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President’s Page
by Brett Harris, 2018 President, SVAR

I know everyone has been working very
hard in this market that we are fortunate
to be having.
I want to remind all of our members
that if they need some contacts to help
with their business, go to the SVAR
website at SVARealtors.com. Look under
the “Affiliates” tab to see the Affiliate
partners that we have at SVAR. (There’s
also a list of them at the back of this
magazine.)
While you are on the website, check
out the calendar of events on the home
page. This will help you see what classes
for education we are offering. You’ll
also find dates and times when the
committees meet.

If you see something that interests you,
we encourage you to join in. It’s a good
way to meet your fellow REALTOR®
(and Affiliate) members with whom
are or will be doing business. We will
look forward to seeing you at one of our
events soon!
Speaking about events, I encourage
our members to attend the Virginia
REALTORS® 2018 Convention in
downtown Norfolk, September 25-27.
It will be held at a new hotel, The
Main. There will be great speakers
at the convention. They will have
good information to help with your
business. I know several members will
be attending, and I look forward to
seeing everyone there! To learn more,

go to virginiarealtors.org/events/
annualconvention2018/.
I would also like to thank our SVAR
Board of Directors, committee chairs
and committee members for all of their
help making our association awesome.
We are focused on securing our
association into the future.
I appreciate all of the members who have
supported and guided our association
over the past years. I have learned a lot
and appreciate the experience and help I
have received. See you soon at one of our
upcoming SVAR events! ~

You’re not just selling homes, you’re
building relationships. We can help.
When your clients have a positive, productive experience,
they’ll recommend you to others.

Tracy Koontz
Mortgage Loan Officer
804.504.0940

A quality experience is a priority here at SunTrust Mortgage.
We specialize in educating your clients about their financing
options while offering competitive rates and building
relationships that will help you prosper.

tracy.koontz@suntrust.com
suntrust.com/tracy.koontz
NMLSR# 659412

Find out how you can benefit from our lending and
relationship-building expertise. Contact me today.
Equal Housing Lender. SunTrust Mortgage, Inc. - NMLS #2915, 901 Semmes Avenue, Richmond, VA 23224, 1-800-634-7928. CA: licensed by the Department of Business Oversight under the California Residential
Mortgage Lending Act, IL: Illinois Residential Mortgage Licensee, MA: Mortgage Lender license #-ML-2915, NJ: Mortgage Banker License - New Jersey Department of Banking and Insurance, NY: Licensed Mortgage
Banker—NYS Department of Financial Services, and RI: Rhode Island Licensed Lender. ©2018 SunTrust Banks, Inc. SunTrust and SunTrust Mortgage are federally registered service marks of SunTrust Banks, Inc. Rev: 5.14.18
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Ethically speaking: Are you in
compliance?
by Carmen Martin, Co-Chair, Professional Standards & Arbitration Committee

In this issue’s study of the Code of
Ethics, let’s explore one of the National
Association of REALTORS®’ (NAR)
fundamental governing documents,
Article 12, which states: “REALTORS®
shall be honest and truthful in their real
estate communications and shall present
a true picture in their advertising,
marketing, and other representations.
REALTORS® shall ensure that their
status as real estate professionals is
readily apparent in their advertising,
marketing, and other representations,
and that the recipients of all real estate
communications are, or have been,
notified that those communications
are from a real estate professional.”
(Amended 1/08)
To enhance clarity of the “true picture
in advertising” test, NAR approved an
amendment to the 2018 Code of Ethics
and Arbitration Manual - Standard of
Practice 12-10 - effective January 2018.
It was changed to include the word
“images” and reads as follows:
“REALTORS®’ obligation to present
a true picture in their advertising and
representations to the public includes
Internet content posted, images, and the
URLs and domain names they use, and
prohibits REALTORS® from:
(1) engaging in deceptive or nauthorized
framing of real estate brokerage
websites;

(2) manipulating (e.g., presenting
content developed by others) listing and
other content in any way that produces a
deceptive or misleading result;
(3) deceptively using metatags, keywords
or other devices/methods to direct,
drive, or divert Internet traffic; or

Your goal is
always to present
an accurate
description of the
property to the
consumer.
(4) presenting content developed by
others without either attribution or
without permission; or
(5) to otherwise mislead consumers,
otherwise misleading consumers,
including use of misleading images.”

photos that have been excessively altered
or distorted can harm the credibility
of you, your company and the real
estate industry. The use of Photoshop
and other software—whether to alter a
vacant house into a staged house and
add a pretty ceiling fan where there is
none, to remove of those ugly power
lines or a dead tree in the front yard, or
to add more attractive landscaping—is
manipulation of photos in a manner
that absolutely does not present a true
picture of the condition of the property.
Sure, these “slight” modification
examples provided above make for more
attractive photos, but your goal is always
to present an accurate description of the
property to the consumer.
This SOP also prohibits use of images
for professional designations that are
misleading or just plain fraudulent if you
are not currently in good standing with
the designation’s council or group.
So, remember: Stay in compliance and
review before publishing to make sure
your property images and you pass the
“true picture” test in all your marketing
and advertising materials. ~

The board voted to update this Standard
of Practice (SOP) to prohibit members
from using misleading images in real
estate marketing materials.
As consumers rely on online imagery
more and more to evaluate properties,

Thank You to our

PLATINUM
PARTNERS
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Demystifying blockchain in real estate
by Steve Overgard, 2018 Immediate Past President, SVAR

There is a lot of buzz lately around
blockchain and how it will intrude
into the traditional real estate space.
At the recent National Association of
REALTORS® Legislative Conference &
Trade Expo, aka “Mid-Year,” blockchain
was discussed in many of the committee
meetings, sessions and educational
events.
Still, there is MASS confusion and
misunderstanding about what
blockchain is and what it will do.
First, blockchain is NOT bitcoin or
cryptocurrency. Blockchain is not
the dark web, and it won’t steal your
identity. For years, blockchain has been
almost synonymous with bitcoin, but it
just ain’t so.
Bitcoin is cryptocurrency, and Bitcoin is
operated on a blockchain, but they are
not the same thing. Think of it this way:
Your car drives on the street, but that
does not make your car and the street
the same thing.
Let’s imagine you have an art collection
with 50 unique paintings. You want to
sell the paintings and also want to keep
track of who bought and sold them, for
how much and when. The first thing to
do is to identify each unique painting
and give it a unique name that can
only be assigned to that one painting.
In blockchain speak, that is called a
token. When the first painting is sold,
it is written in a ledger, along with who
bought it and for how much. You keep a
copy of the ledger and give a copy to the
buyer.
When the second painting is sold, that
information is also written in the ledger,
and a copy of the appended ledger is
given to the first buyer, the second buyer
and the seller. The same thing happens
with the third, fourth and fifth paintings.

Each painting is sold and recorded in the
ledger, and everyone else gets a copy of
the updated ledger.
After each new painting is sold and the
updated ledger is distributed, everyone
in the group re-verifies the new ledger
and compares it with the previous

Many experts
believe that soon
real estate
property records
will be stored
and transacted
on a blockchain
platform.
ledgers. Everyone compares their ledgers
and, if they are the same and accurate,
everyone in the group is 100 percent
certain that the ledger is accurate.
This pattern continues until all the
paintings are sold. Each painting is
sold, recorded in the ledger, and the
ledger distributed and verified by then
50 painting owners and the original
art dealer. At this point the ledger has
been re-verified true hundreds of times
by 50 users. The ledger is accurate and
everyone is 100 percent positive.
Now, some of the original painting
buyers start to buy and sell the paintings
amongst themselves and to others
outside the group. With each transfer of
a painting, a new ledger entry is made,
distributed and then verified true by the
whole gaggle of art aficionados.
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This little example, in simplified terms,
is how the backbone of blockchain
works. In the real world, circulating
all those ledgers on paper and having
everyone verify every transaction would
be very cumbersome. The new art
collectors would give up and go back to
psychedelic drugs and heavy metal.
However, in the modern age, the
ledgers are done electronically and
automatically. The process of writing
and appending the ledger, distributing
copies and having multiple verifications
performed by multiple computers in
multiple locations can be done in a few
nano seconds.
Many experts believe that soon real
estate property records will be stored
and transacted on a blockchain platform.
Once this transformation occurs, buying
real estate will be more like a DMV
transaction that the traditional real
estate transaction we know today.
We will look into other aspects of
blockchain and real estate in future
editions of the SVAR magazine. ~

RPAC SPOTLIGHT:

Patty LaMarr

Name and company:
Patty LaMarr, associate broker, eXp Realty LLC
SVAR member since: 1997
Contributor level: Capitol Insider
Advocacy topics that interest me: Protecting the mortgage interest deduction.
REALTOR® activities and honors: Lifetime Sales Award and served on several committees (Awards Committee most recently).
Community involvement: Volunteer at Destination Church.
Why I give to RPAC: Because the work RPAC does is important. If we want our voice to be heard as REALTORS®, we need to
support RPAC.

Want to learn more and become an RPAC contributor? Just visit
virginiarealtorschoose.com/contribute to get started.
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Factory-Built Housing 101
by Tyler Craddock, Special to The Southside REALTOR®

Over the last few months, I have read
and heard several questions about
factory-built housing (i.e. manufactured
housing, modular housing, mobile
homes, etc.).

Speaking of the types of modular homes,
as an agent, there are two particular
styles of modular homes you might
encounter: off-frame and on-frame. The
distinction between the two is that on-

In order to help with questions that may
arise as agents encounter factory-built
housing in its various forms in their
daily work, I thought it might be helpful
to provide some basic information.

Modular: built to
local code;
Manufactured:
built to HUD code.

At its most basic, factory-built housing
is simply a mode of construction
characterized by housing that is largely
assembled off-site and then transported
to the site where it is placed. This differs
from what is called site-built (or stickbuilt) construction, in which materials
are shipped to the job site and the
structure is built mostly all on-site.
In Virginia, there are predominantly two
types of factory-built housing: modular
housing and manufactured housing.
Modular housing is factory-built housing
that, in its broadest sense, is built to the
prevailing local building code. What that
means in Virginia is that it is built to the
Virginia Uniform Statewide Building
Code. In almost all instances, modular
homes, which Virginia law refers to
as industrialized buildings, are multisectional.
For purposes of zoning, modular homes
are treated the same as site-built homes.
Zoning ordinances cannot treat them
differently, something that circuit
courts have confirmed on multiple
occasions. Now, that does not mean
that they cannot be subject to restrictive
covenants that prohibit them.
Indeed, developers can certainly prohibit
all modulars in a particular community,
or they can prohibit certain types or
styles of modulars.

frame modular homes are shipped to site
on a steel frame and that frame remains
under the home when it is placed on
the lot. The foundation for an on-frame
home generally consists of cinderblock
piers, upon which the entire weight of
the home rests. The skirting around
the perimeter of the home, whether it
is block, brick, or another material is
not weight-bearing and only serves to
protect the crawlspace of the home and
for architectural purposes.
On the other hand, off-frame modulars
are not shipped on steel frames. Instead,
they are shipped on flat-bed trailers
and set into place with “cherry-picker”
cranes. They are placed on perimeterblock foundations, much like those in
other site-built homes.
From a zoning perspective, on-frame
and off-frame modular homes are
treated the same, although they can
be treated differently with regard to
restrictive covenants. Likewise, appraisal
standards and practices can differ
between the two, just as they can differ
among different grades of construction.
In contrast, manufactured homes are
factory-built homes that are built to
a nationwide building code that is
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promulgated by the Department of
Housing and Urban Development
(HUD). The HUD Code, which dates to
1976 (pre-1976 homes are referred to in
the Code of Virginia as “mobile homes”),
is what is known as a performance-based
code. That means that the HUD Code
is designed as a set of standards that
describe how the home should perform.
Engineers design homes to meet those
standards, and those plans are reviewed
and approved by inspectors working
for HUD. By contrast, the USBC is a
prescriptive-based code, which means
that it is much more detailed about
spelling out construction methods.
Manufactured homes can be singlesection or multi-section (i.e., singlewides
and doublewides). By federal law, they
must be built, shipped and placed on a
steel frame.
A number of questions on these homes
surround how to tell them apart.
As an agent, if you are not sure
whether a home is a modular home or
a manufactured home, then search the
closets and cabinets (and sometimes
the electrical box) for a data plate,
which should identify the home as a
manufactured home (look for a reference
to HUD) or a modular (look for a
reference to the state, which approves
and issues seals for modular homes).
Likewise, there are questions about
financing factory-built homes. The
financial products available are largely
driven by whether the home is real or
personal property. Modular homes
are generally attached as real property
(assuming the same person owns the
land and home), and as such, generally
enjoy the same access to mortgage
products as site-built homes, although
(continued on next page...)

SVAR heads to washington
NAR REALTORS® Legislative Conference & Trade Expo attendees wrapped up a great “Mid-Year” on May 19 after a week’s
whirlwind of activities in Washington, D.C. Southside Virginia Association of REALTORS® leadership and other members
were among the participants. Activities during this “Own It”-themed year included meetings, caucuses, elections, assorted
presentations (including a look at FEMA and insurance rate reforms), an economic forecast, a look at NAR initiatives, tours
of Washington sites, the Virginia REALTORS® Reception, the RPAC Hall of Fame inductions and graduation of REALTOR®
University’s fifth class. Thank you to all SVAR attendees—including our bus trip contingent from SVAR headquarters on
May 16—for representing the association and bringing back very important information. Here’s a round-up photo look at the
conference’s activities. To view complete REALTORS® Legislative Conference & Trade Expo activities, go to live.blogs.realtor.
org, and visit our Facebook page at facebook.com/SVARrealtors. – Victoria Hecht, Communications and PR Specialist

(Factory-built, continued from previous page...)

some lenders will have different
standards for on-frame modulars.
Manufactured homes can be real
or personal property. By default,
manufactured homes are considered
personal property unless they are
converted to real property through a
process laid out in state law. If a home is
personal property, the financing options
are largely limited to what is known as
“home-only” or “chattel” lending.
What that simply means is that the
loan is secured only by the home. If a
manufactured home has been converted
to real property, then the mortgage

options available more closely match
those available to modular homes. Of
course, underwriting standards may vary
from lender to lender.
One other area to mention is they types
of ownership situations for factory-built
homes.
For modular homes, it is almost
always in a way that we can think of
as completely interchangeable with
site built construction. There are rare
instances of these homes being on leased
land, in a park, just as there are some
rare instances of site-built homes on
leased land in parks, but both of those

instances are rare.
Manufactured homes can be found
on individual lots or in land-lease
communities. On lots, they may be
attached as real property, having been
converted, or they may still be personal
property if they have not been converted.
In addition, manufactured homes can be
found sited on leased spaces in landlease communities. In these instances,
the occupants may own the home and
lease the space, or they may lease both
home and space, a practice that became
more prevalent in recent years as
sources of chattel financing dried up. ~
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Spotlight on Giving: Courtney Curtis
by Larry Lewis, 2018 Treasurer, SVAR

I am proud to say that most
REALTORS® are caring and considerate
people, with strong ties to their
community as well as the surrounding
communities where they work. In
fact, community involvement and
community service is a large part of all
REALTOR® Association core standards,
as mandated by the National Association
of REALTORS®.
SVAR and its members are, without a
doubt, no exception to the rule. Even
though our association is in the forefront
of community involvement and service,
some of our members go above and
beyond in the deeds they do in giving
back to our community.
These members need to be recognized
for their individual contributions in
their efforts to make our communities a
better place to live and raise families. As
a member of your Board of Directors and
a regular contributor to our quarterly
magazine articles, I thought it would be
a good idea to highlight one or more of
our members each quarter who meets
the criteria.
I would ask that you assist me in future
articles by sending me information on
members or Affiliates who you feel are
deserving of special recognition for
the things they do to give back to the
community.
I have been at Long & Foster in Colonial
Heights for a little over a year now.
I knew a great number of the people
before going there and, after arriving,
I have had the pleasure of meeting the
remainder of the staff and REALTORS®,
all of whom have my utmost respect.
Recently, it has been brought to
my attention that one of our fellow
REALTORS®, in her very special and
unique way, is someone who certainly

needs to be recognized and thanked for
her personal contributions. So, she will
be the first recipient of the magazine’s
quarterly “Spotlight on Giving.”
Courtney Curtis, a REALTOR® at the
Long & Foster Tri-Cities SouthPark

When meeting
Courtney, it is
obvious from the
onset that she not
only talks the talk,
she definitely walks
the walk.

REALTOR® in August 2015 with Long
& Foster on a part-time basis while
still working as a loan officer with Fort
Lee Credit Union in Prince George.
She elected to become a full-time
REALTOR® in the fall of 2017.
Her favorite part of being a REALTOR®
is educating people on their finances
(drawing from her previous experience
as a loan officer) and assisting them in
finding their dream home. Courtney is
very involved with her church, Mount
Olivet Baptist Church in Petersburg,
where her mother is one of the ministers.
It is obvious that she has a true love
and devotion to God. This is further
exemplified by her Facebook page where
she states, “I live for God, always looking
for an opportunity to please Him. Life is
great as long as you put Him first.”
When meeting Courtney, it is obvious
from the onset that she not only talks the
talk, she definitely walks the walk.
Courtney’s story began with her
stepfather’s death in December 2016
following a courageous seven-year battle
with prostate cancer.

Courtney Curtis (left) has partnered with Josh
Gholson (right), a local hair stylist, to finance,
design and create wigs for cancer patients.

office, is an exceptional 29-year-old who
deserves our utmost recognition and
respect. She lives in Petersburg with her
husband, Kennard, and their beautiful
daughter, Kayla, age 23 months. She is a
2007 graduate of Matoaca High School
and a 2011 graduate of Marymount
University in Arlington.
Courtney began her career as a
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She told me, “I wanted to do something
to give back to people with cancer.” So,
after becoming a full-time REALTOR®
in 2017, she partnered with a high
school friend, Josh Gholson, a local hair
stylist and owner of a mobile hairstyling
business known as J Design, to finance,
design and create wigs for cancer
patients. Upon completion, the wigs are
donated to the American Cancer Society
and taken to a location where female
cancer patients can go and select a wig of
their choice.
Courtney is quick to give all the credit
for the design and making of the wigs to
(continued on next page...)

Paint your heart out, SVAR!
Playing with paint is fun, no matter your age, and especially when it brightens someone else’s day. SVAR President Brett Harris,
Immediate Past President Steve Overgard and CEO Joe Croce lent their artistic talents to a mural at Blackwell Preschool Center
in Richmond in April as part of National Volunteer Week activities with the CVR MLS Board of Directors. The mural, themed
“Bring the Outdoors Inside,” brightens up the indoor space where the preschool’s children play when the weather is nasty
outside. Thanks for giving back, folks! – Victoria Hecht, Communications and PR Specialist

(Spotlight on Giving, continued from previous page...)

Josh. She feels that Josh fills a special
niche by designing and creating more
modern/stylish wigs in all designs and
colors as opposed to the traditional-style
wigs. Courtney and Josh split the actual
cost of the wigs.
As of June, this amazing duo has
contributed 17 wigs to the American
Cancer Society. That equates to 17 verydeserving individuals for whom they
have been able to improve the quality of
life and enable them to better cope with
this devastating disease. It is their plan
to hopefully complete and deliver wigs
to the Cancer Society on a bi-monthly
basis.

Courtney has managed to tie the
financing of this endeavor directly to
the success of her real estate business.
Most people would base their charitable
contribution on how much extra money
they had to donate/contribute at a
certain time of need. Not our Courtney!
Her love for God and her desire to give
back to cancer patients took on an
unusual and dedicated regimen to help
finance Josh’s and her project.
Courtney sets aside a specified amount
of her net proceeds from each and every
closing, whether she represents the
buyer or the seller, to go toward paying
for the wigs.

I don’t know about you, but I personally
find this to be the type of business plan
that we all need to think long and hard
about. What is amazing to me is that
Courtney is only 29 years of age. What
an extraordinary young lady!
She is an exemplary example of a real
estate professional who utilizes the tools
of her profession to do gracious deeds
for others and who continuously gives
back to her community.
As fellow REALTORS®, if you would like
to assist in Courtney’s cause, she can
be reached at 804-520-5600 (office)
or 804-898-7177 (cell), or emailed at
courtney.curtis@longandfoster.com. ~
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The road to Happy (Street) is paved with
a rehab loan
by Lee Jean-Pierre, NMLS# 310449, Movement Mortgage

Happy Street has absorbed a vast
amount of memories. Back in the 1940s
after the war, the Wilkins family bought
the resident brand new and raised two
beautiful children there. The children,
Jackie and Ryan, loved running up and
down the halls, sliding on the polished
hardwood floors in their socks, and
Jackie kept her collection of dolls on the
window sill facing the spacious front
yard so they could see the leaves fall
each October.
The Thomas family bought the Happy
Street home from the Wilkinses in the
late-‘60s, and they put their own spin on
the abode, adding shag rugs, changing
to a lime and peach-flowered wallpaper
and even planting a few trees in the front
yard, taking up some of the space but
still leaving plenty.
The James family bought the Happy
Street house from the Thomases in
the ‘90s, put a swing on one of those
beautiful trees that was planted and
changed out some of the décor for high

quantities of wood paneling. Raising
children there as well, they have hosted
over two dozen Christmases and taking
advantage of the spacious dining room.

There are several
rehab loans
available today,
many more than
were offered just
five years ago.
Now Mary REALTOR® and her clients,
the Johnsons, are walking through
this house that is listed for sale, yet
nothing is current style. How does Mary
convince her clients that this is the home
for them, the place for them to create
new memories? She paints a vision for
this client. This is the idea behind a

renovation loan: vision.
What is your client’s vision? Maybe it
is changing all the countertops and the
cabinets in the kitchen. Possibly it is
to put hardwood floors throughout the
house or perhaps restore floors that have
been covered for decades with carpeting.
The desired upgrades could be to add
on a new roof, change the AC unit, even
put in a tankless water heater. A rehab
loan makes that possible. When used
properly it’s amazing how fast this vision
becomes a reality.
There are several rehab loans available
today, many more than were offered just
five years ago. (See the chart below left.)
Let’s say you found a house in the MLS
for $150,000. It needs TLC, and at
quick glance you figure it would cost
$30,000 to meet the vision. How much
more would it cost? At $150,000, a 3.5%
downpayment would be $5,250. Adding
on $30,000 for repairs to bring the
purchase price to $180,000 raises that
same 3.5% downpayment to $6,300—a
difference of only $1,050 out of pocket!
What a relatively small difference to
get your client’s vision fulfilled. When
the client makes application and the
information is sent to the lender and the
file is under written, the underwriting
guidelines are the same FHA guidelines
that you are used to. This gives
additional peace of mind knowing the
client’s credit review is not going to be
extra because it’s a 203K.
When showing a house to the client, as
they are walking through the home, it’s
not a bad idea to have a notepad or even
a checklist available to jot down all the
different things that they would want to
change. At the end of that tour, have a
(continued on page 15...)
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Good news from Legislative Breakfast
Honoring Speaker of the House Kirk Cox
by Steve Overgard, 2018 Immediate Past President, SVAR

SVAR was well represented as many
members attended the 22nd annual
Legislative Breakfast at the Keystone
Antique Tractor Museum in late May.
This has always been an early morning
event where beauty rest is traded for
strong coffee and a collective community
synergy unique to the Tri-Cities.
Del. Kirk Cox, our Southside delegate,
is Speaker of the Virginia House of
Delegates. We are fortunate to have him
in our own backyard representing this
region and all Virginians.
The politicians in Washington, D.C.,
should take notice of how Virginia’s
legislative body operates. Some of the
overlying themes of the 2018 session
were civility, unit and “We are One.”
Speaker Cox articulated this point by
sharing a portion of his opening speech
given at the beginning of the 2018
legislative session.

immediately as a teacher in Virginia
upon relocation.
This helps the military family maintain
their family income and helps Virginia
attract some fine, well-qualified teachers.
It’s a win-win.

Part of the
legislative objective
was to reduce
regulations by
25%. That is
welcome news.

The state budget will get done with
compromise, civility and a good measure
of common sense, as it should. The
state has an AAA-rated bond rating,
meaning it can easily meet its financial
commitments. There are only 14 state
that are AAA-rated. Of those 14, only 7
seven states have maintained AAA-rated
for the last 13 years, and Virginia is one
of those states. Because of Virginia’s
exceptional bond rating, the state can
borrow money at very favorable rates.
Speaker Cox indicated they are always
looking to lower taxes and head off new
taxes. He said they were working to
protect the 2nd Amendment and gun
owners’ rights.
One of the big projects has been school
safety, which, due to the recent events
in Florida and Texas, is heavy on
everyone’s mind and heart. There is
work to collect good ideas around school
safety and start to draft Best Practices
that can be adopted by schools across
the Commonwealth.

Put simply, the General Assembly
session focused on finding practical
solutions to everyday issues: simple,
grounded, logical.
An example of this was explained where
one piece of legislation provided a
solution to several problems. Virginia
has a need for more qualified teachers.
Virginia also has a lot of military
transferees, spouses and families moving
into the state. In cases where the spouse
is also a teacher, the new legislation
has eliminated all the red tape, and
the military spouse can start to work

We were all happy to learn that part of
the legislative objective was to reduce
regulations by 25%. That is welcome
news.

Speaker Cox reported that Gov. Ralph
Northam has been outstanding to
work with and is a true bipartisan, also
putting the interest of Virginians ahead
of political party.

Most of those attending the breakfast
event left satisfied that we are fortunate
to live in Virginia and blessed to have
Speaker Cox as our neighbor, friend and
delegate. ~

THE SOUTHSIDE REALTOR® • 2ND QUARTER 2018 • p. 13

Building a work/life balance
by Kathie Braswell, 2018 President-Elect, SVAR

While a career in real estate can offer
some flexibility in your schedule, many
practitioners say it can be a difficult
balance to squeeze in a family and social
life when you’re expected to be available
24/7. Between clients demanding
immediate responses to their inquiries
and the relentless evening and weekend
appointments, your time can disappear
in a flash.
You’re always on call, and you must be
flexible to find the perfect balance.
How have you been juggling it all?
Suffering through sleepless, work-filled
nights? Missing out on family events?
Well, it’s time to shift strategies.
The team approach could help you better
take control over your schedule. Also,
divvying up some of your responsibilities
with a partner may bring more sanity.
Some agents use the services of a virtual
assistant/personal assistant, who works
off-site to assist you on an ongoing or
temporary basis with any number of
tasks, such as web design, writing listing
ads, coordinating your marketing and
more. You can find virtual assistants
through many channels, such as
the International Virtual Assistants
Association, REVA Network or Virtual
Assistant for Real Estate, among others.
Does this sound familiar? You start
your day checking emails, posting to
your social networks and responding
to messages, and before you know it,
it’s already after noon but you haven’t
delved into any of your top priorities.
To strike a better work-life balance,
you may need to carefully evaluate
how you’re using your time. Time
management is an essential skill for
successful professionals, yet it’s rarely
taught. You are never going to be
productive if you can’t manage your

time. You need to be crystal clear about
what your priorities are. Identify your
core four.

items that don’t require as much use or
immediate response can be kept further
away.

Try this exercise: In the middle of a
piece of paper, draw a big plus sign. In
each quadrant, write one of the four
core areas of your life -- for example,
business, family, health and spirit.
Maybe one might be a specific hobby

Create a to-do list that focuses on today,
one for this week and a master list of
what’s coming in the future. When a task
comes at you, you can then plug it into
one of the three to-do lists. I recommend
having meetings with your family so that
you can plug family events in to your list
as well.

Time management
is an essential
skill for successful
professionals, yet
it’s rarely taught.
or passion. Ask yourself how well you
are focusing your time and energy on
these four areas. Try to write down the
percentage of time you spend in these
areas. For example, if 75 percent of
your time is spent on work, you may
not have 20 percent to devote to an
extracurricular activity if it’s outside
your core four without sacrificing in the
other areas you identified.
A cluttered workspace can stifle
decision-making. Map out your
workspace using these four main areas:
in, out, pending and working. Where is
each of these areas in your workspace?
The pending area should be all active
items you need to do, whereas the work
area is where you sit down and complete
those items. Keep the work area clear
unless you are actually working on
something. Set up your workspace using
a warm-cold system to organize. Keeping
what you need and use most often
close to you, the “warm” zone. Cooler
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Unplug from all your technology, and
carve out time to work at a deeper level.
You’ll be amazed at how much you can
get done. Schedule a 59-minute time
block several times weekly to serve as
your optimal concentration time. Break
away from your email, phone, social
networks and meetings. Accomplish the
most difficult and time-consuming and
least enjoyable tasks first.
If you have multiple tasks, set a timer
and the move onto the next highest-level
task when it dings. People tend to work
more efficiently when under deadline
pressure.
Set yourself up for success tomorrow by
looking ahead at the end of each day.
You need control of your time. One of
the biggest challenges for many people
is not telling yourself how to spend your
time. You allow your clients to dictate it
instead of you.
Take 15 minutes at the end of each day
to tie up loose ends so that you can have
a clean break from your work life to your
personal life. Define two or three things
so you can press the reset button for
the next day. This can be anything from
taking the time to clear out your email
inbox at the end of the day to cleaning
up your work files.
(continued on next page...)

(Balance, continued from previous page...)

Maintenance is the strongest piece to
the productivity puzzle. If you don’t
maintain your processes, everything will
fall apart again. The worst thing is that
four months later you haven’t done any
maintenance of your systems, and then
you have to devote an entire Saturday to
cleaning out the trunk and filing bills.
You can’t do it all, but if you find your

stress level or even health is beginning to
be affected by your massive list of to-dos,
you may need an intervention, whether
that’s finding ways to better manage
your time, staying focused on more high
priority items or soliciting extra help.
We live in a world that says everything
must be perfect, but you just have
to do the very best you can. I’m still

trying to find that perfect balance. I
try to carve time each day to do certain
things to move my business forward.
But sometimes I have to say “no” to my
clients and reschedule things. That’s
hard to do, but my family comes first
and for now, I try to do the best that I
can each day. ~

(Happy Street, continued from page 12...)

tradesman at the ready and send them
this information and so they can give a
general idea as to how much it would
cost to make the improvements. Then
speak with an experienced rehab loan
officer contact so they can provide quick
numbers for your client’s vision. Within
moments a potential walk-away can
become a new ratified contract.
Make no mistake: Your team makes
a large difference in the effective

completion of this project. You should
seek:
• A loan officer who is familiar with
doing rehab loans regularly;
• A team that is part of a company
that is able to administer draws
quickly (money that is given for the
project); and,
• A contractor or a tradesman (even
a handyman) that can give quick
estimates.

Creating vision lets your own personal
inventory availability go to a further
degree with all your clients. Mary
REALTOR® did it, and her buyers are
on Happy Street in their new remodeled
home that the remodeled. Let the new
memories begin! ~

Trim
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Reach your homebuying goals
Whether you’re buying your first home, a second home, or refinancing your current home,
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• Fixed- and adjustable-rate mortgages

Contact me today!
Ryan Carmichael, Home Mortgage Consultant
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Williams Mullen

The growth of the so-called “sharing
economy” creates friction with
traditional industries. Ride sharing
companies such as Uber and Lyft have
generated controversy with traditional
taxi cab companies, for example. Space
sharing companies such as VRBO or
Airbnb have clashed with hotel and
motel operators. In the state of New
York, one other group has challenged the
rise of space sharing companies. That
group is real estate brokers. On at least
two occasions, real estate brokers have
tried and failed to challenge Airbnb’s
business model. In both cases, the
brokers lost primarily on procedural
grounds. The New York brokers’
arguments, however, possibly preview
disputes that will arise in other states.
In the case of Parker Madison Partners
v. Airbnb, Inc., decided by the United
States District Court for the Southern
District of New York on September 29,
2017, Parker Madison Partners brought
a class action suit on behalf of itself
and all licensed real estate brokers
seeking to enjoin Airbnb from engaging
in unfair competition and violating
New York law by providing real estate
brokerage services without a license.
Airbnb commenced operations in 2008
and, according to Parker Madison’s
complaint, facilitates approximately
25,000 rental transactions per day
in New York City. Without a broker’s
license, Airbnb provides services
such as listing and advertising rentals
and maintaining and regulating
an online forum through which its
hosts and guests must conduct their
communications and negotiations. Its
terms of service require guests to agree
to permit Airbnb to handle the rental
funds, gives Airbnb absolute discretion
to resolve disputes between hosts
and guests, offers hosts the option of
permitting Airbnb to set prices for their
rentals, makes a photographer available

free of charge to take pictures of hosts’
properties, and advertises its website.
Airbnb processes rental payments
on behalf of the hosts and takes a
percentage of the payment as a fee
or commission. That percentage is
usually 3% of the rental payments
received. Airbnb also charges guests a

Real estate brokers
have tried and
failed to challenge
Airbnb’s business
model.
commission but does not disclose the
precise amount, although the complaint
stated that it falls somewhere between
6 and 12% of the rental amount.
Notwithstanding the foregoing, Airbnb
claims on its website that it is not a real
estate broker.
Parker Madison disagreed with that
statement, and argued that Airbnb’s
unlicensed activities harm licensed
brokers by permitting a large scale
market competitor to perform real estate
brokerage services without a license
and without oversight. Parker Madison
also stated that the class it represents
has an interest in not being subject
to competition in a commercial arena
reserved exclusively for licensed brokers,
and in maintaining the integrity of the
licensed real estate brokerage profession.
According to Parker Madison, Airbnb
takes unfair advantage of the real
estate rental market and consumers
in that market, who are entitled to the
protections afforded by New York’s
licensed and regulated brokers. Allowing

p. 16 • THE SOUTHSIDE REALTOR® • 2ND QUARTER 2018

Airbnb to continue such operations
will have severe repercussions for the
commercial space reserved for licensed
brokers and render the New York real
estate law meaningless.
The U.S. District Court did not disagree
with any of Parker Madison’s allegations
or any of Airbnb’s defenses, because it
found that Parker Madison’s allegations
were too general to give Parker Madison
and the broker class standing to
proceed. The court explained that Parker
Madison would only have standing (i.e.
a sufficient interest in and the right
to proceed with the case) if it met a
three part test. The first part is that the
plaintiff has experienced an injury in
fact. The second is that the injury is in
some sense caused by Airbnb’s action or
omission. The third is that a resolution
of the case in Parker Madison’s favor
would likely redress the injury.
The court found that Parker Madison
failed the first part of the test, so its suit
could not proceed. The allegations in
Parker Madison’s complaint were simply
too broad. Parker Madison did not
allege any specific “injury in fact” that
either it or the members of the broker
class had suffered because of Airbnb’s
conduct. Parker Madison’s complaint
contained no allegations about any
current or potential clients that had been
lost to Airbnb, any allegations about
how Airbnb competes with licensed real
estate brokers, or even any claims that
licensed brokers and Airbnb operate in
the same market. Because Airbnb has
been in business since 2008, the court
expected that Parker Madison should
be able to detail at least one incident
of alleged harm in its complaint. That
lack of specificity meant that Parker
Madison’s claims of harm were merely
conclusory statements that were too
(continued on page 19...)

AFFILIATE SPOTLIGHT:

George B. Diradour State Farm Insurance

COMPANY: George B. Diradour State Farm Insurance
COMPANY DETAILS: 105 N 2nd Ave., Hopewell; georgediradour.com
Year company established: 1985
Company specialties: Auto, home, life, health and business Insurance.
State Farm Bank (loans and deposit products).
Company memberships: SVAR Affiliate member, Ambassador Travel and Crystal Excellence Agent.
Territory: Tri-Cities and Chester.
SVAR Affiliate member since: 2017
Why I joined SVAR: To establish and reestablish relationships with REALTOR® members and Affiliates. Also, to have fun and
fellowship at SVAR events.
Why I got into this business: To be my own boss and have the opportunity to help others with the selection of insurance
products and to assist with claim settlements.
Why I love doing what I do: It’s something new every day. I’m with great co-workers, and we get to help our
policyholders recover from the unexpected.
FAVORITE SATISFIED CUSTOMER STORY: An elderly policyholder came into the office to let me know his wife had recently
passed. He had forgotten about a final expense life insurance policy we had written for her about 10 years prior. When I
reminded him of the policy, he burst into tears.
Best piece of advice I can give a client: Stay in touch and come in for periodic reviews, because insurance is
constantly changing.
The one thing I want REALTORS® to know about my industry is: I truly appreciate the homeowner referrals and
personally make sure their clients are well taken care of.
The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.

YOU’RE ON FACEBOOK? SO ARE WE!
Real estate is about relationships. Where better to build and maintain
relationships than on SOCIAL media? If you haven’t liked and/or
followed SVAR on Facebook yet, surf on over and do so today.

Facebook.com/SVARealtors
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Are you familiar with tenant assertion?
by Marita Dorr, ABR, GRI, SRES, Chair, Property Management Committee

Tenant assertion is a legal procedure
available to all tenants. A tenant may
file a tenant assertion (lawsuit) when the
tenant thinks that repairs are not being
addressed in a timely manner regarding
the rental property.
Many times the tenant is not aware of
the work being done to alleviate the
situation and files the tenant assertion
and pays the rent money into the court
escrow.
When the rent money is put in the
court’s escrow fund, this becomes a
burden on the owner who is trying to
do repairs and needs the rent money to
pay the mortgage and to fund repairs.
This becomes a hardship on the owners.
Keep in mind that, once the money is in
the court escrow fund, it takes a General
District Court judge to release the rent
money to the owner or back to the
tenant.
The tenant assertion is in the Virginia
Residential Landlord Tenant Act,
Statute 55-248.27. This information
is so important that I do not want to
paraphrase. Here it is directly from the
Act.
***
§ 55-248.27. Tenant’s assertion;
rent escrow.
A. The tenant may assert that there
exists upon the leased premises, a
condition or conditions which constitute
a material noncompliance by the
landlord with the rental agreement or
with provisions of law, or which if not
promptly corrected, will constitute a
fire hazard or serious threat to the life,
health or safety of occupants thereof,
including but not limited to, a lack of
heat or hot or cold running water, except
if the tenant is responsible for payment
of the utility charge and where the lack

of such heat or hot or cold running water
is the direct result of the tenant’s failure
to pay the utility charge; or of light,
electricity or adequate sewage disposal
facilities; or an infestation of rodents; or
of the existence of paint containing lead
pigment on surfaces within the dwelling,
provided that the landlord has notice
of such paint. The tenant may file such
an assertion in a general district court

When the rent
money is put in
the court’s escrow
fund, this becomes
a burden on the
owner who is trying
to do repairs.
wherein the premises are located by a
declaration setting forth such assertion
and asking for one or more forms of
relief as provided for in subsection D.
B. Prior to the granting of any relief, the
tenant shall show to the satisfaction of
the court that:
1. Prior to the commencement of the
action the landlord was served a written
notice by the tenant of the conditions
described in subsection A, or was
notified of such conditions by a violation
or condemnation notice from an
appropriate state or municipal agency,
and that the landlord has refused, or
having a reasonable opportunity to
do so, has failed to remedy the same.
For the purposes of this subsection,
what period of time shall be deemed
to be unreasonable delay is left to the
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discretion of the court except that there
shall be a rebuttable presumption that a
period in excess of 30 days from receipt
of the notification by the landlord is
unreasonable; and
2. The tenant has paid into court the
amount of rent called for under the
rental agreement, within five days of the
date due thereunder, unless or until such
amount is modified by subsequent order
of the court under this chapter.
C. It shall be sufficient answer or
rejoinder to a declaration pursuant to
subsection A if the landlord establishes
to the satisfaction of the court that the
conditions alleged by the tenant do not
in fact exist, or such conditions have
been removed or remedied, or such
conditions have been caused by the
tenant or members of his family or his or
their invitees or licensees, or the tenant
has unreasonably refused entry to the
landlord to the premises for the purpose
of correcting such conditions.
D. Any court shall make findings of fact
on the issues before it and shall issue
any order that may be required. Such an
order may include, but is not limited to,
any one or more of the following:
1. Terminating the rental agreement
upon the request of the tenant or
ordering the premises surrendered to
the landlord if the landlord prevails on
a request for possession pursuant to an
unlawful detainer properly filed with the
court;
2. Ordering all moneys already
accumulated in escrow disbursed to the
landlord or to the tenant in accordance
with this chapter;
3. Ordering that the escrow be continued
(continued on next page...)

(Assertion, continued from previous page...)

until the conditions causing the
complaint are remedied;
4. Ordering that the amount of rent,
whether paid into the escrow account
or paid to the landlord, be abated as
determined by the court in such an
amount as may be equitable to represent
the existence of the condition or
conditions found by the court to exist.
In all cases where the court deems that
the tenant is entitled to relief under this
chapter, the burden shall be upon the
landlord to show cause why there should
not be an abatement of rent;
5. Ordering any amount of moneys
accumulated in escrow disbursed to the
tenant where the landlord refuses to
make repairs after a reasonable time or
to the landlord or to a contractor chosen
by the landlord in order to make repairs
or to otherwise remedy the condition. In
either case, the court shall in its order
insure that moneys thus disbursed will
be in fact used for the purpose of making
repairs or effecting a remedy;
6. Referring any matter before the court
to the proper state or municipal agency
for investigation and report and granting
a continuance of the action or complaint
pending receipt of such investigation
and report. When such a continuance
is granted, the tenant shall deposit with
the court rents within five days of date
due under the rental agreement, subject
to any abatement under this section,

which become due during the period of
the continuance, to be held by the court
pending its further order;
7. In its discretion, ordering escrow
funds disbursed to pay a mortgage
on the property in order to stay a
foreclosure; or
8. In its discretion, ordering escrow
funds disbursed to pay a creditor to
prevent or satisfy a bill to enforce a
mechanic’s or materialman’s lien.
Notwithstanding any provision of this
subsection, where an escrow account
is established by the court and the
condition or conditions are not fully
remedied within six months of the
establishment of such account, and
the landlord has not made reasonable
attempts to remedy the condition,
the court shall award all moneys
accumulated in escrow to the tenant.
In such event, the escrow shall not be
terminated, but shall begin upon a new
six-month period with the same result
if, at the end thereof, the condition or
conditions have not been remedied.
E. The initial hearing on the tenant’s
assertion filed pursuant to subsection
A shall be held within fifteen calendar
days from the date of service of process
on the landlord as authorized by § 55248.12, except that the court shall order
an earlier hearing where emergency
conditions are alleged to exist upon

the premises, such as failure of heat
in winter, lack of adequate sewage
facilities or any other condition which
constitutes an immediate threat to the
health or safety of the inhabitants of the
leased premises. The court, on motion of
either party or on its own motion, may
hold hearings subsequent to the initial
proceeding in order to further determine
the rights and obligations of the parties.
Distribution of escrow moneys may
only occur by order of the court after
a hearing of which both parties are
given notice as required by law or upon
motion of both the landlord and tenant
or upon certification by the appropriate
inspector that the work required by the
court to be done has been satisfactorily
completed. If the tenant proceeds under
this subsection, he may not proceed
under any other section of this article as
to that breach.
***
I have a tenant assertion case pending
right now. It was filed in January 2018,
and I hope to have it settled by the end
of May 2018. Because of the way the
tenant filed the case, I must have an
attorney presenting the case.
The next Property Management
Committee meeting at SVAR will be on
June 28 at 9:30 a.m. We hope to see you
there. ~

(Legal Corner, continued from page 16...)

broad to establish an injury in fact.
Parker Madison thus could not prove
even the first element of the three
part test for standing, and the court
dismissed the complaint against Airbnb.
The court did leave the door open for
other potential plaintiffs, however. The
court opined that what Parker Madison
really had alleged at the core of its
complaint was that Airbnb violated
the New York real property law by
acting as a real estate broker without

a license. Nevertheless, neither Parker
Madison or any member of the class
it represented was the proper party to
enforce New York’s brokerage license
law, which was not intended to protect
real estate brokers. That statement by
the court leaves open the possibility that
the parties intended to be protected by
New York’s real estate brokerage laws,
i.e. consumers, might have standing to
bring suit against Airbnb for violation
of those laws. The New York authorities
governing real estate brokerage licensure

also presumably would have standing
to enforce those laws if they considered
Airbnb to be performing brokerage
activities without the proper license.
Time will tell if either of those cases
comes to pass in New York or
elsewhere. ~
This column is not, nor is it intended to be, legal
advice. You should consult an attorney for advice
regarding your individual situation.

THE SOUTHSIDE REALTOR® • 2ND QUARTER 2018 • p. 19

Another peek at Joyce Navary’s book,
“On The Move!”
by Joyce Navary, Weichert REALTORS®, Brockwell & Portwood

Editor’s note: Below is a further look at a portion
of Chapter 6, “Making a Realistic Offer,” from the
book “On The Move! A Guide to Buying & Selling
Your Home” by SVAR member Joyce Navary. The
book is available for purchase on Amazon.

Making an offer on a home is a
huge step. You will be taking on the
responsibility of a mortgage, repairs,
lawn care and other chores that
homeowners sometimes gripe too much
about. While you should be cautious, you
should also make a bid on a home that
you really like within a week after seeing
it. This will put your mind at ease so that
you can think of all the other items you
will have to get done before the closing.
What to do before making an
offer - Before you make an offer on a
home, you should do the following:
• Attend open houses;
• Find out more about a property;
and,
• Find out about taxes in the area.
These suggestions will help you make
the most informed decision possible
when it comes to buying your first home.
Your REALTOR® will have access to
much of this information.
Attend open houses - Attend as many
open houses as you can in homes that
are in the area where you want to live.
This will give you the opportunity to
see what is out there, the going price
of homes in the area, and also give you
a basis of comparison when looking at
other homes.
Open houses are fun because you will
be able to look into every area of the
home without having to worry about
the homeowners and real estate agents
following you around. Many times, you
may even find your new home this way.
Almost every weekend in most
neighborhoods, there will be an open

house. Stop by and see for yourself what
the homes in the area look like and what
you can get for your budget.

You should try to
be as specific as
possible when
writing up a
purchasing offer.
Find out more about a property - If
you find a home that you might want
to buy, you should find out everything
you can about the property first before
making an offer. Visit the county clerk’s
office or ask your REALTOR® for the
tax record information. This will tell
you how much the owners paid for their
house and the value of their property.
This will give you an idea of how much
you should offer for the home. If the
home is in an area that has seen better
days you can make an offer that is lower
because when you sell the property
someday, you may have to lower your
price as well. If houses are selling
quickly in the area, you may need to
make a higher offer to be able to get the
house you love.
Find out more about taxes in the
area - As a homeowner, you will be
paying yearly property taxes, local taxes,
school taxes, community dues, and other
taxes that could drive your household
spending through the roof. Before
you commit to living in a certain area,
make sure you understand everything
you will be paying each year. Taxes
and insurance can be rolled into your
mortgage payment. Your REALTOR®
can tell you the annual taxes for a
particular property.
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How to write a purchase offer - This
is the most important step when making
an offer to buy your first home. The
purchase offer should outline everything
you expect from the homeowner and
what they can expect from you.
You should include the following in your
offer:
• Price being offered ;
• Amount of deposit on the home;
• Amount of money you will be
putting down on the home;
• Mortgage terms ;
• Contingencies (such as appliances
that will stay, repairs that will need
to be made, removal of items from
the yard, etc.);
• When closing will take place;
• Specify who will pay which fees;
and,
• Any reports that will be needed.
Each of these categories should be
explained in its own paragraph in the
purchase contract. Your REALTOR®
will advise you about the details and
specifics, but you should learn some
information as well. You should try to be
as specific as possible when writing up a
purchasing offer. Each state has its own
laws concerning contingency, amount of
time a buyer has to respond to the offer,
and fees that are to be paid. Be aware of
these laws before sending your offer or
you may end up with a counter offer or a
rejection.
Your REALTOR® will make sure all
the aspects of the contract are covered.
He or she may have some advice or
additional categories you should add
depending on the age of the home, the
neighborhood, and the laws that exist.
If you make an offer that is reasonable,
well written, and hard to break, then you
will be on your way to buying a home. ~

Navary graduates Leadership
Development Academy
Congratulations to SVAR’s Joyce Navary on her graduation from the Richmond
Association of REALTORS®’ Leadership Development Academy Class of 2018.
According to RAR, the six-month academy is “designed to develop visionary,
service-oriented REALTOR® members for professional, civic and community
leadership roles. ... While working with professional leadership coaches,
participants will identify and develop their personal and professional leadership
styles, and communications skills. The academy offers an overview of the significance of
community and civic involvement, as well as insight into the Association and the role of
volunteer leaders.”
Navary, with Weichert Realtors, Brockwell & Portwood, is no stranger to leadership and
giving back to the community. In 2016, she was recognized as Woman of the Year by the
National Association of Professional Women and was inducted into the association’s VIP
Woman of the Year Circle.
After retiring from a 37-year career as a teacher for special needs children, Navary embarked
on her second calling as a real estate professional about 10 years ago. She also is the author
of “On the Move!: A Guide to Buying and Selling Your Home.” Congratulations from SVAR!
– Victoria Hecht, Communications and PR Specialist

The HMS Home Warranty works for buyers, sellers and YOU.
We are committed to making home management easy
by working with real estate professionals, home sellers
and buyers to provide affordable coverage for mechanical
failures of major home systems and appliances.
•

Over 30 years of trusted experience

•

24/7/365 Customer Care

•

Coverage for major systems &
appliances

•

Industry leading 180-day
workmanship guarantee

Katy is available for HMS
consultations, trainings,
and service needs.
Reach out to her at:
Phone: 804.614.7104
E-mail: krichards@hmsnational.com
www.hmsnational.com l 800.843.4663
©2018 HMS National, Inc. All Rights Reserved.
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SVAR GRI course presentation a big
success
by Al Wells, CRS, GRI, ABR, Chair, Education Committee

The SVAR School of Real Estate
presented its first Graduate, REALTOR®
Institute (GRI) course in April, and
it was a blazing success. The course,
RI 505: Working with Sellers, was
taught by renowned instructor LeRoy
Houser to about 25 SVAR members and
REALTORS® from other associations
seeking the prestigious GRI designation.

• RI 501: Agency in Virginia
(Classroom/6 Hours), June 6,
9 a.m.-4 p.m.
• RI 504: Working with Buyers
(Classroom/6 Hours), Sept. 5,
9 a.m.-4 p.m.
• RI 502: Sales Contracts
(Classroom/6 Hours), Oct.15,
9 a.m.-4 p.m.

The GRI designation is an education
program and designation sponsored
by the Virginia REALTORS®. GRI is
recognized by the National Association
of REALTORS® and is one of the most
popular and prestigious designations for
REALTOR® members nationwide.

GRI courses offer
you enhanced
skills for ultimate
success in a real
estate career.

The program focuses on developing and
increasing participants’ professionalism
and skillset in order to strengthen
both the value to consumers and the
member’s bottom line. While licensing
courses and most post-license education
teach you how to manage risk in your
business and complete transactions, GRI
courses offer you enhanced skills for
ultimate success in a real estate career.
The Virginia GRI curriculum consists
of 10 courses that each student must
complete successfully in order to earn
the GRI designation. Eight classes are
hosted by local associations across the
state, and two classes are available
online. Online courses are available for
immediate enrollment. The full schedule
and description of courses can all be
found at virginiarealtors.org.
SVAR will be presenting all eight
classroom-required courses from now
through this time next year with the goal
of providing agents the opportunity to
complete all 10 required courses for the
designation within one year.
We have scheduled the following courses
for the remaining months of this year:

The remaining courses will be presented
in 2019; the dates and times to be
announced later. They are:
• RI 503: Business Planning
(Classroom/6 Hours)
• RI 506: Risk Management
(Classroom/6 Hours)
• RI 507: Ethics and Professional
Responsibility
• RI 508: Real Estate Law and
Virginia Regulations
The online courses are:
• RI 509: Mastering Real Estate
Negotiations
• RI 510: Beneath the Surface:
Understanding the Anatomy of a
House
To get more detailed information
about the advantage of having the
GRI designation, course descriptions,
instructors, CE and PL credits, and
state-wide schedule, please check
out the Virginia Realtor website at
virginiarealtors.org/for-members/
education/gri-realtor-institute.
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We would also like to remind you to hold
the date for this year’s SVAR Education
Fair and Trade Show, September 12 at
Virginia State University. This year will
have a football tailgating theme.
Here’s your “Did you know…?” fact
for this issue: Did you know that a
poorly maintained house can lose up to
$20,000 in value? This and other “Did
you know…? facts can be found at
nar.realtor, crazyfacts.com, did-youknows.com and retipster.com/35-realestate-facts/.
The 2018 Education Committee
members are Joyce Navary, Doug
Compton, Barbara Chambers, Pat
Robinson, Rhonda Canada-Partin,
Nan Gaudet and myself. We would also
like to welcome our new committee
member Pamela Artis. Our contact
information can be obtained via the
SVAR (svarealtor.com) or MLS database.
The committee member liaisons Subject
to changes and additions) for some of
the larger offices are as follows:
Al Wells: Ingram and Associates
(Hopewell-Chester), Ford Agency, Prince
George Realty, Hometown (Prince
George) and RE/MAX Commonwealth;
Barbara Chambers: EXP Realty,
Long & Foster, Front Door Realty,
Wilkie Real Estate, VA Capital, and Tyler
Realty Group;
Joyce Navary and Carolyn Strong:
Weichert Realty, Cole Real Estate, and
Daniel & Daniel Realty;
Pat Robinson: Napier Realty;
Rhonda Canada-Partin: 1st Choice
Realty;
Doug Compton: Access, Tennek,
Whitman Properties; and
Nan Gaudet: 1st Choice, Harris and
Associates, and Par and Abernathy. ~

CEO’s Message
by Joe Croce, RCE

This article may offend some readers,
because it may hit close to home. I
manage and attend many meeting here
at SVAR as well as other communitybased meetings and events. As years go
on I see a disturbing trend.
It has to do with basic good manners
and respect for other people. How did
it get to be OK for people to be late for
everything? Because as far as many
people are concerned, it’s not OK.
In recent years it seems that a meeting
or education class set to start at 9 a.m.
for some people means in the general
vicinity of any time which starts with
the numeral 9 – like 9:30, for example.
People drift in at 9:10 or 9:20 or even
later. And they smile warmly at the
waiting group, apparently totally
unconcerned that others have been there
since five minutes to 9, prepared and
ready to start.
Ten people kept waiting in a meeting for
20 minutes, while some one idles there
to the meeting, is actually 20 minutes
times 10, which is 200 minutes wasted
while waiting for the late person to
arrive. That is over three hours wasted.
Or an arrangement to meet someone
for a business meeting at 3 p.m., but
then you get a text saying, “I am five
minutes away,” which inevitably means

10 minutes, and so you wait for 15 or
20 minutes and cooling your heels in
anticipation.
On occasion these latecomers are people
who have requested the meeting in the
first place, are asking for your help, or
are selling something. And, of course,

Some people
no longer even
pretend that they
think your time is
as important as
theirs.
this has massive implication to the
real estate industry, where lateness is
both commonplace and may be hugely
damaging to your personal and industry
brand.
It is not just business! Why do people,
invited for a dinner party at 7:30,
think it’s cool to show up at 8:30, i.e.
fashionably late? That’s a given, we all
do, and it’s a cop out to use that as an
excuse.

It’s simply that some people no longer
even pretend that they think your time is
as important as theirs. And technology
makes it worse. It seems texting or
emailing that you are late somehow
means you are no longer late. Really?
You are not being considerate. Think
about the time of those people waiting as
being as valuable as yours. In my nonbusiness life I have little patience for
those who make me wait. Not everyone,
just those who are always late. I find
myself lowering my expectation of these
people, and I see the effect of this on
how the meeting or event starts out.
.
The general excuse is that they were
busy. Of course, they were busy, but hold
on, I am busy, too! Me? Am I ever late?
Sure, but very rarely. That’s inevitable,
even with the best of intentions. But I
never plan to be late. I never let time
slide because my stuff is more important
than theirs. I am not talking about the
odd occasion of lateness. I am talking
about people who are routinely late.
The best rule of thumb regarding time
is the 15-minute rule. Always plan on
arriving 15 minutes early. You don’t
know what will await between you and
your destination, and getting there a few
minutes early is really not a bad idea. ~
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ASSOCIATION TO ASSOCIATION:
“Building Legacies” for 2018 and beyond
by Carl D. Burt, 2018 President, Virginia Peninsula Association of REALTORS®

Greetings to SVAR from the Virginia
Peninsula Association of REALTORS®
(VPAR).
At VPAR, member education,
homeowner advocacy, professionalism,
technology and accountability are among
our top priorities. Our association serves
as the “Voice for Real Estate on the
Virginia Peninsula.” We are advocates
for homeownership-related matters in
our community, state and across this
nation.
VPAR was founded in 1920 with 20
members; today we have approximately
1,100 members. Our VPAR Board
consists of 11 Board of Directors
members and the VPAR CEO. The 2018
VPAR board members are President
Carl D. Burt, President-Elect Carla
Carney, Treasurer Sandra Hood, Past
President Chandra Patterson, Directors
Eugenia Jackson, Lindsay Pennington,
Kaera Mims, Stephenie Shanks, Peggy
Todd, Adam Triplett and Valarie Miller,
and CEO James Wetzel, RCE. Our
staff consists of director of education
director/event planner Jo McNamara
and director of member services Cindy
Anderson.
Our goals:
• Communicate effectively with
our members, the public, and
government entities.
• Provide members with the
education and resources that will
enable them to conduct business,
ethically, successfully and
professionally.
• Engage members in advocacy
by enhancing our role through
promoting the value of RPAC.
• Educate and train the members
who in turn educate the consumer
on the role and mission of
the REALTOR® brand and its
community relationships.

• Recruit and retain members and
encourage engagement by showing
value and relevancy of membership.
• Provide maximum benefits to our
members while adhering to our

It is my plan to
further engage
community
interaction
between
REALTORS® and
the public.
fiscal responsibilities.
Our mission statement: “We advocate
for the benefit of Virginia Peninsula
REALTORS® and our community.”
Our Strategic Plan contains six goal
areas that provide focus and guidance
for our Board of Directors. Our CEO,
Board, committees and staff work very
diligently to ensure we remain relevant
in an ever-changing professional
environment.
As VPAR president, my theme for
2018 is “Building Legacies.” During
my installation, it was Veteran’s Day,
so therefore we also honored our
veterans and first responders during
the installation banquet. They were
presented with commemorative coins as
tokens of our appreciation for service to
our country and communities.
In addition to the installation of the new
Board of Directors, we also presented
very deserving awards for outstanding
accomplishments to members and
Affiliates. Our Charitable Foundation
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presented $32,500 in total donations to
selected charities in our community. It
was a very memorable occasion.
Moving beyond the pomp and
circumstance of the installation, our
focus this year is on ensuring adherence
to the strategic plan and vision for our
association. We constantly strive to
identify methods to provide greater
value to our membership. Seeking
input from all levels of association
membership on ways that we can
improve service and value to members,
Affiliates, partners and sponsors.
This year we are engaging our brokers
and companies to help encourage
participation in VPAR-related activities
and community involvement. We
continue our political outreach to ensure
the REALTOR® voice is heard and our
agenda items known. We encourage
established REALTORS® to reach out
and mentor new REALTORS® to help
ease their transition into the real estate
profession. It is my plan to further
engage community interaction between
REALTORS® and the public to enhance
our service to those we serve. We strive
to reduce operational overhead and
maintain association dues structure as
much as fiscally probable.
During 2018, it is one of my goals
to work with our Member Relations
Committee to develop more familyoriented social activities for our
membership and to enhance more
networking opportunities for our
members. We are working with our
Professional Development Committee to
increase attendance and identify training
classes that are both relevant and value
packed for our membership.
We are open to suggestions and ideas
from our membership on ways in which
we can better serve our association this
year and beyond. ~

SVAR in brief: big news, small bites.
Here’s the challenge:
Engage!
Nancy Steinke
SVAR Board of Directors
In my brief three and a
half years as a member of
SVAR, it’s impossible not
to notice that the same
faces show up to plan
and execute the same events year after
year. Consequently, when in planning
meetings, the topic most always comes
around to “we need to get more folks
involved” in the various committees and
event-planning and leadership roles.

we have a solid foundation to improve
and build upon.
I ask you to ENGAGE! Please join a
committee. Sign up to get involved
in planning our next event. Join the
Education Committee or the Community
Affairs Committee. Share your ideas and
innovations.
Develop new relationships with your
cooperating agents. We have the
best association in Virginia (in my
opinion, since I belong to three other
associations, and formerly belonged to
a fourth as well), I think I can boast that
claim. But with the influx of new ideas
and new energy, we can make it even
better. ~

As of press time, we are a strong
association of 516 REALTORS® and
Affiliates, yet we have the same 50 or so
people running the activities and actions
of the SVAR. We need fresh faces and
fresh ideas.

Introducing RPR
Connect: a new
Facebook group

So, how do we do this? I know we are
all very busy in not only our real estate
careers, but also with our families,
churches and the community.

Courtesy of Realtors Property Resource
(RPR®)

That being said, if the same 50 people
who show up when SVAR needs them,
I feel fairly certain there are another 50
or more who can carve some time out of
their schedules to get involved. There are
several committees to serve on as well as
a host of events to plan and execute.

RPR Connect, a new Facebook group
(facebook.com/groups/rpr.connect),
is an interactive forum that connects
REALTORS®, brokers/owners, and
other industry leaders who want to keep
ahead of the curve.

SVAR Immediate Past President Steve
Overgard started a terrific program—
the V-Corps. That’s an easy way to get
involved. When we need more help than
our “regulars” can provide, we call on
the V-Corps (i.e. Volunteer Corp) to fill
any gaps.

RPR Connect provides an open,
professional dialogue for real estate pros
who want to share their RPR® success
strategies as well as those who want
quick answers to their RPR®-related
questions. Contributors can also catch
up on the latest and greatest tools from
RPR®, register for webinars, and link to
other important learning resources.

But rather than wait to be called to
decorate tables or do registration, why
not join in the planning and bring
your new ideas? We always have good
feedback following each event to let us
know what worked and what did not, so

As REALTOR® members, you can join
like-minded agents who enjoy sharing
business building tips and tricks, or
try to stump an RPR® pro with your
question. It’s the perfect setting for any
REALTOR® who knows the value of

networking and has a desire to succeed.
RPR Connect is about you! Here’s what
it can help you do:
Get answers to your RPR®
questions – When RPR®-related
questions come up, ask the group for
answers.
See what’s new – Be the first to hear
the latest RPR® news. Get updates on
new features and datasets, and learning
opportunities.
Strategize with other
REALTORS® – Network with other
RPR® users to hear how they leverage
the system to their advantage. You’ll find
tips, tricks and use cases.
Pick up tips to build your
business – Scan how-to articles
covering topics that drive awareness and
action in your real estate business.
Uncover new learning resources –
Find exactly the topic you want to know
more about with brief tutorials and
handouts like, How to Create an RPR®
Seller’s Report or Understanding the
Realtor Valuation Model® (RVM®).
So what are you waiting for? Visit
Facebook and request to join the RPR
Connect group at facebook.com/groups/
rpr.connect. ~
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AFFILIATE SPOTLIGHT:

C&F Mortgage

name: Perry Shelton, senior loan officer, NMLS #861228
COMPANY DETAILS: 1400 Alverser Drive, Midlothian; cfmortgagecorp.com
Perry-Shelton; (804) 858-8370 or (804) 629-0631
Year company established: 1927
Company specialties: Residential mortgage lending, FHA, VA, VHDA Plus,
203K, Construction to Perm, lot loans, etc.
Honors/distinctions: Education chair for the Home Builders Association of Richmond, first-time home buyer instructor
for Virginia Housing Development Authority; gunnery sergeant, United States Marine Corps.
Territory: Virginia, North Carolina, Pennsylvania, South Carolina.
SVAR Affiliate member since: 2014
Why I joined SVAR: In order to grow my business, I needed to get involved with my local REALTOR® association, find out
how I could benefit the members, and go to work creating a value for every member.
Why I got into this business: I returned from my first deployment in the Marine Corps and decided I needed a career.
I was working as a butcher at Sam’s Club and got lucky when a friend asked me if I wanted to come in for an interview. I truly
didn’t think I would get the job as I was underqualified. As scared as I was taking a 100 percent commission position when I got
the job offer, I told myself if I could survive recruit training at Marine Corps Recruit Depot Parris Island, S.C., I was prepared to
take on any challenge put in front of me. I jumped at the chance and never looked back!
Why I love doing what I do: I would be lying if I said the money has nothing to do with it. I was one of three boys raised
by a wonderful single mother in a poor neighborhood. Watching her work, she taught my brothers and I one of the most valuable
lessons I have ever learned: No matter where you come from and what you do or don’t have, my future is not written yet. As long
as I’m willing to work for it, the world is mine for the taking. Her favorite quote growing up was, “Opportunity is missed by most
people because it is dressed in overalls and looks like work.” - Thomas Edison. This is the epitome of what my job is about. Every
day I get an opportunity to make an honest living without a college degree, and the success of my business is solely based on
the happiness of my customers and how hard I work. I can only think of two jobs that would give me that opportunity. Being a
mortgage loan officer is one of them, and I get the pleasure to work with the other every day—they are called REALTORS®!
Best piece of advice I can give a client: I work 100 percent by referral, so I feel I need to define my client as my
referral partners, i.e. REALTORS®. We share the same customer, which is the home buyer, so I will gear this answers to
REALTORS®. Here goes: Every CHAMPION was once a contender who refused to give up! If what you choose to do for a living is
to make people’s dreams come true with homeownership, strive to be the best at it and know that if this is truly what you love to
do. Give everything you have to your profession. No matter how bad things get or how low the bank account is, if you give your
whole heart to your business and refuse to give up, I promise you will reach the top!
The one thing I want REALTORS® to know about my industry is: Lenders and REALTORS® are more alike than
people think. We truly have a symbiotic relationship. If you think about it, without each other our industries could not exist.
Also the health and growth of our business is based on who we decide to partner with. Our industry is made up of seasoned and
rookie loan officers, salaried and 100 percent commission loan officers, the good, the bad and the ugly! As a REALTOR® you
have the absolute right to believe that anybody you’re doing business with is committed to helping you grow yours. I just hope
that one day I get the chance to prove that lender is me!
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SVAR MEMBERSHIP AT A GLANCE
Data current as of May 22, 2018

Member Count
Members 459
Secondary 19
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New REALTOR® Members
Christian R. Iturbe		eXp Realty
Guy Allen		eXp Realty LLC
Carly S. Williams		Front Door Realty Group
Jordan H. Heartwell		Hudson Properties Inc.
Kofi S. Adih		Hylton & Company
Joan W. Bland		Long & Foster Real Estate Inc.
Javona G. Dixon		Long & Foster Real Estate Inc.
Wendy Singleton		Napier REALTORS® ERA
Abby Hudson		Parr & Abernathy
Christina D. Roccaforte Parr & Abernathy
Melinda O. Miller		South/West REALTORS®
Mark D. Waitkus		United Real Estate Richmond
Leslie N. Bostic		Weichert REALTORS®, Brockwell & Portwood
Deborah G. Carpenter		Weichert REALTORS®, Brockwell & Portwood
Alyssa Cullen		Weichert REALTORS®, Brockwell & Portwood

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

2-10 Homebuyers Warranty
A House on a Rock
All-N-1 Services
American Home Shield
Appomattox River Peanut & Wine*
Appomattox Title Company Inc.
Atkinson Insurance
Bank of Southside Virginia
Barwick & Associates
Bug Busters
Burley Langford Home Inspections
Central Virginia Regional MLS
C&F Mortgage
Colonial Farm Credit
Day Title
Eagle Home and Mold Inspections
Embrace Home Loans
Edward Jones
First Heritage Mortgage
Gregory & Associates
Hayes Inspection Services
HMS Home Warranty
Home Builders Association of Southside Virginia
Homebuyers Protection
Home Team Inspection Services
J.G. Wentworth Home Lending, Inc.
Ligon L. Jones Insurance Services Inc.
Mission Contracting LLC *
Movement Mortgage
Movement Mortgage Tri-Cities
Old Dominion Title & Escrow
Old Republic
Presidential Mortgage
Prosperity Home Mortgage
State Farm
SunTrust Mortgage
The Septic Doctor
Tidewater Mortgage Services, Inc.
Touchstone Bank
Top Gun Services
Towne Bank Mortgage
US Inspect
Village Bank Mortgage
Virginia Commonwealth Bank
Virginia Housing Development Authority
Wells Fargo Home Mortgage
* denotes new Affiliate member

804-526-1553
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Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

