsho to enter into the real estate
contract and close on Rock Hall by misrepresenting and concealing the true condition of
the home. After submitting the matter to a commissioner, the circuit court took up the case
and focused on the false statements set forth
in the promotional material, the concealment
of the damage to the foundation sill and the
misrepresentation as to the source of the living
room ceiling stain, and found that Donald, but
not Nancy, had fraudulently induced Buki and
Marsho to buy Rock Hall. The trial court thus
ordered rescission of the purchase contract.
That required Donald and Nancy to refund the
purchase price of $590,000 to Buki and Marsho,
(continued on page 9...)

RPN: Looking back on a year of work
and play, forward to what’s ahead
by Meg Duarte, Immediate Past RPN Chairman
Here it is 2015, and with it we celebrate a new
year, new leadership and new direction.
Looking back, 2014 was a great growing year
for SVAR’s REALTOR® Professional Network,
or RPN, during which we explored issues from
soup to nuts. More precisely, make that from
curb appeal to staging as well as tax tips for
REALTORS®, photography, and fire and safety
issues.
We averaged about a dozen attendees every
month and enjoyed our own lunches along
with interesting and helpful information
from a wide variety of sources. Our goal
was to enhance the professionalism of
our REALTORS® through mini-classes and
networking sessions at least once a month.
We had a delightful afternoon of ice cream
on a hot July day, then in December gathered
for our first SVAR Christmas party. Our
Affiliates sponsored the holiday gathering,
and it seemed like no one wanted to go home.
Tasty goodies were supplied (check out the
accompanying recipe at right, since several
people asked for it), and we spent time sharing
what we learned, talking to all of our Affiliates
and just enjoying the season.

This year’s schedule will be a bit more
intensive (see the events calendar on page 5
in this issue of The Southside REALTOR®), with
more work and less play.
We will have mini-classes in well and septic
issues, how to keep safe when showing
properties, mold issues, and tax tips on how
to keep more of your money and send less
to Uncle Sam. We will learn about radon
and a variety of other topics. Additionally,
Del. Kirk Cox will stop by after the General
Assembly and fill us in on issues of concern
to homeowners. And our first RPN session
of 2015 was all about how to manage your
stress. We covered schedules, plans, goals,
lists, appointments and, lastly, enjoyed a stress
break (comfy slippers included!).

Meg’s Amazing Dip Recipe
Mix together 2 tubs of whipped cream
cheese, 1 cup powdered sugar and 1
tablespoon vanilla, then spread into a bowl
or dish.
Next, slightly warm in the microwave
1 container of prepared caramel apple
dip (usually found alongside fruits at the
supermarket). Spread it on top of the
cream cheese mixture.
Finally, liberally sprinkle on top 1 package
of Heath Bar chips (sold in the baking
aisle). Serve with apple slices and/or a
spoon.

There are many topics that our REALTORS®
have requested, including using social media,
curb appeal, staging and buried oil tanks, plus
many other ideas suggested by our members.
We normally only meet once a month, but that
may change because of the many requests.

(This is dedicated to Al Wells and several
other REALTORS®, who chose to use a
spoon to eat this dip at the RPN holiday
gathering. – Meg)

Finally, we must remember that RPN is a
networking group where we learn, address our
concerns and share with each other. Enjoy!

(Editor’s Note: As of press time, Lorna Cornett
is the 2015 RPN Chair.)
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What is Collateral Underwriter?
by Beth Honea, Vice President Mortgage Services,
Bank of McKenney
There are typically four C’s used to analyze a
loan file:
• Credit (likelihood of repayment);
• Cash (as in down payment);
• Capacity (ability to repay the loan); and
• Collateral (the property).
As recently as just five years ago, there
were as many as 20 different variations of
“average” used on appraisals that made
the management of collateral risk quite
difficult for lenders. The industry has
been moving toward independence and a
standardization of appraisal methodology
since the implementation of Dodd-Frank.
Appraiser Independence and use of appraisalmanagement companies were an attempt to
remove the real estate agent, buyer, seller
and mortgage lender from influence in the
valuation process.
In September 2011, the introduction and
requirement of Uniform Appraisal Dataset,
or UAD, began the process of defining
terminology and form for appraisers of 1-4
family residential property. Appraisals for
property loans securitized in the secondary
market had to comply with the UAD format and
standard. (i.e. FHA, VA Fannie Mae, Freddie
Mac).
In January 2013, Uniform Collateral Data
Portal, or UCDP, allowed this standardized
data to be captured. Data from over 14 million
appraisals has been collected by Fannie Mae
in the two years since.
The culmination of the process has been the
release by Fannie Mae in January 2015 of their
proprietary system, Collateral Underwriter
(CU). CU is an automated review application for
the mortgage appraisal and assists the human
underwriter in due diligence and review of the
residential property valuation. Features and
benefits of the program include:
• Transparency by giving lenders access
to the same appraisal analytics used in
Fannie Mae’s quality control framework.
Fannie Mae has used CU internally
since mid-2013 and is now rolling it
out to lenders to take advantage of the
benefits.
• File quality by allowing lenders to
address potential valuation issues.
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• Efficiency of “one-stop shopping”
for supporting data. The application
interfaces comparable data from sales
already in the database, local market
trends, mapping, aerial and street-view
imagery, public records, building permit
data and additional functions to assist
with the review of the appraisal.

Collateral
Underwriter is
not a decisioning
engine. It does not
approve or deny an
appraisal or loan.

and the loan officer? My hope is that this
means fewer questions from underwriting
to an appraiser for comment or additional
comparables that often do not exist, thus
allowing for a more expeditious appraisal
review and acceptance into the loan file.
This also seems to me to level the playing field
for the more rural properties by confirming
to underwriting that the closest and best
comparables were already used. Often
underwriters may be distant to the property
location and unfamiliar with the fact that
properties five to 10 miles from a particular
rural home may be substantially the same
market and, consequently, a valid choice to
include for comparable consideration. Since
much of our work is in the rural areas of the
Bank of McKenney footprint, I consider this of
particular importance.
Of course, with any change there is a learning
curve and often resistance to the new. I would
expect this to be no different. But as the
program is implemented, I do see where it
can provide consistency among lenders and
reduced collateral risk.
If you would like to get a more technical
introduction to the program, go to fanniemae.
articulate-online.com and choose “Introduction
to Collateral Underwriter” in the e-learning
section.

• Confidence in appraisal reviews by
replacing arbitrary guidelines with
market-specific model-driven results,
thus reducing collateral risk.
Marianne Sullivan, senior vice president of
single-family business capacity with Fannie
Mae, addressed two areas of concern for all
parties involved in transactions: a) “CU is not
a decisioning engine. It does not approve or
deny an appraisal or loan.” b) “The lender
will still have some level of review process.”
The program enhances the valuation review
process and does not replace the human.
Lenders who have been using the program
under the pilot trials have expressed great
satisfaction with the consistency of the results
when using CU.
What does this mean to the real estate agent

(Legal Corner, continued from page 6...)
with interest from the date of closing until fully
paid. It also required Buki and Marsho to reconvey Rock Hall to Donald and Nancy upon the refund of the purchase price. Finally, the court entered judgment against Donald, but not Nancy,
in the amount of $135,129.41 for consequential
damages and interest, plus attorney’s fees and
related expenses in the amount of $98,575.66.
Donald appealed to the Virginia Supreme Court.

the concealment came after Buki and Marsho
already had entered into the contract and, as
such, the disclosure statement absolved him of
any duty to inform them of the condition of the
foundation sill.

Before the Supreme Court Donald claimed,
among other defenses, that he had no duty to reveal the damage to the foundation sill because
the disclaimer statement he provided with the
real estate contract specifically informed the
purchasers that they were buying the property
“as-is, that is, with all defects which may exist.”
The Supreme Court disagreed. Although the decision does not describe any direct evidence
indicating that Donald himself concealed the
damage to the foundation sill with new siding
and corner post material, the trial court found
that he had, and he did not dispute it.

In refuting Donald’s argument, the Supreme
Court noted the difference between fraudulent
inducement to contract, and fraudulent inducement to perform. Fraudulent inducement to perform arises when one party induces the other to
perform by concealing some fact which excuses
performance by the latter. Unlike fraudulent inducement to contract, where the concealment
necessarily precedes the formation of the contract, the concealment at issue in a fraudulent
inducement to perform claim may occur either
before or after the contract has been entered
into. In this case, the court held that Donald concealed the defective condition of the foundation
sill, and that his concealment constituted a fraud
that induced Buki and Marsho to perform the
contract by proceeding to closing.

Instead, Donald focused on the fact that Buki
and Marsho did not allege that his concealment
induced them to enter into the contract, only to
close under the contract. Donald argued that

Whether the fraud induced the purchaser to enter the contract in the first place, or to follow
through with performance of the contract, the
result is the same. The entire contract is ren-

BOM_SVAR_Award_7.875x4.indd 1

dered voidable at the demand of the defrauded
party. In this case, Buki and Marsho demanded
rescission of the contract, which voided the
contract. Because the contract was void, Donald could not point to the disclaimer statement
included in the contract to rely on the “as-is”
language. The disclaimer was wiped out by the
rescission, along with the rest of the contract.
The Supreme Court thus upheld the circuit
court in granting rescission based on Donald’s
fraudulent concealment of the damage to the
foundation sill.
In addition to the fraud issue, the court addressed several other issues in this complex
case, including the appropriateness of awarding consequential damages and attorney’s fees,
and whether Nancy should be liable along with
Donald for the fraudulent concealment.
Agents and their seller clients need to understand that a disclaimer statement does not provide an impenetrable shield against claims for
fraudulent concealment of defects in a property.
This column is not, nor is it intended to be, legal advice.
You should consult an attorney for advice regarding your
individual situation.

2/3/2015 3:13:34 PM
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Pictorial Review
SVAR spotlight on…murder!
Oh, the drama! (Literally!) The spotlight shined
on Swift Creek Mill Playhouse when realestate industry professionals turned actors
for the Southside Virginia Association of
REALTORS®’ second annual Murder Mystery
Dinner Theater. Murder, mystery, mayhem and
and a little CSI-type sleuthing, too, made for
a memorable and interactive evening, during
which guests enjoyed a specially-written script
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for the occasion, a meal and the camaraderie
of trying to figure out just “whodunit.” The
cast featured members Butch Fulcher as
philandering victim Thomas Whittingham,
Mary Ann White as Alexandria Whittingham,
Melinda Sexton as Claudia Lewis, Scott Whittle
as Richard Widdle, Stephanie Stables as
Sophia Redman, Cathie Gray as Paula Collin,
Eileen Knode as Detective Briggs and special

guest Vickie Zevgolis as Elizabeth Mann. So,
whodunit? “Wife” Alexandria Whittingham and
“mistress” Sophia Redman. Missed the fun?
Make sure to attend in 2015. Who knows what
treachery will be afoot?
– Victoria Hecht, SVAR Communications and
PR Specialist

The ins and outs of
property management
by Marita Dorr, Property Management Committee Chair
This being my first article for The Southside
REALTOR®, we’ll start slowly with the basics of
property management.
As real-estate licensees, we know there
are eight services of real estate: buying,
appraising, renting and/or providing rental
information, selling, auction, leasing and
exchange.
Real estate is an exciting profession. But to
find the area in which you want to specialize
can be frustrating and, at the same time,
exciting and extremely rewarding. Property
managers are often asked, “Do you have to be
licensed to practice property management?”
The answer: Property management per se
is not a licensed activity, and no license is
required. (That statement only applies if the
property management is limited to duties
like taking the rents, handling the calls from
tenants, handling repairs, etc.) However,

leasing is a licensed activity, and all licensed
activities must be done through a licensed
firm, according to “25 Most Common Legal
Hotline Questions and Answers” by Virginia
Association of REALTORS®’ deputy general
counsel Blake Hegeman.
So, why is there a need for property
management?
Today’s real estate market, and mainly the
economy, has caused the need for property
management (in addition to investors and
absentee owners not wanting to manage their
own property). We have all heard the term,
“arm’s length transaction.” This is particularly
important in the property management field of
real estate.
And what is property management? It’s
a many-faceted field of real estate with
great responsibility. The owner of the

property expects the property manager to
be resourceful, to be a good communicator,
to keep the property in good condition, to
manage the tenants and, most of all, to make
sure the rent is paid on time. A property
manager’s job is to produce maximum paid
income to preserve or increase value.
There are many facets of the propertymanagement career. A property manager must
be focused and be involved in the geographic
area they are managing. He or she must
also consider residential, commercial and
suburban growth and absentee ownership, the
main reason being that owners have neither
the time nor expertise to manage their own
properties.
SVAR’s Property Management Committee
selects topics that are pertinent in real time
(continued on page 17...)

This coupon is good for

$25 off
House Pressure Wash
or a

Home Inspection
from Burley Langford III
and Burley H. Langford, Jr.
(Exp.12-29-15)
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Smart and savvy: Using
Facebook to build your business
by Victoria Hecht, Communications and PR Specialist
Not so long ago the REALTOR®’s self-promotion
tool kit was stocked with magnetic car signs,
print advertising, mailers and business cards.

reflects well upon you? Here are some tips to
keep in mind when going about your Facebook
business:

Lots and lots of business cards.
Word of mouth—referrals from happy
clients—was an intangible, and very
much appreciated, bonus in building one’s
business…and still is.
Then, about a decade ago, a Harvard University
sophomore developed a social network that
would add one very big intangible to the
promo kit. Within three years, Facebook would
prove a game changer in the way people
communicate online and businesses promote
themselves.

If someone
responds to one
of your posts,
interact.

Real estate agents—savvy and sometimes
gabby—soon seized the opportunity for
free self-promotion. In 2012, the same year
the social media reached 1 billion active
users, Facebook premiered new advertising
opportunities that would allow businesses to
purchase ads for placement amid user status
updates and photos. This, too, presented
another tool—albeit paid—for real estate
professionals.
According to the 2012 REALTOR® Technology
Survey, found at www.realtor.org, “89 percent
of all REALTORS® use social media, and 80
percent use it for their real estate business.”
Clearly, REALTORS® have recognized the value
of social media in building business.
Chances are that you—as a SVAR member—
are among those utilizing this powerful tool.
But are you getting the most return for your
time investment and projecting an image that

Help SVAR’s social
media soar
Did you watch that video of President David
Patsel and his WRIC-TV interview on REALTOR®
safety? See the photos from folks attending
2015’s REALTOR® Day on the Hill? Act on VAR’s
Call to Action to oppose an increase in the
petroleum reduction deductible?
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Selling homes isn’t the sole purpose. Bill
Gassett, a REALTOR® who contributes to the
marketing blog Virante Orange Juice (www.
virante.org/blog), reminds users that, while
gaining clients (ultimately translating to
“solds”) is important, agents should remember
to create engagement and build trust among
followers. Besides featuring your listings,
share advice (tips on curb appeal, mustThe SVAR Facebook page is the virtual place
to meet, greet and stay up to date on all of
the association’s activities as well as news
affecting REALTORS® and Affiliates. Just
search for “Southside Virginia Association
of REALTORS” on Facebook or follow the
link from SVAR’s homepage. There is also
a helpful user group, where members
may share notices, open houses and
other industry news (www.facebook.com/
groups/122336594485718/)).

go happenings around town, you name it!)
and some fun interaction—perhaps some
weekly “food for thought,” humorous stories
or inspirational article you found online.
(Facebook is, after all, a friendly “social”
network.) In short, make it more than you, you,
you and your listings.
Manners, manners. Commenting isn’t a oneway street. If someone responds to one of your
posts, interact. Show you’re interested and
engaged. It’s the polite thing to do.
Photos, photos, photos. Think beyond text,
says Johnny McGinley, a public relations
professional who is a member of the United
Kingdom’s Chartered Institute of Public
Relations and who was a judge for the 2011
Social Media Awards in Ireland. Include photos
(of course, you want images of your listings
out there) as well as video and web links to
your postings.
Be regular, but don’t over-share. McGinley and
other social media experts tout “quality over
quantity.” There’s a fine line between over- and
under-sharing. Don’t share enough, McGinley
says, and followers will lose interest and drift
away. Share too much and they’ll (yikes!)
“unlike” or “un-friend.” So how often is just
right? Gassett says posting a home listing
(and don’t forget the photos) once a week
is just right. The rest of the time—the “fun”
and helpful stuff—is about finding your right
balance. Try a few practice posts to gauge how
followers react. Generally, “just right” is when
you get the most interaction from followers
without losing any of them, according to
Socialbakers, a popular provider of analytic
(continued on page 14...)

Remember, communication is a two-way
street. By following the association’s social
media, you’re not only empowering yourself
with business-building info and contacts,
you are also helping better SVAR with your
participation.
Please help grow SVAR’s Facebook
page, and stay tuned for more
social media updates in 2015!

RPAC: Working to protect you, our
industry and personal property rights
by Libby Gatewood, RPAC Chair
RPAC—the REALTORS® Political Action
Committee—ensures that your interests
are represented when laws, ordinances and
regulations are being enacted. Through the
contributions of REALTORS®, RPAC supports
candidates whose outlooks are compatible
with those REALTORS® and property owners.
The RPAC funds collected are given to
legislators that believe in protecting private
property rights and issues that affect our
business, your income. It does not matter if
they are Democrats or Republicans or where
they stand on controversial issues that may
be in the news; RPAC only gives to legislators
who vote for our recommendations to protect
you and homeownership.
The Virginia Association of REALTORS® keeps a
scorecard for each elected General Assembly
member. The legislative team at VAR knows

who votes for your livelihood, and those are
the legislators we support.
You, as members of SVAR, are the ones who
know your market the absolute best. And
you also know the issues that come up that
can hinder your transactions. So, let us know
what you’re experiencing out there so that
we can work with the Virginia Association of
REALTORS® to fix those problems.
You also can go to VAR and fill out a form
to have your input become a part of the
discussions about what should become part
of the VAR legislative agenda and Virginia
RPAC. Just go to realtorschoose.com/
capitolconnections/mylaw/. To see VAR’s 2015
legislative package, go to realtorschoose.com/
capitolconnections/.

The “fair share” contribution for the members
of the Southside Virginia Association of
REALTORS® for 2015 is only $30 per member.
When you think of how much your vehicle,
homeowners or your errors-and-omissions
insurances cost, is the cost of three or four
lunches a year that high of a price to pay to
insure that private property rights and your
ability to make a living are protected?
Take the next step in your career by making a
donation to RPAC; be a part of protecting the
citizens of our great Commonwealth. Find out
how to become a 99er, Capitol Insider, Sterling
R, Golden R or a Platinum R. Be a RPAC
Gladiator! Donate and encourage everyone in
your office to be a Gladiator, too. YOU really can
make a difference!

The Southside Directory
We Make It Easy To Keep Your Home Systems and Appliances Working.
With an HMS Home Warranty, you get:
w Peace of Mind
w Cost Savings
w Service Convenience

www.hayesinspects.com

To learn more, contact your REALTOR® or our local HMS Account Executive.
Katy Richards, P: 804.614.7104, E: krichards@hmsnational.com
©2014 HMS National, Inc. All Rights Reserved.

Want to be seen here?
Get your company in front of real
estate professionals all across
the Southside!

ADVERTISING DEADLINES
2nd qtr 2015
3rd qtr 2015
4th qtr 2015

May 8
Aug. 7
Nov. 6

Contact Diana Hayes at
dianahayes@comcast.net, or
visit SVARealtors.com/advertising.html for more information.

MartinCanterbury@aol.com
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SVAR education 2015:
It’s in your hands and ours
by Al Wells, Education Committee Chair
Members of the SVAR Education Committee
help develop educational programs and
services that foster ethical and professional
behavior and broaden the base of REALTORS®’
knowledge in areas essential to good and
customary real estate practices.
Members of this committee also are
responsible for promoting fair housing
education and other related programs and
activities, which further fair housing practices
and educate and inform the public and
REALTORS® on the rights of the general public
and obligations of agents, landlords and
property sellers.
All real estate agents are required by
the Virginia Department of Professional
Occupational and Regulation to maintain a
certain level of continuing education to retain
their real estate license. SVAR’s Education
Committee provides opportunities during
the year to help the association’s members
and any REALTORS® needing the necessary
continuing education to renew their licenses.
The 2015 CE classes, along with other
educational offerings, are posted on SVAR’s
website as well as our Facebook page.
The 2015 SVAR Education Committee will take
its education-providing responsibilities to the
next level by presenting all types of education
to the SVAR membership, REALTOR® members
of other associations and the general public.
This year’s committee wants to provide any
and all education opportunities available
to enhance the real-estate profession,
from increasing production to enhancing
quality of life, including topics such as areas
as safety, taxes, social media, cell phone
usage, retirement, insurance, scams and

communication, just to name a few.
To accomplish our mission we will need the
help of REALTORS®, Affiliates and the general
public. You can help us by letting us know
what you would like to have presented.
What are you interested in and want to know

What are you
interested in and
want to know more
about?

more about? If you want to get educated on
a subject, chances are there are others who
want to know about that topic as well. (By
the way, I’m sure most of you know that in
order for many classes to be taught, there
is a minimum requirement for number of
attendees, usually at least five. So, please
bring a friend when you attend.) This is where
communication is very important.
The Education Committee will use all types

of communication to accomplish its goal
of enhanced education and getting more
participation. For some reason, despite all of
the technology and media being used, it seems
that communication has gotten to be too much
for some and not effective for others. The most
effective means of communication should
be email, but even that doesn’t always prove
true as some people receive too much email
or their best email address is not known by
the communicating group or person. For this
reason we will call, email, advertise and use
face-to-face, and published and social media
communications to keep everyone informed
and to determine what education you seek.
The Education Committee also will partner
with the RPN Committee to help present many
of the education offerings that REALTORS®,
Affiliates, and the general public want. This
may be presented through “Lunch and Learns”
and/or networking socials.
The members of the Education Committee are
committed to providing you the best education
and knowledge opportunities possible. Again,
to help accomplish this we need to hear from
you. Please don’t hesitate to contact any
one of us with your questions, suggestions,
requests or general comments. The education
committee members are Meg Duarte, Brett
Harris, Lorna Cornett, Michelle James, Carl
Arsenault, Joyce Navary, Tina McCabe, Rhonda
Canada Partin, Lauren Myers, Doug Compton
and Larry Lewis. Their contact information
can be obtained via the SVAR website or MLS
database.
We hope to see you at some of our education
classes, Lunch and Learns, or socials soon!

(Social Media, continued from page 12...)
tools, statistics and metrics for social media.
Professional, please. Use discretion and
common sense when posting your activities.
Posts about hard partying or wild nights, or
ones with foul or suggestive language, are
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unlikely to build trust, admiration, followers or
potential clients.

to miss news, photos and activities of you and
your REALTOR® colleagues.

Speaking of Facebook, SVAR hopes you have
“Liked” the association’s page. If not, please
take a moment now to do so. You don’t want

Happy Facebooking, friends!

CEO’s Message
by Joe Croce, RCE
What is one of the greatest challenges of an
association? What connects the members to
each other and the activities being provided by
your association? What makes everyone feel a
part of, as we say in our association, a family?
Communication!
For something that is so valuable to the health
of an association, it is one of an association’s
greatest weaknesses. Those are weaknesses
from two perspectives: getting effective
and timely information to the membership,
and getting membership to participate in
the acknowledgement and acceptance of
association communications.
As association staff, we ask ourselves what
type of communication tool we should be
using to get messages out to members.
Typically, we use email, our website and
Facebook, printed fliers and, on occasion, the
old-fashioned telephone call. And one of the
most effective tools I have found is memberto-member communication. REALTORS® enjoy
sharing events together and will contact their
friends to share the experience.

a member needs to know. This form of
communication is passive. This means that the
members must, without encouragement from

With all of these
methods of
communication,
how are we
still not getting
information to
everyone?

Websites are important to the success of an
organization – and we have a website that
provides information on just about anything

We now have something very new to SVAR,
and we have great expectations that this
new communication tool will provide a much
different message to our members. This is
our new quarterly magazine, The Southside
REALTOR®, which you’re reading right now. In
it we provide information about events and
continuing education, but it also provides
something else important. This magazine
features issues that are of interest to our
members as well as highlighting those
members who have achieved something of
significance in the REALTOR® community or
association.
So, with all of these methods of
communication, how are we still not getting
information to everyone?
Your SVAR Board of Directors is taking a close
look at improving member communications
this year. We need to find out why these forms
of communication, even when all are done
at the same time, are not working and how
we can correct the problem. But we must
have participation from our members for that
improvement to happen.

Let’s review each type of communication and
the pros and cons of each.
In our association, everyone is sent an email
notifying them of every event, member
meeting, education class, RPN activity and
association business of importance to them.
This should be our most effective means
of communication. However, the Southside
Virginia Association of REALTORS®—as well
as other associations—finds that this form
of communication is not as effective as one
would hope. Why? Partly because SVAR may
not have everyone’s correct or most up-todate email address. We also understand that
REALTORS® receive many emails, and many
of those are related to the business of buying
and selling properties. We have been told
by members that, because of the urgency of
dealing with clients and prospects, our emails
get skipped over. Many times this leads to our
messages not being opened or forgotten as a
result.

and Facebook. They are also on the wall at the
association office. Members will review those
fliers when they visit the office. This is another
example of passive communication.

anyone else, visit the website to find out what
is happening in their association.
Almost everyone loves Facebook. About 50
percent of our membership has “liked” our
Facebook page, and major announcements
are posted there as they develop. We know
that, as we place these announcements on
our account, we have touched those members
who have joined our Facebook. However, as
a form of passive communication a member
must visit their Facebook account, and we only
get to about one half of the membership this
way. (We’d like to grow that. Please see the
social media item on page 12.)

By the time this issue of The Southside
REALTOR® publishes, you will have received
a request from the association to respond
to a survey. We hope that you helped us by
responding. The results of the survey will be
emailed to you, posted on the website and
Facebook, and possibly through a new form
of communication if suggested by the survey.
Please answer the survey when it comes.
Communicate with us so we can communicate
with you.

We have great fliers for our events and
education, too. We feature them on our website
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REALTOR® safety: Trust your instincts,
and always be vigilant
by Johana Story, SVAR Treasurer
It was a Wednesday evening. I’d finished
my last appointment and had gone home
to prepare for a workout at the gym. Then
I received a phone call—with the caller ID
reading “restricted”—from a well-spoken
male by the name of “David” in reference to
purchasing a home. He stated that he was a
first-time homebuyer who needed a REALTOR®
to assist him.
I proceeded to build rapport with him and
asked his preferred areas of interest. “David”
was interested in the Powhatan, Glen Allen and
Gaskins locations. I informed him that those
were not in my areas of expertise and that I
would like to recommend another REALTOR®
who could better represent him from our
Mechanicsville office. He refused and was
adamant that I was his REALTOR® of choice
without minding that I was unfamiliar with
those territories, and he explained that he’d
seen my profile online.
My next step was gathering more information
on what was important to him in his next
home. As we discussed that he asked if we
could meet that evening to view some homes.
As a deterrent, I explained that we are required
to make appointments and that our lock-box
access is limited after dark. The caller then
insisted that we either meet to view vacant
homes or meet to go over the steps required to
become a new homeowner. He also suggested
we meet in the West Broad area at 8pm. In
turn, I suggested we meet the next day at our
office, despite his constant persistence to
meet that evening regardless of how late it
was.
The entire call was odd, and I began to feel
very uncomfortable. I ended the call with
asking him to contact me the next day to
further discuss. To my amazement, he called
me a total of six more times that evening! I
sent his call to voicemail, but he never left a
message.
Out of fear that this man was calling others,
I called our association’s president, David
Patsel, for guidance on how to proceed to
warn my fellow REALTORS®. Our profession
makes it easy for predators, and we must all
be very conscious of those around us at all
times, never let our guard down, and carry
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some sort of protection, if at all possible.
People are not always who they say they are
and, with today’s technology, it makes it easier
for those who have ill intentions to be more
deceiving.

Our profession
makes it easy for
predators.

Open house safety. It ain’t over till it’s over.
Don’t assume that everyone has left the
premises at the end of an open house. Check
all of the rooms and the backyard prior to
locking the doors. Be prepared to defend
yourself, if necessary.
Bring up the rear. When showing a home,
always have your prospect walk in front of
you. Don’t lead them, but rather, direct them
from a position slightly behind them. You can
gesture for them to go ahead of you and say,
for example, “The master suite is in the back
of the house.”
Choose flight over fight. While every real
estate agent should take a basic self-defense
course, the primary goal in any threatening
situation is to escape from immediate danger
and call for help.

The National Association of REALTORS®
observes Safety Month each September, but
we should strive to remain on guard all year
round. Here are a few highlights from NAR’s
“56 Tips for REALTORS®” to keep in mind:
Keep it light. Show properties before dark. If
you are going to be working after hours, advise
your associate or first-line supervisor of your
schedule. If you must show a property after
dark, turn on all lights as you go through, and
don’t lower any shades or draw curtains or
blinds.
Checking-in. When you have a new client, ask
him/her to stop by your office and complete
a Prospect Identification Form (find a copy
online at www.REALTOR.org/Safety). Also,
photocopy their driver’s license and retain
this information at your office. Be certain to
properly discard this personal information
when you no longer need it.
Touch base. Always let someone know where
you are going and when you will be back;
leave the name and phone number of the
client you are meeting and schedule a time for
your office to call you to check in.

Agree on an office distress code. Create a
voice distress code, a secret word or phrase
that is not commonly used but can be worked
into any conversation for cases where you feel
that you are in danger. Use this if the person
you are with can overhear the conversation,
but you don’t want to alarm them. Example:
“Hi, this is Jennifer. I’m with Mr. Henderson at
the Elm Street listing. Could you email me the
RED FILE?”
Rely on good neighbors. Inform a neighbor that
you will be hosting an open house, and ask if
he or she would keep an eye and ear open for
anything out of the ordinary.
People are not who they say they are. Even
with the help of caller I.D, you can never be
too sure you know who you are talking to. For
example, if someone who claims to know you
gives you a call and starts to make unusual
requests on your behalf, then stop talking.
Scammers feed off of your reactions in order
to compile additional information. Hint: If
the caller has no recollection of previous
conversations, then they are not who they say
they are.
I urge all SVAR members to please take a
moment and read through the other important
safety tips found at www.REALTOR.org/topics/
realtor-safety/56-safety-tips-for-realtors.

NAR’s REALTOR® Safety Program to expand in 2015
REALTOR® safety is one resolution we can all agree on. Educate yourself about the potential dangers REALTORS® can face on the job with the
resources available in the REALTOR® Safety Program. From videos to safety app recommendations for your smartphone to educational webinars,
NAR is serious about your safety. There’s a lot more in store for the REALTOR® Safety Program this year, too. New resources will be introduced
throughout the year, including a new safety course, safety tips, videos and more. Be sure to visit www.REALTOR.org/Safety often so you don’t miss
a thing.
– from the National Association of REALTORS®

Safety first and always,
SVAR! Members recently got
the message (and handson practice) during safety
and self-defense training at
headquarters. Look at the
fun you missed—fun that
someday could help protect
you! Mark your calendars for
September 16, when more
safety training will be held at
SVAR headquarters.

(Property Management, continued from page 11...)
to property managers. On occasion we may
have guest speakers on relevant topics
affecting our area.
Our committee keeps property managers
informed of changes in the Virginia
Residential Landlord Tenant Act. At our
committee meetings we share information on
new ideas, problem solve and support each
other.

Our most recent meetings were right after
the VAR Real Show, the Property Management
Coalition in Charlottesville and the state
conference for the National Association of
Residential Property Managers in Richmond.
All of the information and legal updates
that we gathered at these events were
shared with the committee. The committee
commented that this information was very
helpful and useful in their business.

If you are renting property for a homeowner,
you should be a member of this committee.
We meet on a quarterly basis at SVAR. Please
see the SVAR calendar (found at www.
SVARealtors.com) for our next meeting, or
call me at (804) 307-8200 or Crystal Williams,
co-chair, at (804) 541-8353.
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An Alpha education: Online on your time
by Deana Wilson, Director of Education, and Cliff Drought, Distance Learning
Course Designer, Alpha College of Real Estate
One student admitted he was skeptical
about online classes. That mindset may have
changed by the time he finished Alpha College
of Real Estate’s Virginia Agency Law.
“(I) was very impressed with this online
course…,” the student wrote in his evaluation
for the course, which meets the three hours of
agency required under Virginia’s post-licensing
curriculum and can also be used for credit for
continuing education students.
“This went very smoothly. I felt like I learned
and retained just as much as I would have had
I been in a classroom setting...the bonus was
that I could complete at my leisure, which was
great!”
The convenience of being able to take classes
from anywhere with Internet connection was
a big part of the reason Alpha College of Real
Estate began creating its own online classes
in 2009. All of the classes now available
through the school’s portal on the Southside
Virginia Association of REALTORS® website
were created in-house by Alpha’s staff and
instructors.
In addition to providing SVAR members with
increased education opportunities, each
registration provides revenue for SVAR through
a partnership program between the two.
And all student calls and questions are
handled just down the road at Alpha’s
headquarters.
“I get a lot of comments on how convenient
the exam-only is,” noted Sonya Keyes
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(pictured bottom right), an Alpha member
support specialist who fields student calls. The
exam-only option allows students to download
the materials and go online to take their exam,
providing real-time scoring and removing the
need for paper registrations and tests. “They
like the convenience and the quickness of the
exam-only option.”

More than 10,000
students from
throughout the
state have taken
Alpha’s courses
online.
Alpha’s online creations include the individual
courses that make up the 30 hours of postlicensing requirements, packaged continuing
education courses for the complete 16 hours
of renewal for a salesperson and 24-hour
packaged courses for broker continuing
education. For those who prefer to customize
their continuing education, related topics—
ranging from social media to contracts—are
also available.
Many of the classes include video of speakers
and instructors who have presented at Alpha.
For example, Howard Williams (pictured

bottom left), Alpha’s continuing education
coordinator and Principles instructor, leads
students through many of the topics in the
60-hour online pre-licensing course. Attorney
Lem Marshall and the Virginia Association of
REALTORS®’ Blake Hegeman also are featured
in some of the online courses.
All totaled, more than 10,000 students from
throughout the state have taken Alpha’s
courses online.
“Loved this,” noted a risk-management
student. “(It was) easy to fit in my schedule,
quick setup, loved that I was able to see the
questions I got wrong to review the section.”
For those who would like to see if online
education is for them and to check out SVAR’s
options through Alpha, visit www.SVARealtors.
com and click on the “SVAR member portal for
Alpha College of Real Estate” on the Calendar
of Education and Events.

On the lookout for new SVAR Affiliates
Because I am trying to grow our Affiliate
membership, I am often asked, why should I
become an Affiliate member?

participate in the annual installation, awards
banquet and other REALTOR® events, including
Affiliates fairs.

Of course, I can go on and on about the
benefits of being an Affiliate of the Southside
Virginia Association of REALTORS®, but we all
know you have to get involved to get the most
of any organization.

As our new 2015 committee forms to find
more ways to involve the Affiliates with the
REALTORS®, I welcome ideas from all SVAR
REALTOR® members as well as current
Affiliates to give me insight.

There will be networking opportunities with
the REALTORS® and other Affiliates during
the various events throughout the year, and
all Affiliates can leave promotional material
in the SVAR office. There will be a chance to

My personal goal as Affiliates Committee
chairperson is to grow the association’s
membership by an additional 50 Affiliate
members.

The Southside Virginia Association of
REALTORS® is a wonderful professional
organization dedicated to promoting
excellence in real estate business. If you
are not an Affiliate member and you wish
to become one, you will be making a sound
business decision. We would love to have you
join this team.
– Sharon Perkins, Affiliates Committee Chair

SVAR shares potential housing-market impact
from Army downsizing
Making the association’s voice heard, SVAR
Legislative Affairs Committee chairman Mary
Ann White addressed a full house during a
January community-listening session at the
Army Logistics University at Fort Lee. The
event was part of a series of Army-sponsored
meetings held around the country to assess
where and how deep a workforce reduction
will impact bases nationwide.
Most attendees were key military officials
from Fort Lee in addition to state and local
government representatives and members of
local Chambers of Commerce.

The Army is expected to lose 20,000 troops in
2015’s drawdown, plus an additional 40,000
more in 2016 and 2017 and, possibly, another
10,000 to 20,000 by the end of this decade.
White delivered comments on the impact that
a base workforce reduction would have on
residential real estate in the Tri-Cities area,
noting that in the last several years the local
market has seen steady improvement. A
reduction in workforce will most likely reverse
that trend, the REALTOR® said.

downsizing—for facilities reuse that may
help to replace jobs and increase housing
opportunities through privatization of base
assets. Other SVAR attendees were REALTOR®
Ken Pritchett and SVAR CEO Joe Croce.
– Victoria Hecht, SVAR Communications and
PR Specialist

White also posed several questions to the
Army representatives, including what plans
and opportunities the base has—upon
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SVAR installs 2015 leadership:
Learning from past, looking to future
by Victoria Hecht, Communications and PR Specialist
The Southside Virginia Association of
REALTORS® looked to the past while
preparing for the future in December during
its installation of 2015 officers and directors
at the Union Train Station in Old Towne
Petersburg.
David Patsel, a broker with Napier REALTORS®
ERA, was installed as president. In his
acceptance speech, the Colonial Heights
resident outlined his goals for SVAR for the
year, including improved communication
through technology; more educational
offerings and coursework; better public
awareness of the value of a REALTOR®; and,
with the association’s newly established
Community Affairs Committee, increased
community outreach.
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Patsel, who launched his real-estate career
10 years ago after working in the restaurant
business for more than two decades, also
explained his selection of the historic train
depot for the SVAR ceremony.
The landmark, he said, was the site of a
“shoulder-to-shoulder” property auction—the
first industry event that he attended after
earning his license auction—and helped
inspire his “fever” for real estate.
“This building is a part of Olde Towne
Petersburg that we want to preserve and carry
on for generations to come. That is how I see
our association, which was founded in 1951,”
Patsel added. “The future looks bright for
SVAR. The market is improving, and SVAR is
again growing.”

Patsel was sworn in by 1997 SVAR president
and mentor Libby Gatewood, also of Napier
REALTORS® ERA, and pinned by wife Monica
Patsel before the ceremonial passing of the
gavel. Gatewood also installed the rest of
SVAR’s 2015 board: immediate past president,
John W. Brockwell, Weichert Realty, Brockwell
& Portwood; president-elect, Ron Hardy, 1st
Choice Realty Group; treasurer, Johana Story,
RE/MAX Commonwealth; and directors Brett
Harris of Harris & Associates, Larry Lewis of
Napier REALTORS® ERA, Steve Overgard of
RE/MAX Commonwealth, Carmen Martin of
Ford Agency Inc. and Doug Compton of Tennek
Realty.
Welcome, new leadership!

The grievance process and your
REALTOR® Code of Ethics
by Jennifer McCray, Grievance Committee Chair
Having the privilege of being able to put the
term “REALTOR®” behind your name is a true
honor. And, as REALTORS®, it is important
that we don’t forget how much that word
represents.
We are more than licensed real estate agents
obeying the Virginia state laws; we are
REALTORS® who vow to abide to a strict code
of ethical conduct.
The Code of Ethics and Standards of Practices
of the National Association of REALTORS®
establishes obligations that are higher
than those mandated by law. There are 17
articles that describe a REALTOR®’s duties
to customers and clients, their duties to the
public and their duties to other REALTORS®.

Locally, the Southside Virginia Association of
REALTORS® is responsible for enforcing the
Code of Ethics. To do so, they must have a
process and committees in place to handle
any complaints that are brought forward to the
association.
When an individual files an ethics complaint
with SVAR, the complaint goes to the
Grievance Committee. The committee
reviews the complaint and determines if the
allegations, if taken as fact, might support a
violation of the Code of Ethics.
If the committee does not see a possible
violation, the complaint is dismissed (there is
an opportunity to appeal). If the committee

determines that it is possible that a violation
could have occurred, the complaint will be
forwarded to the Professional Standards
Committee for a hearing.
As the chairperson of the grievance
committee, it is my hope that our members are
upholding a high level of ethical conduct and
that complaints will be few and far between.
I encourage you all to read the Code of Ethics
each year. You may read and download a copy
at www.realtor.org/node/6669.
And remember to always follow the Golden
Rule: “Whatsoever ye would that others should
do to you, do ye even so to them.”

History and evolution of the
Code of Ethics
by George Grundy, Professional Standards Committee Chair
Did you know that the adoption of the Code
of Ethics pre-dates by nine years the firstadopted real estate licensing law? In fact,
most licensing laws were originally patterned
after our REALTORS®’ Code of Ethics.

should bear in mind that he is an employee—
that his client is his employer and is entitled
to the best service the real estate man can
give—his information, talent, time, services,
loyalty, confidence and fidelity.”

The Rules of Conduct were founded upon the
Golden Rule: “Do unto others as you would
have them do unto you.” The preamble of
today’s Code of Ethics still credits the Golden
Rule.

This set the tone for the original 23 Articles
that followed.

The first Rules of Conduct began with the
following paragraph:
“The real estate agent should be absolutely
honest, truthful, faithful and efficient. He

The Code contained 23 Articles until 1995.
It has been amended several times to keep
up with the changing world and industry in
which REALTORS® operate. In 1995, the Code
underwent a major structural overhaul. Six
Articles were eliminated, and their principles
were added to other Articles or the Preamble.
The remaining 17 were renumbered and

divided into three sections: Duties to Clients
and Customers (Articles 1-9); Duties to
the Public (Articles 10-14); and Duties to
REALTORS® (Articles15-17).
The Code of Ethics places on REALTORS® the
social, moral, ethical and legal requirements
that are above and beyond those imposed by
state licensing law.
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SVAR launches effort to increase
outreach to community
by Jeff Blaha, Community Affairs Chair
Sometimes is seems everyone either knows
a real estate agent or knows of one through
friends or family. We are highly-visible
members of our communities, but the reality is
that the general public has limited awareness
of who we are and what being a REALTOR® is
about.
The SVAR Board of Directors is committed to
changing that in 2015 with the creation of a
new Community Affairs Committee, chaired by
myself.
In line with the National Association of
REALTORS®’ Core Standards, the goal of this
committee is provide visible and meaningful
opportunities for REALTORS® and Affiliates
to actively engage in our community by
partnering with charitable organizations.
These engagement opportunities will involve
volunteering and fundraising for a local nonprofit. Rebuilding Together Tri-Cities
(www.RTTricities.org) has been chosen as
SVAR’s inaugural partner in this effort.
The mission of Rebuilding Together TriCities, or RTTC, is perfectly aligned with our
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REALTOR® Pledge to protect and promote
homeownership. Since 1994, RTTC has been
bringing volunteers from the community
together to provide free home repairs to lowincome homeowners in the Tri-Cities.

We are highlyvisible members of
our communities.
These homeowners are typically individuals
and families existing on fixed incomes who
have deferred home-maintenance issues
that need to be addressed. The ultimate
goal of RTTC is to stabilize and improve
neighborhoods by preserving homeownership.
Because their clients often serve as the eyes
and ears of their community, RTTC helps keep
neighborhoods clean, safe and crime-free.
During the spring, summer and fall, the
organization is active with rebuilding
projects sponsored by corporate and civic
organizations. In the winter, their focus is

on fundraising events like Souper Bowl II
(pictured below), which was held February
8 at Boulevard Flower Gardens in South
Chesterfield.
The Community Affairs Committee will work
to provide material and hands-on support for
RTTC’s efforts. The goal for 2015 is to fund
and staff up to three home-repair teams to
work on projects in Petersburg and Hopewell.
These teams will each require a house captain
and at least some members with strong skills
in the construction trades, but there will be
opportunities for people of all skill levels to be
involved.
Does this sound like something you can
help with? Great! The Community Affairs
Committee needs you. Initially, the committee
will meet monthly. Please contact me for more
information at jblaha@GoHTR.com or by cell
phone at (804) 731-3490.

SVAR helps spread holiday cheer to military families
Establishing a solid foundation for 2015 as
a year of community outreach, Southside
Virginia Association of REALTORS® members
played Santa in December by delivering
bushels of new toys and winter woolens they
had collected to the Fort Lee-based Holiday
Helpers Association.
SVAR members also had the opportunity to
meet Gov. Terry McAuliffe, who was visiting the
base’s charity program at the time.
“Increased outreach is among SVAR’s goals
for the 2015, including establishment of
our association’s new Community Affairs

Committee. What better way to start than by
spreading holiday cheer to those who serve
our country—our local military personnel and
their families?” said Immediate Past President
John W. Brockwell, who was among those
delivering the donations.
Fellow SVAR members Hank and Meg Duarte
and Carmen Martin joined him in the donation
run.
The donations went to military families in
need. Accepting on behalf of the Holiday
Helpers Association were President Wayne Hall
and Vice President Carlton Branch.

The nonprofit Holiday Helper Association
allows wounded warriors and nominated
military families facing tough times to shop
at the association’s Fort Lee “toy store” for
free. It also offers military families vouchers
to assist with holiday meals and a live tree, if
needed, as well as stocking stuffers, books,
puzzles and homemade infant blankets.
– Victoria Hecht, SVAR Communications and
PR Specialist

(Left) Holiday Helpers Association First Vice
President Carlton Branch, far left, shakes the
hand of SVAR Immediate Past President John
W. Brockwell. Also pictured are SVAR 2014 RPN
Chairman Meg Duarte, center, Holiday Helpers
Association President Wayne Hall and SVAR Board
of Directors member Carmen Martin.
(Below left) SVAR 2014 RPN Chairman Meg
Duarte is surrounded by toys.
(Below right) Gov. Terry McAuliffe shakes the
hands of Fort Lee military personnel during his
visit to the Holiday Helpers Association’s Toy
Store at the base.

The Southside REALTOR® · Winter 2015 · p. 23

Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

