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President’s Page
by David Patsel, 2015 President, SVAR
The real estate market for 2016 is on fire! We
are seeing pending and sold sales increase
as much as 15% over last year, and property
values are going in the right direction once
again. We are seeing SVAR membership
increase with new agents coming on board
and agents that were inactive getting back in
the business.
Real estate—and SVAR—is becoming stronger
and brighter each and every day.
The National Association of REALTORS® has
a set of Core Standards that each and every
local association must be in compliance with.
They are:
• Code of Ethics
• Advocacy
• Consumer outreach
• Unification efforts and support of the
REALTOR® organization
• Technology
• Financial Solvency

activities during the year. It will not be
enough, for example, for an association
to engage in the same activity four times
each year, nor will financial support of a

We had volunteers
working in the rain
all day, and you
never heard one
person complain.

I want to break down the third item, consumer
outreach. This is word for word from NAR:
A. Every Association will demonstrate
engagement in not less than four meaningful
consumer engagement activities annually,
reflected by:
1. Being the “Voice for Real Estate” –
Promoting market statistics and/or real
estate trends and issues (e.g., release
through press releases, interviews, etc. of
MLS statistics, local market statistics, NAR
research reports, local/state analysis of
NAR statistics, etc.)
2. Community involvement – Promoting the
value proposition of using a REALTOR® and/
or engaging in community activities which
enhance the image of the REALTOR®;
3. Advocacy efforts – Engaging the public in
legislative/political issues that impact real
estate and related issues; and,
4. Community investment – Organizing
human resources (i.e., assisting in a
Habitat for Humanity build, etc.) or
fundraising for the benefit of charitable/
community organizations.
To meet this four-activity-per-year
requirement, each association must
execute from some combination of at
least three of the four listed engagement

activity (2) and a community investment
activity (4); or an advocacy effort (3) and a
community investment activity.
I am proud to say that the Southside
Association of REALTORS® is on top of its game
as far as community outreach. We have done
press releases, interviews etc. We are always
in the newspapers, sharing our good deeds
with the public. SVAR does an outstanding
job with their advocacy efforts. In early
April, we had a membership meeting with
our local legislators/politicians and, in May,
SVAR interviewed several individuals who are
running for available seats.
In 2015, SVAR partnered up with Rebuilding
Together Tri-Cities. This great organization
interviews homeowners and assess their
needs to do repairs to their home. It could
be construction, electrical/plumbing needs,
painting, landscaping etc. Rebuilding Together
Tri-Cities met with SVAR, and we were
assigned two homes to work on in May. We
had nearly 20 volunteers working on a variety
of home repair needs in a light rain nearly all
day, and you never heard one person complain.
(Get details on the amazing work that was
done and see more photos with Jeff Blaha’s
article on page 10.)
I want to thank all of the volunteers who came
out on that Saturday. This is one of our Core
Standards and a part of SVAR’s Strategic Plan.
We will continue to work with Rebuilding TriCities in the future, so please consider being a
part of this. It is extremely rewarding, and the
homeowners are so appreciative.

charitable organization alone be considered
to have met this mandatory Core Standard.
Additionally, any one activity can only
be quantified in one category. Example:
Assume Association A releases quarterly
market statistics to the media satisfying
(1) above. Association A must also
engage in some combination of the other
listed activities as follows: a community
involvement activity (2) and an advocacy
effort (3); or a community involvement

There are so many community outreach
programs; I know many of you are involved
already through churches or clubs, feeding
the homeless, doing blood drives and animal
rescue, and more. I thank you. Be involved in
your community. You will not regret it.
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Q &A from the Legal Hotline
by Blake Hegeman, CAE
Deputy Legal Counsel, Virginia Association of REALTORS®
During my time as a VAR attorney, I have
fielded thousands of Hotline calls, and it is the
gift that keeps on giving. I never have to be
creative when writing articles and teaching
classes because the Hotline provides me with
ample material.
This article will focus on calls I’ve received
that raise important issues regarding
disclosure.
Q: I am a dual agent in a transaction; both
the seller and buyer signed the required
dual agency forms, and I have brokerage
agreements with both clients. After contract
ratification, the seller told me that a violent
homicide occurred in the property. The violent
act did not damage the property. Do I have to
disclose this fact to buyer? As a dual agent
don’t I have duties to both parties?

This statute specifically excludes a homicide
from disclosure. Therefore, the dual agent
would be unable to disclose the home’s violent
history without the seller’s permission. By the

When the buyer
ultimately
discovers the
problem, he’ll
never believe the
listing agent didn’t
know.

A: Let’s start with the fact that as a dual agent
in this situation you are obligated to keep
the seller’s and buyer’s confidences unless
required by law to disclose or you have the
permission of your client.
An example of the conflict between
disclosures and confidentiality would be if
your seller client told you his roof has major
problems. The law would require you to
disclose that fact to a purchaser as a material
adverse fact pertaining to the physical
condition of the property of which you have
actual knowledge. In other words, your
disclosure obligation would supersede your
duty of confidentiality regarding the roof.
So, is the dual agent compelled by law to
disclose the homicide to his buyer client?
We can look to Section 55-524 of the Code of
Virginia that states:
“…no cause of action shall arise against an
owner or a real estate licensee for failure
to disclose that an occupant of the subject
real property…was afflicted with human
immunodeficiency virus (HIV) or that the real
property was the site of:
1. An act or occurrence which had no effect
on the physical structure of the real property,
its physical environment, or the improvements
located thereon; or
2. A homicide, felony or suicide.”
The Southside REALTOR® · Spring 2015 · p. 4

Yes, the listing agent has greater disclosure
obligations than does the seller, and it could
potentially be an advantage for the seller to
use a listing agent who “knows nothing.”
However, listing agents should never counsel
sellers to keep property condition issues to
themselves lest they be passed on to the
buyer. When the buyer ultimately discovers the
problem, he’ll never believe the listing agent
didn’t know. Imagine the listing agent on the
witness stand trying to convince the judge he
was ignorant after he confesses to urging the
seller not to tell him anything so he could keep
the buyer in the dark. Not going to be a pretty
picture.
The course that makes the most sense for
both seller and listing firm is either to (1)
address the problem up front—fix it; or (2)
disclose it and adjust the buyer’s expectations
accordingly. Anything else courts complaints,
suits and very unhappy consumers.
By the way, because the listing agent’s
disclosure obligation is independent of the
seller’s, the listing agent doesn’t take his
instructions from the seller on property
condition disclosures. If the seller insists the
agent not do what the law requires, the agent
must say goodbye to him.
The VAR Legal Hotline is a free, members-only benefit
for brokers. You can receive answers to questions about
Virginia real estate law and timely information on legal
and regulatory issues concerning the real estate industry.

way, I don’t expect the buyer will be happy
with that explanation after he finds out the
history of the house after closing.
Q: A seller knows about some problems with
his house that could hurt his efforts to sell.
The listing agent tells the seller not to tell
him so he doesn’t have to disclose them. The
listing agent’s intent is to help the seller. He
knows he must disclose material adverse facts
pertaining to the physical condition of the
property of which he has actual knowledge to
the buyer.
A: This is an age-old problem, but it is what it
is.

The Legal Hotline provides legal information, not legal
services. You should consult your attorney if you need
representation or advice.

Educate! Knowledge Leads
to Success!
by Al Wells, Education Committee Chair
The mission of the 2015 SVAR Education
Committee is to develop educational classes
and learning opportunities for its members
and the community. Subject matter will
encompass topics from REALTOR® courses to
helpful quality-of-life information needed by
during REALTORS® their careers and on into
retirement.
To help accomplish our mission, the committee
has discussed several ideas on how to get
the word out to members and the community
about classes scheduled, determining what
classes members want and how to encourage
members to attend these classes. Those
discussions produced several slogan ideas like
the following:
•
•
•
•
•
•
•
•
•
•
•

Knowledge Leads to Success
Stay Up to Date, Educate
Knowledge is Power
More Education = More Money
Educate: Stay Up to Date
More Knowledge, More Income, Success
Stay Up to Date, Educate … The More
You Learn the More You Know
Sign up Now: Knowledge = Success
Sign up Now, Then You’ll Know How To…
Don’t Wait…Don’t Hesitate…Sign Up
Now and You’ll…
LEARN MORE, EARN MORE, DO MORE.

The liaisons for some of the larger offices are
as follows:
• Al Wells – Ingram and Associates
(Hopewell) and Realty Group

Each Education
Committee
member has
volunteered to be
the liaison to two
or three REALTOR®
offices...

These and a few others were diligently
discussed before finally deciding on
“EDUCATE! KNOWLEDGE LEADS TO SUCCESS!”
This slogan will be used in all our future
communication efforts to encourage everyone
to get educated through presented classes.
The Education Committee will be using all
forms of communication in order to better
accomplish its mission, including calling,
texting, emailing, writing, social media,
published advertising and face-to face
communication to keep everyone informed
on what education is being presented and
determining what education is desired.
Additionally, to be as effective as possible each
Education Committee member has volunteered
to be the liaison to two or three REALTOR®
offices and to be responsible for ensuring the
best two-way communication with that office’s
agents and the Education Committee.

• Meg Duarte – C21 Colonial, Chappell
Realty, Parr and Abernathy, Prince George
Realty, and Hometown (Prince George)
• Lorna Cornett – Long & Foster,
Landmark, and Ford Agency
• Brett Harris – Hometown (Chesterfield)
and Ingram & Associates (Chester)
• Joyce Navary – Weichert Realty, Cole
Real Estate, and Daniel & Daniel Realty
• Troy Kannegieter – RE/MAX
Commonwealth
• Rhonda Canada – 1st Choice Realty
Group and Swearingen Realty

We will be soliciting the suggestions,
recommendations and overall feedback
from REALTORS®, Affiliates and the general
public. You can help us by letting us know
what subject matter on which you would
really like to attend a class. Just what is it
you that are interested in and want to know
more about? If you want to get educated on
a particular subject, chances are there are
others who want to know about it as well.
In order for many classes to be taught there
is a requirement for a minimum number of
attendees, usually at least five or more. So,
when you plan on attending a class, get a
fellow agent or friend to register and attend as
well.
All real estate licensees 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 educational opportunities
during the year to help the association’s
members and any REALTORS® needing
continuing education to obtain the necessary
continuing education to renew their licenses.
The 2015 continuing education classes, along
with other educational classes, are posted on
SVAR’s web site at www.SVARealtors.com or
on the SVAR Facebook page.
SVAR’s Education Committee members
are committed to providing you the best
education/knowledge opportunities possible.
To help accomplish this we want to hear from
you. Please don’t hesitate to contact any
one of us with your questions, suggestions,
request or general comments. The committee
members as mentioned above are Meg
Duarte, Brett Harris, Lorna Cornett, Joyce
Navary, Rhonda Canada Partin, Doug Compton,
Troy Kannegieter and myself. Our contact
information can be obtained via the SVAR
website or MLS database.
We hope to see you soon at SVAR
headquarters or during some of our education
classes, Lunch & Learns, and socials!
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Wolcott Rivers Gates
Dramatic changes to residential real estate
closings are in store this summer. On August
1, 2015, the TILA and RESPA integrated disclosures will take effect.
The Consumer Financial Protection Bureau
(CFPB) mandated the integration of the disclosures under the Truth in Lending Act (TILA) and
the Real Estate Settlement Procedures Act (RESPA) in new regulations issued on July 9, 2013.
The integration of the disclosures under TILA
and RESPA will create new terminology, new
time periods and new forms with which all real
estate agents must be familiar in order to properly serve their clients.
For example, after August 1, 2015, the lender in
a residential real estate loan will be referred to
as the “creditor”, the borrower will be known as
the “consumer”, and the closing or settlement
will become the “consummation.” In addition,
the preliminary TILA and GFE disclosures with
which we all are familiar will be replaced by a
document called the “Loan Estimate”, and the
HUD-1 Settlement Statement will be replaced
by a document called the “Closing Disclosure.”

the creditor must provide the Loan Estimate
can include Saturdays if the creditor is regularly open to do business with the public on
Saturdays. Sundays and Federal holidays do

On August 1, 2015,
the TILA and
RESPA integrated
disclosures will
take effect.

The Closing Disclosure form looks nothing like
the current HUD-1, except that the third page
does have a portion of the familiar two-column
balance sheet with summaries of borrower’s
transaction and the seller’s transaction. The
balance of the Closing Disclosure more closely
resembles the initial Loan Estimate, so that the
consumer can lay the two documents side by
side and easily discern what, if any, figures
have changed.
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Perhaps the most drastic departure from the
current HUD-1 is that the borrower and the
seller do not sign the same Closing Disclosure.
A separate Seller’s Closing Disclosure must be
provided to the seller, and the settlement agent
will be responsible for determining whether
each side gets to see the other’s Closing Disclosure.
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The integrated disclosures will apply to most
one-to-four family residential mortgages. They
will not, however, apply to cash transactions,
reverse mortgages, home equity lines of credit,
mobile homes or movable improvements, creditors that make five or fewer loans per year, or
any loan for commercial or agricultural purposes.
The Loan Estimate form will look vastly different from the current GFE disclosure at the outset of a residential loan. The change in format
is meant to make it easier to read for borrowers
and thus allow them to comparison shop for
loans. The new regulations state that a creditor must provide a Loan Estimate within three
business days of receiving a written loan application.
A loan application submitted electronically is
considered to be a written application. Interestingly, the three “business days” within which
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not constitute business days. The regulations
also provide that the consumer (borrower) is
deemed to have received the creditor’s communications three business days after the communication is sent, regardless of whether the
communication is by U.S. Postal Service, email,
overnight delivery or any other means of communication except face-to-face delivery.
The Closing Disclosure, which replaces the
HUD-1, also has a three day delivery deadline.
The regulations state that the Closing Disclosure must be delivered to the consumer three
days prior to consummation (closing). That re-

Examples of both the Loan Estimate and Closing Disclosure forms are available at the CFPB’s
website, www.consumerfinance.gov. Real estate agents should visit that site and take advantage of any continuing education course or
seminar on the new CFPB regulations.
This column has only scratched the surface of
the changes that will take effect on August 1,
2015, and all agents will need to be comfortable with those changes in order to guide their
clients through contract negotiation and drafting, as well as logistics in future residential
closings.
This column is not, nor is it intended to be, legal advice.
You should consult an attorney for advice regarding your
individual situation.

RPN 2015...a work in progress
by Lorna Cornett, REALTOR® Professional Network Chair

“Writing is not my strong suit!” This is what I
told magazine editor Victoria Hecht when she
asked me to write an article, as REALTOR®
Professional Network (RPN) chair, for this
edition of The Southside REALTOR®. Along with
being a new REALTOR®, this is the first article
I’ve ever written and the first time I’ve chaired
a committee. It’s quite a learning curve!
RPN is a bit of a work in progress. In many
REALTOR® associations, the committee is
usually called YPN, which stands for Young
Professionals Network. SVAR, however, being
a bit smaller in number than some of the
other associations (and with newer agents
not necessarily under 30 or 40, including
myself), decided to rename the committee the
REALTOR® Professional Network.
What is RPN? I get that question a lot. I say
we are a “work in progress.” RPN is about
networking…not just with other REALTORS®,
but with our Affiliates, too. Our goal is to bring
REALTOR® and Affiliate professionals together
every other month for breakfast or lunch for
about an hour to get to know each other and to
develop relationships.

Stay Safe on Facebook:
Some common sense tips
Facebook is a fantastic free marketing tool,
but have you ever considered the image you
present to the public, or how you’re opening
yourself to security breaches if you’re not
careful?
In the previous issue of The Southside
REALTOR®, we addressed using Facebook
to build your business. Now let’s examine
presenting a business-conducive Facebook
image and safeguarding your security...
You love your house, or you’re having a
party, but…DON’T share your address on
Facebook. (Have folks message you privately

There are many people who have an
important part in helping a deal get from
contract to closing. Of course, it all starts
with us: the REALTORS®. Then you have

In addition to RPN
being a way to
network...it could
become a source
of referrals.
lenders, appraisers, home inspectors, termite
inspectors, well and septic inspectors,
surveyors, sometimes contractors and, finally,
title companies and closing agents. That is a
lot of people taking part in the process!
For anyone who has ever attended a Business
Networking International meeting as a
member or even as a guest, you know how
valuable the group can be. If not, Google it. Not

if they need it.) Why? Burglars, for one. Or
nosy folks Google mapping your digs. Or a
million other reasons.
You’ve worked hard to earn that vacation in
Aruba, but…DON’T broadcast your vacation
countdown or the dates you’ll be gone. Again,
burglars, you know.
You’ve gotten used to being in contact with
folks 24/7 and bemoan places with no WiFi or cell service, but…DON’T share your
personal phone number on Facebook (unless
it’s your professional Facebook page, and
you want potential clients to see it).
You sure had a great time at that party, but…
DON’T share photos of yourself inebriated or
in other compromising situations. Is that how
you want clients to see you? Remember, your

only does this group build relationships, it is an
excellent source of referrals. And we all know
that referrals put money in our pockets! So, in
addition to RPN being a way to network and
build relationships among fellow REALTORS®
and our Affiliates, it could very well become a
source of referrals.
RPN is still working on all the details, but we
hope that our vision will become a successful
reality!
Please join us on Wednesday, June 17, from
9:00 – 10:00am at SVAR for our RPN Kickoff/
Q&A. Light refreshments will be provided.
Our first official RPN Breakfast is set for
Wednesday, August 19, from 9:00 – 10:00am
at Golden Corral in Colonial Heights. (You will
receive an email from SVAR with final details
and a request to RSVP so we can provide a
head count to the restaurant.)
I am really excited about the RPN and what’s
ahead. Please join us!

digital footprint follows you everywhere.
You’re really angry at your husband (best
friend, neighbor, cashier at the supermarket,
etc.), but…DON’T use Facebook as an outlet
for your frustration. Think everyone wants to
see your drama—or your expletives? (And,
really, that’s not very professional, now is it?)
You love the adrenalin rush of bungee
jumping and swimming with sharks, but…
THINK carefully before posting photos of
your dangerous hobbies. Why? Insurance
companies are looking at Facebook profiles.
Want your rates to skyrocket or coverage to
be cancelled? It could happen if you’re not
careful.
– Victoria Hecht, SVAR Communications and
PR Specialist
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Manufactured or modular: Do you
know the difference?
by Mack Strickland, GRI, Appraisers Council Chair
In recent years there has been much confusion
in the appraisal industry concerning Fannie
Mae and its guidelines for manufactured
homes.
Briefly, a manufactured home—formerly
called a mobile home—is factory-built
on a permanent chassis to “minimum
HUD standards.” Several years ago the
manufactured home industry realized that
if you take a manufactured home and build
it above minimum HUD standards, it then
becomes a modular home—and this is where
the confusion lies.
According to www.fanniemae.com/content/
guide/selling/b2/3/02.html, Fannie Mae
defines a manufactured home “as any
dwelling unit built on a permanent chassis and
attached to a permanent foundation system.”
But it also states: “Factory-built housing not
built on a permanent chassis such as modular,
prefabricated, panelized, or sectional housing
is not considered manufactured housing and
is eligible under the guidelines for one-unit
properties.”

The old saying goes, “If it looks like a duck,
acts like a duck and quacks like a duck, then
it’s a duck.” Right? Wrong!

“If it looks like a
duck, acts like a
duck and quacks
like a duck, then
it’s a duck.” Right?
Wrong!
In talking with real estate agents and
appraisers across the country, the definitions
above have created the problem because the
definition says a modular home is not built on
a permanent chassis. Because these modular
homes are built on a permanent chassis,

then delivered to the site in the same manner
as a manufactured home, home appraisers
believe they must appraise the property on
the Manufactured Home Appraisal Report form
1004C. Not so. These modular homes must be
appraised on the regular Uniform Residential
Appraisal Report form 1004.
So, how do you tell the difference? With
modular homes HUD requires a red data tag
mounted on the exterior of each section of the
home near the tong area. Additionally, there
may be a data sheet attached to the home
somewhere inside, usually near the electrical
panel or inside a cabinet door. Modular homes
have a blue modular home sticker mounted
inside the electrical panel door. In Virginia,
there also is a white sticker indicating a
registered industrialized building unit.
For more information on Fannie Mae’s
requirements on manufactured homes,
go to www.fanniemae.com/content/
announcement/03-06.pdf.

Cyber safety tips to protect you and your real estate business
REALTOR® personal safety is always a hot
topic, as it should be. Now let’s talk about
online safety. Real estate professionals deal
with large sums of money on a routine basis
and, just like retailers, can get hacked, too.
Here are some online safety tips to keep in
mind to protect your livelihood and bank
account:
Be careful with Wi-Fi: Putting passwords on
your office Wi-Fi goes without saying, but
public Wi- Fi poses a different problem. While
getting work done at a coffee shop or other
public places is routine, hackers can use these
public places to steal information. Because
public Wi-Fi connections are usually not
encrypted, you are at risk for a data breach.
Don’t use work devices on public, unsecured
Wi-Fi.
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When in doubt, don’t click or open links
and emails that look fishy. Scammers use
intriguing or mysterious messages to get into
your systems and steal info, like client data.
Put it away: Don’t leave contracts or client info
lying around. Information does not have to be
in a digital format to be leaked, especially if
you work in a high-traffic location or share an
office space with multiple businesses.
Shield your computer from email viruses:
Computer viruses can impair and seriously
damage your computer. Viruses are often
distributed via email spam. Never open an
attachment from someone you don’t know,
and, if you receive a strange or impersonalsounding message from a familiar address,
check with that person to make sure that they
really sent it.

Shop online safely: When shopping online,
check out a website before entering your
credit card number or other personal
information. Enter this information only on
secure web pages with addresses that start
with “https” and have a closed padlock
symbol at the bottom of the browser window.
These are signs that your information will be
encrypted or scrambled, protecting it from
hackers.
Check suspicious emails: Before you act on an
email request, check a list of the latest email
scams on the Federal Trade Commission’s
website at www.ftc.gov. And for more tips, go
to www.cnbc.com/id/102329883#.
– Victoria Hecht, SVAR Communications and
PR Specialist

CEO’s Message
by Joe Croce, RCE
For most of my career I have been hearing a
constant chatter in the business community
concerning networking. Early on I really did
not understand it, but the guys in the corner
office told me it was something I had to do to
be successful. But, before I go any further, let’s
define networking.
Networking is the act of making contact and
exchanging information with other people,
groups and institutions to develop mutually
beneficial relationships. Or, even more simply,
networking is the cultivation of productive
relationships for business and/or social
relationships for your health and well being.
Most of the time networking is considered
as a valuable tool that will get us more
opportunities for business. Our primary goal
is to make a deal sometime in the future;
hopefully, in the very near future. How about
now?

Then, before we knew it, we grew up, and
somebody put the “work” in networking. What
had been easy and fun for so many years was
now dreaded and declared a nuisance and a

There is no
good excuse
for a business
professional not to
network.

An example of networking is handing out your
business card at an event, which is designed
to provide opportunities for new business
collaborations to form and to bring together
prospective buyers of your product or services.
I believe that we have all networked our
entire life, whether you realized it or not. It
started with our families at parties, reunions
and a variety of other occasions. At church
you networked at Sunday school. Maybe you
belonged to a Scout group. As we grew older
our networking took the form of organized
sports, clubs in high school, fraternities and
sororities. All of these activities brought people
of similar interests together with the intended
result of making us a more complete person
while working to help and support each other.
Networking was fun!

waste of time by many. As adults we continue
to network, but we only want to do the fun
stuff. Most of us found our spouses while
networking through school, church, work, and
friends or, in some cases, a local beverage
establishment.
For some reason, there are those who draw
the line when it comes to networking to
improve their opportunities for business. Some
see time is an obstacle. However, going to a
meeting for an hour or so beats cold calling

and is a more efficient use of time. Some say
they do not know how to network. If you are
alive and breathing today, then you have been
doing it your entire life and did not realize it.
There is no good excuse for a business
professional not to network.
One final concern I want to address is the
question, where can I go to network? If
you have not figured out where this article
is taking you, and you have continued to
read this, then my next comment will be no
surprise.
Great networking is happening at your
REALTORS® association—SVAR. Whether it
is an education class or a social function at
SVAR headquarters or at an off-site location,
networking is happening. There are close to
500 members in our association. Through
our community service programs you would
also be connected to many who are not
REALTORS®.
As your CEO, I have seen, as well as
experienced, the benefits of networking
with other SVAR members. I have seen two
REALTORS® agreeing to work together and
supporting each other, even if the relationship
was not based on a real estate transaction.
As one who has networked for many years, I
can promise that networking is a valuable and
rewarding experience. SVAR will continue to
offer networking opportunities and invite you
to please participate.

Thank You to our

PLATINUM
PARTNERS
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Rebuilding Day in Petersburg: SVAR’s
Community Affairs Committee
by Jeff Blaha, Community Affairs Committee Chair
They say April showers bring May flowers, but
do they bring REALTORS®, too?
On Saturday, April 25, a chilly spring rain
brought 20 SVAR members and their friends
to South Whitehill Drive in Petersburg. The
soggy conditions didn’t prevent them from
repairing two homes for disabled residents in
partnership with Rebuilding Together Tri-Cities
(www.RTTricities.org).
As part of National Rebuilding Day, our local
group was one of hundreds of volunteer teams
across the USA who worked on home repair
and modification projects that Saturday.
At the home of Lori Colbert, Wanda Bond of
Weichert REALTORS® Brockwell & Portwood
and her partner, Joe Hackley, led a team that
improved accessibility and safety for the
owner.
With an important assist from Steve Overgard
of RE/MAX Commonwealth, who provided the
heavy equipment, the team modified a ramp
to install steps, moved a chain link fence and
built a wood back porch. They also cleaned
Ms. Colbert’s gutters, washed the vinyl siding
and porch, and installed a hand-held shower.
Finishing touches were added by weeding the
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flower beds, adding mulch, and planting a mix
of annuals and perennials. Ms. Colbert loved
getting advice about how to care for the plants
and trees in her yard and is extremely grateful

Ms. Tucker called
our SVAR team
“angels here on
Earth.”
for all the work done to help her get around
easily and safely.
Larry Lewis and Westley Bennett of Napier
REALTORS® ERA headed up the team at the
home of Diana Tucker. The team installed
a grab-bar, fixed toilet and plumbing leaks,
and completely replaced her water-damaged
bathroom sub-floor and vinyl.
“I’m glad we got there in time. She had
probably another month or two before the floor
collapsed,” Larry said.

To accentuate the curb appeal, volunteers also
spruced her front yard with some bedding
plants. Ms. Tucker called our SVAR team
“angels here on Earth.”
Ryan Miller, executive director of Rebuilding
Together Tri-Cities, said, “This is why we do
what we do…it feels great... (We) really enjoy
getting to know the homeowner and knowing
that we helped improve someone’s life (who)
couldn’t otherwise improve it for themselves.”
The project provided an opportunity for
REALTORS® to not only help others, but to
connect with each other outside the normal
real estate business channels. They also
enjoyed a fantastic pizza lunch, courtesy of
John Krug and American Home Shield.
The Community Affairs Committee will
continue to meet and brainstorm ideas on how
to impact our communities in a positive way.
If you, your brokerage or Affiliate would like to
help spearhead other projects like this or do
some fundraising activities, please contact me
for more information at jblaha@GoHTR.com or
804-731-3490.

SVAR Calendar of Events
See more and register at SVARealtors.com/calendar.html
June 10
Scams: If it Sounds too Good to
Be True
9:00 – 10:00am
Good Intentions but Risky Results
10:00am – Noon
June 11
CVRMLS New Member Training
9:00 – 10:00am
June 17
RPN Kickoff Event
9:00 – 10:00am
June 19
CVRMLS Road Rules
1:00 – 3:00pm
June 24
Well and Septic Issues
11:30am – 12:30pm

July 4
Closed in observance of
Independence Day
July 29
New Member Orientation
9:00am – 1:00pm
Quadrennial Ethics Course
10:00am – 1:00pm
August 13
CVRMLS New Member Training
9:00 – 10:00am
August 19
RPN Breakfast at Golden Corral
9:00 – 10:00am
Radon Class
11:30am – 1:30pm

September 9
VAR’s Suggested Office Policy
Manual
9:00 – 10:00am

September 24
4 Hour Related Topic: Contract
Pitfalls
8:30am – 12:30pm

VAR’s Purchase Contract: In’s &
Out’s
10:00am – 1:00pm

4 Hour Related Topic: Rehab
Finance
1:30 – 5:30pm

September 16
Safety Issues
11:30am – 12:30pm

September 30
New Member Orientation
9:00am – 1:00pm

September 22
Picnic at Home Builders Pavilion
5:30 – 9:00pm

Quadrennial Ethics Course
10:00am – 1:00pm

September 23
8 Hour Mandatory Topics Course
8:30am – 5:00pm
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SVAR helps open dialogue on
Employer-Assisted Housing
by Victoria Hecht, Communications and PR Specialist
The Southside Virginia Association of
REALTORS® is an important community force
in making things happen for the better. Most
recently, Tri-Cities leaders gathered for a forum
to generate dialogue on Employer-Assisted
Housing within the region.
SVAR hosted the April event, which was
sponsored through a Housing Opportunity
Program (HOP) grant from the National
Association of REALTORS® and held at the
Keystone Truck and Tractor Museum in Colonial
Heights. HOP grants support the efforts of
state and local REALTOR® associations that are
implementing affordable housing programs
and initiatives.

raise awareness of senior citizens requiring
financial assistance when they can’t afford
necessary home repairs. During his journey,
Van de Castle met with SVAR to propose

“A house is more
than a house; it
is a vital part of
the community,”
said Sen. Rosalyn
Dance (D.-16th).

The invited attendees included public
officials, health care professionals, economic
development representatives, nonprofit
organizations within the housing sector,
financial institutions and legislators within the
Tri-Cities region.

establishment of a new home-repair initiative
for Southside seniors in need.

The presenters were Sen. Rosalyn Dance (D.16th) and Del. Riley Ingram Sr. (R.-62nd); SVAR
Immediate Past President John W. Brockwell of
Weichert REALTORS®, Brockwell & Portwood;
SVAR CEO Joe Croce; SVAR member Bruce
Richardson, Virginia Capital Realty; and Drake
Van de Castle, a Charlottesville area REALTOR®
who biked across the state last summer to

Employer-Assisted Housing, or EAH, helps
employers to achieve business goals while
assisting employees in moving beyond
the most common hurdles to home buying
or renting within their community, and
may be leveraged with federal, state and
local assistance and private funds. As an
employer-provided benefit, EAH not only helps

employees meet their housing needs, but
contributes to employer success by building
loyalty and workforce stability and, in turn,
stronger communities.
“A house is more than a house; it is a vital part
of the community,” Dance noted during the
forum.
Through EAH employees may attend
educational workshops on classes exploring
the ins and outs of home buying, including
counseling on the responsibilities of
homeownership. Common EAH scenarios
include an employer matching an employee’s
savings toward the purchase of a home, an
employer offering a loan or grant to assist with
an employee’s down payment or closing costs
on a home, or an employer providing rental
assistance for an employee’s security deposit
or first month’s rent. Employers may benefit
from better staff retention, reduced turnover
and improved productivity.
Croce said that in the future SVAR will host
further EAH initiatives like the forum, adding,
“We look forward to working with employers
of all sectors in our community.”

Community leaders from across the area gathered in Colonial Heights recently for a forum to generate dialogue on local Employer-Assisted
Housing. SVAR hosted the event through a Housing Opportunity Program grant from the National Association of REALTORS®.
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Pictorial Review
Lending support and helping hands
In the spirit of community service, SVAR
President David Patsel, President-Elect Ron
Hardy, Immediate Past President John W.
Brockwell and Legislative Committee member
Don Carnesi, along with CEO Joe Croce,
loaned their muscles to the nonprofit Virginia
Supportive Housing as part of the CVR MLS
Affordable Housing Awareness Week efforts in
April. Virginia Supportive Housing’s mission is

to end homelessness by providing permanent
supportive housing and supportive services.
Each year volunteers from the CVR MLS Board
of Directors pick a multi-unit housing location
and perform indoor and outdoor renovation,
maintenance and clean-up projects. This
year the directors selected one of Virginia
Supportive Housing’s Richmond sites, where

they cut grass, prepped doors, and cleaned out
a shed and supportive housing units. Thank
you for all you do, SVAR volunteers!
To learn more about Virginia Supportive
Housing, visit virginiasupportivehousing.org.
– Victoria Hecht, SVAR Communications and
PR Specialist
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Bank of McKenney honored with ABA
Community Commitment Award
Special to The Southside REALTOR®
Bank of McKenney, an SVAR Affiliate
member and the current Affiliate of the Year
honoree, was nationally recognized for its
affordable housing initiatives during the
annual convention of the American Bankers
Association (ABA) in Dallas on Oct. 21, 2014.
Bank of McKenney was presented a
Community Commitment Award for its

endeavors in the affordable housing category.
Bank of McKenney offers a rehabilitation
grant program designed to serve veterans
homeowners whose family incomes fall below
80 percent of HUD median levels. The program
— with support from the Federal Home Loan
Bank of Atlanta and distributed to rural, often
olderm customers — offers up to $15,000 to
assist the veterans or their surviving spouse

with energy efficiency and weatherization or
accessibility improvements, including roofs,
insulation and ramps, on homes that they own.
From a record high field of more than
170 entries, the ABA selection committee
chose six banks based on the creativity and
thoughtfulness of programs — traditional
or innovative in nature and structure —
that embody the ideals of corporate social
responsibility and demonstrate success in
measurable terms.
Entries were divided into seven categories:
affordable housing; community and
economic development; financial education;
nontraditional borrower and underbanked;
protecting older Americans; volunteerism; and
the new George Bailey Distinguished Service
Award.
(continued on next page...)

BOM_SVAR_Award_7.875x4.indd 1
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Have you tried RatePlug yet?
by Beth Honea, Vice President Mortgage Services,
Bank of McKenney
RatePlug is a service embedded in the
CVRMLS system. The program allows
REALTORS® to incorporate accurate, interactive
mortgage product and payment information
into the MLS property reports they send to
their customers. The agent has the opportunity
to choose up to three lenders and incorporate
the lender’s programs in the report the agent
sends to their clients.

flyers generated through the program.
The disclaimer is simple and clear
specifying that the Broker/Agent is
not a mortgage lender and directs the
customer to contact the lender directly
with mortgage related inquiries.
• Record keeping – The FTC MAP
regulations specify that real estate

Since it is interactive, the customer then has
the opportunity to play “what if” with the
information:
• What if I put more money down?
• What if I pay points and get a lower rate?

RatePlug is a
service embedded
in the CVRMLS
system.

The rates remain current because participating
lenders are required to update or confirm
their rates every 72 hours, and the payment
reported is an actual PITI, including
principle, interest, taxes, insurance and any
homeowner’s association assessments. This
avoids the confusion buyers may experience
from partial payments being listed.
The RatePlug system has effectively addressed
two compliance concerns that result from
the FTC MAP regulation. The Federal Trade
Commission – Mortgage Acts and Practices
rules impact ALL real estate professionals who
offer any information about a mortgage to their
customers.
Two key concerns addressed by RatePlug are:
• Disclaimer language – RatePlug has
adopted the National Association of
Realtor’s recommended disclaimer and
has incorporated the language into all

professionals are required to save all
mortgage related communications
for up to 6 years from the date the
communication was made available to
the consumer. RatePlug archives every
lender display created through the
RatePlug system on property reports as
well as every property flyer generated.
RatePlug eases this compliance burden and
gives the agent the comfort to effectively
market their property without running afoul of
the FTC.
Once the REALTOR® has registered with
RatePlug and selected his or her preferred
lender(s), the lenders are alerted by RatePlug
each time a property is listed. The lender

can then create a professional, co-branded
property flyer for marketing the home, using
the photographs (up to seven) and information
from the MLS listing.
Again compliance burdens are lifted as the
requisite disclaimers are incorporated in the
flyer and records are archived by RatePlug.
Let’s recap the benefits:
1. RatePlug is embedded in the CVRMLS
and included in your membership, so
there is no additional cost, no new
program and little to learn. Free is good!
2. Results of program use reveal that
agents who used the RatePlug system
to market their properties from 2011 to
2013 enjoyed a 15% shorter time on the
market than agents that did not use the
program.
3. RatePlug generates co-branded
marketing flyers for your listings or
open house events and displays reliable
finance information within MATRIX for
property reports to your buyers.
4. You, the REALTOR®, choose your trusted
lending partners and are not subjected to
a random incorporation of lenders who
are not represented in the local market.
5. There’s one less compliance and
recordkeeping burden to be a concern.
To learn more about this, go to RatePlug.com.
*RatePlug is a copywritten trademark and patent
pending program. Excerpts taken from RatePlug.
com.

(Bank of McKenney, continued from previous page..)
“Bank of McKenney has made a meaningful
and lasting impact on its community,” said
Frank Keating, ABA president and CEO. “Bank
of McKenney’s work embodies the mission of
the Community Commitment Awards and is a
truly well-deserved recipient.”
“Bank of McKenney and our employees are
committed and passionate about building
a long lasting relationship with our local

community,” said Beth Honea, loan officer,
vice president of mortgage services and also
a recipient of award. “We are humbled and
honored to accept this award for our efforts.
We could not have won this award without
the assisitance of our community partners,
such as Vance Insulation, Appomattox
Title, Reliable Builders, S&J Electric, Croley
Mechanical, Old Dominion Home Remodeling,
Eagle Home & Mold Inspection, D L Williams
Roofing, Art-in Motion, Sea-Thru Windows,

Pritchett Flooring, Mobility Supercenter,
Window Depot USA and Belangia Tile. It is in
conjunction with our community partners that
we able to accomplish the work we do for our
communities.”
Bank of McKenney has grown from its original
location in McKenney in 1906 to seven banks,
with the latest opening in 2012 in Chester.
Bank of McKenney currently employees
approximately 90 people.
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SVAR honors member achievements
during annual Awards for Excellence
by Victoria Hecht, Communications and PR Specialist
Hundreds of Southside Virginia Association of
REALTORS® members and guests gathered at
The Lee Club on March 28 for SVAR’s annual
Awards for Excellence ceremony and banquet,
recognizing REALTOR® of the Year, Lifetime
Achievement, Affiliate of the Year, Rookie of the
Year, Distinguished Property Manager of the
Year and more, as well as those who reached
exceptional production levels in 2014. (See
photos next two pages, and SVAR’s Facebook.)
John W. Brockwell, principal broker of Weichert
Realty, Brockwell & Portwood in Colonial
Heights, was awarded REALTOR® of the Year,
the highest honor bestowed on an SVAR
REALTOR®. The accolade is presented annually
to one whose professional and civic activities
have made a substantial contribution to SVAR
and the real estate industry.
Brockwell, SVAR’s immediate past president,
has been in real estate for his entire life. He
is a graduate of the Virginia Association of
REALTORS® Leadership Academy and involved
in REALTOR® activities at the local, state and
national levels, including the annual REALTOR®
Day on the Hill in Richmond. Brockwell serves
as vice 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. He also served as SVAR’s
president in 2007.
Mack Strickland, owner of Strickland Appraisal
Co. in Chester, was presented SVAR’s Lifetime
Achievement Award, which is awarded
to a REALTOR® who has made significant
contributions to the association and the
real estate profession for at least 25 years.
Strickland, a certified residential appraiser,
received his real estate license in 1975 and
his broker’s license two years later. He served
as SVAR president in 1983 and has been the
association’s legislative chairman several
times. He served as a Virginia Association of
REALTORS® director for six years and has been
on the National Association of REALTORS®
appraisal committee since 1990. He was
president of the Tri-Cities Habitat for Humanity
in 1999 and 2000 and is a member of Virginia’s
Department of Professional and Occupational
Regulation Appraisal Board.
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Johana Story, with RE/MAX Commonwealth in
Mechanicsville, was named Associate of the
Year. The accolade is based on the nominee’s
sales or property management activity while

SVAR 2015
President David
Patsel, with Napier
REALTORS® ERA in
Colonial Heights,
received the Life
Member Honor
Society Award.
maintaining a high level of participation in
local association and civic involvement.
Story is SVAR’s treasurer, serves on the
MLS committee and is liaison to property
management committee. She has a high sales
volume and manages 20 properties as well.
Lorna Cornett, with Napier REALTORS® ERA
in Colonial Heights, received the Fred C.
Morene Rookie of the Year Award. The honor
is presented to a new member who has
been a full-time real estate licensee for 18
months or less; sales volume, association
participation and civic involvement also are
considered. Cornett worked in banking and
real estate closing for three decades before
receiving her real estate license in 2014. She
serves on two SVAR committees, including
chairing REALTOR® Professional Network, and
is a frequent attendee at SVAR events. She is
devoted to animal rescue.
Meg Duarte, with Century 21 Colonial Realty in
Colonial Heights, received the Board’s Choice
Award, which is presented to one whom the
SVAR Board of Directors believes shines above
the rest in their financial and participatory
involvement in SVAR. Duarte is a major donor

to the REALTOR® Political Action Committee
and chaired the REALTOR® Professional
Network and served on the education
committee. She volunteers weekly at the USO.
The Bank of McKenney and its mortgage team,
active participants in and sponsors of SVAR
events, received Affiliate of the Year. The team
is made up of Beth Honea, loan officer and
vice president of mortgage services; Lorainne
Lester, mortgage loan officer; Tammy Harrell,
mortgage production assistant; and Holly
McCaffity, mortgage loan processor.
Bobby Perkins, with Long & Foster Real Estate
in Colonial Heights, was recognized with the
Donald W. Parr Community Involvement Award,
which is presented to one who is has made
a significant contribution to the community
through his or her involvement in activities and
programs. Perkins has served on the Tri-Cities
Crime Solvers Program’s board of directors
and is a member of the Dinwiddie Ruritan
Club. He donates his truck for use by local
nonprofits and feeds the homeless as a part of
Smyrna Baptist Church’s Manna Ministries. He
is president of Red Hill Hunt Club, voluntarily
cooks for SVAR events and prepares meats for
community fundraisers.
George Grundy, with George Grundy &
Associates Realty in Petersburg, received
SVAR’s Ethics in Action Award. The accolades
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 leads the association’s
professional standards committee and served
as SVAR president in 1987. He also has
chaired numerous other committees within the
organization and is an SVAR representative to
the Virginia Association of REALTORS®. Grundy
is a “Sterling R” major contributor to RPAC and
serves as a VAR RPAC trustee. He takes part
in REALTOR® Day on the Hill VAR’s Road Show
professional training.
Mary Ann S. White, with RE/MAX
Commonwealth in Mechanicsville, received
SVAR’s Legislative Award, which is presented
(continued on page 18...)

SVAR Awards for Excellence
March 28, 2015 at The Lee Club
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(Awards, continued from page 16..)
to a REALTOR® who advocates on the local,
state or national government level. White visits
state legislators, participates in REALTOR®
Day on the Hill and chairs the legislative
committee. She has worked with the RPAC
trustees and spoken in a public meeting
regarding proposed Fort Lee downsizing and
its potential effects on the local economy.
SVAR 2015 President David Patsel, with Napier
REALTORS® ERA in Colonial Heights, received
the Life Member Honor Society Award.
Members 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 were Elizabeth M. Abernathy,
Kathie M. Braswell, John W. Brockwell, Betty
Crostic, Libby Gatewood, Troy Gibbs, Ron Hardy,
Eileen White Knode, David, Patsel, Larry R.
Lewis, Carmen M. Martin, Kimberly Porter,
Johana Story, Mary Ann S. White and Shanna
Wiseman.
Top sales honorees and accolades during at
the annual awards were:
• Top Residential Sales Award: Carla
Mayes
• Top Residential Sales Team Award: The
Gibbs and Story Team (Troy Gibbs and
Johana Story)
• Top Commercial Sales Award: Lawrence
Bickings
• Bronze Residential Sales winners:
Doug Martin, Riley Ingram Sr., Brenda
Brockwell, Rebecca L. Griffith, Frankie
Franck, Jasper L. White, Sue Nerrie, Helen
L. James, George Grundy, Mei Gunther,
Silvia Johnson, Wanda Bond, Denis
Medlin, Rose Woodfin, Eileen White Knode,
Rick Tetterton, Patty LaMarr, Catherine S.
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Drumheller, Julie Smart Koob, Mike May,
Charles Chappell, Sharon Stewart-Murphy,
Diane T. O’Dell, Beverly Vaughan, Jay
Eischen, Janice Melvin, Riley E. Ingram,
Libby Gatewood, Donnie Bostic, Becky
Partin, and Jennifer Resnick Dudley.
Silver Residential Sales winners: Joyce
Navary, Stephanie Rawlings, Sam Hamad,
Jennifer McCray, Patsy Rogers, Jeff Blaha,
Ronda Bradley-Gallagher, Rose Pai, Cindy
Angone, Ashley Forehand Oakley, David
Patsel, and Steve Overgard.
Gold Residential Sales winners: Diana
Hayes, Sharon P. Johnson , Robin
Whitman, Brett Harris, Tina McCabe, Eric
Dunkum, Betsy W. Wells, Joan W. Sasser,
Jeff Clark, Melinda M. Sexton, and Mary
Ann S. White.
Platinum Residential Sales winners: Joy
Harris-Cobb, Bobby Perkins, Elizabeth M.
Abernathy, Deirdre Portwood, Edwina M.
Daniel and Scott Morgan.
Bronze Team Award: The Keith and Nancy
Team (Keith Wagner and Nancy Puse).
Platinum Team Award: Vickie Zevgolis
and Larry Lewis Team.
Diamond Commercial Sales Award: Kevin
Y. Specter and Mark B. Specter.
Lifetime Sales Award: Diane T. O’Dell,
Jeff Blaha, David Patsel, Betsy T. Wells,
and Vickie Zevgolis, and Larry Lewis
Team.
Distinguished Property Management:
Stacey M. Hower, Judi Robertson, Joshua
M. Chappell, Kim Boykin Smiley, Becky
Partin, Aimee Kay Bradley, Shanna M.
Wiseman, and Crystal Williams.
Lifetime Property Manager Award: Aimee
Kay Bradley.
New Member Sales Award: Nancy
Steinke.

Also during the evening’s recognition, Mary
Virginia Harris was presented the Omega Tau
Rho Medallion from the National Association
of REALTORS®. Medallion recipients are
recognized for their service and dedication
to the REALTOR® organization and the real
estate industry and become life members
of the Omega Tau Rho fraternity. Harris, who
has led Harris & Associates Inc. since its
founding in 1975, served as SVAR’s president
in 1990. She also was honored that year as the
organization’s REALTOR® of the Year.
SVAR President David Patsel, Immediate Past
President John W. Brockwell and PresidentElect Ron Hardy presented the awards, while
Sue Nerrie and Steve Overgard emceed the
evening. Invocation was offered by George
Grundy. The Awards for Excellence Committee
was chaired by Troy Gibb, with Ron Hardy as
the board of directors liaison, and included
committee members Elizabeth Abernathy,
Kathie Braswell, Eileen White Knode, Patty
LaMarr and Betty Crostic. The band Flat Elvis
performed for attendees’ dancing enjoyment.
Special thanks go to SVAR’s generous Awards
for Excellence sponsors: Central Virginia
Regional MLS, Virginia Commonwealth Bank,
Fidelity Termite & Pest Control Inc. and Fidelity
Well & Septic Inspections, Hill & Rainey, Wells
Fargo Home Mortgage, HMS, The Real Estate
Book, Burley H. Langford Jr. Home Inspector,
HHHunt Homes, Hayes Inspection Service Inc.,
Appomattox Title Company Inc., Farm Credit,
Capitol One Bank, Trinity Title and Settlement,
Napier REALTORS® ERA, Presidential Mortgage
Group, Bank of McKenney and WestStar
Mortgage Inc.

SVAR Membership at a Glance
Data Current as of May 15, 2015

Member Count
Members
Secondary

430
22

Affiliate Members
Emeritus
Affiliates

15
26

New REALTOR® Members
Sherry Avent		
Debra A. Ballantine		
Stephanie Brown		
Andrew Chesney		
Christina L. Francioni		
Norris V. Hardy Sr.		
Veda Harris		
Troy Kannegieter		
Deborah N. Keener		
Stephen D. Keener		
John H. Leland		
Douglas B. McClelland		
Lauren Myers		
Francis H. O’Neil Harper		
April M. Pritt		
Mahesh Ramchandani		
Sandra Ridout		
Emile Salib		
Deborah Squires		
Nancy Steinke		
Connie S. Vaughn		

Weichert REALTORS® Brockwell & Portwood
Zip Realty, Inc.
RE/MAX Commonwealth
Zip Realty, Inc.
Weichert REALTORS® Brockwell & Portwood
Weichert REALTORS® Brockwell & Portwood
Zip Realty, Inc.
Napier REALTORS® ERA
Access Realty, LLC
Access Realty, LLC
Premier Realty
Premier Realty
Access Realty, LLC
O’Neil Appraisal Services
G.E. Matthews, Inc.
Zip Realty, Inc.
Harris & Associates, Inc.
Open Door Realty, Inc.
Napier REALTORS® ERA
Long & Foster Real Estate, Inc.
Zip Realty, Inc.

A House on a Rock Home Inspections
American Home Shield
Appomattox Title Company
Bank of McKenney
Burley H. Langford Jr., Home Inspector
Capital One Bank Home Loans
Colonial Farm Credit
Connors Pest Control
Day Title
Edward Jones
EVB Mortgage
First American Homebuyers
Gregory & Associates
Hayes Inspection Services
HHHunt Realty, Inc.
HMS Home Warranty
Movement Mortgage
Presidential Mortgage
The Progress Index
The Real Estate Book
Suntrust Mortgage
Towne Bank Mortgage
Village Bank Mortgage
Virginia Housing Development Authority
Wells Fargo
Weststar Mortgage

Do our members know you?
Get your company in front of real estate professionals all across the
Southside! The Southside REALTOR® is delivered to real estate agents
and industry businesses across the region, including Colonial Heights,
Emporia, Hopewell and Petersburg, the towns of Chester and Ettrick, the
counties of Dinwiddie, Greensville, Prince George, Surry, Sussex and part
of Chesterfield County.
MAGAZINE ADVERTISING DEADLINES
3rd qtr 2015
Aug. 7		
4th qtr 2015

Nov. 6

Other Multimedia Advertising Options with SVAR:
•
•
•
•

Website Ads
Email Marketing
Awards & Events
Classes & Meetings

Contact us today to
get started!
info@svarealtors.com
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Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

IN PRINT, ONLINE, MOBILE

YOUR MULTIMEDIA MARKETING SOLUTION

Real Estate
Book
Tri-Cities, Virginia
The

INCLUDES SOUTHERN CHESTERFIELD, COLONIAL HEIGHTS, FORT LEE, PRINCE GEORGE,
DINWIDDIE, CHESTER, HOPEWELL, PETERSBURG, AND EMPORIA

Circulated every 4 weeks

12,000 books distributed in quality, highly visible locations in
Tri-City market including: Fort Lee, Wawa Convenience Stores,
Martin’s Food Markets, Walmart, Kroger, Food Lion Shopping
Centers, Real Estate Ofﬁces and many other local restaurants and
businesses where people shop, work and play.

Real Estate Book®
THE

Volume 22, Issue 6

Featuring:
Chester, Colonial Heights,
Petersburg, Hopewell,
Prince George, Fort Lee,
Dinwiddie & Emporia

TRI-CITIES, VIRGINIA

INTERNET EXPOSURE

• Listings exposed to MILLIONS on RealEstateBook.com plus 36 major websites.
• FREE Text Codes, QR Codes & Mobile Property Websites for every listing.
• Data Feed from Central Virginia Regional MLS for all your listings.

COVER HOME: Anchor-Point-Waterfront Community overlooking the Appomattox River!
Property details on page 35.

CONTACT: Ingram & Associates
Tracy Ingram 804-720-8508
Sandra Hayashi 804-920-3159

Get more photos and details from your phone.

Text P210131 to 85377

RealEstateBook.com

Request FREE MAGAZINES online, or call 800-841-3401.
88729.22.6.001.indd 1

TO ADVERTISE, CONTACT:
Janet Taylor: 804-919-1000
Janet.Taylor.TREB@gmail.com
4/22/15 3:29 PM

Contact Janet | 804-919-1000 | Janet.Taylor.TREB@gmail.com
Board Ad.indd 1
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