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President’s Page
by Brett Harris, 2018 SVAR President

What is happening at SVAR? We are in
the process of doing some remodeling
at the association offices. We are getting
prices for new flooring and painting.
We are planning on remodeling the
front reception area, REALTOR® store,
small classroom and both bathrooms.
We want to get this work completed by
the Annual Meeting in October. We will
be contacting V Corps for demolition
volunteers. So, if you visit the board
office, please excuse the mess while we
are making these improvements.
We are looking forward to the golf
tournament in October. The Golf
Committee has been doing some great
work and has come up with creative

ideas to make this event even more
enjoyable than last year. The tournament
will be held at the Country Club of
Petersburg this year. This will be a nice
event to invite your clients.

who would like to serve in the presidentelect position. If you would like to
volunteer or know someone we should
contact who would be a good fit for the
board, please reach out and let us know.

Also, in October, we will be having the
annual meeting at SVAR on October 10.
This year we will be making Brunswick
stew for the members to enjoy. It will be
able to take some home that day to have
as dinner that evening.

We hope to see many of our members at
the Virginia REALTORS® Convention in
Norfolk from September 25-27. Check
out the Virginia REALTORS® website
at virginiarealtors.org/calendar/2018annual-convention for more details.

Please check out the SVAR website,
SVARealtors.com, for upcoming
educational classes to be offered. We
also need volunteers who would like to
participate on the Board of Directors and

As always, please contact us if you need
anything from your association to help
with your business. Thank you. ~

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

September 10
Education Fair
8 a.m. – 4:30 p.m.

September 26
Safety Day
9 a.m. – 2 p.m.

October 10
Annual Member Meeting
5 – 7 p.m.

November 7
SVAR Fashion Show
10 a.m. – 2 p.m.

September 11
Affiliate Committee Meeting
8:30 – 9:30 a.m.

September 26
Board of Directors Meeting
9 – 10 a.m.

October 15
GRI 502 - Sales Contracts
9 a.m. – 5 p.m.

November 13
Affiliate Committee Meeting
8:30 – 9:30 a.m.

September 12
Legislative Town Hall
Breakfast
8:30 – 9:30 a.m.

October 1
Annual Charity Golf
Tournament

October 17
NMO/Ethics
9 a.m. – 1 p.m.

November 14
Grievance Committee Meeting
9 – 10 a.m.

October 3
Appraisal Breakdown
11 a.m. – 12:30 p.m.

Executive Committee Meeting
10 – 11 a.m.

November 21
Executive Committee Meeting
10 – 11 a.m.

Contract to Close with Perry
Shelton
10 – 11 a.m.
September 19
RPN Breakfast
8 – 9 a.m.
Executive Committee Meeting
10 – 11 a.m.

October 4
Education Committee Meeting
10 a.m. – Noon
October 9
Affiliate Committee Meeting
8:30 – 9:30 a.m.
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October 24
Board of Directors Meeting
9 – 10 a.m.
November 1
Education Committee Meeting
10 a.m. – Noon

November 22-23
Office closed for Thanksgiving
November 28
Board of Directors Meeting
9 – 10 a.m.

Ethically speaking: Know your Code,
especially Article 1
by Carmen Martin, Co-Chair, SVAR Professional Standards & Arbitration Committee

In this issue, we highlight the
REALTOR® Code of Ethics’ Article 1,
which falls under the category of “Duties
to Clients and Customers.”
There are two basic concepts of Article
1: to protect and promote the interests
of the client and to treat all parties
honestly. It reads, “When representing a
buyer, seller, landlord, tenant, or other
client as an agent, REALTORS® pledge
themselves to protect and promote the
interests of their client. This obligation
to the client is primary, but it does not
relieve REALTORS® of their obligation
to treat all parties honestly. When
serving a buyer, seller, landlord, tenant
or other party in a non-agency capacity,
REALTORS® remain obligated to treat
all parties honestly.” (Amended 1/01)
Year after year, nearly 90 percent of
all ethics complaints filed in Virginia
allege a violation of Article 1 and failure
to be the gatekeeper of our client’s
confidential information is at the core of
many complaints.
Standard of Practice 1-9 is “the
obligation of REALTORS® to preserve
confidential information (as defined by
state law) provided by their clients in
the course of any agency relationship
or nonagency relationship recognized

by law continues after the termination
of the agency relationship or any nonagency relationships recognized by law.”
It states that “REALTORS® shall
not knowingly, during or following
the termination of a professional
relationship with their client: 1. reveal

Loose lips can sink
YOUR ship and see
you in front of a
hearing panel of
your peers.
confidential information of the client;
or 2. use confidential information of the
client to the disadvantage of the client;
or 3. use confidential information of the
client for the REALTOR®’s advantage or
the advantage of a third party unless: a)
the client consents after full disclosure;
or b) the REALTOR® is required by
court order; or c) it is the intention of
the client to commit a crime and the
information is necessary to prevent the
crime; or d) it is necessary to defend
the REALTOR® or the REALTOR®’s

employees or associates against an
accusation of wrongful conduct.
Information concerning latent material
defects is not considered confidential
under this Code of Ethics.” Amended
(1/01)
The following is a true case where loose
lips can sink YOUR ship and see you in
front of a hearing panel of your peers.
See if you have ever been a party to the
situation described.
Case #1-1: Fidelity to Client
Client A complained to a Board of
REALTORS® that two of its members,
REALTORS® B and his sales associate,
REALTOR-ASSOCIATE® C, had failed to
represent the client’s interests faithfully
by proposing to various prospective
buyers that a price less than the
listed price of a house be offered. His
complaint specified that REALTOR® B,
in consultation with him, had agreed
that $137,900 would be a fair price for
the house, and it had been listed at that
figure.
The complaint also named three
different prospective buyers who had
told Client A that, while looking at the
property, REALTOR-ASSOCIATE®
(continued on page 7...)
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Common sense courtesy as your
‘pathway to professionalism’
by Diana Hayes. GRI, SVAR 2018 Board of Directors

Let’s talk about common sense courtesy.
Yes, I am talking about habits that are
formed—good habits. The way we talk
to one another, what we say, what we
do. These are the good habits we want
portrayed as REALTORS®. This is
common sense courtesy.
It is a reflection of what and who we are
as an industry. It is a reflection of our
company. It is a reflection of each of us
as REALTORS®.
I know you have heard of the
REALTOR® Code of Ethics. But this goes
beyond the Code of Ethics. This is part of
the National Association of REALTORS®
“Pathway to Professionalism.”
The REALTOR® Code of Ethics and
Standards of Practice of the National
Association establishes objective,
enforceable ethical standards
governing the professional conduct of
REALTORS®, but it does not address
issues of courtesy or etiquette.
The Professional Conduct Working
Group of the Professional Standards
Committee developed this list of
professional courtesies for use by
REALTORS® on a voluntary basis. This
list is not all-inclusive.
Respect for the public
1. Follow the “Golden Rule”: Do unto
others 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
pets, are handled appropriately.
8. Leave your business card if not
prohibited by local rules.

Respect sellers’
instructions about
photographing or
taking video of
their properties.
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,
always ring the doorbell or knock—
and announce yourself loudly before
entering. Knock and announce
yourself loudly before entering any
closed room.
12. Present a professional appearance
at all times; dress appropriately and
drive a clean car.
13. If occupants are home during
showings, ask their permission
before using the bathroom.
14. Encourage the clients of other
brokers to direct questions to their
agent or representative.
15. Communicate clearly; don’t use
jargon or slang that may not be
readily understood.
16. Be aware of and respect cultural
differences.
17. Show courtesy and respect to
everyone.
18. Be aware of—and meet—all
deadlines.
19. Promise only what you can deliver—
and keep your promises
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20. Identify your REALTOR® 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
prior to entering the property or
immediately inside if such action is
appropriate.
9. Respect sellers’ instructions about
photographing or taking video
of their properties’ interiors and
exteriors.
Respect for peers
1. Respond to other agents’ calls, faxes,
emails and text messages promptly
and courteously.
2. Be aware that large electronic files
with attachments or lengthy faxes
may be a burden on recipients.
3. Notify the listing broker if there
(continued on next page...)

(Common sense, continued from previous page...)

appears to be inaccurate information
on the listing.
4. Share important information about
a property, including the presence of
pets, security systems, and whether
sellers will be present during the
showing.
5. Show courtesy, trust, and respect to
other real estate professionals.
6. Avoid the inappropriate use of terms
of endearment or any denigrating
language.
7. Do not prospect at other

8.
9.
10.
11.

REALTORS®’ or similar events.
Return keys promptly.
Carefully replace keys in lockboxes
after showings.
Mutual respect is essential for
continued success in the real estate
business.
Real estate is a reputation business.
What you do today may affect your
reputation and your business for
years to come.

Association of REALTORS® website
at nar.realtor. You will find short
videos addressing these pathways. It
would make a great company meeting
presentation.
Remember, let’s keep those good
habits in the forefront. We all work
together, and working with a courteous
REALTOR® makes our profession and
day to day interactions much more
enjoyable. ~

Take a moment and visit the National

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

C, representing REALTOR® B, when
asked the price had said, “It’s listed at
$137,900, but I’m pretty sure that an
offer of $130,000 will be accepted.”
REALTOR® B and REALTORASSOCIATE® C were notified of the
complaint and requested to be present
at a hearing on the matter scheduled
before a Hearing Panel of the Board’s
Professional Standards Committee.
During the hearing, REALTOR® B
confirmed that he had agreed with Client
A that $137,900 was a fair price for
the house, and that it was listed at that
figure. He added that he had asked for
a 90-day listing contract as some time
might be required in securing the full
market value.
Client A had agreed to do this but had
indicated that he was interested in
selling within a month even if it meant
making some concession on the price.
The discussion concluded with an
agreement on listing at $137,900 and

with REALTOR® B agreeing to make
every effort to get that price for Client A.
REALTOR-ASSOCIATE® C said in
the hearing that REALTOR® B had
repeated these comments of Client A
and he, REALTOR-ASSOCIATE® C,
had interpreted them as meaning that
an early offer of about 10 percent less
than the listed price would be acceptable
to the seller, Client A. Questioning by
the Hearing Panel established that
neither REALTOR® B nor REALTORASSOCIATE® C had been authorized to
quote a price other than $137,900.
It was the hearing panel’s conclusion
that REALTOR® B was not in violation
of Article 1 since he had no reason to
know of REALTOR-ASSOCIATE® C’s
actions. The panel did find REALTORASSOCIATE® C in violation of Article
1 for divulging his knowledge that the
client was desirous of a rapid sale even
if it meant accepting less than the asking
price.

The panel noted that such a disclosure
was not in the client’s best interest
and should never be made without the
client’s knowledge and consent.”
On reflection, many REALTORS®
can probably remember making
conversation about a property and
indicating the seller would probably take
less than asking price. Now, were you
the listing agent, the listing broker or
another associate in that firm?
If so, in all three positions, you likely
violated your client’s confidentiality
because, until another form of agency
representation is established, the seller
is the whole company’s client. Did they
give you permission to disclose their
willingness to take less? Did you get it in
writing? Could your client feel you broke
their trust?
You can earn, and keep, their trust
and engage in sound risk reduction by
following the business practices required
by Article 1 of the Code. ~

Thank You to our

PLATINUM
PARTNERS
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Be careful out there: Online advertising could
accidentally violate the Fair Housing Act
by Steve Overgard, 2018 SVAR Immediate Past President

As REALTORS®, we all individually and
collectively support the Fair Housing
Act, both in the spirit and the letter of
the law. It’s how we roll. For example,
we would never consciously advertise
that a particular house was only suitable
for single men, or a Jewish buyer, or for
a person without handicaps.
New trends and techniques have been
emerging in the real estate advertising
and marketing space, and they are not
as familiar as the traditional print ads.
REALTORS® are often diving into to
fresh marketing campaigns without
considering Fair Housing guidelines.
If a REALTOR® promotes a property
on any of the social media platforms,
they must make doubly sure that their
marketing meets current guidelines with
regard to disclosing the licensing status
of the brokerage and is compliant with
Fair Housing considerations.
Social media marketing has become so
“easy” that part of the thinking process
is compromised in the rush to get the
property exposed online. If a REALTOR®
promotes a property online, he or she
should take the necessary time to read
and re-read the textual content to make
sure that all disclosure and mandatory
content is in compliance AND that no
Fair Housing problems exist.
Some of the tools that are available
for online marketing promotion make
it easy to inadvertently drift into a
thoughtless Fair Housing problem.
For example, the Facebook Boost tool
is rife with Fair Housing death traps.
Doing a target marketing campaign,
one would select gender. This is the
first problem. If you select only men,
then there is blatant sex discrimination.
The same problem exists with selecting
an age group. If 18 to 65 is chosen in

as a target audience, that sets up age
discrimination.
Be careful about targeting a certain
location because of red-lining concerns,
and if location-specific marketing is
done, it is safer to cast a larger and more
inclusive net.

The Facebook
Boost tool is rife
with Fair Housing
death traps.
Many of the demographical audience
targeting tools also could be
questionable if scrutinized. The same
applies to interests targeting because
that category could hone in on familial
status. There is a category called
“Multicultural Affinity” on Facebook.
That one should be avoided for obvious
reasons.
The list goes on and on, but the point
is to be CAREFUL, and if anything is
questionable in your mind, it is best to
avoid it or ask an expert.
REALTORS® should consider using
online advertising promotion and
marketing to reach buyers and sellers.
It is affordable, effective and relevant
to our times. But, please, take the time
to think it all through to make sure you
don’t end up at the wrong end of a Fair
Housing complaint.
Below is an excerpt of information
found on the Virginia Department
of Professional and Occupational
Regulation website (to see the full text,
go to dpor.virginia.gov/FairHousing/):
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“Virginia Fair Housing Law applies to
property managers, owners, landlords,
real estate agents, banks, savings
institutions, credit unions, insurance
companies, mortgage lenders and
appraisers. If you’re working with a
property manager or real estate agent to
buy a home or locate a rental, or if you’re
trying to get a mortgage or homeowner’s
insurance, you cannot be treated
differently because of your race, color,
religion, sex, national origin, elderliness,
familial status or disability.
“Virginia Fair Housing Law prohibits the
following practices:
“To make, print, or publish (or cause
to be made, printed, or published) any
notice, statement, or advertisement, with
respect to the sale or rental of a dwelling,
that indicates any preference, limitation,
or discrimination (or an intention to
make any such preference, limitation
or discrimination) based on race, color,
religion, sex, national origin, elderliness,
familial status or disability. The use
of words or symbols associated with a
particular religion, national origin, sex
or race shall be prima facie evidence of
an illegal preference under this chapter
which shall not be overcome by a general
disclaimer.”
If in doubt, seek assistance from your
broker or competent legal sources. ~

RPAC SPOTLIGHT:
Riley E. Ingram Sr.

Name and company: Riley E. Ingram Sr., broker/owner,
Ingram & Associates Real Estate Company Inc.
SVAR member since: 1968

Contributor level: 99 Club

Advocacy topics that interest me: Rules, regulations and laws.
REALTOR® activities and honors: REALTOR® of the Year, 1978.
Community involvement: Hopewell Rotary Club, American Legion, Hopewell Moose Lodge, AF&AM Masons, Shriners and
Ruritan clubs.
Why I give to RPAC: REALTORS® have a strong voice in our state government and, because of this, we are able to work with
legislators who carry bills that help our industry.

Want to learn more and become an RPAC contributor? Just visit
virginiarealtorschoose.com/contribute to get started.
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SVAR is on the road to continued success
by Larry Lewis, 2018 SVAR Treasurer

I am happy to report that, as of the
writing of this article, SVAR is on course
to have another profitable year for the
third year in a row.
The Board of Directors, in conjunction
with the Budget Committee, CEO Joe
Croce and our management company,
Organization Management Group,
continue to work in unison to keep
SVAR financially sound for the present
and into the future.
As you are aware, Virginia REALTORS®
(VR) as well as National Association of
REALTORS® (NAR) increased dues for
2019. While NAR was an increase of $30
beginning in 2019, VR’s increase was a
total of $70, spread over a three-year
period beginning 2019 through 2021.
Your SVAR Board realizes the escalating
cost of doing business as a REALTOR®
and has worked diligently to make SVAR
profitable and, at the same time, not
increase individual REALTOR® dues
for its members. SVAR has not had an
increase in dues in the last two years and
hopefully will not need to do so in the
near future by continuing to initiate new
ideas for generating non-dues revenue.
The Flip Committee is presently looking
for another home to purchase, but the
completion of the project and the income
generated would not impact this year’s
income. However, it will be a big plus for
2019.
SVAR’s annual Member Picnic was
a complete success. Our new Golf
Committee is working hard to make our
October 2018 Golf Tournament, to be
held at the Petersburg Country Club,
a big success. If you have not already
gotten a team together, please think
about doing so. Don’t procrastinate and
miss out as this will be a fun-filled event.

I can think of no better way to enjoy
a day than with fellow REALTORS®,
Affiliates and friends away from the
everyday hassles of the real estate
business.

an undetermined time in the future. It is
the Board’s intention to complete some
of the repairs in the fall and hopefully
to complete the remainder of the
renovations over the next few years.

Another fun event on tap this fall: Our
president-elect, Kathie Braswell, is
bringing back the SVAR fashion show

The building is SVAR’s single most
valuable asset, so it is important that
we not only continue to maintain and
improve all of its HVAC, plumbing and
electrical components, but also to strive
to update and improve SVAR’s physical
appearance and functional capabilities
to better serve its members.

SVAR has not had
an increase in
dues in the last two
years.
in November. I have had the pleasure
in the past to be a designated server of
the “bubblies” to the those in attendance
and am looking forward to once again
being a server in this year’s event. Make
sure you purchase your ticket.
These events are just two examples of
those your association holds to generate
non-dues revenue to keep SVAR
sovereign and in a position to provide
greater services to its REALTOR® and
Affiliate members.
Speaking of Affiliates, I would like to
take this opportunity to personally thank
each and every one of our Affiliates for
their support of SVAR throughout the
year and encourage each of our members
to likewise utilize our Affiliates in the
normal course of their business.
The Board of Directors is also looking
at different options to complete some
much-needed interior renovations to our
building on Maple Grove Avenue. We
have budgeted funds in place for 2018
for renovations/improvements to the
building and will continue to do so for
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Your recent Boards have become
more aggressive in the area of repairs,
maintenance and improvements, and
have taken the position that SVAR will
no longer continue the philosophy of
“kicking the can down the road.” This
is all being accomplished while still
keeping SVAR a sound and financially
strong association.
Remember to go to the website at
SVARealtors.com on a regular basis to
keep abreast of all announcements of
upcoming special events and scheduled
classes and, most importantly, to
continue to support your association.
Also, please consider getting involved in
your association by joining a committee
and if already on a committee, consider
running for SVAR’s 2019 Board of
Directors. My warmest thanks and
appreciation to each of you who
presently serve on a committee or as a
Board member. ~

Members beat the heat during 2018
Affiliates/Brokers Fair
Food, fun, sun, friends and prizes! Thanks to all for helping make SVAR’s 2018 Affiliates/Brokers Fair a summer success.
Members gathered under the big pavilion at White Bank Park in Colonial Heights in August to beat the heat, break bread and
network with the association’s amazing Affiliates and brokers. Everyone was a winner for attending, but many took home prizes
in the day’s drawings, too. Congrats to winners Joni Moncure, Tammy Warren, Heather Rose, Lorraine Lester, Kathie Braswell,
Betty Estes, Joe Croce and Fay Fletcher. Thanks to Immediate Past President Steve Overgard for manning the grill and to these
Affiliates and brokers for taking part with booths: VHDA, 2-10 Home Buyers Warranty, Appomattox Title, Century 21 Colonial
Realty, Village Bank Mortgage, Touchstone Bank, Embrace Mortgage, Colonial Farm Credit, Presidential Mortgage, Atkinson
Insurance, American Home Shield, First American Home Buyers Protection, Appomattox River Peanut and Wine, Old Dominion
Title; and Virginia Commonwealth Bank. – Victoria Hecht, Communications and PR Specialist
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Reflections on the 2018 NAR Leadership
Summit
by Kathie Braswell, 2018 SVAR President-Elect

This summer I had the privilege of
attending the Leadership Summit in
Chicago with SVAR Chief Executive
Officer Joe Croce, RCE.
The Leadership Summit is held every
year and brings the chief staff executives
of the state and local associations
together with their presidents-elect
to an event that translates into
multiple opportunities to make
lasting connections in the REALTOR®
Association community.
I admit when I heard the title for the
summit was “Telling Your Story,” I

wasn’t sure the words would be that
great. The object of telling your story,
whether it is a personal story, your
business story, or your association story,
is to better engage and connect with your
clients and members.
I don’t think many REALTORS® think
about that aspect. I know I didn’t.
Listening to some of the stories that
were told proved fascinating and
thought-provoking.
At the National Association of
REALTORS®, their story is our story.
When REALTORS® and REALTOR®

Associations at the local, state and
national levels join forces, and work
in accord, their accomplishments are
boundless.
Together, we have an extraordinary story
to tell, but we must be willing to speak
up to ensure our stories are heard and
our stories are told.
I enjoyed every aspect of the Summit
and met a lot of great people. It was
well worth the trip. Remember, there
is nothing like a good story, especially
when it is your own. ~

SVAR PreSIDENT-elect connects with colleagues
at Leadership Summit
SVAR President-Elect Kathie Braswell and CEO Joe Croce traveled to Chicago in August for the National Association of
REALTORS®’s annual Leadership Summit. Attendees heard keynote presentations from NAR leaders and nationally known
speakers, including Platon, a “world-renowned and award-winning photographer and master storyteller,” motivational speaker
Inky Johnson, NAR Chief Executive Officer Bob Goldberg and NAR President-Elect John Smaby. In prep for their leadership
roles, attendees also explored core standards, heard panel discussions, took part in “NAR Flash Play” breaks and saw some of
the Windy City sights, making for a little networking, a lot of learning and a fair bit of fun. Fireworks topped off the professional
development and fun. – Victoria Hecht, Communications and PR Specialist
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Horseback home closing is the ‘neigh-borly’
thing to do
We can almost guarantee this is a first! SVAR Immediate Past President Steve Overgard, an associate broker with RE/MAX
Commonwealth in Chesterfield, completed a home closing on horseback on June 22. When Overgard and client Ronnie White,
a first-time home buyer and former riding instructor, discovered their common interest in horses, the two agreed to mount a
closing that would surely be a first for the Tri-Cities area, or even anywhere. The closing took place on Overgard’s farm in South
Chesterfield atop the Overgard family equines, Hank and Moo. Lending their support with attendance were Overgard’s wife,
Dawn Peterson, and White’s friends and family, Lisa Atkins and Al and Chestine Elmore. After the signing, White received
the keys to his new home located in Jarratt. We’d say this closing was the “neigh-borly” path to homeownership as SVAR’s
REALTORS® happily go over and above (and atop!) to get the job done. – Victoria Hecht, Communications and PR Specialist
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Reach your homebuying goals
Whether you’re buying your first home, a second home, or refinancing your current home,
we have the products and programs that may help you reach your homebuying goals.
• Wide selection of conventional and government loans
• Fixed- and adjustable-rate mortgages

Contact me today!
Ryan Carmichael, Home Mortgage Consultant
9020 Stony Point Pkwy., Ste. 100, Richmond, VA 23235
804-720-1320

• New construction
• Investment property financing
ryan.carmichael@wellsfargo.com
www.wfhm.com/larry-carmichael1
NMLSR ID 248307

Information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo
Bank, N.A. © 2017 Wells Fargo Bank, N.A. All rights reserved. NMLSR ID 399801. AS4320280 Expires 04/2019
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Williams Mullen

The Virginia Supreme Court recently
confirmed that tenants allegedly injured
by exposure to mold in their rental
units have more ammunition against
landlords and property managers than
the landlords and managers had hoped.
In the case of Cherry v. Lawson Realty
Corp., decided on May 3, 2018, the court
considered Section 8.01-226.12 of the
Virginia Code.
The title of that section is “Duty of
Landlord and Managing Agent with
Respect to Visible Mold.” Property
managers and landlords should read that
entire section, and certainly should be
aware of at least two of its subsections.
Subsection C states as follows: “A
managing agent with no maintenance
responsibilities shall not be liable for
civil damages in any personal injury or
wrongful death action brought by the
tenant, authorized occupant, or guest
or invitee for exposure to mold, or for
any property damage claims arising
out of the residential landlord-tenant
relationship, unless the managing agent
fails to disclose the existence of a mold
condition of which the managing agent
has actual knowledge to the landlord and
any prospective or actual tenants.”
Subsection E says: “If visible evidence
of mold occurs within the dwelling
unit, the landlord or managing agent
with the maintenance responsibilities
shall, exercising ordinary care, perform
mold remediation in accordance with
professional standards.”
Alvis Cherry did not base his lawsuit
against Lawson Realty Corp. for mold in
his unit on Section 8.01-226.12. Instead,
he sued his landlord and Lawson Realty
for violations of the Virginia Residential
Landlord and Tenant Act and three
counts of negligence and fraud based on
common law.

Specifically, Cherry alleged that he
leased an apartment that was managed
by Lawson Realty. Although the movein report at the commencement of his
tenancy did not reveal any visible mold
in the apartment, about a month later a
line from an HVAC unit in the apartment
became clogged and leaked into the
closet housing the HVAC unit and

The HVAC closet
became covered
in mold, and the
carpet began
to smell and
actually sprouted
mushrooms.
onto the living room floor and carpet.
The landlord unclogged the line but
allegedly did not address the wet carpet.
Additional clogs caused further leaks
and the landlord also failed to properly
address those, according to Cherry.
Eventually the HVAC closet became
covered in mold, and the carpet began to
smell and actually sprouted mushrooms.
Some of the affected drywall crumbled
away and revealed large areas of black
mold growth behind it.
Cherry claimed that the landlord’s
improper remediation steps, such as
failure to dry the carpet and removal
of wall board, trim and other building
materials, allowed the mold spores to
spread. Because the landlord failed to
control the mold, Cherry moved out
of the apartment and sued both the
landlord and Lawson Realty.
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Cherry’s suit claimed that the defendants
were negligent in failing to warn him
of known and concealed defects that
rendered occupation of the apartment
dangerous, not performing repairs with
reasonable care and not maintaining
a safe and habitable condition of the
premises outside of Cherry’s exclusive
possession and control.
Lawson defended by asserting that
Cherry could no longer bring common
law negligence claims for exposure to
mold, because Section 8.01-226.12 had
abrogated (meaning superseded or
replaced) those common law claims.
Cherry had sued under the old common
law rather than the new statute, Lawson
argued, so his common law claims
should be dismissed.
The Circuit Court of the city of Newport
News agreed with Lawson, and Cherry
appealed to the Virginia Supreme Court.
The Supreme Court expressed
appreciation for the Circuit Court’s
“thoughtful and thorough analysis of
a novel question of law,” but reversed
the Circuit Court. The court pointed
out that one of the very first statutes
in the Virginia Code provides that “the
common law of England, insofar as it is
not repugnant to the principals of the
Bill of Rights and Constitution of this
Commonwealth, shall continue in full
force and be the rule of decision, except
as altered by the General Assembly.”
The General Assembly is presumed to
know the common law and a statute
enacted by General Assembly will not
be held to change the common law
unless the legislative intent to do so is
plainly manifested. Statutes must be
read in conjunction with the common
law, giving effect to both unless it clearly
(continued on next page...)

SVAR hits the ‘beach’ for annual Members’ Picnic
Surf’s up, SVAR! Thanks to all of our Big Kahunas and Parrotheads, Beach Boys and Baywatchers for making this summer’s
beach party-themed annual Members’ Picnic at Home Builders Pavilion a big success, right down to the shell-topped tables and
shagging music. (We saw you dancing, Riley Ingram!) We’re all appreciative to chef extraordinaire Bobby Perkins for manning
the grill as only Bobby can do, to all who brought door prizes, and to the local legislators who attended in support of SVAR.
Special thanks to the evening’s sponsors for making the food and fun possible, and huge congrats to corn hole tournament
winners the Hayes brothers, David and Nick, for reclaiming their title. Tourney proceeds benefitted the local nonprofit B.R.A.G.,
or Bullies Rescue Advocacy Group. – Victoria Hecht, Communications and PR Specialist

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

appears from express language or by
necessary implication that the purpose
of the statute was to change the common
law.
Examining Section 8.01-226.12, the
court did not find any evidence that
the General Assembly intended for
that statute to replace or abrogate the
common law with respect to mold in
rental units. Instead, the statute created

new obligations for the landlord and
property manager and clarified some of
their existing immunities. The statute
did not expressly or implicitly repeal or
modify any common law causes of action
beyond the plain language of the statute.
The court emphasized that it expressed
no opinion on the merit of Cherry’s
negligence claims, and only held that
he had the right to bring them despite

the enactment of Section 8.01-226.12.
Nevertheless, for property managers
and landlords, the holding in Cherry
means that they can now be sued under
common law, statutory law, or both, by
tenants claiming damage from exposure
to mold. ~
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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It’s a vastly different market from 2012
by Joyce Navary

I have thoroughly enjoyed sharing
chapters from my book, “On The Move!
A Guide to Buying & Selling Your
Home.” It was written in 2012 and is
now ready for a new edition. There have
been many changes in the years since its
publication, not only in regulations and
requirements, but also in my acquisition
of knowledge and experience.
I have MANY stories I could tell, but that
will be for a real estate book of another
type. I would like to share some of the
market changes that have occurred since
2012 when this book was put together.
In 2012, I was just getting to the point
that I could do real estate full time. I
had retired from teaching for the second
time and was plunging in to help folks
buy or sell homes. It was a hard time
for buyers because they were held back
by employment concerns and financial
constraints.
Buyers lacked confidence in the market.
Who could blame them? There were
massive numbers of foreclosures,
seller mortgages were underwater,
and economists forecasted housing
appreciation of values years in the
future.
Who wanted to invest in housing with
such nebulous expectations of return
on investment? Sellers were not in a
good position either because prices had
dropped 34.4 percent from July 2006.

Although our local area was slower than
the national average in responding to the
recovery, 2012 saw the beginning of the
climb up from the bottom.
Regular sales increased as opposed to
bank sales. Mortgage rates were low at
3.25 percent, and inventory was tight.
Pent-up demand contributed to the
slowly-increasing housing prices.

Even with the end-of-the-year
decline in sales, 2017 saw 5.51 million
existing home sales and 612,000 new
constructions. It was the best year
in home sales since 2006. The price
increases drove up the median sales
price for 2017 to $194,900.

The market is in a
significantly better
position than it was
when my book was
published.
By the end of 2012, existing home sales
had reached 4.65 million nationwide,
and the median price was $180,800.
This compares to the 2006 figures of
6.48 million sold, with a median price of
$246,800. What a difference.
By now you must be thinking, “Well,
how does the market TODAY compare
to these historic data points?” Today
we are experiencing some of the same
issues with low inventory. Nationwide
inventory is at 1.48 million, having
fallen for 31 consecutive months. This
low inventory fueled new construction

starts. Generally, home price gains
outpaced income growth for the year.
It’s not surprising then that the end of
2017 showed a decline in sales due to the
increase in interest rates and mortgage
expenses.

Here are a few facts about REALTOR®
member numbers that might interest
you:
• 2006: Nationally, 1,357,732;
Virginia, 38,115
• 2012: Nationally, 999,824;
Virginia, 27,471
• 2017: Nationally, 1,308,616;
Virginia, 32,850
For my part, the market is in a
significantly better position than it was
when my book was published. I mean,
who has time to write a book (2010,
2011) unless they are not buying or
selling homes?
Here’s to those of us out there who have
worked long hours, satisfied their clients
and improved the market numbers. All
the best in 2018! ~

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.
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Facebook.com/SVARealtors

CEO’s Message
by Joe Croce, RCE

We have often heard the statement
“dress for success,” but do we really
understand the true meaning of this
phrase?

that you respect yourself and your
clients. It tells prospects if you’re
well-organized, detail-oriented, pulled
together and professional.

Maybe. It has meant different things
to me over the years. In high school
football our team had the worst
uniforms and equipment of any team
in our conference. Our coach drilled
in to us that “it’s not the clothes on the
man, but the man in the clothes.” That
was great for a bunch of young guys
who were not really focused on fashion
anyway. We all gradually learn that how
we dress sends a message.

What’s the REALTORS® “dress for
success” formula? There really isn’t one
“right” way to dress when you’re selling

A person in a uniform sends different
messages. We owe thanks to military,
first responders, police and similar
professionals with their uniforms. Many
businesses provide their employees with
logo-emblazoned uniforms for a variety
of reasons. In the REALTOR® world
what should our uniform be? Real estate
knowledge and customer service may
be what really counts in concluding a
successful sale, but if you don’t convey
a professional image to prospects
and clients, all the skills in the world
probably won’t get you in the door.
Does your physical or mental
presentation need a makeover?
When you have a good image of yourself,
you feel different. Self-confidence leads
people to trust you and may make
you more approachable. When you’re
confident, clients feel more comfortable
dealing with you. If you’re slouching
or not making eye contact, you’ll make
prospects uneasy.
Do looks matter? Don’t worry if you’re
not a supermodel or movie star.
Successful real estate practitioners
should strive for a polished professional
image that reflects the taste of their
clients. A good physical image shows

Successful real
estate practitioners
should strive
for a polished
professional image.
real estate. The best strategy is to mirror
the style of your clients.
If you’re selling $1 million homes to
older buyers, dress conservatively in
a suit. If you’re selling starter homes
to low-income families, dressing like a
banker will only intimidate them.
What’s most appropriate to wear
depends on the age and income of your
clients, on whether they’re urban or
suburban, and on what position they
hold in life. A relocating corporate
executive expects you to dress differently
than a retiree buying a resort condo
might. Look to see how your peers and
their clients are dressed. They will give
you a clue on where to start. Look at
role models in your community with
the same physical size and coloring and
consider copying them.
What are some of the biggest
professional image mistakes you see
today? The trend toward business casual
has gone too far; people have gotten too
sloppy.

Business casual for men means a jacket
without a tie or a sports coat in a strong
pattern or color. It doesn’t mean jeans
and running shoes. For women, business
casual translates into sweater sets and
pants, maybe with a more casual fabric
like twill in a dressier cut. It doesn’t
mean a sweat suit.
Another huge mistake for both sexes is
dated haircuts and glasses styles. People
don’t like to change these things, but
they can make a lot of difference in your
visual image. Look for people on the
street with haircuts you like, and ask
your hairdresser or barber to help you.
Avoid anything that’s too flashy or
too provocative. Err on the side of
conservative if you have any doubts. Buy
fabrics that will last; some synthetics can
look tired in a hurry. Choose friendly,
approachable colors—browns, blues,
burgundies and olives. If you wear black,
mix it with a softer color.
Buy a wardrobe that’s flexible, i.e. that
will mix and match. Get at least three
good jackets, and be sure they have
pockets to hold keys and business cards.
Be sure everything is easy to take care
so you won’t waste time and money
on wardrobe upkeep. Accessories are
important too; invest in good-quality
comfortable shoes and a quality
briefcase or purse.
Having a professional visual image
doesn’t have to be difficult. Just follow
the five A’s: affordable, attractive,
appropriate, assured and with the right
attitude.
There are no guarantees that paying
attention to the inner and outer you will
bring in sales. I think your opportunities
will improve if you can feel confident
and maintain a professional image. Good
luck. ~
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REALTOR® designations, certifications: Are
they worth it, and which one is best for me?
by Al Wells, CRS, GRI, ABR, Chair, SVAR Education Committee

The answer to both of our headline
questions is, it depends on the agent and
what they do with the knowledge gained
from obtaining the designation.
The National Association of
REALTRORS® (NAR) says that agents
with certain designations and/or
certifications earn more than those who
don’t have them.
NAR recognizes over 25 REALTORS®
designations. These designations are
recognized by initials like ABR®, CRS,
CCIM, CPM®, CRB, e-PRO®, GRI, MRP,
SFR®, SRS and SRES®, among many
more. I’m sure you have seen these
designations on other agents’ business
cards or have some of them on your own.
NAR and its affiliated institutes,
societies and councils provide a
wide-range of programs and services
that help members increase their
skills, proficiency, and knowledge.
Designations and certifications, which
acknowledge experience and expertise in
various real estate sectors, are awarded
by NAR and each affiliated group upon
completion of required courses.
In this article we would like to identify
the most popular designations and those
most likely to help agents become more
professional:
GRI (Graduate, REALTOR®
Institute) –To earn a GRI designation,
you will need to take courses on legal
and regulatory issues in the industry, as
well as technology and a more in-depth
exploration of the sales process. Best
of all, the GRI designation is designed
for REALTORS® with fewer than five
years of experience in real estate. Think
of it as a general graduate degree after
completing your licensing education.
The SVAR School of Real Estate is
currently offering the courses necessary
to obtain the GRI designation. Please

check SVAR’S education class schedule
at SVARealtors.com for dates and times.
ABR® (Accredited Buyer’s
Representative) – The ABR®
designation is designed for real estate
buyer agents who focus on working
directly with buyer-clients at every stage
of the home buying process.

Agents with certain
designations earn
more than those
who don’t have
them.
CRS (Certified Residential
Specialist) – The CRS designation
is the highest credential awarded to
residential sales agents, managers, and
brokers. On average, CRS designees
earn nearly three times more in income,
transactions, and gross sales than nondesignee REALTORS®.
SRS (Seller Representative
Specialist) – The SRS designation
is the premier credential in seller
representation. It is designed to elevate
professional standards and enhance
personal performance. The designation
is awarded to real estate practitioners
by the Real Estate Business Institute to
meet specific educational and practical
experience criteria.
MPR (Military Relocation
Professional) – NAR’s Military
Relocation Professional certification
focuses on educating real estate
professionals about working with
current and former military service
members to find housing solutions
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that best suit their needs and take full
advantage of military benefits and
support.
CPM® (Certified Property
Manager®) – CPM® designees are
recognized as experts in real estate
management. Holding this designation
demonstrates expertise and integrity to
employers, owners, and investors. This
designation is presented by the Institute
of Real Estate Management (IREM®).
SRES® (Senior Real Estate
Specialist®) – This designation
program educates REALTORS® on how
to profitably and ethically serve the
real estate needs of the fastest-growing
market in real estate, those clients who
are age 50 and older. By earning the
SRES® designation, you gain access
to valuable member benefits, useful
resources, and networking opportunities
across the U.S. and Canada to help you
in your business.
e-PRO® – NAR’S e-PRO® certification
program helps Realtors master
the advanced digital marketing
techniques of today. With the e-PRO®
certification, REALTORS® increase
their ability to reach customers, expand
their capabilities, and build trust by
safeguarding client information.
SFR® (Short Sales & Foreclosure
Resource®) – The SFR® certification
teaches real estate professionals to
work with distressed sellers and the
finance, tax, and legal professionals
who can help them, qualify sellers for
short sales, develop a short sale package,
negotiate with lenders, safeguard your
commission, limit risk, and protect
buyers.

(continued on next page...)

(Designations, continued from previous page...)

CCIM (Certified Commercial
Investment Member) – The CCIM
designation is commercial real estate’s
global standard for professional
achievement, earned through an
extensive curriculum of 200 classroom
hours and professional experiential
requirements. CCIMs are active in 1,000
U.S. Markets and 31 other countries, and
comprise a 13,000-member network that
includes broker, leasing professionals,
asset managers, appraisers, corporate
real estate executives, investors, lenders,
and other allied professionals.

The SVAR School of Real Estate is
currently offering GRI courses and
hopes to offer other designation courses
in the near future. We are also offering
all CE required courses, allowing you
the opportunities to obtain your license
requirements every six months. Check
out the SVAR website and Facebook for
all the scheduled class dates and times.
Should you need any further information
or education assistance, please contact
one of the SVAR Education committee
members. We hope to see you at one
of our upcoming classes or Lunch-nLearns.

These are only a few of the designations
and certifications that are available to
assist you in furthering your real estate
career. More detailed information
on these and the other REALTOR®
designations and certifications can
be found on the NAR website. It is
your decision as to which of these
designations is best for you.

The 2018 Education Committee
members are Joyce Navary, Barbara
Chambers, Doug Compton, Rhonda
Canada-Partin, Nan Gaudet and me. We
would also like to welcome our newest
committee member, Pamela Artis. Our
contact information can be obtained via
the SVAR website or MLS database.

The committee member liaisons 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;
Rhonda Canada-Partin: 1st Choice
Realty;
Doug Compton: Access, Tennek and
Whitman Properties;
Nan Gaudet: 1st Choice, Harris and
Associates, and Par and Abernathy,
Napier Realty; and
Pamela Artis: Century 21 Colonial. ~

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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RPR® Commercial: Price vs. Value
by Laurie M. Brown, Marketing Communications Manager, RPR®

The commercial division at Realtors
Property Resource® (RPR®) says what
practitioners want to hear: There is a
reliable, authoritative source for data
and reports they need to service clients.
The results from a study conducted by
RPR® Commercial found practitioners
spend anywhere from $2,000 to
$20,000 annually on data to support
business intelligence. Yet, RPR® is
already included in their National
Association of REALTORS® member
dues.
The commercial real estate data platform
offers practitioners insights into over
360,000 on-market and 35 million offmarket properties, plus data on 7 million
tenants occupying available space. It also
includes the highly recognized valuation
and investment analysis platform,
Valuate®, which allows practitioners to
perform real time, interactive financial
analyses in a collaborative work
environment.
“The commercial real estate business has
long depended on Microsoft Excel for
financial modeling, investment analysis,
asset management and accounting
functions,” said Valuate® founder Bruce
Kirsch. “There are many problems
with Excel: files are shared as stagnant
PDFs, it requires massive amounts
of painstaking formatting, and it’s
treacherous to collaborate on and track
versions.”
In contrast, Valuate®’s interactive
interface allows users to instantly
respond to client inquiries and needs.
“Agents can work alongside clients
as they input assumptions, run
scenarios, and quickly retrieve/share
versions of listed properties they find
most appealing,” said Kirsch. This
collaborative environment weeds out

unattractive deals, prevents mistakes
and omissions, and keeps all parties up
to speed on the latest developments.
Understanding current economic
conditions is also a crucial component
in determining location and space, says

There is a reliable,
authoritative
source for data and
reports...
RPR® is already
included in your
NAR member dues.
RPR® Vice President of Commercial
Services Emily Line.
“Commercial real estate pros need to
be ready to talk about local economic
conditions, such as employment, cost
of living, top industries, and business
revenue,” said Line. “With RPR®, they
can pull up a thematic map to get a
quick look at market conditions such as
average household income or discover
business points of interest (POI), the
number of employees or estimated
annual sales volume. They can also
review traffic counts to gauge market
activity and business potential.”
Here’s a breakdown of the most popular
features found within RPR®:
Property details: RPR® Commercial
aggregates public records with data from
preferred partners such as CIEs/CMLSs,
MLSs and national brokerages for onmarket commercial listings.
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Property cash flows: Valuate®, a
property valuation and investment
analysis platform, allows practitioners
to perform real time, interactive
financial analyses in a collaborative work
environment.
Economic condition: Employment,
cost of living, top industries, business
revenue, average household income or
business POIs, estimated annual sales
volume, and traffic counts for both
historical and current patterns help
gauge market activity and business
potential.
Demographic data: RPR®
demographic data, such as population
density, disposable income and
education, provides everything a
practitioner needs to know about a
client’s potential customers, employees
or renters.
Tapestry segmentation: Economic
and demographic sources provide
detailed descriptions of the people that
live near a property, as well as those
who commute to work in the area. This
information is difficult and expensive
to get, but as a REALTOR® benefit you
have Esri, the No. 1 provider of this
information.
Learn how RPR® Commercial can work
for your business. Visit narrpr.com. ~

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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SVAR Charity Golf Tournament: Giving back
to first responders
by Samantha Tyler, ABR, SVAR Golf Committee Chair

The Southside Virginia Association of
REALTORS® will hold its third annual
Charity Golf Tournament on October
1 at the Country Club of Petersburg,
with a portion of the proceeds to benefit
the First Responders Fund in Colonial
Heights. Each year we hope to grow our
impact and be able to give back to other
surrounding areas.
The goal for this SVAR event is to show
how we as REALTORS® care about
our community. We want to make
sure our first responders know that we
appreciate and respect all they do for
the community. We have chosen the
First Responders Fund as the charity to
continue with the “Hometown Heroes”
theme that other organizations have
lifted up.
There will be mulligans and raffle tickets
for sale, plus contests and prizes galore
available.
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. Individual
players will be placed with a team.
Register at SVARealtors.com/_docs/
events/100118r.pdf.
September 24 is the deadline to register.
This tournament is open to all and any
level of play.

The day’s schedule is:
• Registration and lunch, 10-11:45 a.m.
• Driving range open, 10:30-11:45 a.m.
• Shotgun start, noon
• Dinner and awards, 5 p.m.

We have
chosen the First
Responders Fund
as our charity
this year.
Awards will be presented for:
• Team Awards (1st, 2nd, 3rd and last
place)
• Putting Contest
• Hole-in-1 Award, Hole No. 9
• Closest to the Pin, Hole No. 16
• Longest Drive (men), Hole No.14
• Longest Drive (women), Hole No. 13
• Longest Drive (seniors age 63 and
older), Hole No. 17
We will need lots of volunteers to assist
in the tournament, and we also need
sponsors at all categories and levels;
please see SVARealtors.com/_docs/
events/100118s.pdf.
Sponsorship levels are:
• $1,000 (Dinner Sponsor; limit
one) – Sponsor name and logo on
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•
•
•
•
•

golf materials, announce winners
at dinner, receives a team in the
tournament
$500 (Beer Cart Sponsor; limit two)
– Sponsor name and logo on golf
materials
$750 (Golf Cart Sponsor; limit one)
– Sponsor name and logo on golf
materials and on all golf carts
$150 (Score Sheet Sponsor) –
Sponsor name and logo on golf
materials
$100 (Hole Sponsor) – Sponsor
name and logo on golf materials
$50 (Driving Range Sponsor) –
Sponsor name and logo on golf
materials

Please assist us in reaching out to
fellow businesses and organizations for
sponsorships and prizes.
Please sign up as soon as possible.
We are hoping to have a great turnout
and perform even better than our
previous golf tournaments. 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! ~

SVAR in brief: big news, small bites.
REALTORS® need a
helping hand, too
Nancy Steinke
SVAR Board of Directors
REALTORS® are some
amazing people! We are
fortunate to work with
so many people who
care so deeply for their
community and causes. It’s common
to open Facebook and see where our
fellow REALTORS® are helping families
get through a tragedy of a fire, or an
accident, or working with Habitat for
Humanity.

If we can work this out, it would be a
paired donation, or potentially could
start a chain donation. We learned that
the insurance of the recipient covers all
of the donor’s medical expenses. While
there is four to six weeks of downtime
from work, the recipient will often
be able to compensate the donor by
fundraising if the donor’s employer does
not offer to provide paid time off.

comfortable in. Some networking
events take place in large, open rooms,
while others take place in smaller
settings such as a coffee house or
restaurant. Attend the one in the setting
you prefer.

So, I am asking my wonderful
REALTOR® community for your
consideration. Would you be willing to
be a donor for Kevin, or for any of the
hundreds of people on the waiting list in
our region?

Of course, you will need to follow some
basic dos and don’ts when you network:
1. Do: Be yourself.
2. Do: Follow up with people you meet.
3. Do: Be comfortable with what you
have to offer.
4. Don’t: Be too direct.
5. Don’t: Make it all about you.
6. Don’t: Forget to thank people for
their time.

We love the opportunity to raise money
to fund Homes for our Troops or
Rebuilding Together Tri-Cities. Some
of us help out at animal shelters, or
perform cat rescues to spay and neuter
feral cats. We love feeding the hungry
and helping shut-ins find some joy.

If you are interested or have questions,
you may call me any time at 804921-7921. You can also visit our
website, GotAKidney.com, or like
our Facebook page at facebook.com/
GotaKidney-255673844998491/. Share
our page with your sphere of influence. If
we could start a chain donation, it would
be an amazing miracle to watch! ~

And we do love to walk! We walk for
breast cancer, Alzheimer’s, the American
Heart Association, lymphoma... You
name it and we WALK!

Successful business
networking tips

And, for us REALTORS®, I believe this is
extra special. Self-employed folks know
better than anyone that “time is money.”
And we are giving of our time and of
ourselves to help in our community.
Many of you know by now that my
husband, Kevin, is on the kidney
transplant list. While he is not ready
to receive a transplant yet, it is coming
soon. We have launched a campaign to
find a kidney for Kevin, and, in doing so,
we may be able to help many others in
our region who are on the transplant list.
Unfortunately I am not a match for
Kevin, but in learning how easy it is to
be a living kidney donor, I am going
through the testing to see if there is
someone else in our area who might be
saved by me donating a kidney.

3. Bring a friend. Go in together and,
once you feel more at ease, you can
mingle separately if you choose.

We hope you’ll join us for our next RPN
breakfast or evening social; there’s
nothing like kicking back and enjoying
some camaraderie and refreshments
among friends and colleagues after a
long day. See the SVAR calendar in this
issue for more details. ~

Lorna Cornett
Chair, REALTORS®
Professional Network

Networking is a very important part of
building a successful business. However,
everyone is not comfortable with
networking. It can be intimidating to
those who are introverted or have social
anxiety. But it doesn’t have to be hard.
Here are a few tips to put you at ease:
1. Don’t think about it as
“networking.” Try looking at it as
simply having conversations or making
friends. And don’t force it; just be
yourself.
2. Choose the setting you are most

(Above, left)
RPN networking
social at
DJ’s Rajun Cajun
& Steakhouse in
Petersburg
June 21
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Don Carnesi: ‘Getting out’ after a full,
rewarding career
by Steve Overgard, 2018 SVAR Immediate Past President

Rarely will one see an article in a trade
magazine that describes how one of its
most highly respected and longstanding
members got OUT of the business. We
are not talking about “getting out what
you put in”; we are talking out. Just out.
So how do you plan an exit strategy after
being engrained and immersed in real
estate for 27 years? How do you unweave
the fibers that make up the fabric of who
you are? How do you quit a career that
has morphed into a lifestyle allowing
little time for hobbies and scarce family
time?

Don has called several local real estate
companies home. Parr & Abernathy. Re/
Max Results, Ingram & Associates, and
Re/Max Signature. He will tell you that

room only. He describes his committee
work as a way to stay informed and
involved. He just likes to be “all in” all
the time.

Our Association
and profession will
be missing out on
what his grandkids
will be gaining.

Most REALTORS® don’t remember
when there weren’t any buyer’s agents.
But there was a time. Back then, all
agents represented the sellers; even if
the agent was working with the buyer,
they were working for the seller.

Like a few other major life-altering
events in Don Carnesi’s life, he planned
to make a change, bear off to the right
just a little, and instead hooked a hard
and sudden left. That’s worked out
favorably for Don over the years. He’s
like a street-smart cat and always lands
squarely on his feet.
In the Army, one of the highest ranks
for an enlisted soldier is Sergeant Major.
When Don was drafted into the Army in
1971, he had no idea that he would rise
to this prestigious rank in less than 20
years. His time in the military was well
spent and well played.
Upon his retirement after two decades,
his plan was to take the retirement
pay and get a job in the private sector
working for the Army doing similar
work. This would have all worked out
had it not been for Don meeting up with
his high school sweetie, Patricia.
As it turns out they were both single at
the same time, and a new chapter was
inked. Instead of living far and apart
from his re-found love, Don made a
course adjustment, hard left, whatever,
and ended up as a new agent with Don
Parr at Parr & Abernathy.

he has been an active volunteer on many
levels. He has served on a committee
each and every year that he has been a
REALTOR®.
He has been president of the Southside
Virginia Association of REALTORS® and
served on the Richmond Association of
REALTORS®’ RAR’s Board of Directors.
He has served at the local, state and
national levels. He has been an active
member of CVR MLS committee longer
than any other person, literally since Day
One of that organization.
If 1 percent of REALTORS® volunteered
2 percent as much as Don has
volunteered, committees and task forces
would be bursting and have standing
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As bizarre as that sounds today, that was
just the way things were for around a
century prior. And not too many years
back, there was no CVR MLS. There
was a Richmond MLS and a separate
Southside MLS. These were separate
domains, and it was near impossible for
a Colonial Heights agent to sell a house
in North Chesterfield or Richmond, and
vice versa. Carnesi worked to change all
that. Worked hard.
If you do a search in MLS you might
see a sale in Rivers Bend. Listed on
June 27 and going under contract on
July 5. That’s about right in today’s real
estate market. That is Don and Patricia
Carnesi’s previous home, and until the
evening of July 5, their intention and
plan was to sell their house in Rivers
Bend and just downsize somewhere
close by.
Don call his daughter in Colorado to tell
her about his good fortune. By the time
they said “good-bye,” Don had just about
decided to move out west and spend a
significant amount of time with his eight
grandkids.
Just like that. Snap.
If you consider the complexity of that
decision, it is almost overwhelming. To
Don, it meant giving up his career and
(continued on next page...)

5 success tips for millennial agents
by Steven Martin, 2-10 Home Buyers Warranty®

While some accuse them of being “lazy”
or “entitled,” millennials have shown
an impressive desire to cut through
common stereotypes and run their own
businesses.
If you’re a young person who has
decided to make a career in the housing
market, these tips can help you become a
more effective real estate agent.
Don’t disregard proven tactics.
Since they grew up with technology,
millennials are typically quite adept at
leveraging social media and the latest
apps. While this can be a key part of
building up your reputation and client
base, it isn’t likely to be enough.
In the real estate business, traditional
marketing techniques continue to make
a huge impact. This means attending
events, sending cards via snail mail
and engaging with people offline. It’s
one thing to start a relationship on the
web; however, you will also need to
nurture your relationships at in-person
gatherings that demonstrate your
professionalism and help establish trust.
Boost your confidence.
Obviously, it’s important to project a
confident air, especially when you are
asking someone to trust you with the
biggest investment of their life. That
said, it’s not enough to throw your

shoulders back and simply look the part.
To gain real confidence, you need
to practice phone calls and client
interactions, talk to industry peers and
familiarize yourself with all the ins-andouts of the real estate industry. This

To compete with
veteran agents,
you must know
your stuff.
will ensure that you can seize fleeting
opportunities and handle unexpected
situations without stumbling over your
words or needing time to find answers to
questions.
Maintain a professional image.
It’s important for young agents to know
who they are competing with. The
average agent is about 55 and has over a
decade of experience. To compete with
veteran agents, you must know your
stuff.
At the same time, you should carefully
protect your reputation at all times. This
means deleting old social media posts
from your youth, which may cast you

in a bad light. You should also be ready
to interact with potential clients, even
when you are enjoying some casual free
time “off the clock.”
Save your money.
To last in the real estate business, you
will need enough money to support
yourself during inevitable slow periods.
Many young agents are forced to give
up on their goals and pursue other jobs
when the market slows. Make sure you
have enough money stowed away that
you can weather down periods. You
should also be careful not to overspend
when the market gets hot, even if it truly
feels as though the good times will never
end.
Don’t try to sell.
A good agent shouldn’t be focused on
“selling.” Instead, he or she works to
coach clients and facilitate real estate
transactions. When a client feels as if
he or she has been “sold,” resentment
is likely to follow, and referrals are
probably not in the cards.
Focus on advising and educating clients,
while working to keep them on track
to achieve their stated goals. This is
the best way to ensure the long-term
success that results from having a
strong reputation that produces ongoing
referrals. ~

(Don Carnesi, continued from previous page...)

lifestyle, making a physical move across
county, saying “adios” to countless
friends and colleagues, and eventually
slowing down for once. Another hard
left.

effervescent and proud, and it’s easy to
tell he is anxious to get on with his next
life chapter. Collectively, our Association
and profession will be missing out on
what his grandkids will be gaining.

reflected for a moment and said he
wished he had spent more time with his
family in the past. I have a feeling he is
going to fix all that and give his kids and
grandkids an all-in effort going forward.

Don Carnesi speaks fluent grandkid,

When asked about any regrets, he

Way to go, man. ~
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AFFILIATE SPOTLIGHT:

Appomattox River Peanut & Wine Company

name: Randy Sealey, owner
COMPANY DETAILS: 424 South 15th Ave, Hopewell, Virginia, 23860
(804)-458-4741; www.appomattoxpeanuts.com
Year company established: 2002
Company specialties: We sell peanuts, flavored peanuts and peanut products
to customers, made on site, including gift baskets starting at $35.
Company memberships: Colonial Heights Chamber of Commerce,
Hopewell/Prince George Chamber of Commerce, Business Networking
International, Hopewell/Prince George Crime, Solvers board member and, of course,
Southside Virginia Association of REALTORS® Affiliate member.
Honors/distinctions: 1999 Hopewell/Prince George Chamber of Commerce,
Outstanding Business Person of the Year; Prince George Rotary Club Business of
the Year 2006-2007, 2015 Exceptional Customer Service; Hopewell/Prince George
Chamber of Commerce, Beautification Award 2016.
SVAR Affiliate member since: 2018
Why I joined SVAR: To feature our business and put it in front of SVAR members.
Why I got into this business: I grew up in Wakefield and have been around peanuts my whole life.
Why I love doing what I do: I love my customers and enjoy making them happy.
My favorite satisfied-customer story: A local REALTOR® wanted a “thank you for your business” basket. The people
love the beach, so we filled it with flamingos, palm trees and wine. They adored it.
My hobbies are: Sailing, shooting skeet with friends, working in my garage, and spending quality time with my family.
My favorite fun gift ideas for REALTORS® to give clients at closing are: Custom-made gift baskets tailored
to their specifications.
Best piece of advice I can give a client: Do whatever it takes to keep your customers happy and satisfied.
The one thing I want REALTORS® to know about my industry is: We do custom-made baskets to please every
taste and budget. We also deliver all over the Tri-Cities for a small fee. If you can’t make the trip to Hopewell, call us and give us
an idea of what you’re looking for, and we will put something together and send you a picture for approval. It’s just that easy to
let your customers know how much you appreciate them!

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 August 10, 2018

Member Count
Members 442
Secondary 19
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New REALTOR® Members
John O’Reilly		Base Camp Realty of Richmond
Bo Brown		Clocktower Realty
Evian Thomas		Clocktower Realty
Jeanne Chou		Deerfield Realty
Edward Gardner		EXP Realty
Kenisha Lewis		Front Door Realty Group
Mary Futrell		Parr and Abernathy
Timothy Cloninger		Prince George Realty
Steven Wilson		Prince George Realty
David Arthur		South/West REALTORS
Michael Coleman		Weichert REALTORS Brockwell & Portwood
Zenying O’Connor		Weichert REALTORS Brockwell & Portwood
Mary Beth Vincent		Whitman Properties
Anne Wingfield-Wilson		Prince George Realty

2 018
FALL INTO FASHION
Fashion with a side of
Champagne
SVAR will hold a Champagne Luncheon
Fashion Show on November 7 at 11
a.m. at the American Legion in Colonial
Heights to benefit The James House.
Come check out the servers and
enjoy them serving your Champagne.
Fashions will include everything from
pajamas to sport, business to evening
wear. Come have some fun.

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
C&F Mortgage
Central Virginia Regional MLS
Colonial Farm Credit
Day Title
Eagle Home and Mold Inspections
Edward Jones
Embrace Home Loans
First Heritage Mortgage
Gregory & Associates
Hayes Inspection Services
HMS Home Warranty
Home Builders Association of Southside Virginia, Inc.
Home Team Inspection Services
Homebuyers Protection
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.
Top Gun Services
Touchstone Bank
Towne Bank Mortgage
US Inspect
Village Bank Mortgage
Virginia Commonwealth Bank
Virginia Housing Development Authority
Wells Fargo Home Mortgage

More details coming soon!
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Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

