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President’s Page
by Brett Harris, 2018 SVAR President

Wow! The year has flown by! The SVAR
Board of Directors has served the
members well; I am thankful for having
the opportunity to serve as president this
year and have learned a lot.
I want to thank all of the board members
who have supported and helped guide
me: Doug Compton, Ron Hardy, Rhonda
Partin Canada, Carmen Martin, Nancy
Steinke, Ken Pritchett, Larry Lewis,
Diana Hayes, Kathie Braswell, Steve
Overgard and, of course, staffers Joe
Croce and Danielle Marchant-Via.
I cannot tell the members how fortunate
we are to have so much knowledge in
our association. These are passionate
REALTORS®—passionate about our
profession.

I encourage members to attend
education classes at SVAR this coming
year. You will meet some fellow
REALTORS® with whom you may
be working with in the future. I have
enjoyed meeting agents at these classes
and events, and it’s nice to be able to put
a face with a name.
You may notice some renovations being
done at SVAR over the next few months.
Well, it’s time for a makeover. The
building is one of our largest assets, and
we need to keep it maintained. Come by
and check it out!
We were able to attend the Virginia
REALTORS® Convention in Norfolk this
year. It was a great honor to represent
our association, which is very respected

in the state. The past presidents and
board members have been great
ambassadors for us. Everyone I met was
very friendly and welcoming.
Next we attended the National
Association of REALTORS® (NAR)
Convention in Boston. There were
several good classes and meetings during
the week. We met REALTORS® from
across the country.
You should consider attending the
Virginia REALTORS® and/or NAR
Convention next year! I enjoyed going to
classes during the day and meeting up
with fellow REALTORS® to discuss the
classes afterwards. It is a REALTOR®
“geekfest”! You would get so much out of
it. I guarantee it. ~

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

December 6
Education Committee Meeting
10 a.m. – Noon
Installation of Officers
5 – 8 p.m.
December 11
Affiliate Committee Meeting
8:30 – 9:30 a.m.
December 14
Jingle & Mingle Gala
5:30 – 9 p.m.
December 19
NMO/Ethics
9 a.m. – 1 p.m.
Executive Committee Meeting
10 – 11 a.m.

December 24-25
Office closed for Holidays
December 26
Board of Directors Meeting
9 – 10 a.m.
January 1
Office closed for New Year’s
January 3
Education Committee Meeting
10 a.m. – Noon
January 8
Affiliate Committee Meeting
8:30 – 9:30 a.m.
January 9
Ready for Renovation Class
10 a.m. – Noon
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January 14
GRI 503 - Business Planning
9 a.m. – 5 p.m.

February 12
Affiliate Committee Meeting
8:30 – 9:30 a.m.

January 16
RPN Breakfast
8 – 9 a.m.

February 13
NMO/Ethics
9 a.m. – 1 p.m.

Executive Committee Meeting
10 – 11 a.m.

February 18
Office closed for President’s
Day

January 23
Tax Tips Class
11 a.m. – Noon
February 5-6
Economic & Advocacy Summit
February 7
Education Committee Meeting
10 a.m. – Noon

February 23
Awards for Excellence
February 27
Down Payment Assistance
Class
11 a.m. – Noon

Profiles of home buyers and sellers
by Kathie Braswell, 2018 SVAR President-Elect

For most home buyers, the purchase of
real estate is one of the largest financial
transactions they will make. Buyers
purchase a home not only for the desire
to own a home of their own, but also
because of changes in jobs, family
situations, and the need for a smaller or
larger living area.

•

18 moving back home, and for costsaving.
Eighty-seven percent of buyers
recently purchased their home
through a real estate agent or
broker. Ninety percent of buyers
would use their agent again or
recommend their agent to others.

•

•
The annual survey conducted by the
National Association of REALTORS® of
recent home buyers and sellers provides
insight into detailed information about
their experiences with this important
transaction.

Millennials are the
largest share of
home buyers at
36 percent.

Here are highlights from the latest
report.
•
•

•

First-time buyers made up 33
percent of all home buyers, a
decrease from last year’s 34 percent.
Sixty-three percent of recent buyers
were married couples, 18 percent
were single females, nine percent
were single males, and eight percent
were unmarried couples.
Twelve percent of home buyers
purchased a multigenerational
home, to take care of aging parents,
because of children over the age of

Since 2013, the National Association of
REALTORS® has been writing the Home
Buyers and Sellers Generational Trends
Report. This report provides insights
into differences and similarities across
generations of home buyers and home
sellers. The home buyer and seller data
was taken from the annual Profile of
Home Buyers and Sellers.
•

Millennials are the largest share of
home buyers at 36 percent. Sixty-

•

•

•

five percent of these buyers were
also first-time home buyers.
Gen Xers consists of 26 percent of
recent home buyers. They are the
most racially and ethnically diverse
population of home buyers, with 26
percent identifying they are a race
other than white/Caucasian.
Younger Baby Boomers consist of 18
percent of recent buyers. They have
higher median household incomes
and are more likely to have children
under the age of 18 in their home.
Older Baby Boomers consist of
14 percent of recent buyers. They
typically move the longest distance
at a median of 30 miles and are less
likely to make compromises on their
home purchase.
The Silent Generation comprises 6
percent of recent buyers. They are
least likely to purchase a detached
single-family home. Twenty-eight
percent purchased in senior-related
housing and they tend to purchase
the newest homes.
All generations of buyers continue to
consult a real estate agent or broker
to help them buy and sell their
home. ~
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News from VIRGINIA REALTORS®
by Terrie Suit, CEO, Virginia REALTORS®

Are you making use of your Virginia
REALTORS® (VR) resources? Here’s
updated news you can use.

can contact friendly and knowledgeable
analysts via phone, email, or online chat
for help with any device.

Free Legal Podcasts and Legal
Videos for VR members
Caveat REALTOR® is our weekly
podcast that addresses the most pressing
issues for our members. With 74
episodes recorded and published, our
most listened-to topics were: Property
Management Nightmares (Released
10/30/18; 298 plays), Tenant Move-Out
Inspection (Released 10/16/18; 282
plays), and Defaulting Tenants (Released
10/23/18; 167 plays). Legal Podcasts
can be found at virginiarealtors.org/
formembers/legal/legal-podcasts.

The Tech Hotline will troubleshoot
problems and offer solutions, often by

Another avenue of vital information is
our Legal Videos. Take the time to go to
our website and watch our short videos
addressing topics such as Voluntary
Disclosures and Net Neutrality. Legal
Videos can be found at virginiarealtors.
org/formembers/legal/legal-resources/
legal-videos.
Tech Helpline: 1-800-276-4216
Technology should only help our
members, not hinder them. We are here
to help!
The Tech Helpline is a member benefit
for full-dues-paying members, offering
support for hardware, software,
networking and digital devices. Members

Are you making
use of your Virginia
REALTORS®
resources?
‘remoting in’ to your computer while
you relax. The customer care team can
advise you on hardware and software
purchasing, and most importantly, they
are especially attuned to your needs as a
REALTOR®.
Government Relations Team’s
downtown Richmond office
The location at 1021 E. Cary in
Richmond puts our Government
Relations Team right in the middle of
the action to best serve our more than
34,000 members. Within three blocks
of the Capitol, our team can continue to
immerse themselves into the activities of
state government every day.
Our proximity to legislators, the
governor, the lieutenant governor,

Thank You to our

PLATINUM
PARTNERS
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economic development organizations,
the attorney general, legislative and
executive branch staff, and multiple
state agencies enhances our visibility
and relationships with these key policy
makers.
We’ve taken advantage of the new
location and have already held or
scheduled half a dozen legislator
fundraising reception events at the new
space. This is something we were not
able to do from the basement of the
Home Builders of Virginia offices. The
relationship-building opportunity with
policy makers is a key reason we chose
this location. The space is open and
available for use by local associations
and members for their Richmond
Capitol Hill visits.
Healthcare options for
REALTORS® are changing
Virginia REALTORS® Healthcare,
powered by BeneFinder, is here to help!
Want to learn more? Call BeneFinder at
800-281-1987, or attend a free upcoming
webinar for a schedule and registration
form: https://www.virginiarealtors.org/
healthcare/
View a previously recorded webinar
anytime at virginiarealtors.org/
healthcare/. ~

Gatewood among SVAR’s special honorees at
Virginia REALTORS® Accelerate 2018
One of SVAR’s own—Libby Gatewood—was named the George Rink Outstanding Educator of the Year during the Virginia
REALTORS® Accelerate 2018 “Black Tie & Boots”-themed Installation and Awards Banquet this fall. The event was held at The
Main in downtown Norfolk. According to Virginia REALTORS®, “The George Rink Outstanding Real Estate Educator Award is
presented to the Virginia REALTOR® educator who has made the most significant contributions to and exemplified leadership
and service in real estate education at either the local or state level.”
Also during the annual Virginia REALTORS® annual convention, SVAR’s Cordie Baird, George Grundy, Bettye Reitmeier, Mack
Strickland and Ted Swearingen Sr. were recognized as Omega Tau Rho inductees and received their member medallions.
Thank you to SVAR members Steve Overgard, John Brockwell, Shanna Wiseman and Libby Gatewood for their service to the
Virginia REALTORS® Board of Directors, and congrats to those who were sworn in to the state association’s Board.
Beckwith Bolle with the Dulles Area Association of REALTORS® took the state association’s helm as 2019 VR president. In her
first remarks as state president, Bolle challenged attendees to raise industry professionalism and announced her mantra for
2019, “Leave your mark.”
Thank you to all SVAR members who attended the three-day convention as you prepare to “Leave your mark” in 2019, and
congrats to all who were honored! – Victoria Hecht, Communications and PR Specialist
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Is there another bubble ahead?
by Steve Overgard, 2018 SVAR Immediate Past President

Most REALTORS® in the area enjoyed a
robust 2018. In the spring and summer,
it felt like there was little or no available
inventory. Buyers in the spring and
summer had an insatiable appetite
that devoured every scrap of raw red
meat that was portioned out. Multiple
offers became the norm rather than the
exception.
There were even classes taught on how
to make your offer stand out and how
to write a “Property Love Letter” to win
favor with the sellers:
“Dear Ms. Seller. We love the way you
constructed a bench around the oak tree
in the backyard. We can envision our
three cats and pot belly pig spending
summer afternoons lounging in this
perfect spot. Thank you, and please take
our otherwise crappy offer.”
The numbers support what agents were
living and feeling. Supply was off…a
little. Demand was up…some. Combined,
they multiplied the effect. In many
municipalities, Solds and Pendings were
higher than the number of new listings,
meaning older inventory was getting
absorbed into the vortex. Social media
caught fire and provided a background
drum beat and sprayed a periodic mist of
gasoline into the bonfire.
Forget panic selling. We just lived
through a period of near panic buying.
As summer closed out and the school
buses started rumbling around again,
many agents felt that a more normal
sense of marketplace had returned. The
inventory is still some short, but there
are at least houses to look at.
Some properties still feel a little
pricey but there ARE less expensive
alternatives. The “average days on
market” is heading back across the

30-day line and no longer measured in
hours. Many families with school-age
kids don’t want to consider moving
during session.
Let’s face it: Many of the buyers that
were “all in” in the spring, who got
disappointed time and time again,
dropped back or dropped out.

Many lament
if we are at or
near the top of
this cycle. There
is concern that
another “bubble” is
forming.
Experts are projecting that 2018 will
close out, statistically anyway, much
the same as 2017: a very similar set of
spreadsheet data points to say that the
number of listing is on par. Pendings
are in line with 2017, and the number
of sales is almost a duplicate copy of
the prior. But, somehow, it sure felt
different.
Said Becky Parker of Hometown Realty,
“We had a very early and quick spring
market. It did not last three to four
months like it usually does; it was closer
to two. The summer was steady yet still
low inventory. …this fall I did see activity
slow down. I had excellent listings that
should have sold in weeks, yet it was
taking much longer. Overall, the Central
Virginia market has a 2.2-month supply
of inventory and is averaging 34 days on
the market. Having been in the business
15 years, I have felt this has been the
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strangest and unpredictable year yet but
still one of my best.”
Many lament if we are at or near the
top of this cycle. There is concern that
another “bubble” is forming.
This sentiment is not just in our
footprint. Colleagues in other areas feel
it, too.
“I don’t feel this way, but our company
leadership said we’re about 1.5 years
away from the top of the cycle. I don’t
think this cycle is as extreme as last.
We still have not fully recovered
here in Williamsburg. Nearly but not
completely. There are still numerous
holes and gaps of recovery,” said Bobby
Jankovic, a member of the Williamsburg
Area Association of REALTORS®.
And our Affiliate members taste the
change in the air.
John Krug said, “I believe we’re headed
for a normal market. The issue is that
very few players know a normal market.”
The National Association of
REALTORS®’ chief economist, Dr.
Lawrence Yun, believes there are
favorable profound and fundamental
statistical differences comparing this
cycle and the one that had such a bumpy
landing in 2009.
During the NAR convention in
November, he articulated:
•

Repeated negative news can
lower consumer and REALTOR®
confidence even if is not consistent
with long term trends and statistics.
This happens frequently with the
stock market, too.
(continued next page...)

RPAC SPOTLIGHT:
Bruce Richardson Sr.

Name and company: Bruce Richardson Sr., ABR, GREEN,
RSPS, SRES, Virginia Capital Real Estate, Richmond
SVAR member since: 2008
Contributor level: Capitol Insider
Advocacy topics that interest me: Mortgage Interest Deduction as a tax benefit and legislation to increase homeownership
opportunities for community partners (law enforcement, firefighters, educators and health care employees).
Activities and honors: Committee member, Home Builders Association of Richmond (HBAR) EarthCraft Committee; Virginia
Housing Development Authority (VHDA) homebuyer’s education facilitator; VHDA’s “Service to Virginia” Award recipient;
National Association of Realtors (NAR) GREEN designee; Accredited Buyer’s Representative (ABR); Resorts and Second Home
Property Specialist (RSPS); and Local EarthCraft of Virginia Certified “GREEN” REALTOR®.
Community involvement: Henrico County Police Athletic League (HPAL) board member; NAACP Henrico County committee
chair for economic development; 2017-2019 Glen Allen High School (GAHS) PTSA president; Little League basketball coach;
and VHDA homebuyer’s education provider in the Tri-Cities for over seven years.
Why I give to RPAC: I have made contributions to RPAC for the last four years because, as a local REALTOR®, I believe that I
need to support local, state and federal legislation efforts that will encourage continuing taxable benefits for homeownership,
increase opportunities for affordable housing with local community partners (police officers, firefighters, educators and health
care employees), and encourage assistance with entry to homeownership with down payment assistance programs.

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

(Bubble, continued from previous page...)

•
•
•

2018 had widespread price gains
over 2017, which is now cooling
desire and affordability.
We still have an overall housing
shortage considering population and
job growth, unlike 2009.
A seven-month supply of housing is
considered normal. If it goes shorter
than that, prices rise. If it goes
longer than that, prices soften. We
are NOWHERE NEAR the 7 month
supply. Also different from 2009.

•

•

Today, there are fewer ARMs, fewer
subprime loans, fewer delinquencies,
and lower vacancy rates compared to
the run up of 2009.
Domestic inflation figures and
other international indicators are
also now more favorable for steady
growth instead of a violent market
correction.

Local REALTOR® sentiment is backed
up by local statistics. It is mirrored to

a large extent in nearby regions, and
the national experts are all pointing us
toward the same space: steady growth,
more stable prices, a little less demand
and a bit more supply. No bubble.
Add it all up and it sounds like we should
be prepared for 2019 to be one of the
best years ever.
Let’s go sell something! ~
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Another great year for SVAR
by Larry Lewis, 2018 SVAR Treasurer

I would like to begin by thanking
everyone who supported me in my
nomination and recent election as
president-elect of the Southside Virginia
Association of REALTORS®. My term
as president-elect will begin in January
2019, and I will serve as your president
in 2020.
Again, thank you for your continued
support.
At the time of the writing of this
article, we have had the opportunity
to thoroughly review and digest our
financials through the third quarter of
2018. I am happy to report that, less any
unexpected happenings, SVAR will once
again end up in excellent shape for the
year ending December 31, 2018.

us year after year, so we need to be
reciprocal and support them at every
possible opportunity.

course, a perfectly beautiful fall day
certainly added to the overall success of
the event.

If you work with a specific vendor on
a regular basis that is not an Affiliate
of SVAR, please reach out to Sharon
Perkins at 804-796-5677 so that she
may contact the vendor and explain the

Thank you to all the participants,
sponsors and helpers, and
congratulations to all the winners. We
are looking forward to an even bigger
and better event for 2019.

SVAR will once
again end up in
excellent shape for
the year.

In closing, I would like to thank Steve
Overgard and Ken Pritchett for their
contributions over the last three years as
members of our Board of Directors, and
to congratulate Norris Hardy and Joyce
Navary for their election to our 2019,
2020 and 2021 Board of Directors.
I know I speak for the rest of the board
when I say, “Welcome, and we look
forward to the opportunity of working
with both of you.”

This is only made possible by the hard
work and dedication of the budget
committee chaired by Eileen Knode,
your Board of Directors under the
guidance of President Brett Harris, CEO
Joe Croce, SVAR staff, committee chairs
and committee members of the special
events committee, which generates
income for our association, as well as
the continuing financial support of our
sponsors and Affiliates.
benefits of becoming an SVAR Affiliate.
Special thanks to Sharon Perkins of
Appomattox Title Company Inc. for her
direction and commitment to SVAR and
for serving as our Affiliates chairperson.
Please remember to go to SVAR’s
homepage and look under the “Affiliates”
tab when searching for a warranty
company, radon company, lawn service,
home inspector, contractor, termite/
well/septic company, insurance
provider, photographer, mortgage
lender, and settlement company and/or
closing attorney, etc.
Our Affiliates are always there for

The first-ever SVAR fashion show,
“Fall into Fashion,” was held in early
November at the American Legion in
Colonial Heights and was also a hit!
Again, thanks to all of the participants,
sponsors and helpers. We are going
to make this an annual event and
may consider moving it to our spring
calendar.

The Budget Committee has finished its
2019 budget and is presently awaiting
its review and approval by the Board of
Directors.
Two of our signature events, the golf
tournament and the fashion show,
were held in October and November
respectively, and both were a success!
The golf tournament was moved from
the spring until the fall, and the venue
was changed to Petersburg Country
Club, which proved to be a more
favorable event for all participants. Of
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Here’s wishing each and every one of you
a very merry Christmas, and a happy,
safe and prosperous New Year. ~

Fall fellowship at WaBi-Sabi
The Beatles said it best: “I get by with a little help from my friends.” SVAR members and colleagues found friends aplenty and
welcomed fall at during RPN’s last evening social of 2018. The gathering was held at Wabi-Sabi in Petersburg. Thanks to all who
showed up to mix and mingle. We love your smiling faces! Special shout out to Steve Overgard for snapping these great photos.
Stay tuned for a full calendar of breakfast and evening socials with SVAR’s REALTORS® Professional Network in 2019.
– Victoria Hecht, Communications and PR Specialist
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SVAR Charity Golf Tournament scores hole-inone for Colonial Heights First Responders
by Victoria Hecht, Communications and PR Specialist

SVAR members turned out in force
on a picture-perfect October 1 for the
organization’s third annual Charity Golf
Tournament benefitting the Colonial
Heights First Responders Fund.
Nineteen teams took part in the fourman captain’s choice event held at the
Country Club of Petersburg.

•
•
•

Building camaraderie and a sense of
community, participants also enjoyed
lunch, dinner and an awards celebration,
competed in contests, and purchased
mulligans to help raise additional money
for Colonial Heights’ police, fire and
EMS services.

•
•
•
•

Kenny Grant, Keith Grant, Ryan
Grant and Travis Mosley (55)
Second place–MassMutual: Stuart
Dederer, Warren Poirier, BK Kelley
and Carl Thompson (58)
Third place–LG2 Tire and Auto
Care: Cory Bishop, Marvin Bishop,
Jamie Bishop and Jay Lewis (59)
Last Place–The Progress-Index:
Craig Richards, Tammy Richards,
Travis Wolfreg and Alice Coleman
(83)
Longest Drive–Carl Thompson
Longest Drive (Senior)–Dennis
Foxworth
Closest to the Pin–Tim Brock
Putting Contest–Travis Mosley

The tournament’s winners were:
•

First place–Grant’s Home Services:

The day’s sponsors were: Veterans of
Foreign Wars, 1st Choice Realty , 2-10
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Home Buyers Protection, Atkinson
Insurance, Colonial Hyundai, Colonial
Kia, Colonial Subaru, DanRich Homes,
Dunlop House, Edward Jones, Front
Door Realty, Harris & Associates, Hayes
Inspection Service, Heritage Chevrolet,
JG Wentworth Home Lending, Ken
Pritchett, Long & Foster Realty, Lundie
Financial | Insurance, Markins Clearing
& Grading Services, MassMutual Greater
Richmond, Presidential Mortgage
Group, Tidewater Mortgage Services,
US Inspect, Vickie and Larry Team,
Southpark Flooring, and Hank and Bugg
Overgard.
Thanks to all for attending, sponsoring
and supporting yet another golf charity
fundraiser! ~

Trim
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Legal Corner
by John F. Faber Jr., Esq., Attorney, Williams Mullen

As every Virginia real estate agent
knows, to be the procuring cause of a
sale the agent must have originated or
caused a series of events which, without
break in their continuity, result in the
accomplishment of the prime object of
the agent’s employment, which is usually
to procure a purchaser ready, willing and
able to buy on the seller’s terms.

Jackass Flats to pay a purchase price of
$300,000, and deliver an earnest money
deposit of $30,000.

The Virginia Supreme Court recently
shed light on a break in continuity
serious enough to destroy a commercial
broker’s claim to a commission.

The Virginia
Supreme Court
reversed the Circuit
Court decision.

The case of J&R Enterprises v. Ware
Creek Real Estate Corp., decided on
October 4, 2018, stemmed from a listing
agreement between J&R Enterprises
and Ware Creek Real Estate Corp.
granting Ware Creek the exclusive listing
to sell J&R’s commercial property.
The listing required J&R to pay Ware
Creek a commission of 10 percent of
the sale price if Ware Creek sold the
property within six and one-half months
from the date of the listing agreement,
terminating on May 1, 2008.
The listing agreement also stated that if,
within 90 days of the expiration of the
initial listing period or any extension
thereof, the property was sold by
Ware Creek, J&R or any other person
to a purchaser to whom the property
was shown, offered or introduced by
Ware Creek, or any licensed broker or
salesperson employed by or affiliated
with Ware Creek, J&R owed Ware Creek
the 10% commission.
On June 2, 2008, after the initial term
of the listing agreement but during the
90-day protection period, J&R signed
a contract of purchase with a company
called Jackass Flats, LLC. Neither J&R
nor Jackass Flats disputed that Ware
Creek had introduced the property to
Jackass Flats. The contract required

The contract also called for a closing in
September of 2008, contingent upon
Jackass Flats obtaining adequate and
suitable financing. Jackass Flats could
not find the requisite financing, and

although the parties never terminated
the contract, they didn’t close on it
either.
Over a year after entering into the
original contract, J&R and Jackass
Flats signed a new contract, dated June
29, 2009. That contract had the same
parties named as buyer and seller,
covered the same property, had the same
purchase price and required the same
deposit.
The new contract removed the financing
contingency, however, and replaced it
with an agreement by J&R to provide
90% owner financing. In addition,
Jackass Flats, LLC, which had originally
consisted of only two members, took
on a third member to help it pay the
$30,000 earnest money deposit.
That contract closed on August 13,
2009, and Ware Creek sued J&R for
the commission in the Circuit Court of
New Kent County. Although the Circuit
Court ruled in favor of Ware Creek on its
commission claim, the Virginia Supreme
Court reversed.
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After examining the listing agreement,
the 2008 contract and the 2009
contract, the court concluded that the
property was not sold or exchanged
under the 2008 contract pursuant to the
terms of the listing agreement.
Instead, J&R sold the property under
a new and materially different contract
signed over a year after the 2008
contract. That length of time, and the
“materially different” terms of the
2009 contract constituted a break in
continuity, meaning that Ware Creek
could not claim a commission based on
the 2009 contract.
The court did enforce one aspect of the
listing agreement, however. The listing
agreement provided that in the event of
litigation between J&R and Ware Creek,
the prevailing party would be entitled
to attorney’s fees from the other party.
Because J&R became the prevailing
party after the Supreme Court’s ruling,
the court remanded the case back to the
circuit court to determine J&R’s claim
for attorney fees against Ware Creek.
The Virginia Supreme Court does not
often issue procuring cause decisions.
The last one it rendered was in 1999.
Even though the case dealt a commercial
listing, therefore, it is still instructive
as to what the court considers to be a
break in continuity sufficient to negate a
commission claim. ~
This column is not, nor is it intended to be, legal
advice. You should consult an attorney for advice
regarding your individual situation.

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

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

the uncommon bank

the uncommon bank

the uncommon bank

vcb.bank | (844) 404-9668
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A look at the Hopewell candidate interviews
by Mary Ann White, Chair, Legislative Affairs Committee

One of the many things that SVAR’s
Legislative Affairs Committee does is
interview and endorse candidates for
local offices. The committee has been
involved with city council seats, county
board of supervisors, treasurer, clerk,
mayor and other elected officials.

Candidates are encouraged to call in
with any questions. Since the committee
sometimes offers monetary support, it is
important to confirm that the candidate
has processed and submitted all the
necessary filings in order to legally
receive contributions. SVAR cannot

Ultimately, the goal is to protect
private property rights for buyers,
sellers, landlords and tenants. It is also
the goal to maintain a favorable and
fair real estate business climate. The
committee is interested in promoting
elected officials who are straight
shooters, honest, smart, approachable,
accommodating and inclusive.
Homeownership is the cornerstone of
community, so we want elected officials
sensitive to that value.

Ultimately, the goal
is to protect private
property rights for
buyers, sellers,
landlords and
tenants.

In the last week on October, the
Legislative Affairs Committee,
interviewed candidates for Hopewell’s
3rd and 7th District city council
seats. The election was held in early
November.

Johnny Partin, 3rd Ward:
Partin is an engineer by trade and
stressed the importance of getting the
infrastructure piece right. He is very
supportive of expanding the quality
and availability of broadband. He is
knowledgeable about the importance of
improved bond ratings.
Jackie Shornack, 7th Ward:
Shornack is the current mayor and
was running for re-election in her
ward. She wants to see restoration of
“neighborhood” while continuing to
promote economic development. She
is in touch with the cultural shift of
Millennials. She also favors efforts in
employee-assisted housing.
All the meetings ran long, but there were
so many good ideas to talk about. There
was huge energy and enthusiasm with
the candidates. We are fortunate to have
so many of our candidates feel strongly
about the community and share our
REALTOR® values. ~

Hopewell’s City Council members must
live in the district they represent. This
is a four-year term. There are no atlarge council members. The mayor and
vice mayor are elected from the council
members every two years.
Many of our SVAR REALTOR® members
and several brokerages call Hopewell
home, so the committee and many
REALTOR® members who do business
in Hopewell had a keen interest in this
important election.
During an interview event, invitations
are sent out to all candidates. The
committee informs the candidate of
the interview date and time and invites
them to attend. The committee sends out
written questions in advance so that the
candidate can have the opportunity to
prepare for the meeting.

Tony Zevgolis, 3rd Ward:
Tony is the former mayor and has
concerns about crime, panhandlers,
curbs and gutters, and potholes.

make contributions to candidates who
are not compliant with applicable
campaign law.
During the Hopewell candidate
interviews, the committee met with four
candidates:
Brandon Butterworth, 3rd Ward:
Butterworth is a long term Hopewell
resident who was raised here. The
committee learned that Brandon has a
deep understanding of city finances and
has a sharp focus on housing statistics.
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CEO’s Message
by Joe Croce, RCE

Understanding where your RPAC
contributions are used is quite
complicated on the surface, but when
you peel back all of the various programs
it is quite simple to understand.
Over the years the Southside Virginia
Association of REALTORS® has had
member participation rates exceeding
80%. Now over the last several years the
association is finding it challenging to
reach 40%. The money that is collected
is divided into three separate funds:
one for the National Association of
REALTORS® (NAR), one for Virginia
REALTORS® (VR) and one for our
local association. The NAR funds are
primarily used for national issues, VR
funds are used at the state level and the
SVAR funds locally.
The local Association has control over
its local funds. VR has control over the
state funds provided by all 28 local
associations with oversight by a VR
Board of Trustees with input from local
association government affairs directors,
local association executives and CEOs.

coaching? Those same funds have been
used for candidate interviews and meet
and greets as well as town hall-style
meetings.
These events were not happening
in Richmond and D.C. They were
happening in your backyard in Colonial

The next time
you are asked to
support RPAC think
of it as being asked
to support your
home.
Heights, Hopewell, Prince George,
Petersburg and Dinwiddie, just to name
a few.

successes enough, and that will change
as it moves forward.
Of concern to me most is something
that I hear on occasion, and recently
a longstanding member was kind
enough to share her thoughts with me.
There is an occasional disappointment
by members over the selection of
candidates at the state level. Republican
vs. Democrat! I think we may all share
the same frustration. So, the answer to
this frustration is to decline to make a
contribution to RPAC.
At the state and local levels the
REALTOR® Association puts a lot
of time and effort in deciding which
candidate will be the best representative
of our industry. I have participated in
some of those candidates interviews,
and it is amazing how different
candidates view the industry, and their
presentations are sometimes shocking.

In addition to the funding mentioned
above, the local funds have been used
as financial contributions to local
candidates. I am talking about your local
councilmen and women, supervisors,
mayors, treasurers, clerks of court, etc.

My message to everyone is that you
please put aside your frustration
regarding the selection of a state or
national level representative and focus
more on the value of supporting local
candidates and local issues. This is
where you can all make the greatest
difference.

There are a lot of moving parts in the
entire system, but I believe the local
association is the most important part
of the giant machine with which donors
should be concerned. Each fund delivers
value to the local association.

I think everyone should know that, at the
state level, we have five representatives
who listen to the issues and concerns
within our industry. They receive
campaign funds and services that in
most years are in excess of our RPAC
contributions to the state. SVAR is well
respected by these leaders because we
are extremely supportive of them.

The next time you are asked to support
RPAC think of it as being asked to
support your home, your neighborhood,
your city or town. We have donors
contributing $99 and others in the $250
to $1,000 range each year, and some
donating the “Fair Share.”

I would like to focus on how RPAC funds
are used locally. Did you know that state
and local RPAC funds have been used
in the SVAR jurisdiction for candidate
signs, websites, polling, robocalls,
candidate materials and candidate

Mary Ann White, with her Legislative
Affairs Committee, has done a wonderful
job in building a great relationship
with local representatives in the SVAR
jurisdiction. The association has been
remiss in not promoting the local

NAR controls the National funds and
oversight is far removed from the local
Association level. As individuals we
make the trip to Washington, D.C., each
spring to say “hello” to our national
representatives.

If you are not a regular contributor,
please reconsider and join those that
are supporting your neighborhood. The
Legislative Affairs Committee is always
anxious to involve members in their
activities, so if you have an interest let
Mary Ann or me know. ~
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Education: It’s not just CE, certifications and
designations, but a duty to the public
by Al Wells, CRS, GRI, ABR, Chair, SVAR Education Committee

In previous issues we have talked
about how important education is to
the successful career of a REALTOR®.
We have discussed what education is
required, how to get it, where to get it,
and what courses to take and when.
We have discussed in detail how
to obtain certain designations and
certifications as well as the importance
of those designations and certifications.
We also have discussed how
REALTORS® with certain designations/
certifications have been shown to
generate more income than those
that don’t have the designations
or certifications, thus being more
productive.
The fact of the matter is that we owe it to
the public to be as educated as possible.
The reason that the Department
of Professional and Occupational
Regulation (DPOR) requires all real
estate agents to complete at least 16
hours of Continuing Education every two
years to renew their licenses is to try and
protect the public from uninformed and
uneducated salespeople.
It’s also the reason we are required to
take ethics and Fair Housing training—
to try and ensure to the public that the
professionals they expect to assist them
with the most expensive transactions of
their lives are educated enough to do so.
We owe it to the public, i.e. our
customers, to be the most educated and
informed professionals we can be.
The REALTOR® Code of Ethics is a
primary example of how we should
be educated and knowledgeable, not
to mention the standards we owe the
public. It’s a powerful business tool
that leads to more sales, more referrals
and more profitable, long-standing

relationships with both clients and other
REALTORS®.
Because you are a REALTOR®, your
clients and peers expect greater levels of
professionalism and service than from
others in the real estate business.

Real estate
professionals
are more likely
to get in trouble
from making a
mistake than doing
something wrong
on purpose.
A century ago, the National Association
of REALTORS® established the Code of
Ethics to hold us uniformly to those high
expectations.
The Code is more than a list of “thou
shalts” and “thou shalt nots.” It’s a
practical guide that can help you sell
more real estate. Your business cannot
thrive without the trust of your clients,
prospects and associates. And trust is
something you can’t simply ask for. You
must earn it.
The first thing required to earn that
trust is to be educated on the Code,
the foundation to the later-acquired
certifications and designations. Many
violations of the Code could have, in
most cases, been avoided if REALTORS®
were better educated and familiar with
the Code. Real estate professionals
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are more likely to get in trouble from
making a mistake than doing something
wrong on purpose. It is the state of
being more educated and informed that
prevents agents from making those
costly mistakes that could cost them
money, embarrassment and, possibly,
their license.
In many of those cases where agents
have been found in violation of one the
Articles of the Code of Ethics, they are
often required to take additional training
and get more education.
While it cannot be guaranteed
that having all the certifications,
designations, ethics training and more
will make you a overwhelming success
or guarantee you won’t make a mistake,
that still falls on the agent.
However, more education will definitely
increase the odds of your success
when utilized as instructed, and this
is substantiated by statistics from the
National Association of REALTORS®.
While the SVAR School of Real Estate
would like you to get all your educational
needs from us, the main thing is that you
get educated and stay updated to make
you not only more productive, but also
provide the professional service to the
public that they deserve and expect.
The 2019 SVAR course schedule will
again include all of the continuing
education that agents need to satisfy the
requirements to renew their license. It
will also include the remaining four GRI
courses to complete the requirements to
obtain the GRI designation that several
REALTORS® started this year. We are
also hoping to start offering CRS courses
this upcoming year.

(continued on next page...)

(Education, continued from previous page...)

Should you need any further information
or education assistance, please contact
one of the SVAR Education Committee
members. We hope to see you at one
of our upcoming classes or Lunch and
Learn events.

contact information can be obtained via
the SVAR website or MLS database.
The committee member liaisons for
some of the larger offices are as follows:
Al Wells: Ingram and Associates
(Hopewell-Chester), Ford Agency, Prince
George Realty, Hometown (Prince
George) and RE/MAX Commonwealth;
Barbara Chambers: EXP Realty,
Long & Foster, Front Door Realty,
Wilkie Real Estate, VA Capital and Tyler

The 2018 Education Committee
members are Joyce Navary, Barbara
Chambers, Doug Compton, Rhonda
Canada-Partin, Nan Gaudet and me. We
would also like to welcome our newest
committee member, Pamela Artis. Our

Realty Group;
Joyce Navary and Carolyn Strong:
Weichert Realty, Cole Real Estate, and
Daniel & Daniel Realty;
Rhonda Canada-Partin: 1st Choice
Realty;
Doug Compton: Access, Tennek and
Whitman Properties;
Nan Gaudet: 1st Choice, Harris and
Associates, and Par and Abernathy,
Napier Realty; and
Pamela Artis: Century 21 Colonial. ~

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

Facebook.com/SVARealtors

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

Over 30 years of trusted experience

•

24/7/365 Customer Care

•

Coverage for major systems &
appliances

•

Industry leading 180-day
workmanship guarantee

Katy is available for HMS
consultations, trainings,
and service needs.
Reach out to her at:
Phone: 804.614.7104
E-mail: krichards@hmsnational.com
www.hmsnational.com l 800.843.4663
©2018 HMS National, Inc. All Rights Reserved.
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SVAR in brief: big news, small bites.
Ethically speaking:
Be your best
Carmen Martin, ABR,
CRS, CSP, GRI
Co-Chair, Professional
Standards and
Arbitration Committee
Professional ethics: What exactly does
that mean? Essentially, it is a set of rules
by which we conduct our daily business
practice. An even more basic explanation
is simply doing the right thing in dealing
with the public, representing your
clients and interacting with your fellow
REALTORS®.
The National Association of
REALTORS®’ Code of Ethics and
Standards of Practice provide these
rules for us. Not following them creates
an opening for severe and devastating
consequences for all involved.
We all have an obligation to be
knowledgeable of these rules and share
that knowledge at every opportunity.
Productive company sales meeting
should include a review of a different
Article of the Code and applicable
Standards of Practice.
Making time to attend not just
continuing education classes but
any class that can enhance our
professionalism is essential to our
success and longevity in our chosen
career.
We have choices. To be mediocre or to
be exceptional are only two, but being
exceptional should really be the only
path to choose.
Stand out from the crowd. Secure
personal and professional referrals for
the life of your career and be proud
that you are being the very best you can
possibly be.
Know the Code. Live the Code. ~

A wise man once told
me…
Lorna Cornett
Chair, REALTORS®
Professional Network

As chair of the REALTORS® Professional
Network (RPN) Committee, I strongly
believe in the success that networking
with each other brings. However, there
are other important things we can do to
be successful in our respective fields.
That being said, my dad has been selfemployed all of his life. He has dabbled
in many things in later years, but his first
business was a house-painting company
called Petersburg Decorators.
Granted, my dad did not finish high
school (he was born in 1928), and there
were tough times that meant he had to
go to work around age 14 to help feed his
younger brother and sisters.
However, he has more common sense
than any one person I’ve ever met, and
he is as smart as a whip!
Being self-employed was probably just a
tough then as it is now. There are always
competitors who will charge less to get
the job. Of course, you get what you pay
for, but people don’t always think about
that.
My dad’s business was very successful
and grew by repeat business and “word
of mouth,” he said. (Today we call it
“referrals.”)
When I became a REALTOR®, my dad
reminded me of a couple of things
you should always do in order to be
successful. One was to treat every
customer as if he or she were your very
first. You always work so hard and do
your very best for that first customer, so
do that for every customer.
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The other thing was to take care of
complaints immediately. You may not
think taking care of complaints makes
you any money, but you’d be wrong.
Doing the job and doing it well is one
thing, but promptly taking care of a
complaint is going to earn you tons of
praise. Not taking care of the complaint
will earn nothing but negative publicity.
Word of mouth can be the best, or the
worst, advertising. Which one would you
prefer? ~

Calling all brokers!
Sharon Perkins
Chair, Affiliates Council

SVAR is seeking real estate brokers
who would be willing to provide an
opportunity for Affiliates to come and
share more about their trade at their
office.
Because the SVAR Affiliates provide
sponsorship to events throughout the
year, it is important also to provide
networking programs that help grow
their businesses.
If you are interested in hosting an
Affiliate at one of your morning or
evening sales meetings, please reach
out to the SVAR office at dmarchant@
svarealtors.com to sign up. Please
also provide a key person of contact
from your office for an Affiliate(s) to
coordinate with for their visit.
Once a list of participating brokers has
been created, this will be shared to the
SVAR Affiliates.
I would like to thank each Affiliate for
their support throughout 2018 and for
the opportunity to serve as chairperson
for the Affiliates Committee. ~

SVAR in brief: big news, small bites.
Recap from VR’s
PMX 2018
Marita Dorr, GRI, ASP,
SFR, SRES, CSP, EMRS
Chair, Property
Management Committee
PMX 2018, the Virginia REALTORS®’
Property Management Conference, was
held November 14-16 in Harrisonburg
and was very informative and exciting
while offering excellent networking with
agents across Virginia. In addition to
our venue being at the Hotel Madison &
Shenandoah Conference Center, we were
blessed with the first snow and ice storm
of the season.
I look forward to PMX each year. This
is a time to network with other property
managers, exchange ideas, express
our concerns about various situations
and have the opportunity to work
out solutions. We also have several
attorneys who are experts in the Virginia
Residential Landlord and Tenant Act
and speakers who specialize in rental
property law at our access.
This year the attorneys discussed the
laws that affect property management,
which change every year, and the new
legislation pending. This conference is
where we as property managers provide
input for the attorneys to change the
laws affecting our profession.
Here’s something coming soon in 2019:
certification for property managers. The
certification training is for all property
managers and licensed real estate agents
who want to do property management.
This has been in the works for a couple
of years and is greatly needed. It is
recommend that all real estate brokers
of offices where agents are doing
property management participate in this
certification.
One of our PMX speakers this year was
Mark Given, author of many leadership

books and a renowned motivational
speaker. His talk was about trust in
selling, renting and daily life. He was
informative and entertaining, and
everyone took lots of notes.
Other speakers covered everything from
A to Z regarding property management.
I recommend PMX for everyone doing
property management as part of your
risk-management policy.
All class and seminars during the
conference were eligible for continuing
education (CE) credit.
Luckily, the weather cleared up by the
last day of the conference and everyone
arrived home safely.
This was a great year for property
management. See you next year. ~

‘Tis the season
Nancy Steinke
SVAR 2018 Board of
Directors

It’s time to decorate and celebrate, but
make sure the EGG-nog stays in your
CUP and not on your FACE!
Here are some helpful tips to keep in
mind over the next few weeks:

the same courtesy to his or her clients.
Be added value to your clients. Remind
them to disconnect outdoor hoses before
the first hard freeze. Remind them to
check the batteries in smoke detectors.
Perhaps they should stop mail and
newspaper deliveries if they are away.
Send them a checklist of holiday safety
tips to avoid an accident with a fire or
Christmas tree lights.
For your listings, it is very advisable to
share a list of ways to decorate for the
holidays without disrupting the flow of
the house for showings. Let clients know
that typically anyone viewing their home
during this time of year is likely a hot
prospect—otherwise they would be out
shopping or spending time with their
friends and families.
Most importantly, this is time for YOU
to celebrate the joy of the season with
your friends and family. Put them first
on your to-do list, and then sell a couple
of houses in your spare time! ~

Submit your briefs for
this space
Reach your fellow SVAR members and
many more folks, besdies! Submit your
news and announcements to Victoria
Hecht at VHecht@SVARealtors.com.

Communication is the foundation of
every successful REALTOR®’s business.
When we are in this busy holiday season,
make sure your buyers and sellers are
aware of any planned time away or
time blocked to spend with friends and
family.
A good idea is to partner with an agent
in your office so that when you are tied
up, your partner can be available to
handle any urgent matters when you are
unavailable (and “urgent” is defined by
your client, not you). Also, when your
teammate needs to be away, you offer
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Helping first-time buyers make more
competitive offers
by Mark Foust, Contributing Writer, Virginia Housing Development Association

After scrimping and saving for years, a
young couple is finally ready to purchase
their first home. Like many first-time
buyers, they’re far from wealthy but
their credit is good and they’ve been prequalified for a mortgage.
Their excitement is contagious, and their
REALTOR® is again reminded of why
she chose to make this work her career.
Together they look at several properties,
and then they find it: the perfect first
home. Small, but in a favorable location,
with good curb appeal and an attractive
floor plan.
There’s just one problem.
When they crunch the numbers, there’s
not enough for a down payment, or
the monthly payment falls just beyond
reach. The couple eventually finds a
less expensive house, but it doesn’t
quite measure up to the one they really
wanted.
Situations such as this were the
basis for creation of the VHDA Plus
Second Mortgage. It’s a new product
designed to make homebuying more
affordable for first-time buyers — and
help REALTORS® close more of their
transactions.

AWARDS

for EXCELLENCE

It’s a 30-year fixed-rate loan that covers
the entire down payment, when coupled
with a VHDA first mortgage. There’s
no prepayment penalty, and the second
mortgage has the same interest rate
as the first mortgage. This is a distinct
advantage over other second mortgage
products, which often carry interest
rates three or more percentage points

It’s a 30-year fixedrate loan that
covers the entire
down payment.
higher than a first mortgage. Other
products may also have shorter terms
(15 or 20 years instead of 30), balloon
payments, or both.
Borrowers with a credit score of 680 or
higher can fold part of their closing costs
into a VHDA Plus Second Mortgage,
and every borrower receiving this loan
qualifies for a VHDA Mortgage Credit
Certificate.

An MCC allows borrowers to deduct
20 percent of their annual mortgage
interest as a dollar-for-dollar credit
against their federal income tax liability.
The remaining 80 percent can be taken
as a traditional tax deduction. Even with
the tax law changes taking effect in 2018,
first-time buyers with an MCC can still
benefit, whether they itemize or take the
standard deduction.
The VHDA Plus Second Mortgage must
be paired with one of three VHDA first
mortgages: an FHA loan or one of two
Fannie Mae conventional loans.
The big picture is clear. With less cash
needed up front, it frees up money
they may need later for furniture,
improvements and more. It lets them
make more competitive offers, especially
when they’re competing against buyers
who can make a 5 percent down
payment, and it may enable them to
finance their closing costs instead of
asking for assistance from the seller—all
of which helps first-time buyers land
the home they really want—and helps
REALTORS® close more deals. ~

Save the Date: February 23, 2019

SVAR’s Annual Awards for Excellence celebration is headed back to the Lee Club at Fort Lee on February 23.
The 2018 Awards Booklet is now available at SVARealtors.com. All awards packets must be completed and
delivered in hard copy by 4 p.m. on January 16. No email or fax submissions will be accepted. Special Awards
must be delivered separately. (See the booklet for instructions.) Stay tuned to your SVAR social media, website,
special emails and the weekly Southside Headlines for more information on the association party of the year!
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2018 Education Day & Trade Expo scores
a touchdown
Who said learning is all work and no play? Just like the kids headed back to school in their big, yellow buses, SVAR members hit
the books, too, with fall’s arrival. But this learning was courtesy of the SVAR School of Real Estate during the 2018 Education
Day & Trade Expo and also incorporated some merriment, mixing and mingling. Attendees gathered at the VSU Gateway Dining
& Event Center on Sept. 10 for a full day of instruction led by Virginia REALTORS®’ Laura Farley and Jon Haley as well as Mark
Joyner. Topics explored were:
• Critical Contract Issues;
• Agency: A Complicated Relationship;
• Common Legal Hotline Q&A , and
• Fair Housing: An Ounce of Prevention.
The day included a trade expo, offering REALTORS® the opportunity to network with SVAR’s Affiliate members while enjoying
lunch, games and door prizes. All the fun was set to the theme of “tailgate party” with plenty of football décor and game dayinspired food. We’d say the 2018 Education Day & Trade Expo scored a touchdown with membership while helping them earn
CE credit, too! – Victoria Hecht, Communications and PR Specialist
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SVAR celebrates autumn with “Fall into
Fashion” for charity
by Victoria Hecht, Communications and PR Specialist

Proving they’re experts in real estate and
on the runway, SVAR member models
were the stars of the stage November
7 while strutting sassy styles during
SVAR’s “Fall Into Fashion” Show at
American Legion Post 284 in Colonial
Heights.
The first-time, fashion-forward
fundraiser to benefit The James House,
including lunch and the emcee talents
of Vickie Zevgolis, culminated months
of committee planning and featured
fashions from Dillard’s complemented
by Stella and Dot accessories. Not to be
outdone by the ladies on stage, suit-clad
men looked dapper, too, as they escorted
attendees to their seats, served bubbly
and distributed door prices.
Special thanks go to the event committee
chaired by Kathie Braswell - including

Rhonda Canada, Joe Croce, Marita
Dorr, Kathy Fender, Mimi H. Shorter,
Cheryl Hearns, Holly Jennings, Danielle
Marchant-Via, Carmen Martin and
Vickie Zevgolis - for their hard work, and
to the models who showed off everything
from sleepwear to slinky gowns, casual
to cozy, holiday styles to picture-perfect
professional. Thanks to the talents
of Dillard’s stylist Jewel Lawrence
and Stella and Dot accessories stylist
Courtney Cash for pulling together
camera-ready looks.
The event was made possible through
support from individuals and
organizations, who provided generous
donations: 1st Choice Realty Group,
Atkinson Insurance, Baylands Family
Credit Union, Carrie Corner, Edward
Jones, ford Agency, Hayes Inspection
Services, Hill & Rainey Attorneys,
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HMS National Hope Warranty, Larry
Lewis and Vickie Zevgolis Team Long &
Foster, Old Dominion Title & Escrow,
Presidential Mortgage Group, Rudy
Coyner Attorneys at Law, Weichert
REALTORS® Brockwell & Portwood,
American Legion Post 284, Shelby ArpeHarrison and Brett Harris.
And, last but not least, let’s give a hand
to the fun and fearless models - Lorna
Cornett, Mimi H. Shorter, Shanna
Havens, Joyce Navary, Sue Nerrie, Bea
Nobles, Pat Robinson and Heather Rose
- and the superb servers, Brett Cole,
Mike Hacker, Ron Hardy, Norris Hardy,
Riley Ingram Jr. and Larry Lewis.
Attendees enjoyed luncheon provided by
Catered Affairs by Shelby, music from
David Allen and door prizes galore from
myriad generous sponsors. ~

THE SOUTHSIDE REALTOR® • 4TH QUARTER 2018 • p. 25

AFFILIATE SPOTLIGHT:

Guild Mortgage

name: Guild Mortgage, Kimberly Garnett, branch manager, NMLS #229396
COMPANY DETAILS: 400 Southlake Blvd, Suite A , North Chesterfield
www.guildmortgage.com
Year company established: 1960
Company specialties: Jumbo, FHA, VA, Conventional, Construction Loans,
Refinances, Purchase.
Company memberships: Home Builders Association of Richmond, and
Southside Virginia Association of REALTORS® Affiliate member.
SVAR Affiliate member since: 2018
Why I joined SVAR: SVAR allows its Affiliates to participate in functions with REALTORS®. I also work with several real
estate agents who are members of SVAR.
Why I got into this business: I wanted to help with homeownership. It is so rewarding to see someone who is able to
purchase their new home.
Why I love doing what I do: I love being able to help a first time homebuyer or second time homebuyer being able to
purchase their home.
MY HOBBIES: I enjoy spending time with family and friends.
My favorite satisfied-customer story: A customer was turned down by several other lenders. The customer had
credit issues and was a tough transaction to complete. They were parents with a growing family and need a home for their
growing family. The other lenders wouldn’t take the time to work with them. I was able to help them reach their goal of
purchasing a home.
Best piece of advice I can give a client: You can achieve your dream of homeownership. It takes work sometimes, but
they can accomplish their goal of homeownership. Speak with a loan officer who is willing to take the time to work with you. Not
everyone fits in the same box with every lender. Trust in working with a loan officer that has experience in the industry.
The one thing I want REALTORS® to know about my industry is: Lending changes all the time, so don’t give
up on your clients. Not every client fits in the same box. Every lender is different. Loan officers work hard to get clients preapproved. Work with loan officers you can trust to tell you the truth, and build the relationship.

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 November 26, 2018

Member Count
Members 433
Secondary 21

Affiliate Members

Emeritus
Affiliates

18
47

iamone.co

m

IAM1

TM

So

ut

hs

ide

Virg

inia A

ssociation of REALT

OR

®

S

New REALTOR® Members
Karen Heath			
Madison Hoggood			
Jeremy Cecchettini			
Cheryl Hawley			
Brigitte Lawhorn-Sarver			
Mary Ward			
Jackie Humphries			
John Spain			
Lori Gregory			
Payton Walters			
Michael Madison			
Lindsey Mobley			
Raye Anne Durham			

Blackstone Realty
EXP Realty LLC
Front Door Realty Group
Front Door Realty Group
Front Door Realty Group
Front Door Realty Group
Ingram and Associates
Ingram and Associates
Ingram and Associates
Long & Foster
Mossy Oak Properties of Virginia
Open Door Realty Inc.
Parr and Abernathy

FREE CLASSES TO CONTINUE
Throughout 2018 SVAR members benefitted from a series of free
classes offered at SVAR headquarters by Affiliate Perry Shelton of
C&F Mortgage, and more are on tap for 2019. Thank you, Perry! Go
to SVARealtors.com for the full calendar lineup. – Victoria Hecht,
Communications and PR Specialist

2-10 Homebuyers Warranty
A House on a Rock Home Inspections
All-N-1 Services
American Home Shield
Appomattox River Peanut & Wine
Appomattox Title Company
Atkinson Insurance Agency
Bank of America*
Barwick & Associates
Baylands Family Credit Union*
Bug Busters Pest Control Servie
Burley Langford
C&F Mortgage
Central Virginia Multiple Listing Service
Colonial Farm Credit
Day Title
Eagle Home Inspection
Edward Jones
Embrace Home Loans
First American Homebuyers
Gregory & Associates
Guild Mortgage*
Hayes Inspection Services
HMS Home Warranty
Home Builders Association
Home Team Inspection Service
J.G Wentworth
Ligon Jones Insurance
Loan Depot
Mission Contracting LLC
Movement Mortgage
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
Top Gun Services Plus LLC
Touchstone Bank
Towne Bank Mortgage
US Inspect
VA Commonwealth Bank
Village Bank Mortgage
Virginia Housing Development Authority
Wells Fargo
*Denotes New Affiliate Members
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Southside Virginia Association of REALTORS®
114 Maple Grove Avenue, Colonial Heights, VA 23834
(804) 520-4496
www.svarealtors.com

