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President’s Page
Collaboration by Kathie Braswell, SVAR President, Crystal Howell and Mimi Shorter

As real estate agents, we seem to lose
sight of the fact that we are a marketing
machine every day.
With everyone we meet, everyone we
talk to, everyone we see and every
business we pay for services, do they see
us as a regular customer, or do they see
us as a REALTOR® in the community?
If we don’t wear a badge or name tag, or
have sign on the car, how do they know?
You can’t sell a secret, but you can sell
yourself.
Here a few simple steps that you can
incorporate into your daily routine:

are stuck in traffic?
Purchase a custom license plate holder
with “R” or REALTOR® on it, or you
could go one step further and order
Virginia REALTORS® license plates
(vanity tags). Take advantage of the fact
that you will have a captive audience.

If you don’t sell
yourself or show
up, who would ever
know who you are?

1) Get a name tag and wear it
proudly.
By wearing a name tag, you let the world
know who you are, and you let your
clients and those around you know what
you’re really about. Think of yourself,
and your services, as a brand.
2) Almost anything you can
think of can be turned into a
promotional item.
Invest in some promotional items such
as lapel pins, note pads and ink pens. Be
sure to always keep them in plain sight.
3) As real estate agents we are
constantly traveling in our
vehicles. Why not easily market
yourself as a REALTOR® while you

Crystal Howell and Mimi Shorter

4) When visiting a business and
paying for services, chit-chat with
the business owner.
Ask if they would allow you to place your
business cards in their store. This offers
free advertisement of your services to
their customer base.

Thank You to our

PLATINUM
PARTNERS
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5) Summer is here, and everyone
loves a picnic party! Have a
BYOEverything community picnic
and invite the neighbors.
Make and distribute a simple flyer with
a fun and simple message, “If you would
like to join the picnic, just show up! If
you want to eat, bring your own food,
beverages, dishes, utensils, napkins and
blanket or chair(s).” Be sure to include
your name and company information.
6) Thirty days after the sale, offer
to do a housewarming for your
clients.
This is an excellent way to meet their
coworkers, friends and family. There
is no denying that word of mouth and
networking gives potential clients
an opportunity to build deeper
relationships and increase trust. This
often leads to more qualified referrals,
longer professional relationships and
more profitable transactions.
Above all, HAVE FUN and always
remember this: If you don’t sell yourself
or show up, who would ever know who
you are?
You can’t sell a secret. ~

Ethically speaking...
by Carmen Martin, Chair, SVAR Professional Standards and Arbitration Committee

As National Association of REALTORS®
(NAR) members, we are all educated
on the NAR’s Code of Ethics, which
all REALTORS® have a professional
membership obligation to follow.
Equally important are the National
Association of REALTORS®’ Pathways
to Professionalism guidelines, which
provide the polish to the gem of our
reputations.

pets, are handled appropriately.
8. Leave your business card if not
prohibited by local rules.
9. Never criticize property in the
presence of the occupant.
10. Inform occupants that you are
leaving after showings.
11. When showing an occupied home,

See if you are
driving your
business on the
“Pathways to
Professionalism.”

Commit to following these guidelines
and you will earn the utmost respect
of the public, our clients (as well as
our peers’ clients) and your fellow
REALTORS®. These professional
courtesies are intended to be used by
REALTORS® on a voluntary basis and
cannot form the basis for a professional
standards complaint.
However, disregard them and you
will ultimately provide a speedy end
to anyone’s desire to work with you in
what could be the career of your dreams.
Take a quick evaluation to see if you are
driving your business on the “Pathways
to Professionalism.” Let’s all take the
high road together!
Respect for the Public
1. Follow the “Golden Rule”: Do unto
other as you would have them do
unto you.
2. Respond promptly to inquiries and
requests for information.
3. Schedule appointments and
showings as far in advance as
possible.
4. Call if you are delayed or must
cancel an appointment or showing.
5. If a prospective buyer decides not to
view an occupied home, promptly
explain the situation to the listing
broker or the occupant.
6. Communicate with all parties in a
timely fashion.
7. When entering a property ensure
that unexpected situations, such as

12.
13.

14.
15.
16.
17.
18.
19.
20.

always ring the doorbell or knock—
and announce yourself loudly before
entering. Knock and announce
yourself loudly before entering any
closed room.
Present a professional appearance
at all times; dress appropriately and
drive a clean car.
If occupants are home during
showings, ask their permission
before using the telephone or
bathroom.
Encourage the clients of other
brokers to direct questions to their
agent or representative.
Communicate clearly; don’t use
jargon or slang that may not be
readily understood.
Be aware of and respect cultural
differences.
Show courtesy and respect to
everyone.
Be aware of—and meet—all
deadlines.
Promise only what you can deliver—
and keep your promises.
Identify your REALTOR® and your
professional status in contacts with

the public.
21. Do not tell people what you think—
tell them what you know.
Respect for Property
1. Be responsible for everyone you
allow to enter listed property.
2. Never allow buyers to enter listed
property unaccompanied.
3. When showing property, keep all
members of the group together.
4. Never allow unaccompanied access
to property without permission.
5. Enter property only with permission,
even if you have a lockbox key or
combination.
6. When the occupant is absent, leave
the property as you found it (lights,
heating, cooling, drapes, etc.) If
you think something is amiss (e.g.
vandalism), contact the listing
broker immediately.
7. Be considerate of the seller’s
property. Do not allow anyone to
eat, drink, smoke, dispose of trash,
use bathing or sleeping facilities, or
bring pets. Leave the house as you
found it unless instructed otherwise.
8. Use sidewalks; if weather is bad,
take off shoes and boots inside
property.
9. Respect sellers’ instructions about
photographing or videographing
their properties’ interiors or
exteriors.
Respect for Peers
1. Identify your REALTOR® and
professional status in all contacts
with other REALTORS®.
2. Respond to other agents’ calls,
faxes, and emails promptly and
courteously.
3. Be aware that large electronic files
with attachments or lengthy faxes
may be a burden on recipients.
(continued page 7...)
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Examining 2019 real estate market trends
by Joyce Navary, SVAR 2019 Board of Directors

Everyone has an opinion of the real
estate market, including Forbes, the
Federal Reserve, your neighbor, Dave
Ramsey and you. You can be sure that
they do NOT all agree. Opinions are
based on personal experience to some
extent and on analysis of data points to a
larger extent.
We tend to hold in higher esteem the
fact-based commentaries as opposed
to our friends and neighbors. That
approach does not always get the best
results. Here’s why.
The analyses are compiled from
statewide or nationwide data points
based on rates, sales, population and
demographics. They may not be the best
descriptor of your local market. You or
your neighbor may have a better handle
on local trends.
So, don’t discount one or the other, but
combine opinions to get a good picture
of your market. There are, however,
several trends that affect most real estate
market areas. Let’s have a look.
Trend No. 1: Rise in interest rates.
Again, this trend depends on where
you get your information. At the March
meeting of the Federal Open Market
Committee the minutes read, “…growth
of economic activity has slowed from its
solid rate in the fourth quarter.” April’s
minutes read, “…economic growth rose
at a solid rate.”
This change reduces the odds that the
Federal Reserve will cut rates in 2019.
With inflation remaining low, there is
a chance that the Fed will cut rates, but
only if there is a significant slowdown in
the economy.
Forbes, however, sees a slight rise in
interest rates over 2019. End-of-2018
and early-2019 rates were 4.5% for a

30-year fixed mortgage. Forbes predicts
a rise to 5.0% for the year.

a millennial, there will be competition
from other millennials.

Dave Ramsey holds the same opinion,
predicting a rise to 5% for 30-year
fixed and 4.4% for 15-year mortgages.
He suggests that houses will be on the
market longer and get fewer offers. This
sounds like a nationwide viewpoint.

Get the advantage by having a lender
letter, personal letter to seller and an
experienced agent.

Overall, we can
see from various
sources that the
real estate market
is not going to
crash.
In Southside and Central Virginia, I
would like him to show me where this
happens. In the local market, lack of
inventory pushes buyers to make quick
offers and go for full price or close to it.
Trend No. 2: Millennials enter the
market.
Ramsey suggests that in 2019 45% of
the mortgage market will be millennials,
37% Gen Xers and 17% baby boomers.
Millennials have found stable careers/
jobs, have increased household income
and are looking to buy their first home in
middle- and upper-class neighborhoods.
Most important is to know the buyer.
They use the internet to research homes
before they ever call an agent.
They study descriptions, photos and
neighborhoods. Quality of the home
beats out size. Square footage is
important, but use of space is more
important. Millennials also look for lowmaintenance lifestyle homes. If you are
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Trend No. 3: Housing affordability.
Housing prices are rising. That’s great
news for the sellers, but what about
the buyers? Low inventory is great for
sellers, but what about the buyers?
Buyers are looking at new construction
to ensure no repairs, no issues and
no negotiations. Many, however, will
sacrifice some wants and go with needs
to be able to buy in their price range.
They have time to upgrade later.
Renting is more affordable in over 50%
of the U.S. housing markets. Housing
prices have increased more than wages.
This trend will keep a strong rental
market in some areas. The idea of an
uncertain economy will keep buyers in
their rental homes for a longer period of
time.
Trend No. 4: Growth of secondary
cities.
With housing prices high in first-tier
cities, many homebuyers in search of
better value are looking to second-tier
markets. Forbes suggests that this trend
will continue through 2020.
With the influx of capital to the secondtier markets, investors are seeing a
double-digit growth factor. Several large
companies, including Amazon, Apple
and Toyota, are relocating to secondtier areas. Increased employment and
increased wages result in a growing real
estate market and higher prices as well.
Trend No. 5: Impact of
(continued next page...)

(Trends, continued from previous page...)

Opportunity Zones.
Investment opportunities are on the
rise with the consideration of the tax
incentives available in the Opportunity
Zones. This is a whole new idea with
lots of information. Next quarter in
this magazine look for a full article on

Opportunity Zones and their tax impacts
in our local communities.
Overall, we can see from various sources
that the real estate market is not going to
crash. Equity will likely increase by 2 to
6% in each year (2019 and 2020).

And regardless of the neighborhood,
buyers are interested in buying. Be
assured that these buyers need a topnotch agent to guide them through the
process. Be there for them. ~

(Ethically speaking, continued from page 5...)

4. Notify the listing broker if there
appears to be inaccurate information
on the listing.
5. Share important information about
a property, including the presence of
pets, security systems, and whether
sellers will be present during the
showing.
6. Show courtesy, trust and respect to

other real estate professionals.
Avoid the inappropriate use of
endearments or other denigrating
language.
8. Do not prospect at other
REALTORS®’ open houses or similar
events.
9. Return keys promptly.
10. Carefully replace keys in the lockbox
7.

after showings.
11. To be successful in the business,
mutual respect is essential.
12. Real estate is a reputation business.
What you do today may affect your
reputation—and business—for years
to come.
(Revised 11/13) ~
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It takes a village of support for a rookie to
flourish
by Danielle Calhoun Kochuba, MRP, 2018 Recipient, SVAR Fred C. Morene Rookie of the Year

A rookie is a person who has just started
a job or has had very little experience
in that particular field. A rookie works
to prove himself or herself to everyone
around but maintains stable and humble
throughout the process. A rookie doesn’t
give up, and his or her role models and
peers do not allow him or her to look
away in fear.
That rookie was me last year.
How does one become a recipient of
such a prestigious award as bestowed
by the Southside Virginia Association
of REALTORS®? Well, there are a lot of
factors that play a huge role in becoming
the Fred C. Morene Rookie of the Year.
Luckily, I had a village behind me. Real
estate wasn’t something I really thought
about until I had a couple bumps in the
road and ended up confused about my
role in this world. I sat down with one of
my best friends and contemplated what I
wanted in life and what my purpose was.
It was she who made me sign up for my
month-long, twice-a-week, at-night (past
my bedtime) real estate class. To say
that month was the longest month of my
life would be an understatement. I was
working a full-time job, going to class
and juggling having a life.
It wasn’t easy.
Once my class came to an end, I still
wasn’t sure how to jump into the real
estate world. My father was a licensed
real estate agent for a bit but made a
career change later on. He always talked
about how tough it is to make it in this
industry, but my mom and dad told me
that once I figured it out, I could do it.
After that, what to do became a little
hazy, my boyfriend (now husband)
believed in me, of course, and also

pushed me to consider it! However, one
night my best friend looked me dead in
the eyes during a conversation about
what to do and said, “Danielle, you can
do this. My parents think you can, I
know you can, and we have talked about
this opportunity a lot. We want you
working for us. We want you at Tyler
Realty Group.”

I still to this day
do not use paid
advertising to
generate leads.
I let my past
clients/friends
speak for me.
Needless to say, it was pretty clear that
I wanted to work for them after hearing
how much confidence they had already
placed in me. I put in my two weeks
a week after I finished my class and
started at Tyler Realty Group on January
1, 2018.
However, I then faced an issue with
receiving my license right away –
another hurdle in the road. That January
was a tough winter for us. I am pretty
sure it snowed the whole month, which
led to my license not being processed
until January 27.
Already being a month behind, I felt the
need to push through the anxiety and
go full force. My best friend, Samantha,
allowed me to shadow her, take some
office leads and signed me up for all
sorts of training aides. She was, and still
is, my mentor.
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Samantha, too, was a Fred C. Morene
Rookie of the Year recipient from SVAR,
so who better to train me than someone
who had to fight through tough times
and find her purpose in life?
To this day I still remember setting my
first goal: closing one deal by the end
of Quarter 1, March 31, 2018. I also
remember the day I closed my first deal:
March 30, 2018.
Slowly, I started to realize the harder I
worked, the more I would flourish. My
goals weren’t just volume or production
based either. I had a goal to run my
business strictly by referrals. No
Zillow ads, no newspaper ads, no paid
advertising.
That’s kind of hard when you are just
starting out, right? It can be, but I took
that challenge in stride. I listened to
Samantha and had been in contact
with multiple people in my sphere of
influence, letting them know I made the
change to real estate and that I was here
to HELP them.
Regardless of if they wanted to buy or
sell, if they needed recommendations
on a good contractor for a home
improvement job, a hair stylist, whatever
they needed, I wanted to be the person
they thought of.
I sent business cards to my closest
friends and family saying the same
thing. I posted on social media to notify
everyone of my progress and that I was
genuinely here to help them if they
needed me, a real estate agent. Because
of that, I still to this day do not use paid
advertising to generate leads.
I let my past clients/friends speak
for me. Could I potentially get more
(continued next page...)

RPAC SPOTLIGHT:

Sharon Johnson

Name and company: Sharon Johnson, GRI CRB QSC SFR,
associate broker, Pointe Realty Group - South Hill VA
SVAR member since: 1980
Contributor level: Capitol Insider
Advocacy topics that interest me: Private property rights, affordable housing (especially rural areas), mortgage interest
deduction and predatory lending.
Activities and honors: VAR Honor Society, previous Centurion; SVAR 2019 Platinum Award; member, Virginia Real
Estate Board; chair, Rules & Regulatory Review Committee; member, Fair Housing Committee; previous member Virginia
REALTORS® Advocacy Group; former chair, Bill Review, former FDC.
Community involvement: All Saints Episcopal Church, The Shops of South Hill, South Hill Chamber of Commerce, Mecklenburg
County Cancer Association.
Why I give to RPAC: Being an independent contractor there is no better way to protect my livelihood and my industry than
voices in numbers. We have the BEST lobbyists on both the state and national levels, and our grassroots are absolutely greener!
I love that we are issues-oriented and support what is BEST for our industry as we stand as a team. My dad was in the legislature
on the state level for 23 years, and I had the privilege of first-hand experience watching the system work. Invaluable experience!
Get your wallets out, folks! Protect yourselves!

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

(Rookie, continued from previous page...)

business by paying for it? Probably. But
why wouldn’t I want my friends to refer
me to their sphere of influence? (I say
friends because, after working with me,
it’s hard not to develop a friendship.)
I worked extremely hard in 2018, but I
also had a life. It was hard to maintain
balance with work, committees, friends,
family and my now husband. It wasn’t
easy. It wasn’t always great. However,
my village – yeah, them- they were
behind me.

My village allowed me to work late,
without punishing me or making me feel
bad for missing out on some activities
because of long days or late nights. They
kept pushing me, believing in me, never
letting me look away in fear.
To have been nominated for this
accolade was one great accomplishment,
but to have won was simply out of this
world. If you were to ask other new
REALTORS® how they got to where they
are today, I am sure each would tell you
something similar.

We each have a different and unique
story, but what is the difference, you
may ask. My village is pretty damn good.
2019 is a new year, a new chance to
hit goals of mine and to flourish. I love
real estate, and I look forward to many
years in this crazy industry. I, Danielle
Kochuba, was the SVAR 2018 Fred C.
Morene Rookie of the Year, and to this
day am so incredibly proud to have
received such an honor. Thank you. ~
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AFFILIATE SPOTLIGHT:
loanDepot

NAME: loanDepot
COMPANY DETAILS: 5378 Twin Hickory Road, Glen Allen
www.loanDepot.com/cstenglein; (804) 690-9264
YEAR COMPANY ESTABLISHED: 2008
COMPANY SPECIALTIES: We offer state-of-the-art technology that makes the process easier and faster for our borrowers and
helps increase business for our referral partners.
COMPANY MEMBERSHIPS: SVAR and Home Builders Association of Virginia.
SVAR AFFILIATE MEMBER SINCE: 2016
WHY I JOINED SVAR: I live in Southside (Chester) and enjoy working with agents and clients who are my neighbors. I love
bumping into them in the grocery store or library!
WHY I GOT INTO THIS BUSINESS: I became a loan officer in 1988 after years as a customer service manager. I wanted to
better educate clients and to help them find the right loan for their situation, not just the easiest one for the lender.
WHY I LOVE DOING WHAT I DO: There is nothing better than helping a family achieve their goals.
MY FAVORITE SATISFIED-CUSTOMER STORY: My favorite is always the borrowers who are declined by other lenders. It is so
satisfying to help someone achieve homeownership.
MY HOBBIES ARE: Cheering for Thomas Dale tennis and swimming and LC Bird football. Also, gardening, reading and never
ending home improvements.
MY FAVORITE FUN GIFT IDEAS FOR REALTORS® TO GIVE CLIENTS AT CLOSING ARE: U.S. flags and welcome mats.
BEST PIECE OF ADVICE I CAN GIVE A CLIENT: Pre-qualify, pre-qualify, pre-qualify!
THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: Technology is changing the way we do business.
loanDepot supports REALTORS® and helps them increase their business. Our referral partners are an essential part of our
business and we are committed to them and to our retail presence. Technology can enhance our business instead of replacing us.
The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.

FIND YOUR NEXT BUSINESS PARTNER
Our Affiliate Members are eager to help your business grow!
Search the directory at SVARealtors.com/affiliates.html.
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CEO’s Message
by Joe Croce, RCE

When you hear the term “face-lift,” what
first comes to mind? I usually think of
the facial version that involves cutting,
shaping and Botox. There are expert
surgeons, anesthesia and special tools
used. Then there is the recovery time
with bandages, tape and drugs.
The result is a new face – one that is
hopefully recognizable.
But there is the face-lift that is equally as
painful and performed by experts using
special tools. There is a different kind
of pain killer used, too. This face-lift is
otherwise known as renovation.
The Southside Virginia Association of
REALTORS® headquarters office in
Colonial Heights has been undergoing
a rather lengthy and, at times, painful
face-lift for several months now, and it
seems as though it will never end.
When a person goes to a plastic surgeon,
they have some idea of what they want
done, but not how to do it as well as how
long the recovery will be. It would be a
rather odd for someone to perform their
own plastic surgery, but there may be a
DYI crazy person out there.
Here is where a big difference in the
process occurs.

In a renovation we are all experts, and
we know how to do everything. We know
the elements of design and decorating.
There is always the chance that the
transformation will look good to the
expert designer but no one else.

The SVAR
office has been
undergoing a
rather lengthy and,
at times, painful
face-lift for several
months now.

reunion. Our office face-lift is similar
in that we needed to do wall hangings,
notices, layout of space and changing the
all-important candy bowl to match the
decor.
The renovation is only partially
complete. We have finished the lobby
and small conference room. The
renovation is scheduled to take place
over three years.
I want to thank all of the members and
staff who at some level volunteered their
time to help with this project. So far
everything looks great, and we have only
started.
Stop by and see the changes if you have
not already! ~

Thankfully, we recognize that even
though we can do anything, we don’t
have time to do everything. So, we do
hire contractors (surgeons) to perform
the more detailed tasks properly.
Once the facial surgery is completed, we
need to add the finishing touches. I call
it camouflage, better known as makeup. It all seems to complement each
other, and then it’s off to the high school
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SVAR graduates first round of GRI
designees
by Nancy Steinke, SVAR 2019 Board of Directors

When Leroy Houser first approached
me about bringing GRI (Graduate,
REALTOR® Institute) classes to
Southside, I was very excited.

opportunity for networking with other
agents who share the similar interest
of wanting to be the consummate
REALTOR® professional.

I knew that the SVAR had just received
approval from the Virginia Department
of Professional and Occupational
Regulation to operate a real estate
school, so I put LeRoy in contact with
SVAR Education Committee chair Al
Wells and CEO Joe Croce to see if we
could get something going. And did we
ever!

In conversations with agents from
outside our region, I have heard how

The first GRI class, GRI 501, was held in
April 2018. Since then, we have offered
GRI classes almost monthly and have
filled the classroom up since!
If you are not familiar with the GRI
program, it is designed to teach you how
to grow your knowledge and your skillset
in the practice of real estate. It will
enable you to provide a much greater
level of professional real estate service
to your clients. If REALTORS® apply
the materials and knowledge provided,
not only should they enjoy in increase
in their business, but they will realize
a significant increase in their client
referral business.
SVAR GRI classes have been noticed
by members of other REALTOR®
associations statewide. We have
had students from Virginia Beach to
Blacksburg to Northern Virginia and
everywhere in between. It is a great

The GRI program is
designed to teach
you how to grow
your knowledge
and skillset in the
practice of real
estate.
much they enjoy taking their GRI classes
at SVAR as opposed to other locations
throughout the state. The reasons are
very clear for this: We have a terrific
slate of educators in LeRoy Houser,
Donna Austin and Jeff Wu. Each one
brings their years of experience, giving
them a personal understanding and
appreciation for the purpose of applying
this new skill to your “toolkit.”
One of my favorite comments by a
REALTOR® from another association
was, “SVAR has the best catered lunch”
in the state!

YOU’RE ON FACEBOOK? SO ARE WE!
If you haven’t liked or followed SVAR on Facebook yet, surf on over
and do so today at Facebook.com/SVARealtors.
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What does it mean to be a Graduate of
the REALTORS® Institute? It means
you worked for it. To earn your GRI
designation, you must successfully
complete 10 classes, eight of which are
offered in the classroom; two are offered
online only.
Topics include agency, contracts,
business planning, risk management,
ethics, working with buyers, working
with sellers, real estate law, negotiations
and construction. The course material is
clear and pertinent to your business.
One fact that makes this designation
so special, in my opinion, is that once
you EARN the designation, you are
a GRI for life. There is no annual fee
or maintenance required other than
maintaining your NAR membership as a
REALTOR®.
Congratulations to our first graduates
of the REALTOR® Institute: Vickie
Brumfield (Cole Real Estate), Larry
Lewis (Long & Foster), and Vickie
Zevgolis (Long & Foster)! We have
many, many more to come in the next
few months! Register for upcoming
classes at SVARealtors.com and you can
be one, too!
Finally, thank you to our SVAR
Education Committee for bringing this
class to our very own SVAR! ~

Learning how to ride a bike can
be hard. But getting a mortgage
is uncommonly easy!.
• Flexible mortgage solutions
• Competitive rates
• Local decisions

Contact your local
mortgage experts at
1-804-774-7943 or visit
vcb.bank/mortgage

the uncommon bank

the uncommon bank

the uncommon bank

vcb.bank | (844) 404-9668
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REALTORS®: Family in every sense
of the word
by Larry Lewis, 2019 President-Elect

I am sure that you, like me, have
been involved in a transaction with a
REALTOR® that makes you question
why you stay in this crazy business. It’s
times like this when something good
needs to happen to restore our faith in
our fellow REALTORS®.
Don’t get me wrong. I personally feel
that the greater majority of REALTORS®
are hardworking, good people, and that
they are extremely knowledgeable about
all aspects of their trade and willing to go
above and beyond to make a transaction
go as smoothly as possible towards a
successful closing for both their sellers
and buyers.
I am happy to say that recently I heard
about a situation that reminded me of
how our fellow REALTORS® do go above
and beyond to help and assist members
of our REALTOR® family.

or O-, and have a body mass of 30 or
less. Finding a match has been no small
feat, nor is asking someone to donate a
kidney.
Without a kidney transplant or dialysis,
the disease would shortly lead to his

The majority of
REALTORS® are
hardworking, good
people, willing
to go above and
beyond.

If you are a member of SVAR, I am sure
that you have either read or heard the
pleas of Nancy Steinke, managing broker
of Long & Foster’s Southpark Colonial
Heights office and current SVAR Board
of Directors member, to support her
efforts to find a kidney donor for her
husband, Kevin Steinke.
Kevin suffers from a rare condition
known as Berger’s Disease. He has been
battling this disabling disease for almost
12 years now and, as a result, has been
suffering from end-stage kidney failure;
down to only 8% kidney function.
Kevin was accepted as a candidate for a
donated living kidney at the Hume-Lee
Transplant Center at VCU Health Center
in Richmond. Because of his blood type,
he was on the long list for a kidney
transplant.
In Kevin’s case, the ideal donor needed
to be healthy, have a blood type of O+

death. A transplant, one of the greatest
gifts a fellow human being can give to
another, certainly means a new lease on
life for Kevin.
I am privileged to know Kevin. He is
legitimately one of the great guys and
deserves to have the benefit of a kidney
transplant and to enjoy a new lease on
life. He is now 59 years young, a Navy
veteran, devoted husband, father and
almost 30-year veteran of the inner-city
education system, teaching math to his
beloved students at Armstrong High
School.
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We need to keep individuals like Kevin
around to enlighten our lives and
educate our children.
For some time now, Kevin has struggled
just to get out of bed in the mornings.
If you had the opportunity to meet him
or to be in his presence, if you were not
aware of his illness, you would not know
that anything is wrong. He manages
to put on a good face each day and to
enrich the lives of people around him.
I am happy to report that by the time you
read this article, Kevin will have received
his new kidney. This is wishing Kevin
and the donor a full and unremarkable
recovery. (The recuperation time is
usually four to six weeks.)
What makes this especially poignant is
that the donor of the kidney is a fellow
REALTOR® who is also a managing
broker of a real estate firm in Virginia
(but outside of our MLS). At the
time of the writing of this article, the
donor wished to remain anonymous. I
respectfully honor his or her privacy, but
personally thank the donor for his or her
willingness to enhance not only Kevin’s
life, but that of his wife, his family, his
friends and all who hold him close.
In closing, as his wife, Nancy so fittingly
puts it, “Kevin and I are overwhelmed on
a daily basis by the kind words, prayers
and the goodness of the people who
surround us… most of whom are my
fellow REALTORS®. There have actually
been several REALTORS® who have
contacted VCU to see if they could be
Kevin’s match—and even a few of which
met the criteria of the interview and
underwent medical testing. Rarely am
I at a loss for words, but I am humbled
and, yes, speechless by the intentional
acts of kindness from my REALTOR®
family.” ~

SPEED DATING…SVAR STYLE!
Have you found your perfect Affiliate “partner” yet? REALTOR® members spent lunchtime making their matches during the
SVAR’s “Speed Business Dating Event” in late May, a fun, new way of networking! The objective was to meet 12 Affiliates in one
afternoon for five minutes at a time to make connections and increase members’ tool belts of Affiliates. Lunch was provided, as
were door prizes. Thanks to these Affiliates for taking part:
•
•
•
•
•
•

Brett Cole - America’s Preferred Home Warranty
Crystal Howell- Baylands Family Credit Union
Mack Strickland - Strickland Appraisal
Sharon Perkins- Appomattox Title
Randall Wachman - Edward Jones
Adam Stevenson - Atkinson Insurance

•
•
•
•
•

Joni Moncure- Virginia Housing Development Authority
Ricky Sorenson - National Property Inspections
Michelle Kuzmick - Michelle Kuzmick Photography
Betty Sue Angle - Village Bank Mortgage
Bill McLauglin - 1st Title Services

The next Speed Dating event will be held on July 18, so sign up today. Thanks for coming out, SVAR! – Victoria Hecht,
Communications and PR Specialist

CONCEALED CARRY LUNCH AND LEARN DRAWS CROWD
SVAR members packed the house on May 24 for a Concealed Carry/
Gun Safety Lunch-N-Learn featuring firearms instructor Mike Murray,
who discussed the process and requirements of obtaining a Concealed
Carry Permit. Murray educated attendees on the need for real estate
agents to take personal responsibility for their own safety as well as go
over basic gun safety. Following up, SVAR will hold a Concealed Carry/
Gun Safety Class on July 18. An optional session at the McKenney Gun
Range will be held from 10 a.m. to 1 p.m. on July 20. Class cost is $95.
Email Danielle Marchant-Via at dmarchant@svarealtors.com to sign
up by June 22. Space is limited! – Victoria Hecht, Communications
and PR Specialist
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“Take Aways” from NAR’s ‘Mid-Year’
Conference and Trade Show
by Steve Overgard, Chair, SVAR Technology Committee

If you have not been to NAR’s “Mid
Year” conference, officially known as the
Legislative Meetings & Trade Expo, in
Washington, D.C., in the last few years,
you are really missing out on one of the
best time investments that a REALTOR®
could make.
Let’s start out with what it is not.
The format has changed over the last
few years and there have been many
improvements. Gone are the long waits
at the Capitol to crowd into a small
room in anticipation of seeing a Senator
or Congressman from Virginia. That
format has changed, frankly, because the
Congressmen and Senators sometimes
don’t show up. It’s just not the same
having a presentation given by an aide or
assistant.
Instead, there are small groups that
meet by appointment with government
officials, representatives, Congressmen
and Senators.
We were fortunate enough to have
President Donald Trump come to the
conference this year. That was a big treat
and very well attended.
There was a lot of discussion about
Artificial Intelligence (AI) and its impact
on the real estate community. AI is
getting better and better. Agents are
taking advantage of AI in lead generation
programs along with office automation,
drip campaigns, and relationship
building. Some of it is getting so good
that it is now being called Artificial
Intuition.
Photos are a common topic. It is
common to do color correction,
exposure correction and cropping. When
correction turns into enhancement and
then modification, it can sometimes
cross the line into a bad business
practice.

Overall, everyone agrees that you should
not remove objects from photos that are
permanently attached, or insert objects
into the photos without disclosure. Even
the common “dusk” enhancements can
be a problem if a sunset is depicted in an
incorrect direction. Remember the sun

Gone are the
long waits at the
Capitol to crowd
into a small room
in anticipation of
seeing a Senator or
Congressman.
sets in the West, not the south east, so
don’t electronically put a sunset there. If
in doubt, disclose that the photo(s) are
electronically altered.
iBuyers are becoming more and more
common. When this first showed up a
few years ago, it was largely dismissed.
However, some iBuyer platforms are
gaining traction.
More accurate and instant AVMs make
it possible for offers to be made in
minutes instead of weeks. A generally
appreciating sellers’ market provides
some insulation to the investors, and the
iBuyer platform monetizes the incoming
inquiries into seller and buyer leads,
which are then sold to agents. Don’t
underestimate iBuyers.
Dr. Lawrence Yun’s economic outlook
is always popular. The trend appears to
be steady appreciation of prices. Supply
is short and there is a shortage of new
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homes at entry level price points. Dr.
Yun, NAR’s chief economist, noted that
there is an inverted yield curve present
now of the 10-year yield and federal
funds rate. Historically, when this
happens, there is a market downturn
following. Dr Yun indicated that may not
hold true this time because interest rates
have been so low for so long.
Voice will continue to gain popularity as
a way of interreacting with technology.
Think of the popularity of Alexa, Hey
Google, and Siri.
More and more of this will creep into our
everyday interactions and become more
and more commonplace. It will not be
too far off that someone could ask Alexa
who the best agent was for ZIP code
23834 and get a response. AI combined
with voice could handle some of the
routine client interaction and be so good
that the client would not realize they
were not talking to a real live person.
On agents, clients, and technology:
Agents are still an integral part of the
real estate business.
Clients still rely on a PERSON to handle
most of their wants and needs and
provide the human touch. The best
quote all week was, “You can’t smell cat
pee through the computer, so get with
the real world.”
The market is good and getting better.
Real estate agents have a bright
foreseeable future, and our profession is
needed and wanted more than ever. ~
Editor’s note: For a photo recap of ‘MidYear,’ see page 17, opposite.

SVAR TAKES ON D.C. AT 2019 REALTORS® LEGISLATIVE
MEETINGS & TRADE EXPO
In mid-May, SVAR’s attendees to the National Association of REALTORS®’ (NAR) 2019 REALTORS® Legislative Meetings &
Trade Expo in Washington, D.C. took an active role in advancing the real estate industry, public policy and the association.
During the whirlwind week of activities, Southside Virginia Association of REALTORS® leadership and other local members
took part in meetings, caucuses, elections, presentations, an economic forecast, NAR initiatives, tours of Washington sights
and even heard a message from President Donald Trump. Some local attendees also enjoyed early-morning runs through D.C.
and brought back great photos of our nation’s capital. (Thumbs up, Steve Overgard!) Thank you to the local participants for
representing our association and bringing back to SVAR the knowledge and info they gleaned. Here are some sights and scenes
from SVAR at the 2019 REALTORS® Legislative Meetings & Trade Expo. – Victoria Hecht, Communications and PR Specialist
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Williams Mullen

Christopher Moehrl sold a home in
Minneapolis, Minnesota on November
15, 2017. Moehrl’s listing broker was a
franchisee of RE/MAX Holdings, Inc.,
which listed his home on the Northstar
MLS. A franchisee of Keller Williams
Realty Inc. represented the buyer of
Moehrl’s home.
Moehrl paid a total commission of 6%
for the sale, with 3.3% allotted to the
listing agent and 2.7% to the buyer’s
agent. Based on that transaction, Moehrl
has sued the National Association of
REALTORS® (NAR), Realogy Holdings
Corp., Home Services of America Inc.,
RE/MAX Holdings Inc. and Keller
Williams Realty Inc., in a class action
REALTORS® should follow closely.
Moehrl filed the class action on March
6, 2019, in the U.S. District Court for the
Northern District of Illinois, where NAR
is headquartered. The class of plaintiffs
Moehrl seeks to represent includes
potentially hundreds or thousands of
home sellers who paid commissions
on or after March 6, 2015, on the sales
of their homes which had been listed
on one of 20 MLSs covering dozens
of metropolitan areas in 14 states,
including Richmond, Virginia.
Moehrl claims that members of
that plaintiff class were damaged
because they were required to pay
commissions to buyer brokers upon
selling their homes. According to
Moehrl, that requirement stems from
anti-competitive rules and regulations
established and implemented by NAR
and the other defendants in violation of
the Sherman Act.
The Sherman Act is the nation’s
foremost antitrust law and prohibits
contracts, combinations and
conspiracies in restraint of trade.
Moehrl’s complaint alleges that NAR

and the other defendants conspired to
require home sellers to pay commissions
to the brokers for the buyers of their
homes and thus inflate the amount of
the overall commissions paid by the
sellers. They did so by the adoption and
implementation of a section of NAR’s
“Handbook on Multiple Listing Policy”
stating that each participant in an MLS

All REALTORS®, and
especially buyer
brokers, should
keep a close eye on
these proceedings.
must specify on each listing filed with
the MLS the compensation being offered
to other MLS participants.
Without that requirement, Moehrl
contends, buyers would pay their own
agents instead of sellers being “saddled”
with that cost. He argues further
that the requirement inflates overall
commissions by incentivizing seller
brokers to offer higher commission
amounts to buyer brokers to attract
them to the seller’s property because
“many buyer brokers will not show a
home offering a lower buyer broker
commission or will show other homes
first.”
Adding the supposedly unwarranted
buyer broker commission to the seller
broker commission increases the
overall commission due from the seller.
In “more competitive” markets such
as the United Kingdom, Germany,
Israel, Australia and New Zealand,
where buyers pay their own brokers
if they choose to use them, sellers pay
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approximately half the commission of
that most U.S. sellers do, according to
the Complaint.
The complaint goes on to allege that
NAR and its co-conspirators impose the
buyer broker compensation requirement
on individual associations and real
estate brokerages by establishing
and disseminating model rules for
REALTOR® associations, requiring
agents to belong to those associations,
and threatening individual and
association members with expulsion
for failure to comply with those
requirements.
Finally, the complaint alleges that the
defendant real estate companies have
participated in the conspiracy by holding
leadership positions in NAR and serving
on various committees and boards that
design and implement NAR’s rules and
regulations.
At least one excitable commentator
predicts that if Moehrl and the class of
plaintiffs he seeks to represent win their
case, the MLS will die off, REALTOR®
associations will evaporate and the
entire infrastructure of residential real
estate will need to be remade. In a more
levelheaded response to the case, NAR
has stated as follows:
“The complaint is baseless and contains
an abundance of false claims. The
U.S. Courts have routinely found that
Multiple Listing Services are procompetitive and benefit consumers by
creating great efficiencies in the homebuying and selling process. NAR looks
forward to obtaining a similar precedent
regarding this filing.” - Mantill Williams,
VP of Communications, National
Association of REALTORS®.
(continued on next page...)

RPAC SPOTLIGHT:
Beth Cook

Name and company: Beth C. Cook, owner/managing broker,
EXIT Town & Lake Realty, Bracey VA
SVAR member since: 1993
Contributor level: Governor’s Club
Advocacy topics that interest me: Real estate laws and regulations, mortgage interest deduction, health plan bills and Fair
Housing.
Activities and honors: 2011, Roanoke Valley Lake Gaston Board of REALTORS®, and director, Roanoke Valley Lake GastonMLS Board of Directors; 2012, secretary/treasurer, Roanoke Valley Lake Gaston-MLS Board of REALTORS®; 2013, treasurer,
Roanoke Valley Lake Gaston Board of REALTORS®, and president, Roanoke Valley Lake Gaston-MLS Board of Directors;
2014, vice president, Roanoke Valley Lake Gaston Board of REALTORS®, and director, Roanoke Valley Lake Gaston-MLS
Board of Directors; 2015, vice president, Roanoke Valley Lake Gaston Board of REALTORS®, and president, Roanoke Valley
Lake Gaston-MLS Board of Directors; 2017, secretary/treasurer, Roanoke Valley Lake Gaston Board of REALTORS®, and vice
president, Roanoke Valley Lake Gaston-MLS Board of Directors; and 2018/2019, president, Roanoke Valley Lake Gaston Board
of REALTORS®, and director, Roanoke Valley Lake Gaston-MLS Board of Directors.
Community involvement: Member of the Lake Gaston Regional Chamber of Commerce, South Hill Chamber of Commerce and
Brunswick County Chamber of Commerce. Regularly support in fundraising efforts of Community Memorial/VCU Hospital,
South Hill Revitalization Committee, Shops of South Hill, and Mecklenburg County Cancer Association.
Why I give to RPAC: I believe it’s crucial to this industry that our voices are continually heard and conveyed so that our
legislators understand the issues and challenges we face on a daily basis. The success of our industry has a direct impact on so
many other industries via the “trickle down” effect, but often times legislators fail to see the bigger picture. Having RPAC in our
corner makes a huge impact on these legislators’ understanding of this bigger picture, thus protecting our interests.

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

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

Indeed, this case is in its earliest stages.
The court has not even ruled that it
can be maintained as a class action
and, if it can, that Moehrl is the proper
representative of that class.

NAR and the other defendants had not
even filed an answer by April 10, 2019,
but based on NAR’s statement above, the
defendants appear poised to vigorously
defend the case. All REALTORS®, and
especially buyer brokers, should keep a

close eye on these proceedings. ~
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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We can make a difference in someone else’s
life one day at a time
by Sherry O’Dett, 2018 Recipient, SVAR Donald W. Parr Community Involvement Award

I am very excited to have been awarded
the SVAR Donald W. Parr Community
Involvement Award as a co-recipient
during the annual Awards for Excellence
earlier this year. (Shanna Havens also
was recognized with the accolade.)
This is a huge honor, and it fits with how
I live my life. I always try to help each
person that I come into contact with. If I
can’t meet the need personally, then I try
to find a resource that can.
No matter how busy you are, or who you
are, it is important to take the time, if
possible, to meet the needs of others. My
passion is people and always has been.
I like connecting people together and
helping them get what they need.
I think it is important to give back to
our communities. Whether it is as a
REALTOR® or an individual, I feel
strongly about that. People need to know
that we, as real estate professionals,
care about others. Even years ago,
when we were a Navy family, we would
help others as much as we could with
groceries, utility bills, rent, chores and
babysitting.
I love being a REALTOR®. As an agent
I get to help each client by listening
to their individual requests and find a
solution that fits their desires and needs.
I love the relationships that develop
during the real estate process. My best
compliment is when my client is happy
and eagerly refers me to their friends,
family, neighbors and co-workers.

My husband, Brian, and I have a
motorcycle ministry called Broken
Chainz. We serve veterans and
coordinate Operation Appreciation in
Washington, D.C., to feed the veterans
on Memorial Day weekend. We also feed
the homeless and serve our communities

I get excited
when I get to help
someone else out,
and it changes my
whole mindset.
on a regular basis. We are people-loving
people.
Our group carries the same heart to
serve others. On the third Saturday of
each month from 8 to 10 a.m. at the
Golden Corral in Colonial Heights,
we host the “My Brother’s Keeper
Breakfast.” Many from the communities
gather, and we share about upcoming
events, needs within the communities
and take up a donation each month for
a specific need. We also have someone
share about God.
It is an amazing time and a great way to
connect with other like-minded people
who want to help in their communities.
One of my favorite things to do is to
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prepare meals for people no matter
what their need is. I also love to surprise
people by dropping off meals. It is fun
to do, and people don’t expect it because
they are so busy. A home-cooked meal
can be just what they need that day.
They are always so excited to receive it.
It is the little things that matter.
We provide Christmas gifts for families,
feed the homeless and help them get
back on their feet. We provide resources
for them; many don’t know that there is
assistance available to help them.
The same is true with many veterans.
Throughout the year, we participate in
motorcycle rides for charities all over
from D.C. to North Carolina. I think if
people would slow down and listen or
look around, they would see that you can
always find someone to help.
I know that when I feel overwhelmed
by life, if I focus on helping others and
get myself off my mind, it really helps
me not to worry or think about my own
situation. I get excited when I get to help
someone else out, and it changes my
whole mindset.
I challenge each person in their
community to make a difference one
person at a time. We can’t change
the entire world, but we can make a
difference in someone else’s life one day
at a time. ~

Guild to Go partner app
High tech, high touch

Pre-approvals with
just a few clicks

Mobility and transparency
from application to closing
Real-time updates, 24/7

Immediate status
notifications on any
mobile device

Client approval letters
shared instantly

Referrals on-the-spot

Kim Garnett

Branch Manager NMLS ID# 229396
400 Southlake Boulevard
Suite A
N Chesterfield, VA 23236
M: 804.687.9520
kgarnett@guildmortgage.net
Apply Online
guildmortgage.com/kimberlygarnett

I am licensed to do business in the state of Virginia. (www.nmlsconsumeraccess.org); Guild Mortgage Company is an Equal Housing Lender; Company NMLS ID 3274 (www.nmlsconsumeraccess.org).
All information, loan programs & interest rates are subject to change without notice. All loans subject to underwriter approval. Terms and conditions apply. Always consult an accountant or tax advisor
for full eligibility requirements on tax deduction.

THE SOUTHSIDE REALTOR® • 2ND QUARTER 2019 • p. 21

What happens if you get sick or injured and
can’t perform your agent duties?
by Al Wells, CRS, GRI, ABR, Chair, SVAR Education Committee

What if you got really sick? What if you
got injured on one of your listings? What
if you were in an auto accident and broke
your leg? What if one of your family
members was injured or had a longstanding illness?
What would happen to your business?
I recently had to have knee replacement
surgery and could not drive or perform
any physical real estate agent-related
for over six weeks. As an agent who is a
REALTOR® and independent contractor,
how would you handle not being able to
work for several weeks?
There are several questions you may
need to ask yourself in regard to having
health issues that would prevent you
from physically being able to perform
agent tasks. Who will show houses
for you? Who will make those listing
appointments for you? Are there
provisions in your company’s policy and
procedure manual to cover you not being
unable to perform for long periods of
time?

In planning ahead for the possibility of
an unforeseen illness or injury, the two
main things to ask yourself are: 1) how
will your business be able to continue
in your absence and 2) do you have
adequate insurance to cover almost any
illness or injury for an extended period?

NAR has
determined that
14% of REALTORS®
are uninsured.
Consult with your
broker to make
sure you have a
contingency plan.

Do you have the appropriate health
insurance to cover your illness or injury?
Do you know what is covered (and
what’s not) and if there are any co-pays?
These and many related questions must
be answered—hopefully before you have
an unforeseen illness or injury.

Sitting down with your broker and/
or checking your company’s policy and
procedures manual should cover the
how and who will handle your business
in your absence. In regard to insurance,
if you have health insurance, you should
be sure you know what it covers, what
it does not cover and how much the copays are (if any).

We can be assured that if we are out of
the office for a day or two a co-worker of
your broker will handle your tasks, but
what if you have to be out for one or two
months or even longer?

But what if you don’t have health
insurance? The National Association of
REALTORS® (NAR) website has a vast
amount of information on obtaining
health insurance.

As an independent contractor, you have
developed your business, and no one
can run it like you. You can’t afford to
lose current clients and future prospects
because of an extended absence. This
would be detrimental to your business.

Topics on the site include:
NAR’s vision insurance plans,
which provide great, competitive rates
and include annual eye exam benefits
and savings on frames, lenses, and
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contact lenses.
Member’s Telehealth, which
transforms the healthcare experience
through online and on-demand access
to doctors when your family doctor is
unavailable.
Member’s Supplemental Health
Plans, which are designed to be
combined with, or augment, major
medical health insurance plans.
The REALTORS® Insurance
Marketplace, a “one-stop” insurance
shopping site providing NAR members
with a roster of health and wellness
insurance plans and products, including
a major medical health insurance
exchange. Visit it at nar.realtor/realtorbenefits-program/personal-insurance/
realtors-insurance-marketplace.
While it may be assumed that in today’s
society everyone has insurance, NAR has
determined that 14% of REALTORS® are
uninsured.
Without health insurance, real estate
agents and other self-employed
individuals may be unable to seek
necessary medical attention and/or face
significant financial burdens when they
or their dependents need medical care.
As part of efforts to address the
health insurance needs of members,
NAR has advocated for reform of the
health insurance markets that provide
coverage to the self-employed and small
employers since the health care reform
debates of the mid-1990s. The last thing
you want is to have a medical emergency
and not have the appropriate health
insurance.
Please consult with your broker now to
(continued on next page...)

(Sick, continued from previous page...)

make sure you have a work contingency
in place in case of a long-term illness or
injury.
The SVAR Education Committee strives
to continue its efforts to provide its
association members with the best
education possible on all topics that
affect the professionalism and the lives
of its REALTOR® and Affiliate members.
Live wise and stay healthy!
Should you need further information or
educational assistance, please contact
one of the SVAR Education Committee
members. We hope to see you at one
of our upcoming classes or Lunch-nLearns.

The 2019 Education Committee
members are Joyce Navary, Pamela
Artis, Jennifer Resnick, Deborah
Carpenter, Steve Overgard, Doug
Compton, Cherie Hammond and
me. Our contact information can be
obtained via the SVAR website or CVR
MLS database. The committee member
liaisons for some of our larger offices are
as follows:
Al Wells: Ingram & Associates
(Chester/Hopewell) and Prince George
Realty;
Joyce Navary: Weichert, Cole Real
Estate and 1st Choice Realty;
Pamela Artis: Century 21 and Harris &
Associates;

Jennifer Resnick: Long & Foster,
Napier and Front Door Realty;
Deborah Carpenter: Hometown
(Chesterfield) and Landmark Realty;
Steve Overgard: Whitman Properties,
Exit Realty, Parr and Abernathy, Long &
Foster (border towns);
Doug Compton: Access Realty,
Blackstone Realty and Southern Virginia
Realty; and
Cherie Hammond: Bradley Real
Estate and Napier Midlothian. ~

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

June 17
Virtual 2019 New Laws
2 – 3 p.m.

July 18
RPN Committee Meeting
8:30 – 9:30 a.m.

August 15
Executive Committee Meeting
10 – 11 a.m.

September 18
RPN Breakfast
8 – 9 a.m.

June 18
Property Management
Committee Meeting
10 – 11 a.m.

Executive Committee Meeting
10 – 11 a.m.

RPN Social
5 – 7 p.m.

Speed Business Dating Event
11:30 a.m. – 1 p.m.

August 22
Board of Directors Meeting
9 – 10 a.m.

September 19
Property Management
Committee Meeting
10 – 11 a.m.

June 20
RPN Social
5 – 7 p.m.
June 25
Cyberawareness From the
Front Lines
Noon – 1 p.m.
June 26
Breaking Down The Appraisal
11 a.m. – 12:30 p.m.
June 27
Board of Directors Meeting
9 – 10 a.m.
July 4
Closed for Independence Day
July 17
RPN Breakfast
8 – 9 a.m.

Concealed Carry/Gun Safety Classroom
5:30 – 7:30 p.m.
July 20
Concealed Carry/Gun Safety
- Range
10 a.m. – 1 p.m.
July 25
Board of Directors Meeting
9 – 10 a.m.
August 1
Education Committee Meeting
10 – 11 a.m.
August 14
NMO/Ethics
9 a.m. – 1 p.m.

August 28
Contract to Close
11 a.m. – 12:30 p.m.
September 2
Closed for Labor Day
September 5
Education Committee Meeting
10 – 11 a.m.
September 16
GRI 501 - Agency in Virginia
9 a.m. – 4:30 p.m.
September 17
RPAC Committee Meeting
9 – 10 a.m.

October 3
Education Committee Meeting
10 – 11 a.m.
October 7
Charity Golf Tournament
10 a.m. – 6 p.m.
October 9
GRI 504 - Working with Buyers
9 a.m. – 4:30 p.m.
October 16
NMO/Ethics
9 a.m. – 1 p.m.
October 21
USPAP Class
9 a.m. – 5 p.m.
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SVAR IN BRIEF: BIG NEWS, SMALL BITES.
SVAR Charity Golf
Tournament
Samantha Tyler
Co-Chair, SVAR Charity
Golf Tournament
SVAR will hold its fourth annual Charity
Golf Tournament at the Country Club
of Petersburg on October 7. This year
a portion of the proceeds will go to the
Maddie Mann Foundation for Accessible
Play to help fund Maddie’s Magnificent
Play Park, a barrier-free playground at
White Bank Park in Colonial Heights.
The Maddie Mann Foundation is a
nonprofit organization looking to make
communities more accessible. This
playground will enable children with and
without disabilities as well as veterans,
parents, grandparents and everyone else
the opportunity to play, providing value
to the community for years to come.
The SVAR Golf Tournament Committee
is very excited to have chosen this
charity to show how we as REALTORS®
care about our community.
We are getting a head start this year
by getting teams, sponsors and prizes
together now. Please help us get
sponsors and prizes for the event. Go to
SVARealtors.com to sign up.
Sponsorship levels are:
• Title Sponsor - $4,000
• Dinner Sponsor - $1,000
• Lunch Sponsor - $750
• Beer Cart Sponsor - $500
• Golf Cart Sponsor - $250
• Score Sheet Sponsor - $250
• Hole Sponsor - $100
• Driving Range Sponsor - $100
• Putting Green Sponsor - $100
The four-person team application cost
for this Captain’s Choice format event
is $400 and includes green fees, carts,
all refreshments, lunch, dinner and a
sleeve of golf balls. The individual player

application cost is $100. Register at
SVARealtors.com.
We are expecting a great turnout this
year. If you want to volunteer, sign up
a team or have committed sponsors,
please reach out to dmarchant@
svarealtors.com.
We appreciate all the support and are
optimistic for a very successful event! ~

Affiliates: Adding value
for our REALTORS®
Brett Cole
Chair, Affiliates
Committee
It’s always a pleasure to work with
great volunteers who want to add
value for our clients: the professional
REALTORS® of SVAR. In my case this
means working with volunteers Crystal
Howell with Baylands Family Credit
Union, photographer Michelle Kuzmick
of Michelle Kuzmick Photography, Betty
Sue Angle of Village Bank Mortgage and
Colleen Stenglein with loanDepot.
This team wants to head in a new
direction with the Affiliate Committee
and has started with our very first
Business Speed Dating networking
event, which was held in late May. (See
pictures from this event on page 15.)
Thank you to the REALTORS® who
took time out of their busy schedules to
learn more about how Affiliate partners
can make a positive difference in their
businesses.
Nothing happens until an agent sells
a house. We appreciate that and
know Affiliate partners have critical
information to help REALTOR®
members close more deals. We will be
offering another Business Speed Dating
event in the fall and hope to make this
an even more frequent program.
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Register at SVARealtors.com for the
cyber security lunch and learn on
June 25 with Price Beazley, the chief
technology officer with Village Bank.
Price will discuss issues critical to
safeguarding private information
required in a home purchase. This
includes a live look at Village Bank’s
own security efforts and key points for
agents. The bots are watching your every
move online, so look sharp out there!
In a larger sense we are looking at other
ways to prepare you for all aspects of
personal security. Our loan partners are
also looking at ways to support you more
closely with special events.
Certainly, reach out with any ideas
you have for subjects about which you
want to learn more. Remember, we also
have expertise available in insurance,
warranty, title, inspection and other
affiliated businesses you need.
After Labor Day we’ll look to have some
fun as well, so keep an eye on the SVAR
calendar for updates. When you see
something you like, please tell others.
Until next time, have a peaceful summer,
and we wish you great success during the
busy selling season! ~

Is your own financial
position as firm as
SVAR’s?
Jerome Ford
Treasurer, SVAR

I was reviewing the SVAR Financial
Statement last evening and determined
that the association’s financial state is
strong for April 2019. As of press time
the Board of Directors will be hearing
from our representative from Edward
Jones during the May meeting to review
SVAR’s portfolio.

SVAR IN BRIEF: BIG NEWS, SMALL BITES.
Our association’s other financial actives
are coming along as exiting events
continue and new events start. This
review of SVAR got me to wondering if,
as real estate sale agents or brokers, our
individual financial portfolio statements
are strong. I feel like some of us, me
included, are living sale to sale to make
our household expenses each month.
I thought about my own circumstance
and wondered how many of us are
investing for the future as we continue
to enjoy our career as real estate agents.
Are we investing in saving accounts,
index funds, stock funds or other ways to
meet your future needs?
I hope that each member will take his or
her time to plan or review your portfolio.
Some may get Social Security income in
addition to real estate sales income.
What are some of the definition terms
related to investments? Let’s look at a
couple.
Investopedia defines an “index fund” as
“a type of mutual fund with a portfolio
constructed to match or track the
components of a market index, such as
the Standard & Poor’s 500 Index (S&P
500).” An index mutual fund is said to
provide broad market exposure, low
operating expenses and low portfolio
turnover.
The NASDAQ defines the term as, “In
the simplest terms, Exchange Traded
Funds ( ETFs) are funds that track
indexes like the NASDAQ-100 Index,
S&P 500, Dow Jones, etc. When you buy
shares of an ETF, you are buying shares
of a portfolio that tracks the yield and
return of its native index.”
Investopedia defines “flipping” as
“purchasing an asset with the intent of
selling it for a quick profit rather than
holding on for long-term appreciation.”
Flipping is used to describe short-term
real estate transactions as well as the
activities of some investors in initial
public offerings (IPO). ~

Helping hands speak
volumes about SVAR
Anne May
Associate Broker, Tennek
Realty Inc.
I would like to take this opportunity to
recognize and thank some very special
people—our own SVAR members.
Recently, two of our members, past
presidents Steve Overgard and Brett
Harris, completed a pretty significant
task for a fellow member.
Principal broker/owner Doug Compton
of Tennek Realty in Blackstone had
been trying unsuccessfully for over a
year to find someone to install security
cameras in his office. Multiple attempts
had been made to hire professionals but
resulting in no responses to requests
or appointments that ended with “no
shows.”
Doug happened to mention this to Steve
in passing, and Steve volunteered to
install them himself.
In what turned out to be a more involved
process than, I’m sure, was initially
thought, Steve made three trips to
Blackstone and enlisted the help of Brett
Harris. They installed the cameras and
performed several other tasks requiring
skills on a ladder!
When offered payment for their help,
both insisted there was no need. They
were just doing the neighborly thing and
were glad to help out.
To some this may seem like a small
thing, but to Doug and me this was
extremely helpful and just confirms that
SVAR is one of the best organizations,
and that SVAR members are thoughtful,
generous and always giving of their own
time and resources to help each other
and our community.
This generous giving spirit is continually

embodied by many additional members
in the wide variety of ways that they
volunteer their time and efforts to any
number of causes and organizations in
our area.
SVAR members and their goodwill and
thoughtfulness are shining examples of
our great organization and the giving
nature of the best of humanity. It is
truly a pleasure and a gift to be a part of
SVAR! ~

SVAR Triple Crown as
RPAC marks 50 years
John Krug
Chair, RPAC Fundraiser
Committee

SVAR has had a very good trend
of success in earning the Virginia
REALTORS® Triple Crown. We have
done well over the last three years. On
a national level, about 35% of the 1,148
local associations attain this goal. It is a
noteworthy accomplishment.
Virginia REALTORS® (VR) breaks down
the Triple Crown as follows for SVAR
this year:
• Total funding - $14,152 is SVAR’s
annual goal
• Participation of membership - 37%
is SVAR’s set participation rate
• Major Investors - 5 is SVAR’s set
major investor goal
RPAC—the REALTORS® Political Action
Committee—is celebrating its 50th
anniversary this year. VR’s theme is
“RPAC is voluntary but not optional.”
To donate, go to virginiarealtors.org/
advocacy/rpac/contribute/.
For us locally in the Tri-Cities, attaining
the Triple Crown of RPAC means that
our association is vibrant, healthy and
alive! I hope that all of you are having a
great selling season. ~
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Landlords face potential liability for not
changing rent due dates for SSDI recipients
by Tyler Craddock, Vice President, Legislative Strategies Group

In a recent court decision, a federal
district judge in Pennsylvania has
ruled that landlords face potential Fair
Housing liability for refusing to adjust
due dates for Social Security Disability
Insurance (SSDI) recipients.
In issuing its opinion, the court found
that, because SSDI recipients get their
payments on a schedule over which they
have no control, requiring rent to be due
on the first day of the month creates a
disparate impact on disabled tenants.
As you know, the Department of
Housing and Urban Development
(HUD) has held that, as written, the Fair
Housing Act prohibits actions that would
have a disparate impact on protected
classes. What that means is that housing
providers can face liability under the
Fair Housing Act for items that are not
overtly discriminatory but that have
impact that disproportionally affects one
of the protected classes.
So, in addition to actions that are
discriminatory on their face (e.g, not
renting to persons because of their
race or sex), actions that are not
discriminatory on their face but have
that effect in practice are also prohibited
under the Fair Housing Act.

If you would like to read up on this,
the case is Fair Housing Rights Center
in Pennsylvania v. Morgan Properties
Management Company, LLC, 2018 WL
3208159 (E.D. Pa. 2018).
As with these sorts of cases, there are
some important takeaways for persons
subject to the Fair Housing Act:

Requiring rent to
be due on the first
day of the month
creates a disparate
impact on SSDI
recipients.
1) Because every case is different, please
review your own practices with your
attorney in the context of this case and
the entire Fair Housing Act to identify
potential liability. A good policy that has
been vetted by your attorney and that
you consistently follow is a great first
step to reducing potential liability.

2) Maintain standard rules and
practices. Train staff to refrain from
one-off allowances that deviate from
standard, approved practices. In this
case, some property managers had
adjusted due dates in some situations,
but the defendant company had refused
to make an across-the-board change.
The fact that the defendant’s individual
property managers had been able to do
this was cited by the court in holding
that accommodation in the form of
moving due dates was not unreasonable.
3) Always assume any person making
any inquiry of you is a tester, and follow
the law to the letter. This case, like
many others, came as a result of testers
making inquiries of the defendant.
Testers are actively working to find
landlords who are not following the law.
While this case involves differences in
interpretation of the law, other cases
do not. So, treat every accommodation
request as a potential test case.
Regardless of other factors, adhering to
Fair Housing law is the right thing to
do, but it is also the way you avoid costly
fines and court proceedings. ~

Cyber Awareness from the Front Lines: June 25
We hear about cybersecurity hacks and breaches in the big headlines, but with this FREE class,
attendees will spend time going deeper into the anatomy of real-life cybersecurity hacking
attempts, how they unfold, and tips and thoughts about preventing them to keep you and your
clients’ sensitive information safe.
Lunch provided, class limited to 25 students. Learn more at SVARealtors.com.
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Annual Golf Tournament
Attendee Registration

FOURTH ANNUAL CHARITY GOLF TOURNAMENT

BENEFITTING THE MADDIE MANN FOUNDATION FOR ACCESSIBLE PLAY

Captain’s Choice Format ▪ October 7, 2019 ▪ Country Club of Petersburg
1250 Flank Road, Petersburg, VA 23805

Event Contact

Danielle Marchant-Via
804-520-4496 dmarchant@svarealtors.com

TEAM APPLICATION - $400 | INDIVIDUAL PLAYER APPLICATION - $100

(includes green fees, carts, all refreshments, lunch, dinner, and a sleeve of golf balls. Individual players will be paired with a team.)
FULL NAME:		

HANDICAP - ACTUAL (A) ESTIMATE (B)

❶ ____________________________________________________ ❸ _____________________________________ __________________
❷ ___________________________________________________

❹_______________________________________________________

REGISTRATION
Name: ______________________________________ Company: ______________________________________
Email:___________________________________________ Phone: ____________________________________

METHOD OF PAYMENT

☐

Check enclosed (payable to SVAR) or Charge my:

☐ Visa ☐ Mastercard ☐ Discover

☐ AMEX

In the amount of: $____________ Name on Card: _______________________________________________
Signature: ___________________________________________________________
(The following information will be shredded.)

Card#: __________________________________________________ Exp. Date: _______/______

Must have registration form and payment to SVAR by October 1, 2019.
For registration information, please contact: Danielle Marchant-Via (dmarchant@svarealtors.com)
or Holly Jennings (hjennings@svarealtors.com)
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Getting the most out of your listing photos
by Michelle Kuzmick, Michelle Kuzmick Photography

Selling a home is a team effort. From the
real estate agent to the home inspector
and beyond, there are lots of working
parts that need to come together to make
a transaction happen.
I have no doubt that, as an agent, you
have carefully selected a core group of
professionals who support you to ensure
a smooth transaction. And while all the
professionals you have chosen know the
importance of their role, sometimes the
homeowner does not.
It’s your job to educate them on the vital
part they play in the process. The first of
many is their part in getting their home
ready for listing photos.
When a potential buyer clicks on your
listing you have less than three seconds
to grab their attention before they move
on to the next home.
Using a professional photographer can
increase your click rate by up to 118%.
Having the home in picture-perfect
condition when they arrive is a must.
That’s where educating your client
comes in.
First, explain to them the importance of
a good first impression. Buying a home
is just as much an emotional decision as
it is a financial one.
When a potential buyer clicks on
their home it’s the first step in them
imagining what it would be like to live
there. You want the home to look bright,
airy and spacious. You want them to
imagine the dinner parties they’ll host,
the kids they’ll raise, the holidays they’ll
celebrate.
You don’t want them to imagine having
to declutter and clean it.
Next, do a walk through with them and

gently provide feedback on problem
areas, and suggest rental of a storage
unit if needed. Be sensitive with your
critique so they won’t feel overwhelmed
or judged. Mix your feedback with
positive reinforcement.
Then, lastly, leave them with a list.
Everyone becomes accustomed to their

Everyone becomes
accustomed to
their own clutter,
and your client’s
idea of clean
probably isn’t
listing photo clean.
own clutter, and your client’s idea of
clean probably isn’t listing photo clean.
Here’s a list to get you started:
Outdoors:
• Remove any toys, pet items, tools,
garbage cans, water hoses, etc.
• Rake leaves.
• Cut grass.
• Freshen up flower beds with new
mulch, and add a few potted plants
as a welcome at the front door.
• Power wash the home, decks and
sheds as needed.
• Park vehicles on the street on the
day the photographer arrives.
Indoors:
• Consider hiring a professional
cleaning service.
• Out with the old: Now is a great time
to start making boxes for donation.
If you don’t get rid of it, you’ll just
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•
•

have to move it!
Close all windows, and open all
curtains.
Turn on all lights, and cut off
all ceiling fans on the day the
photographer arrives.

Kitchen tips:
• Wash dishes.
• Remove all pictures, magnets, etc.
from the refrigerator.
• Clear the tops of counters and the
refrigerator.
• Sweep and mop floors.
• Put away all garbage cans and pet
bowls on the day the photographer
arrives.
Living room/family room:
• Remove any clutter catchers: toy
boxes, magazine bins, etc.
• Vacuum.
• Clear flat surfaces.
• Straighten pillows.
• Turn off all TVs before the
photographer arrives.
Bedrooms:
• Make beds.
• Vacuum.
• Put away shoes, clothes.
• Clear dressers, side tables.
Office:
• Clear the tops of desks and filing
cabinets.
• Hide visible cords.
• Turn off computers before the
photographer arrives.
Bathrooms:
• Put toilet seats down.
• Clean bathtubs, glass showers, etc.
• Store away all personal hygiene
items.
• Take out the trash. ~

RPAC SPOTLIGHT:

Riley Ingram, Jr.

Name and company: Riley Ingram, Jr., broker,
Ingram & Associates Real Estate Co., Chester VA
SVAR member since: 1996
Contributor level: $99 Club
Advocacy topics that interest me: The mortgage interest deduction. I believe the mortgage interest deduction will continue to
encourage renters to become homeowners.
Activities and honors: 2008-2012 SVAR Board of Directors, Certified Real Estate Brokerage Manager (CRB) and Military
Relocation Professional (MRP).
Community involvement: Member of The Heights Baptist Church; Hopewell/Prince George Chamber of Commerce Director,
2016-present.
Why I give to RPAC: The National Association of REALTORS® is America’s largest trade association, so it is important for us,
as a group, to keep our voices and needs in front of our elected officials. Our voluntary contributions are an investment in the
success of our business and a commitment to preserving the future of our industry.

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

FORUM EXPLORES REGION’S RURAL HOUSING NEEDS
Thanks to all who attended May’s Rural Housing Forum, hosted by SVAR and Housing Virginia, at The Blackstone Herb Cottage
in Blackstone. Thanks, too, to sponsors BB&T, Housing Virginia, the Virginia Housing Development Authority and Virginia
REALTORS®. Attendees explored where our market is headed in meeting the region’s growing housing needs. The forum
included a presentation by Housing Virginia on needs and policy updates, a round-table discussion on the changing housing
landscape, a panel with Q&A featuring housing leaders, and a presentation on the best practices in messaging the need for
affordable housing. Thanks to Steve Overgard for capturing these photos. – Victoria Hecht, Communications and PR Specialist
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AFFILIATE SPOTLIGHT:
Baylands Family Credit Union

NAME: Baylands Family Credit Union, Crystal Howell, NMLS #572982
COMPANY DETAILS: The local branch is at 7119 Jefferson Davis Highway,
North Chesterfield. Dottie Conwell is the branch manager. Visit us at baylandsfcu.org,
or call 804-843-2520, Ext. 127. Also, check us out on Facebook and LinkedIn.
YEAR COMPANY ESTABLISHED: 1946
COMPANY SPECIALTIES: Baylands Family Credit Union is a full-service, state-chartered community credit union offering
a variety of accounts and services to members, including: savings, share certificates, Grow Green Reward checking, business
checking and IRAs. In addition, we offer mortgage (conventional and government-sponsored), home equity and land loans as
well as vehicle financing and VISA credit cards.
COMPANY MEMBERSHIPS: SVAR, the Women’s Council of REALTORS®, Richmond Chapter of the Virginia Credit Union
League and several local Chambers of Commerce (Chesterfield, West Point Tri-Rivers, Williamsburg, and New Kent).
SVAR AFFILIATE MEMBER SINCE: 2018
WHY WE JOINED SVAR: Our primary reason was to become more involved in the Chesterfield community, to network with
other REALTORS® and small businesses, and to raise awareness within the community that we are here and available to assist
by enriching their lives through our many faceted services..
WHY I GOT INTO THIS BUSINESS: I began my career working as a teller and had the opportunity to learn about mortgages. I
enjoyed a challenge, and there was much to learn!
WHY I LOVE DOING WHAT I DO: Anyone working with mortgages knows it can be difficult work. There is nothing more
rewarding than helping someone to achieve their dream of homeownership. It warms my heart to see a family, a single parent
or veteran obtain the keys to their home! Over 20 years later, I’m still rewarded by the feeling I get from helping others and I
remain committed to serving the financial needs of our membership.
MY FAVORITE SATISFIED-CUSTOMER STORY: We were approached by a family hoping to buy their first home. Despite
having excellent credit and long-standing employment with solid income, they were unable to afford the required down
payment. We reviewed their situation and offered to consolidate revolving debt and lower their monthly obligations. After six
months, their finances improved, and they were able to save the needed funds. With the help of a grant for closing costs, they
purchased their dream home.
BEST PIECE OF ADVICE I CAN GIVE A CLIENT: See your credit union FIRST! They can help guide you on the path to success.
And don’t forget to ask if there are any grant programs available.
THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: As a credit union we are able to offer a variety
of products and services. When an individual comes to us for a mortgage, we can look at the big picture, analyze their financial
situation and look at multiple solutions to reduce payments and consolidate debt—all under one roof and with the goal of
making homeownership possible.

The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.
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SVAR MEMBERSHIP AT A GLANCE
Data current as of May 28, 2019

Member Count
Members 416
Secondary 23

New REALTOR® Members

Emeritus
Affiliates
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Latosha Bassette		
Christy Bowman		
Glenn Brown		
Dustin Coleman		
Amber Fleuret		
Ashley Ingargiola		
Kelly Painschab		
Vernita Peebles		
Thomas Prince		
Randall Robinson		
Patrick Rogers		
Angela Shaw		
Brandon Shell		
Matthew Smith		
Jennifer Wilson		

Front Door Realty Group
Harris and Associates
James River Realty Group LLC
EXP RealtyLLC
Front Door Realty Group
Bradley Real Estate
Hometown Realty
Increase Realty LLC
Front Door Realty Group
The Pointe Realty Group of Lake Gaston
Harris and Associates
RE/MAX Signature
Front Door Realty Group
RE/MAX Commonwealth
Front Door Realty Group

Affiliate Members
2-10 Homebuyers Warranty
All-N-1 Services
American Home Shield
America’s Preferred Home Warranty
Appomattox Title Company
Atkinson Insurance Agency
Barwick & Associates
Baylands Family Credit Union
Bank of America*
C&F Mortgage
Central Virginia Multiple Listing Service
Colonial Farm Credit
Day Title
Edward Jones
Embrace Home Loans
Fairway Independent Mortgage Group*
First American Homebuyers
Gregory & Associates
Guild Mortgage
Hayes Inspection Services
HMS Home Warranty
Home Builders Association
Home Team Inspection Service
J.G Wentworth
Liberty Mutual Insurance
Ligon Jones Insurance
Loan Depot
Michelle Kuzmick Photography*
Movement Mortgage*
National Property Inspections
Old Dominion Title & Escrow

Presidential Mortgage
Prosperity Home Mortgage
State Farm Insurance
Suntrust Mortgage
The Bank of Southside Virginia
The Septic Doctor
Tidewater Mortgage Services
Touchstone Bank
Towne Bank Mortgage
US Inspect
VA Commonwealth Bank
Village Bank Mortgage
Virginia Housing Development Authority
Wells Fargo
*Denotes New Affiliate Members
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Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

The Southside
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2019 MAGAZINE ADVERTISING
OPPORTUNITIES GOING FAST
Be seen by real estate professionals all across the Southside,
including the cities of Colonial Heights, Emporia, Hopewell and
Petersburg, the towns of Chester and Ettrick, and the counties of
Dinwiddie, Greensville, Prince George, Surry, Sussex and part of
Chesterfield County. That’s quite a reach!
Don’t let the next deadline slip by, contact SVAR today and reserve
your ad space.
3rd quarter 2019 - Due Aug. 18
4th quarter 2019 - Due Nov. 17

Call (804) 520-4496 or write to
info@SVARealtors.com

(Need professional design help? Services are available, ask how!)

