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President’s Page
by David Patsel, 2015 President, SVAR

It has been a very busy year with many 
changes achieved while following the 
objectives that we set for this year in 2014. 
We have positioned SVAR with stability to 
thrive for many years to come. Many of the 
accomplishments will continue to project 
us forward, with more coming to fruition in 
2016 and beyond. Let’s recap what SVAR has 
accomplished in 2015.

MEMBERSHIP: We have increased Affiliate 
membership by more than 65%. That is 
outstanding, and I thank the Affiliates 
Committee for its hard work. We have held 
RPN meetings that helped Affiliates to meet 
REALTORS®. We held an Affiliates Fair at SVAR 
that was successful. I urge you to look at the 
SVAR website for a list of our Affiliates and 
use them to assist you with your business. 
(All Affiliates are listed in the back of this 
magazine.) Have coffee or lunch with them. 
Build relationships.

COMMUNICATIONS: We have improved internal 
communications through the use of texting, an 
email newsletter, and video to get the word out 
to you about what is going on at SVAR. So, you 
say that you are not getting texts about SVAR 
events? Then please provide your cell number 
and you can be placed on a list to get those 
text messages. The videos are real quick, a 
visual content of upcoming events. Be on the 
lookout every other Monday for the ongoing 
“Southside Headlines,” an email newsletter 
featuring upcoming events, education and 
videos. This is to help you stay up to date 
with SVAR. We as an association do not want 
to hear, “I did not know that was happening.” 
We want you to be a part of SVAR. YOU make 
SVAR. Do all you can to stay informed.

THE SOUTHSIDE REALTOR®: Our quarterly 
magazine continues to grow and features 
good articles, new members, a calendar of 
upcoming events and pictures of events. Once 
again, this is for you and how SVAR is striving 
to keep you informed.

MEDIA COVERAGE: Our publicist, Victoria 

Hecht with OMG, has increased our message 
and exposure through numerous newspaper 
articles and other press coverage. Thank you, 
Victoria, for all you do and getting our name 
out there.

SVAREALTORS.COM: Our website will be 
getting a facelift in the coming months. 
In addition to adopting a new logo for our 
association, we’re rearranging the content 
online to make things easier for you to find 
and use. Stay tuned!

EDUCATION: The Board of Directors and the 
Education Committee know that this is very 
important to our members. Many changes 
are under way to enhance SVAR’s education 
offerings, including partnering with another 
association’s education department. We will be 
rolling out an Education Day as we have held 
successfully in the past. Please let us know 
what kinds of education opportunities are 
important to you.

RAFFLES FOR A CAUSE: We have had two 
technology raffles this year, giving away 
a Kindle and a Chromebook. More things 
like this will be raffled off in 2016. Why are 
we doing this? We want to enhance the 
technology we have at SVAR, including a flat-
screen television in the classroom. We want 
to improve the way we communicate with you 
visually and in a classroom setting. This comes 
at a cost, and we did not want to purchase 
these items so that it affects the bottom line 
at SVAR. Thus, we buy an item, raffle it off and 

the extra money is saved until we have enough 
to buy what we need.

RPN SOCIALS: We have changed the RPN 
events from educational ones to social 
gatherings. This has been successful, and we 
expect this to grow in 2016.

ADVOCACY: We have increased SVAR 
participation in advocacy with numerous 
candidate interviews at a local level. We care 
what is happening in our cities and counties. 
We want to be a voice that is heard, and it is.

RPAC: We have increased RPAC participation to 
35%. This is outstanding, and I thank you all.

MORE INCOME FROM RENT: The rent from 
CVRMLS’s space at SVAR’s office has 
increased. 

MONTHLY PAYMENT PLAN FOR DUES: Your 
Board of Directors have approved a plan 
in which your annual dues may be paid in 
monthly installments starting in 2016. You may 
choose to pay 11 monthly installments rather 
than coming up with the entire lump sum at 
once.

BUDGET: We have held several successful 
events positioning SVAR toward a balanced 
budget. This is huge. It has not been easy, but 
it appears that we have positioned ourselves 
for longevity. 

As your 2015 president, I had several goals 
that I wanted to see happen. They were to 
improve the education that we provide as an 
association, to improve communications and 
to improve the participation in our events. That 
did happen, but we are still short on where we 
want to be.  

I want to thank you all for allowing me to be 
your 2015 president. It has been an honor and 
a pleasure to serve you.

We have 
positioned SVAR 
with stability to 
thrive for many 
years to come. 

SVAREALTORS.COM
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Feast of fellowship & accomplishment:
SVAR’s 2015 Annual Meeting 
by Victoria Hecht, Communications and PR Specialist

Association achievements, warm smiles, 
fantastic food, a great crowd and generous 
wallets…and did we mention door prizes? 
Sounds like a winning combo to us. 

The Southside Virginia Association of 
REALTORS® convened for its Oktoberfest-
themed Annual Meeting at the Petersburg 
Country Club on October 28, during which 
voting results for the 2016 slate of officers 
was announced and members received an 
overview of SVAR accomplishments thus far 
in 2015. 

Hearty congratulations were extended to newly 
announced President-Elect Steve Overgard 
and directors Ken Pritchett and Brett Harris on 
their election.

President David Patsel offered a recap of the 
year’s achievements (read more about them 
on the President’s Page, Page 4), and offered 
kudos to SVAR members who were honored 
during the Virginia Association of REALTORS®’ 
annual convention and expo in Williamsburg. 
(Read more about it on page 20.)
Meg Duarte stepped up to a REALTORS® 

Political Action Committee (RPAC) challenge, 
pledging to be a Sterling “R” donor, to 
which Bobby Perkins graciously extended a 
10-person meal at the Milkhouse as thanks. 

Rounding out the evening, members learned 
about Affiliates’ products at their vendor 
booths, enjoyed drawings for fun door prizes 
offered by Affiliates, and feasted on traditional 
German fare, including wiener schnitzel, 
bratwursts, sauerkraut, pretzel rolls and 
German potato salad. 
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Wolcott Rivers Gates

By now, all real estate agents should know that 
a significant revision of the Virginia Real Estate 
Board Regulations took effect on November 1, 
2015. Despite the November 1 date, certain 
regulations do not actually take effect until 
January 1, 2016. One of the regulations with a 
delayed effective date is 18 VAC 135-20-101, 
concerning continuing education requirements.

Specifically, subsection 2 of that regulation has 
been split into two categories. The first is the 
regulations that remain in effect until January 
1, 2016 (with minor revisions), and the second 
is the regulations that will take effect on Janu-
ary 1, 2016. The first version of subsection 2 
lists the overall hours of continuing education 
that each salesperson and broker must achieve 
and the mandatory subjects that must be stud-
ied within those hours. It mainly preserves the 
existing matrix of mandatory versus elective 
subjects, but does make one or two modifica-
tions.

For example, the mandatory hours for sales-
persons in the former version of this regulation 
were two hours in fair housing laws, three hours 
in ethics and standards of conduct and a mini-
mum of one hour each in state real estate laws 
and regulations, agency and contracts. Under 
the new formulation that remains in effect until 
January 1, the requirement for courses in “real 
estate laws and regulations” has been deleted 
and replaced with a minimum of one hour in 
“legal updates and emerging trends.” Simi-
larly, the 16 hours of non-elective courses for 
brokers must include a minimum of one hour 
in “legal updates and emerging trends.” The 

reasoning behind that change appears to be to 
require real estate licensees to stay abreast of 
current developments, and not just rehash the 
basics of real estate and agency law.

The version of the subsection 2 of continuing 
education requirements that takes effect on 
January 1 preserves the overall 16-hour re-
quirement for salespersons, with 8 being man-
datory courses and 8 being elective, and overall 
24 hours for brokers, with 16 being mandatory 
courses and 8 being elective. It repeats the 
list of mandatory courses required for both 
salespersons and brokers, including the legal 
updates and emerging trends course, but also 
adds a minimum of one hour of training on flood 
zone areas and the National Flood Insurance 
Program. That, of course, is meant to prepare 
licensees for the upcoming significant changes 
in flood insurance requirements.

The other significant change to 18 VAC 135-20-
101 is the addition of subsection 8. That section 
states that any continuing education credits by 
the licensee in excess of those required in the 
current license term that are obtained in the six 
months immediately prior to the license expi-
ration date (up to a maximum of 3) shall carry 
over into the next two-year renewal period. 
That provision is not delayed, and took effect 
on November 1.

Any courses taken under the current continu-
ing education scheme, therefore, in excess of 
the hourly requirement and meeting the six 
month limitation in subsection 8, can be car-
ried forward to satisfy the continuing education 
requirements in the next licensure period. The 
carryover will not, however, excuse a licensee 
from the new courses on flood insurance.

Agents who understand the delayed effective 
date of certain of the new Real Estate Board 
Regulations may be able to save time and mon-
ey on continuing education in their next licens-
ing period.
 
This column is not, nor is it intended to be, legal advice. 
You should consult an attorney for advice regarding your 
individual situation. 

The reasoning 
behind the change 
appears to be to 
require real estate 
licensees to stay 
abreast of current 
developments.

Thank You to our 

PLATINUM
PARTNERS
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Hot seat too hot?  
by Carmen Martin, ABR, CRS, CSP, GRI, SVAR Director

“Ethics” and “professional standards” 
aren’t just buzz words to Southside Virginia 
Association of REALTORS® members. 
Hopefully, they are the foundation of your 
chosen career in real estate. 

In a situation where there are allegations of 
violation, they are also the words that can 
crumble that foundation, your reputation and 
end a hard-won business. If the Code of Ethics, 
in addition to Virginia real estate regulatory 
and legislative law, is not followed, you can 
set yourself up for a trip to the hot seat in front 
of an Informal Fact Finding (IFF) officer of the 
Virginia Real Estate Board (VREB).

In two sessions alone, VREB approved the IFF 
reports presented for around 60 violations. 
These violations included “Unworthiness and 
Incompetence” (18 counts), “Misrepresentation 
and Omission” (five counts), “Maintenance and 
Management of Escrow Accounts” (26 counts), 
“Delivery of Instruments” (five counts), 
“Failure to Exercise Ordinary Care” (three 
counts), “Disclosure of Interest” (one count), 
“Disclosure of Brokerage Relationships” (two 
counts) and “Failing to Safeguard the Public” 
(two counts). 

That’s quite a list of “beware of” traps to avoid, 
isn’t it? Yet, time and again, VREB receives 
complaints alleging all of these violations and 
more. Sanctions often include a combination 

of monetary penalty, Board costs, continuing 
education, license probation and license 
revocation. 

This is one of the reasons behind SVAR 
having mandatory ethics training for new 
members and why the National Association 
of REALTORS® requires quadrennial ethics 
training for all members. 

We may preach the Code of Ethics, but it is 
up to each of us to live it. Plus, we need to 

continually educate ourselves on updates to 
the Board’s regulations and Virginia real estate 
law. Ignorance of the law is not the platform 
you want to stand on in front of VREB. The 
Board’s regulations and Virginia real estate 
laws comprise the minimum standards of 
practice with which we must all comply. 

The VREB’s updated regulations were approved 
by the governor in August and went into effect 
November 1, and they “strongly recommend 
that every broker and salesperson read and 
understand these updated regulations.” Check 
out VREB’s newsletter, “VREB SPEAKING”, at 
www.dpor.virginia.gov for more information on 
regulation updates and disciplinary actions. 
The Code of Ethics, VREB regulations and 
Virginia real estate law are three doctrines that 
must be followed within our business model if 
we value our business.  

If adhered to, you can be self-assured and cool 
as a cucumber should you ever be called to 
the hot seat!

We may preach the 
Code of Ethics, but 
it is up to each of 
us to live it. 

AFFILIATES: Be seen by REALTORS® in 2016 
Get your company in front of real estate professionals all across the Southside! The Southside REALTOR® is delivered to real estate agents and 
industry businesses across the region, including Colonial Heights, Emporia, Hopewell and Petersburg, the towns of Chester and Ettrick, the 
counties of Dinwiddie, Greensville, Prince George, Surry, Sussex and part of Chesterfield County.

  Issue    Deadline 
  1st qtr 2016   February 5
  2nd qtr 2016  May 6
  3rd qtr 2016   August 5
  4th qtr 2016   November 4

Contact us today to get started! advertising@svarealtors.com

The Southside
REALTOR ®

Winter 2015

The new face(s) of

Community Service

The SouthsideREALTOR ® Spring 2015

Making Housesinto Homes 
SVAR participates in multiple community service events this spring

The Southside

REALTOR®
Summer 2015

Time to “autumn-ize” your listings

Staging can lead to faster sales

www.dpor.virginia.gov
mailto:info@svarealtors.com
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Make your holiday open house memorable by 
evoking all the senses of would-be buyers. 

This season is about gathering together and 
making memories with close family and 
friends. So here are 10 festive and no-fail 
ideas for you to try at your open house to help 
spread holiday cheer while getting that house 
sold!

1. Simmer cinnamon sticks combined with 
seasonal spices such as whole cloves, 
nutmeg and star anise a in a tea kettle 
for instant Christmas aroma.

2. Offer freshly-baked Christmas cookies 
arranged on a beautiful decorative 
platter.

3. Serve hot apple cider in vintage punch 
cups sprinkled with a pinch of nutmeg. 

4. Take full advantage of a fireplace by 
lighting a fire for cozy warmth as well as 
beauty.

5. Decorate the mantel with fresh greenery, 
and add some decorative ornaments and 
flowing ribbon.

6. Arrange a couple of sizable, super-soft 
sheepskin pillows on the sofa, and drape 
an oversized furry throw over a chair and 
ottoman. You can also add an opened 
book and a glass of wine on the chair 
side table so that the potential buyer can 
imagine himself or herself relaxing by 
the fire.

7. Take time to decorate a fresh Christmas 

tree if the owners don’t already have one 
up. This is a warm welcome to guests 
and will smell divine.

8. Set the dining room table completely 
with each place setting staged, along 
with a beautiful, fresh centerpiece and 
candles.

9. Decorate the front porch with festive 
lighted trees in planters or hang a 
decorative, sparkly wreath on the door to 
welcome all visitors.

10. Offer wrapped cookies tied with festive 
ribbon to visitors to take home and thank 
them for coming.

Season’s greetings, and happy selling!

10 festive ideas to boost your 
holiday open house
by Debbie McCarter, ModVinTique Interiors
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CEO’s Message
by Joe Croce, RCE

Have you ever wondered when you step into 
an SVAR event what went on behind the 
scenes before that function?  

Over the years, signature events such as 
the awards program, member picnic, Board 
installation and myriad other annual activities 
have become ingrained into our schedule. In 
addition, committees such as the Education, 
REALTORS® Professional Network (RPN) and 
Legislative Affairs, among others, satisfy 
members’ needs for continuing education and 
networking.

These events do not just happen on their own, 
so let’s review how activities are developed. 
 
The Board of Directors approves the signature 
activities and guidelines for each event. For 
non-signature activities, such as continuing 
education classes, the Education Committee 
develops an annual schedule and guidelines 
regarding program structure and cost. All 
committees work in concert with the Board of 
Directors on their committee programs to meet 
the association’s overall goals.

Now the real work starts.

An agenda is developed to meet the goals of 
the event, followed by a budget that estimates 
the event expenses and how those costs are 
to be covered. The major items in each budget 
are generally the cost of the venue, food and 
beverage, instructors, music (if part of the 
event), signs and posters, etc.  

When considering where to hold the event, 
the first consideration is the number of 
participants. The association has recently 
decided to hold our events with 40 attendees 
or less at the SVAR office when practical. 
When not held at SVAR, over the years events 
have been held at hotels, Fort Lee, Swift Creek 
Mill Dinner Theatre, Petersburg Country Club 
and the Home Builders Pavilion, to name a 
few. Those venues come at a cost of anywhere 
from $200 to $2,000. 

Food and beverage are additional major costs 
in just about any event held by SVAR. The 
cost of the food varies with the type of event. 

For activities at the SVAR office a typical box 
lunch costs about $10, or roughly the same 
price we all pay when we go out on our own. 
If it is a more formal lunch or dinner event, 
we have these at a venue that provides all the 
necessary items in addition to the food. The 
prices range from $17 to $30. That’s about 
the same as one would pay for a similar meal 
at a restaurant on our own.  When alcoholic 
beverages are provided for free at an event 
members get a bonus.

Our continuing education classes also come 
at a cost. We generally have instructor costs 
as well classroom materials and DPOR filing 
fees per attendee. Over the years SVAR has 
on occasion bundled several projects into one 
day, with education, luncheon, reception, etc. 
all at the same time, so all of these activities 
come at one price. That pricing structure may 
change in 2016 should we have an event that 
brings together more than one activity.

After all of the final event details are 
completed the marketing of the event begins.

Emails are sent to all members, while all the 
details and online registration are placed on 
the website and posted to our SVAR social 
media. Some events are featured in the local 
media beforehand to help spread the word. 

Flyers are provided to the brokers and also are 
placed in the SVAR office.

SVAR then begins to manage event 
registration. As the date of the event 
approaches, SVAR begins working closely 
with the venue staff on the final details of the 
event, including the menu, seating, audio-
visual, decorations, etc. At this stage the most 
important information needed for the venue 
is how many people are coming. Each vendor 
has different timelines, but for the most part 
they would like to know how many people 
will attend about one week before the event.  
(Quite honestly, so would the SVAR staff.) 
Once we give the final number to the venue, 
its staffers prepare seating and food for that 
number of people.  

I have learned over the last several years what 
most REALTORS® have known for a long time. 
Your schedules are subject to change at any 
time, and perhaps signing up too early could 
be a problem. 

An understanding of the numbers may be 
helpful in understanding our dilemma. If 100 
members sign up for an event and 120 show 
up, someone may not get food or seating, 
and the tragedy is that it could be someone 
who signed up early. On the other hand, if 
100 members sign up and only 80 attend, we 
still are required to pay for 100 people. If we 
decide to order extra food by guessing how 
many might come and did not register on time 
and are wrong in our estimation, we still pay 
for those we guessed were coming.

Our greatest challenge and success is that all 
of this planning and delivery activity happens 
and that you as a member do not see the staff 
side of these events. Our ability to make these 
events rewarding to our members includes not 
burdening members with problems.
 
We are always open to comments on all we do, 
and we look to you for help as a volunteer or 
as timely respondent to our requests. 

SVAR’s events  do 
not just happen 
on their own, so 
let’s review how 
activities are 
developed. 
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Education: “DID YOU KNOW…?” 
facts about real estate and more
by Al Wells, Education Committee Chair

Did you know that the mission of SVAR’s 
Education Committee is to develop educational 
classes and learning opportunities for its 
members and the community? Subject matter 
will encompass topics from real estate and 
other related sources while also providing 
helpful quality-of-life information needed 
during your career and on into retirement.  

It is also our goal as a committee to keep our 
SVAR members (along with the general public) 
knowledgeable about real estate. So the 
Education committee has decided to present 
a “Did You Know…?” segment about real 
estate facts along with some general factoids 
we think you’ll find educational, interesting, 
entertaining and just good to know. 

The main source of these facts is the National 
Association of Realtors’ website (realtor.com) 
along with others like “Field Guide to Quick 
Real Estate Statistics,” NAR’s “Profile of Home 
Buyers and Sellers,” and REtipster (retipster.
com/35-real-estate-facts). 

Each Education Committee member has 
volunteered to be the liaison for two to three 
REALTOR® offices and to be responsible 
for ensuring that the best two-way 
communication with that office’s agents and 
the education committee is achieved. If you 
have some educational, interesting or fun trivia 
for our “Did You Know…?” facts, let us know. 

DID YOU KNOW…?
1. There were more foreclosures in the 

United States than marriages in 2009. 
2. Warren Buffett still lives in the same 

house he bought in 1958 for $31,500.
3. The White House has been valued at 

$110 million.
4. In the United States there are five times 

as many vacant homes as there are 
homeless people.

5. Utah has been giving free homes to the 
homeless since 2005, which has cut 
chronic homelessness by 74%.

6. In Scotland, home owners paint their 
door red when they pay off their 
mortgage.

7. Great Depression-era gangster Charles 
“Pretty Boy” Floyd was viewed positively 
by the general public because when 
he robbed banks he would destroy 
mortgage documents, which freed many 
citizens of their debts.

8. The typical size of a home in a 
developing country is 75 square feet.

9. Monopoly was originally designed to 
teach players about the broken nature of 
capitalism.

10. Most buyers form an opinion about a 
home within the first 7 to 10 seconds of 
arriving.

11. It is estimated that only 10% of home 
buyers can visualize the potential of a 
home. That means 90% are not going 
to be able to look past dirt, clutter and 
imperfections.

12. Statistically, 58% of all REALTORS® 
are female, and the median age of all 
REALTORS® is 57. The median real estate 
experience of a REALTOR® is 12 years.

13. The median tenure of a REALTOR® at his 
or her present firm is 5 years.

14. Most REALTORS® worked 40 hours per 
week in 2014.

15. The median gross income of REALTORS® 
was $45,800 in 2014, down from 
$47,700 in 2013.

16. The top three tools that respondents plan 
on purchasing or replacing in the next 
year are iPad (16%), smartphone (15%) 
and digital camera (12%).

17. The most popular smartphones are 
iPhone (52%), Android OS (45%) and 

Blackberry (3%).
18. 91% of REALTORS® use social media.
19. The top places where REALTORS® place 

their listings are REALTOR.com, Zillow 
and Trulia.

20. The Association of Real Estate License 
Law Officials estimates that there 
are about 2 million active real estate 
licensees in the United States. 

We hope that this segment will serve as 
a source of information and education for 
SVAR members and the general public. 
Education Committee members are committed 
to providing you the best educational 
opportunities possible while serving as an 
avenue for two-way communication.

To help accomplish this we want to hear from 
you. Please don’t hesitate to contact any 
one of us with your questions, suggestions, 
requests or general comments. The Education 
Committee members are Meg Duarte, 
Brett Harris, Lorna Cornett, Joyce Navary, 
Rhonda Canada Partin, Doug Compton, Troy 
Kannegieter, Barbara Chambers and myself. 
Liaisons for some of the larger offices are as 
follows:

•	 Al Wells -  Ingram and Associates 
(Hopewell) and Realty Group

•	 Meg Duarte  -  Century 21 Colonial, 
Chappel Realty, Parr and Abernathy, 
Prince George Realty, and Hometown 
(Prince George)

•	 Lorna Cornett – Long & Foster, 
Landmark, and Ford Agency

•	 Brett Harris – Hometown (Chesterfield) 
and Ingram & Associates (Chester)

•	 Joyce Navary  – Weichert Realty, Cole 
Real Estate, and Daniel & Daniel Realty

•	 Troy Kannegieter – RE/MAX 
Commonwealth

•	 Rhonda Canada – 1st Choice Realty 
Group and Swearingen Realty

We hope to see you during our office visits or 
at some of our classes, Lunch and Learns, or 
socials verty soon! 

Statistically, 58% 
of all REALTORS® 
are female, and the 
median age of all 
REALTORS® is 57. 

realtor.com
retipster.com
retipster.com
REALTOR.com
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SVAR Community Affairs: 
2015 year in review
by Jeff Blaha, Community Affairs Committee Chair

As chair of the Community Affairs Committee, 
I’m happy to report that in its inaugural year 
of existence, the committee is off to a great 
start. With the hard work and dedication of its 
members, we were successful in fulfilling the 
objectives of our Core Mission: 1) to engage in 
community activities that enhance the image 
of the REALTOR®; and 2) to organize human 
resources and/or fundraising for the benefit of 
charitable organizations. 

In 2016, the Community Affairs Committee will 
continue to provide volunteer opportunities for 
member REALTORS® and Affiliates to impact 
the communities we live in. It’s a great way 
to interact with other agents and the general 
public. Here are a few highlights of our 
activities: 

In February, we took part in “Souper Bowl 
III.” Benefitting Rebuilding Together Tri-
Cities and Central Virginia Legal Aid Society, 
SVAR members volunteered at this event 
that brought nearly 20 local restaurants 
together to compete for best soup in the 
Tri-Cities. SVAR volunteers Jeff Blaha (me!) 
of Hometown Realty, Eileen Knode of Long & 
Foster REALTORS®, and Marita Dorr of Napier 
REALTORS®, ERA, all pictured above, were 
among the association’s volunteers.

In April, we took part in “Rebuilding Day” in 
Petersburg in conjunction with Rebuilding 
Together Tri-Cities. Two SVAR teams gathered 
on a rainy Saturday to repair two homes in 
East Petersburg on South Whitehill Drive. Some 
team members at work are pictured at right.

In May (and sponsored by SVAR’s Kathie 
Braswell and Ron Hardy of 1st Choice Realty 
Group), 1st Choice held a yard sale to benefit 
Rebuilding Together Tri-Cities. The effort raised 
$1,000 to help provide free home repairs for 
low-income homeowners. (See picture of 
check presentation at right.)

In September, Joe Croce and other SVAR 
volunteers helped greet guests, sell tickets 
and performed clean-up duties during the 
“Festival of Grapes & Hops,” which brought 
thousands of visitors to Old Towne Petersburg. 
Joe is pictured here enjoying a little fellowship. 
(Pictured at right.)

In November, SVAR members played a primary 
role in planning and executing the “Fall Fixin’s 
Benefit Auction.” This major fundraising event 
at the new Ashton Creek Vineyard was held to 
benefit Rebuilding Together Tri-Cities. Deirdre 
Portwood of Weichert REALTORS®, Brockwell 

& Portwood and I served as co-chairs of the 
host committee. (Read more about that in 
the upcoming 1st Quarter 2016 issue of this 
magazine.)

For more information on how you can 
get involved with the Community Affairs 
Committee, please contact me at (804) 731-
3490 or JBlaha@GoHTR.com. In the meantime, 
I hope you’ve enjoyed this pictorial re-cap of 
2015.

I’m happy to 
report that in its 
inaugural year 
of existence, the 
committee is off to 
a great start.

mailto:JBlaha@GoHTR.com
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RPAC and you: You can make a 
difference! 
by Libby Gatewood, RPAC Fundraising Chair

RPAC, the REALTORS® Political Action 
Committee, held a successful Taste of Virginia 
fundraiser at the new Ashton Creek Vineyard in 
October. (For a complete photo spread of the 
event, see next page.) We were able to get 40 
new contributors for the 2015 RPAC campaign. 
We have made our financial goal for the year 
and are only nine SVAR members short of 
making our per-person donation goal. (Before 
the fundraising event we lacked 49 givers.)

Please ask your fellow REALTORS® if they have 
given. The SVAR “fair share” is only $30 per 
person, but even $15 helps.

We are approaching the 2016 General 
Assembly and new laws on the horizon. Please 
help us to keep private property rights on a 
positive track. It takes time, effort and money 
to be sure we educate our delegates and 
senators to vote in favor of our business’ and 
clients’ best interests in housing. 

We are in jeopardy every day, on a national 
level, of compromising our ability to help our 
customers and clients buy and sell homes. 
The interest deduction for a home mortgage is 
a target in every legislative session. What do 
think would happen if Congress was able to 

take this deduction away from homeowners? 

Please help by doing your part as a REALTOR® 
to continue to make a house a home for 
all the families in Virginia and all across 
America. Make your donation to RPAC 
today! The deadline for 2015 is December 
31. Visit svarealtors.com/rpac.html and 
virginiarealtorschoose.com/rpac-101/.

You can make a difference! 

Mortgage Credit Certificate makes first home 
more affordable
By Janice Burgess, 
Virginia Housing Development Authority

For many first-time homebuyers, a Mortgage Credit Certificate (MCC) could be the 
difference that makes buying and owning a home affordable.

Administered in Virginia by the Virginia Housing Development Authority (VHDA), an MCC is a 
federal income tax credit that is equal to 20 percent of the annual mortgage interest paid. 
The remaining 80 percent can still be taken as an income tax deduction. 

The MCC is effective for the life of the mortgage, as long as the borrower lives in the home.

There are some eligibility requirements. 

Borrowers must be first-time homebuyers or not have owned a home in the previous three 
years. There are also income limits and sales price limits on the home being purchased. Borrowers should consult with their tax preparers to 
determine if an MCC will benefit them.

Interested homebuyers should ask their lender for an MCC when they first apply for their mortgage. VHDA must approve the MCC application and 
issue an MCC commitment before the buyer closes on their home. For a list of participating MCC lenders, an animated video explaining how MCCs 
work and other educational materials, visit VHDA.com/MCC.

svarealtors.com/rpac.html
virginiarealtorschoose.com/rpac
VHDA.com/MCC
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Pictorial Review
Toast of the town! More than 100 Southside Virginia Association of REALTORS® members came together for “Taste of Virginia” at Ashton Creek 
Vineyard in October to raise funds for the REALTORS® Political Action Committee (RPAC). With tickets at $30 per person (i.e. the RPAC “fair share” 
donation), the great turnout helped boost the funds that RPAC needs for advocacy efforts to protect the real estate industry and the dream of 
homeownership. An accompanying silent auction also benefitted RPAC. Did you know that only about 30 percent of Virginia REALTORS® give their 
“fair share” to support RPAC? But these folks did just by getting a ticket and attending! In addition to helping RPAC, attendees enjoyed great food, 
sampled assorted wines, networked and got a peek at the spanking-new Ashton Creek Vineyard facility. We’ll raise a glass to that! 

– Victoria Hecht, SVAR Communications and PR Specialist
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In preparing to write this article, I decided 
to look back over the past 15 years of my 
volunteer service to the REALTOR® organization 
and see why I’ve dedicated so much time 
and energy to it. Sure, the countless hours, 
days and weeks away may have been just as 
productive at the office or at home. But I stop 
and ask myself, “Would I be the person or the 
professional that I am today had I not engaged 
and invested in my career?” 

The answer, without a doubt, is NO. 

I have had amazing training in the industry 
working for Elizabeth Abernathy and the late 
Donald Parr. They raised me as a young agent 
and instilled in me the importance of not just 
going to work every day but also in being 
engaged. 

Engagement means being a part of something 
larger than myself and larger than my personal 
business. 

Being engaged means helping to make a 
difference and improve both the industry we 
are in, and to fight for homeownership rights. 

Being engaged means you have to volunteer 
your time. 

Time seems to be a key factor. I use the 
word “factor” instead of “excuse” because 
it sounds more positive. Often we say there 
is not enough time to make a commitment 
like volunteering for a committee, helping 
with a fundraiser, or attending a membership 
meeting, class or convention two hours away. 
But there is. We all use calendars and work off 
schedules. 

As self-employed individuals you are experts 
(or should be working diligently to become 
one) on time management. Make it a point to 
commit a certain amount of time weekly or 
monthly to volunteer. Rest assured, you will 
find that you have more than enough time to 
make a commitment to your industry and to 
your association.

Another factor is that you may not know 
where you are needed or where you are best 
suited to “make a difference.” The answer 
is simple. You are needed at every level. We 

have several committees, planning groups, 
fundraising groups and leadership positions 
that I am confident you will fit right into. If 
you do not know, ask someone. I am sure that 
there is already a volunteer member, past 
board member or past president somewhere 
close to your sphere of influence whom you 
can reach out to and ask to tag along on their 
next SVAR event/meeting. Staffers Tomesha 
Mabry and Joe Croce at the association offices 
are eagerly awaiting your call or email saying 
you’re ready to volunteer.

There are so many other factors, reasons or 
excuses (whatever you want to call it) why 
people are not investing time and energy into 
their industry and association. But the most 
falsely believed one is that there is “nothing 
in it for me” and that “it is all just a waste of 
time.” 

I believe there is nothing true about those 
statements. 

When I ran for SVAR president in 2007, 
Elizabeth told me that the year she was 
president, she had an amazing personal real 
estate year as well. As a matter of fact, she 
said it was one of the best she had ever had to 
that point in her career. 

Well, you know I do not do sales, but I can tell 
you that from the time I was president in 2008, 
to present day, my real estate business has 
done nothing but grow beyond my imagination. 
I give 100% of this credit to my decision to 
volunteer to the REALTOR® organization. 

I have developed a much broader sphere of 
influence amongst my peers, who now know 
of my leadership qualities and associate that 
directly to the way in which I conduct business 
that makes them comfortable referring clients 
and customers to me for our services. 

In the community, the public knows that I am 
not in this just to make money or just for a 
job. Rather, they see me as a servant to the 
community who cares about both landlord/
tenant issues and their rights as private 
property owners. They come to me as the 
expert in the industry. 

Without volunteering, without building that 
sphere, without staying in the forefront of our 
ever-changing market, I truly do not believe 
I would be where I am today in both my real 
estate career and my REALTOR® career. 

To wrap up, I would like to paraphrase a 
statement made by newly installed 2016 
Virginia Association of REALTORS® President 
Bill White. In his installation speech at the VAR 
Annual Convention in Williamsburg in October, 
he said that being a part of something greater 
than yourself, being a part of the REALTOR® 
organization (not just to pay dues, but to 
volunteer your time and energy), will come 

“Why volunteer?” 
The reasons are many.
by Shanna Wiseman

Without 
volunteering, I truly 
believe I would 
not be where I am 
today in my real 
estate career.

(continued on next page...)
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back to you in far greater value than you will ever put 
into it. 

Getting paid is the benefit, and it will be a much larger 
benefit the more you put into it. The return on investment 
is infinite. I challenge you today to sign up for a 
committee and to step up your commitment for those of 
you already volunteering and serve in a leadership role. 

(Volunteer, continued from previous page...)

Sprucing up:
Shining the spotlight on tile 
by Keith Belangia, Belangia’s Custom Tile LLC

Did you know that tile can increase your 
home’s value on the resale market? As we’ve 
all heard, kitchens and baths sell houses.

When prospective buyers visit a listing, one 
of the things they look for is quality flooring 
in the kitchen and bath. Buyers also may also 
want to be sure the home is up to date and 
even handicapped accessible.

This is where tile really shines, so to speak.  
Maybe one of your sellers is tired of the old, 
outdated kitchen or bath in their home. (Or 
maybe you are in your own.) Consider, too, that 
as you get older, the step-in bathtub is more 
and more challenging to get in and out of.  

Tile is easier to care for, and the look can 
be individualized to suit one’s personality. 
It is aesthetically pleasing, and there are 
multitudes of choices—not only in color and 
design, but in type of material. When used as 
a back splash in the kitchen, the food and/or 
grease stains are easily wiped off the surface 
(unlike painted drywall). Tile is more durable 
than vinyl or laminate. In addition, laminate is 
not the best choice for areas that are exposed 
to moisture regularly.  

Walk-in tile showers are the easiest for 
aging baby-boomers. Showers can even be 
designed without an edge to step over. There 
are companies that will “cover up” old tile 
or fiberglass, but that is not something that 

I recommend. It does not fix a problem, but 
rather covers up the symptoms of a more 
extensive water or mold issue. 

If you plan to do it yourself, good luck (and 
have patience). Tiling isn’t as easy as the 
home-improvement store commercials and do-
it-yourself shows make it look. Older homes 
may have issues with the subfloor or may not 
be “square.” There are many details, such as 
which mortar do you use, grout, preparing the 
floor or wall for the tile, proper tools for the job, 
making start to the finished job it ends up even 
and keeping the tile from sliding down the 
wall. The list could go on and on. 

If you plan to hire someone to do the job for 
you, make sure he or she is registered with 
the Virginia Board of Contractors and has 
insurance. A reliable contractor will return 
calls promptly, be at your home when he or 
she says (or call if there is a change), clean 
up afterward and not take excessive time to 
complete the job. 

Ask for references, and check them out. See 
if that person is a member of a professional 
association, and don’t be afraid to ask 
questions. Some people get quotes from 
several contractors and choose the least 
expensive.   Most of the time, unfortunately, 
the adage of “you get what you pay for” holds 
true, and the customer is unhappy. 
 
So, do your homework and make sure you get 
a quality job that is done right the first time 
and will last for a lifetime. Great tile work will 
make you smile every time you see it!

Great tile work will 
make you smile 
every time you 
see it! 

We Make It Easy To Keep Your Home Systems and Appliances Working.

To learn more, contact your REALTOR® or our  local HMS Account Executive.

Katy Richards, P: 804.614.7104, E: krichards@hmsnational.com

©2014 HMS National, Inc. All Rights Reserved.

w Peace of Mind
w Cost Savings 
w Service Convenience

With an HMS Home Warranty, you get:
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There are benefits to both the home buyer and 
seller when a home warranty is included in the 
real estate transaction. 

Let’s first look at the home seller.

When you are selling a dwelling with a home 
warranty, you can help your property stand out 
and give potential buyers added confidence in 
their decision making. A warranty adds value 
to the home by protecting you and your buyer 
from unexpected costs for covered repairs. 
Limitations and covered items differ between 
home warranty companies. 

Typically, a home warranty will help the seller 
by:

•	 Protecting your budget from unexpected 
repairs;

•	 Avoiding potential closing delays due to 
major system failure;

•	 Mitigating unexpected issues from the 
home inspection to keep the sale of your 
home on track; and, 

•	 Typically, helping to sell your listing 
faster and for more money than one 
without warranty coverage.

Now let’s take a look at the home buyer.
 

Buying a dwelling is a major investment. 
A home warranty can help safeguard 
your investment by covering the cost of 
unexpected bills for covered repairs to the 

home’s plumbing, electrical, heating and air 
conditioning, etc. 

Typically, a home warranty will help the home 
buyer with the following:

•	 Gaining confidence because you don’t 
have to worry an unexpected repair 
expense;

•	 Paying a standard deductible per service 
call, per trade; and,

•	 Maintaining your budget by managing 
potentially costly situations.

A home warranty covers items that 

malfunction due to normal wear and tear, 
while a home owner’s insurance carrier 
protects against catastrophic events.

For instance, if the water pipes in your home 
freeze during the course of cold winter 
weather, it would be considered a catastrophic 
event. A homeowner would file a claim with 
their insurance company. If the water heater is 
not performing like it should, that is definitely 
a home warranty issue. Please file a claim 
either online or by calling your company’s 
customer service phone number. They will 
take your information and assign the claim 
to a contractor, who will coordinate a time to 
schedule the service call.  

Whether you are buying or selling, home 
repairs can be quick, easy and affordable.  A 
homeowner does not need to go through the 
hassles of looking for a reputable contractor 
you can trust. In addition, depending on 
the home warranty company, a homeowner 
typically receives a 30- or 60-day guarantee 
on work completed by its vendors.

Whether buyer or seller, consider 
the benefits of a home warranty 
by John Krug, American Home Shield

A warranty adds 
value to the home 
by protecting you 
and your buyer.

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

January 28
VAR Road Show
8:30am – 12:30pm

February 16-18
VAR Legislative Advocacy 
Conference

February 17
Quadrennial Ethics
10am – 1pm

February 24
New Member Orientation
9am – 1pm

March 19
Awards Banquet at The Lee Club
6 – 11pm

March 9
8-Hour Required Topics
8:30am – 5:30pm

March 10
Related: Contract Pitfalls
8:30am – 12:30pm

Related: Topic TBD
1:30 – 5:30pm

May 11
Broker CE
8:30am – 5:30pm

September 21
8-Hour Required Topics
8:30am – 5:30pm

September 22
Related: Contract Pitfalls
8:30am – 12:30pm

Related: Topic TBD
1:30 – 5:30pm

SVARealtors.com/calendar.html
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RPN: Onward and upward! 
by Lorna Cornett, Chair, REALTOR® Professional Network

I’m proud to say that RPN, SVAR’s REALTOR® 
Professional Network, is making progress. The 
RPN Committee has hosted three successful 
networking breakfasts so far. 

We chose Golden Corral in Colonial Heights 
for these events for several reasons. They 
don’t charge us for the use of a large, private 
room. They don’t need a head count ahead 
of time. And the breakfast buffet cost is very 
reasonable, especially for all you can eat. Plus, 
the manager and staff there couldn’t be nicer!

Our first networking breakfast was August 19 
at 9 a.m.  Firsts are always a little scary, but 
we had about 20 REALTORS® and Affiliates 
come together. We asked for feedback and 
received some great ideas. So, for our second 
networking breakfast on October 14, we 
moved it to 8 a.m. and had guest speakers 
Delegate Riley Ingram and Senator Rosalyn 
Dance. This time we had about 26 REALTORS® 
and Affiliates come together for some good 
food as well as food for thought.

Our third and most recent networking 
breakfast was November 18. Sandy Bogese 
with JGWentworth Mortgage and Perry Shelton 

with C & F Mortgage spoke about how things 
are going with the new TRID guidelines that 
were implemented in October.  In light of 
Thanksgiving and Christmas right around the 
corner, we asked everyone to bring a can of 

cat or dog food, which was donated to the 
local SPCA. 

The RPN Committee will also be in charge 
of the SVAR Christmas Party on December 
16 from 4 to 6 p.m. at SVAR headquarters in 
Colonial Heights.  It’s going to be a potluck, so 
everyone is asked to bring his or her favorite 
dish. We are also asking attendees to “give 
back” by bringing a can of cat or dog food as a 
donation to the local SPCA.   

I’m really looking forward to 2016. We plan to 
have more networking breakfasts and perhaps 
some evening networking socials. We have 
received positive and enthusiastic feedback 
from everyone who has attended our events 
so far.  

I feel like we have come a long way in a short 
time to become a true networking committee! 
Won’t you join us?

We have received 
positive and 
enthusiastic 
feedback from 
everyone who 
has attended our 
events so far.  
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It has been a busy year of appraisal 
industry change with more to come
by Mack Strickland, GRI, RAA, CRGA
Appraisers Committee Chair

As we approach the end on the year, let’s 
reflect on all that has happened in the 
appraisal world in 2015.

Licensing of appraisal management 
companies (AMCs) went into effect early this 
year. There are currently 104 AMCs that have a 
license in Virginia and 31 pending applications. 
Go to http://www.dpor.virginia.gov/Boards/
Appraisers/ to see the list of licensed AMCs.

Virginia law requiring AMCs to pay customary 
and reasonable appraisal fees went into 
effect July 1, and HUD came out with a new 
handbook on FHA loans and appraisals.

The licensing of AMCs will allow the Virginia 
Real Estate Appraisal Board to have oversight, 
regulation and enforcement powers to the 
more than 100 appraisal managements 
companies that have taken over the appraisal 
world in the United States. This will allow 
REALTORS®, appraisers and the general public 
to have the ability to file a complaint against 
an AMC if one feels they have been harmed by 
an AMC. 

To the average REALTOR® this means that if 
one accepts a BPO assignment from an AMC 
and may have an issue with that AMC, the 
REALTOR® may file a complaint against the 
AMC with the Virginia Real Estate Appraisal 
Board. However, you may want to discuss this 
with your broker first because all BPO fees 
must be paid to the real estate firm and not 
directly to the agent as required by the Virginia 
Real Estate Board.

The customary and reasonable fee issue 
has been in the forefront of appraisers, 
REALTORS®, and the general buying and 
selling public ever since Home Valuation Code 
of Conduct (HVCC) went into effect. In the past 
you may have heard of appraisers traveling 
from different areas of the state to appraise 
your listing or your buyer’s home-to-be. Why 
does this happen? The likely scenario is the 

AMC cannot find a local appraiser to accept 
an appraisal assignment at the low fee the 
AMC is willing to offer. Thus, the AMC will 
find someone who will perform the appraisal 
assignment for the low fee, even if they must 
travel from Roanoke to Richmond, for example.

Some AMCs will send out a “shotgun” 
assignment, and the first appraiser to accept 
the assignment at the low fee offered is the 
appraiser qualified to receive and appraise the 
assignment. It’s not defined by how competent 
you are, nor is it about how long you’ve been 
an appraiser. It’s how cheap your fee is.

At this time if an appraiser wants to file 
a complaint against an AMC for a low fee 
assignment, the appraiser must first accept 
the assignment, complete the assignment, 
and then file a complaint against the AMC 
with the Appraisal Board. At its November 
17 meeting the Appraisal Board appointed 
a committee to study the Customary and 
Reasonable Fee issue, which will be explored 
in a public meeting likely to be held in January 
and reported back to the Appraisal Board at its 
February 24 meeting. 

On September 14, HUD’s new handbook 
for lending and appraising went into effect. 
HUD handbook 4000.1 was greatly needed 
for appraisers. All of the FHA appraisal 
requirements were scattered over two HUD 
manuals, Appendix D manual and a handful 
of Mortgage Letters over the years, which 

created some confusion for the FHA lending 
industry.

However, when there is change…there is 
more change. FHA now requires appraisers to 
observe the operation of all the equipment and 
cabinets in the home. So, if the washer and 
dryer are included in the sales contract, then 
the FHA appraiser must observe the operation 
of the washer and dryer. FHA now requires the 
appraiser to inspect the entire attic and entire 
crawl space (if it’s accessible) and to include 
photos. 

What the operational requirements mean is I 
personally will require a responsible person 
to be present to operate the equipment. An 
example is if a home has a backup generator 
and I don’t know how to operate it, that 
responsible person will do so.

Another new requirement is that appraisers 
must research and report the prior sales of 
all comparable sales and listings for the prior 
three years from the most recent date of the 
comparable sale. To my surprise, HUD revised 
this requirement on November 5 back to 
the original one-year reporting requirement 
for prior sales of the comparable sales and 
listings.

Appraisers should review the new Handbook 
4000.1 available on the Internet. Additionally, 
appraisers should read HUD’s “Appraisal 
Report and Data Delivery Guide” dated 
November 5, also available on the Internet. 
This guide provides the reporting protocols for 
a FHA appraisal assignment.

Due to these new FHA requirements, I have 
heard stories of some appraisers not accepting 
anymore FHA assignments. FHA appraisal fees 
are definitely going up. I have raised my FHA 
fee, too! 

Please feel free to call me at 804-748-2203 
should you have any questions or concerns.

Due to these new 
requirements, FHA 
appraisal fees are 
definitely going up.  

http://www.dpor.virginia.gov/Boards/Appraisers
http://www.dpor.virginia.gov/Boards/Appraisers
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Will you stay informed, participate 
and use Affiliate members? 
by Ron Hardy, ABR, SRS, MRP, CSP
President-Elect

In preparing for my year as SVAR president 
in 2016, I regress back to 2004, when I was 
preparing to lead the association in 2005. The 
challenges may be different, yet many are the 
same.

As always, communications remains No. 1 
with SVAR. We now have text, robocalls, social 
media and an email newsletter, and put events 
and education schedules on our website and 
in our SVAR magazine (which marks its first 
anniversary this month), in addition to posting 
them in the office.

And yet the words “I did not know that was 
today” can be heard frequently by SVAR 
members. Along with communication follows 
participation at our events and classes, which 

in some cases results in cancellations because 
of poor registration. 

Will you resolve to stay better informed 
through our various methods of 
communication? Will you be involved?

In 2016, we will be training new instructors 
under contract with SVAR to improve our 
education program. Will you take classes? 
Non-dues revenue generated from various 
events allows us to offer more for our 
members in the ways of education and social 
events.

Now let’s consider another big question. 

Is your mortgage broker, lawyer, title company, 

termite or home inspector, or insurance 
representative an Affiliate of SVAR? If not, why 
not? 

Why would you use someone who collects 
from your business but who does not give 
back to your association, while our Affiliate 
members sponsor banquets and education and 
pay dues to our association?

We really need your help in participating by 
using the Affiliates, who are giving their time 
and funds to make our association better.

I wish you all a great year in 2016.

SVAR’s CEO in the spotlight

SVAR CEO Joe Croce, RCE, had a busy September out and 
about on behalf of the association at activities across the 
Tri-Cities and in Williamsburg. First up: The Williamsburg 
Area Association of REALTORS’ annual convention and expo, 
where he had his photo snapped with the Virginia Association 
of REALTORS®’ Melanie Roberts, directors of sales and 
marketing, and Anthony Reedy, director of grassroots and PFR 
(1). Following quickly on the heels of his WAAR visit (and as a 
guest of SVAR Immediate Past President John W. Brockwell), 
Joe presented his annual update of the local, state and 
national real estate markets during the Petersburg Rotary 
Club’s luncheon meeting, during which he had his picture 
taken with Rotary President Betty Hobbs (2). Finally, Joe 
participated in the Colonial Heights economic development 
strategic plan’s stakeholders meeting and paused for a 
photo with Karen Epps, director of economic development for 
Colonial Heights (3). 

– Victoria Hecht, SVAR Communications and PR Specialist
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SVAR members shine during 
2015 VAR Convention and Trade Expo 
by Victoria Hecht, Communications and PR Specialist

Several SVAR members marked notable 
achievements at the Virginia Association of 
REALTORS®’ annual Convention and Trade 
Expo, held October 6 - 8 in Williamsburg. The 
accolades came during the 2016 Installation 
and 2015 Real Estate Awards Program, 
celebrating excellence in myriad areas of real 
estate, including property management and 
brokerage.

Bruce Richardson Sr., ABR, RSPS, SFR, GREEN, 
with Virginia Capital Realty and an SVAR 
member since 2009, was recognized with the 
2015 VHDA Service to Virginia Award, which 
is presented to a REALTOR® who has made a 
significant difference in the case of minority 
homeownership during the year, or whose life 
work merits recognition and celebration for 
dedication to this issue.  

In 2013, Richardson teamed with the cities of 
Petersburg and Hopewell to educate residents 
about how to prepare to purchase their first 
home or sell their current home. That year 
he also began working with Petersburg’s city 
administration to start offering VHDA’s First 
Time Homebuyers Course at locations around 
the city. He was contacted by Virginia State 
University in 2014 about offering the course to 
VSU students and staff at locations on campus 
and has hosted sessions since then. Based on 
the success of these training sessions, the city 
of Hopewell began offering the course in 2015. 

Richardson serves on SVAR’s Legislative and 
Education Committees, has completed the VAR 
three-day Instructor Development Workshop 
and, at the national level, has completed the 
NAR Employer Assisted Housing training.

Additionally, SVAR members John L. Powell, 
ABR, CRB, CRS, GRI, SHS, SRF, and Jim Napier, 
GRI, were inducted into the Virginia REALTOR® 
Hall of Fame during the awards program. VAR’s 
Hall of Fame recognizes those who have made 
extraordinary and distinguished contributions 
to the real estate profession and Virginia 
markets for at least 25 years. 

Powell, with Long & Foster Real Estate, has 
been an SVAR member since 1989 and served 
as its president in 2001. He received SVAR’s 
REALTOR® of the Year Award in 2009 and SVAR 
Lifetime Achievement Award in 2012, and 

was Virginia’s REALTOR® of the Year 2011 and 
SVAR’s Associate of the Year in 2008. At the 
state level, he served as VAR president in 2009 
and received the Omega Tau Rho medallion 
from the National Association of REALTORS® 
in 2010. He is a member of the Chamber of 
Commerce in Colonial Heights and Petersburg 
and an active member of the Central Virginia 
Regional Multiple Listing Service, serving as its 
2004 president.

Napier, president and principal broker of 
Napier REALTORS® ERA, has been active in 
real estate for 38 years. During that time he 
has served on the VAR Board of Directors and 
chaired Central Virginia Bank. He currently is 
a member of the C&F Bank Board of Directors, 
chairs the Partnership for Housing Affordability 
and co-chaired the Greater Richmond Chamber 
of Commerce Workforce Housing Taskforce. In 
2014, the Virginia Association of REALTORS® 
honored Napier with the Virginia Housing 
Development Authority (VHDA) Service to 
Virginia Award. 

Also during the convention, Shanna Wiseman 
of Prince George, property manager with Parr 
& Abernathy Realty in Hopewell, was elected to 
the VAR Board of Directors.

Within the real estate community, Wiseman 
served as SVAR president in 2008, was the 
local association’s REALTOR® of the Year in 
2009 and currently is a REALTOR® Political 
Action Committee Trustee. She was SVAR’s 
Property Management Committee chair from 
2003 to 2006 and was honored as Associate of 
the Year in 2009 and 2011. 

Additionally, she served on the Central Virginia 
Regional Multiple Listing Service’s Board of 
Directors from 2008 to 2012, as its board 
president in 2012, as budget and finance chair 
in 2011, as Property Manager Council chair in 
2011 and as MLS Committee chair in 2010. 
A 2006 graduate of VAR’s Virginia Leadership 
Academy, she served as academy chair in 
2011 and was VAR’s Ann Swearingen Property 
Manager of the Year in 2010. She has been an 
SVAR member since 2000.

Within the Tri-Cities community, Wiseman is a 
member of the Hopewell Women of the Moose, 
Hopewell-Prince George Lions Club, Hopewell-
Prince George Kiwanis Club and Hopewell-
Prince George Chamber of Commerce, serving 
as co-chair of the latter’s Ambassador 
Program in 2008. 

Several SVAR 
members 
marked notable 
achievements 
at the VAR 
Convention.

VAR 2015 President Deborah A Baisden, 
right, congratulates Napier REALTORS® ERA’s 
Jim Napier on his induction into the Virginia 

REALTOR® Hall of Fame. 
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SVAR member Bruce Richardson 
Sr. received the VHDA Service to 
Virginia Award. The accolade is 

presented to a REALTOR® who has 
made a significant difference in the 
case of minority home ownership 

during the year, or whose life work 
merits recognition and celebration 

for dedication to this issue.  

VAR 2015 President 
Deborah A Baisden, 
right, congratulates 
Long & Foster’s 
John Powell on his 
induction into the 
Virginia REALTOR® 
Hall of Fame. Powell 
is a member of 
SVAR and was VAR 
president in 2009.

Among the SVAR representatives at the VAR 
Convention were, from left, Carmen Martin of 

Ford Agency, SVAR CEO Joe Croce, and Sharon 
Johnson of  Century 21 Clary & Associates.

SVAR President-Elect Ron Hardy, with 1st 
Choice Realty Group LLC (left), and SVAR 

Affiliate member John Krug of American Home 
Shield (right) gleaned real estate industry 

resources at the VAR trade expo, a part of the 
statewide organization’s annual convention. 

SVAR President David Patsel, left, with Napier 
REALTORS® ERA, congratulates Napier REALTORS® 
ERA president and principal broker Jim Napier on 
his induction into the VAR Hall of Fame. Napier has 

been active in real estate for 38 years. 
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Score one for cornhole, two for tailgatin’ and 
three for charity 
SVAR members prove to be a spirited 
bunch of real estate professionals who 
enjoy camaraderie, networking and healthy 
competition, especially when their revelry—
and rivalry—benefits others.

The association held its annual Members’ 
Picnic, a tailgate party-themed event, Sept. 
22 at Home Builders Pavilion in Petersburg. 
Scoring the win as recipient of the event’s 
second annual fundraising corn-hole 
tournament was Blandford Community Center. 
The independent Wythe Street center is run 
by Petersburg assistant fire marshal Marlow 
Jones to offer Petersburg residents, primarily 
youths, recreational opportunities through 
boxing, wrestling, basketball, football, baton 
twirling and other programs.

Nic and David Hayes, competing on behalf of 
Harris & Associates Inc. of Chester, earned 
bragging rights as corn-hole champs from the 
field of 16 teams.

Among the more than 100 picnic participants 
were state legislators Sen. Roslyn Dance 
(D.-16th) and Del. Riley Ingram (R.-62nd). 
Also attending were 63rd District House of 
Delegates nominee Lashrecse Aird  (D.)  and 
11th District Senatorial nominee Amanda 
Chase (R.), and Prince George County Board 
of Supervisors candidates Floyd M. Brown, 
Donald Hunter and Melvin Jones. (Dance, 
Ingram, Aird, Chase and Hunter, all endorsed by 
SVAR, proved victorious in their races during 
the November elections.)

“We support helping youths find beneficial 
extracurricular activities outside of school and 
appreciate our legislators for attending this 
event,” said SVAR President David Patsel, ABR, 
of Napier REALTORS® ERA in Colonial Heights. 
“We knocked out a home run in regard to 
participation at the picnic.”

And David? He works a pretty mean spatula at 
the grill. 

Thanks to all for helping make 2015’s member 
picnic another successful annual event. 

– Victoria Hecht, SVAR Communications and 
PR Specialist
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SVAR Membership at a Glance
Data Current as of November 19, 2015

Member Count
Members 448
Secondary 23

Emeritus 15 
Affiliates 36

New REALTOR® Members
LaWayne Bland      New Generation Realty 
Tim Brock      Hometown Realty
Barbara Chambers      Long & Foster
Natasha D. Crosby     Zip Realty 
Courtney K. Curtis      Long & Foster
Phillip Garrett      Hometown Realty
Charles H. Harrison      Whitman Properties
LeQuan M. Hylton      South/West Realtors
Keri Lusk      Weichert, Brockwell & Portwood
Guy Minott Jr.      1st Choice Realty Group
Cathy T. Mueller      South/West Realtors
Robert Troy Perkins      Hometown Realty
Lisa Perry      South/West Realtors
Klint Reed      South/West Realtors
Elizabeth Weis      South/West Realtors
Bernice Wyche      Weichert, Brockwell & Portwood

Affiliate Members
2-10 Homebuyers Warranty
A House on a Rock Home Inspections
American Home Shield
Appomattox Title Company
Bank of McKenney
Belangia’s Custom Tile, LLC
Burley H. Langford Jr. Home Inspector
C&F Mortgage
Capital One Bank Home Loans
Colonial Farm Credit
Connors Pest Control
Cutco Closing Gifts
Day Title
Eagle Home Inspection
Edward Jones
EVB Mortgage
First American Homebuyers
First Title & Escrow
Gregory & Associates
Hayes Inspection Services
HHHunt Realty Inc.
HMS Home Warranty
Home Warranty of America*
ModVinTique
Movement Mortgage
Presidential Mortgage
Suntrust Mortgage
The Progress-Index
The Real Estate Book
Towne Bank Mortgage
VCB
Village Bank Mortgage
Village Bank Mortgage
Virginia Housing Development Authority
Wells Fargo
Weststar Mortgage

*denotes new member

 

 

At Virginia Commonwealth Bank, our accounts are designed to 
be flexible and comprehensive to support you as you grow your 
business.  We offer a variety of options for your business needs. 

 No or low maintenance fee checking options 
 High and Low transaction volume options, 
 Free Online Banking with Bill Payment 
 Commercial Real Estate Loans 
 Commercial Loans 
 Capital Improvements 
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Colonial Heights, VA  23834 
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