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by Brett Harris, 2018 President, SVAR

President’s Page

The SVAR Board of Directors reviewed 
and approved bids for replacement of 
the roof at the association office. The 
new roof was installed in the first week 
of February. Special thanks to the Board 
and Immediate Past President Steve 
Overgard for getting this done within 
budget.

Next on the agenda at SVAR will 
be interior painting and flooring. If 
members would like to help with ideas, 
options or obtaining bids for the work, 
please contact me. We will set up a 
Remodel Committee.

The Board has been able to put our “flip 
house” on the market. We are happy 
to tell you it is under contract with a 
closing date (as of press time) of March 
12, 2018. We will be looking for another 
property to flip for non-dues income for 
our association.

I am thankful for the work of the SVAR 
Board. They are committed to keeping 
us financially solvent. Please let your 
Board members know you appreciate the 
volunteer work they do for us.

I have been able to attend a few 
committee meetings so far this year. 
From those I learned:

Awards Committee, chair Troy 
Gibbs – This committee has worked 
very hard to get everything in place for 
the Awards Banquet. We give thanks for 
their commitment.

Education Committee, chair 
Al Wells – Al has an article in this 
magazine informing you of educational 
opportunities available. Please take 
time to read and sign up for class. This 
committee also works very hard to 
provide educational opportunities that 
fit our needs.

Community Affairs Committee, 
chairs Jennifer McCray and 
Samantha Tyler – They are planning 
“creative and fun ideas” for Community 
Outreach. Keep your eye out for their 
ideas.

These are just a few of the committees 
offered at SVAR. By choosing to be a 
part of a committee, you connect with 
fellow REALTORS® and get to know 
them on a more personal level. 

Take time to check out the committees 
offered to you. Go to SVARealtors.com, 
click on “Leadership” and then 
“Committee Chairs.” Find a committee 
that fits you. The chairs are shown with 
their names and contact information. Let 
them know you want to help. You can 
also get in touch with CEO Joe Croce, 
member support specialist Danielle 
Marchant-Via or me. 

Pick the committee that suits you, 
and I promise you will receive a great 
feeling of satisfaction in knowing you 
have joined the team of REALTORS®, 
Affiliates and staff who make things 
happen for all of our REALTORS® and 
Affiliates in SVAR. 

You will enhance your career by joining 
in and learning as much as you can while 
developing friendships that will last 
forever.

SVAR members attended the Virginia 
REALTORS® Economic and Advocacy 
Summit in Richmond from February 
13-15. Speakers included Gov. Ralph 
Northam and Lt. Gov. Justin Fairfax 
along with representatives of economic 
development. (See full coverage of this 
event on page 7.)

Virginia faces challenges in attracting 
new businesses to our area. Here are a 
few:

• Providing Broad Band Internet 
Access to outlying areas;

• Lack of mega-site-type properties 
with 100-plus acres;

• Ability to provide detailed available 
sites ready for new businesses;

• Sites ready for technology 
companies; and, 

• The length of time it takes to get 
permits and approvals on zoning 
and development of properties.

Other updates include:
• CVR MLS will have upgrades 

coming soon that provide new tools 
for us to use in business. 

• In May we will be attending 
the National Association 
of REALTORS® Legislative 
Conference in Washington, D.C.

Great things are ahead for us. I hope 
you are having a productive year thus 
far. Thank you for your support of our 
association. ~

You will enhance 
your career by 
joining in and 
learning as 
much as you can 
while developing 
friendships that will 
last forever.

SVARealtors.com
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Ethically speaking: Inquiring minds 
want to know

Let’s explore this Professional Standards 
and Ethics case study provided by the 
National Association of REALTORS®: 
Case #1-25: Disclosure of Latent 
Defects. “Inquiring Minds Want to 
Know” is an oft-repeated phrase that 
highlights the intent of Article 1 of the 
Code of Ethics and Standard of Practice 
1-9... To disclose or not to disclose? 

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

Standard of Practice 1-9
The obligation of REALTORS® to 
preserve confidential information (as 
defined by state law) provided by their 
clients in the course of any agency 
relationship or non-agency relationship 
recognized by law continues after 
termination of agency relationships 
or any non-agency relationships 
recognized by law. REALTORS® shall 
not knowingly, during or following the 
termination of professional relationships 
with their clients:

1. 1. reveal confidential information of 
clients; or

2. 2. use confidential information 
of clients to the disadvantage of 
clients; or

3. 3. use confidential information 
of clients for the REALTOR®’s 
advantage or the advantage of third 
parties unless:
a. clients consent after full 

disclosure; or
b. REALTORS® are required by 

court order; or

c. it is the intention of a client 
to commit a crime and the 
information is necessary to 
prevent the crime; or

d. it is necessary to defend a 
REALTOR® or the REALTOR®’s 
employees or associates against 
an accusation of wrongful 
conduct.

Information concerning latent material 
defects is not considered confidential 
information under this Code of Ethics. 
(Adopted 1/93, Amended 1/01)

This case study was adopted in 2009.

REALTOR® A had listed Seller S’s 
vintage home. Buyer B made a purchase 
offer that was contingent on a home 
inspection. The home inspection 
disclosed that the gas furnace was 
in need of replacement because 
unacceptable levels of carbon monoxide 
were being emitted.

Based on the home inspector’s report, 
Buyer B chose not to proceed with the 
purchase.

REALTOR® A told Seller S that the 
condition of the furnace and the risk 
that it posed to the home’s inhabitants 
would need to be disclosed to other 
potential purchasers. Seller S disagreed 

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

Three months later, REALTOR® A 
noticed that Seller S’s home was back 
on the market, this time listed with 
REALTOR® Z. His curiosity piqued, 
REALTOR® A phoned REALTOR® Z 
and asked whether there was a new 
furnace in the home. “Why no,” said 
REALTOR® Z. “Why do you ask?” 
REALTOR® A told REALTOR® Z about 
the home inspector’s earlier findings 
and suggested that REALTOR® Z check 
with the seller to see if repairs had been 
made.

When REALTOR® Z raised the question 
with Seller S, Seller S was irate. “That’s 
none of his business,” said Seller S who 
became even angrier when REALTOR® 
Z advised him that potential purchasers 
would have to be told about the 
condition of the furnace since it posed a 
serious potential health risk.

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

The Hearing Panel disagreed with 
Seller S’s contentions. It noted that 
while REALTORS® do, in fact, have 
an obligation to preserve confidential 
information gained in the course of any 
relationship with the client, Standard 

information 
concerning latent 
material defects 
is not considered 
confidential under 
this Code of Ethics.

by Carmen Martin, Co-Chair, professional Standards & Arbitration Committee

(continued on page 6..)
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SVAR is switching things up a bit this 
year (and beyond) for LDAC committee. 
Most members don’t even know that 
such a committee exists, so let’s start 
from the basics. 

LDAC stands for Leadership 
Development and Advisory Committee. 
Historically, this has been the 
individuals or group that has been 
primarily behind getting a slate of 
members to run for the Board of 
Directors and president-elect. 

At SVAR, about one-third of the 
Board cycles each year, and there 
is a fresh president-elect to assume 
the responsibilities of president the 
following year. Likewise, there should be 
two to four positions open on the Board 
of Directors and a position open for 
president-elect. 

For democratic purposes, it is better to 
have more candidates than positions. 
So that means LDAC must identify and 
recruit nearly twice as many candidates 
as positions. For many years, the LDAC 
has been a committee of one headed by 
the immediate past president. Additional 
committee members have been brought 
in around election time to help with 
interviews. 

This year, LDAC is going to be a 
full committee most of the year, not 
just part. There will be four or more 

members serving most of the year 
and possibly more added around 
elections. There are additional goals 
and responsibilities being added as well. 
LDAC will be looking further ahead four 

to eight years instead of the traditional 
one to three years. It is the ultimate 
longer-term goal of the committee 
to set up a “bench” about eight years 
out for the thoughtful, deliberate and 
orderly transition of leadership into the 
foreseeable future. 

To set up the longer-term vision, LDAC 
needs to look beyond the current 
officers and directors. LDAC needs to be 
thinking about leaders of the other SVAR 
standing committees and recruit existing 
SVAR members into existing committees 
and work groups. 

For the longer-term strategies to work, 
new committee members will join 
existing committees. At some point, 

some will move into vice chairs and 
chairs. Some of the current committee 
chairs and vice chairs will join other 
candidates for the upcoming Board of 
Directors. By following this program, we 
will have a larger number of qualified 
candidates for the Board and president-
elect each year than the year before. 
 
Here is how you can help and get 
involved:

• Join a committee. 
• If you are already on a committee, 

join an additional committee.
• If you have committee experience, 

volunteer to take the vice chair or 
chair position.

• If you have a desire, run for the 
Board of Directors.

• If you are qualified and have the 
desire, run for president-elect.

• Recommend another member who 
has the “right stuff.” 

Another important function of LDAC 
is to recommend our members for the 
Leadership Academy at the state or local 
levels. We have consistently nominated 
and supported our promising members 
with these opportunities, which change 
every year. 

SVAR loves to help our members grow 
and improve. Please join in. ~

For democratic 
purposes, it is 
better to have more 
candidates than 
positions. 

Developing leadership for 2019 and beyond

by Steve Overgard, 2018 Immediate Past President, SVAR

of Practice 1-9 specifically provides 
that latent material defects are not 
considered “confidential information” 
under the Code of Ethics. Consequently, 
REALTOR® A’s disclosure did not violate 

Article 1 of the Code of Ethics.

This shows us that we have obligations 
to all parties, including confidentiality, 
but not at the expense of violating the 

public trust or health and safety. This 
obligation must remain primary in all 
our business decisions.  ~

(Ethically speaking, continued from page 5...)
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SVAR ADVOCATES TAkE THE ROAD TO RICHMOND
If the early bird gets the worm, the early-rising REALTOR® gets his or her voice heard! SVAR members hit the road to Richmond 
February 14 for the Virginia REALTORS® Economic and Advocacy Summit, formerly known as REALTOR® Day on the Hill. 
Because the General Assembly building is being replaced, all activities were held at the Richmond Omni. 

Attendees kicked off their advocacy-packed Valentine’s Day with an info-packed general session, and some attended an 
early-morning prayer breakfast. Among the general session’s speakers were Gov. Ralph Northam, VR President Jay Mitchell, 
National Association of REALTORS® economist Lawrence Yun and Stephen Moret, executive director of the Virginia Economic 
Development Partnership. A Q&A session followed featuring Moret, Mitchell and VR CEO Terrie Suit. 

During the afternoon’s luncheon Dr. Douglas Brinkley, author, Rice University history professor and a Fellow at the James 
Baker III Institute of Public Policy, explored the history of Virginia’s presidents. 

After lunch legislators visited the General Assembly for one-on-one sessions, by region, with Virginia’s REALTORS® in 
attendance. During this time attendees shared issues and concerns of importance to property owners and the real estate 
industry, and the legislators gave updates from the 2018 General Assembly session. VR staff also shared updates with attendees.

A reception rounded out the evening before attendees headed home or out to dinner if they stayed in Richmond for 
the remainder of the three-day Summit. Thank you for making your advocacy voices heard, SVAR! – Victoria Hecht, 
Communications and PR Specialist



p. 8  •  THE SOUTHSIDE REALTOR®  •  1ST QUARTER 2018

SVAR celebrates 2017 achievements during 
Awards for Excellence

Irish eyes (and then some!) were smiling 
March 17 as hundreds of Southside 
Virginia Association of REALTORS® 
members and guests packed the Virginia 
State University Multipurpose Center to 
mark the apex of SVAR’s year. 
The annual Awards for Excellence 
gala recognized sales achievement, 
REALTOR® of the Year, Lifetime 
Achievement, Affiliate of the Year and 
Rookie of the Year, among others. 
The special awards recipients are 
selected from nominations by fellow 
REALTOR® and Affiliate members. 
Also recognized were Top Residential 
Salesperson of the Year, Top Residential 
Sales Team, and others who reached 
exceptional production levels in 2017.
The honorees were:

REALTOR® of the Year – Steve 
Overgard, RE/MAX Commonwealth 
Group, Chesterfield. REALTOR® of the 
Year is the highest honor bestowed on 
an SVAR REALTOR®. The accolade 
is presented annually to one whose 
professional and civic activities have 
made a substantial contribution to SVAR 
and the real estate industry. 

Overgard, who served as SVAR’s 2017 
president, also served on the Board of 
the CVR MLS, Virginia REALTORS® 
Board of Directors and assorted 
committees within Virginia REALTORS® 

and the National Association of 
REALTORS®. During his presidency, 
Overgard worked tirelessly to enhance 
the communication and technology 
presence and use at SVAR, and provided 

many articles to the quarterly magazine. 
Under his leadership SVAR achieved 
all three of its RPAC goals to win the 
Triple Crown for participation as well as 
meeting the association’s core standards. 
He also led SVAR to a profitable year 
while president and launched SVAR’s 
V-Corps volunteer system.

Lifetime Achievement Award 
– John W. Brockwell, Weichert 
Realtors, Brockwell & Portwood, 
Colonial Heights. The award is 
presented to a REALTOR® who has 
made significant contributions to the 
association and the real estate profession 
for at least 25 years. Brockwell, who 

served as SVAR’s president in 2014 
and 2007, has been in real estate for 
his entire life. He is a graduate of the 
Virginia Association of REALTORS® 
Leadership Academy and is involved in 
REALTOR® activities at the local, state 
and national levels. Brockwell served 
as president of the Central Virginia 
Regional Multiple Listing Service, is a 
member of the National Association of 
Residential Property Managers, and is 
active in the Petersburg Rotary Club and 
Christ and Grace Episcopal Church.

Fred C. Morene Rookie of the 
Year Award – Chandler Hundley, 
Front Door Realty Group, Chester. This 
accolade is presented to a new member 
who has been a full-time real estate 
licensee for 18 months or less; sales 
volume, association participation and 
civic involvement also are considered. 
Hundley achieved almost $800,000 in 
sales in her first year.

Associate of the Year Award – 
Larry Lewis, Long & Foster Real 
Estate, Colonial Heights. This accolade is 
based on the nominee’s sales or property 
management activity while maintaining 
a high level of participation in local 
association and civic involvement. A 
member of the Virginia REALTORS® 

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

by Victoria Hecht, Communications and PR Specialist

(continued on next page..)
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Board of Directors, Lewis serves as 
both the association’s treasurer and 
board member. In his first year as a 
REALTOR® with the Lewis & Zevgolis 
Team, Lewis and Vickie Zevgolis earned 
SVAR’s Rookie of the Year Award.

Legislative Award – Mary Ann 
White, RE/MAX Signature, Chester. 
This award is presented to a REALTOR® 
who advocates on the local, state or 
national government level. White has 
been a member of SVAR’s Legislative 
Affairs Committee for several years and 
serves as its chair. She also is a major 
donor to RPAC. 

Ethics in Action Award – George 
Grundy, George Grundy & Associates, 
Petersburg. This accolade is presented 
to a REALTOR® who is sought out by 
other REALTORS® for his or her advice 
and counsel on the REALTOR® Code of 
Ethics and professional standards, and 
who incorporates the Code of Ethics 
in his or her daily business practice. 

Grundy is a past president of SVAR 
and has participated in local, state 
and national functions, and not only 
preaches the Golden Rule but also lives 
it a well.

Educator of the Year Award – 
Patsy Rogers, Harris & Associates, 
Chester. This accolade is presented to a 
REALTOR® who promotes and teaches 
real estate within the association and 
the community. Rogers is a veteran 
instructor of post-licensing and 
continuing education classes and also 
serves as a certified ethics instructor.

Affiliate of the Year – Perry 
Shelton, C&F Mortgage, Midlothian. 
Shelton has supported, and continues to 
support, SVAR in many ways, including 
sponsoring and attending numerous 
events, offering constructive advice and 
helping grow membership and their 
presence at events is welcomed and 
positive. He also leads classes almost 
monthly at the SVAR office.

Board Choice Award – Doug 
Compton, Tennek Realty Inc., 
Blackstone. This honor is presented to 
one whom the SVAR Board of Directors 
believes shines above the rest in their 
participatory involvement in SVAR. A 
past SVAR Board of Directors member, 
Compton has devoted his time and 
knowledge to the association and has 
participated in activities and events as 
well as guiding the association in the 
development of its education program. 
Compton also is an active member of the 
Kiwanis Club and enjoys participating in 
community service activities that benefit 
area children.

Donald W. Parr Community 
Involvement Award – Lorna 
Cornett, Napier REALTORS® ERA, 
Colonial Heights. This honor is awarded 
to one who is has made a significant 
contribution to the community through 
his or her involvement in activities 

(Awards, continued from previous page...)

(continued on page 11..)
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The Virginia Housing Development 
Authority (VHDA) recently partnered 
with a federal agency to pilot a new 
home loan program in Virginia that 
helps low- to moderate-income 
individuals and families buy 
manufactured homes in rural areas.
By agreeing to join the Existing 
Manufactured Housing Unit Financing 
Pilot Program offered by the United 
States Department of Agriculture’s 
(USDA) Office of Rural Development, 
VHDA has been able to expand its 
existing VHDA/USDA loan program 
from financing only new manufactured 
housing—defined as one year old 
and newer—to financing existing 
manufactured housing that can be 
between one and approximately 10 years 
old. 

As a result, many more manufactured 
housing units are now available to be 
financed with the multiple benefits 
offered by VHDA and USDA.

The pilot loan program became available 
in Virginia when Michael Urban, USDA 
Single Family Housing program director, 
transferred from Vermont and was able 
to have Virginia included with the eight 
other states in the pilot.

“This program’s out-of-pocket expenses 
are definitely less for home buyers,” said 
Urban. “Our financing is 100 percent 
of the appraised value, and then we 
allow closing costs to be rolled in if the 
property appraises high enough, so some 
of our candidates could truly get into 
their home with no money out of pocket, 
while other loan programs have down 
payment requirements. The bottom line 
is that this program is helping more 
people get into homeownership.

“We discussed this pilot program with 
VHDA, and it just so happened that at 
the time VHDA’s Mobile Mortgage Office 

was working with first-time homebuyer 
Tenesha Bullock on the purchase of her 
manufactured home with another loan 
product,” he added. 

Bullock’s loan application fit the 
guidelines of the new program; the 
house she was buying was a 14-month-
old manufactured home that was a 
model on a dealer’s lot. 

“Under the current USDA Guarantee 
program, we can’t finance manufactured 
homes that are greater than 12 months 
old. As a result, many older units on 
dealers’ lots wouldn’t have qualified, so 
Tenesha wouldn’t have been eligible. 
Fortunately, she qualified under the pilot 
program, and we were able to help her 
buy that home. As a result, she became 
VHDA’s first borrower using the VHDA/
USDA loan program,” he said.

“It’s the best thing that has ever 
happened to me...it gives people who 
may have lower incomes a chance to 
obtain homeownership,” Bullock said.
The no-down-payment feature was key 
to her purchase, she added. 

In addition to new construction, the 
pilot program allows for financing to 
purchase an existing manufactured 
home, on a permanent foundation, that 
was manufactured after January 1, 2006.
Manufactured homes are defined as 
homes that are factory-built in the 
United States to federal construction 
standards. These homes are built on 
permanent chassis so they can be 
transported; however, they typically 
are not moved after they are installed. 
Most manufactured homes in Virginia 
are identified as vinyl-sided ranchers on 
masonry foundations.

Created by the General Assembly in 
1972, VHDA helps Virginians attain 
quality, affordable housing through 
public-private partnerships with local 
governments, community service 
organizations, lenders, real estate 
agents, developers and others. It 
provides mortgages for first-time home 
buyers as well as financing for apartment 
communities and neighborhood 
revitalization efforts, offers free 
homebuyer classes and support housing 
counseling, and helps people with 
disabilities and the elderly make their 
homes more livable. It administers the 
federal Housing Choice Voucher and 
Housing Credit programs in Virginia. 

To learn more about the VHDA/
USDA loan program, contact Allen 
Andrs, VHDA Mobile Mortgage Field 
Originator, at Allen.Andrs@VHDA.com 
or (804) 837-1879. ~

VHDA/USDA loan program helps rural buyers 
purchase existing manufactured homes

by Brian Matt, VHDA Public Relations Manager

This program is
helping more
people get into
homeownership.

Tenesha Bullock holds the keys to her new 
manufactured home purchase through a new 
home loan program offered by the Virginia 
Housing Development Authority and USDA.

mailto:Allen.Andrs@VHDA.com
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and programs. Cornett has served as 
SVAR’s RPN chair for several years and 
is committed to animal causes, often 
leading efforts to collect food and other 
donations for animals in local shelters. 

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

• Top Residential Salesperson: 
David Patsel, Napier REALTORS® 
ERA

• Top Residential Team: The 
Team of Vickie Zevgolis and Larry 
Lewis, Long & Foster Real Estate

• Platinum Team Sales Award: 
Keith Wagner & Deborah Barber, 
The Team of Vickie Zevgolis & 
Larry Lewis

• Diamond Sales Award: David 
Patsel, Tina McCabe, Melinda 
Sexton, Jennifer Resnick Dudley, 
Joy Harris-Cobb, Carla Mayes

• Platinum Residential Sales 
winners: Scott Morgan, Ashley 
Oakley, Elizabeth Abernathy, 
Edwina Daniel, Mary Ann White, 
Lorna Cornett, Steve Overgard, 
Sharon Johnson

• Gold Residential Sales 
winners: Deirdre Portwood, 
Eric Dunkum, Jennifer McCray, 
Jay Eishen, Michael May, Bobby 
Perkins

• Silver Residential Sales 
winners: Jeff Blaha, Julie Koob, 
Rick Tetterton, Jeff Clark, Julia 

Michael Norwood, Jeff Clark, 
Derrick Bradford, Norris Hardy, 
Silvia Johnson, Fay Fletcher, 
Josh Chappell, Eileen Knode, 
Patty LaMarr, Riley Ingram Jr., 
Ronnie Joswick, Sam Hamad, 
Robin Whitman, Diana Hayes, 
Joan Sasser, Doug Compton, Joyce 
Navary, Samantha Tyler

• Bronze Residential Sales 
winners: Timothy Scott Vincent, 
T. Patrick Barnes, Sue Nerrie, 
Stephanie Rawlings, Shanna 
Cooper, Sabrina Wells, Rose 
Woodfin, Ronda Bradley-Gallagher, 
Rhonda Canada-Partin, Patricia 
Anne Dostie, Pamela Adams, 
Nancy Steinke, Nancy Puse, Libby 
Gatewood, Kimberly Porter, Kim 
Sloan, Jimmy Taylor, Jessica 
Lindsay, Jeffrey Goldston, Janice 
Melvin, Holly Pond, George 
Grundy, Dennis Keith Price Jr., 
Debbie Sweeley, Deanna Denny, 
Cindy Angone, Chuck Campbell, 
Cheryl Hearns, Bruce Richardson, 
Brett Harris, Billie Glass, Beverly 
Vaughan 

• Lifetime Sales Award (awarded 
for achieving the Outstanding 
Sales Award for five years): Scott 
Morgan, Julie Koob, Nancy Puse, 
Sharon Johnson, David Patsel

• SVAR Honor Society (members 
are granted membership into the 
SVAR Honor Society after achieving 
a minimum of qualifying points at 

the local, state and national levels 
of participation in the REALTOR® 
organization): Elizabeth Abernathy, 
Kathie Braswell, Rhonda Canada-
Partin, Doug Compton, Lorna 
Cornett, Libby Gatewood, Nan 
Gaudet, Troy Gibbs, George 
Grundy, Ron Hardy, Eileen Knode, 
Larry Lewis, Carmen Martin, Steve 
Overgard, David Patsel, Mary Ann 
White, Shanna Wiseman

• Distinguished Property 
Management Award: April Pritt, 
Shanna Wiseman, Rhonda Poirier, 
Stacey Hower, Amanda Ivey, 
Kimberly Smiley, Jessica Slaughter, 
Heather Slaughter, Joyce Underhill

SVAR President Brett Harris, President-
Elect Kathie Braswell and Immediate 
Past President Steve Overgard presented 
the awards, while John W. Brockwell 
emceed the evening, CEO Joe Croce 
offered introductions, and Carmen 
Martin sang “God Bless America.” The 
Awards for Excellence Committee was 
chaired by Troy Gibbs and included 
committee members Elizabeth 
Abernathy, Melinda Sexton, Betty 
Crostic, Kathie Braswell, Ron Hardy and 
Eileen Knode. 

Congratulations to all honorees on their 
accomplishments! ~

(Awards, continued from page 9...)
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Legal Corner

When listing a “flip” house that has 
received some upgrades and repairs, 
how far can an agent go in describing 
the house as renovated or remodeled? 
Farther than you might think, according 
to the United States District Court 
for the Eastern District of Virginia in 
Alexandria. 

On January 30, 2017, that court decided 
the case of Zuberi v. Hirezi. 

Manuel and Diana Hirezi were house 
flippers who bought a house in 
Alexandria for $385,000. According 
to the court, during the renovation of 
the house the Hirezis found serious 
structural and related issues, which they 
masked with cosmetic fixes in order 
to sell it. The Hirezis engaged George 
Greene of Classic Realty, Ltd. as the 
listing agent for the house. In his listing, 
Greene described the property condition 
as “Renov/Remod” and stated that the 
house was a “Fully renovated & updated 
home.”

Jacob Zuberi responded to the listing 
and, in June of 2015, contracted with the 
Hirezis to buy the house for $465,000. 
Zuberi’s home inspection revealed 
displacement cracks in the foundation, 
mostly around the garage, moisture 
in the basement wall and plumbing 
issues in a lower-level bathroom, among 
other things. Zuberi thus entered into 
an addendum to the contract with the 
Hirezis to correct the issues identified on 
the inspection report. 

Pursuant to the addendum, the Hirezis 
hired a licensed contractor (who was not 
an engineer) to fix some cracks in the 
foundation around the garage and repair 
some doors inside the house that would 
not close properly. In its invoice for the 
repair work, the contractor certified that 
the foundation was structurally sound. 
The Hirezis presented that invoice to 

Zuberi as proof that the foundation work 
required in the addendum had been 
completed. 

The Hirezis also hired an unlicensed 
plumber to switch the hot and cold 
water faucets in a lower-level bathroom 
and check the basement for moisture 
and leaks. They then presented the 

unlicensed plumber’s invoice to the 
Zuberi as evidence of completion of the 
work in the addendum.

Following the presentation of those 
invoices, Zuberi’s selling agent 
pointed out that the foundation wall 
still had a large crack in it. Based on 
that observation, the Hirezis hired 
an engineering firm to evaluate the 
structure of the home, but limited the 
scope of the evaluation to the garage 
area. Nevertheless, the engineer issued 
a report stating that there was no 
“structural problem” with the home. The 
Hirezis emailed Zuberi’s agent with that 
conclusion, and the sale closed on July 
26, 2015.

Shortly after Zuberi and his wife moved 
into the house, problems related to the 
defective foundation began to surface. 
Cracks formed in the drywall at almost 
every window and doorway, and sewage 
backed up in a basement drain because 

the drain pipe had become misaligned 
and could not be repaired. The Zuberis 
moved out of the house in March 
2016 after a professional engineer 
advised them that the foundation was 
compromised and posed a serious safety 
hazard. They thereafter sued the Hirezis 
and all of the contractors they had 
hired, as well as the listing agent George 
Greene and Classic Realty. 

The Zuberis brought 28 counts against 
the various defendants, including four 
counts against Greene and Classic Realty 
for fraud and negligence. The Zuberis 
asserted that Greene knew of the alleged 
defects in the house, but nevertheless 
listed it as fully renovated and updated. 
They argued Greene also knew that 
“fully renovated” was a term of art that 
would convey to potential buyers that 
the known defects in the house had been 
repaired, and not merely concealed, and 
that the house did not need additional 
renovations and repairs. 

Greene’s description fraudulently 
induced them into entering the contract 
with the Hirezis, according to Zuberi, 
and he negligently breached a duty to 
protect them from buying an unsafe 
house. 

The court rejected both of those claims 
and dismissed the case against both 
Greene and Classic Realty. Addressing 
the fraud claim, the court pointed out 
that a plaintiff claiming fraud must 
show a false representation of a material 
fact made intentionally and knowingly, 
with the intent to misled, together 
with reliance by the party misled and 
resulting damage to the party misled. 

The court characterized Greene’s listing 
as an “opinion-laden description” that, 
without more, did not constitute an 

Cracks formed 
in the drywall at 
every window 
and doorway, and 
sewage backed up 
in the basement...

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

(continued on next page...)
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actionable misrepresentation of fact 
about the property’s known defects being 
repaired and not merely concealed, and 
that the property did not need additional 
renovations and repairs. 

The court also pointed out that, even 
after responding to the listing, Zuberi 
had the house inspected, which resulted 
in a long list of items that needed to 
be repaired. The Zuberis thus could 
not claim that they reasonably relied 
on the description in the listing to 
conclude that no part of the house 
needed further repairs. The court found 
as a matter of law that the supposed 
misrepresentations in the listing were 
not misstatements of a material fact that 
the Zuberis reasonably relied on before 
buying the house. 

As to the negligence claim, the court 
concluded that Greene and Classic 

Realty simply had no duty to Zuberi that 
was breached. In order to prevail in a 
negligence claim, a plaintiff must show 
that the defendant owed him a duty, that 
the defendant breached that duty and 
that the breach resulted in damage to the 
plaintiff. 

Even §54.1-2131B of the Virginia Code 
(requiring the seller’s agent to disclose to 
prospective buyers all material adverse 
facts pertaining to the physical condition 
of the property which are actually known 
to the agent) did not convince the court 
that Greene and Classic Realty owed a 
duty to Zuberi. Instead, the court stated 
that that section may define a standard 
of care, but it does not establish a duty of 
care where one does not otherwise exist. 
Because the Zuberis did not present any 
other evidence of a duty owed by Greene 
and his company to them, the court 
dismissed the negligence claim as well.

The U.S. District Court is not the final 
interpreter of Virginia law. Only the 
Virginia Supreme Court can do that. 
Nevertheless, the Zuberi case should give 
agents who may have exaggerated the 
extent of repairs or renovations in their 
listings some ammunition in the event 
they are sued for fraud or negligence by 
a disappointed buyer. ~

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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AFFILIATE SPOTLIGHT:
Barwick & Associates, p.C.

COMPANY: Barwick & Associates, P.C.

COMPANY DETAILS: 3701 Boulevard, Suite H, Colonial Heights, VA 23834
804-729-0030; www.barwickcpas.com

YEAR COMPANY ESTABLISHED: 2015, but I have been an owner in CPA firms for 20 
years.

COMPANY SPECIALTIES: Tax preparation for businesses and individuals; accounting; 
QuickBooks implementation and training; consulting for small businesses; payroll 
processing; audits.  

COMPANY MEMBERSHIPS: SVAR Affiliate member, BNIs on the Rise, Soaring Heights 
BNI, VSCPA, AICPA, Colonial Heights Chamber of Commerce, Petersburg Chamber of 
Commerce.

HONORS/DISTINCTIONS: The Tri-cities People’s Choice Awards - Best of the Best for 2017 in the tax preparer/accountant 
category, AICPA Peer Review report with a rating of Pass, CPA designation, CGMA designation.

TERRITORY: Central Virginia is our primary territory, but we also have clients throughout VA as well as in several other states.

SVAR AFFILIATE MEMBER SINCE: 2016

WHY I JOINED SVAR: To build relationships with REALTORS® who need help with building their businesses.

WHY I GOT INTO THIS BUSINESS: I was from a small town so when I decided to major in accounting to become a CPA. I really 
had NO idea what a CPA was or what a CPA did, so I got into this business when a fellow student suggested we apply to the 
business school at the University of Richmond. I thought, “OK, why not?”

WHY I LOVE DOING WHAT I DO: We do so much more than crunch numbers; we build relationships. By focusing on the 
people instead of the numbers, we can help our valued clients much more. We get to know what they need, what they want, 
where they are headed. That’s why our tagline is that “our CPA stands for Caring Professional Advisors.”

FAVORITE SATISFIED CUSTOMER STORY: Wow, that’s a tough one after 31 years in public accounting. I guess some of my 
favorite stories are of people who use boxed software to prepare their returns and, when they finally decide to come to me, I am 
able to get them, oftentimes, large amounts of refunds on the returns they already filed. 

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: If you are in a business, treat it like a business. Think outside the box. Keep 
your receipts. 

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: You are experts at selling real estate, but we are 
experts at accounting and taxes. One missed deduction can have substantial tax implications. 

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

www.barwickcpas.com
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I am pleased to report that my prediction 
for 2017 came to fruition. The Southside 
Virginia Association of REALTORS® 
completed 2017 on a positive financial 
note, in fact, even better than initially 
anticipated. 

The 2017 Board of Directors, Budget 
Committee and our OMG staff worked 
cooperatively and diligently to once 
again make SVAR a fiscally sound 
association for its members, and has put 
in place sound principles that will insure 
our future longevity.

Last year your Board decided that it had 
to change how it addresses the repairs, 
maintenance and improvements to our 
facility on Maple Grove Avenue. It was 
the overall consensus of the Board that 
we needed to stop kicking the can down 
the road, take actions to assure that 
these items were identified, and correct 
in a timely manner beneficial to the 
Association. 

For example, beginning in 2016 we 
updated the technology in our classroom 
to enhance our education options and to 
better serve our membership. In 2017, 
we made our facility handicap-accessible 
with the creation of a designated parking 
space in the rear lot and added sidewalks 

leading from the rear parking lot to the 
main entrance. 

Already in 2018, we have had a new 
membrane roof installed as well as new 
HVAC anti-vibration brackets. This 
has been an ongoing problem for our 

association for many years, and this 
problem has finally been put to rest. We 
are hoping to be in a position to do some 
interior improvements to our facility 
later this year. 

It is important that we not only maintain 
our building, but that we continue to do 
improvements to increase the value of 
our primary asset. 

I am proud to report that all of this has 
been accomplished without any increase 
in membership dues. The board is 
cognizant of how expensive it is to work 
as a REALTOR® and is committed to 
providing as many services as possible to 
our fellow members without burdening 
you with unwanted dues increases. 

It is important that the present as well 
as future Boards continue to think out of 
the box and to explore new avenues for 
generating non-dues revenue. 

I would like to take a moment to appeal 
to our new members. I ask that you 
please get involved in “your” association 
by volunteering to serve on a committee, 
and/or task force. Trust me when I say, 
you will get a lot more out of it, than you 
put in it! 

Also, please support SVAR’s events 
and classes offered by our Education 
Committee. Remember, our association 
is only as strong as its members. ~ 

Entering 2018 on a positive note

i am proud to 
report that all 
of this has been 
accomplished 
without any 
increase in dues. 

by larry lewis, SVAR Treasurer
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What you should know about crawl space 
inspections

To crawl or not to crawl? 

According to the ASHI Standard of 
Practice, the hatch opening must be 
at least 16 inches by 24 inches for it to 
be considered an accessible crawl. Of 
course, that is just the beginning of the 
journey as a crawl space is inspected. 

Size of the crawl space may decide if 
an inspector is even going to enter the 
area. If the crawl space is too small, an 
inspector could be putting his health at 
risk by entering. 

Should he/she be injured, have chest 
pain or other medical illness, would the 
inspector be able to exit the crawl? And 
if not, could emergency personnel reach 
the inspector in time? 

The dangers are lurking, and if you 
thought you might want to join your 
inspector on this journey. You may end 
up changing your mind. 

Here are some crawl space surprises 
that might be encountered: snakes (dead 
or alive), rodents or rodent droppings, 
spiders, water, unsecured electrical 
wiring, asbestos, dried or raw sewage, 
debris and wood-destroying insects, just 
to name a few. 

Imagine all these possibilities while you 
are trying to inspect the crawl. This job 
is not for the faint at heart! 

If you have been in attendance for a 
home inspection, you have certainly 
noticed it looks like a space man is about 

to do the inspection. Now you know 
why! The inspector will don coveralls, 
head gear, knee pads, gloves, respirators 
and safety glasses for protection, in 
addition to carrying a light, camera, cell 
phone, and probing tools. It’s quite the 
sight! But, seriously, safety is key. 

Typically, a crawl space is inspected 
last. This gives the inspector the 
opportunity to scope out the home prior 

to entering the crawl space. By the time 
the inspector gets to the crawl space he/
she knows where the bathrooms and 
kitchens are located, has viewed the 
foundation, gotten the lay of the land 
around the home, and knows where 
the electrical and plumbing lines are 
entering the crawl. 

He may have already run water through 
the plumbing lines to see if there are 
any active leaks. The inspector enters 
with a plan. The process ensures the 
inspector does the best job he/she can 
considering the elements. The inspector 
tries to access all corners of the crawl 
and may even call up to you to assist the 
inspection by running water or flushing 
toilets. 

The inspector looks at the foundation 
walls, sill plates, ventilation system, 
subfloor condition and signs of repairs 
that may have been done.

Once the inspection is complete, the 
inspector will share his/her findings. I 
am sure most homebuyers and agents 
would prefer to view the crawl space 
from the pictures on the laptop!  ~

i am sure most 
people would 
prefer to view the 
crawl space from 
the pictures on the 
laptop! 

by Jim Hayes, CRI, Hayes Inspection Service Inc.

Real estate is about relationships. Where better to build and maintain 

relationships than on SOCIAL media? If you haven’t liked and/or 

followed SVAR on Facebook yet, surf on over and do so today. 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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CEO’s Message

I thought that I would start the year’s 
first issue of The Southside REALTOR® 
with a focus on topics surrounding 
two organizations with which you are 
associated. 

The closest to our membership is the 
Virginia REALTORS® and formerly 
known as the Virginia Association of 
REALTORS®. The other is the National 
Association of REALTORS®, or NAR. 
You are members of both organizations, 
and they both offer services that are 
critical to your success. 

The most important service is believed 
to be their work in the areas of advocacy. 
Both do a great deal in protecting your 
profession as well as protecting property 
rights for everyone. This leads me to my 
next topic.

I attended the Virginia REALTORS® 
Economic and Advocacy Summit from 
February 13-15. (Most of you may 
remember this event as REALTOR® 
Day on the Hill, but it was renamed 
this year.) The program has always 
highlighted the state association’s 
advocacy efforts on your behalf. 

Kicking off the General Session program 
on February 14 was Virginia’s Governor 
Ralph Northam, who was followed by 
Stephen Moret of the Virginia Economic 
Development Partnership. The luncheon 
speaker was Dr. Douglas Brinkley, a 

renowned presidential historian. He 
offered a discussion of the historical 
significance of presidents from Virginia. 

In the past you have also had the 
opportunity to visit one on one with your 
legislators in their offices. This year, 
however, with the General Assembly 

building under construction this part of 
the crossover event required a change. 
Regional association teams were formed 
and met with their legislators as a larger 
group. Unfortunately, due to schedules 
and circumstances beyond the control 
of the Virginia REALTORS® none of 
the SVAR legislators visited with our 
members. 

The meeting was not all politics. 
There was also business conducted. 
The two major pieces of business 
were the Virginia REALTORS® 
Budget Committee’s presentation 
and recommendation to the Board of 
Directors of a dues increase in 2019 and 
the presentation of a new Strategic Plan 

to the delegate body. The new Strategic 
Plan was presented, and there was no 
vote taken in order to allow more time 
for the delegate body to review it. That 
review will be completed later this year. 

A proposal presented to the Board of 
Directors was for an increase of dues for 
2019 in the amount of $50. This would 
be followed by and increase of $10 in 
2020 and again in 2021. This represents 
a total of $70. This proposal was tabled, 
as of press time, and will be up for a vote 
again in late March. I believe that the 
Virginia REALTORS® 2019 dues will 
increase and potentially will be in the 
requested amount of $70.
 
NAR is going through significant 
changes now with its new president. 
There is going to be more involvement 
by NAR staff at the local association 
level. NAR is also going through 
structural changes, including increasing 
its dues for 2019, too. There will be more 
information to follow.

In closing I want to be certain that 
you all understand what is going to be 
facing you in 2019. As of press time, 
you should be prepared to pay as much 
as an additional $100 in the combined 
Virginia REALTORS® and NAR dues. I 
would like to also add that SVAR will not 
be increasing its dues in 2019. ~

nAR is going 
through significant 
changes now with 
its new president.

by Joe Croce, RCE

Thank You to our

plATinUM
pARTnERS
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Many of us are not aware of our member 
benefits through SVAR and Virginia 
REALTORS®. Here are two that you can 
start using right now:

Inman News: Knowledge is power, 
and Inman delivers world class, 
insightful, and in-depth articles and 
media centered around the real estate 
universe. Here, you can find information 
and wisdom that you can get nowhere 
else. It has been described as the Wall 
Street Journal of real estate. This is a 
high quality, subscription-only service. 
Your subscription is covered by your 
membership in SVAR and VR. 

This is THE source to learn about real 
estate technology and tech review.  
Learn about the latest trends that agents 
are using, such as Video Marketing, 
and BuyerDocs (fraud prevention). 
Learn what your competition is up to. 
Learn about getting listings through 
Google. Here are a few examples of 
recent articles: “What the hell is Keller 
Williams doing?”, “The Ultimate 
Real Estate Agent Home Inspection 
Checklist” and “A new tax loophole you 
can’t miss.”

There are a wealth of articles and media 
centered on marketing and brokerage, 
such as:

• “Four Facebook sales strategies 
most of us get wrong”;

• “Home staging props that look 
great and save money”; and,

• “Threats and opportunities in 
2018.”

If you are into legislative and regulatory 
insight, check out articles such as:

• “White House budget plan seeks 
deep cuts to housing programs”;

• “Tampa REALTOR® indicted for 
foreclosure, bankruptcy fraud”; and 

• “Congressmen urge inquiry into 
real estate competition.”

The examples go on and on. This is 
GOOD stuff.  Here is how to activate 
your subscription at no cost to you. Easy.

1. Log in at inman.com (top right corner) 
with your username. Your username is 
the email address associated with your 
NRDS number.

2: Enter temporary password: welcome.

That’s it. Once you’re in, take advantage 
of all that Select has to offer. (Note: 
you can change your password under 
Account Settings once you log in.)
Need assistance? Contact Inman Select 
directly at customerservice@inman.com, 
or call 1-800-775-4662 and press 1 to 
reach Customer Service.

Tech support: Have you ever needed 
tech support for your computer or 
phone?  Most of us have. The typical 
scenario is that we call someone 
overseas, get someone with a heavy 
accent that is more interested in our 
mother’s maiden name than fixing 
our problem. It’s very frustrating and 
unnecessary. The wait is long, the help is 
mediocre, and the angst is too high. 
 
Wouldn’t it be nice to call Tech Support, 
get someone in the United States who 

cared first about solving your issue and 
helping you get on with your day? I have 
used this service several times and can 
attest that it is terrific. 

The Tech Helpline is a member benefit 
for SVAR and Virginia REALTORS®  
members offering support for 
hardware, software, networking and 
digital devices. Members can contact 
friendly and knowledgeable analysts via 
phone, email, or online chat for help 
with ANY device. The Tech Hotline 
will troubleshoot problems and offer 
solutions, often by ‘remoting in’ to your 
computer while you relax. The customer 
care team can advise you on hardware 
and software purchasing, and most 
importantly, they are especially attuned 
to your needs as a real estate agent.
Features include:

• Instruction for installing and 
configuring new hardware and 
software.

• Diagnosis and repair of computer 
hardware and software issues.

• Advice for purchasing hardware, 
software and services.

• Basic instruction with major 
software applications.

• Recommendations for upgrades 
and updates.

• Advice for performance 
optimization.

• Troubleshooting network issues.
• No limits on the number of calls or 

on the length of time per call.
• Experienced, reliable, professional 

and courteous assistance.
• Assistance in English or Spanish.
• U.S. based analysts located in 

Orlando, Florida.
• Analysts available via live technical 

support or online chat.
• Support is available Monday 

through Friday from 9:00am to 
8:00pm and Saturday from 9:00am 
to 5:00pm (EST). The contact 
number is 1-800-276-4216.  ~

inman has been 
described as the 
Wall Street Journal 
of real estate. 
Your subscription 
is covered by your 
membership.

Your REALTOR® benefits: Are you using 
them?

by Steve Overgard, 2018 Immediate Past President, SVAR

inman.com
mailto:customerservice@inman.com
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RPAC SPOTLIGHT:
Elizabeth Abernathy

Name and company: 
Elizabeth M. Abernathy, ABR, CRB, CRS, GRI, SRS, 
Parr and Abernathy Realty, Inc.

SVAR member since: 1976

Contributor level: Sterling “R”

Advocacy topics that interest me: I believe the local elections are important to our Tri-Cities area. Who represents us in our local 
needs affects us daily. Our local politicians should know how certain laws will affect our region and they should have the good of 
the area at heart. 

REALTOR® activities and honors: I was awarded the REALTOR® Emeritus in 2016 for 40 years in business. I am a member 
of Omega Tau Rho awarded by the National Association of REALTORS®. I hold the CRB designation and was the Virginia 
REALTORS® CRB of the Year in 2005. I hold the CRS, GRI, ABR, and SRS designations. I was president of the Southside 
Virginia Association of REALTORS® in 1986 and have held other positions and have served on just about every committee that 
SVAR has. I am currently on the Awards Committee. I have served Virginia REALTORS® as well on committees in the past.

Community involvement: I have been on the Board of Equalization for Prince George County since 2011 and have served it as 
secretary. I am involved with the Virginia Carolinas Morgan Horse Club, for which I am in charge of the awards for the club and 
actively show my Morgan Horse.

Why I give to RPAC: I feel as broker of my company I have to lead by example. I feel RPAC is important to our business. There 
are a lot of changes that are happening in our business, and if we don’t have someone looking after our backs, many changes can 
take place, which will adversely affect our ability to make a living. Typically, we would not know of these changes if it were not 
for RPAC.

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

JUnE 5, 2018 
HOME BUILDERS 

PAVILION

REgiSTER AT 
SVAREALTORS.COM

ANNUAL MEMBERS’ PICNIC
Surf’s up!

SVARealtors.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

Open house points to remember now that 
spring has sprung

By the time you read this article spring 
will be here. With spring comes longer 
days, spring flowers and nice weather. 
Here in the real estate business, we 
would add the spring sales market and 
open houses. 

Open houses serve several purposes 
besides making your seller happy. For 
new agents, it is a great way to pick up 
leads. For experienced agents, it is a 
good way to promote yourself to the 
neighbors. If you are planning an open 
house, you should be prepared. 

If possible, be sure to put your signs 
up in advance. Make certain you have 
detailed flyers on the property and 
financial flyers to show all payment 
options that are available to the buyer. 
Most mortgage companies will be happy 
to supply you with these materials. 
Encourage your seller to put away all 
valuable items, such as jewelry and 
money. Place a sign-in sheet, in a 
convenient location, for potential buyers 
to give their contact information. 

The sign-in sheet is used to protect the 
homeowner’s interests by keeping a 
record of who is visiting the property. 

This is also a great way to follow-up 
with families to see if they would be 
interested in purchasing a different 
home. It is common for potential sellers 
to visit an open house to find an agent 
to list their own property. So be sure 
to keep your eyes and ears open for the 
signs. 

Safety in real estate is paramount. Let 
someone in the office, or your family 

members, know where you will be and 
the time of the open house. It is a good 
idea for women to leave their purse in 
the trunk of the car and park on the 
street, so your vehicle can not be blocked 
in. It is also acceptable to ask families to 
wait a moment to enter the house one 
family at a time. People have different 
needs that they want addressed, and 
you cannot affectively assist everyone at 
once.

Be enthusiastic and upbeat, show the 
special features of the home and ask 
questions. These individuals may not 
purchase this listing but if you make 
a good impression, they may be more 
inclined to pass your information on to 
their friends and family.

Above all be professional, helpful and 
kind. Have fun and enjoy the spring 
market. ~

by Kathie Braswell, 2018 president-Elect, SVAR

Safety in real
estate is 
paramount. let 
someone know 
where you will be. 

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.

2nd Quarter Deadline is May 18, 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

Sign up for a 
full year and 

receive a 10% 
discount!

SVARealtors.com/advertising.html
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AFFILIATE SPOTLIGHT:
Colonial Farm Credit

NAMES: Tammy Warren and Brenda Sims

COMPANY: Colonial Farm Credit

COMPANY DETAILS: 11295 Windsor Blvd., Windsor, VA 23487; 757-242-6166; www.colonialfarmcredit.com

YEAR COMPANY ESTABLISHED: 1916

COMPANY SPECIALTIES: We are the experts in rural finance, providing financing for land, homes, farms, construction, 
equipment and livestock. We specialize in rural properties and large acreage.  

TERRITORY: From Dinwiddie County to Virginia Beach, Colonial Farm Credit provides loans throughout eastern Virginia and 
southern Maryland.

SVAR AFFILIATE MEMBER SINCE: 2014

WHY WE JOINED SVAR: To network with like-minded business people and let them know about the unique financing we 
provide.

WHY WE GOT INTO THIS BUSINESS: We both enjoy working with customers and helping them find solutions for their needs. 

WHY WE LOVE DOING WHAT I DO: We love our customers and friends in the real estate community, and we both enjoy 
meeting new people.

FAVORITE SATISFIED CUSTOMER STORY: Brenda and I were able to assist a customer in purchasing land and building the 
home of their dreams. 

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: Know what your credit score is and manage it properly.

THE ONE THING WE WANT REALTORS® TO KNOW ABOUT OUR INDUSTRY IS: We can finance land, large acreage and 
homes with large acreage. It doesn’t have to be a cookie-cutter property for us to provide financing. 

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

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

April 29
SVAR Open House

May 14 – 18
nAR legislative Meeting and 
Trade Expo in washington, dC

May 28 
Closed for Memorial day

May 30 
Closed for Staff Training

June 5 
Annual Member picnic
5:00 – 8:00pm

July 4 
Closed for independence day

October 1
Annual Charity golf 
Tournament

www.colonialfarmcredit.com
SVARealtors.com/calendar.html
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ASSOCIATION TO ASSOCIATION: We all must 
“Own it,” starting with education

Thank you for the opportunity to speak 
about what’s going on in our local 
association, the Greater Piedmont 
REALTORS® (GPR). GPR and its 
members operate in a very dynamic 
environment. While I believe most 
consider our market to be rural, our 
location mandates that our membership 
be considerably more “educated” than 
the average REALTOR®. While we 
work in the shadow of the much larger 
associations, our members must be well-
versed in myriad contracts, each with 
very different language. At any given 
time, agents in my office are working 
on four to five different versions of 
contracts and, inevitably, something 
goes askew.

Perhaps it was perfect timing (or a sign 
from the real estate gods), but this past 
summer, as GPR was preparing for the 
coming year, our association executive, 
Debbie Werling, approached me about 
the cause I was to focus our attention 
on. (Typically, each year the incoming 
president chooses a worthy cause, like 
Habitat for Humanity.) At the same 
time, I was in the midst of one my most 
challenging transactions. 

An agent from a neighboring association 
had missed their home inspection 
contingency window and, as I am 
being cursed up one wall and down the 
other for being “unethical” for failing 
to remind them of their upcoming 
deadline, it became blatantly apparent. 
Something had to be done.

In all likelihood, purchasing or selling a 
home is the largest financial transaction 
a consumer experiences. Our business 
has grown so much that the real estate 
industry is now the states’ second-largest 
economic drive, generating $67 billion in 
economic activity.

Real estate plays such an important role 

at so many levels, yet the barriers to 
entry are exceedingly low. To get your 
real estate license you need 60 hours. To 
become a barber or cosmetologist, you 
need 1,500 hours. That’s 25 times more. 

With such a low barrier to entry (and 
maintaining), it’s not surprising that 
there are over 33,000 REALTORS®. 
We’ve all have tales about “that” 
transaction, “that” sale that couldn’t 
have been more difficult and 
challenging, “that” sale that didn’t need 
to be that way, if the representation on 
the other side was better. 

I can’t speak for everyone, but “that” sale 
seems to be happening more and more 
frequently. What are we going to do? 
The consumer deserves more from us.
We deserve more from each other.

So, my answer to Debbie came instantly 
and without a moment’s hesitation. 2018 
should be about US. In addition to our 
annual local scholarship fundraising, this 
coming year, WE will be our own cause. 

Shortly after this initial meeting I 
attended the National Association of 
REALTORS® Leadership Summit and it 
became clear that they’d stolen my idea. 
There is a huge focus on becoming better 
REALTORS® by focusing on multiple 
aspects and levels that can make a 
REALTORS® better.

So, the process began. I lobbied the board 
with a bit of a crazy idea, and Debbie, 

Michelle and Traci, our association’s 
crack staff, worked tirelessly to put 
something truly special together.

At my installation, I was very pleased 
to announce that in 2018, all education 
will be FREE. At the end of the event, 
every GPR member received their 2018 
PRO-PASS, which allows them to attend 
any class.

In addition, we rolled out our very own 
“Own It” series, which will allow our 
membership to make 2018 the year they 
take control of their life, business and 
future. We have some great speakers 
already lined up, from goal and business 
planning to protecting your business, 
family and future, from owning your 
future/retirement to excellence in our 
profession, and understanding the 
complex world of insurance to investing 
in real estate. 

I am reminded of a quote from W.E.B. 
Du Bois: “Education must not simply 
teach work, it must teach life.”

The key to our business starts with 
education, but we must find a way to 
foster and grow our memberships’ wants 
and desires to be true professionals. 
We operate in a complex environment, 
and while technological advancements, 
new business models and the like will 
continue to be introduced, they will 
never replace the value of well-versed, 
educated REALTORS®.

We have unique opportunity here 
at GPR, and one I hope all of us will 
participate in. We all need to want to be 
better. We all must “OWN IT”! ~

“Education must 
not simply teach 
work, it must 
teach life.” 

by Philip L. Thornton IV, CDPE, President, Greater Piedmont REALTORS®
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legislative Affairs 
Committee updates 
Mary Ann White
Chair, Legislative Affairs Committee

In 2018, the Legislative 
Affairs Committee 
hopes to have different 
representatives of the 
local government to meet 

with us at the SVAR office to discuss 
items that they will have forthcoming 
in the recent months, their plans for 
the future of real estate in their City/
County, as well as bring up items that we 
as REALTORS® see as a concern to our 
business.

In the month of January, we had the two 
Board of Supervisors members from the 
Prince George Board of Supervisors to 
sit down and give us a brief over view 
of what is happening within the county. 
They listened as we discussed items with 
them concerning our business. 

We are encouraging all members to 
attend these meetings, because it will 
assist you when asked by a future home 
owner about schools, businesses, tax 
rates, etc. You know all those questions 
that we get about a locality. 

With your RPAC contribution we can 
continue to make a significant presence 
in the local elections since our state 
association (Virginia REALTORS®) 
handles the state level. 

Watch for your notice about who will 
be our next representatives, and if you 
cannot attend contact the Board office 
with a questions or a concern. ~

Affiliates: 40 strong 
and growing 
Sharon Perkins
Chair, Affiliates Council 

SVAR REALTORS®, check 
out these resources! We 
have accountants, home 
inspectors, home repair 
specialists, home warranty 

providers, homeowner insurance agents, 
mortgage companies, pest control 
companies, title companies, septic 
companies and industry partners as 
Affiliates. 

We are looking to invite home stagers, 
gift basket shops, photographers and 
more to have a one-stop shop for all 
REALTOR® members of SVAR.

We are always looking to bring on new 
Affiliates that can provide services or 
products to REALTORS®. If you know a 
business that would be a good fit for our 
organization, please have them contact 
me, contact the SVAR office or visit the 
association website at SVARealtors.com 
for our application form.

Affiliates, please get involved! Joining 
as an Affiliate is just step one. Please 
check out the calendar on the SVAR 
website and watch for emails from the 
association and from me as we plan each 
event this year. There are lots of new 
ideas for 2018, and we want you to be a 
part of all of them. 

We all have good intentions, and as the 
year goes on we get busy and sometimes 
fall short. Watch for new networking 
opportunities and attend events when 
possible. A little “face time” goes a 
long way to growing your business 
relationships. ~

Rpn is networking, 
defined 
Lorna Cornett, Chair, REALTORS® 
Professional Network

According to the Merriam-
Webster Dictionary, 
networking is defined 
as “the exchange of 
information or services 

among individuals, groups or 
institutions; specifically: the cultivation 
of productive relationships for 
employment or business.” 

Wikipedia defines networking as 
“a socioeconomic business activity 
by which business people and 
entrepreneurs meet to form business 
relationships and to recognize, create, or 
act upon business opportunities, share 
information and seek potential partners 
for ventures.”

However you look at it, networking 
is good for business and professional 
relationships. So, why not network?  

REALTORS® have business partners 
they deal with on a day-to-day basis 
with every transaction.  Over time, 
relationships—and even friendships—
are formed.  At some point clients are 
referred, which is good for business.

SVAR’s RPN networking breakfasts 
feature wonderful speakers on useful 
topics, and evening socials are an 
excellent opportunity to network 
with each other, share war stories or 
challenging or unusual situations, and 
even have some fun together.  

Won’t you join us? ~

SVAR IN BRIEf: Big nEwS, SMAll BiTES.

SVARealtors.com
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The SVAR School of Real Estate will 
be providing some of the courses 
required to obtain the GRI (Graduate, 
REALTOR® Institute) designation. For 
those of you unfamiliar with GRI, it is 
an education program and designation 
sponsored by the Virginia REALTORS®, 
and is recognized by the National 
Association of REALTORS®. 

It is one of the most popular 
designations for REALTOR® members 
nationwide.

The program focuses on developing and 
increasing participants’ professionalism 
and skill set in order to strengthen 
both the value to consumers and the 
member’s bottom line, i.e. more income.

While licensing courses and most 
post license education teach you how 
to manage risk in your business and 
complete transactions, GRI offers you 
enhanced skills for ultimate success in a 
real estate career.

The Virginia REALTOR® Institute 
Program GRI curriculum consists of 10 
courses that each student must complete 
successfully in order to earn the GRI 
designation. Eight classes are hosted by 
local associations across the state, and 
two classes are available online. Online 
courses are available for immediate 
enrollment. 

The full schedule and description 
of courses can all be found at 
virginiarealtors.org/for-members/
education/gri-realtor-institute/. The 
specific courses to be offered by SVAR 
will be published on the SVAR website as 
soon they are finalized.

Agents working towards the GRI 
designation have the additional benefit 
of obtaining continuing education and/
or post license credit through their 

coursework. The course curriculum 
contains 30 hours of post license (PL) 
credits. That adds up to a great value. 
First-year REALTORS® can complete 
their PL requirements and earn a 
designation at the same time. 

Please know that the mission of the 
SVAR Education Committee is to 
develop educational classes and learning 

opportunities for its members and 
the community. Subject matter will 
encompass topics from REALTOR® and 
related courses while also providing 
helpful quality of life information needed 
during a realtor’s career and on into 
retirement.

It is also our goal to keep our SVAR 
members, along with the general public, 
as knowledgeable about real estate and 
real estate-related topics as possible. We 
are currently recruiting SVAR agents 
and brokers and other professionals in 
an effort to find the best individuals to 
instruct our members and other agents 
around the state. 

If you feel you can be an instructor, or 
if you know someone you feel would 
be a good instructor, please contact an 
Education Committee member or the 
SVAR staff.

The 2018 Education Committee 
members are Joyce Navary, Doug 
Compton, Barbara Chambers, Pat 
Robinson, Rhonda Canada-Partin, Nan 
Gaudet and myself. I would also like to 
welcome our new committee members, 
Pamela Artis and Carolyn Strong. Our 
contact information can be obtained via 
the SVAR website at SVARealtors.com or 
the CVR MLS data base. 

The committee member liaisons for 
some of the larger offices are:

Al Wells: Ingram and Associates 
(Hopewell-Chester), Ford Agency, Prince 
George Realty, Hometown (Prince 
George) and RE/MAX Commonwealth;
Barbara Chambers: EXP Realty, 
Long & Foster, Front Door Realty, 
Wilkie Real Estate, VA Capital, and Tyler 
Realty Group;
Joyce Navary and Carolyn Strong: 
Weichert Realty, Cole Real Estate, and 
Daniel & Daniel Realty;
Pat Robinson: Napier Realty; 
Rhonda Canada-Partin: 1st Choice 
Realty;
Doug Compton: Access, Tennek, 
Whitman Properties; and
Nan Gaudet: 1st Choice, Harris and 
Associates, and Par and Abernathy. ~

SVAR to provide GRI courses

by Al well, CRS, gRi, ABR, Chair, Education Committee

First-year 
REALTORS® can 
complete their pl 
requirements and 
earn a designation 
at the same time. 

virginiarealtors.org/for
SVARealtors.com
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SVAR CELEBRATES 2017 ACCOMPLISHMENTS, 
inSTAllS 2018 lEAdERS 
SVAR had plenty to celebrate during the season of caring and sharing. Members came together in December for the installation 
of 2018’s new leadership and to say “thank you” to those who provided excellent guidance throughout 2017. 

President Brent Harris was sworn in by 2017 President Steve Overgard to helm the organization in the new year, with the 
solid team of officers Kathie Braswell, president-elect; Steve Overgard, immediate past president; Larry Lewis, treasurer; and 
directors Carmen Martin, Kenneth Pritchett, Nancy Steinke, Rhonda Canada Partin, Diana Hayes and Larry Lewis. 

John W. Brockwell, Virginia REALTORS® director and two-time SVAR president, brought words on behalf of the state 
association, and Overgard offered his thanks, a summary of accomplishments and a farewell. SVAR’s new president delivered a 
humor-filled and goal-oriented inaugural speech. 

During the evening Johnny Harris was bestowed the REALTOR® Emeritus accolade for 40 years of service to the industry, and 
medallions were presented to about a dozen members who went above and beyond in 2017. 

Special thanks go to Joy Harris-Cobb for emceeing the evening, and to the night’s generous sponsors: CVR MLS, Harris and 
Associates, Virginia Commonwealth Bank, Atkinson Insurance Agency, Appomattox Title Co., Century 21 Colonial Realty, 
Presidential Mortgage Group, Village Bank, 1st Choice Realty, RE/MAX Commonwealth, Long & Foster, Tennek, 2-10 
Home Buyer’s Warranty, G.E. Matthews, Edward Jones and Weichert Realtors, Brockwell & Portwood. – Victoria Hecht, 
Communications and PR Specialist
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AFFILIATE SPOTLIGHT:
presidential Bank Mortgage

NAME: Scott Whittle

COMPANY: Presidential Bank Mortgage

COMPANY DETAILS: 2425 Boulevard, Suite 1, Colonial Heights, VA 23834
804-520-1103; www.pbm-loans.com; www.facebook.com/pmgloans/

YEAR COMPANY ESTABLISHED: Presidential Bank was established in 1985. 
We opened our Colonial Heights/Richmond operations in September 2009.

COMPANY SPECIALTIES: We strive to provide the best customer service and on-time closings. While we do offer many 
different financing options, we specialize in helping first time homebuyers enter the market with low to no down payment, 
whether it be with FHLBank Atlanta grants or VHDA. A strong military community allows us to accommodate members of our 
Armed Services. Depending on the property location USDA financing may be in the borrower’s best interest.  

COMPANY MEMBERSHIPS: SVAR, Colonial Heights Chamber of Commerce.

HONORS/DISTINCTIONS: Top VHDA lender in Virginia five years running, SVAR Affiliate of the year 2009 and 2012.

TERRITORY: Colonial Heights, Prince George, Chesterfield, Hopewell, Sussex, Petersburg, Dinwiddie and surrounding areas.

SVAR AFFILIATE MEMBER SINCE: 2003

WHY I JOINED SVAR: I joined SVAR because of the great networking opportunities provided by the organization. Having the 
ability to meet REALTORS® outside of the normal business setting allows you to get to know them better and form long standing 
relationships. This has been very beneficial to my business and for those who work for me.

WHY I GOT INTO THIS BUSINESS: I got into the business because of my family’s involvement in the real estate business for 
many years. I grew up riding around with my dad showing houses, and this is really all that I have known for most of my life. 
In 2003, I went to my dad and said I wanted to be a REALTOR®. His response was, “Are you sure?” He then asked if I had ever 
thought of the real estate finance business. I did my research, and the rest is history.

WHY I LOVE DOING WHAT I DO: I love doing what I do for a many reasons. The main reason is that I have the opportunity to 
make people’s dream of homeownership come true month after month. To see the glow on someone’s face after they have been 
renting for 20 years and become a homeowner is priceless. 

FAVORITE SATISFIED CUSTOMER STORY: When I received a thank-you card from a client that says, “Thank you! Your 
guidance, services and support were life changing.” I truly believe in “what comes around goes around.” I try to run my business 
in a manner that, if I do my best for the client, it will pay me back in the end, even if what’s best for them now may cause me 
additional work or stress.  

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: Plan for your mortgage needs in advance, stay on top of your credit and try to 
save some money even if it is a small amount in the beginning. 

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: Our industry is ever changing, and it is very 
important to work with a seasoned lender that is up on today’s market. At Presidential we focus on staying educated on current 
guidelines and make sure we are aware of any and all hang ups that could cause problems throughout the transaction. 

www.pbm
-loans.com
www.facebook.com/pmgloans
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SVAR MEMBERSHIP AT A GLANCE
data current as of March 15, 2018

Member Count
Members 436
Secondary 23

Emeritus 20 
Affiliates 41

New REALTOR® Members
Kris Martin  EXp Realty
Jennifer Berg  Front door Realty group
Erica Dunnavant Hometown Realty
Rick Cockrill  Keller williams
Michael long  Keller williams
John Seamster Mossy Oak Properties of Virginia
Stephen Constantine Napier REALTORS ERA
lori Keyser   parr & Abernathy
Stuart Blankenship prince george Realty
Jeffrey Clements Tennek Realty inc.
danielle Calhoun Tyler Realty group

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
Bug Buster pest Control Services inc *
Burley Langford Home Inspections
C&F Mortgage
Central Virginia Regional MlS
Colonial Farm Credit
day Title
Edward Jones
Embrace Home Loans
First American Homebuyers Protection
gregory & Associates
Hayes Inspection Services
Home Builders Association of Southside Virginia
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
State Farm insurance
SunTrust Mortgage
The Septic doctor
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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