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President’s Page
by Ron Hardy, ABR, SRS, MRP, CSP, 2016 President, SVAR

As we approach the official beginning of
summer, SVAR has accomplished a great
deal through the efforts of our Board
of Directors, committee chairs and the
gracious support of our members.
President-Elect Steve Overgard and his
committee members are embarking
on technological upgrades to upgrade
our educational opportunities for
members. We will be able to complete
this phase while staying under budget
thanks to the generosity of many of our
brokers. This will include the additional
option of sharing with our friends in
the Williamsburg Area Association
of REALTORS®. Education-wise, our
goal remains constant—to eventually
have our own school and offer more
brokerage classes.

By the time this issue of the magazine
comes out, the June 13 charity golf
tourney will be behind us or about
to happen and, hopefully, will be the
beginning of an annual event. It was
off to a slow start, but event chair Ken
Pritchett and the committee worked
hard to pull it together.
We lost a few Affiliate members this
year, but we are working to replace them
and making headway. Please welcome
the new Affiliates that you will see noted
in the back of this magazine.
Attendance for SVAR’s bus trip to the
National Association of REALTORS®’
mid-year convention (see page 17), was
a little disappointing, but I am sure that
next year it will be much better as there
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will be some nice surprises for those who
attend.
So far it has been a positive year for our
association with the exception of the
loss of our longtime member support
specialist Tomesha Mabry, i.e. “Our
Girl Friday.” She did it all and was a
complete pleasure to be around. I am
sure you all wish her the best as she
starts her new career in the general
defense industry. Good luck, Tomesha!
In closing, I want to leave you with
this thought: Please work with Affiliate
members for your needs. If the
companies with which you deal are not
Affiliates, ask them, “Why not?” ~

The “Internet of Things”:
real estate version
by Steve Overgard, SVAR President-Elect

There’s a new buzz phrase in town: the
Internet of Things (IoT). Learn what that
means and how it applies to your real
estate universe.
First things first. The Internet of Things
are physical objects that have builtin sensors, communication devices,
memory, computers, and talk to a
network. They have built-in, hard-coded
software that makes it all work. They
report information gathered and collect
information from other nearby devices
and the network. A shortcut is to think
about anything with the name “smart”
in front of it, and it is probably included
in the Internet of Things: smartphone,
smart thermostat, Smart car, smart
watch. Internet of Things devices talk
to one another and the network without
human intervention.
Examples of IOT devices include Nest
Thermostats, lockbox keys, lockboxes,
smartphones, OnStar-enabled cars, GPS
devices, FitBits, home alarms, Smart
TV. Heart pacemakers now have built-in
IOT, so they are doing their important
work but also reporting patient data
back to the doctor’s office. It has almost
gotten to the point where it is more
difficult to come up with examples of
things not IOT than are.
As this relates to your real estate
business, the lockbox system is a core
component. It records activity and
reports it back to Supra. It can be shut
off by remote control. Next time the bill
is due, let it go for a few days and see
how that feature works! The lockboxes
record activity and, the system sends out
feedback request to the selling agent and
reports to the listing agent.
Nest devices are a big player now,
and the most popular one is the Nest
Thermostat. It will gather information
on a user’s habits and adjust the

temperature accordingly. For example, if
a house is empty from 8:30 a.m. to 2:30
p.m. most every day, Nest will learn this
and start to dial back the HVAC when
Nest anticipates the house to be empty
and raise it back up prior to anticipated

Think about
anything with the
name “smart” in
front of it, and it is
probably included
in the Internet of
Things.
need. It gets better and better over time
as Nest learns its family’s habits. At the
same time, Nest knows how often the
heat pump was cycled and for how long.
All of this information could be used
to predict how long the HVAC will last
before service or major failure.
There are a number of smart home
security options now, and they’re not
just for break-ins. The modern security
systems monitor for water leaks, carbon
monoxide, temperatures below a set
limit (freeze protection), motion, video,
glass breakage vibration and other
detectable events. They can be set up
to monitor the movement of specific
person in the house such as an elderly
family member, and the system will
know the difference between Uncle Bob
and his trusty dog, Spot. These security
devices are accessible from the Internet
or smartphone apps. If something goes
wrong, the systems starts alerting in a
hierarchy order defined by the owner.

If the system detects a water leak, it
will not call the police, but if it senses a
break-in, it will.
There was a recent break-in in
Richmond. The owner was alerted
when the break-in occurred. The owner
jumped on the Internet and could
see each motion sensor being tripped
and watched as the intruder tried to
deactivate the security system by pulling
the wires. The owner saw more motion
detectors activated as the intruder went
out the back door.
Not so long ago, the most technologically
advanced homes were “wired.” Cat 5E
or Cat 6, Coax, Fiber…all run into every
room in the house and home-ran or
daisy-chained to a central location. It’s
not so anymore because the tether of
wires and complexity of special cables
and fittings are becoming obsolete. It is
much simpler now. Put it on the shelf,
tap in the IP address, power it on and go.
With all the data floating around,
literally in the air through radio waves,
security has become a big, fat concern.
Signals and networks are vulnerable to
sophisticated hackers and to the 7thgrader down the block. You know it is
true, so it is important to keep security
measures up to date on a regular basis.
In the near future we will see the IOT
evolve at a crazy pace. Most everything
will be sensored and connected through
Wi-Fi or Bluetooth. The utility grids,
including electric, water, gas and
broadband, are already getting in the
game to monitor utility usage in real
time. Utilities will be able to use this
information to better predict demand for
specific areas or even specific residences.
IoT is an exciting bright new world,
and it will soon be everywhere. Let’s get
ready. Go. ~
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Wolcott Rivers Gates

Maybe those homeowners’ association
documents don’t bind you after all.
The Virginia Supreme Court found
that an amendment to the declaration
of restrictions for the Powhatan
Village development did not bind two
homeowners in the case of Tvardek
v. Powhatan Village Homeowners
Association, Inc., decided on February
12, 2016.
In 2008, Powhatan Village Homeowners
Association, Inc. adopted an amendment
to the Powhatan Village Declaration of
Protective Covenants and Restrictions
that eliminated the right of homeowners
in the neighborhood to rent their
homes (the “Rental Amendment”).
Steven and Marta Tvardek owned a
home in Powhatan Village at the time
of adoption of the Rental Amendment,
having purchased their home in 2006.
In 2013, five years after the adoption of
the Rental Amendment, the Tvardeks
filed suit against the association in the
Circuit Court for Williamsburg and
James City County, claiming that the
amendment unlawfully deprived them of
a preexisting right to rent their home.
The homeowners’ association moved
for dismissal of the Tvardeks’ suit based
on the one-year statute of limitations
set forth in Section 55-515.1(E) of the
Virginia Property Owners’ Association
Act. That section bars actions
challenging the validity of amendments
to property owners’ association
documents when the action is brought
more than one year after the amendment
is effective. When an amendment
becomes effective is determined in
the very next subsection, Section
55.515.1(F). It states that an amendment
becomes effective when a copy of the
amendment is recorded together with
a certification, signed by the principal
officer of the association or by such other
officer or such officers as the declaration

may specify, that the requisite majority
of the lot owners signed the amendment
or ratifications thereof.
The recorded Rental Amendment for
Powhatan Village did indeed have a
section entitled “Certification Required
by Virginia Code §55-15.1(F)”, in which

Virginia courts
traditionally
disfavor restrictive
covenants limiting
owners’ rights to
the free use of
their property.
the president of the Powhatan Village
Homeowners Association certified
that the Rental Amendment had been
approved by a vote of two-thirds of
the Class A votes of the association, as
evidenced by the results of the meeting
at which the vote was taken, which
evidence was on file with the association
as required by the declaration. The
circuit court agreed that the president’s
certification was adequate, and that the
Rental Addendum became effective upon
its recordation in 2008. As such, the
one-year statute of limitation expired in
2009, and barred a suit brought in 2013.
In addition to holding that the Tvardeks’
suit was barred, the Court awarded the
association its attorney’s fees in the
amount of $12,237.50. The Tvardeks
appealed to the Virginia Supreme Court.
The Supreme Court began its analysis
with an acknowledgment that, carrying
over from English common law in 1776,
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Virginia courts traditionally disfavor
restrictive covenants limiting owners’
rights to the free use of their property.
Virginia courts consistently apply
the principle of strict construction to
restrictive covenants. The court then
explained that the common law’s
distaste for restrictive covenants has
been overcome by certain legislative
enactments, such as the Virginia
Property Owners’ Association Act, that
allow for the broader application of
restrictive covenants than the common
law historically had. Still, the statutes
allowing a broader application of
restrictive covenants continue to be
construed strictly, in order to make sure
that the broader application goes no
further than the legislature absolutely
intended. That means that the court
interprets the precise language of the
statute and presumes that the legislature
chose with care the words it used when
it enacted the relevant statute. The
court’s duty is to interpret the statute as
written, and the question is not what the
legislature intended to enact, but what
is the meaning of what it actually did
enact.
In this case, the court stated that
Section 55-515.1(F) was “conspicuously
precise” in its requirement in that the
certification verify that the requisite
majority signed the amendment or
ratifications thereof. The certification
made by the president of the Powhatan
Village Homeowners Association stated
that the rental amendment had been
approved by two-thirds of the Class A
votes of the Association, not that twothirds had signed it. The court pointed
out the difference between adopting an
amendment and signing it. To adopt
an amendment, the requisite majority
could simply make a show of hands
at an association meeting, but the
statute demands the extra precaution of
(continued on next page...)

A thorn in the mortgage industry’s side
by Sharon Perkins, Appomattox Title Co. Inc.

It has been eight months since the
Consumer Financial Protection Bureau’s
TILA-RESPA Integrated Disclosure
(TRID) rules took effect on October 3.
Although it would be sensational to
say that the complex set of rules has
devastated the mortgage industry, as
some predicted it would, there is solid
evidence that the rules are causing
closing delays. With an average close
schedule of 49 days, we can be certain to
blame TRID.
There are costs for delays. Homeowners
must find alternate housing. There
are also moving and storage expenses,
and then there’s the stress of a delayed
closing.

The impact is being felt by those who
prepare the closings. mortgage loan
closers, title office closers and attorney’s
offices are working longer hours to keep

There is solid
evidence that the
rules are causing
closing delays.

Provide lenders and settlement
companies with full agent names,
company information, license numbers
and contact information for all parties,
plus HOA information early in the
process and any other fee that will need
to be on the initial closing disclosure.
You will cost days for re-disclosure with
late additions to the closing disclosure
that create an APR change within certain
limits. ~

up with the added work necessary to get
each closing to the table.
Can real estate agents help? Absolutely!

(Legal Corner, continued from previous page...)

verifying the vote with the signatures of
the members adopting it.
The homeowners’ association urged the
court to take a less formal approach to
interpretation of the statute, arguing
that the term “effective” in Section
55-15.1(F) should be synonymous with
the date of recordation, because that is
when all lot purchasers and the general
public were placed on notice of the
Rental Amendment. The court rejected
that argument, indicating that it was
tantamount to rewriting the statute by
judicial interpretation. According to
the court, the fact that a recorded but
defective certification might be called
out by a title examiner as effective does
not make it so. The court also frowned
on the association’s argument that the

certification on the Rental Amendment
actually did comply with Section 55515.1(F), because it mentioned “evidence
on file” of the proper approval of the
amendment. The unspecified “evidence
on file” added nothing to the analysis,
according to the court. The “evidence
on file” could consist of nothing more
than minutes of the meeting at which the
amendment was adopted, and still be
unsigned by the majority of voters.
Despite the association’s best
arguments, the Supreme Court
reiterated that “close enough” does not
count when interpreting statues that
allow a broad application of restrictive
covenants prohibiting the free use by
owners of their properties. Instead, the
statutes permitting those restrictions

will be interpreted based on their plain
meaning. The plain meaning of Sections
55-515.1(E) and (F) was that the statute
of limitations would run for one year
after the Rental Amendment became
effective, but the Rental Amendment
never did become effective because it
was not recorded with the requisite
certification that the majority of owners
had signed it, not just adopted it. The
Supreme Court thus overturned the
dismissal of the Tvardeks’ suit against
the association, and reversed the award
of the attorney’s fees against them. ~
This column is not, nor is it intended to be, legal
advice. You should consult an attorney for advice
regarding your individual situation.
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Another sneak peek at SVAR member
Joyce Navary’s “On The Move!”
by Joyce Navary, Weichert Realtors, Brockwell & Portwood

Below is a look at Chapter 2 from the
book “On The Move! A Guide to Buying
& Selling Your Home.”
I wrote this book during the slowdown
in the housing market a few years
ago. It is directed toward new buyers
and sellers as it was my intention to
be ready for them when the market
bounced back.
I am pulling an excerpt from the book
each quarter to include in The Southside
REALTOR®. If you absolutely can’t wait
for the next installment, you can find the
book on Amazon. (Just type the name of
the book into the search field. The cost
is $17.95 from Amazon, but you can get
one from me for $10.)
I hope you enjoy my insights, and I
welcome yours for the next edition.
If you are like many people, chances
are good you looked around different
neighborhoods, saw a few homes that
were for sale, maybe visited an open
house or two, and then felt stuck.
What is the next step? Approach the
home owner? Visit a REALTOR®?
Finding the right REALTOR® when
buying a home depends on what you are
looking for in a home. You may have to
visit several REALTORS® before finding
one that listens to your wants and needs.
There are a few ways to find a reliable
REALTOR®. For example, you can:
• Ask friends and family;
• Ask other REALTORS®;
• Attend a few open houses and meet
REALTORS®;
• Find ads online or in the
newspaper;
• Walk into a local office; or
• Look for local REALTORS® in your
neighborhood by paying attention
to “For Sale” signs.

Asking plenty of questions before
looking at houses may seem like a lot of
work, but when you visit a REALTOR®
for the first time, you should think about
questions that will help you get to know
this person who is going to help you find
your dream home.

In the end, you
will have to be the
judge of the real
estate agent.
The five best questions to ask are:
1. Are you a certified REALTOR®?
(While all agents need to be
licensed in the states they are
selling properties in, not all belong
to the National Association of
REALTORS®.)
2. How long have you been in the real
estate business?
3. Which neighborhoods are you the
most familiar with?
4. How many homes do you have that
will fit my needs?
5. What is your typical commission on
a home in my price range?
Once you have asked these questions,
you should be looking for honest and
complete answers, good communication
and eye contact. These are questions that
the REALTOR® should have practice in
answering and should not have to give
you a standard “salesperson” answer.
If you feel uncomfortable, then you are
under no obligation to continue with this
REALTOR® unless they have some good
property matches to show you.
You should also pay attention to:
• How well your REALTOR® listens

p. 8 • THE SOUTHSIDE REALTOR® • 2ND QUARTER 2016

to what you are looking for;
• How well they understand current
real estate law;
• How many other clients they seem
to have;
• How they speak to their coworkers;
and,
• How often they communicate with
you on the phone or email.
In the end, you will have to be the judge
of the real estate agent. If they know
what they are talking about, can find out
the information you need quickly, and
are willing to take the time to listen to
what you need, then you should work
very well with them.
In some cases, you may be asked to sign
an agreement that states you will only be
working with a specific real estate agency
or agent when looking for a home. You
can sign this paperwork for a period of
one day or up to six months or longer if
you are seriously looking at houses for
an extended period of time. You should
sign only if you feel comfortable with the
REALTOR® representing you.
During your search for a real estate
agent, you will find a variety of agents
that will want to work with you. These
include:
• Experienced agents;
• New agents;
• Pushy agents;
• Absentee agents; and,
• Hardworking agents.
While all real estate agents have
different personalities, you will have to
decide which ones you will want to work
with when looking for your new home. ~

CEO’s Message
by Joe Croce, RCE

At some time all of us have had the
experience of asking our spouse, kids
or friends what shall we do tonight, this
weekend, or whenever. Or what time
do we leave to get there or come home.
There are a whole series of questions
that are asked that will hopefully lead
to a mutually agreeable decision. These
discussions may be easy or extremely
difficult. In personal terms it is a
challenge at times when dealing with
only a few people.
Try guessing what 500 people would
like to do! That is the challenge to
a trade association like SVAR. The
association devotes a great deal of time
guessing what members would like to
have delivered to them as a member
service. Some of the member services
are required by NAR, VAR and DPOR.
There is no guesswork required. To keep
your REALTOR® status NAR outlines
what you must do and to a degree how
and when it is to be done. DPOR takes
the guesswork out of compliance with
their regulations. They are very clear
with their requirements.
Of the three levels of associations (NAR/
VAR/SVAR) SVAR has the greatest
challenge in guessing what members
would like delivered. The association

knows what type of education each
member needs to be in compliance with
their regulators. The association must
guess what continuing education classes
should be delivered as well as when.
Guessing the right day of the week, time
of the month and time of day all present
challenges to the member’s attendance.

Who wants to
guess what type of
networking events
to schedule?
Over the last several years SVAR has
offered non-CE education programs. The
content of these classes were guesses
that were generated by association
members or the education committee.
The most difficult guess is how many
members will attend so staff can make
adequate preparations.
Who wants to guess what type of
networking events to schedule?
Fortunately, there are several events
that are annual as well as successful.
They are the awards program, picnic,

and the Board of Directors Installation.
Some of the successful guesses over the
last several years have been the Murder
Mystery Dinner, the recent RPAC wine
event, the affiliate fair, and the brown
bag lunch program. One of the newest
and fastest growing events is the RPN
monthly breakfast meeting at the Golden
Corral. The RPN committee guessed it
could work and it has.
This brings me to an important point.
Guesses that are developed through
member involvement have the best
chance to deliver services that SVAR
members would like to experience.
The SVAR staff really appreciates
the suggestions, comments and
recommendations offered by members
and member committees. SVAR is a very
unique organization as compared to
other associations. The camaraderie of
this close knit community makes it easy
to collaborate on many of the programs
and services currently being delivered.
As a closing I will suggest that, if you
are NOT currently involved in your
association’s programs, please join us to
help take the guess work out of member
services. ~

Thank You to our

PLATINUM
PARTNERS
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Do I really need social media?
by Al Wells, CRS, GRI, ABR, Education Committee Chair

While social media is merely a form of
communication that just happens to
be online, the Internet is where 92% of
homebuyers go to search for homes and
57% of the buyers start there first.
It just makes sense that REALTORS®
need to be where buyers are.
And while many real estate agents are
using social media to enhance their real
estate businesses, many agents are not.
The reason for using social media (or,
conversely, not using it) is a personal
choice, but usually the choice lies in
knowing enough about social media and
how it can affect your business to make
an educated decision on whether to use
these platforms.
To this end, the SVAR Education
Committee has been gathering
information on social media so we can
put together a class on how it is used in
real estate and how it can enhance your
business. We hope this class will assist
you in making the decision to use it or
not.
In this article I will provide you some
information on how it is currently
being used by many agents. I hope this
information will at least help you learn
more about social media and its use in
real estate.
As with our previous articles we have
been using the “Did you know…?”
segment, so I will use that to present
some data on the social media subject.
This data and info has been taken from
myriad sources, including the 2015
National Association of REALTORS®
Profile of Home Buyers & Sellers,
the 2015 National Association of
REALTORS® Member Profile, The
Realtor Technology Survey Report, The
California Association of REALTORS®
Buyer and Seller Surveys, WAV

Group Agent Responsiveness Study,
RealEstateSites.com and more than 3
million website visitor statistics from
over 15,000 single-property websites.

Social media is
here to stay and
will only grow in
REALTOR® usage.
Did you know that…
• While less than 50% of real estate
agents use social media in their
business, that number is growing?
• 99% of social media traffic is
on Facebook, less than 1% on
LinkedIn, Twitter YouTube and
others?
• 70% of buyers and 75% of sellers
found their agents on the Internet?
• 74% of sellers used social media?
• 60% of buyers Googled their
agents?
• 73% of homeowners say they
are more likely to list with a
REALTOR® offering to do a video,
but only 9% of agents use videos in
their marketing?
• The most efficient means of
communicating with clients are
email (93%), phone (91%) and
texting (85%)?
• 66% of all REALTORS® have a
website, and 28% of an agent’s
business comes from his or her
website?
• The internet has replaced the
telephone as the first point of
contact? (Web traffic on broker and
agent websites confirms that 37%
of contact is from social media and
30% from direct traffic.)
• The top Internet browsers used are
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Safari (50%), Chrome (34%) and
Explorer (9%)?
• 77% of sellers expect agents to reply
within 30 minutes, yet only 24%
do?
• 45% of sellers expect an instant
reply?
• The demographic characteristics
of REALTORS® have not changed
significantly in recent years? The
median or typical REALTOR® is a
57-year-old female who attended
college and is a homeowner, and
that 58% of agents are female?
To help you get started, here are a few
commonly used social media terms to
pique your interest. You can simply
Google them to get a definition and help
you get started:
• Like
• Avatar
• LinkedIn
• Blogger
• Meerkat
• Circles
• Pandora
• Digg
• Periscope
• Forum
• Pinterest
• Flickr
• Selfie
• Follower
• Snapchat
• Handle
• Tag
• Hashtag
• Twitter
• Instagram
• Viral
• Live
streaming
• Yammer
• Listed
I hope you are not one of many who are
still thinking social media is a fad and
will be going away! That is not the case.
Social media is here to stay and will
only grow in REALTOR® usage. Don’t
let your bottom line suffer because you
were one of the last to get on board with
using social media in your business or, at
worst, you never “get it.”
I also understand that social media
usage in the real estate world is not easy.
Like anything else, there are “do’s and
don’ts” and a lot of new terminologies
(continued on next page...)

We’re spreading our wings
by Lorna Cornett, REALTORS® Professional Network Chair

As many of you know, the REALTORS®
Professional Network Committee (RPN)
is still evolving. It has been about a year
since we started focusing on networking
(which is, after all, what we are about).
RPN has worked hard to spread the
word about our networking breakfasts,
which are held on the third Wednesday
of every other month from 8 to 9am at
the Golden Corral in Colonial Heights.
We see some of the same faces each

time, along with a few new ones. We
typically have an Affiliate presenter and
sometimes a local legislator to speak.
Networking among the REALTORS®
and Affiliates is positive and productive
to both groups. It’s all about building
relationships with each other in order to
work together to help our clients.
Trying something new, in May we held
our first networking evening social at

Wabi Sabi in Old Town Petersburg.
A nice change from our breakfasts, it
focused more on simply socializing with
each other, letting our hair down and
having fun. We had a great turnout and
are planning another evening social.
It is tentatively scheduled for 5 to 7pm
August 18 at Andrade’s in Old Town
Petersburg. We will keep you posted.
I hope to see you at our next event! ~

(Education, continued from previous page...)

we have not heard before, let alone know
what they mean.
And that’s where our upcoming class
and or classes will come in. We hope to
at least help get you started so that you
can make that educated decision about
whether to use social media. Please
keep an eye on the association website,
your Southside Headlines e-newsletter,
SVAR’s social media (Facebook page
and Facebook user group), and/or
contact your Education Committee
member office liaison or any Education
Committee member for upcoming class
dates.
The Education Committee members are

Meg Duarte, Brett Harris, Joyce Navary,
Doug Compton, Barbara Chambers,
Keri Lust, Pat Robinson and me. Our
contact information can be obtained via
the SVAR website (SVARealtors.com) or
MLS database. The liaisons for some of
the larger offices are as follows:
• Al Wells: Ingram and Associates
(Hopewell), and Realty Group
• Meg Duarte: Century 21 Colonial,
Chappel Realty, Parr and
Abernathy, Prince George Realty,
and Hometown (Prince George)
• Barbara Chambers: Long & Foster
and Front Door Realty
• Keri Lust: RE/MAX
Commonwealth, Ford Agency

• Brett Harris: Hometown
(Chesterfield) and Ingram &
Associates (Chester)
• Joyce Navary: Weichert Realty,
Cole Real Estate, and Daniel &
Daniel Realty
• Pat Robinson: Napier Realty
• Rhonda Canada: 1st Choice Realty
Group and Swearingen Realty
• Doug Compton: Access, Tennek,
Whitman, Blackstone and Century
21 Clary
We hope to see soon during our office
visits or some of our education classes,
Lunch and Learns, or socials! ~
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Riding the market waves like a
world-class surfer
by Steve Overgard, SVAR President-Elect

Real estate sales are better now than
they were a few years ago, and we are
all are thankful for that. But, sales are
not as wild as they were in the early
2000’s, when they peaked around 2005,
followed by the more dramatic drop in
sales of 2008 and 2009.
Is it healthy to return to a super-heated,
on-fire market just to have the cold
water hose of reality follow it? Or is it
better to have steady, sustainable, slow
increases year over year?
First things first, there is not much that
you can do individually to impact the
larger real estate market landscape.
The market will do what the market will
do. But you can make or borrow some
market predictions and ride the market
waves like a world-class surfer.

sale. It’s a more reliable indicator.
NAR statistics on this indicator show
a steady but conservative rising trend.
Translation: There is a heathy demand
and supply of homes to fill the demand.
Another key area that NAR tacks is new
home sales and new home starts. In this
area, there are fewer new home sales

The market will do
what the market
will do.

One of the smartest local REALTORS®,
during the last market hot cycle, took
ALL the extra commission dollars and
paid down her debt. She paid off her
house, car and credit cards, and helped
her kids pay off their student loans.
When the market went into the cooler
phase of 2008 and 2009, and the takehome pay was skimpier, she was in good
shape. No worries.
The National Association of
REALTORS® (NAR) has shared some
expert observations. One of the key
statistics is the National Pending Sales
Index. This is brilliant because if you
only look at the number of houses on the
market, that view is skewed.
If there were a million houses on the
market and only a few hundred actually
sold, that statistic would be misleading.
Home sales (closings) means looking
backwards to some degree. Pending
sales statistics are great because you
must have inventory combined with
demand and ability to make a pending

ratings on hot water heaters, and they
become more efficient, but the price of
the hot water heater doubles, just as an
example.
NAR observes that, at current levels,
new homes and housing inventory is
inadequate to keep up with the projected
growth in population. If this is true, then
this would push prices higher, but it
would also price a lot of buyers out of the
market.
It is a widely held belief that a strong
local economy and viable and diverse
employment base fuels a healthy
real estate market. There is nothing
new here, but we can encourage
local government to make smart
decisions towards fostering a favorable
employment environment that attracts
large and small companies.
All of us, individually and collectively,
need to be concerned about rising
debt—the national debt, local municipal
debt, state debt obligation, and rising
out-of-control student loan debt. A
very simplistic view is that rising debt
pushes interest rates up, then rising
interest rates make it more difficult or
impossible to get out of debt, and higher
interest pushes a LOT of good folks out
of the home buyer market.

and new home starts than in previous
recovery. Also, the price gap between
new homes and existing homes is wider
now than in the past and trending wider
still.
Most of the price gap is due to the extra
costs that builders are forced to pay
to build a new home. Some of this is
in proffers, and some is in changes in
the building code and regulations in
component cost. Local proffers have
risen steeply as municipalities seek
additional revenue to help their budget
issues. Government regulates efficiency
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NAR is predicting steady but
unspectacular improvements in Gross
Domestic Product growth for the rest of
2016 and through 2017. On a national
level, NAR is also predicting steady-butunimpressive job growth. Local areas
will have quite a bit of variation on the
jobs growth.
There are a lot of variables in play right
now. The presidential election may
shake things up. The home interest rate
deduction and tax reform could have a
(continued on next page...)

Marketing to the millennial:
Time to change your approach
by HMS Home Warranty

Real estate professionals have been
hearing this for a while now: “The
millennials are coming.” With the spring
buying season here, though, what’s
important is how to reach them through
your real estate marketing plan.

try a different approach such as focusing
on certain lifestyles or support for social
causes.

In 2016, your lead generation process
will be at its best when it adds Gen Y
home buyers as a demographic. Some of
this will overlap with your regular efforts
to reach first-time home buyers because
it’s likely many millennials are making
their first real estate purchases. But
these buyers, whose ages fall within a 10year range from early 20s to early 30s,
are different from Generation X and the
Baby Boomers in many ways.

Marketing to young
home buyers
may take a new
approach, but you
won’t have to start
from scratch.

That may mean some tweaks to your real
estate marketing plan.
If you’re not sure about how to reach
these buyers, you’re in luck. You
probably have all the tools; you will
simply have to adjust how you use
them. Millennials are drawn to certain
advertising strategies, and they’re
looking for specific qualities in their
homes. Reaching out to these young
buyers is a bit different, so keep these
tips in mind:
Go after social groups. Younger
homebuyers are different. They don’t
identify with life stages - such as starting
a family - as much as they do with social
groups, according to Entrepreneur. So if
you’re attempting to reach new families,

More mobile. Millennials want
mobile-optimized websites and emails.

If they’re looking at your listings, there’s
a good chance it’s with a smartphone.
Websites that aren’t mobile-optimized
won’t get the same attention as those
that adapt to any screen.
It’s not just how you go after millennials
that should be different. You should also
adjust your real estate marketing plan
with property characteristics that appeal
to them. Some of the things that Gen Y
looks for in homes are:
Energy efficiency. Market energy
efficient homes to millennials, who
will be looking for these systems and
appliances for both their environmental
friendliness and affordability. Make

note of any energy efficiency features in
listings and marketing content.
Open floor plans. Millennials want
floor plans that encourage socialization.
The fewer partitions and walls, the
better. Be sure to emphasize these
features when you’re marketing
properties to them.
No more maintenance. Young
buyers want low-maintenance homes,
which means features such as granite
countertops and wood floors (generally
easy-to-clean surfaces) are preferable.
If any of your listings could be called
low maintenance, try marketing them to
millennial homebuyers.
Forget embellishments. Millennials
aren’t interested in embellishments such
as moldings. If this is something you
would typically feature, try replacing
it with a photo of an open floor plan or
granite countertop.
Marketing to young home buyers may
take a new approach, but you won’t
have to start from scratch. Reaching
millennials will simply require a twist of
your real estate marketing plan.
Remember that many young buyers are
purchasing a home for the first time.
Your best approach to target them is by
highlighting how you can help and teach
them along the way. ~

(Market waves, continued from previous page...)

dramatic impact if altered.
During the next round of BRAC, our
local economy could benefit or suffer.
If a large employer moves in or out

of the region, that is a big factor. An
unexpected military conflict could have
economic consequences.

knows. There are some troublesome
areas, but the best experts in the country
are leaning toward a steady economy for
the near future. ~

So, the bottom line is, no one really
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Home inspection tips for buyers and sellers
by Jim Hayes, CRI, Hayes Inspection Service Inc.

Buying a home is one of the largest
purchases one will make. The sales agent
may recommend, “For your protection,
get a home inspection.” Thus, it’s a good
idea to know who’s being hired and what
you can do to make that person’s job a
little easier while providing as thorough
an inspection as he or she is able to
perform.

accessible to the inspector.
• Know that the home inspection
process may take several hours, and
you probably will want to be gone
during this process. The buyer’s
agent and the buyers at a minimum

Consider hiring
your inspector to
do a re-inspection
of completed
repairs prior to
closing.

But home inspections are not just for
buyers; sellers may choose to do a
home inspection prior to listing their
home for sale or at their one-year new
construction anniversary. No matter
who is hiring the home inspector, there
are tips that may make the process a
little easier.
First, when choosing a home inspector
or home inspection company, do a little
homework. Ask for referrals from friends
and family. Most real estate companies
have a display of business cards of
inspectors in the area. Or, you could
visit these sites for home inspectors: the
National Association of Home Inspectors
(NAHI.org), American Society of
Home Inspectors (www.ASHI.org) and
International Society of Certified Home
Inspectors (NAHCI.org).
The inspection is an evaluation of the
home’s condition at that point in time.
It is an opportunity to educate the buyer
or seller on the condition of the home. It
will provide disclosures of visible defects
and/or conditions that will affect the
function of the home. It is meant to be
an impartial assessment of the home.
Inspectors are not required to move
insulation, open units or move items
that may be obstructing the ability to
assess the functionality of the system.
Inspectors do not make repairs to the
identified defects.

•

•

•

•
•

Tips for sellers:
• Make sure all utilities are on and

should be there. And sometimes
this is when the buyers show the
prospective new homes to “mom
and dad” (so it may look like there
is a party at your home).
Make everyone aware of pets in the
home and any special instructions
about the pets (for example, “don’t
let the cat outside”). If possible,
have the pets secured or removed
from the home for the inspection.
Areas need to be accessible for the
inspector: no boxes or furniture
in front of electric panels, water
heaters, furnaces, etc. No clothes
or personal items blocking access
panels.
Keep sinks and tubs empty for the
inspection. No bath toys or kitchen
sink full of dishes. The inspector
may want to fill tubs/sinks full of
water as part of their plumbing
inspection.
Keep the washing machine free of
clothes for the inspection.
You can feel free to have the
dishwasher full of dirty dishes. The
inspector is going to want to run it
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to test its functionality.
• Make sure all attached lighting
fixtures have working bulbs in
place.
• Keep the attic, basement and
garages accessible for the inspector.
These are key areas the inspector
will want to view. If garage or sheds
are padlocked, make sure the keys
are available for the inspection.
• And, realistically, be prepared for
a list of repairs from the inspection
and possibly the need to hire a
handyman or licensed contractor.
• Have warranty information, repair
receipts, copies of permits for any
recent work that was done to the
home.
Tips for buyers:
• Home inspections should always be
a part of your contract. Otherwise,
you may not know what is lurking
in your attic or crawlspace.
• Be sure to review any written
disclosure statement provided by
the seller.
• You will want to be prepared
to spend several hours at the
inspection. It is a good idea for you
and your agent to be in attendance
so the inspector can answer any
questions that may arise during
the inspection. This also gives the
inspector an opportunity to show
you any defects or to instruct you
on issues to keep an eye on, or
even maintenance required of your
home.
• If there is something you viewed in
the home prior to inspection, you
want to make the inspector aware
of your concerns on arrival so he/
she can be sure to assess it
• Let the inspector know if any
appliances convey with the sale
(for example, the washing machine
or refrigerator so that it can be
(continued on next page...)

Multiple offers and home warranty coverage:
Consider this outside-the-box thinking
by John Krug, American Home Shield

With the improving and increasingly
more competitive real estate market,
home warranties can help improve
your client’s offer to a seller, which may
help give your offer the winning edge.
It would be a win-win for you and your
client!
Make sure your offer stands out among
multiple offers with a home warranty
protection plan. It will allow the
seller’s side to take its home warranty
offering off the table, thus saving them
money. (How’s that for out-of-the-box
thinking?) Every dollar is reviewed in
a competitive situation. Just be sure to
add the proper wording to your offer.
The following is a suggestion: “Buyer
to pay for one year home warranty
protection coverage by ______. Upon
mutual acceptance of our offer, we will
purchase home warranty coverage prior
to the home inspection and extend

listing coverage to the seller at no
additional cost to them.”

know they’re helping to safeguard that
investment.

Benefits would include the following:
• Helping your client’s offer stand out
from others being considered;
• Offering the seller significant value
that they didn’t have before;
• Helping alleviate home inspection
concerns; and,
• Enabling you to put together the
best possible offer to your clients.

Of course, the traditional benefits of a
home warranty to the home buyer are as
follows:
• Peace of mind by the enjoying the
benefits of everything operating in
their home;
• No worries about an unexpected
repair expense should a covered
system or appliance break down;
• Home warranty protection starts
at closing (please check with your
home warranty vendor); and,
• It represents a prescreened vendor
vs a Yellow Pages ad or Internet
engine search.

(Disclaimer: All warranty companies
offer different coverages, limits, noncovered items, etc. Please understand
the limits of your warranty company
before you write the verbiage into the
contract. )
When someone buys a new home,
they’re making a major investment in
their family and future. A home warranty
protection plan gives the reassurance of

Good luck and even better selling. Enjoy
the summer of 2016! ~

(Home inspection, continued from previous page...)

•

•

•
•

inspected).
An inspector is not required
to enter any area likely to be
hazardous or to go where there is
a potential to damage the property
or its systems or components. The
report will usually notate if this is
an issue.
Ask the seller for copies of warranty
information, repair receipts, copies
of permits for any recent work done
to the home.
Inspectors may recommend
bringing in a specialized contractor
for certain defects of the home.
Inspectors will provide a computer
generated report with pictures.
In this report there is usually an
“action” section itemizing the

defects or safety issues they feel
need immediate attention. It is
important that you read the whole
report to fully familiarize yourself
with the complete inspection and
any education that may be provided
in the report.
• Remember, home inspectors are
not termite inspectors, chimney,
well/ septic inspectors, pool or
radon inspectors, to name a few.
Your agent can advise you if these
inspections are required and
whether you or the sellers are
responsible for them.
• You will own this report; it
should only be shared with your
permission. Your agent may ask
that you share it with the seller as it

details any requested repairs with
pictures to document or detail the
defect. Some contracts require your
share the contract with sellers if
asking for repairs.
• If the seller agrees to make repairs
to the property, request copies of all
receipts.
• Consider hiring your inspector to
do a re-inspection of completed
repairs prior to closing on your
home.
Hopefully, this will help you understand
your role in the home inspection
process. Happy home buying! ~
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Why serve? The perks of volunteerism
by Shanna Wiseman

Last fall I wrote an article for this
magazine expressing why I feel it’s
important to volunteer to both our
communities and our profession.
History has proven time and time again
that, through volunteerism, all things
are possible. The relationships we
build are stronger, the commitment to
professionalism becomes a way of life,
and our natural desire to serve becomes
a reality.
Merriam-Webster’s Learner Dictionary
defines “to serve” as: “to be favorable,
opportune or convenient; to be worthy
of reliance or trust; to hold an office;
discharge a duty or function; to wait
on a customer or client and to provide
professional services.”
Isn’t this exactly what we do every day?
We serve our customers, our clients, the
public and one another on a daily basis.
It is much more important than just
the simple words in the dictionary. Our
service becomes our reputation. Our
reputation becomes our future. Our
future leads to our ability to provide a
very unique personal and professional
experience of finding a place for
someone to call home. In all aspects of
our lives, we strive to be this definition;

to become the person everyone can rely
on and trust.
Much like serving customers, clients
and the public, service to our peers as
a volunteer leader comes with its own
set of rewards. Alongside the reputation

It makes me proud
to say I have been
a part of something
larger than me.
building and networking, serving for
your peers is by far one of the most
rewarding experiences you will have in
this profession.
From having served on committees and
work groups all the way to president,
as a past leader I take a lot of pride and
give praise to all who have come before
and after me. It makes me proud to say
I have been a part of something larger
than me.
There are many ways in which you
can serve your peers. You can be on

a committee, work group, request to
be appointed to a position and even
run for an elected office. There are
three levels in which you can serve.
You can participate at the local, state
and national levels of our unique
organization.
VAR and NAR both have websites where
you can create a profile, which helps
the staff and other volunteer leaders
identify fresh and new leaders willing
to serve and volunteer. This is where it
begins. The REALTOR® organization is
unique in the sense that it cannot be only
staff-driven. It requires the members
to participate at all levels. The staff is
there to complete the tasks and goals
we as the members—the owners of this
organization—set for our futures.
I encourage all members—whether new,
seasoned, agents, brokers or managers—
to help our organization as a whole and
get reinvigorated.
Let’s get more involved. Let’s help
continue to promote our advocacy for
private property rights. Let’s continue
to improve our communities. Let’s
continue to support one another so that
we can be the best of the best. ~

AFFILIATES: Be seen by REALTORS® in 2016
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.
The So
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November 18

Contact us today to get started! 804-520-4496 or advertising@svarealtors.com
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SVAR…MAKING IT HAPPEN IN D.C.
SVAR goes to Washington! The Southside Virginia Association of REALTORS® was represented well during the National
Association of REALTORS®’ Mid-Year Legislative Meetings and Trade Expo in May, which included one-on-one meetings with
legislators, a real estate industry exposition, a REALTOR® Party committee meeting and words from renowned Washington Post
journalist Bob Woodward, among other activities. Meeting with Congressman Randy Forbes was one of SVAR’s highlights. And,
of course, attendees (many of whom took an SVAR-provided bus bright and early from association headquarters in Colonial
Heights) brought everything they learned back home to SVAR to benefit our own activities and endeavors. Thank you for
representing, SVAR!
– Victoria Hecht, Communications and PR Specialist
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Getting away for a few (you really can take
a summer vacay)
by Steve Overgard, SVAR President-Elect

Taking a vacation or break from real
estate can be an important part of
staying productive and staying fresh.
Many experts will roll off countless
benefits of a good vacation citing: mental
health, fresh outlook, physical wellbeing,
improved family relationships, increased
productivity in the long run, and on and
on.
You have heard it all before and agree—
and yet it is difficult to disengage from
your real estate business and your
clients.
Forty percent of Americans resist the
idea of a vacation for fear of the work
pile-up waiting for them to clock back
in. In real estate it is even more difficult
because of the dreaded pile-up and
because there are things that need to be
done RIGHT NOW, and there are clients
that we care about who have needs and
wants RIGHT NOW.
The home inspection won’t get done,
the loan will have a challenge, the right
home will come along for your buyer and
you won’t be there to pounce. Let’s be
honest, it is tough to just press “pause”
and walk away.
The challenge is to get your vacation
worked in and not have your business
crash and burn while you are someplace
relaxing.
Let your office know you will be away.
Let them know how long you are
planning on staying, and let them know
an emergency contact method. It is
important to let the office know what
you consider an emergency or urgent
situation.
Do you want to be completely
disengaged, or do you want to know
everything? Most agents want to strike
a balance somewhere in the middle

ground so they are not bogged down
with the minutia but want to be aware of
a truly urgent situation. That one is your
call.
Most agents find it easier to take a break
if they have a trusted and competent
back-up agent to handle things in their

There are some
agents who really
have difficulty
leaving the real
estate habit behind
while on vacation.
absence. Take the time to go over the
active files and clients. Do not expect
your back-up to do things the same way
you do things, and don’t expect your
back-up to remember everything about
the active files and clients. He or she just
won’t. But appreciate what this person
does anyway.
Let your clients and customers know
you will be out of the loop for a time. Let
them know what your plans are as far as
monitoring voice, text and email. If your
clients and customers are not expecting
you to keep an eye on email while you
are away, it will not be a disappointment
to them if you don’t answer a silly email
for the next few days.
It is perfectly acceptable to indicate
you will have limited or reduced
communication. This lets them know
to be patient and chill…so you can chill.
Let your clients and customers know of
your back-up agent arrangements. It is
important to make sure the clients and
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customers realize that your back-up will
not be as aware of their transaction as
you are.
Get out of your environment and go
somewhere fresh. Shake it up and do
something you don’t do in your everyday
routine. Your time and budget will be
your restraints.
Most agents want to retain some level of
connectivity, so it is good to develop a
plan. Decide if you are going to answer
every call, every text, every email as they
come in, or let them pile up. You may
want to set aside a little time to scan
through things once or twice a day just
to keep your finger on the pulse a little.
That is OK, and studies show that this
actually can help reduce stress anxiety
because you will be relieved that things
are OK and normal.
You may want to cut communication
almost 100% and, if you do, then you
should have a voicemail message and
email out-of-office response that says
you will not be anticipating returning
any message until xx/xx/xx . Once you
have a plan, stick with it.
There are some agents who really have
difficulty leaving the real estate habit
behind while on vacation. In other
occasions, such as conferences, nonvacation travel and far-off educational
events, we just don’t want to put the
business aside.
Today, it is not that difficult to pack it all
up and take it with you. Here is what you
will need: a reliable, full-function lap-top
or tablet. You want something that can
do everything you do at your office. You
want all of the same programs and you
want all the logins with you. A portable
hard drive. Back up your office files to
the portable and toss it in your bag. Your
(continued on next page...)

You need the right fuel to serve your
sellers and buyers
by Johana Story, SVAR Treasurer

Lack of time is a major reason why many
people forego healthy eating. Fast food
is readily available, and it’s temptingly
cheap and filling. While eating fast food
is never as healthy as a well-planned,
balanced diet, you can easily take steps
to improve the quality of your nutrition
if you must eat on the run. (And, as real
estate professionals, aren’t we always on
the run?)
Stay clear of value and supersized meals,
and tailor your choices by ordering a
burger with no cheese or mayo, plus
a salad or vegetables on the side as
opposed to French fries. If ordering a
chicken sandwich, ask for it to be grilled
instead of fried, and have it with a side
of fruit.
Another option is to order your
sandwiches without bread and use two
large pieces of lettuce as a substitute
for your bread. Seek out deli-style fast
food chains or grocery stores, and take
advantage of fresh fruits, vegetables and
whole wheat bread or wraps. And don’t
forget to go light on the condiments.
Meal replacement shakes and bars are
another great option that is fast, easy
and filling and come in many different
flavors. (And you can keep protein bars
in your glove compartment for those

on-the-go days chocked full of showing
houses.)
Snacks are key to eating healthy when
you are busy. Eating at least two snacks

You can easily take
steps to improve
the quality of your
nutrition if you
must eat on the
run.

The old saying goes, “When you are
hungry, your eyes are bigger than your
stomach.” But keeping some snacks on
hand, like assorted nuts, dried fruit,
string cheese, fruits, yogurts, veggies,
hummus or peanut butter, will help you
get a handle on your hunger and choices.
Or how about stocking up on some
Virginia-grown fresh fruit from a local
farm stand or farmer’s market when
you’re out and about? We have quite a
few in Southside Virginia.
Also, it is essential to have bottled water
readily available as it regulates body
functions and keeping hydrated will
eliminate a false feeling of hunger.
If you are disciplined, another great
option is cooking all of your meals for an
entire week in one evening. Check out
the many websites and YouTube videos
that offer recipes and ideas for easy and
healthy meal preparation.
So remember, being busy – and aren’t
we all busy, especially during the warmer
seasons? – doesn’t mean having to forgo
healthy eating habits. It just requires
some knowledge and organization. ~

a day can curb your hunger and cravings
to prevent ordering unhealthy options at
the last minute.

(Summer vacay, continued from previous page...)

smartphone, of course. You can use your
smartphone as a portable hot spot even
if you are at a place with no internet
connection. An extension cord and
power strip. There are NEVER enough
plugs wherever you go. Device chargers
and cords.
Another option to consider (if you are
having difficulty even thinking about a

two-weeker) is a mini-vacation. Some
prefer a few mini-vacations over one
longer vacation. The advantages are that
you can go to a larger variety of places—
the beach one time, the mountains the
next, for example. You can get a break
without being out of the loop for long.
This is refreshing while minimizing the
“Away Angst.” Minis are typically more
affordable and manageable in today’s

real estate environment.
Whatever you do there will probably be
some amount of forcing yourself to slow
down or stop. It’s OK.
Breathe.
Better? ~
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What’s in a credit score?
by Bank of McKenney Mortgage Group

When the desire to own a home
hits, buyers immediately realize the
importance of credit scores. Scores
define what programs you can choose,
what interest rate you can get and, in
some cases, if you can get a loan at all. It
makes good sense then to know what’s
in your credit score, how your history
impacts the score, and what you can do
to intentionally and positively impact the
credit record.
Your credit score is an indication of how
you pay your bills, but is not a reflection
of your financial management.
For example, if you pay cash for
everything, you may have no credit
score because there is no record of your
making payments on time. This is not to
say that you manage your money poorly,
just that there is no record to show how
timely you pay your bills. Since lenders
rely on knowing your payment history
when they make a new lending decision,
a good credit score is vital.
Rent, insurance, utility and cash
payment arrangements are not reflected
on the credit report and, unfortunately,
will not help generate a score, even if
paid on time.
Credit scores depend on a person’s
credit experience and use a weighted
percentage of factors:
•
•
•
•
•

Payment history +/- 35%
Amounts owed +/- 30%
Length of credit history +/- 15%
New credit +/- 10%
Types of credit used +/- 10%

Minimum requirements for a credit
score generally include:
• One account open for six months or
more;
• One undisputed account reported
in the past six months; and,

• No indicator of deceased (an
account shared with a person that
is now deceased may affect you).
Payment history is one of the most
important factors. Seeing how you have

Information,
whether good or
bad, generally
stays on the report
for seven to 10
years.

paid your debts in the past is the only
indicator a lender has to gauge your
attitude toward financial responsibility.
Payment history is not strictly a record
of payments made on time or not, it also
includes a consideration of the types of
credit account you have: credit cards /
retails accounts (like department store
cards) / installment loans (with regular
payments like car loans) / finance
company accounts / mortgage loans.
Recent and severely late payments will
affect your score more than older late
payments. The severity of late payments,
bankruptcy, judgments, collections
and reoccurring late payments all have
different levels of impact. The more
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severe, the lower the score.
The amounts owed on accounts is
another major factor in scoring.
Just because you owe money on
accounts doesn’t make you a high-risk
borrower, nor does it give you a poor
score. However, when you use a high
percentage of your available credit
(known as utilization ratio), this can
indicate that a person is overextended
and may lead to late payments.
Aspects considered within this part of
the scoring calculation include:
• Amount owed on all accounts;
• Amount owed on different types of
accounts;
• Number of accounts with balances;
• Percentage owed on installment
loans; and,
• Percentage owed on credit cards
(utilization ratio).
As an example, if you have five credit
cards open and each has a $1,000 limit
and you owe $500 on each you have
a 50% utilization ratio. If you have a
single account with a $1,000 limit and
owe $750 your utilization ratio would
be 75%. The higher the utilization ratio,
the lower the score (even if you actually
owe less). This is not to say get more
credit cards, but it does explain why
consolidating cards and closing accounts
does not raise your score.
Having a very small balance without
missing any payment actually shows
you manage credit responsibly and has a
favorable impact on scoring.
Credit mix or types of accounts you have;
credit cards, retail accounts, installment
loans, finance company loans, mortgage
loans has an impact on your score but is
not a key factor. It is good to have a mix
of accounts but be sure payments are on
(continued on next page...)

Pet stains on hardwood floors?
That’s OK.
by Mark Waitkus, All-N-1 Services Inc.

Very often when a hardwood floor has
been damaged by pet stains, the kneejerk
reaction is to cover it up. However, you
could lose thousands of dollars in listing
value. We all know that a “wall-to-wall
hardwood” description sells better, and
for more, than “new carpet.”

them blend in. This will not remove
the stains, but it will make them more
difficult to see.

Board replacement. It’s a simple process
for most hardwood flooring companies,
but it is imperative that the correct
species of wood be used in the repair so
that it blends in.

As a National Wood Floor Association
member, let me share two options that
you can offer to your sellers to help
them remedy pet-stain situations on
hardwood floors.
Stain the existing floors dark, especially
if the pet stains are widespread, to help

Thus, use a satin finish to help dumbdown the imperfections.

Also, make sure the repair is being
finger-jointed back in. Red oak repairs in
white oak, for example, look just as bad
as old pet stains. ~
The darker the stain the better, although
dark stains could potentially show
imperfections in previous sand jobs.

(Credit score, continued from previous page...)

time. People with no or limited credit are
viewed as a higher credit risk and thus
score poorly or may have no score at all.
Accounts that are closed still show up
on your report, and the history will be
included in your score. Information,
whether good or bad, generally stays on
the report for seven to 10 years.
New Credit also influences the credit
score. People who shop for and obtain
a lot of new credit in a short period of
time tend to be a higher risk so both
new accounts and inquiries have some
impact.
When a creditor makes a request for
your credit report or score, this is known
as an inquiry. When you accept the
offer of a discount on your purchase if
you apply for a store credit card, this
makes an inquiry on your report as does
shopping for any credit. Checking your
own credit directly through the credit
reporting agency does not show as an

inquiry. You will benefit from being
cautious about credit inquiries and
shopping for credit. Following are some
tips to improve your credit score.
Check your credit report at
annualcreditreport.com. Check for
errors, and dispute any inaccuracies.
Your credit report is available to you
free once a year through Equifax,
TransUnion and Experian, and scores
can be obtained for a small fee.
Set up payment reminders in your online
banking or calendar.
Reduce the amount you owe. Come
up with a plan to tackle the highest
interest account first, putting most of
the available budget on it until it is paid
then tackle the next and the next, while
maintaining timely minimum payments
of the others. Target a 20% utilization
ratio. (See resources below for good online debt reductions websites.)

Credit score improvement is not instant.
Help yourself over the long haul with
good credit habits:
• Pay your bills on time.
• If you have missed payments, get
current and stay current.
• If you have so much to tackle that
you don’t know where to start,
seek the help of a legitimate credit
counseling service.
For more information on repairing
credit, improving your score and do-ityourself debt reduction tools, consider
these resources, which were used in the
research for this article:
• annualcreditreport.com
• myfico.com
• creditkarma.com
• credit.org
• savvymoney.com
• readyforzero.com/how-it-works
You can do it! ~
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A fresh coat of paint (with a side of advice)
to seal the deal
by Scott Billings, Top Gun Painting and Powerwashing

It’s spring time, and the buying season
is in full swing. It’s also the time of year
when professionals like me are often
called upon to paint homes for people
wanting to sell their homes, and it
always is exciting and challenging trying
to balance the workload with giving
the proper attention and detail to each
project.
When considering a painter, it’s
important that that person, upon first
meeting with the clients, try to get a real
understanding of what they want. The
professional should give as much advice
as possible about what may be best for
their particular situation.

as possible for day one on the market,
and looking for that right opening price
that will get them a good return and
make people want to see the home.

Nothing helps to
get a house ready
for market (plus top
dollar and a quick
offer) better than a
new paint job.

Nothing helps to get a house ready for
market (plus top dollar and a quick
offer) better than a new paint job that
is directed toward that goal. My advice
to most homeowners is to be neutral in
colors and to try to be as consistent with
the colors and sheens throughout the
job.
Also, the customer’s budget must
come into play to fit their needs and
pocketbook. For customers with a big
budget and a lot of work to do, the buck
goes farther with a white flat paint on
the ceilings throughout. Then, for the
walls, select from a few popular off-white
colors that have proven to be attractive
to the new home buyer, including
Antique White, Kilm Beige and Revere
Pewter. The best selection for trim is
normally white and semi-gloss.
It’s important that the painting
professional try to see these homes
through the eyes of a prospective
buyer as well as the seller. This can
be a stressful time for the owners, so
the contractor should strive to be as
reassuring as possible. Talk about
what is going on in the market, the
importance of having the house as ready

When it’s time to paint, there are a
few extra things to think about before
starting the project. Are the siding
boards in good condition? Is there
Masonite siding that is showing signs
of rot or swelling, woodpecker holes,
etc.? It also is important in many
communities to see if the homeowners
association has restrictions on what
colors can be painted.
Once a customer has decided to paint
the exterior of the house, the painting
professional should strive to see what
colors are on homes within eyesight to
see what may be a better fit. If money
is tight and the paint job isn’t too bad,
a one-coat job with a top-quality paint
can save a tremendous amount for the
owner.
The painting business is truly about
making good relationships and
partnerships. In this day and age,
reviews online have the most impact
on whether a painting professional
gets more work, so it’s of the utmost
importance that customers and
REALTORS® are treated with the
greatest respect and care.
Spring and summer are two great times
to do a home makeover and get the
biggest bang for the buck. Good luck
with this year’s sales! ~

As for the exterior paint jobs, that is the
first impression that potential buyers
have, so it is important to have the
home’s outside clean and ready to go.
Many houses just need a good power
washing if the property has been well
maintained. Washing the walkways,
stoops, decks and sometimes the roof
can turn an ugly house into a miracle
house depending on how long it has
been between wash jobs.
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RPAC SPOTLIGHT:

Mack Strickland

Name and designations: Mack Strickland, GRI, RAA
Strickland Appraisal Services Inc. and Strickland Realty Co.
SVAR member since: 1975
RPAC contributor level: Golden “R” President’s Circle
Advocacy topics that interest me: Appraisal issues and private property rights
SVAR, VAR and NAR activities, including honors and positions held: President of Southside Virginia Association of
REALTORS® and Southside MLS, 1983; SVAR Board’s Choice Award; SVAR Legislative Award; Chairman, SVAR Appraisal
Committee and Legislative Committee; two-term member of the VAR Board of Directors; five-time chairman of the VAR
Appraisal Committee; VAR Appraiser of the Year, 2006; and chairman of the NAR Appraisal Committee
Community involvement: Chester Jaycees; past president of the Tri-Cities Habitat for Humanity
Why I give to RPAC: I do not give to RPAC; I invest in RPAC. When the Dodd-Frank Act created a need to regulate Appraisal
Management Companies, VAR and its legislative team created Appraisal Management Company (AMC) legislation that protects
the public, real estate agents and appraisers. When an AMC went bankrupt in Florida, owing over $11 million to appraisers, VAR
was able to increase the bond requirements from $25,000 to a necessary $100,000 bond requirement in Virginia. This is just
one example of hundreds that investing in RPAC is so critical to our professions in real estate.
Why donating to RPAC is important: Years ago at a RPAC meeting, the speaker said, “Investing in RPAC allows us a seat at the
table rather than ending up on the menu!” How very true that is! Over the years I have seen crazy laws introduced in the General
Assembly that can have an adverse effect on our ability to do business. Our seat at the table was able to prevent unnecessary laws
passing the General Assembly and reduce our liability. Remember the long home disclosure form? It didn’t go away by itself.
Now REALTORS® are anticipating a fight with Congress over homeowners’ and property owners’ ability to deduct mortgage
interest, real estate taxes and IRS 1031 tax free exchanges. FEMA Flood Hazard insurance will expire in a few years.
Being involved for as many years as I have been, I have seen the tremendous impact of RPAC dollars. Do yourself a favor
and invest in the future of your real estate profession. I know each and every one of you can afford a modest and important
investment of $20. Don’t give; invest in RPAC!
Want to learn more and become an RPAC contributor? Just visit virginiarealtorschoose.com/contribute to get started.
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Ignorance is not bliss
by Carmen Martin, ABR, CRS, CSP, GRI, SVAR Director

When it comes to the REALTOR®
Code of Ethics, ignorance is definitely
not bliss. Whether you are a seasoned
agent or a “newbie”, your knowledge
and adherence to the Code can make or
break your career and reputation.
In our day-to day-dealings with clients,
customers, fellow agents and the public
at large, there are many actions that will
put your license at risk if you do not stay
familiar with the Code and its changes.
The busier we become, the more easily
we can make errors in judgment. In our
current busy selling season, let’s reflect
on a few examples of “what if...?”
Have you ever known about something
wrong with a property but did not
disclose because “it will come out during
inspection”? What if it doesn’t and later
becomes an issue? Count on that seller
to say, “I told my REALTOR®!” What
do you reply, and are you willing to take
that chance?
Have you worked with a buyer who had
a financial change that puts their loan in
jeopardy but didn’t say anything because
you were almost ready to close? But then

it’s discovered, and everything falls apart
at the last minute? Do you think that
buyer may say, “I told my REALTOR®!”?

The busier we
become, the more
easily we can make
errors in judgment.
It’s very likely. Self-preservation is a
natural instinct.
Let’s look at a multiple-offer situation,
with you being the listing agent as well
as the buyer agent for one of the offers.
Might you present the seller with a
“discounted commission” in accepting
your offer? That might be advantageous
to your seller, but it is a violation of the
Code of Ethics.
Shall we say, hmm, “taking unfair
advantage” and “not treating all
parties fairly”? How about simply “not
conducting your business by the Golden
Rule”? Would you want that to occur if

yours was one of the other offers?
There are numerous potential violations
of the Code of Ethics that one might
apply to our actions if one is not diligent
about knowing the content of the NAR
Code of Ethics and staunchly following it
in what we say and do. Do not be called
to the stand, then reply, “I didn’t know!”,
and expect forgiveness due to ignorance.
Because it is our primary obligation, if
you make continuous knowledge of the
Code the foundation of your business,
you can alleviate the risk to your
livelihood and reputation. And you will
always make the right decision.
Roy Disney, the nephew of Walt Disney
and a major Disney Co. shareholder,
once said, “It’s not hard to make
decisions when you know what your
values are.”
Take pride that our value as a
REALTOR® is in the Code of Ethics we
bring to the table, and our knowledge is
nourishment to all. ~

FRESH FACES AND AN “ETHICAL” WELCOME
Orientation is always a great day at SVAR as we welcome new members to the association.
These fine folks were on hand for the April training to learn about the benefits of SVAR
membership and, of course, earn their three hours of Code of Ethics training. Big thanks
to instructors Douglas Compton and Patsy Rogers and to
Affiliate sponsor Stacy Chisholm from Bank of McKenney.
The next new-member orientation is set for 9:00am to
1:00pm at SVAR headquarters.
– Victoria Hecht, SVAR Communications and PR Specialist
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Not an Affiliate yet? Know someone
who should be?
by Sharon Perkins, Appomattox Title Co. Inc.

Being an Affiliate of the Southside
Virginia Association of REALTORS® is a
way to connect your business with every
REALTOR® member of this association.
SVAR is privileged to have the strong
support of many real estate related
businesses. Affiliate members are an
important group who offer not only
sponsorship of events and meetings,
but expertise through networking and a
stronger voice in the industry for all of
SVAR.
If you are looking for a way to
showcase your product or business,

A


you can take advantage of numerous
networking and other opportunities
(such as this magazine) to reach the
local REALTORS® and create valuable
business relationships, which will
increase your business.
We welcome Affiliate members whose
business is in an allied field that provides
products or services to the real estate
industry.

(Affiliate members do not hold a real
estate license.)
Become an affiliate today! Get involved!
Help steer the future of your association,
and learn new ways to improve your
business. Join the Affiliates Committee!
Contact the SVAR office at 804-5204496 or jcroce@svarealtors.com or me,
Sharon Perkins, by email at sharon@
apptitle.com. ~

These businesses include banks,
mortgage companies, title companies,
homeowner’s insurance company, home
inspectors, staging companies and more.
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10310 Memory Lane, Suite 2A • Chesterfield, VA 23832
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Title Insurance and
Real Estate Closing Services

• Serving the Tri-Cities and Metropolitan
Richmond Areas Since 1996
• Agent for First American Title Insurance
Company and Fidelity National Title
• Special programs available for Military Families
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How Legislative Affairs works for you:
A true story right in your own backyard
by Mary Ann White, Chair, Legislative Committee

Over the past several months the
Southside Virginia Association of
REALTORS®’ Legislative Affairs
Committee received complaints from
membership that new homeowners and
renters had issues with connecting to the
Prince George Electric Cooperative.
This generally occurred after endof-the-week closings and, at times,
occurred on long holiday weekends. The
challenge was getting the completed new
ownership document/lease agreement
and application to the utility before the
utility’s business office closed.
On April 4, SVAR CEO Joe Croce and
I met with the management staff of
the Prince George Electric Cooperative
to discuss the issue and to develop
a solution. Everyone at the table
understood the problem, and a solution
was offered that was very acceptable to
the association.
The solution: When a contract is written,
the buyer should provide a copy of the
contract and a utility application for

service to the Prince George Electric
Cooperative as soon as reasonably
possible. This documentation will
show an agreement between the buyer
and seller on when the transition of
ownership will occur. Having this

Everyone at the
table understood
the problem, and
a solution was
offered that was
very acceptable.
document in advance of the closing
makes the transition of power easy to
schedule, even with a Friday closing.
If the closing date changes, the utility
requests an update from the buyer with
documentation. This generally would
be an amendment to the contract or

other agreement. The buyer can obtain
the application from the Prince George
Electric Cooperative website, and can
email, fax or hand deliver all of the
paperwork to the cooperative office.
The seller of the property only needs
to make a phone call and give a date to
discontinue the service to their property.
It is important to understand that the
burden of having this transaction run
smoothly rests with the buyer along with
coaching by the buyer’s representative.
SVAR’s Legislative Committee is made
up of SVAR member volunteers who
are engaged in public policy affairs
and relations with those who govern,
legislate and regulate homeownership
rights and the REALTOR® profession.
Your RPAC contributions are used to
support the committee activities on you
and your client’s behalf.
Want to get involved with this
committee? Please email me at
mawie2@msn.com. ~

SVAR’S CEO OUT AND ABOUT
Joe Croce (third from right), SVAR’s CEO, stays connected to the
community as a member of the Virginia State University Industry
Council. Council members serve as an advisory group to VSU’s
business school and students. Industry Council representatives use
students as interns, bring them in for company visitations, mentor
students, hold role-play meetings and more. In April, the council
met with students to answer their questions about how they should
prepare for their careers, link course work to a career and more.
Joe’s student learned about the importance of a stable work history, dress code, image on the job, perseverance, connecting one’s
curriculum to the desired job and then branching out.
– Victoria Hecht, SVAR Communications and PR Specialist
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LENDING A HAND FOR AFFORDABLE HOUSING
In honor of Affordable Housing Awareness Week, April 24-30, several SVAR
members offered a helping hand during the “Day’s Work for Affordable Housing”
volunteer event manned by CVR MLS volunteers at Market Square, a housing
community for those 55 and older.
Those volunteers included SVAR’s Libby Gatewood, Joe Croce, Don Carnesi, Ron
Hardy, Steve Overgard and John W. Brockwell, who is the 2016 CVR MLS president.
Their creative talents are reflected in free-standing murals painted that day.
According to AffordablehousingRichmond.com, “Each year, residents from across
the Richmond region look forward to Affordable Housing Awareness Week, when
more than 500 volunteers put on t-shirts instead of office clothes to participate in
a volunteer-driven event that makes a difference for hundreds of members of our
community. Participants in this spring tradition include the local businesses whose
employees volunteer at worksites, the nonprofits that are building and repairing
homes, and most importantly, our neighbors in need who often work side by side
with volunteers.”
Thanks for giving back, folks!
– Victoria Hecht, SVAR Communications and PR Specialist

A SPECIAL THANK YOU FOR SERVICE
If a picture says a thousand words, then these say 2,000. In
April, Southside Virginia Association of REALTORS® 2016
President Ron Hardy, left, presented 2014 (and 2007!)
President John W. Brockwell with a plaque recognizing his
service and leadership as our association president. This year
John is serving as president of the CVR MLS. With heartfelt
gratitude, SVAR says “thank you for giving your all” to the
association, John!
– Victoria Hecht, SVAR Communications and PR Specialist

PROCLAIM YOUR STATUS WITH “I AM ONE”
All SVAR REALTORS® have access to fantastic marketing materials from the “I am one®”
campaign! Just go to svarealtors.com and use your Member Login to download free printables,
or stop by the SVAR office to pick up some stickers. Let the world know you’re more than just an
agent, you’re a REALTOR® - and proud to be one!
– Victoria Hecht, SVAR Communications and PR Specialist
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Volunteerism benefits help you and the
association
by Steve Overgard, SVAR President-Elect

REALTORS® are frequently asked to
volunteer for many things: committee
work, special projects, community
involvement, charitable events, and
other organizations and clubs.

organization are tangible and somewhat
obvious, but consider the benefits
to your business and to yourself too.
These are often not directly tangible or
obvious, but they’re just as real.

REALTORS® also are often asked to
participate in advocacy issues with local,
state and the federal government. It’s
all important work and can be beneficial
and fun to the volunteer.

When you volunteer, you will meet new
people who are outside of your existing

Most nonprofit and a good portion
of “for-profit” organizations rely on
volunteers to help provide intellectual
input based on the real-life experience
of the volunteers. In other words, the
organizations gain insight and guidance
from what the volunteers say and
communicate.
This is critical if the organization is to
maintain its direction and purpose. The
volunteer input provides a beacon.
Equally important is the physical work
and bodily participation for specific
tasks. Good examples of this include
meeting attendance, tending phone
banks, going to a public hearing and
helping with community service projects
such as Rebuilding Together Tri-Cities.
No less important are cooking for the
annual association picnic, selling tickets
to RPAC events or picking up drinks.
REALTORS® do public presentations,
educational events, hook up the speakers
and shake the hands of wounded vets.
The list goes on forever.
REALTOR® organizations especially
rely on volunteer firepower. This is true
on the local level as well as state and
national. Our associations absolutely
could not operate on staff alone and are
not designed to run that way.
The volunteer benefits to the

Our associations
absolutely could
not operate on
staff alone and are
not designed to run
that way.
sphere and bubble. Every new person
you meet potentially could be a new
business connection. So, from a strictly
mathematical point of view, you are
exponentially expanding your reach for
just the bright new listing, just the right
buyer or just the right situation.
You never know what is going to walk
through the door and sit next to you.
Some of the biggest real estate deals
seemingly happen by “chance.”
Think about it. What are your top three
real estate deals, and what are the back
stories? How much of the back stories
involve chance, luck or something off
script? When you volunteer, you are
expanding all of the possibilities. Some
will be diamond encrusted.
Another subtle benefit of volunteering
is that you will set yourself up as an
expert. And by rights, if you spend time
concentrating on a situation, you will
become more of an expert than the
Average Pat. (The term “Average Joe”
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is substituted in an effort to remain
gender-neutral.) You will find that your
peers seek your opinion and advice and
become the “go-to” person.
Organizations constantly need to
bring in new volunteers to keep the
collective brain trust functioning and
consistent with the collective. Because
the membership and society shifts,
NEW volunteer are needed to keep the
input of the membership reflective of
membership.
If the membership is one-fifth new to the
business, the volunteer roles should also
look like that. In as much as possible,
that should be true across the whole
demographic spectrum. New volunteers
deepen and diversify the talent and
abilities of the whole organization and
are critical for long term sustainability.
Lastly, do not overlook the personal
satisfaction of doing volunteering. It’s a
good feeling to know that you helped the
organization, an individual, a task or an
important cause. That is not a tangible
benefit but will add to your quality of
life, self-esteem and, well, just feels
good.
Below is a partial list of where YOU can
volunteer within the SVAR organization:
• Community Affairs Committee
• RPAC Fundraising Committee
• Education Committee
• Affiliates Committee
• Legislative Committee
• Awards Committee
• Appraisers Committee
So call, email, or just stop in to SVAR.
We want you and need you. Step up. ~

SVAR wants you…to be a leader!
by David Patsel, ABR, SVAR Leadership Development Advisory Council Chair

SVAR has been around for nearly 60
years. We would have never made it that
long without volunteers to step up to the
plate in leadership capacities.
SVAR members volunteer to be on
numerous committees and to serve as
committee chairs and vice chairs, Board
of Directors members, treasurer or even
association president. Member input to
help hill these positions has been needed
for years in the past and will continue to
be needed for years to come.

Each year we look for individuals to
assist in association leadership. Each
year, we have Board of Directors
members who come on and roll off the
SVAR board. Each year we also have a
new president-elect who is elected.
Volunteers are needed to fill these
positions. That is where you come in at.
You are needed.
You will soon see an email asking for you
to be a part of the Board of Directors or
even run for president-elect. Please take

the time and consider being a part of
these important positions.
I would love to hear from you if you are
interested. I can answer your questions
and explain the importance of everyone
stepping up. Call me at 804-931-4072,
or email me at david.patsel@gmail.com.
SVAR is very special. It is like a family.
We are competitive friends. Members
make SVAR what it is today, and I am
proud to be a part of this association. ~

SVAR CALENDAR OF EVENTS
*These dates are confirmed as of press time but may be subject to change. See more and register at SVARealtors.com/calendar.html

June 13
Golf Tournament at Dogwood
Trace Golf Course, Petersburg
10:00am Registration,
Shotgun start at Noon
June 15
New Member Orientation
9:00 - 10:00am
Quadrennial Ethics
10:00am - 1:00pm
June 16
RPN Committee Meeting
9:00 - 10:00am

(Offices closed July 4)
July 7
Education Committee
Meeting
10:00 - 11:00am
July 13
CVRMLS Matrix Training
9:00 - 11:30am
July 20
RPN Networking Breakfast
at Golden Corral
8:00am
July 21
RPN Committee Meeting
9:00 - 10:00am

August 4
Education Committee
Meeting
10:00 - 11:00am

September 1
Education Committee
Meeting
10:00 – 11:00am

August 18
RPN Committee Meeting
9:00 – 10:00am

(Offices closed September 5)

RPN Evening Social
at Andrade’s, Petersburg
5:00 – 7:00pm
August 31
New Member Orientation
9:00am – 1:00pm

September 7
8-Hour Mandatory (LBR)
Time TBD
September 8
8-Hour Electives (LCR)
Time TBD
September 13
Annual Picnic at Home
Builders Pavilion, Petersburg
4:00 – 8:00pm
September 21
RPN Breakfast at Golden
Corral, Colonial Heights
8:00 – 9:00pm
September 22
RPN Committee Meeting
9:00 – 10:00am
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SVAR’s REALTORS®, Affiliates gather to
celebrate 2015 achievements
by Victoria Hecht, Communications and PR Specialist

Hundreds of SVAR members and guests
gathered at The Lee Club on March 19
to mark the pinnacle of the year: the
annual Awards for Excellence ceremony
and banquet, recognizing REALTOR® of
the Year, Lifetime Achievement, Affiliate
of the Year, Rookie of the Year, sales
excellence and more.
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 2015.
David Patsel, ABR®, with Napier
REALTORS® ERA’s Tri-Cities office
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.
Patsel, SVAR’s immediate past
president, has been in real estate
for more than a decade. During his
leadership year, Patsel took part in the

Virginia Association of REALTORS®’
(VAR) Legislative Conference and the
National Association of REALTORS®
(NAR) Leadership Summit, Conference
and Expo, and Mid-Year Convention.
He worked to enhance the local
association’s social media presence and
helped SVAR to achieve the NAR core
standards certification. He also wrote
columns for Southside REALTOR®,
the association’s quarterly magazine,
and, as part of SVAR’s advocacy efforts,
interviewed state and local candidates
up for election. Under his association
leadership SVAR achieved all three of its
REALTOR® Political Action Committee
goals to earn NAR’s “Triple Crown” for
participation in 2015. Patsel also was
key in establishing SVAR’s Community
Affairs Committee and achieved all
of this while earning gold-level sales
($3,000,000 to $3,999,999, or 35 to
50.99 units) for the year.
Norris Hardy, with Weichert
REALTORS®, Brockwell & Portwood 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
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civic involvement also are considered.
A graduate of Dinwiddie High School
and Averett College, Hardy worked for
DuPont Teijin Films for 39 years in
various management positions before
retiring from DuPont and earning his
real estate license in 2014. He is active
in SVAR’s REALTOR® Professional
Network and enjoys volunteering for
the association. Hardy is a member of
Pleasant Grove Baptist Church and Love
Tabernacle and has assisted in charity
events such as Rebuilding Together TriCities.
John W. Brockwell, principal broker
of Weichert REALTORS®, Brockwell &
Portwood in Colonial Heights, received
the Associate of the Year Award. The
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.
Brockwell, who serves 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
(continued on next page...)

(Awards, continued from previous page...)

and is involved in REALTOR® activities
at the local, state and national levels,
including the annual REALTOR® Day
on the Hill in Richmond. Brockwell
is 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.
Jeff Blaha, with Hometown Realty
in Chesterfield, 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. Blaha, who chairs SVAR’s
Community Affairs Committee, has
volunteered for myriad charity efforts,
chiefly Rebuilding Together TriCities. Last spring Blaha coordinated
REALTOR® efforts to renovate several
houses with the Tri-Cities area and, in
the fall, led REALTOR® efforts for Fall
Fixins, a fundraising auction that raised
more than $20,000 for Rebuilding
Together Tri-Cities.
Bobby Perkins, with Long & Foster
Real Estate in Colonial Heights,
received SVAR’s Legislative Award,

which is presented to a REALTOR®
who advocates on the local, state or
national government level. Perkins has
been a member of SVAR’s Legislative
Committee for several years and is a
major donor to the REALTOR® Political
Action Committee. As part of his
advocacy efforts he has spoken to county
officials about issues affecting property
owners and real estate professionals and
has spoken at local Board of Supervisor
meetings as well as on television. Perkins
has led several initiatives important to
property owners and REALTORS® in
Dinwiddie County. Additionally, he 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.
Carmen Martin, with the Ford Agency
in Hopewell, received SVAR’s Ethics in
Action Award. The 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.

Martin has been an association ethics
instructor for several years, serves on the
SVAR Board of Directors and was the
association’s president in 1993. Martin
participates in REALTOR® functions
at the local, state and national levels
and writes ethics articles for SVAR’s
quarterly magazine. She particularly
enjoys dialoguing with those new to the
industry and SVAR and making sure
they understand the REALTOR® Code of
Ethics.
Patsy Rogers, GRI®, CRS®, ABR®,
with Harris & Associates in Chester,
received the Educator of the Year Award,
which is presented to a REALTOR® who
promotes and teaches real estate within
the association and the community. A
lifelong resident of Chesterfield County
and full-time agent since 1990, she is
a veteran instructor of post-licensing
and continuing education classes and
is a certified ethics instructor who goes
above and beyond to assist students and
real estate professionals.
Melinda Sexton, with Ingram &
Associates in Hopewell, and Betty
Crostic and Libby Gatewood, both with
(continued on next page...)
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(Awards, continued from previous page...)

Napier REALTORS® ERA in Colonial
Heights, were presented SVAR’s Lifetime
Achievement Award. The accolade
is awarded to a REALTOR® who has
made significant contributions to the
association and the real estate profession
for at least 25 years. Each recipient has
been both dedicated to the real estate
profession and has volunteered her time
to the association’s awards banquet,
REALTOR® Political Action Committee
and annual picnic as well as many other
committees. Gatewood served as SVAR’s
president in 1997.
John Krug, with American Home
Shield in Midlothian, received the Board
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. Krug has participated in
events such as the annual awards
banquet, Affiliate fairs, REALTOR®
Political Action Committee wine-tasting
fundraiser and installation ceremony,
and provided a booth at VAR’s annual
convention and expo. He also writes for

SVAR’s quarterly magazine and lends a
hand whenever needed.
Appomattox Title Co. in Chesterfield,
active participants in and sponsors of
SVAR events, received Affiliate of the
Year. Led by Sharon Perkins, who serves
as Affiliate Committee, Appomattox
has supported SVAR in many ways,
including sponsorship of the awards
banquet, annual picnic and REALTOR®
Political Action Committee wine-tasting
fundraiser. Additionally, it has helped
recruit 14 new Affiliate companies to join
the association.
Top sales honorees and accolades
recipients honored during at the annual
awards were:
• Top Residential Sales Award:
Scott Morgan, GRI®, ABR®, SFR®,
SRES®, e-PRO®, EMRS®, of Napier
REALTORS® ERA
• Top Residential Sales Team
Award: The Gibbs & Story Team
(Troy Gibbs and Johana Story),
Keller Williams Realty
• Platinum Residential Sales
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winners: Joy Harris-Cobb, Carla
Mayes, Steven C. Overgard, Tina
McCabe, Edwina M. Daniel and
Scott Morgan
• Gold Residential Sales
winners: Joan W. Sasser, Eric
Dunkum, Jay Eischen, Elizabeth
M. Abernathy, Jeff Blaha, Diana
Hayes, Mary Ann S. White, Rick
Tetterton, Deirdre Portwood,
Bobby Perkins, David Patsel and
Melinda M. Sexton
• Silver Residential Sales
winners: Brenda B. Brockwell,
Silvia Johnson, Joyce Navary,
Donnie Bostic, Jacqueline C.
Butterworth, Cindy Angone, Riley
E. Ingram Jr., Maryellen Farrell,
Janice Melvin, Jessica Lindsay,
Ashley Oakley, Lorna L. Cornett,
Jennifer McCray, Sharon P.
Johnson, Jeff Clark, Patty Lamarr,
Robin Whitman and Mike May
• Bronze Residential Sales
winners: Johnny Harris, George
A. Grundy, Annie B. Moore,
(continued on next page...)
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Christopher S. Baird, Catherine
S. Drumheller, Kimberly Porter,
Tracy Ingram-Crowder, Marion
“Dixie” Hawkins, Douglas N.
Compton, Nancy Puse, Riley E.
Ingram Sr., Stephanie S. Rawlings,
Frankie Franck, Sue Nerrie, Robin
Richardson, Susan K. Harrison,
Deanna Denny, David Wiggins,
Sandra Ridout, Christie A. Lomax,
Charles M. Chappell, Patsy Rogers,
Rose Woodfin, Julie Smart Koob,
Derrick Bradford, Pam Adams,
Libby C. Gatewood, Brett Harris,
Rose Pai, Eileen White Knode,
Jennifer Resnick Dudley, Kimberly
Maitland and Ronda BradleyGallagher
• Diamond Team Award: Vickie
Zevgolis & Larry Lewis and The
Gibbs & Story Team
• Lifetime Sales Award (awarded
for achieving the Outstanding Sales
Award for five years): Kimberly
Porter
• 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 M. Abernathy, Kathie M.
Braswell, John W. Brockwell, Lorna
Cornett, Betty S. Crostic, Libby
C. Gatewood, Troy Gibbs, George
A. Grundy, Ron C. Hardy, Diana
Hayes, Eileen White Knode, Larry
R. Lewis, David Patsel, Kimberly
Porter, Johana Story, Mary Ann S.
White and Shanna Wiseman
• Lifetime Property Manager
Award: Crystal Williams
• Distinguished Property
Management Award: Crystal
Williams, Stacey M. Hower,
Joshua M. Chappell, April M. Pritt,
Jessica Slaughter, Carol Wicks,
Joyce Underhill, Judi Robertson,
Kimberly Boykin Smiley, Shanna
Wiseman and Rhonda Poirier.
SVAR President Ron C. Hardy and
President-Elect Steve Overgard
presented the awards, while Vickie
Zevgolis 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, Patty Lamarr and Eileen Knode.
The band The Johns performed for
attendees’ dancing enjoyment.
Awards for Excellence sponsors were
Virginia Commonwealth Bank, Central
Virginia Regional MLS, Hill & Rainey,
Presidential Mortgage, 1st Choice Realty,
Appomattox Title, Hayes Inspection
Services, Burley Langford Inspection
Services, American Home Shield, HMS
Home Warranty, Day Title Services,
Old Republic Home Warranty, The
Real Estate Book, Old Dominion Title &
Escrow, JGWentworth, Home Warranty
of America and Weichert REALTORS®,
Brockwell & Portwood.
Congratulations to all honorees on their
accomplishments! ~
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SVAR MEMBERSHIP AT A GLANCE
Data Current as of May 24, 2016

Member Count
Members 439
Secondary 21

Emeritus
Affiliates

Affiliate Members
16
35

New REALTOR® Members
William E. Clarke		Cole Real Estate, Inc.
Jeffrey J. Caldwell		Harris & Associates, Inc.
Carolyn L. Romero		Weichert REALTORS®, Brockwell & Portwood
Darrell Olgers		Long & Foster Real Estate
Debra M. Russell		Century 21 Colonial Realty
John Finn		United Real Estate Richmond
Christopher L. Balassone Weichert REALTORS®, Brockwell & Portwood
David J. Hebel		EXP Realty LLC
Katherine Stryck		Century 21 Colonial Realty
Tonya M. McKinney		Ingram & Associates
Brian Sexton		Ingram & Associates
Ianthia J. Draper		1st Choice Realty Group
David K. Dubberly		Daniel & Daniel Realty Inc.

2-10 Homebuyers Warranty
All-N-1 Services Inc.*
American Home Shield
Appomattox Title Company
Bank of McKenney
Burley H. Langford Jr. Home Inspector
C&F Mortgage
Colonial Farm Credit
Day Title
Edward Jones
EVB Mortgage
First American Homebuyers
First Heritage Mortgage
Gregory & Associates
Hayes Inspection Services
Heritage Chevrolet & Trucktown
HMS Home Warranty
Home Warranty of America
Monarch Mortgage
Movement Mortgage
Mutual of Omaha*
Old Dominion Title & Escrow
Old Republic Home Protection
Presidential Mortgage
Royal Pest Control*
The Real Estate Book
Top Gun Services*
TowneBank Mortgage
Virginia Commonwealth Bank
Virginia Housing Development Authority
Wells Fargo
Weststar Mortgage*

*denotes new 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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Earning your business through

Excellence in Service

Settlement & Title Services
We stand firm in the belief that when you
work with us you become a member of
a professional team. We look forward to
helping you with:
•
•
•
•
•
•
•
•
•
•

Residential Title Insurance
Commercial Title Insurance
Settlement and Closing Services
New Construction Closings
Refinance Closings
Short Sale Transactions
REO Sales
HUD Closings
Investor Clients
Seller Representation

Learn more at www.odtco.com

Contact us today!
Heather D. Rose, Settlement Agent
Heather.Rose@odtco.com
Vickie Wolfe, Underwriter
Vickie.Wolfe@odtco.com
2425 Boulevard, Suite 5, Colonial Heights, VA 23834
804-526-8000 Office
804-781-4992 eFax –Closings
804–526-2000 Office Fax
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Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

03/31/2017

03/31/2017

03/31/2017

03/31/2017

Monday - Friday 8:00am - 8:00pm
Saturday 8:00am - 6:00pm
Last Sunday of the Month
Noon - 5:00pm

