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by Kathie Braswell, SVAR President

President’s Page

Well, this year is definitely flying by. It 
is almost fall. When I was installed, I 
promised this would be a hardworking, 
but fun, year. 

Real estate is a crazy business. When the 
interest rates are good and you can sell, 
very little to no inventory is available to 
sell. But that won’t slow us down. We 
get back to basics and start calling past 
clients, friends and family in order to see 
who wants to sell. 

And now for the fun.

In June we had our annual picnic at the 
Home Builders Pavilion. The theme this 
year was “Carnival.” Several companies 
had games participates could play, and 
there was also a drawing for a plane 
ride for two that was donated by Art 
Windbourne.

This event was chaired by Cheryl Hearns 
and benefited Hopetree Family Services 
Foster Care. HopeTree Family Services 
offers a wide range of ministries for 
at-risk children and youths and their 
families across Virginia.

Coming in October is our fourth annual 
Charity Golf Tournament on Oct. 7 at the 
Country Club of Petersburg. It is not too 

late to put a team together and register 
or sign up to be a hole-in-one sponsor. 
Lunch and dinner are included, and 
there will be contests, awards and prizes. 
The tournament is being chaired by 
Samantha Tyler and will benefit the 
Maddie Mann Foundation for Accessible 
Play is a 501(c)(3), whose mission is to 

help create a barrier-free community 
for our wounded military, elderly and 
disabled populations. Visit svarealtors.
com/_docs/events/100719-reg.pdf for 
the registration and sponsorship form.

And last, but not least, I am chairing 
SVAR’s second annual Charity Fashion 

Show and Champagne Luncheon on 
Nov. 13. If you attended last year’s  
event, you know that a great time was 
had by all. 

This year’s proceeds will be donated 
to The James House, which provides 
support, advocacy and education to 
people in the Tri-Cities area of Virginia 
who are affected by sexual violence, 
domestic violence and stalking. 

Lunch will be served by Everyday 
Gourmet, and some of SVAR’s finest 
gentleman will be serving champagne, 
while our models will be showcasing 
clothes by Dillard’s of Stony Point. The 
theme for the gala event is “Brunch at 
Tiffany’s.” Fashions will range from 
lounge wear to evening wear, including 
beautiful holiday fashions. Stay tuned 
for more info!

As you can tell, the SVAR committees 
have been busy at work planning many 
fun events and supporting our local 
charities. 

As always, everyone is encouraged 
to come out and support your fellow 
REALTORS® and Affiliates as we 
continuously work hard to make our 
community the best it can be! ~

The SVAR 
committees have 
been busy at work 
planning many 
fun events and 
supporting our 
local charities.
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Ethically speaking...

In this issue, let’s review two of the most 
common ethics issues that the National 
Association of REALTORS® says raise 
their ugly heads year after year and 
how you should deal with the problems: 
“coming soon properties” and “multiple 
offers.”

“Coming soon” properties: While 
some may see this as a “pre-marketing” 
opportunity, it is actually an active 
advertisement/marketing of your listing 
(via word of mouth, signage and/or 
MLS), and you must implement this 
classification properly. 

First, you must have the owner’s 
permission (in writing is best) to 
advertise it as a “Coming Soon” listing 
along with their understanding of the 
limitations, benefits and rules under this 
category. 

Second, per CVR MLS rules, you must 
have a signed listing agreement in place. 

Third, during the “Coming Soon” 
marketing time, you cannot let the 
property be shown or seen by agents or 
the public, not even the other agents in 
your firm. 

Fourth, if you get buyer interest from 
the sign, you can give them basic 
information, but you must direct them 
back to their buyer’s agent (did you 
remember to ask if they have one?) and 

not provide substantive services to them. 
Remember that “Golden Rule”!

“Multiple offers”: Depending on 
your market area, multiple offers are 
becoming more commonplace. 
To avoid misunderstandings and 
perceptions of bias, here’s the right way 
to handle them.

First, present all offers to the seller as 
objectively and quickly as possible. 

Second, if you’re asked about other 
offers by a buyer or cooperating 
broker and, if the seller has given you 
permission (get it in writing, please!), 
disclose the existence and source of all 
offers in hand.

Third, if you have a signed agreement 
to act as the buyer representative, you 
have to let the buyer know that the seller 
or the seller’s representative might not 
treat the existence, terms, or conditions 
of their offer as confidential. Only if the 
seller or seller’s agent is required to by 
law, regulation or an agreement do they 
have to treat the offer confidentially.

Make sure you stay in compliance on 
both of these potential ethics landmines. 
You do not want to have them blow up 
on you or your clients.

We will cover other frequent topics for 
violations in the issues to come. 

Don’t forget, you can call SVAR for 
guidance on any ethical questions you 
may have. We are here to help guide you 
and your clients whenever needed. ~

by Carmen Martin, Chair, SVAR Professional Standards and Arbitration Committee

To avoid 
misunderstandings 
and perceptions 
of bias, here’s the 
right way to handle 
them.

Thank You to our

PLATINUM
PARTNERS
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The purpose of this article is to look at 
the role of the Grievance Committee. 
In particular, we’ll look at how the 
Grievance Committee handles ethics 
complaints. The Grievance Committee 
also processes requests for arbitration, 
a function I hope to cover in a future 
article.

What’s the difference between a 
REALTOR® and an agent who is 
not a REALTOR®? The difference 
is a document called the National 
Association of REALTORS®’ (NAR) 
REALTOR® Code of Ethics and its 
Professional Standards Enforcement 
Process. 

“The Code” was adopted in 1913 by the 
National Association of Real Estate 
Exchanges, which later became the 
National Association of REALTORS® 
and has been amended 48 times since. 
It was called visionary by William D. 
North, former executive vice president 
and general counsel of NAR, because“…
it is a living document. Service to the 
Public is the end and the Code is the 
means to that end.”

The Code of Ethics consists of 17 Articles 
and various Standards of Practice 
clarifying those Articles. It is divided 
into four parts: a Preamble, Duties to 
Clients and Customers (Articles 1-9), 
Duties to the Public (Articles 10-14), 
and Duties to Realtors (Articles 15-
17). It is out of this latter part that the 
Professional Standards Enforcement 
Process arises.

Before going any further, let’s explain a 
few terms:

• Request for arbitration: a request to 
the association for the arbitration of 
business disputes arising out of the 
real estate business.

• Ethics complaint: a complaint 

submitted to the association alleging 
a violation of one or more articles of 
the Code of Ethics.

• Professional standards 
administrator (PSA): an association 
staff member primarily responsible 
for the administration of all 
professional standards processes.

• Hearing: either an ethics hearing 
relating to disciplinary matters, 
or an arbitration hearing in which 
the dispute generally involves 
entitlement to a commission or to 
compensation.

• Tribunal: those persons serving 
in a given case on a Grievance 
Committee or a hearing panel of the 
Professional Standards Committee.

• Respondent: a member of the 
association about whom the 
complainant is complaining.

The Professional Standards Enforcement 
process consists of informal dispute 
resolving methods such as the 
ombudsman and mediation processes. 
The formal technique involves the 
Grievance Committee, the Professional 
Standards Committee and the Board of 
Directors. 

The PSA is the initial point of contact 
for any ethics complaint or request for 
arbitration and will provide guidance 
to the complainant or requester. When 
the PSA has explained the options to the 
complainant and they have chosen to 
pursue a formal ethics complaint, he will 
refer the complaint to the chair of the 
Grievance Committee.

The Grievance Committee will meet 
and conduct a preliminary review (not 
a hearing) to determine the proper 
disposition of the complaint. They look 
at specific aspects of the complaint:

• Is the complaint filed within 180 
days after the conclusion of the 
transaction, or within 180 days after 
the facts of the matter could have 
been know?

• Are the Articles allegedly violated 
cited?

• Are all necessary parties cited in the 
complaint?

• Is there a narrative that clearly 
explains the complaint?

• Are the circumstances which give 
rise to the complaint involved in 
civil or criminal litigation, or in any 
proceeding before the state real 
estate licensing authority or any 
other state or federal regulatory or 
administrative agency?

• Has the complainant made the same 
complaint to another association, 
and is it still active?

• Is the respondent a member of this 
association? 

The Grievance Committee does not 
conduct hearings, does not determine 
if a violation of the Code of Ethics has 
occurred, and does not dismiss ethics 
complaints because of lack of evidence. 
The Grievance Committee is like a grand 
jury. Its sole function “is to make only 
such preliminary review and evaluation 
of the complaint.” 

The Grievance 
Committee will 
meet and conduct 
a prelimary review 
(not a hearing) 
to determine the 
proper disposition 
of the complaint.

Understanding the role of the 
Grievance Committee

by Hank Duarte, Chair, Grievance Committee

(continued next page...)
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If all relevant questions have been 
answered, and the allegations, if taken 
as true could constitute a violation of 
the Code of Ethics then the Grievance 
Committee shall refer the complaint to 
the Professional Standards Committee.

In summary, the Grievance Committee’s 
mission is essential and straight forward 
when it comes to evaluating ethics 
complaints: 1) dismiss the complaint, 
2) refer it back to the complainant as 
appropriate for arbitration rather than 

disciplinary action or 3) refer it to the 
Professional Standards Hearing Panel. ~

The value of Speed Business Dating

SVAR’s Affiliates Committee is off to 
a great start this year. I want to give a 
special thank you to Crystal Howell, 
one of our Affiliates from Bayland 
Family Credit Union, for her leadership 
and vision of bringing Affiliates and 
REALTORS® together to network. 

Crystal introduced the idea of “Speed 
Business Dating” in an Affiliates meeting 
as a way to increase membership, which 
will provide products and services to the 
real estate industry. 

The Speed Business Dating events 
provide an opportunity for Affiliates and 
REALTORS® to develop a relationship 
and grow their collective business.

The first Speed Business Dating session 
was held on May 21. No one knew what 
to expect or how it would work. We 
had nine REALTORS® team up with 10 
Affiliates. Each agent and Affiliate had 
five minutes to talk, exchange business 
cards and make new connections. After 
five minutes, each agent and Affiliate  
rotated until everyone had a change to 
network together.

Due to the overwhelming success, a 
second Speed Business Dating session 
was held on July 18. On this date, 10 
real estate agents and eight Affiliates 
attended. The goal is to have 12 real 
estate agents and 12 Affiliates. Again, 
this session was a success.

The next Speed Business Dating session 
is scheduled for Sept. 19. Again, agent 

and Affiliate participation is needed to 
make this happen.

Also, the Affiliate Committee will present 
for the first time a land seminar hosted 
by AES, which provides residential and 
commercial services. Crystal Howell 
had the privilege of working with them 
in Williamsburg, Gloucester and now in 
Colonial Heights at SVAR. The survey 
manager, Stephen Letchford, will 
explain land sales and transactions. 

Topics covered will include:

• What to expect;
• What to look for; 
• How to better explain to your seller 

or buyer; and, 
• How you can’t just put a sign on the 

property and walk away.

Stay tuned for more info on this event! ~

by Norris Hardy, SVAR Board of Directors and Affiliates Liaison

The events provide 
an opportunity 
for affiliates 
and REALTORS® 
to develop a 
relationship 
and grow their 
collective business.

(Grievance, continued from previous page...)



THE SOUTHSIDE REALTOR®  •  3RD QUARTER 2019  •  p. 7

Did you know SVAR has been offering 
Graduate, REALTOR® Institute (GRI) 
designation courses since 2018? 

We are happy to report that we have 
three SVAR graduates! They are:

• Vickie Zevgolis - Long & Foster, Tri-
Cities Southpark

• Larry Lewis- Long & Foster, Tri-
Cities Southpark

• Vickie Brumfield- Cole Real Estate
• David Tucker- Long & Foster, Tri-

Cities Southpark

• Loria Duncan, Long & Foster, Tri-
Cities Southpark 

What is GRI? The Virginia REALTOR® 
Institute Program curriculum consists 
of 10 courses that each student must 
complete successfully in order to earn 
the Graduate, REALTOR® Institute 
(GRI) designation. Eight classes are 
hosted by local associations across the 
state, and two classes are available 
online. Online courses are available for 
immediate enrollment. The full schedule 
and description of courses can all be 

found right at svarealtors.com/_docs/
education/2019GRI.pdf. 
Students working towards the GRI 
designation have the additional benefit 
of obtaining continuing education and/
or post license credit through their 
coursework. The course curriculum 
contains 30 hours of post-license (PL) 
credits. That adds up to a great value… 
first year REALTORS® can complete 
their PL requirements and earn a 
designation at the same time.

GRI at SVAR

by Danielle Marchant-Via, SVAR Member Support Specialist 

Online classes are available at onlineed.com/portal/virginiarealtors.

The classroom instructors are Donna Austin, Jeff Wu, LeRoy Houser and Reggie Copeland.

You can start earning your GRI designation by calling 804-520-4496 and registering for classes. 

So, what are you waiting for?  Start your GRI designation today! ~

GRI 501: Agency in Virginia- 
September 16, 2019

GRI 502: Sales Contracts- November 6, 
2019

GRI 503- Business Planning- March 25, 
2020

GRI 504: Working with Buyers- 
October 9, 2019

GRI 505: Working with Sellers- 
December 11, 2019

GRI 506: Risk Management- October 
18, 2019; April 22, 2020

GRI 507: Ethics and Professional 
Responsibility- January 22, 2020

GRI 508: Real Estate Law and Virginia 
Regulations- February 28, 2020

GRI 509: Mastering Real Estate 
Negotiations (online)- Anytime online

GRI 510: Beneath the Surface: 
Understanding the Anatomy of a House 

(online) - Anytime online

WHAT ARE THE COURSES, AND WHEN WILL THEY BE OFFERED?

If you haven’t liked or followed SVAR on Facebook yet, surf on over 
and do so today at Facebook.com/SVARealtors.

YOU’RE ON FACEBOOK? SO ARE WE!
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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)

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

Annual Golf Tournament 
Attendee Registration

1250 Flank Road, Petersburg, VA 23805

Event  Contact
Danielle Marchant-Via

804-520-4496   dmarchant@svarealtors.com

FULL NAME:           HANDICAP - ACTUAL (A) ESTIMATE (B)

❶ ____________________________________________________  ❸ _____________________________________ __________________

❷ ___________________________________________________  ❹_______________________________________________________

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.)

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: _______/______

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

vcb.bank | (844) 404-9668

the uncommon bank

the uncommon bank

the uncommon bank

Contact your local  
mortgage experts at 
1-804-774-7943 or visit  
vcb.bank/mortgage
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Have you sold a property because it was 
in an Opportunity Zone? 

Can you talk to your investors about 
Opportunity Zones? 

Do you know where Opportunity Zones 
are located in the local area?

Have you ever heard of Opportunity 
Zones?

If your answer to any of these questions 
is “no,” then you must continue reading. 
There is a history here and lots of 
information that could impact you and 
your investors.

The U.S. tax overhaul bill that was 
passed in late 2017 stirred a lot of 
discussion about tax cuts, but much 
overlooked was another part of the 
legislation called the Investing in 
Opportunity Act. This act established the 
new concept of Opportunity Zones and 
Opportunity Funds. 

The Opportunity Zone program was 
created to revitalize economically-
distressed communities using private 
investments rather than taxpayer 
dollars. Good idea! To stimulate private 
investment in this program, taxpayers 
who invest in Qualified Opportunity 
Zones are eligible to benefit from capital 
gains tax incentives. These incentives are 
only available through this program.

Opportunity Zones are census tracts of 
economically-distressed communities 
that qualify for the Opportunity Zone 
designation. The criteria for qualification 
are set out in the 2017 Tax Cuts and  
Jobs Act. 

All 50 states have designated 
Opportunity Zones as do U.S. 
possessions American Samoa, Guam, 

Northern Mariana Islands, Puerto 
Rico and the Virgin Islands. After the 
hurricane, all of Puerto Rico has been 
designated.

There are pages of red tape and 
requirements that go into this 
Opportunity Zone designation. The 
simple explanation goes like this: Up 
to 25% of low-income neighborhoods 

that meet the income qualification and 
up to 5% of non-low-income areas that 
meet other geographic and income 
requirements in each state, district, 
or territory can be designated as an 
Opportunity Zone. 

There are other caveats as well 
addressing districts that have fewer than 
100 census tracts. 

Once an area is certified as an 
Opportunity Zone, it holds that 
designation for 10 years. Currently, there 
are 8,700 Qualified Opportunity Zones 
in the US and US territories.

Since Opportunity Zones are intended to 
develop economically-depressed areas, 
there are restrictions on which census 
tracts can qualify. 

Governors of states and territories and 
the mayor of Washington, D.C., were 
asked to nominate census tracts from 

their state, territory or district by April 
2018. The criteria include a poverty rate 
of 20% or a median family income of no 
more than 80% of the statewide median 
family income. 

Some other more complicated 
restrictions were also applied. Up to 
25% of census tracts that met the above 
criteria could be nominated. 

Using this guideline, 57% of all 
neighborhoods in America were up for 
consideration as Opportunity Zones. 

Hard to believe, isn’t it? 

The U.S. Treasury evaluated each 
nominated census tract and officially 
qualified 8,700 tracts in June 2018. This 
is about 12% of all census tracts in the 
United States.

FundRise explains that the Opportunity 
Zone program was created to stimulate 
private investment in Opportunity Zone 
communities in exchange for capital 
gain tax incentives. Instead of dedicating 
taxpayer money to develop thousands of 
low-income census tracts, this program 
aims to stimulate investment of the 
estimated $6.1 trillion of unrealized 
private gains held by U.S. households. 
Investors can access capital gains tax 
incentives both immediately and in the 
long term. 

Current programs that provide tax 
advantages have more restrictions and 
are managed by government agencies 
and subject to Congressional approval. 
Not so with Opportunity Funds. 

These funds are managed entirely in the 
private market and administered by a 
fund manager rather than government 
agencies. There is no cap on the amount 

Let’s talk Opportunity Zones

by Joyce Navary, SVAR Board of Directors

There are more 
than 200 areas in 
Virginia officially 
designated as 
Opportunity Zones.

(continued on page 12...)
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Realtors Property Resource (RPR®) is 
excited to offer another great feature 
to its platform: Opportunity Zones. 
This powerful data layer will allow 
REALTORS® to use RPR®’s map 
interface to analyze and search for 
properties within the 8,700 Opportunity 
Zones (OZ) throughout the U.S. in both 
the Residential and Commercial modes.

Residential practitioners who utilize 
Opportunity Zones will notice increased 
marketability of homes within the OZ, 
while Commercial practitioners are more 
likely to see less desirable properties 
turn into investment opportunities.

Created in 2017 as part of the Tax Cuts 
and Jobs Act, the purpose of the federal 
government’s Qualified Opportunity 
Zone program is to drive economic 
growth through long-term investments 
in economically disadvantaged  

communities by offering tax incentives 
to investors.

Through RPR®, REALTORS® will search 
a geographic area, then choose to display 
the Opportunity Zones layer, which will 
then reveal shaded, peach-colored areas 
that qualify.

REALTORS® can then analyze all 
properties that fall in the Opportunity 
Zone, review economic and demographic 
statistics for the area, and create reports 
for investors about the buying potential. 
They will also be able to reach out to 
residents and business owners in the 
area about selling advantages through 
RPR®’s recently launched Mailing  
Labels feature.

You can watch a brief “How-To” 
video on how to locate and execute 
an Opportunity Zones search within 
RPR® at blog.narrpr.com/tips/see-
opportunity-zones-in-action/?utm_
source=Industry+Relations&utm_
campaign=544a59dc17-resi-connections-
08-2019&utm_medium=email&utm_
term=0_56de7e8a9f-
544a59dc17-413182653.

Also, be sure to download ROR®’s 
printable Opportunity Zones Quick Start 
Guides. Each one offers step-by-step 
instructions and tips on how to search 
for Opportunity Zones within RPR®:
 

• Residential: Search properties 
within a geographic area, then 
choose to display the Opportunity 
Zones layer, which will then 
reveal shaded areas that qualify. 
blog.narrpr.com/wp-content/
uploads/2019/08/Quick-Start_
Opportunity-Zones-Res.pdf 

• Commercial: Search for 
commercial properties within a 
geographic area, then choose to 
display the Opportunity Zones layer, 
which will then reveal shaded areas 
that qualify. blog.narrpr.com/wp-
content/uploads/2019/07/Quick-
Start_Opportunity-Zones-Comm.
pdf 

• Economic Area Report: 
Association staff and Federal 
Political Coordinators can create 
Economic Area Reports for 
properties in Opportunity Zones. 
1ldq334ax1e02iez8mfueba1.
wpengine.netdna-cdn.com/wp-
content/uploads/2019/08/Quick-
Start_Opportunity-Zones-Econ-
Area-Report.pdf 

• Market Data: Brokers, 
Associations and MLSs can use the 
Market Data Tool to run reports 
on properties that fall within an 
Opportunity Zone. blog.narrpr.
com/wp-content/uploads/2019/07/
Quick-Start_Opportunity-Zones-
Mkt-Data.pdf ~

See RPR’s Opportunity Zones in action
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of capital that can be invested into 
Opportunity Zone areas and therefore no 
limit on the extent to which this program 
can benefit the low income community.

Opportunity Funds can be invested in 
“Qualified Opportunity Zone Property.” 
These include businesses that operate in 
an Opportunity Zone, stock ownership 
in businesses that conduct most of their 
business in an Opportunity Zone and 
real estate located within an Opportunity 
Zone. There are rules for each of these 
three areas. 

FundRise explains that, when an 
investor divests an appreciated asset, 
stocks or real estate, they realize a 
capital gain, which is taxable. With 
the Opportunity Zone program, if the 
investor reinvests a capital gain into an 
Opportunity Fund, they can defer and 
reduce their tax liability on that gain. 

Potentially, they can also receive tax-free 
treatment for all future appreciation 
earned through the fund. The investor 

can defer paying capital gains tax until 
April 2027 for investments held through 
December 31, 2026. Those who hold 
Opportunity Funds for five years can 
reduce tax liability by 10%. If held for 
seven years liability is reduced by 15%. 
If held for 10 years, no capital gains 
tax is paid on any appreciation of their 
investment. If the investment is held for 
10 years, it can qualify for permanent 
exclusion from the capital gains tax.

You can see that Opportunity Zone 
program offers substantial potential  
to lift economically-distressed 
communities in targeted areas using a 
market-based approach. 

Your investors have the power to not 
only transform thousands of census 
tracts across the country, but also access 
many capital gains tax incentives as long 
as they stay within the guidelines of the 
Opportunity Zone program.

Not to worry. You don’t have to know 
where all the Opportunity Zones are 

located. We have a great tool to help. The 
Realtors Property Resource (RPR®) has 
recently added Qualified Opportunity 
Zones to its platform. 

You can use the RPR® map interface to 
analyze and search for properties in the 
8,700 Opportunity Zones throughout the 
country. Through RPR®, REALTORS® 
can search a geographical area and 
then overlay the Opportunity Zone. 
The shaded area will show exactly 
where qualified properties are located. 
Recommend them to your investors, and 
off you go adding to their portfolio and 
yours!

FYI, local Opportunity Zones include 
parts of the following counties and cities: 
Brunswick, Chesterfield, Dinwiddie, 
Henrico, Prince George, Sussex and 
Fredericksburg, Hopewell, Petersburg 
and Richmond. There are more than 200 
areas in Virginia officially designated as 
Opportunity Zones. ~

(Zones, continued from page 10...)
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In my last quarterly article titled 
“REALTORS®: Family in every sense of 
the word’’ within this magazine, I was 
excited to report that Kevin Steinke, the 
husband of Board of Directors member 
Nancy Steinke (who is managing broker 
of Long & Foster’s SouthPark Colonial 
Heights office), had successfully found 
a kidney donor matching his required 
criteria for a much needed transplant. 

What made this especially poignant 
was that the kidney donor is a fellow 
REALTOR® who is a managing broker 
of a Virginia real estate firm outside our 
MLS area. 

At the time I wrote the article, I did not 
disclose the name nor the gender of the 
donor as the surgery had not yet taken 
place, and the donor at that time wished 
to remain anonymous. Since that time 
I have obtained the permission of the 
donor to reveal her identity. 

I am proud to announce that the donor, 
Rachael E. Foster, is not only a fellow 
REALTOR®, but is also the managing 
broker of the Long & Foster Old Ivy 
office in Charlottesville. This speaks 
directly to the meaning of the title of 
my last article “REALTORS®: Family in 
every sense of the word.’’

Not only is Rachel part of the Long 
& Foster real estate family, she is the 

niece of P. Wesley “Wes” Foster. Jr., the 
original founder of Long & Foster. 

Quoting Rachel, “At Long & Foster, 
we believe our strength lies in our 
trustworthiness, who we are as family, 
and in our pursuit of excellence. Giving 
my kidney to Kevin was just one way 
that I could live that truth. What I 
did wasn’t special; I just happened to 
have something Kevin needed, and I 
was willing to be used for something 
extraordinary.” 

I asked Rachel whether, in looking 
back at her experience as a kidney 
donor, would she recommend to her 
family, friends and colleagues that they 
consider becoming a kidney donor? She 
immediately responded by saying,
“Absolutely. I would do it again without 
reservation if I had another kidney to 
give.” 

I certainly differ with Rachel’s 
assessment when she indicated that 
what she did wasn’t special, because 
all of us who know and love Kevin and 
Nancy truly believe that Rachel is, 
without a doubt, a very special lady. 

It is interesting to note that prior to 
becoming a REALTOR®, Rachel spent 
19 years in the education field, first 
as a high school teacher and then as a 
professional developer and, ultimately, 
as an assistant superintendent. 

According to her website, her passion 
was teaching. 

Kevin, like Rachel, has been and still is 
a 30-year veteran school teacher, now 
teaching algebra at Armstrong High 
School.

I am happy to report that Rachel’s 
and Kevin’s surgeries took place, as 
scheduled, on June 18 at the VCU 
Hume/Lee Transplant Center in 
Richmond. Rachel’s procedure went as 
planned, and she was released two days 
later without complications. Due to some 
complications, Kevin had to undergo a 
second surgery the following day, which 
delayed his release until June 25.

For 12 years Kevin has been suffering 
from a rare condition known as Berger’s 
Disease, and as a result he has been at 
end-stage kidney failure. Just prior to 
the June 18 surgery, Kevin was in kidney 
failure and on dialysis with only 4% or 
less kidney function. Within a day or 
two following release from the hospital, 
Kevin’s kidney functions were at 14%. 
At the time of the writing of this article, 
Kevin’s kidney functions are at 41%. The 
last time he had kidney functions at  
this level was in August 2007, some 12 
years ago. 

Kevin is presently undergoing follow-up 
visits with his physicians on a two-week 

“I would do it again 
without reservation 
if I had an extra 
kidney to give.”

An extraordinary – and life-changing – 
story of REALTOR® generosity

by Larry Lewis, 2019 President-Elect 

Kidney Donor Rachel E. Foster and recipient 
Kevin Steinke on Donation Day

Left to right: Nancy Steinke (SVAR Board 
member), Kevin Steinke, Rachel E. Foster

(continued next page...)
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basis and has returned to his teaching 
position at Armstrong High School. 

In a recent communication with Kevin, 
he stated, “I’m getting stronger every day 
thanks to Rachel’s generous donation. 
She is certainly my lifesaver! I’m also 
grateful to my wife and the numerous 
others in her work community for their 
time and efforts in saving my life.” 

In retrospect, it is apparent that Rachel 
and Kevin share more than a kidney; 
they also share a love for education.

I know that this has been a very stressful 
ordeal for both Kevin and Nancy. I 

sat down with Nancy prior to writing 
this follow-up article to make sure the 
information I had was current and 
accurate at that time. In my closing 
conversation with Nancy, she remarked, 
“Kevin and I continue to be amazed as to 
the outpouring of care and consent from 
our community. It is our hope to help 
others in need of a kidney to find their 
matching donor.” 

Unfortunately, there are a lot of people, 
just like Kevin, who are in need of a 
kidney. Remember Rachel Foster’s 
words: “I would do it again without 
reservation if I had an extra kidney  
to give”.

I think maybe the reason God gave us 
an extra kidney was so that we could use 
it to save a fellow human being’s life. 
If you wish to be a kidney donor, you 
can contact VCU Hume/Lee Transplant 
Center at 804-628-0711.

In closing, I would like to reiterate that I 
am humbled by the generosity and acts 
of kindness from our REALTOR® family, 
and this example further enforces the 
true and underlying meaning behind the 
National Association of REALTORS®’ 
“That’s Who We ‘R’ Campaign.” ~

(Generosity continued from previous page...)

SVAR HOLDS TWO-PART CONCEALED CARRY/GUN 
SAFETY CLASS
How do SVAR members beat the heat? Ironically, with a little “heat”! Students in the association’s Concealed Carry/Gun Safety 
Class battled record-high temps this summer to complete their two-part training led by a firearms instructor from Crossfire 
Training, with live instruction at the McKenney Gun Range. Earlier, they took the classroom portion at SVAR. With an approved 
completion certificate in hands, the students can now apply for a Concealed Carry Permit. 

Check out a video of the live-fire instruction at www.youtube.com/watch?v=3RrkoRZPx4s.
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November 13 at The American Legion
505 Springdale Ave

Colonial Heights, VA 23834

Doors open at 11:00AM
Fashions by Dillard’s at Stony Point

BRUNCH AT

TIFFANY’S
FALL FASHION SHOW

Tickets are $35 and may be purchased at the SVAR 
office or with any Fashion Show Committee Member. 

To reserve a table a minimum of 10 tickets 
must be purchased. 

Proceeds to benefit The James House, which 
offers cost-free and confidential help for women 

affected by sexual and domestic violence in the Greater 
Tri-Cities area.

Questions?
 Email Danielle at 

dmarchant@svarealtors.com or 
Holly at hjennings@svarealtors.com.
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The Southside Virginia Association of 
REALTORS® (SVAR) lost a longtime 
member, friend and ethics champion 
on July 4 with the passing of George A. 
Grundy, GRI, CRS, e-PRO. A Petersburg 
resident, George had operated George 
Grundy & Associates Realty since 1984, 
the same year he joined SVAR. He  
was 71.

George is remembered as a friend 
to all and extraordinary REALTOR® 
with an unsurpassed dedication to the 
REALTOR® Code of Ethics, earning 
SVAR’s Ethics in Action Award for 2017 
and the Virginia REALTORS® Code 
of Ethics Leadership Award in 2010. 
He served as chair of the association’s 
Professional Standards Committee since 
2005 and, in recent years, co-chaired the 
committee with Carmen Martin. 

Ever mindful of the Code, George wrote 
in the Third-Quarter 2015 issue of The 
Southside REALTOR®, SVAR quarterly 
magazine, “Ideally, every REALTOR® 
should carry a copy of the REALTOR®’s 
Code of Ethics with him or her. Every 
REALTOR® should take the time to 
become more knowledgeable about the 
Code of Ethics and the obligations it 
imposes.” 

In 1987, George served as president of 
SVAR and was named its REALTOR® 
of the Year. His leadership within the 
REALTOR® organization grew to the 
state level, where he served on the 

Virginia REALTORS® Board of Directors 
from 2014 to 2016 and as a Virginia 
REALTORS® RPAC Trustee from 2011 to 
2016. He was inducted into the Virginia 
REALTORS® Hall of Fame in 2013. 

Three years later, he was recognized 
as a REALTOR® Emeritus by the 
National Association of REALTORS® 
for achieving 40 years of REALTOR® 
membership. 

George’s accolades, for both service 
as well as sales, included SVAR Life 
Member of Multi-Million Dollar Sales 
Club, SVAR Associate of the Year 2012, 
SVAR Life Member of the Honor Society 
and Virginia REALTORS® Honor Society 
10-Year Service Pin, SVAR Legislative 
Award for 2008 and 2009, and SVAR 
Community Involvement Award for 
2006 and 2007. He received the Virginia 
REALTORS® Honor Society Award in 
1990,1991, 2008, 2010, and from 2011 
to 2016.

George was proud to be a Virginia 
REALTORS® Certified Ethics Instructor 
and Virginia REALTORS® Certified 
Mediator. 

However, George’s accomplishments 
and contributions were not limited 
to the real estate industry. He was an 
active member of the community and his 
church, and served in the U.S. Air Force. 
He also earned a Bachelor of Science 
degree in business administration 

from Virginia State University and 
an Associate of Arts and Sciences in 
computer programming from John Tyler 
Community College. 

In a member profile about George in 
the First-Quarter 2017 issue of The 
Southside REALTOR®, then-SVAR 
President Steve Overgard wrote, “But 
few among us are aware that there 
are three George Grundys. There is 
‘REALTOR® George Grundy,’ ‘City 
George Grundy’ and ‘Church George 
Grundy.’ Each of these three could have 
similarly impressive email signatures 
with long and distinguished lists of 
honors, titles and achievements.”

Dedicated to his city, George served on 
Petersburg’s Planning Commission and 
Board of Equalization over the course of 
three decades and, in these roles, Steve 
noted in his article, George was reticent 
to “cast any harsh words or criticism 
and only talks about the positive things.” 
Rather, Steve said, “Thinking back, over 
the many years that we have interacted, I 
have never heard him ever say anything 
harsh or critical.”

George was a devoted member of his 
church, Gillfield Baptist in Petersburg, 
where he served as a deacon and trustee 
and on the Church Leadership Council, 
sang in the choir and was active within 
the Men’s Ministry. He also lent his 
expertise with Wi-Fi, automation and 

SVAR mourns passing of a friend, member 
and ethics champion 

by Victoria Hecht, Communications and PR Specialist

(continued next page...)
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technology projects at the church. As 
testament to his faith, every day George 
posted Scripture to his Facebook page, 
which many followed for a daily lesson. 
On the day of his passing, George posted 
Timothy 1:7: “For God gave us a spirit 
not of fear, but of power and love and 
self-control.”

George is remembered for his 
professionalism and expertise, but also 
his warm and caring nature. He was ever 
ready with a hug or handshake, and his 
huge smile was legend. Since his passing, 
REALTOR® colleagues have reflected on 
George. Here is just a sampling:

• “He had high standards for his 
business and always wanted to do 
the best for his clients. As a fellow 
REALTOR®, he was always ready 
to help anyone who needed ethical 
advice. He was a leader in our 
industry, he was kind and he was a 

man of God. Many loved him and he 
will be sorely missed.”

• “We all looked up to George as a role 
model and a man of wisdom and 
experience. A good soul. Many times 
I would say to him, ‘I love you, man,’ 
and he would say, “I love you, too.’ 
Just very simple and sincere.”

• “You unselfishly gave so much and 
you made us better.”

• “He was certainly a real estate icon 
that knew how to do the business 
right. I will certainly miss George at 
all of our real estate functions.”

• “We will always remember George as 
a REALTOR® associate, gentleman 
and man of faith. He will be missed.”

• “Such a special man I could always 
count on a huge hug and smile 
every time I saw him. He modeled 
professionalism and faith in God 
every day. It was a true honor to 
know him.”

• “George sold me my first two homes 

and was an inspiration for my 
becoming an agent myself. A great 
friend who will be sorely missed.”

• “George was an excellent leader 
and always had a good word for 
everyone. He will definitely be 
missed.”

• “George was a great man! Such a 
caring soul and touched many lives. 
Comforted to know he is right where 
he wants to be…with his Lord and 
Savior.”

To read a beautifully written and 
complete profile about George, including 
what brought him to the real estate 
industry, visit svarealtors.com/_docs/
magazine/1stQ2017.pdf. 

SVAR is grateful for the legacy of 
commitment and respect for the 
REALTOR® Code of Ethics that  
George strived to teach us all. Thank 
you, George. ~

(Champion, continued from previous page...)
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CEO’s Message

This is a great time of year, although it 
can be challenging to get things done. 

The fall brings with it a great deal of 
activity and an opportunity for SVAR 
members to participate in several very 
important activities. September through 
December provides great opportunities 
to network and get some education along 
the way.

Let’s start with September and “back 
to school.” The GRI classes have begun 
again after a summer break. We have 
had wonderful success with our GRI 
program. Then, the 17th through 
the 19th brings more educational 
opportunities with the annual Virginia 
REALTORS® Annual Convention, 
Momentum 2019, in Williamsburg. 

There are great speakers and wonderful 
programs. The state association also 
welcomes its new state leadership to 
office during the convention.

Within SVAR, October has one of our 
two fundraising activities. We will 
hold our fourth annual Charity Golf 
Tournament (svarealtors.com/_docs/
events/100719-reg.pdf) on Oct. 7. The 
recipient will be the Maddie Mann 
Foundation for Accessible Play, which is 
building a playground without barriers 
at White Bank Park in Colonial Heights. 

The playground is in a fundraising cycle, 
and we want to help as an association. 
Plans are to open the playground before 
the year’s end. 

Another major activity is the SVAR’s 
Annual Meeting on Oct. 10 from 5 to 7 
p.m. (location to be determined as of 
press time). In conjunction with the 
Annual Meeting is the 2020 election 
for president-elect and three positions 
on the Board of Directors. Voting in the 
election is very important to the success 
and future of SVAR.

November is another busy month. 
First, there is the National Association 
of REALTORS® 2019 REALTOR® 
Conference and Expo in San Francisco 
from Nov. 8 to 11. This event is crammed 
full of education and training. 

Also in November we will hold the 
second major SVAR fall fundraiser. 
The “Brunch at Tiffany’s”-themed 
Fall Fashion Show and Champagne 
Luncheon will be held on Nov. 13 at the 
American Legion, 505 Springdale Ave., 
Colonial Heights. Doors open at 11 a.m. 
Fashions will be provided by Dillard’s 
at Stony Point. Our fabulous SVAR 
members will again be models. 

Proceeds will benefit The James House, 
which offers free and confidential help to 
women affected by sexual and domestic 
violence in the greater Tri-Cities area. 

Tickets are $35 per person and may be 
purchased at the SVAR office or from 
any Fashion Show Committee member. 
A minimum of 10 tickets must be 
purchased in order to reserve a whole 
table. Questions? Email Danielle at 
dmarchant@svarealtors.com or Holly 
at hjennings@svarealtors.com. Don’t 
miss this chance to see your fellow 
REALTORS® wearing designer fashion 
and strutting down the walkway. 
 
 

In December there will be the 
installation of SVAR’s Board of 
Directors. 

Join your fellow SVAR members for 
brunch and light refreshments on Dec. 
12 at the Country Club of Petersburg 
as we install the association’s 2020 
Board of Directors. The event is free, but 
advance registration is required by Dec. 
9. No walk-ins will be permitted.

To register, please call 804-520-4496, 
or email Danielle at dmarchant@
svarealtors.com or Holly at hjennings@
svarealtors.com. Please try and attend 
this event and watch the swearing in of 
your directors. 

There are a few other things I would like 
to mention regarding SVAR activities. 
We will be reaching out to you asking 
you to participate on a committee or as 
a volunteer before the end of this year. 
Everyone who has served as a volunteer 
has had a good experience and enjoyed 
networking with other REALTORS®.

At the end of the year many of you will 
be busy with beginning the process of 
putting your Awards for Excellence 
packet together. More information will 
be provided soon, but there may be a few 
changes in the awards categories. Please 
take time to nominate someone for one 
of the special awards.

The last quarter of the year is the most 
critical in the RPAC campaign to raise 
funds. We have been charged by Virginia 
REALTORS® to have 39% participation. 
This is challenging ever year, and we 
need to have your contribution as soon 
as possible. 

In closing, please try your best to get 
involved as much as you can…and you 
may even have fun! ~

September through 
December provides 
great opportunities 
to network and get 
some education 
along the way.

by Joe Croce, RCE
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Each year the National Association of 
REALTORS® (NAR) holds a Leadership 
Summit in its hometown of Chicago 
for all presidents-/chairs-elect and 
association executives from REALTOR® 
associations across the country. 

I had the pleasure of attending the 
summit with our CEO, Joe Croce, RCE, 
from Aug. 11 to 13. Also in attendance 
was Mike Reitelbach, CAE, RCE, IOM, 
president of Organization Management 
Group (OMG), which is the company 
that manages the Southside Virginia 
Association of REALTORS® (SVAR). 

I would like to thank both Joe and 
Mike for their continuing guidance and 
support provided to SVAR as well as 
their hospitality shown to me during this 
summit.

The summit was well organized and 
incorporated the majority of NAR’s 
leadership team as well as a number of 
extremely interesting and informative 
nationally-recognized keynote speakers. 

Unlike a lot of conferences, I never lost 
interest in the speakers. In fact, I found 
myself furiously writing down notes 
that I felt would be of benefit during 
my term as SVAR’s 2020 president. 
The presenters and speakers at the 
summit provided all attendees with 
the tools necessary to best represent 
their association, its members, their 
respective state association and NAR.

As far as the presidents-elect, I think 
that every president-/chair-elect who 
attended the summit walked away with 
a better understanding of the duties and 
responsibilities of their position while 
obtaining the skills necessary to better 
serve their association and its members.

As for myself, there were several things 

that I took away from the summit that I 
could apply, which hopefully will make 
me more productive while serving as 
president of SVAR. 

One suggestion that really stood out to 
me was that it’s not what we accomplish 
in one year. Rather, it’s what we set 
in place for the future. Having served 
on our Board of Directors for the last 
five years, I can certainly understand 
that reaching desired goals and, most 
importantly, sustaining those goals takes 
time and planning. 

Another takeaway was not to let the fear 
of failure prevent you from expressing 
new ideas, and if you should fail, own it 
and, most importantly, learn from it. 

Also, learn to lead beyond yourself, be 
an active listener, allow yourself to stay 
open to a final solution, learn to accept 
a “no” and build on it, and provide your 
board with a well-defined mission during 
your term. Last but not least, don’t 
change yourself just because you are now 
president. Rather, be the person you 
were when the board and membership 
elected you.

One evening Joe and I had the 
pleasure of attending a dinner hosted 
by Virginia REALTORS® for all the 

Virginia association representatives in 
attendance at the Leadership Summit. 
This gave all the state association 
representatives a greater opportunity to 
engage, interact and network with other 
Virginia association representatives. 
The dinner and company made it a very 
enjoyable evening. 

If you have never visited Chicago, I 
would strongly recommend that you do 
so. 

I was last there in the 1980s, and what 
a change in the city, especially in its 
skyline. Chicago is a beautiful city full 
of high rises and great restaurants. The 
waterfront along the Chicago River is 
breathtaking. 

Joe and I had the opportunity to take the 
architectural building river tour. It was 
absolutely amazing. On Monday night, 
NAR held a reception for all summit 
attendees in the atrium at the scenic 
Navy Pier overlooking Lake Michigan.

During my walk around the city I had 
the opportunity to see the REALTOR® 
Building, the home of NAR. It was 
undergoing renovations at the time, but 
was still quite impressive. It’s nice to  
see how some of our dues money is 
being spent. ~

It’s not what we 
accomplish in 
one year. Rather, 
it’s what we set 
in place for the 
future.

Takeaways from NAR’s 2019 
Leadership Summit

by Larry Lewis, SVAR President-Elect
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Southside Virginia Association of 
REALTORS® (SVAR) President-Elect 
Larry R. Lewis, ABR, SFR, GRI, a 
REALTOR® with Long & Foster’s Tri-
Cities/Southpark Office in Colonial 
Heights, continued preparations for his 
2020 term as SVAR president during the 
National Association of REALTORS®’ 
(NAR) recent Leadership Summit in 
Chicago. 

The summit, held Aug. 11 to 13 during 
NAR’s Leadership Week, brought 
together about 1,500 REALTORS® 
association presidents- and chairs-
elect and staff executives from across 
the country to network, explore 
trending industry topics and leadership 
challenges, and strategize their 
upcoming terms. In attendance with 
Lewis was Joe Croce, RCE, SVAR’s CEO.
 
“NAR went above and beyond 
to provide the 2020 association 
presidents from across the country 

with as much leadership suggestions 
and recommendations as possible 
considering the limited time frame. The 
summit presenters and speakers were 
excellent and gave us the tools necessary 
to best represent our profession, 
association and, most importantly, our 
membership,” Lewis said. 

“As for myself, a number of things 
stood out that I feel would be beneficial 
for me to adopt during my time as 
president of SVAR, and they are: Learn 
to lead beyond yourself, be an active 
listener, learn to accept a ‘no’ and build 
on it, allow yourself to stay open to a 
final solution, own failure should it 
occur and do not let the fear of failure 
prevent you from expressing new 
ideas, and remember that leadership 
needs a mission,” he continued. “Most 
importantly, don’t change yourself just 
because you are now president. Rather, 
be the person you were when the board 
and membership elected you.”

Summit highlights included keynote 
presentations from NAR leaders and 
nationally known speakers, including 
New York Times bestselling author 
Janine Driver, entrepreneur/author 
Jesse Itzler, NAR CEO Bob Goldberg and 
NAR 2020 President Vince Malta, who 
shared his priorities for the upcoming 
year. 

Attendees also participated in a 
leadership workshop led by Second City 
Improv and took part in team-building 
activities. They heard an economic 
update from NAR Chief Economist 
Lawrence Yun, and received legislative, 
communications and legal updates. 
Attendees also toured the Windy City 
and enjoyed networking opportunities. 

Additionally, Lewis attended a dinner 
hosted by the Virginia REALTORS® for 
the state’s contingent, further ensuring 
that all local associations in Virginia 
build a strong network. 

Lewis, a part of the “Vickie (Zevgolis) 
and Larry Team” at Long & Foster, 
earned the Gold Team Sales Award 
in 2018 and was honored earlier this 
year during SVAR’s annual Awards for 
Excellence. The team achieved SVAR’s 
“Rookie of the Year” as newcomers to 
the association about a decade ago. In 
2018, Lewis served as SVAR’s treasurer.
A resident of Colonial Heights, Lewis  
is a frequent volunteer for SVAR 
activities, including the association’s 
fundraising Fall Fashion Show to benefit 
local charities. ~

SVAR’s president-elect Lewis 
strategizes 2020 leadership year 

by Victoria Hecht, Communications and PR Specialist

SVAR President-Elect Larry R. Lewis takes in 
the sights of the Windy City while attending 
the National Association of REALTORS® 2019 
Leadership Summit in Chicago.

Southside Virginia Association of REALTORS® 
CEO Joe Croce, RCE, and SVAR President-
Elect Larry R. Lewis pause for a photo during 
the National Association of REALTORS® 2019 
Leadership Summit in Chicago.
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It is always interesting when regional 
statistics are published because they give 
us the chance to reconcile our opinions 
of the market against what has actually 
occurred. 

Most REALTORS® in the SVAR footprint 
would agree that there has been a 
shortage of homes in the market place 
and that houses that are positioned well 
and priced fairly sell readily. Most would 
concur that they could sell more houses 
if more inventory could be had. 

There is a general opinion that prices 
are rising. People are looking at 
and considering alternatives to the 
traditional single-family dwelling. 

Let’s look at a few localities within 
the Southside Virginia Association of 
REALTORS® territory. 

Chesterfield 
Looking at newly listed homes in 2019, 
Chesterfield started January at around 
500. The number of new listings rose 
each month and peaked in May at a little 
over 900 units. If you compared that to 
last year, Chesterfield was down almost 
2% of newly-listed units. 

Is 2 % a significant amount? Maybe, but 
most agents would agree that it feels 
more severe. However, pending sales 
are actually up two-tenths of a percent, 
and sales are up, too. So, we are selling 
more houses with less in inventory to 
sell. A neat trick. Sales prices in 2019 
are up almost 4 % in Chesterfield. Some 
neighborhoods are up more than others. 

All categories of condo/townhouse 
in Chesterfield are up over 30 %. 
Astonishing. 

Dinwiddie 
The number of new listings in Dinwiddie 
is actually up about half of a percent. Not 
a huge amount -- 226 this year, 225 last 
year. Sales and pendings are exactly the 
same at 0%. Yet, despite these boring 
numbers (yawn), the prices in Dinwiddie 
have risen 7.58%. 

Prince George 
Colleagues in Prince George are 
experiencing a 4.5 % increase in the 
number of listings, a meaningful 
increase in the number of pendings, and 
over 4% higher number of unit sales. 
Prices have risen around 5.4% in keeping 
with most of Central Virginia. 

Colonial Heights
The city has seen a sharp decrease in 
the number of new active units for sale. 
With 32 fewer units in 2019 compared 
to 2018,that equates to 13.4 %. 
However, pending and sales are up 4.5 

% compared to last year. If you logically 
think this, though, there are fewer and 
fewer units for sale and more and more 
units selling. The inventory is getting a 
little on the dry side. No surprise that 
the sales price is shooting up around 14.7 
% so far this year. 

Hopewell
The “Big H” city experienced a nearly 2% 
decrease in the number of new units for 
sale. Amazingly, pendings and sold units 
are through the roof with around a 10% 
increase. This mirrors the phenomenon 
that is playing out in Colonial Heights 
and Chesterfield. Less inventory, but still 
more sales. It’s very easy to see the logic 
in the “pinch” felt by real estate sales 
professionals working in this area. It also 
justifies the 22% increase in sales prices. 
Wow, just wow. 

Petersburg
Petersburg has experienced a decrease 
in the number of units placed on the 
market: 325 units this far in 2018 and 
299 units so far this year. That is around 
8%. The number of pending units is 
down almost 10%, and the number of 
sales is down almost 25%. So, we should 
see the total number of units for sale 
in Petersburg start to go back up. Sales 
prices have increased about 7.5 % 

Overall, the facts and opinions line up 
almost flawlessly. I can’t wait to see what 
is over the next horizon. ~

People are looking 
at and considering 
alternatives to the 
traditional single-
family dwelling.

Statistically looking back: Do the 
facts and opinions agree?

by Steve Overgard, Chair, SVAR Tech Team

Our Affiliate Members are eager to help your business grow! 
Search the directory at SVARealtors.com/affiliates.html.

FIND YOUR NEXT BUSINESS PARTNER
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Guild to Go partner app
High tech, high touch

Immediate status
noti� cations on any
mobile device

Client approval letters 
shared instantly

Real-time updates, 24/7

Pre-approvals with
just a few clicks

Mobility and transparency 
from application to closing

High tech, high touch

Referrals on-the-spot

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.

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



THE SOUTHSIDE REALTOR®  •  3RD QUARTER 2019  •  p. 23

Southside Virginia Association of 
REALTORS® members heeded the 
call of “come one, come all” to the 
organization’s carnival-themed 
Members’ Picnic on June 11 at Home 
Builders Pavilion in Petersburg. 

The spirited bunch of REALTORS® 
and Affiliate members alike enjoyed 
camaraderie, networking, carnival 
games and healthy competition, all 
with the goal of helping others, at this 
signature summer event.

Celebrating with SVAR was HopeTree 
Family Services, recipient of the picnic’s 
accompanying sixth annual fundraising 
corn-hole tournament. The nonprofit 
was founded in 1890 and provides 
Christian residential, educational and 
support services to at-risk children and 
youths as well as adults with intellectual 
disabilities throughout Virginia. 

On hand to share information about 
HopeTree with attendees was Nicole 
Cole, the foster care supervisor with 
HopeTree’s Chester office. 

Mike and Tina Hacker, competing on 
behalf of Presidential Bank Mortgage, 
earned bragging rights as 2019 corn hole 
tourney champs.  

Also in the winner’s circle? Best 
Decorated Table honoree Patty LaMarr 
of EXP Realty, who snagged an airplane 
ride for two from Art Winbourne, chief 
pilot and manager for Quality Vacuum 
Systems.

In addition to assorted tabletop carnival 
games presented by member brokerages 
and Affiliate companies, attendees 
relished throwing balls at fellow SVAR 
members who volunteered for a dunk 
 

tank to benefit RPAC, the REALTORS® 
Political Action Committee. 

Also among the picnic participants were 
representatives from the Maddie Mae 
Foundation for Accessible Play also 
attended in support. The foundation 
will be the recipient of SVAR’s fourth 
annual Charity Golf Tournament on 
Oct. 7 at the Country Club of Petersburg. 
The nonprofit’s mission is help create 
a barrier-free community for the 
wounded military, elderly and disabled 
populations that will allow them the 
opportunity for play with their families. 
Specifically, it seeks to build a barrier-
free playground at White Bank Park in 
Colonial Heights. 

Register for SVAR’s fundraising golf 
tourney at svarealtors.com/_docs/
events/100719-reg.pdf, or call the 
association at 804-520-4496. ~

SVAR REALTORS®, Affiliates compete for 
a cause at carnival-themed picnic

by Victoria Hecht, Communications and PR Specialist

J. Bunn Armstrong, a REALTOR® with Ingram & Associates, enjoys 
fellowship with SVAR CEO Joe Croce during SVAR’s Members’ Picnic 
and accompanying charity corn-hole tourney in Petersburg. The 
event is a beloved annual tradition.

Mimi Shorter with 1st Choice Realty mans the dart toss booth as Del. Riley 
Ingram (R.-62nd), center, and son Riley Ingram Jr. try to pop balloons during 
the SVAR Members’ Picnic and accompanying charity cornhole tournament.
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Deejay Michelle Rae of Rae of 
Sunshine Entertainment spun 
tunes for a spirited vibe and 
even dressed the part for SVAR’s 
carnival-themed annual picnic 
and charity cornhole tournament.

Two-time SVAR Past President John 
W. Brockwell volunteers to take a spill 
or three in the RPAC dunking booth to 
raise funds for the REALTORS® Political 
Action Committee, an issues-mobilizing 
force that exists to protect and promote 
the tradition of homeownership and 
real estate investment.

Nicole Cole, left, a foster care supervisor with HopeTree Family Services in Chester, talks 
about her organization’s mission as SVAR picnic committee member Cheryl Hearns with 
1st Choice Realty looks on. The nonprofit HopeTree was the recipient of SVAR’s sixth annual 
charity corn-hole tournament. 

SVAR’s RPAC fundraising chair, John 
Krug with American Home Shield, gives 
the RPAC dunking booth a thumbs up. 
Members volunteered to be dunked 
to help raise money for advocacy  
of homeownership and other real 
estate issues.



THE SOUTHSIDE REALTOR®  •  3RD QUARTER 2019  •  p. 25

A table full of SVAR REALTOR® and Affiliate members 
enjoys breaking bread together during the association’s 
annual picnic and charity corn-hole tournament held at 
Home Builders Pavilion in Petersburg.

SVAR 2017 President Steve Overgard of 
RE/MAX Commonwealth, front, and his 
dog, Bug, enjoy a break from manning 
the grill to visit with SVAR President-Elect 
Larry Lewis of Long & Foster-Southpark.

REALTOR® Patty Lamarr of EXP Realty, pictured with fiancée 
Gerry Nix, left, won for Best Decorated Table during the SVAR 
Members’ Picnic. Her prize was an airplane ride for two 
courtesy of Art Winbourne, right, chief pilot and manager for 
Quality Vacuum Systems.

Village Bank attendees, from left, Beth 
Mingloski, Dorothy Casey, Betty Sue Angle 
and Angie Marshall enjoyed creating a 
colorful booth and fun carnival games 
during the annual SVAR Members’ Picnic  
in Petersburg. 

Each year Carmen Martin, a REALTOR® with 
the Ford Agency and an SVAR past president, 
enjoys overseeing the association’s annual 
charity corn-hole tournament. You might say 
she is its biggest fan!

The team of Tina and Mike Hacker, competing on behalf of 
Presidential Bank Mortgage, nabbed the annual corn-hole 
tournament title during the Southside Virginia Association 
of REALTORS® Members’ Picnic in Petersburg. The sixth 
annual tourney benefitted HopeTree Family Services.
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Legal Corner

On June 21, the U.S. Supreme Court 
did something unusual. It admitted a 
mistake and overturned one of its earlier 
decisions to correct that mistake. 

In the process, it cleared a major 
obstacle to obtaining relief in federal 
court by landowners whose property 
has been taken by local governments 
through eminent domain. 

The case of Knick v. Township of Scott, 
Pennsylvania began in December 2012, 
when Scott Township, Pennsylvania, 
passed an ordinance requiring that all 
cemeteries be kept open and accessible 
to the general public during daylight 
hours. 

A “cemetery” under the ordinance was 
any place or area of ground, whether 
contained on private or public property, 
set apart or utilized as a burial place for 
deceased human beings. The ordinance 
also authorized the code enforcement 
officers of the Township to enter upon 
any property to determine the existence 
and location of a cemetery on that 
property.

Mary Rose Knick owns 90 acres of 
land in Scott Township. She occupies 
a single-family home on the property 
and uses the rest for grazing for various 
farm animals. Like many traditional 
farm properties in Pennsylvania (and 
Virginia) Knick’s property contains a 
small graveyard, where some ancestors 
of Knick’s neighbors apparently are 
buried. 

In 2013, a Township code enforcement 
officer entered onto Knick’s property 
and found several grave markers. The 
Township cited Knick for violating 
the ordinance by failing to open the 
cemetery to the public during the day. 
Knick filed an injunction suit against the 

Township in state court claiming that 
the cemetery ordinance constituted a 
taking of her property. 

Upon the filing of the suit, the Township 
withdrew the notice of violation and 
agreed not to enforce the ordinance 
against Knick during the pendency of 
the state court proceedings. In response 

to that, the state court refused to hear 
the injunction action because, without 
an enforcement action against her, 
Knick could not demonstrate the harm 
necessary for an injunction. 

Left with that stalemate at the state court 
level, Knick sued the Township in federal 
district court, alleging that the cemetery 
ordinance violated the Fifth Amendment 
of the United States Constitution and 
specifically the Takings Clause, which 
provides that private property shall 
not be taken for public use without just 
compensation. She was also stymied at 
the federal court level, however, because 
of two earlier United States Supreme 
Court decisions on eminent domain. 

In the first case, Williamson County 
Regional Planning Commission v. 
Hamilton Bank of Johnson City, decided 
in 1985, the Supreme Court held that 
a property owner whose property has 
been taken by a local government has 
not suffered a violation of her Fifth 

Amendment rights until a state court has 
denied her claim for just compensation 
under state law. 

Without that exhaustion of claims under 
the state law, the property owner could 
not bring a Fifth Amendment takings 
claim to federal court, according to 
Williamson.

On the other hand, the second case, 
called San Remo Hotel, LP v. City and 
County of San Francisco, decided by 
the U.S. Supreme Court in 2005, stated 
that the resolution by a state court of a 
claim for compensation for an eminent 
domain taking precludes the property 
owner from thereafter seeking relief in 
federal court. 

In other words, under Williamson, the 
property owner suffering a taking could 
not sue the local government taker in 
federal court until a state court had 
ruled on the matter, and under San 
Remo if a state court had ruled on the 
matter that precluded the federal courts 
from considering it. Together, those 
two decisions effectively prevented the 
property owner from having her day 
in federal court for a taking by a local 
government.

This time, the Supreme Court 
recognized that Knick was stuck 
between Williamson and San Remo, and 
decided to free her from her dilemma by 
overruling Williamson. 

Instead of a land owner having to 
exhaust all state law remedies before 
suing in federal court over a taking, the 
court held that the owner can sue a local 
government in federal court as soon 
as the local government takes private 
property without paying for it. Even if 
state law permits the owner to seek just 

All REALTORS®, and 
especially buyer 
brokers, should 
keep a close eye on 
these proceedings.

by John F. Faber Jr., Esq., Attorney, Williams Mullen

(continued on next page...)
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compensation in state court after the 
taking, the Fifth Amendment violation 
takes place immediately upon the taking, 
not months or years later when the state 
court actions finally end. 

In rejecting the notion that a Fifth 
Amendment violation only occurs after 
the state court actions play out without 
just compensation for the property 
owner, the Court stated “a bank robber 
can give the loot back, but he still robbed 
the bank.” The Court went even further 
in criticizing the Williamson court by 
saying that court “was simply confused” 
in its analysis. 

The unusual and fairly emphatic 
overturning of Williamson could make 
the Knick case a powerful arrow in 
the quiver of property owners battling 
local governments over takings of their 
property.

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. 

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

RPAC SPOTLIGHT:
Carla Mayes

Name and company: Carla Mayes, REALTOR®,  
Harris & Associates, Chester

SVAR member since: 1999 

Contributor level: $99 Club

Advocacy topics that interest me: Fair Housing, education requirements, mortgage regulations

Activities and honors: Lifetime Award Recipient for SVAR and 2014 Top Residential Salesperson

Community involvement: Member, Waverly Ruritan Club; member, Waverly Congregational Christian Church; past member, 
Tidewater Academy Booster Club; and past coach, Tidewater Academy Volleyball

Why I give to RPAC: RPAC continues to invest the time and research to keep our careers blooming and all of our best interests at 
the forefront.

Want to learn more and become an RPAC contributor? Just visit 
virginiarealtorschoose.com/contribute to get started.
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AFFILIATE SPOTLIGHT:
National Property Inspections

NAME: National Property Inspections; questions completed by Aaron Bailey

COMPANY DETAILS: 2545 Bellwood Road, North Chesterfield; 804-998-0805; 
npiweb.com/abailey; facebook.com/baileypropertyinspections/; twitter.com/npi_bailey

YEAR COMPANY ESTABLISHED: The National Property Inspections company was founded in 1987 in Omaha, Nebraska, and 
the local branch for National Property Inspections opened in 2004.

COMPANY SPECIALTIES: Our specialty is our scare-free priority in communicating our findings to our clients. We provide 
residential inspections, new-construction inspections, annual property inspections (for rental properties), commercial 
inspections, radon resting and air-quality testing. 

COMPANY MEMBERSHIPS: Certified inspector through American Society of Home Inspections (ASHI), Certified Professional 
Inspector through InterNACHI, ARRST-NRPP and a member of SVAR.

HONORS/DISTINCTIONS: Rising Star Award through National Property Inspections and Inspection Company of the Month 
through Residential Warranty Services.

SVAR AFFILIATE MEMBER SINCE: January 2019

WHY WE JOINED SVAR: We joined SVAR to inform REALTORS® and brokers of our unparalleled services as home inspectors 
and to provide free CEU classes to REALTORS®. 

WHY I GOT INTO THIS BUSINESS: We got into this business to raise the standard of home inspections across the board. 

WHY I LOVE DOING WHAT I DO: I love being able to serve our clients and REALTORS® with an amazing staff who have 
become like a family to me. I also love that I can help inform clients about the property while educating them along the way. 
Buying a home can be a stressful process, and I enjoy being able to help the client understand that everything is fixable. You just 
need to know about it in order for it to get fixed.

MY FAVORITE SATISFIED-CUSTOMER STORY: We were called to do an inspection because the REALTOR® was unable to 
find an inspector who could access the crawlspace. We have a Crawlbot (basically a remote-controlled car with a camera on it), 
so we were able to inspect the crawlspace and add the pictures to the report. 

MY HOBBIRES ARE: Camping, hiking, canoeing and spending time with my family.

MY FAVORITE THING ABOUT WORKING WITH REALTORS®: Almost all of the REALTORS® I’ve met know how to work 
hard, play hard, and live life with a purpose and a passion. I respect that. 

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: Everything is fixable. It is a matter of knowing what needs to be fixed and 
relying on your REALTORS® to help facilitate the overall home-buying process. 

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: Working with a home inspector can be a great 
experience for everyone involved when the inspector not only knows the technical side of his profession, but also the social skills 
needed to communicate their findings. 

The SVAR Affiliate Spotlight gives you a closer look at the businesses that join SVAR to connect with REALTORS®.
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Whether you have been in the real estate 
industry for five, 10, 20 or even 30 years, 
you will never know all there is to know 
about selling, buying and managing real 
estate. 

One of the main reasons for this is that 
the real estate industry is constantly 
evolving and changing with the times. 

The enormous gains in technology have 
caused the way we do almost everything 
to change for the better. It’s hard to 
believe that there was a time when real 
estate listings were only available to real 
estate agents in the form of big books, 
just like the old telephone books. 

Now we are capable of pulling up listings 
on our phones and sending them to 
a client’s phone or computer. Yes, 
times have changed, and the way we 
do business must change as well. This 
means we have to stay up to date with 
the changes, additions and technological 
interventions, not to mention the needs 
and desires of the public, customers and 
clients we serve along with our industry 
affiliates.

Of course, the best way to keep up with 
the changing times is to always stay 
educated and knowledgeable of the real 
estate industry. We can do this not just 
because of the continued education 
classes required of us by the National 
Association of REALTORS® (NAR) and 
the Department of Professional and 
Occupational Regulation to maintain 
our licenses, but by pursing any and all 
education that will help make us more 
successful and professional real estate 
agents and brokers. 

As we all know the real estate business 
is somewhat competitive, and everyone 
strives to be at least one of the best real 
estate agents or brokers in their area, 
if not the best. In order to be one of the 

best you must know the business and 
how to conduct it better than most other 
agents and brokers.

NAR has developed, maintains and 
supports numerous educational 
platforms and classes that lead to many 
certificates and designations to not 
only educate us, but also to indicate 
to the public and your peers the level 
of education agents and brokers have 
achieved. 

Boost your salary and client base 
through continuing education and 
specialty training. NAR offers a wide 
selection of real estate training options 
for members and association executives, 
including classroom and online courses, 
training towards earning designations 
and certifications, webinars and a 
Masters of Real Estate degree. As a 
member, you also have access to the 
world’s largest real estate library.

Agents should not limit themselves to 
the mandatory continuing education 
courses simply because they have been 
in the business for years, won a few 
million-dollar production awards and 

are considered successful. Please don’t 
rest on your laurels. 

A million-dollar producer one year does 
not guarantee success the next year and 
on into the future. You must always 
strive to get better and improve your 
knowledge base to insure you are current 
and relevant to your clients, present and 
future ones.

SVAR’s schools of real estate offers 
all the required classes throughout 
the year to maintain your real estate 
license. Several other classes are 
offered as lunch and learns and range 
from technology do’s and don’ts to 
mortgages and underwriter processing, 
appraisal process to home inspections, 
home warranties to showing safety to 
handgun permit to carry requirement/
certification, and much, much more. 

The school is also now in the process 
of providing remote learning classes. A 
schedule of all the educational courses, 
CE classes and lunch-n-learn classes 
provided by SVAR can be seen on the 
SVAR website at svarealtors.com/
education/index.html.
 
The SVAR Education Committee 
strives to continue its efforts to provide 
association members with the best 
education possible on all topics that 
affect the lives and professionalism of 
its REALTOR® and Affiliate members. 
Should you need any further information 
or educational assistance or wish to 
suggest a class or lunch and learn that 
you would like to have provided, please 
contact one of the SVAR education 
committee members. 

We hope to see you at one of our 
upcoming classes or lunch and learns in 
the very near future.

Real estate: You never know it all!

by Al Wells, CRS, GRI, ABR, Chair, SVAR Education Committee

You must always 
strive to get better 
and improve your 
knowledge base 
to insure you 
are current and 
relevant to your 
clients, present 
and future ones.

(continued on next page...)
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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 MLS database. 

The committee member liaisons for 
some of our larger offices (subject to 
changes and additions) are as follows: 

• 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

• Cherie Hammond: Bradley Real 
Estate and Napier Midlothian

• Al Wells: Ingram & Associates 
(Chester/Hopewell) and Prince 
George Realty ~

(Know, continued from previous page...)

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 18
RPN Breakfast 
8 – 9 a.m. 

September 19
RPN Meeting
8:30 - 9:30 a.m.

Property Management 
Committee Meeting
10 – 11 a.m. 

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

September 20
Professional Standards 
Training
9 – 10 a.m. 

September 23
Supporting Adjustments, 
Expanding Opportunities
9 a.m. – 5 p.m.

September 25
Community Affairs Committee 
Meeting
10 – 11 a.m.

Perry Shelton Presents “How 
to Stage and Photograph a 
Home for Maximum Value”
11 a.m. – 12:30 p.m. 

Professional Standards 
Committee Meeting
1 p.m. - 2 p.m.

September 26
BOD Meeting
9 – 10 a.m. 

September 30
CVR MLS Town Hall
10 a.m. – 12 p.m. 

October 3
Radon Environmental Issues 
for Real Estate Professionals
10 a.m. – 12 p.m.

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 10
Affiliate Committee Meeting 
9:30 – 10:30 a.m.

Annual Member Meeting/
SVAR Election Day 
5 – 7 p.m.

October 16
NMO/Ethics 
9 a.m. – 1 p.m.

October 17
RPN Social
5 – 7 p.m.

October 18
GRI 506 - Risk Management
9 a.m. – 4:30 p.m.

October 21
USPAP Class
9 a.m. – 5 p.m.

October 23
Perry Shelton Presents “Down 
Payment Assistance”
11 a.m. – 12 p.m.

October 27
Trunk or Treat
4 – 6 p.m.

October 30
Top 10 Red Flags: Conditions 
to Look For While Showing  
a House
10 a.m. – 12 p.m.

November 6
GRI 502 - Sales Contracts
9 a.m. – 4:30 p.m.

November 7
Education Committee Meeting
10 – 11 a.m.

November 11
Closed for Veterans Day

November 13
Fall Fashion Show
11 a.m. – 3 p.m.

November 14
Affiliate Committee Meeting
9:30 – 10:30 a.m.

Home Inspections 101: For 
Real Estate Professionals
10 a.m. – 12 p.m.

November 19
Past President’s Luncheon
12 – 1 p.m.

November 20
RPN Breakfast 
8 – 9 a.m. 

November 21
RPN Meeting
8:30 - 9:30 a.m.

November 27
Perry Shelton Presents “Credit 
Repair Class”
11 a.m. – 12 p.m.

November 28-29
Closed for Thanksgiving

December 5
Education Committee Meeting
10 – 11 a.m.

December 11
GRI 505 - Working with Sellers
9 a.m. – 4:30 p.m.

December 12
Affiliate Committee Meeting
9:30 – 10:30 a.m.

Installation of Officers
11 a.m. - 2 p.m.

December 18
NMO/Ethics 
9 a.m. – 1 p.m.

December 24-25
Closed for Christmas Eve/Day
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Installation of Officers

SOUTHSIDE VIRGINIA ASSOCIATION OF REALTORS®

114 Maple Grove Avenue, Colonial Heights, VA 23834
Phone:(804) 520-4496 ~  Fax:(804) 520-4625 ~  www.SVARealtors.com

Copyright © 2019 
All Rights Reserved.

Petersburg Country Club
1250 Flank Road, Petersburg, VA

Join your fellow SVAR members for brunch and light 

refreshments on December 12th at the Country Club  

of Petersburg as we install the association’s  

2020 Board of Directors.

The event is free, but advance registration  
is required by Dec. 9. No walk-ins will be permitted.

To register, please call (804) 520-4496,  
or email Danielle at dmarchant@svarealtors.com

or Holly at hjennings@svarealtors.com.

Thursday, December 12 
11 a.m. – 2 p.m.
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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 that 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 as an agent 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 problems 
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 
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 and 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 
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 the mantel, tables, etc.
• Straighten pillows.
• Turn off all TVs before the 

photographer arrives.

Bedrooms:
• Make beds.
• Vacuum.
• Put away shoes and clothes and  

hide laundry.
• Clear dressers and 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.  ~

Getting the most out of your listing photos

by Michelle Kuzmick, Michelle Kuzmick Photography

Everyone becomes 
accustomed to 
their own clutter, 
and your client’s 
idea of clean 
probably isn’t 
listing photo clean. 
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Calling all brokers!  
Nancy Steinke
SVAR Board of Directors

The Southside Virginia Association 
of REALTORS®’ (SVAR) Board of 
Directors will host a brokers meeting 
at the association office on Wednesday, 
Oct. 2, at 11 a.m. Lunch will be served 
immediately following the meeting.

In order to make best use of everyone’s 
time, we invite you to submit your 
questions or topics of interest to Joe 
Croce by Friday, Sept. 26, so that we 
will have the resources at the ready to 
provide you with the information you 
need. 

With the ever-changing market and 
challenges where technology has 
overtaken face-to-face communication, 
it is more important than ever that we 
take the opportunity to sit down, share 
ideas, and perhaps a laugh or two. 

It’s been quite a while since we have 
convened our brokers to seek out your 
thoughts, opinions and suggestions as to 
how we, as an association, can best serve 
our brokers. 

We plan to have guests on our panel 
to answer questions from our broker 
audience. Topics will include:

• Contracts
• Principal broker survivorship
• Getting agents involved in SVAR 

committees

In the past, this meeting was well-
attended and appreciated by most. We 
would very much like to see this again on 
Oct. 2. Please reserve this time on your 
calendar so you can join us! ~

An RPAC moment  
John Krug
Chair, RPAC Fundraiser 
Committee

You were recently billed for your 2019 
RPAC dues. Two fair questions in regard 
to your voluntary donation to RPAC 
would be:

• Where did the donation money go?
• What got accomplished?
 
Here are a few responses in regard 
to things accomplished with your 
donations over the years:

Legislation to real estate sales 
licensees from prosecution: When 
relying on information from a public 
source, such as tax records, the real 
estate sales licensee cannot be held 
liable if the information is found to be 
incorrect.

First-Time Homebuyer Savings 
Plan legislation: Enables first-time 
homebuyers to set aside up to $50,000 
toward the closing costs on a new home. 
The earnings on those funds are free 
from Virginia state taxes…forever.

Disclosure Packet Plan legislation: 
Spearheaded legislation requiring 
homeowners associations and property 
owners association to place a cover sheet 
on their disclosure packets or resale 
certificate. The sheet outlines association 
policies that can lead to triggering 
the three-day right of rescission. 
This includes annual dues, special 
assessments, rental restrictions, parking 
or vehicle restrictions, pet restrictions 
and architectural restrictions. 

We support both local and state 
candidates who will help our real 
estate Industry continue to flourish. 
RPAC – the REALTORS Political Action 
Committee – is neither a “Red” or “Blue” 
organization, but a great example of 
what can get done through focused 

best practices. Both “Red” and “Blue” 
legislators alike like working with 
RPAC because we are a single-focused 
organization. 

Finally, don’t forget to vote on Tuesday, 
Nov. 5, and remember the “REALTOR® 
Party.” ~

Our 2020 Financials
Jerome Ford
Treasurer, SVAR

I have reviewed the unaudited financial 
statement of the Southside Virginia 
Association of REALTORS®’ (SVAR) 
finances, which continues to be strong. 
As I reviewed our financial statement, I 
received my SVAR 2020 dues statement 
and saw that our dues had increased 
from last year and wondered, “Why?”

The SVAR portion of the annual fees, 
including the 2020 dues, had not 
increased from past years because 
of the work of our executive board, 
administration staff, Board of Directors 
and the Financial Committee  working to 
eliminate any wasteful spending as well 
as finding inventive ways to continue 
keep our membership dues unchanged 
for several years.

The payment of our dues helps all of 
us to maintain our association, such as 
building maintenance, administration 
staff, events and classes for the 
members of the SVAR, and to assist the 
community in time of need. ~

SVAR IN BRIEF: BIG NEWS, SMALL BITES.
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AFFILIATE SPOTLIGHT:
Movement Mortgage

NAME: Movement Mortgage; questions completed by Rob Robinson, NMLS # 1687113

COMPANY DETAILS: 9401 Courthouse Rd, Suite 201, Chesterfield; 804-402-3129; 
www.facebook.com/rob.movementmortgage/, www.linkedin.com/in/rob-robinson-
96754a38 and apply.movement.com/#/ (loan application link)

YEAR COMPANY ESTABLISHED: 2008

COMPANY SPECIALTIES: FHA, VA, Conventional, VHDA and USDA mortgages, along with refinance, renovation ($0 down VA 
program) and construction-to-permanent programs

SVAR AFFILIATE MEMBER SINCE: 2018

WHY I JOINED SVAR: To be more connected to my community of local REALTORS® in order to better serve them and  
their customers.

WHY I GOT INTO THIS BUSINESS: To provide mortgage borrowers with an optional, ethical choice in a lender. I’m a 
borrower, too, which keeps me focused on being the most trusted, effective and experienced advocate possible for every 
borrower seeking to own a home.

WHY I LOVE DOING WHAT I DO: Being there to see the keys handed to a proud and happy homeowner assisted by  
Movement Mortgage.

MY FAVORITE SATISFIED-CUSTOMER STORY: I helped a young engaged couple purchase a home. One worked for the state 
senate, the other in law enforcement. Their schedules were irregular yet strict. The loan hit several potentially disastrous snags, 
but everyone plowed through to close at 31 days. The best thing, even above helping a young couple just starting out, working 
on their wedding and budding careers, was hearing them say, “We were talking the other day about how truly fortunate we were 
when you picked up the phone.” 

MY HOBBIRES ARE: I’ve played bass guitar since 14 and am fortunate to be 
currently playing with guys I’ve known and played with since high school. My 
wife and I also stay busy wrangling our two horses, three dogs and a cat. I also 
try to cook, garden and read as much as I can. 

MY FAVORITE THING ABOUT WORKING WITH REALTORS®: Working 
with other dedicated professionals committed to delivering the best possible 
experience for customers making the largest and most important purchase of 
their lives.

BEST PIECE OF ADVICE I CAN GIVE A CLIENT: Be patient and trust  
the process.

THE ONE THING I WANT REALTORS® TO KNOW ABOUT MY INDUSTRY IS: The right choices are easy with the right 
lender’s help. And, specifically, as it applies to Movement Mortgage, why close on time when you can close early? 

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 27, 2019

Member Count
Members 422
Secondary 22

Emeritus 21 
Affiliates 45

New REALTOR® Members
Alice F. Mitchell  Access Realty, LLC
Jaima C. McReynolds  Ardent Properties, LLC
Karen T. Winterson  Daniel & Daniel Realty Inc.
Megan N. Faulkner  Front Door Realty Group
Danette C. Buckley  Ingram & Associates
Schniece M. Lambert  Long & Foster Real Estate Inc.
Andrew Scott Wynn  Long & Foster Real Estate Inc.
Heather N. Bordash  Napier REALTORS® ERA
Yolanda H. Ewings  Napier REALTORS® ERA
Jacob R. Chappell  Prince George Realty
Kelley M. Rourke  South/West REALTORS®

Dawn D. Kilby  Virginia Properties and Management  
  Services, LLC

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 of Southside Virginia
Home Team Inspection Service
J.G. Wentworth
Liberty Mutual Insurance
Ligon Jones Insurance
loanDepot
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
TowneBank Mortgage
US Inspect
VA Commonwealth Bank
Village Bank Mortgage
Virginia Housing Development Authority
Wells Fargo

iamone.com

Southside Virginia Association of REALTORS
®

IAM1
TM



Southside Virginia Association of REALTORS®

114 Maple Grove Avenue, Colonial Heights, VA 23834 
(804) 520-4496
www.svarealtors.com

2020 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. 

4th quarter 2019 - Due Nov. 17
1st quarter 2020 - Due Feb. 21
2nd quarter 2020 - Due May 15
3rd quarter 2020 - Due Aug. 21
4th quarter 2020 - Due Nov. 20

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

The Southside

REALTOR ®

The new year 

is almost here, 

where is your 
ad?

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


