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A NEW YEAR WITH NEW
LEADERSHIP MEANS
A NEW DAY AT NVAR

By Virgil Frizzell

Thank you for the privilege to serve as your 2016 chairman and for entrusting
me with the responsibilities for fulfilling the activities of the position.

As one of a long line of leaders, including our Immediate Past Chair Mary
Bayat, I am honored to be part of one of the premier local associations in
the country. With your support, I am confident we will sustain NVAR’s
momentum.

During her tenure as chair, Mary served on both the CEO search and the
strategic planning committees. The results of that work, a new CEO and a new
Strategic Plan, have positioned us for success.

Our new CEO Ryan T. Conrad, the NVAR staff, and your Board will use the
NVAR strategic plan as a guide for future initiatives. Please take a look at the
highlights of the plan on page 38.

You can help us meet our goals. Please consider becoming more involved in
your association’s many activities. I would not be your chairman this year had I
not been asked by a colleague to take a more active role in NVAR. Consider this
column your ‘ask.’ Join a committee. Attend a forum.

If youre not sure how to take that next step, ask me. Ask any of the NVAR
volunteer leaders. Ask the staff liaison to the committee or the forum that
might be of interest to you. We have many opportunities for motivated and
enthusiastic Realtors® to become more involved in our association’s activities.

I want to assure you that we will maintain the course that has led to NVAR’s
position as a vibrant local association that significantly contributes to our
industry and our local community.

I am proud that Realtors® continue to remain at the center of the real estate
activities that help our clients buy and sell homes and commercial facilities and
build wealth. Please read on page 22 about the important NVAR Government
Affairs work that supports these efforts.

I urge you to stay involved with NVAR. Take our classes, attend our events
—and at a minimum, read your NVAR e-Newsletters and visit nvar.com!
Together, let’s address and influence the changes ahead of us.

I'look forward to working with all of you to that end. Email me any time at
chairman@nvar.com.

0o 3

Virgil Frizzell
2016 Chairman of the Board
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Rolling Up His Sleeves, Encouraging Collaboration,

NEW NVAR CEO RYAN T. CONRAD TO LEAD BY EXAMPLE, KNOWING MEMBERS ALWAYS COME FIRST

By Jill Parker Landsman

RYAN T. CONRAD, The Northern
Virginia Association of Realtors®’
new chief executive officer has
proven he can take on new heights, s -
both figuratively and literally. He : “ ;
plans to lead his NVAR team arm in '.? ‘
arm, remaining accessible, yet being .
decisive. Slkaa

Selected from a pool of 100
applicants considered to replace the
now-retired CEO Christine Todd,
Conrad can claim other successes
last year, too. Finishing nearly all 21 obstacles in the Spartan
Super Sprint Weekend Race at the Blue Mountain Ski Area was
“one of the most physically and mentally challenging feats that
I have been involved with,” he said.

“I am competitive,” he explained. “I wanted to prove to
myself that I can do [the sprint] in decent time.” Training
for 60 days beforehand was his only regret, as he would have
preferred more time.

Formerly the CEO of the Greater Lehigh Valley Realtors®
in Bethlehem, Penn. and its government affairs director from
2005 to 2011, Conrad was named one of the 2013 “40 Under
40” regional business leaders by Lehigh Valley Business.

He was elected twice as a member of the Lower Macungie
Township Board of Commissioners from 2009 — 2015, serving

as its president in 2015. His first day
at NVAR was the 2015 Convention &
Trade Show.

COLLABORATIVE LEADERSHIP IS
HIS STYLE

Since the real estate industry
evolves and technologies come and
g0, the best leader is someone who
can embrace changing with the
times. Conrad stands ready to help
NVAR members and staff do that,
with his dynamic and collaborative leadership style.

He plans to “show genuine support and keep people
inspired,” he said. “We need to have a vision for what
success looks like and feels like as we really focus on our new
strategic plan.” (See page 38 for a summary of the NVAR
Strategic Plan.)

“NOTHING IN LIFE COMES EASY”

Taught at a young age by his grandfather through his Irish-
Catholic upbringing that “nothing in life comes easy,” Conrad
has a tireless work ethic. “My mother was a hard-working
lieutenant in the New York City Police Department, and we
lived in Westchester County. My grandparents moved in with
us when I was young. They helped my mother raise us until I

Ryan T. Conrad’s View of Great Leadership

1. Have Vision. 4. Communicate effectively. 7. Surround yourself with good people.

2. Be decisive, but thoughtful in 5. Be relatable and authentic. 8. Don't get complacent — always

your decisions.

3. Lead by example.
decisions.

6 JAN+FEB 2016

6. Listen more than you speak —
learn information to make better 9. Be inclusive and open to new

challenge yourself.

perspectives and ideas.
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Scaling New Heights, Working Hard as a Team

was nearly done with high school. My
grandfather had a significant influence
on me growing up. He taught me the
value of working hard and taking
responsibility for your actions. You
have to work for it and earn it.” A
former Marine, his grandfather worked
on subway cars for the Metropolitan
Transit Authority in New York City

until retirement. “I’'m the man I am
today because of him,” Conrad said.

THE HONEYMOON IS ON!

“It is an honor and a privilege to be
a part of the NVAR family and lead
one of the largest and most influential
associations in the country. [ am happy
to be here,” Conrad said. “The transition

Monarch Title Vice President Cary Melnyk (left) is honored as a Convention sponsor by new
NVAR CEO Ryan T. Conrad and 2015 NVAR Chair of the Board Mary Bayat at the 2015 NVAR
Convention and Trade Show.

Connect with Ryan

Tel: 703.207.3280

Email: rconrad@nvar.com

[ linkedin/in/RyanTConrad
@ facebook.com/RyanTConrad

< twitter.com/RyanTConrad

http://go.nvar.com/1601 RE+VIEW

was seamless.
Chris was
great, and she
helped me.
Both the staff
and Board
have been

incredible. For

NVAR CEO Ryan T. Conrad
met with former New York
City Mayor Rudy Giuliani ata
2010 Congressional Fundraiser.

them to see
the value of
bringing me
on is exciting.
The board made a statement that they want
to invest in the future of the industry. They
see the value in welcoming different ideas
and helping the organization adapt to the
changes that are happening.”

Conrad quickly settled into the area,
relocating to Herndon with his wife and
three young children. “My family has been
incredibly supportive. We are enjoying all
that Northern Virginia has to offer.” +

Jill Parker Landsman is the NVAR vice
president, communications & media
relations

Ryan’s Tips:

Maximize NVAR Benefits Today for Your Success Tomorrow

. Getinvolved with NVAR. Check

www.nvar.com and NVAR social media.

. Make a difference in your business —

Investin RPAC.

. Volunteer with NVAR activities and in the

community.

. Take advantage of NVAR products and

services such as the NVAR Legal Hotling,
SentriLock, Authentisign, Instanet
Solutions, RE+View Magazine, the new
Tech Helpline, and more.

JAN+FEB 2016

5. Attend NVAR's special events: Convention

& Trade Show; Finance, Economic, Legal
and Appraisal Summits. Join NVAR
committees and forums. Click on:
go.nvar.com/involved.

6. Invite our CEO and chairman, attorneys

or government affairs staff to sales
meetings.

7. Suggestions? When you speak, we listen.

Email us at webmaster@nvar.com.

. Want more info? Visit: go.nvar.com/benefits.


rconrad@nvar.com
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Everyday Compliance Questions

By Michelle Yam

DID YOU KNOW that the MRIS Compliance Department fields more than 1,500 questions each month? The items below are
answers to some of the recent frequently asked questions from MRIS customers.

UPDATING LISTINGS UNDER THE NEW TRID REGULATIONS

Once the property has settled, the listing agent is responsible
for changing the status to SOLD. The loan amount and type
of loan are two of the fields required to change the status
to SOLD. However, under the new TILA-RESPA Integrated
Disclosure (TRID) regulations, the buyer is not required to
provide a copy of the closing documents to the listing agent. As
a result, the listing agent may not know the information needed
to complete two of the required fields in Keystone: First Trust
Loan Type and First Trust Loan Amount. Listing agents who
do not have this information may enter “Unknown” in the First
Trust Loan Type field and enter “0” in the First Trust Loan
Amount. The listing agent should enter the amount of Seller
subsidy as determined by the terms of the contract.

BROKER BRANDING IN THE PHOTOS

Recent changes in Virginia Department of Professional and
Occupational Regulation’s (DPOR) Real Estate Regulations
require that the name of the brokerage appear on the “For Sale”
sign. The Compliance Department has seen an increase in the
number of photo violations due to the display of the broker or
agent’s name in the photo for the front of the property. The
MRIS Rules and Regulations prohibit the display of broker or
agent branding in the photo. To comply with the MRIS policy,

please take photos of the front of the
property prior to installing a sign.

(X 1. ° 7 FARMING EXPIRED AND WITHDRAWN
o LISTINGS

Please be aware of the potential ethics

issues if you farm expired or withdrawn
listings to get leads. The MRIS Rules
and Regulations do not prohibit a listing

broker from withdrawing a listing and re-entering it as a new
listing. Prior to contacting a seller, please check to see if the
property has been relisted. One easy way to check is to click

on the Property History link located on the right side of the
Matrix listing display. Also, check the agent remarks to read any
comments that the listing agent has entered regarding the status
of the listing agreement.

Sometimes circumstances, such as a seller’s health, prevent
the showing of a property. If this situation applies, please
change the status to TEMP OFF, which indicates there is an
active listing agreement. However, the property cannot be
shown at this time. To keep a listing in this status for more than
21 days, please contact the MRIS Compliance Department at
301.838.7140. To learn more about the potential pitfalls of an
incorrect listing status, see Ask NVAR on page 46.

ENTERING A COMPARABLE IN MRIS

Agents who participated in a new home sale or represented
the buyer in a property sale when no listing was entered into
MRIS (i.e. unrepresented seller), may enter the property as a
Comparable. To enter the listing as a Comparable, select Yes to
the field Comparable Y/N. A Comparable may only be entered
after the property has settled and must be entered within one
year of settlement.

To enter a comparable, the agent must have participated in
the sale of the property. Entering a Comparable without being a
participant may result in sanctions, including fines starting
at $500.

USING KEYSTONE ALERTS TO AVOID FINES

Keystone Alerts are an easy way to keep track of your listing
status and help reduce the number of Compliance notices.
Agents can set up alerts to track upcoming settlement dates,

“Keystone Alerts are an easy way to keep track of your listing status
and help reduce the number of Compliance notices.”

8 JAN+FEB 2016
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7N

contingency expiration dates, listing expiration dates and the
date when a listing in Coming Soon status will change to Active
status. The alerts will send an email in advance of a potential
violation and provide an opportunity to update the listing prior
to receiving a Courtesy Compliance Notice.

Alerts are managed in the Preferences section of Keystone.

APPEALING FINES

Fines may be appealed up to 20 days after their issuance.
After 20 days, the fine may not be appealed. MRIS sends
courtesy emails during the 20-day period as a reminder that
the fine may be appealed. Once the 20 days have passed,
the fine will be processed using the billing method on file
with MRIS. During the time the fine appeal is administered,
the fine will not be billed to the agent’s account. One of the
criteria used in determining a fine reversal is the number of
Courtesy Compliance Notices that have been sent. Therefore,
agents should use the Keystone Alerts to reduce the number of
Compliance Notices!

Want more information? Log in to MRIS.com/Compliance
to view helpful resources. For other questions or concerns,
please contact the MRIS Compliance Department at
compliance@mris.net or 301.838.7140. Thanks for helping to
keep the MLS data accurate and in compliance! +

ﬁ Michelle Yam is the MRIS compliance department manager.
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2016
LEGISLATIVE TRIP

TO RICHMOND
THURSDAY, FEBRUARY 4

SIGN UP TODAY.
7 a.m. continental breakfast at NVAR
* Refreshments provided en route
* Lunch at the Virginia Capitol
»  Meet your elected officials
* Lobby for Realtor® legislation
« See the General Assembly in action

7:30 a.m.-Depart from NVAR Fairfax
6:30 p.m.-Return to NVAR Fairfax

REGISTER ONLINE:
go.nvar.com/BusTrip

QUESTIONS?

CONTACT US: 703.207.3201
EMAIL: govaffairs@nvar.com

JAN+FEB 2016 9
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Region’s Housing Market Expected To Sustain Its
Modest Upward Trajectory This Year

LOWER PRICED INVENTORY REMAINS LEAN

By Jeannette Chapman

THE HOUSING MARKET in the NVAR region had robust Between September 2014 and September 2015, the
increases in closed sales in 2015 compared to 2014, using unemployment rate in every jurisdiction in the NVAR
data through October of each year. However, price growth region declined. The NVAR jurisdictions continue to have
has been modest, with most of the gains resulting from the unemployment rates that were significantly lower than the
mix of closed sales. Inventory continued its rise although the Washington region’s rate of 4.3 percent: Arlington was 2.8
rate of growth lessened in the fall. Both job growth and new percent, Falls Church City was 3 percent, Alexandria was 3.2
construction trends indicate that the existing homes sales percent, Fairfax City was 3.2 percent, and Fairfax County was
market will continue its upward trajectory into 2016. 3.3 percent.
ECONOMIC TRENDS NEW CONSTRUCTION

The Washington region, which includes the District, New construction in the NVAR region slowed in 2015.
five counties in Maryland, 17 jurisdictions in Virginia and Through October 2015, 3,602 building permits were issued,
Jefferson, West Virginia, continued to have strong job growth ~ which is 40.4 percent fewer than during the same period in
relative to 2014. Between October 2014 and October 2015, 2014 (Figure 2). Multi-family buildings with five or more units
the region added 67,100 jobs, including 25,100 Professional primarily drove the decline (-47.7 percent), but permits for
& Business Services jobs (Figure 1). This is the largest year- single-family units also decreased (-14.7 percent).

over-year gain for Professional & Business Services jobs
since 2005. Job growth within Northern Virginia was also

strong, and 31,900 jobs were added between October 2014 Privately Owned Building Permits, NVAR Region
In Thousands (Through October)

Figure 2.

and October 2015, including large gains in Professional &
Business Services (+9,100).

25
. Il Single-Family
Figure 1. 20 B 2-4 Units
Job Change in the Washington Region, B 5+ Units
October 2014 to October 2015
In Thousands 15

Prof. & Bus. Svcs T 251
Edu&Health Sves [ 23 10
Federal Govt Fo7
State & Local Govt P s 9
Leisure & Hospitality [ sa 5
Retail Trade k]
Other Services s

Construction s 0 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2014* 2015*
Financial Activities s
Information -0.9 [l * January through October of each year.
Transp. & Utilities 34 .
Wholssale Trade ™ Source: U.S. Census Bureau
Manufacturing 06 The total number of building permits issued in 2014 was
-5 0 5 10 15 20 25 30

the highest total since 2005, but nearly all gains since 2009
have been from multi-family units. Single-family construction

Source: Bureau of Labor Statistics (Not Seasonally Adjusted) has been subdued since 2008, in part due to limited land
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“Closed sales in the NVAR region
Increased 9.7 percent in the first
10 months of 2015 compared
to the same period in 2014,
but were below their 2013 levels.”

availability. While new construction in 2015 was not on track
to exceed 2014, it is likely that it will surpass its 2013 level.

EXISTING HOME SALES
CLOSED SALES

Closed sales in the NVAR region increased 9.7 percent in the
first 10 months of 2015 compared to the same period in 2014,
but were below their 2013 levels. As shown in Figure 3, Fairfax
City (+12.7 percent) and Fairfax County (+10.5 percent) led the
region in growth. Only Falls Church City had fewer closed sales
during this period, and decreased 0.6 percent, or by one sale.

The Zip codes with the largest gains were 22202, which
includes Aurora Hills and Crystal City (+42.8 percent), 22066
which includes Great Falls (+29.7 percent), and 22032, which
includes neighborhoods to the east of George Mason University
between Main Street and Braddock Road (+27.0 percent).

Figure 3.

Change in Closed Sales and Average Sales Price by Jurisdiction,
January - October 2014 vs. January - October 2015

15%

12.7%

10% M Average Sales Price [ Closed Sales

9.7% 10.5%

9%

6%

3%

0%

-2.2%
Falls Church Arlinaton Alexandria NVAR Reaion Fairfax Fairfax Citv

-3%
Source: RealEstate Business Intelligence, Inc.

The demand for townhomes and single-family detached
homes outpaced that for condo units (Figure 4). Closed
sales of townhomes increased 11.9 percent between the first
10 months of 2014 and 2015, compared to an increase of 9.7
percent for all housing types. Single-family detached homes
rose nearly as much, 11 percent, during the same period.

-0.30%

| market metrics |——

Figure 4.

Percent Change in Closed Sales, NVAR Region
January - October 2014 vs. January - October 2015
20%

17% 17%
16%
15% Total =+9.7% 15%

12%

11% l

Source: RealEstate Business Intelligence, Inc.

Also shown in Figure 4, homes with four or more bedrooms
had larger increases in closed sales than smaller homes.
Similarly, homes with sales prices of $500,000 or higher had
sharper growth in 2015 than homes with lower sales prices.

AVERAGE SALES PRICE

The mix of sales drove the overall price gains. As shown
in Figure 5, no housing type had price growth that exceeded
the total increase. Of the housing types, townhomes had the
sharpest increase in the average sales price (+1.4 percent).

Figure 5.

Percent Change in Average Sales Price, NVAR Region
January - October 2014 vs. January - October 2015

2.00%

0y
1.50% o 148%
1.20%

0.98%

Total = +1.
0.90% 0.83% ofal=+16

0.61%
0.60%

0.33%

0.30%

0.00%

-0.60%

Source: RealEstate Business Intelligence, Inc.

Market Metrics continued on page 12
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continued from page 11

The average sales price for studios and one-bedroom homes
increased 1.5 percent and led in growth. The average sales
price for homes with five or more homes declined slightly,
(-0.3 percent), while that for four-bedroom homes was nearly
unchanged (+0.03 percent).

Of the jurisdictions, Arlington led in sales price growth
(+3.1 percent). Falls Church City was the only jurisdiction
with a lower average sales price and declined 2.2 percent.
The Zip codes with the sharpest increases were 22206, which
includes Fort Belvoir (+18.8 percent), 22209 which includes
Rosslyn (+12.7 percent), and 20124 which includes Clifton
(+11.0 percent).

INVENTORY

In October 2015, inventory reached its highest October-level
since 2008 with 5,572 active listings. Compared to October
2014, inventory rose 8.7 percent. The gains slowed somewhat in
the fall, and the first half of 2015 had double-digit, year-over-
year increases in inventory.

Condo properties and smaller homes had slightly faster
growth in inventory between October 2013 and October 2015,
which may reflect the quicker sales pace of the single-family
detached homes, townhomes and larger homes.

Homes priced between $300,000 and $800,000 lagged the
growth in active listings in October 2015 (Figure 6). Overall,
the NVAR region had 3.3 months of supply as of October 2015,
which was unchanged from October 2014 but higher than the
October-levels between 2009 and 2013.

Figure 6.

Percent Change in Active Listings, NVAR Region
October 2014 vs. October 2015

0.40 017

0.20 Total =+8.7

0.15

Source: RealEstate Business Intelligence, Inc.

Despite the October growth, inventory was relatively low,
particularly for specific price-points. Homes in the $300,000
to $800,000 price range had fewer than three months of
supply. Combined with the weak growth in active listings,
going forward, inventory in this price range may be tight.

OUTLOOK

National economic trends remain strong, with both job gains
and gross domestic product growth beating expectations. At
press time, the Federal Reserve had just raised rates by a quarter
point, which may slow the rate of home sales. For the NVAR
and Washington region, the economic conditions and slowed
price growth will act as countervailing forces that may lessen
the impact of rising rates. =+

! Jeannette Chapman is a research associate at the George Mason
r‘! 'lg ', University Center for Regional Analysis.
. LW
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honeymoon over?

‘WD
MANAGEMENT

vgencen - Have WE got a deal for YOU.

Whatever the need, whatever the reason: WJD
offers turn-key property management solutions for
your rental management accounts. And we mean it
when we say that property management is our only
business — we don't list or sell real estate.

or email Director of Operations Maryann Welsh at maryann@

"— . 1o learn more, visit the For Realtors section on wjdpm.com
wjdpm.com. We look forward to working with you!

S WJD Management

Sif up at widpm.com/wid-naws B oot news Residential property management and leasing specialists serving
listiregs. and ispdales—or find us on socsl e all of Northern Virginia. Property management is our only business.
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Need Tech Support? New Hotline Will Help Solve

Your Computer Challenges

TECH HELPLINE HEADLINES NEW BENEFITS NOW INCLUDED WITH NVAR MEMBERSHIP

By Shawn Hanna

AT NVAR, we recognize that technology can be a stumbling
block for some agents. To address this concern, NVAR is
pleased to announce the recent launch of these new tech
benefits — at no cost to full dues paying members!

TECH HELPLINE

HAVING FRUSTRATING
COMPUTER PROBLEMS?

Call the Tech Helpline.

Mo Matter how big the challenge. : H_;'"

A NEW NVAR Member Benefit

800.276.4216

go.nvar.com/tech

@ erhHelpline

With our new Tech Helpline, NVAR members now have a
personal tech support line, just a phone call away. Enjoy free
and unlimited tech support for laptops, PCs, Macs, mobile
devices, printers, tablets and more.

For any computer or device problems, simply contact Tech
Helpline first before paying an outside service or contractor
to diagnose the issue. Even if Tech Helpline can’t solve the
problem, the skilled technicians can advise you. Tech Helpline
personnel understand your specific business needs — they only
cater to Realtors®.
Examples of Tech Helpline services include:
+ The ability to remote in to a computer to help diagnose
problems
+ Instruction for installing and configuring new hardware and
software
+ Diagnosis and repair of computer hardware and software issues
+ Advice for purchasing hardware, software and services
+ Basic instruction with major software applications

14 JAN+FEB 2016

+  Recommendations for upgrades and updates

+ Advice for performance optimization

+ Experienced, reliable, professional and courteous analysts
based in Orlando, FL

+ Assistance in English or Spanish

+ No limits on the number of calls or on the length of time
per call.

To learn more, please visit: go.nvar.com/techhelp.

Tech Helpline support hours are Monday - Friday from 9 a.m.
to 8 p.m. and Saturday from 9 a.m. to 5 p.m. Eastern Time. Call
800.276.4216, email info@techhelpline.com, or access online chat
support at http://chat.techhelpline.com.

AGENT SUCCESS KIT

Mewr apent success kit from realtor.com®,
Top Prod MNarthern Virginda

Association of REALTORSH

In conjunction with Realtor.com®, NVAR offers members

the Agent Success Kit. The online platform provides tools and

information to help Realtors® take advantage of Realtor.com®

resources. Originally developed for new agents, these tools can

benefit all members. Highlights include:

+ Effective goal setting assistance

+ Tools for developing a personalized, downloadable business
plan

+ Templates for creating customizable eNewsletters to send to
prospects and clients

« Open House best practices toolkit

+ Listing presentation kit and best practices

+ Videos and webinars from industry experts

+ Quick access to your agent profile to promote your online
presence, referral business, recommendations & much more.
To learn more, please visit: go.nvar.com/success.

RE+VIEW http://go.nvar.com/1601
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NVAR.COM REALTOR® DIRECTORY

NVAR has integrated your Realtor.com® Agent Profile
into the NVAR.com Realtor® directory. Now, a search for
your name in the NVAR.com directory will allow immediate
access to your Realtor.com® profile with one click.

Check out this NVAR.com feature by clicking on the
“Consumer” tab, then “Find A Realtor®”. Search for your
name, and at the bottom of your listing you will see the

| tech news |——

“View Realtor® Profile” button. Simply click on this button to
display your Realtor.com® Agent Profile. This added feature
now provides NVAR members with improved online visibility
and search engine optimization (SEO).

By adding Realtor.com® profiles directly into the NVAR
Realtor® directory, NVAR has made it easier for search
engines like Google or Bing to find our members. Be sure to
claim your profile and take advantage of this member benefit.
The more online links there are to your name, the higher up
you will appear in a Google search. The more information
added to your Realtor.com® profile, the easier it will be
for prospective clients to find and learn about you. Google
prioritizes pages with pictures and content, so be sure to add a
picture, fill out the biographical information, and include all
website links.

Remember to check your email and visit NVAR.com to
learn about the latest NVAR member benefits. +

| Shawn Hanna is NVAR's director of technology initiatives
i

RE+VIEW 2016 Photo Contest: Deadline March 15, 2016

GIVE US YOUR BEST SHOT
Show us how NVAR members work hard and play hard. Submit

two separate photos, one illustrating your work ethic and the other

celebrating your hard-earned
down-time. Prizes will be awarded for the best photos, as
determined by the RE+VIEW editorial staff.

We want to share your enthusiasm and creativity by displaying
some of your photos in an upcoming issue of RE+VIEW Magazine.

Email submissions, with your full name and either
“work hard” or “play hard” included in the file
name, to webmaster@nvar.com

Only high-quality digital photos will be accepted
(300dpi resolution or better)

Photos must be received by March 15, 2016, to be
considered for selection.

Questions? email webmaster@nvar.com

#NVARSnapShot: NVAR Members at Work and Play

http://go.nvar.com/1601 RE+VIEW
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Start 2016 on the
Right Track!

with your next transaction.

Et MBH Settlement Group get you across the finish ling

Contact one of our convenient locations to help with your next closing!

Alexandria-OldTown  Fair Oaks Front Royal Kingstowne Leesburg Melean Stafford
703-739-0100 103-279-1500 540-907-6444 703-417-5000 703-840-2000 703-734-8900 540-658-0992
Ryan Stuart Jessica Youngs Bill Battaile Richard Hayden Daniel Watson Chrissy Burton Kathy Tate
rstuart@mbh.com jyoungs@mbh.com bhattaile@mbh.com thayden@mbh.com dwatson@mbh.com hurten@mbh.com ktate@mbh.com
Arlington Fredericksburg Gainesville Lake Ridge Manassas Reston Vienna
703-237-1100 540-373-1300 703-468-2020 703-492-7900 703-393-0333 703-318-9333 703-242-28560
Angela Eastman Phiflip Blake Art Grace David Fiefd Todd Mitchell Scott Mazingo Andrew Difacla
aestman@mbh.com phlake@mbh.com agrace@mbh_com dfield@mbh.com tmitchell @mbh.com smozingo@mbh.com adipacla@mbh.com
Burke Warrenton
703-913-8080 540-349-7990
Wing Tsang Rebecca Lee McAnallen
wisang@mbh.com HeeBmbh.com
Like us on
Settl G LC & Facebook
ettiement Grou
D, L.C. facebook.com/mbhsg

www.mbh.com
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NVAR Standard Forms Changes

EFFECTIVE JANUARY 1, 2016

| legal lines |——

The NVAR Board of Directors has approved a number of forms changes, as proposed by NVAR’s Standard Forms Committee.

Those changes are explained here:

1. K1321 — RESIDENTIAL SALES
CONTRACT

a. Cooperative Broker v. Buyer
Broker. The introductory
paragraph has been updated to
address the term Buyer Broker.

We received feedback from
membership that all cooperating
brokers were not buyer brokers, but
could be independent contractors.
Therefore we changed the term
Buyer Broker to Cooperating
Broker. This change is carried
through the contract and any
addenda that we are updating.

b. Time is of the Essence. The
Consumer Financial Protection
Bureau created new rules that
govern the practice of lenders and
settlement agents. The industry
is expecting that some delays in
settlement may occur as lenders
attempt to comply with the new
regulations. The new contract
language in paragraph 35 clarifies
the carve-out to the time-is-of-the-
essence and the default provisions. In
the event that the contract remains
contingent on financing and the
settlement must be delayed to allow
the lender to comply with the TILA-
RESPA Integrated Disclosure (TRID)
rule, such delay will not constitute
a default by the Buyer. Under these
circumstances, the paragraph also
grants the Seller the right to void the
contract.

http://go.nvar.com/1601 RE+VIEW

2.K1334 - CONTINGENCIES AND

CLAUSES ADDENDUM

a. Sale of Buyer’s Property and
Kick-Out. Paragraph four of this
contingency has been updated to
clarify that in the event that a further
delay is required in order to obtain
coinciding settlements, the Buyer
can declare the contract void, but the
parties retain the right to reach an
agreement to extend the settlement
date on terms acceptable to the Seller
and the Buyer.

b. Settlement of Buyer’s Property. This

contingency has been updated to
clarify that in the event that a further
delay is required in order to obtain
coinciding settlements, the Buyer can
declare the contract void. However,
the parties retain the right to reach an
agreement to extend the settlement
date on terms acceptable to the Seller
and the Buyer.

c. Contingent on the Seller Purchasing
Another Home. This contingency has
been clarified. Rather than requiring
a ratified contract for the purchase of
another property in order to satisfy
the contingency, the standard is
now that the Seller has “identified
another home for purchase.” This
lower standard will give the Seller
the ability to use the entire period
allocated to the contingency rather
than being obligated to remove the
contingency upon ratification of

JAN+FEB 2016

a contract for purchase of another
home. The membership requested
this change since the old language
may not have allowed a Seller to
remove key contingencies, such as a
Home Inspection Contingency, prior
to removing this contingency.

3. K1336 — EXCLUSIVE RIGHT

TO SELLLISTING AGREEMENT,
K1337 — EXCLUSIVE AGENCY
LISTING AGREEMENT; K1281
—EXCLUSIVE RIGHT TO LEASE
LISTING AGREEMENT; AND K1355
—EXCLUSIVE RIGHT TO SELL
UNIMPROVED LAND LISTING
AGREEMENT

a.

Pre-Marketing (Coming Soon)
Paragraph. The language in this
paragraph has been clarified. The
Pre-Marketing (Coming Soon)
Addendum need only be attached if
the property is going to be marketed
prior to posting in the MLS as an
active listing.

4.K1369 — PRE-MARKETING
ADDENDUM TO THE LISTING
AGREEMENT

a.

The form has been modified to
include the ability to conduct Pre-
Marketing activities on a property
listed for lease.

Legal Lines continued on page 18
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continued from page 17

5.

K1118 — BUYER'S LIMITED ACCESS TO THE PREMISES

AGREEMENT (DECORATOR'S AGREEMENT)

a.

This form had not been updated in years. The parties will now
have to agree on an access date and the terms of the access by
the Buyers or their representatives.

. The form allows access for the following purposes (1)

to measure rooms or windows, or show the property to
contractors or decorators, and (2) to allow the Buyer to deliver
furniture to the property prior to settlement.

The form specifically prohibits the Buyer from doing work on
the property without prior written approval from the Seller.

. The form clarifies that the Seller will not be responsible for any

damage or loss of the Buyer’s personal property, and that in the
event settlement does not occur, Buyers will have 15 days to
remove their personal property. After that, Sellers may dispose
of the personal property any way they deem fit.

6. K1210 — WALKTHROUGH INSPECTION(S)

a. This form has been update d to track the Home Inspection

Contingency. The form now accounts for the possibility that
multiple walkthrough inspections were conducted. =+

To view PDFs of the changed forms visit go.nvar.com/forms
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NEW TAX CREDIT

For First-time Homebuyers!

18

A Mortgage Credit Certificate (MCC) from VHDA could potentially save an eligible first-time homebuyer thousands of dollars
over the life of their mortgage, making homeownership more affordable. But buyers must ask about MCCs when they first
apply for a mortgage! Watch our animated video on how MCCs work, and find an MCC lender at vhda.com/MCC.

Visit vhda.com/MCC
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Boost the Tax Benefits of Owning a Home!

Virginia Housing Development Authority

RE+VIEW http://go.nvar.com/1601
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100% Commission
Low Transaction Fees!

F-'A‘- [IRFAX R EALTY Over 1400 Professional Realtors Serving VA, MD, and DC

WWW . FAIRFAXREALTY.COM

)X Ii-B G| PRE-SET LISTING APPOINTMENTS
WITH MOTIVATED SELLERS [\ V(CIT S B BT 4

100% Commission Plans Market Control Strategies G“:;iﬂ::‘:i:tt;“g
Guaranteed Low fees and high From America's Real Estate INDUSTRY FIRST... We
quality support. Our full time Maverick, Greg Hague... advertise for you. We train
brokers/managers have LinkedIn's #1 Most Endorsed telephone pros to set
decades of experience and are & Recommended Real Estate appointments for you. You do
available 24/7. Larry Coach. Greg Hague trains what you do best... List and
Anderson, our Director of exclusively for Fairfax Realty Sell Real Estate. This
Education, is NVAR's award in this area. program is exclusive to
winning instructor and is Fairfax Realty... We hand you
available to answer your ' Check Greg out at: pre-set listing appointments
toughest real estate questions. RealEstateMavericks.com with motivated sellers.

At FAIRFAX REALTY you keep 100% of your commission
while we provide all the necessary tools to build your business

Falls Church Herndon Silver Spring Georgetown
David Michalski Johanna Bendfeldt Gerry Occhiuzzo Rodney Bennett
703-533-8660 703-752-8660 301-439-9500 202-471-4200

Tysons Fairfax City Greenbelt Rockville
Johanna Bendfeldt Kevin Lee Rodney Bennett Mike Reible
703-752-8660 703-766-2710 301-794-9400 301-881-9800

IE WWW.FAIRFAX REALTY.COM =
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‘The Vision Thing’ Proves Key to Reston’s Success

THE LEGACY OF ROBERT E. SIMON LIVES ON IN THIS URBAN UTOPIA

By Frank Dillow

“IFYOU DON'T KNOW WHERE YOU ARE GOING, any road will
get you there,” the Cheshire Cat famously advised Alice during
her classic wanderings in Wonderland.

Developer Robert E. Simon, Jr. took that warning to heart
when he sold New York’s Carnegie Hall in 1961 and used the
proceeds to purchase 6,750 bucolic acres in Fairfax County, as
reported by Allen Ward in Reston Town Center (Academy Press
2006). Simon knew just what he wanted to do with the woods
and fields where for years riders from the Fairfax Hunt had
galloped their horses in pursuit of foxes. He would develop the
property into a new community he named “Reston,” using his
own initials for its name.

But this wasn’t going to be just any new development.
Simon started with a “big picture” of what he wanted Reston
to become.

At the time, cities were in decline everywhere. Residents
were fleeing to suburban cookie-cutter housing developments
that were linked to shopping centers by automobiles. Simon
aimed to create a wholly different approach, a downtown in
the suburbs.

Ward wrote, “Simon’s vision for Reston was to create a
new town that represented a different model for suburban
development. His strategy was to concentrate development by
creating urban places—a series of villages within the town,
while preserving significant parts of the Northern Virginia
landscape. The remaining green spaces were to be laid out in
corridors linking the village centers with the community’s
heart at Reston Town Center.”

The new city would be located along the Dulles Toll
Road midway between Dulles International Airport and
Washington, DC. When Simon first envisioned his dream, its
implementation was not allowed under Fairfax County zoning
ordinances. County leaders soon embraced the bold new
concept, creating a flexible “Residential Planned Community-
Town Center Zone” to encourage the proposed development.

Fast forward 54 years later when Simon died in September
2015 at the age of 101. Much of that vision had been achieved,
despite the development having multiple owners and
undergoing revisions.

With a population nearing 200,000 and one of Fairfax
County’s largest commercial centers, Reston still boasts 1,300
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acres of open space and nature areas, including more than
60 miles of trails, dozens of recreational facilities and two

golf courses, according to figures from the Fairfax County
Economic Development Authority (FCEDA).

Reston has become an international poster child for a new
form of “diet-urban” suburban development, and a regional
driver of economic growth for Northern Virginia. More
importantly for its owners and developers, it has also become a
powerful financial success.

The Reston Town Center’s phase 1 officially opened on
October 18, 1990 with 530,000 square feet of office space,
200,000 square feet of retail stores and restaurants and
an 11-screen movie theater, according to CoStar and the
FCEDA. Last fall when the community celebrated the 25th
Anniversary of Phase 1, the four-block area of the Reston
Town Center had grown to include 2.8 million square feet of
office space, 50 shops, 30 restaurants and three residential
high rises.

During those 25 years, Boston Properties had expanded
its ownership of Reston Town Center with a series of
acquisitions and developments making it the major investor
in the project.

In the October 16, 2015 Fairfax Times, Janet Rems quotes
an enthusiastic Joe Ritchey, who oversees leasing for Boston
Properties. “I really am amazed at how well Reston Town
Center was planned and has come together.”

A longtime resident of Reston, Ritchey has much to be
excited about. The Third Quarter CoStar report shows Reston
with an overall vacancy rate plunging well below the average
for Northern Virginia — the vacancy rates for both office
and retail in Reston Town Center hover near zero. Boston
Properties is one of the few landlords in Northern Virginia
in the enviable position of encouraging its existing tenants
to relinquish unused leased space, so that it can be leased to
interested tenants.

CoStar also reported that three of the largest leases in the
entire Washington, DC market since last July were inked in
the Reston submarket: Fannie Mae’s 186,000 square-foot
lease at One Reston Crescent, Noblis’s 141,675 square-foot
lease at Summit 1 and Walmart’s 43,500 square-foot lease at
Parkridge Center 5.

RE+VIEW http://go.nvar.com/1601
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“...new projects in Reston
enhance the diversity and
attraction of the urban core.”

Unlike more typical suburban development in which
each new project threatens the serenity and privacy of the
residential homeowners, new projects in Reston enhance the
diversity and attraction of the urban core. Residents appear
to thrive in its increased density, mixed-use environment
and greater job base. Being as close as possible to mass
transit, restaurants and retail, as well as social and cultural
opportunities, makes it especially attractive to the new,
younger residents, just as Simon envisioned more than 50
years ago. +

Frank Dillow is a past chair of NVAR's Realtor® Commercial Council
and is a vice president in Long & Foster’s Commercial Division. He can

be reached at francis.dillow@Ilongandfoster.com.

During the past year, Boston Properties has consolidated

its ownership of the Reston Town Center, becoming the

exclusive owner of the Phase 1 office and retail space WM iﬁl VOIT .’MHW

development. Meanwhile, it sold more than 750,000 square

feet in Patriots Park [, II and III to Hyundai Securities _ 5:‘:“} Squar‘e P ¢y RCHENT u:'}fi .
America for more than $320 million, penciling out north of . IR0 Bapsocins
$425 per square foot. An Expert Inspectar
Boston Properties is not resting on its laurels. Instead it Industry leading Custamer Service with
is currently in the process of developing Blocks 4 and 5 i a 100% Money Back Guarantee

within a half mile of the future Reston Town Center Metro !
station scheduled to open in 2020. ]

Construction is underway on Block 4. By 2018 the 4.5 f
acre surface parking lot will be transformed into a $150 i)
million twin tower residential property to be known as

Thorough easy to read Inspection Reports
7 days a week flexible Scheduling

FREE Client for Life Consulting

FREE Contractor Check

The only Home inspection company
~ togiveall of their clients a FREE 1 hour
home maintenance seminar after closing!!

Call us today to book your

next inspection!l 703,345.8380 3
R W P
i1 H : * $0,000 &
the adjoining Block 5 as it focuses on expanding its current J (I s AUNUR
high-tech tenant base. i N QR GUARANTEE

Also on the horizon for Boston Properties is an

“The Signature.” One tower will rise 21 stories, the other
19. The towers will house 508 units, underground parking
and 25,000 square feet of retail, in two adjacent six-story
low rise buildings.
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Boston Properties has also received permission from i

Fairfax County for a 276,000 square-foot office tower on

anticipated 4 million square feet of additional metro-

related mixed use development on the 22 acres it owns
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Fall Elections Spell Business as Usual for
Virginia General Assembly

By Mary Beth Coya

WHILE A LARGER THAN USUAL number of state legislators
retired this year, the fall elections brought only a few changes
to the legislature’s general make-up.

The 40-member Senate will remain at 21 Republicans and
19 Democrats, presided over by the Democratic Lieutenant
Governor who votes when there is a tie. In the House of
Delegates, Republicans lost two district seats but picked up
one other. The breakdown in the 100-member House is 66
Republicans and 34 Democrats.

While the balance of power did not change, there are many
new faces. NVAR members and lobbyists will be working
with these new legislators to promote the statewide real estate
agenda.

NVAR’s Legislative Bill Review Task Force members will
review and take positions on several dozen bills, as will NVAR
members who serve on the VAR Public Policy Committee.
Look for Town Hall Notes emails to stay up-to-date on
legislative activities. Consider joining your fellow Realtors®
on the annual trip to the Virginia Capitol in Richmond on
Thursday, February 4 (Details on page 9).

2016 REALTOR® AGENDA
PROPERTY OWNERS ASSOCIATION/CONDO CLARIFICATIONS

What is a legislative session without POA/Condo changes?
In 2016, Realtor® lobbyists will make efforts to tweak a few
things in the law.

Association management companies have been
circumventing the law by calling fees different names. Last
year the legislature put a cap of $50 on rental applications, so
management companies started charging other processing
fees, some up to $1,000. We will ask to have broader language
introduced to limit the fees placed on renters or owners of
rental units to those fees explicitly authorized by law.

The legislation will also prohibit associations from evicting
tenants, although property owners may still pursue evictions.
In addition, associations would no longer be allowed to require
a copy of the tenant’s lease.

“While the balance of power did not
change, there are many new faces.”
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At the request of NVAR, legislation will be introduced to
allow a three-day right to cancel a condominium contract
after the buyer receives notice that the resale certificate will
not be available. That right is currently provided by the POA
but not by the Condo Act.

Other provisions under consideration include:

+ Define who the purchaser’s and seller’s designated agent is,
for purposes of delivery of the disclosure packet;

+ Clarify that delivery of the packet is defined as the packet
being delivered to the purchaser’s designated agent by one of
the methods outlined in the Code of Virginia;

+ Provide that the three-day right of rescission only begins
after the last packet has been delivered, where there are
multiple HOAs and multiple disclosure packets; and

+ Accommodate concerns regarding delayed closings due to
new TRID regulations by increasing to 90 days, the current
45-day timeframe that associations may back-charge sellers
for the cost of the packets.

AGENCY/LICENSING LAW REVISIONS
Realtors® will seek clarification to the agency/licensing law

that include the following:

+ A proposal to allow the Virginia Real Estate Board (VREB)
to apply deferred judgments in order to permit licensees to
complete education or other remedial steps, without having
violations appear on the licensees’ permanent records;

+ Clarification that the requirements for written brokerage
agreements and a Disclosure of Brokerage Relationship only
apply to residential transactions; and

RE+VIEW http://go.nvar.com/1601



+ A proposal by VAR that the act
of merely showing property does
not require a written brokerage
agreement. For risk management
purposes, NVAR recommends that
Realtors® continue to have a written
brokerage agreement at the first
showing.

HOME INSPECTOR LICENSING

Realtors® will seek legislation to
require a DPOR license for anyone
performing a home inspection as part
of a real estate transaction. Years ago,
NVAR successfully sought legislation to
allow home inspectors to be certified.
The next step to ensure consumer
protection would be for home inspectors
to complete their certification programs
and then obtain licenses through
DPOR.

HOUSING TRUST FUND — EARNEST
MONEY DEPOSITS/ESCROW FUNDS

We will also have a bill introduced to
allow brokers to take stranded escrow
funds and earnest money deposits,
interplead them to General District
Court, then allow the judge to transfer
those funds to the Housing Trust Fund.
Currently, brokers may interplead the
funds to the court, where the monies
simply sit. This proposal would allow
the funds to be used to help provide
affordable housing.

FACING ISSUES THAT NEED A
LEGISLATIVE OR REGULATORY
SOLUTION?

We want to know! The NVAR
Public Policy Committee needs to hear
from you as we develop the Legislative
Program for 2017.

Please submit any issues and
background information to govaffairs@
nvar.com by April 1, 2016. +
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Leaders Discuss Regionalism
At NVAR-Sponsored Forum

PARTICIPANTS AGREE COLLABORATION IS KEY TO ECONOMIC SUCCESS

By Josh Veverka

HUNDREDS OF BUSINESS LEADERS, state
and local elected officials, and interested
citizens gathered in Tysons Corner on
December 8, 2015 for the Capital Region
Business Forum. They heard elected
officials from Virginia, Maryland and
Washington, DC discuss how to work
together to improve the regional economy.
The event was intended to kick-start and

put more focus on regional cooperation.

NVAR partnered with the Fairfax and Prince George’s County Chambers of
Commerce and the Greater Washington Board of Trade to sponsor the forum, which
featured Virginia Governor Terry McAuliffe, DC Mayor Muriel Bowser and Maryland
Senate President Mike Miller.

NVAR leaders who attended learned about sequestration, workforce training and
education, commercialization of intellectual property, professional sports teams,
increased exports and, of course, transportation.

Transportation issues dominated much of the discussion. All three leaders agreed that
Metro needs more funding, and congestion reduction is the key to bolstering the region’s
economy. Governor McAuliffe and Senator Miller both pledged to push for improved
Potomac River crossings. This would include an enhanced American Legion Bridge
and another crossing to the west. When discussing the river crossings, McAuliffe stated
“Virginia is all-in!” Senator Miller lauded the Commonwealth for showing Maryland the
way on transportation by passing a budget in 2013 with new, desperately needed, revenues
for transportation.

During the panel discussion, each leader extolled the region’s virtues.

“When we work collaboratively there’s not a region in the world that can compete,”
stated Governor McAuliffe. “Together, this is greatest region in the world,” Senator Miller
agreed, highlighting the history and attractions. “The region should be the jewel in the
crown of the world.”

While the discussion was not without disagreement — McAuliffe and Miller, only half-
jokingly, traded jabs about the competition for the Marriott International headquarters —
all three leaders agreed that collaboration and progress is impossible without cooperation
from all of the jurisdictions.

While many issues were covered and the region’s top political leaders hit all the right
notes, the real value of the forum lies in the follow-through of discussions that began at
this inaugural event. +

1R o Mary Beth Coya is the NVAR senior
" vice president for public & government
. affairs.
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Josh Veverka is the NVAR government affairs director.
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Samson Properties
is pleased to welcome associate brokers
NMargaret Ireland and NYladonna Padilla

Margaret Ireland, GRI, CRS

Why did | choose Samson?

and hospitable invitation to join!

| believe that it is important

to belong to an organization

that allows me to develop

my own unique business
activities based on the communities where | provide

service. And, it is great fo have several neighborhood

offices available to support my clients around the region.
Samson Properties' routine faping of the sales megtings,
one-on-ong fraining opportunities, and Internet training
classes accommodates my schedule, allowing me to keep up
with the latest business news. As an experienced Northern
Virginia manager and associate broker, | find Samson
Properties the perfect fit for this stage of my career!”

We are proud these distinguished brokers have joined
the Samson Properties family of REALTORS® Why did

Margaret, Madonna and 1000 other Agents choose

Samson Properties as the right brokerage over the last

4 years?
1) 100% Commission allows them to win more business
and put more money towards marketing

2) Freedom and flexibility to run their business the way they

see fit

Learn how Samson Properties can change your life.

Contact Danny Samson at dsamson@samsonproperties.net

or 703-896-5869.

_A Properties

meassmna[ REALTORS™
With A Family Touch

Call Danny Samson Today

703- 396-5869

00, Chantily, WA 20151 | 708-378-8310

SAMEON PROPERTIES LOCATIONS: Chantilly | Alexandria | Beth

Associate Broker | 703-625-2922

‘Samson Properties offered a warm

Madonna Padilla, GRI, ABR, SRES
Associate Broker | 703-919-9233

wa did I choose Samson?

Jf far |“*'|f|”z|” |”-.4i' I|' im
ﬂa?r”'rJ_,l"'”'P it to Associate

Br '|Kf|f \Illfhl tfl fl”l.j]rlr"ﬂ.lllrll.j "-j(”fl‘:, "I
Propertigs!

From the initial overview, the office
mur and staff introductions — | knew

this would be a great fit as | develop
my personal real estate Dusiness

Samson Properties is a local company, with local neighborhood
offices, in-tune with local market frends, and most importantly,
Samson offers real-time marketing and prospecting support which
compliment the trends!

I consider Samson Properties a greal career choice!”

Highlights of Margaret Ireland’s Eamer
NVAR Millio
|_F|II! -fime |

RENTORS.

Have Joined In
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—— data diving

By Michele Lerner

y Demographics, Reports,
umer Platforms to Win

People who choose to go into real estate tend to be sociable types who far prefer
mingling with potential clients and exploring new neighborhoods to crunching
numbers in front of a computer. But in today’s high tech, data-driven world,

there’s no denying that Realtors® are inundated with information about ...

well, everything. Email inboxes are likely to be jammed with reports

on local development and business news, updates on listings
and big-picture stats on the global economy and the

domestic job market.



“There’s no question there’s an overwhelming amount
of information out there,” says David Howell, executive
vice president and chief information officer of McEnearney
Associates in McLean. “A lot of it can be safely ignored, but
there are a few pieces of data that Realtors® need to know about
to understand the market and help their clients.”

Most Realtors® already recognize that the most relevant data
for their clients relates to the local market.

“Typically clients ask, ‘How much can I sell my house for?’,
says Marc Pina, executive vice president and managing broker
with Century 21 Redwood Realty in Arlington. “When posed
that question, it’s good to share with them what the overall
market in the DC area looks like and then dive into their Zip
Code or subdivision for a real-time look. That data will show
how the market is flowing and how aggressive they can be with
their pricing.”

While many prospective buyers and sellers follow national
real estate news and ask about it, Bic DeCaro, a Realtor® at
Westgate Realty in Falls Church, says it’s too easy to get lost in
that data.

“I prefer to ignore most of the national economic news to
focus on what’s actually happening in our local market,” says
DeCaro. “The twice-a-year economic summits held by NVAR
are really helpful to get a big picture of our local and regional
economy.”

Howell says that even though sales stats from the National
Association of Realtors® are accurate, those numbers don’t have
a lot of meaning to the local market.

“Average or median national price information can identify
national trends, but it’s best not to draw any conclusions from
that information about local price trends,” says Howell. “About
the only valuable national information to pay attention to is
interest rates since that has a big impact on affordability.”

The consensus among most Realtors® is that local market
data is the most valuable resource for their business, although
they rely on a variety of sources for that data.

+ MRIS. “The tried-and-true best source for market
information is MRIS,” says Rob Wittman, area manager
in Northern Virginia and principal broker for Redfin
brokerage in Falls Church. “Within MRIS you can export
custom data to do an analysis for specific properties and for
the real estate market in general.”

Jim Agnew, managing broker of the Dulles Regional
Office of Avery Hess, Realtors® in Centreville,
recommends looking at MRIS to stay abreast of new
construction that can be helpful for buyers or add to
competition for sellers.

| data diving|——

+ NVAR. Each month, NVAR posts a press release and
infographic on nvar.com covering the jurisdictions within
the association’s footprint. Included are Fairfax and Arlington
counties, the cities of Alexandria, Fairfax and Falls Church
and the towns of Vienna, Herndon and Clifton. A historical
spreadsheet featuring monthly market data from the year 2000
to the present is also accessible on the website. The monthly
press release has quotes from members with their observations.

+ RPR®. NAR’s Realtor Property Resource (RPR®) gets mixed
reviews from experienced Realtors®. Some find the data
valuable, others say the information is incomplete. Some say
the site provides an overload of data.

“I think the best RPR® reports are their concise, three-
page personalized reports that you can give to buyers about
aneighborhood or Zip code that includes the demographics
of the area and average sales prices,” says Agnew.

Pina says he turns to RPR® when he has a challenging
property to price. “Not only does it help you really
understand the market around that home and for the
property itself, it makes you look like a genius in front of your
client since there’s such an abundance of data,” says Pina. “I’d
venture to say that most agents don’t know about it or don’t
use it, so if you do, you're well ahead of the competition.”

Howell says RPR® provides extensive information for
properties such as flood zone maps, tax histories and
mortgage information. However, he points out that the lack
of participation of some brokerages means that in some
areas, including Northern Virginia and Metro DC, the
pricing information for a Comparative Market Analysis is
not accurate.

* RBI Smart Charts. Agnew says that the enhanced Smarter
Agent professional reports provide information that agents
can analyze to provide quick information to buyers.

“The great thing about the charts is that you can drill
down to a Zip code or a neighborhood or look at a whole
county and the data goes back five years,” says Scott
MacDonald, president of Re/Max Gateway in Chantilly.
“They even have videos you can embed in your own website.”

Wittman says the most meaningful local data is the
absorption rate because it helps Realtors® know whether their
clients have leverage to negotiate.

“The most relevant data is the local contract activity,
particularly year-over-year rather than monthly,” says Howell.
“You need to go as local as possible with this, because the DC
market is different from Arlington and that’s different from
Fairfax. MRIS can take you down to the neighborhood level
with their data.”

Data Diving, continued on page 28
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— data diving |

continued from page 27

Howell also recommends looking at the list-to-sales price ratio
to get a good idea of demand trends.

“I typically stick to top level data such as Sold Dollar Volume,
Average Sold Price, Units Sold, Average Days on Market and
Average Sold Price to Original List Price for the prior month,” says
Pina. “I pull these from RBI Stats for the county, subdivision or
Zip code.”

Howell suggests that price change trends are an important
market indicator.

“If 90 percent of the homes that went under contract
didn’t have a price reduction since they were originally listed,
that indicates a strong market,” says Howell. “When you see
a higher percentage of homes that have one or more price
reductions before they sell, then that’s an indication that the
market is slowing.”

When looking for properties for her buyers and for comps for
her sellers, DeCaro starts with MRIS and also looks at Zillow to
cross-check for FSBO properties that aren’t in MRIS.

“We partner with the MRIS Home Pricing Wizard system
to look at trends in neighborhoods such as Days on Market
and average list price to sale price,” says MacDonald. “That
information is helpful to buyers and to sellers. But we also
compare it to Zillow’s Zestimate prices because we know that
consumers look at Zestimates. It’s important to be able to talk
to consumers about what they see and to be able to explain
where our data comes from.”

Agents must help consumers understand the limitations
of Zillow’s valuation tool. In a June 10, 2014 Washington Post
article addressing the accuracy of Zestimates, Howell noted
that research “shows that, on average, those ‘Zestimates’ are
within 5 percent of the actual value of a home just half of the
time.”

Listing data is equally important to sellers who want their
agents to have the most up-to-date information.

“Sellers want to know the value of their property and how
quickly it will sell,” says Agnew. “MRIS and RBI provide
plenty of data that you can use to do a strong CMA and to
give them a sense of how long properties like theirs are staying
on the market.”

Realtors® can be inundated with material about national,
regional and local economic and housing trends as well as
information meant to improve their business practices.

A few sources that local agents use include:

* George Mason University Center for Regional Analysis.
“George Mason’s center produces great information on
jobs, wages and the local economy that Realtors® can
use to understand trends in the housing market,” says
Howell. “For instance, it used to be that Northern Virginia
consistently generated the most new jobs, but right now
there are more new jobs in the District. It’s important for
Realtors® to stay on top of those trends.” (cra.gmu.edu)

+ Keeping Current Matters. Howell says this site provides
excellent information on general trends such as propensity
to buy or rent, but he says its information on pricing is less
valuable on a national or even regional basis compared to
local information. (keepingcurrentmatters.com)

+ Inman News. “The articles on Inman News, which are
free to MRIS members, are really helpful for learning
about trends, particularly about technology,” says DeCaro.
(inman.com)

+ Housing Wire. MacDonald skims articles on this site to
gain insight into what’s happening on the lender side of the
business. (housingwire.com)

+ DS News. MacDonald says Realtors® can gain valuable
insight about real estate trends from the DS News articles,
although he says scanning a few headlines and being
selective about which ones to read can save time.
(dsnews.com)

Networking with other agents can be the best way to make
sense of available data. DeCaro says discussions in Facebook
forums among local Realtors®, lenders and settlement
companies help her stay up-to-date on what people are
experiencing in the market even before data is available.

“Back in 2014, I was extremely busy with buyers and sellers,
but I kept hearing from other agents that the market was slowing
down for them in May and June,” says DeCaro. “I was able to
talk to my clients about the possibility of the market slowing, so
they could take that into consideration when they were planning

“Howell says that hard data from MRIS can be supplemented with anecdotal
evidence about the market from other agents.”
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to make an offer or list a home for sale. The word on the street
from other agents can help you confirm or counter speculation on
what’s happening.”

Howell says that hard data from MRIS can be supplemented
with anecdotal evidence about the market from other agents.

“You can look at the data that shows the number of homes
selling at their original price or above the asking price to get an
idea of whether there are multiple offers for a property, but you can
also hear about trends like that from other active agents,” he says.

MacDonald holds monthly real estate exchange meetings in
each of his five offices that are open to all agents, not just
Re/Max Gateway agents. He brings in lenders and title company
representatives to share information about what they’re seeing in
the market. His agents talk about their experiences, what their
buyers are looking for, and about their listings.

MacDonald says he subscribed for a year to a predictive analytics
service company that provided data on consumers within a certain
zip code such as how long they have lived in their home, their
mortgage balance, their age, family size, children’s ages and even
salary estimates based on their LinkedIn employment profile. These
data points are aggregated to predict the top 20 percent of people
who are most likely to sell in the near future.

“I think data analytics like this can help agents market to buyers
and sellers someday, but I just don’t think we’re quite there yet,”
says MacDonald. “It might be more valuable and accurate if the
predictive analytics providers could partner with someone who has
data on home searches to see if the homeowners are looking online
at homes. I definitely think big data will eventually be a huge help to
agents to do targeted marketing instead of the scattershot approach
we take now.”

“Big data is only good if it’s relevant,” says David Charron,
president and CEO of MRIS. “It becomes relevant when trained,
engaged real estate professionals interpret it on behalf of their
customers. There is no longer any excuse for ‘off the cuff’ responses
to questions about ‘how is the market’? Answers that include big
data elements can be concise and most importantly accurate.”

For now, Wittman suggests that agents streamline the available
data to put it in context for their clients. He says agents shouldn’t be
shy about using the abundance of resources that are also available to
consumers and to supplement those resources by sharing their local
knowledge, insights and experience. +

Michele Lerner, a freelance writer based in the Washington, D.C. area, has
been writing about real estate and personal finance for more than 20 years.
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| data diving|——

SAMPLE DATA SOURCES

go.nvar.com/marketstats
for NVAR footprint monthly and historical data

http://cra.gmu.edu
for regional houseing economic trends

http://www.keepingcurrentmatters.com/
for national housing trends

https://www.narrpr.com/

provides comprehensive property reports including
school districts, flood zone maps, mortgage data,
demographics

and more

http://www.inman.com/
free access for MRIS members to articles about real
estate news and business practices

http://www.housingwire.com/
national news stories, particularly about mortgage
financing

http://www.dsnews.com/
national news stories about real estate trends and
financing

http://www.getsmartcharts.com/
local data charts provided by RBI, a subsidiary of MRIS

http://www.mris.com/mris-products/
premium-products/home-pricing-wizard
home value trends and CMA assistance powered by
MRIS

https://www.facebook.com
private forums led by local Realtors®, lenders and title
companies can be joined by request

http://www.greatschools.org/
provides rating and data about schools

http://www.zillow.com/
some Realtors® check this site for FSBO listings and to
compare Zestimates with their CMA

https://www.smartzip.com/
comprehensive data on homeowners available by
subscription

JAN+FEB 2016 29


https://nvar.com/market-statistics/housing-market-statistics/market-statistics/housing-market-statistics
http://cra.gmu.edu/
http://www.keepingcurrentmatters.com/
https://www.narrpr.com/
http://www.inman.com/
http://www.housingwire.com/
http://www.dsnews.com/
http://www.getsmartcharts.com/
http://www.mris.com/mris-products/premium-products/home-pricing-wizard
http://www.greatschools.org/
http://www.zillow.com/
http://smartzip.com/

—— NV/RPAC major investors |

NVAR Recognized as 2015 RPAC Triple Crown Winner!
Thank You to all NV/RPAC investors for a year that broke all NVAR records:

Golden R ($5,000)

. REABX
Allegiance

wew, MyAlleglanceHome com

.

RE/MAX ALLEGIANCE Thomas Stevens*

Crystal R ($2,500)

Robert Adamson Candice Bower*

Susan Mekenney Jon Wolford*

Nicholas Lagos Craig Lilly

*PRESIDENT'S CIRCLE - requires additional contributions totaling $2,000 to be made separately
and directly to select NAR RPAC-recommended candidates.
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| NV/RPAC major investors|——

Most Money Raised! Most Contributors! Most Major Investors!
As of Dec. 15, 2015

Sterling R ($1,000)

Access National ~ Arlington Premier Lorraine Arora Julia Avent Jerry Bartlett
Properties

Pat Buck

Tuors & Axsocuaras

Buck & Associates Robyn Burdett David Charron Mary Beth Coya Maureen Dunn Virgil Frizzell

Susan Hand Margaret Handley David Howell Karen Kidwell Pat Kline Scott MacDonald

Christine
Richardson

Ali Mansouri Tom Meyer Thai-Hung Nguyen Boofie 0'Gorman Sherry Rahnama

b . L
Zinta Mario Rubio Fetneh Schacht Veronica Christine Todd Tanya Tyburski Will Wiard Susie Branco Zinn
Rodgers-Rickert Seva-Gonzalez

Thanks to all who helped us earn the Triple Crown!
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| installation recap|

Virgil Frizzell Installed as 2016 NVAR Chairman

HALL OF FAME, AFFILIATE OF THE YEAR, HONORARY LIFE MEMBERSHIP HONOREES RECOGNIZED

LED BY 2015 CHAIR MARY BAYAT, NVAR honored outgoing
2015 leadership and award winners and welcomed incoming
volunteers at the annual Appreciation and Installation
ceremony in Fairfax this past December 3. Installing officer
Tracy Pless, the 2005 NVAR Chair, administered the oath

of office to 2016 Chairman of the Board Virgil Frizzell, a
Realtor® with Long & Foster Real Estate in Reston. Pless
took credit for urging Virgil to become involved in NVAR
leadership roles and said that she was honored to administer
the oath of office for the 2016 Board.

After his induction, Frizzell said, “I am proud of our
profession, for Realtors® remain at the center of the real estate
activities that help our clients buy and sell homes and commercial
facilities and build wealth.” At San Jose State University, Frizzell
earned an undergraduate degree in real estate. He earned his
master’s and Ph.D. from Stanford University in geology, and his
MBA from George Mason University.

“We now have a new chairman, a new Board of Directors,
a new strategic plan, a new normal in our local market,” said
NVAR CEO Ryan T. Conrad. “I look forward to working with
our leadership to bring even greater value to our members and
to their clients.” (For a profile of Conrad, see page 6).

The December 3 installation was the first for incoming NVAR CEO

Ryan T. Conrad, far right, who joined the association in October 2015.

He is pictured here with (I-r) 2016 Chairman Virgil Frizzell, Chair-Elect
Suzanne Granoski, Secretary/Treasurer Bob Adamson and 2015 Chair
Mary Bayat.

2016 EXECUTIVE COMMITTEE:

Virgil Frizzell, Chairman of the Board

Suzanne Granoski, Chairman-Elect

Bob Adamson, Secretary/Treasurer

Mary Bayat, Immediate Past Chair

Long & Foster, Reston

RE/MAX Executives,
Alexandria

McEnearney Associates,
Arlington

Bayat Realty Inc.,
Alexandria

2016 DIRECTORS-AT-LARGE:

Lorraine Arora
Brian Block
Moon Choi
Tracy Comstock

Genevieve Concannon
Reggie Copeland

Nicholas Lagos

Gary Lange

Craig Lilly

Christina Macro
Christine Richardson
Veronica Seva-Gonzalez

Weichert, Realtors®, Fair Oaks
RE/MAX Allegiance, McLean
RE/MAX Executives, Fairfax
SilverLine Realty & Investment,
Vienna

Smith | Schnider, Arlington

Long and Foster Real Estate,

Great Falls

Century 21 Gawen Realty, Arlington
Coldwell Banker Residential, Fairfax
Long & Foster Real Estate, Vienna
KW Metro Center, Vienna
Weichert, Realtors®, Great Falls
Compass, D.C.

ADDITIONAL 2015 AWARDS AND RECOGNITION

Affiliate of the Year:

Michele Watson

Hall of Fame:
Scott MacDonald
Zinta Rodgers-Rickert

Virginia Housing Development
Authority, Richmond

RE/MAX Gateway, Chantilly
RE/MAX Allegiance, Fairfax

Honorary Life Membership:

Trish Szego
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| installation recap|——

Two members received NAR Realtor®
Emeritus honors during the Dec. 3 program.
Win Singleton (I) and Pat Sawhney (r), have
been NAR members for at least 40 years.
They received commemorative plaques,
NAR pins and congratulations from 2015
NVAR Chair Mary Bayat.

After taking the oath of office, 2016
2016 Chairman Virgil Frizzell Qutgoing CEOQ Christine Todd Chairman Virgil Frizzell shares his

presents outgoing Chair (left), who retired at the end of  commitment to the NVAR strategic Newly-inducted NVAR Hall of Fame

Mary Bayat with her gavel 2015, congratulates 2015 NVAR plan and distributes a card with honorees (I-r) Scott MacDonald and Zinta
and NAR past president’s Affiliate of the Year, Michele highlights. Read more aboutthe plan ~ Rodgers-Rickert accept their awards from
pin. Watson of VHDA. on page 38. 2015 Chair Mary Bayat. +

Borrowing big
just got simplified.

Thanks to the Capital One® 10% down, no mortgage insurance jumbo loan.

I thee homee: Comes wit

full amount burvers need

GIVE ME A CALL TO FIND OUT
HOW WE CAN WORK TOGETHER.

% Chris Campbell
Mortgage Loan Officer

§ 703.674.8793

chris.campbeli@capitalone.com

NMLS# 443399

Cir purmba loars can hie

» Put as Bitle as 10% down—half of what most other lenders require

t mandatory, which can save buyers money avery manth
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— stats|

NVAR Region b-Year Look-Back:

NOVEMBER 2010-2015
Closed Sales Pending Sales Active Listings
" |
f 1447 4511
1367
B How 2005 [l 5 Nov Avg W How 2015 [l 5Yr Mo Av W How 2015 [l 5-¥r MNov Avg
Mew Listings Months of Inventary Avg DOM Before Sale

B Nov 2015 [ 5-¥r Nov Avg W Mev 2015 [l 5-¥r Mov Avg

©2015 RealEstate Business Intelligence, an MRIS company. Data provided by MRIS as of December 10, 2015. 4

12015 e
MULTI-MILLION DOLLAR sy oy i |
. SALES CLUB NVAR

HARD WORK PAYS OFF!
YOU DESERVE RECOGNITION FOR YOUR
ACHIEVEMENTS IN 2015!

NVAR Multi-Million Dollar Sales Club honors REALTORS® who
reach high levels of sales each year. Be sure to commemorate
your success by joining the Multi-Million Dollar Sales Club,

Applications accepted:
Dec.1, 2015-Jan. 31,2016

Residential Multi-Million Dollar Sales Club
Member, $3 million or 24 transactions

Residential Top Producer

THE CRITERIA INCLUDE: ‘
46 million or 48 transactions ‘

The application along with club rules and regulations is

available at www.nvar.com. : :
Anniversary Awards, recognized as follows:

S-year, 10-year, 15 year, elc,,
UESTIONS? - :
Q Life Member and Life Top Producer J
CONTACT US: 703.207.3210
EMAIL: awards@nvar.com > nvar.com
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| year-end forecast|——

Bubbles, Boomers and Big Sector Jobs:
YEAR-END ECONOMIC BRIEFING FORECASTS WHAT LIES AHEAD IN THE NORTHERN VIRGINIA MARKET

By Ann Gutkin

WHILE 2015 DID NOT DELIVER THE EXPECTED ECONOMIC

SURGE, 2016 is predicted to be the best year of the decade,

according to Dr. Stephen Fuller. He presented his year-end

analysis at the NVAR Small Broker Forum on Dec. 9, 2015.
The Washington metro region, like the rest of the nation,

continues its recovery cycle from the Great Recession, the third

longest of the 12 such cycles since World War 11, according

to Fuller. “By the time the next president is sworn in, it will

be the second longest,” Fuller said. And there will be another

downturn, he predicts.

THE NEXT BUBBLE

“There’s one bubble right now — low interest rates,” said
Fuller. “Money is too cheap.”

Reviewing the Institute for Supply Management
Manufacturing Index, Fuller noted that it went negative in
2015. Given the strength of the dollar, there is less global
interest in purchasing U.S. products, he explained. Typically
the Federal Reserve considers lowering interest rates when
this happens, Fuller said. “But the Fed has no wiggle room on
monetary policy, because the interest rate is close to zero,” he
added. “Rates must go up so that they can come down!”

Fuller predicted that there was an 80 percent chance that
interest rates would increase by %4 percent on December 16.
In fact, the Fed did institute that increase. This could have
the effect of bringing mortgage rates above 4 percent, he said.
“Rates are expected to rise four times in 2016 — maybe %
percent each time.” Fuller noted that there would be some lag
for the mortgage interest rates to follow suit.

Interest rate uncertainty has contributed to wavering
consumer confidence, Fuller explained. “Consumers have
been mystifying to me,” he said. Despite the fact that lower
oil prices have spurred short-term consumer spending, as
consumers look forward, they are worried, he noted. “If they
don’t think the future is better than the present, they’re not

willing to take risks — like moving to a new house,” Fuller said.

BOOMERS WON'T BUDGE

Analysts are paying particular attention to homeowners
aged 50 and older, Fuller noted. This group, the Baby
Boomers, owns 32 million homes, he said, and they are not

http://go.nvar.com/1601 RE+VIEW

selling at the same age as their parents did. “We know it will

happen,” Fuller said, “but they’re not ready yet.” These are the

homes that the next younger age group will move into.
Several factors may be holding this group back, Fuller

explained:

+ Home equity — some Boomers’ homes are not yet as
valuable as they would like

+ Continued employment — they are working longer

+ Uncertainty.

JOBS AND GROSS DOMESTIC PRODUCT: A SEA CHANGE
FOR THE DMV

In the Washington Metro region, economic growth is

not following the national trend, Fuller noted (Figure 1).

“We’ve gone through an adjustment because of a shift in

our economy,” he said. Fuller summarized federal spending

trends in the DC Metro area between 2010 and 2014 as

follows:

+ Federal procurement outlays declined $11.2 billion (13.6
percent) between FY 2010 and FY 2014

+ Federal employment has declined since peaking in July
2010, losing 23,700 jobs (6.1 percent)

+ Federal payroll declined by $2.5 billion (6.4 percent)
between FY 2010 and FY 2014, and will continue to decline
as older workers retire and are replaced by younger workers.

Figure 1

Year-End Forecast continued on page 36
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continued from page 35

As the epicenter of government spending, Northern
Virginia needs to diversify its economy, he explained. The
biggest sectors — Professional & Business Services and
Education & Health Services — are adding the most jobs —
15,000 out of a total 31,900 new jobs between Sept. 2014 and
Sept. 2015. “We need to learn to do what we know how to
do — for someone else,” Fuller said. “The future has to be in
private spending.”

Despite recent job growth in the Washington Metro
region, the jobs added are worth less in terms of contribution
to the Gross Regional Product than jobs that were lost
— which has implications for the housing market, Fuller
explained (Figure 2).

“We need to gain a lot of jobs just to break even,” Fuller said.

“The jobs we're adding support the rental market,” he noted.
The region created better jobs in 2015 than in 2014, Fuller
said — primarily in the higher-paying Professional & Business
Services category. And 48 to 50 percent of the total regional
growth was in Northern Virginia. “The whole region is not

Figure 2

Total GEP Value

Job Change
- 181,300 - $29 044 ,000,000°

+ 295200 + $31.826.000.0002

82,000,000

+ 113,900

at potential yet, and Northern Virginia is not fulfilling its
promise” he added.
Fuller expects that Northern Virginia will do better than

NVAR

SI-IOF ONLINE at | hop.

Your one-stop-shop for real estate business: praducts -and accessories, 24/7

1 B Realtor® Shop

Stock up on Sign Riders before the Spring Market!

Buy 5 and get the 6th free!

NEIGHBORHOOD ||
SPECIALIST
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“The Washington region is no longer a

company town, Fuller concluded. "We

need to figure out what is our brand?
It needs to be a business brand’.”

Figure 3

Summarizing a recent GMU analysis of local business needs
for the future, Fuller said that talent was cited most often.
Work changes all the time, and “we need to be able to upscale
REGION  28.0 18.9 : 5.4/57.8 48.6|45.4 42.6 our workforce,” he said. Other factors ranking high among
local business leaders: affordable housing, transportation,
mobility and collaboration among jurisdictions.

The Washington region is no longer a company town,
Fuller concluded. “We need to figure out what is our brand? It
needs to be a business brand.” +

other parts of the region due to a larger Business to Business
sector with relationships outside of the region. “We’re more
entrepreneurial,” he said (Figure 3).

Ann Gutkin is the NVAR communications director.

HAVING TROUBLE REMEMBERING THE DETAILS?

WITH NVAR’S NEW

REFRESHE

FIND MORE INFORMATION
GO.NVAR.COM/REFRE
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—| strategic plan |

The NVAR Strategic Plan—

TAKING YOU FURTHER®

MISSION STATEMENT:

To promote the professionalism of members through education,
tools and resources to help elevate their business and ensure
that Realtor® ethics and property rights are protected through
inspirational leadership.

OUR STRATEGIC PLAN GOALS

ADVOCACY & GOVERNMENT RELATIONS
The voice of the industry to protect Realtors® and property rights.

PROFESSIONALISM & EDUCATION
The preeminent source for defining and delivering education that
supports the success, excellence and compliance of its members.

TECHNOLOGICAL & DIGITAL RELEVANCE
Invest in innovative technology and digital applications to benefit
members and the association.

COMMUNITY & PUBLIC RELATIONS
Involvement in communities to engage the public in understanding
the value of Realtors® and the issue of property rights.

STRATEGIC LEADERSHIP
A showcase association where leaders are inspired to advance
NVAR at local, state and national levels and serve its members.

OUR CORE PHILOSOPHIES
INFLUENCE

Advance the relationships that impact and influence critical issues
at local, state, national and international levels.

DIVERSITY
Leverage the talent and knowledge found in the rich diversity of
our membership.

SERVICE

Provide first-class quality in all products, services and programs.

PROFESSIONALISM
Elevate the members’ professionalism, knowledge, business
expertise and ethical standards.

VALUE

Deliver outstanding value and education to members and the
customers they serve.

STRATEGY

Invest sufficient resources to enable the strategic priorities.

38 JAN+FEB 2016
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Led by facilitator Bob Harris (left), a certified association executive
with 30 years of association, chamber and other nonprofit experience,
NVAR's Strategic Planning Committee met for two days to create a
plan for the future. Pictured here are committee members (I—r) 2016
NVAR Chair-Elect Suzanne Granoski, 2015 Chair Mary Bayat, former
NVAR CEQ Christine Todd, 2016 Chairman Virgil Frizzell and Strategic
Planning Committee Chair Pat Kline.

MOVING FORWARD WITH STRATEGIC PLANNING,
GOALS, ACTIONS

In February 2015, a 22-person NVAR member committee
joined NVAR senior-staffers and a professional facilitator for
a weekend of strategic thinking about the future of NVAR.
Chaired by 2012 NVAR Chair Pat Kline, the committee included
representatives from diverse disciplines of real estate.

To prepare for the strategic planning process, NVAR surveyed
the entire membership. The results of those surveys, found at
https://nvar.com/home/press-media/member-survey-results,
helped to guide the committee in developing the 2015 Strategic
Plan. Other factors that influenced the planning included a review
of the 2015 Swanepoel Trends Report, NAR’s Core Standards,
NVAR’s 2012 strategic plan and the anticipated succession of
NVAR’s CEO.

“I strongly believe in having a strategic culture,” said NVAR
CEO Ryan T. Conrad. “As in any business — you can’t get to
where you want to go without having a plan to get there. NVAR’s
recently-adopted strategic plan lays a strong foundation to
continue a strategic culture.”

Highlights of the NVAR strategic plan are included on this
page. Be on the lookout for our 2016 member survey, coming
soon to your email in-box. Please complete that survey so that
your opinions about how NVAR meets your professional goals
can be considered. +

RE+VIEW http://go.nvar.com/1601
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New Realtor® School Offerings: NVAR Refresher Series

By Brenda Heffernan

A NEW YEAR means time to renew and
refresh. NVAR is offering a series of
courses designed to reboot an agent’s
outlook on real estate transactions.
Take time to invest in the future of your
business and expand your knowledge as
a real estate professional. There is always
something to learn!
“Today’s Buyer Clients” will cover the
complexities of working with buyers in
a fast-paced technology driven world.
Brokerage agreements are reviewed in
detail, as well as all phases of the buying
process including settlement.
“Sharpening Your Listing Skills” is not
just about getting the listing, but what
it takes to actually sell the property. Get
marketing tips and more from our real
estate instructors who have been in the
business for more than 25 years. Finally,
learn how to make the transition from
working for someone else, to effectively
and efficiently becoming your own boss.
“It’s Never Too Late to Plan” covers the
most important practices an agent must
know — from time management to writing
and implementing a business plan.
Although the refresher series
courses do not carry post-licensing or
continuing education credit, both new
and experienced agents will gain valuable
insight to the buying and selling process in
today’s market. Sign up today to learn tips
for a more lucrative tomorrow. Register
online at realtorschool.com. Each value-
priced class is $15 for members or $20 for
non-members. +

Brenda Heffernan is NVAR's vice
president of education, counsel.

http://go.nvar.com/1601 RE+VIEW

2016 Refresher Series
TIME DATES LOCATION
TODAY'S BUYER CLIENTS 10a.m.-noon February 3 Herndon
March 30 Fairfax
May 25 Fairfax
July 27 Fairfax
September 21 Herndon
November 2 Fairfax
1-3p.m. February 17 Herndon
April 6 Fairfax
June 8 Fairfax
August 3 Fairfax
October5 Herndon
November 30 Herndon
SHARPENING YOUR 10a.m.—noon March2 Herndon
LISTING SKILLS April 6 Fairfax
May 4 Herndon
June 15 Fairfax
August 3 Fairfax
October 26 Fairfax
December7 Herndon
1-3p.m. February 3 Herndon
April 20 Fairfax
May 25 Fairfax
August 17 Fairfax
September21 Herndon
November 2 Fairfax
IT'SNEVERTOO LATETO PLAN  10a.m.—noon February 17 Herndon
April 20 Fairfax
June 8 Fairfax
August 17 Fairfax
October5 Herndon
November30 Herndon
1-3p.m. March 2 Herndon
March 30 Fairfax
May 4 Herndon
June 15 Fairfax
July 27 Fairfax
October 26 Fairfax
December 7 Herndon

JAN+FEB 2016
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Register for classes at RealtorSchool.com

FEATURED OFFERINGS

RPR Basic

Time: 10 a.m. - noon

Date/Location:  January 13.......ccccceeeiiiciiiieen e Fairfax
February 10........occoiieeiiiiiiee e Herndon
March 10.....cooociieiiee e Fairfax

RPR Advanced

Time: 10 a.m. - noon

Date/Location:  January 271 ........cccoeceeviieieenieenee e Fairfax
February 18........cccviieeiieiiieene e, Herndon

Time: 1-3p.m.

Date/Location:  March 16.......ccceevceeeriieeeeiee e Fairfax

Seller Representative Specialist (SRS)

Time: 8:30 a.m. -5 p.m.
Date/Location:  February 1 (Day 1) c.ccceevecceveereeiiiieeenenn. Fairfax
February 2 (Day 2) ......ccccceevvereneeeieennnenns Fairfax

Refresher Series: Today’s Buyer Clients

Time: 10 a.m. - noon

Date/Location:  February 3........ccccoeeviiviciiieen e, Herndon
Time: 1-3p.m.

Date/Location:  February 17.......ccccooeiiiiiiiiiieeieee Herndon
Refresher Series: Sharpening Your Listing Skills

Time: 1-3p.m.

Date/Location:  February 3........ccccoeeeiivcciiieen e, Herndon
Time: 10 a.m. - noon

Date/Location:  March 2........cccceeeviirieneiieeeeeee e, Herndon

Refresher Series: It's Never Too Late to Plan

Time: 10 a.m. - noon

Date/Location:  February 17.......cccoveeveeiccceieen e, Herndon

Time: 1-3p.m.

Date/Location:  March 2........cccceveciivieeeiieeeeeee e, Herndon

Certified Real Estate Team Specialist (CRETS) Core Course

Time: 9am.-5pm.

Date/Location:  February 18 (Day 1) .....ccccoveeeeevinveennnnn. Fairfax
February 19 (Day 2) .....ccvceeevvrerieeeeeenenns Fairfax

Senior Real Estate Specialist (SRES)

Time: 9am.-5pm.

Date/Location:  March 3 (Day 1)....ccccceeeeecieveeeeeciiieeeeen. Fairfax
March 4 (Day 2).....ccceeeeeereeerieeenieeeieeennens Fairfax

D.C. CONTINUING EDUCATION (CE)

DC Fair Housing and DC Legislative Update

Time: 9am.-4:15p.m.
Date/Location:  January 12.......cccccveeeeieeiiieeeeceseneeeeene Fairfax
May 10 e Fairfax

DC Fair Housing and DC Financing Issues

CONTINUING EDUCATION (CE)

8 hr Mandated Course

Time: 8:45 a.m. - 4:45 p.m.

Date/Location:  January 6 .......c.cccceceeeveeniennenenennennns Herndon
February 3 ......cccoovciiieeee e, Fairfax
March 2 ... Herndon

Home innovations and Trends

Time: 8:45a.m.-12:25 p.m.

Date/Location:  January 7 ......cccceeccveeeeeeeiieneeeeeeeieen Herndon
New Rules of Real Estate Finance

Time: 1-4:45 p.m.

Date/Location:  January 7 .......ccccceeeereenieeneeesennennns Herndon

Specialty CE: Conquering Contracts Part | &I

Time: 9 a.m. - noon
Date/Location:  January 15 (Part 1)......ccccvveeeiiecineeneene Fairfax
January 22 (Part 2)........cccoeeeveeeieeneenne Fairfax

Broker CE : Brokerage Risk and Liability

Time: 8:45a.m.-12:25 p.m.

Date/Location:  January 20 ........cccccceeeieciiiieeesceciieee e Fairfax
February 17 ..o Fairfax
March Q..o Fairfax

Broker CE : Productive Agents and Offices

Time: 1-4:45 p.m.

Date/Location:  January 20 ........cccoccevieeiienieeneeeseeeen Fairfax
February 17 .....oooovciieeeiicceeee e, Fairfax
March 9. Fairfax

16 hr CE - Day

Time: 8:45 a.m. - 4:45 p.m.

Date/Location:  January 16 (Day 1) .....ccccveveeeevecnieeeneenns Fairfax
January 23 (Day 2) ....cccceeveeneeniieeneene Fairfax
February 13 (Day 1) ..ceeevecveeeeeccinen, Herndon
February 20 (Day 2) ....cccccceveeeieeniennne Herndon
March 12 (Day 1) .ccccoveeeeeccieeee e, Fairfax
March 19 (Day 2)......ccoceeeveenireieeeeenee. Fairfax

Agency & Disclosures under VA Agency Law

Time: 8:45a.m.-12:25 p.m.

Date/Location: February 4 .........ccoovevivciiieeee e Fairfax

Detection & Prevention of Contract Fraud

Time: 1-4:45 p.m.

Date/Location:  February 4 .......ccooeiiiiiienieeeeeee, Fairfax

Specialty CE: Neighbor Law

Time: 10 a.m. - noon

Date/Location:  February 12 .......cccocvevivciieee e Fairfax
16 hr - Evening

6 -9:30 p.m.

Date/Location:  February 16 (Part 1A)

February 18 (Part 1B) ...
February 23 (Part 2A) ...
February 25 (Part 2B)

Environmental Issues
Time: 8:45 a.m. - 12:25 p.m.

Time: 9am.-4:15p.m. i
Date/Location:  March 8.........cccoooerciiiiiee, Fairfax Date/Locatlc‘)n.. B Herndon
Green Building
Time: 1-4:45p.m.
Date/Location:  March 3 .....ccoooiiiiiiiieeeeeee e Herndon
PRE-LICENSING EDUCATION Specialty CE: Advertising Rules for Real Estate
Principles of Real Estate: Day 1-11 Agents
Time: 9am.-5p.m. Br?e/-L tion: |1\/IO a'ﬂ‘;ﬁ noon Hernd
Date/Location:  June 1 -27 ..., Fairfax ate/ocation: ION T o erndon
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NEW MEMBER ORIENTATION

Time: 9 a.m. - noon

Date/Location:  January 23 ........cccccceveeieeniiieieenneene Herndon
February 8 ......coevvieeiieiiieeee e, Fairfax
February 27 ..., Herndon
March 27 ......coovieeieeeee e Herndon

Time: 6 -9:30 p.m.

Date/Location:  March 8 .........ccoccevveiiiiniieccec e Fairfax

BROKER PRE-LICENSING

Broker Appraisal

Time: 9am.-5p.m.

Date/Location:  February 3-March 9 .......cccceevvvieennen. Fairfax

Broker Finance

Time: 9a.m.-5p.m.

Date/Location:  March 17 - April 28 .......ccccoiiveiiiieens Fairfax

Broker Law

Time: 9am.-5p.m.

Date/Location:  May 19-June 23 .......ccccceviiviiieeneennen, Fairfax

Broker Management
Time: 9a.m.-5p.m.
Date/Location:  July 21 - September 1 .......ccoccceveiieens Fairfax

POST-LICENSING EDUCATION (PL)

Post Licensing (Day 1) - VA Agency Law & Ethics

Time: 9a.m.-4p.m.

Date/Location:  January 25 ........ccccviiieriieeiee e Fairfax
February 22 .........cocoeeiiiiieieeeeee, Herndon
March 14, Fairfax

Post Licensing (Day 2) - Contract Writing

Time: 9am.-4pm.

Date/Location:  January 26 ........ccccceevueeieiiennnieeennieeenne Fairfax
February 23 ... Herndon
March 15, Fairfax

Post Licensing (Day 3) - Real Estate Law and Board Regulations

Time: 8:45 a.m. - 4:45 p.m.

Date/Location:  January 27 .......cccccccveveereiieeeniieeenneeene Fairfax
February 24 .........cocoeiiiiieeeeee, Herndon
March 16......ccevieiieeee e Fairfax

Post Licensng (Day 4) - Risk Management & Escrows

Time: 9am.-4pm.

Date/Location:  January 29 .......ccccccceiiiieiiiiennieeenieeenne Fairfax
February 25 ... Herndon
March 17, Fairfax

Post Licensing (Day 5) - Fair Housing and Current Industry &
Trends

Time: 10a.m.-3 p.m.

Date/Location:  January 30 .......ccceccvriieieenineseeeeene, Fairfax
February 26 .......ccccooeeveeiieeeceee e Herndon
March 18.....cccviiieeieeeee e, Fairfax

Buy a bundle.
And get a
I bundle back.

Unlimited continuing education
classes in 2016 for one low price.

Effective January 1 - December 31
OFFER EXPIRES: December 31, 2016

(05T: 5135

GET YOUR CE PASSPORT
TO SAVINGS NOW!!

Excluded: All Specialty CF, DC CE, Designatian Courses, Farums
and NVAR Special Events.
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——| appraisers & affiliates |

APPRAISERS

Allen Appraisals.........ccccooveriinrnnne 540-664-1169
Amanda Rae Smith ... 703-895-4993
Anthony Appraisers..........cccccceeeenne. 703-319-0500
AREAS Appraisers, InC..................... 703-866-6000
Barish & Associates of Frederick.....540-693-5373
BFMIING. oo, 703-670-2586
BN Real Estate, InC. ........cocovvveneee. 703-599-9463

Bruce W. Reyle and Company, Inc ...703-273-7375
Capitol Appraisal Service, Inc.......... 703-691-8800

Chevy Chase Bank..........ccccccovueee.. 301-907-5850
CMS Appraisals, Inc.........cccccoveeee.... 703-209-9123
D&R Appraisal Services, Inc. ........... 540-751-2220
DCO Appraisal Services, Inc. ........... 301-855-3886
Dennis J. Park ........cccoovvrvcieienne. 703-750-0560
Dickman & Associates..................... 703-938-6633
Distinctive Homes Realty, LLC ......... 540-338-4606
Dittmar Realty Group .........ccc..oeev... 703-893-0900
Dm Appraisal, LLC..........ccccoovnenn.. 703-449-0281

Interested in Partnership opportunities?
Contact treynolds@nvar.com.

Donald R. Drake Jr. .......cccoovvevrne. 571-237-9430
F&F Appraisals.......ccccoooviinennn. 703-963-1743
Forte Appraisal Service, Inc............. 703-433-2205
Gee Appraisers, InC.........ccccccoeoenn.... 703-451-9020
Harry Graef........coooovvivecviicee. 571-213-7249
Hartmann Group........ccccooevevveevenne. 703-406-7621
Heiner Appraisal, InC........................ 703-754-6110
Home Appraisers.........ccc.cccoovveveen... 703-709-5695
Hundley and Associates................... 703-212-9080

Inman Appraisal Services, Inc.......... 703-644-9877
Kandhall Appraisal Services, LLC ....571-455-2622

Karas INC.....oovevveeeeeeeeeeeereren 703-753-5635
Kinder Appraisal Services................ 703-268-0756
Lesley Omega Appraisers................. 703-403-2024
Marcia Novak & Associates, LLC.....703-585-2615
Metro Appraisal Services ................ 703-644-7772
Monir Moshashaie.............ccccoc...... 703-255-6451
NB Valuation Group, Inc................... 301-654-1719

NP Appraisal Services...................... 570-606-4177
NVA Appraisal, LLC...........cccocoo...... 703-477-3178
Omni Appraisal Services................. 703-591-4001
Philip Arold Appraisal Co., LLC ......703-250-2132
Preston Hummer.............ccccocovvuee... 703-929-0857
Renner, Hansborough, & Reese .......301-258-8181
Residential Value Services .............. 540-347-4570
Sandra A. Le Blanc.......cccccocoevvence. 703-629-6842
Silvey Appraisals, LLC...................... 703-577-1946

Stewart Jarrett R E Appr & Con.......703-671-3662
Suburban Appraisers & Consultants703-591-4200
T. L. Hoover Appraisal Service ......... 703-354-8981

Tech Appraisal Group, LLC............... 703-631-1111
Terra Appraisals, LLC ............c..cc...... 703-963-3988
The Benjamin Group, Inc.................. 703-684-3577

Washington Appraisal Grou,p Inc....703-813-8160
William C. Harvey & Associates......703-759-6644
World Mortgage.........cocoovvvciinnencee 703-934-5502

Learn more about NVAR Room Rental Opportunities at go.nvar.com/RoomRental.

A F FI L I AT E S Bold Listings Are NVAR Partners

1031 EXCHANGES
Realty Exchange Corporation.......... 703-754-9411

COMMISSION ADVANCE
Commission EXPress ..........ccc.cocu.. 703-560-5500

CORRESPONDENCE COURSES
Potomac Real Estate School............. 703-758-0034

CREDIT UNION
Realtors® Federal Credit Union......703-709-8900

ENVIRONMENTAL SERVICES

Accurate Radon Testing................... 703-242-3600
Capital Environmental Testing, LLC ...202-257-9291
Dominion Environmental

Testing, LLC ..o 703-496-3799
Guardian Radon..........ccccoovveiveinnn. 703-425-7001
RDV Environmental Services............ 540-303-7667

FINANCIAL SERVICES
1st Portfolio Lending Corporation ....703-564-9100

Access National Bank................ 703-871-2100
Access National Mortgage -
Manassas 703-871-1014

42

Access National Mortgage -

Reston 703-871-1300
Arlington Community Federal
Credit Union ... 703-526-0200

BB&T Mortgage - Arlington ...... 703-855-7403
BB&T Mortgage - Fairfax........... 703-259-2477

Chain Bridge Bank, N.A................... 703-748-2005
Embrace Home Loans, Inc................ 800-333-3004
EverBank 703-934-6000

Fidelity Bank Mortgage - Fairfax .703-466-4080
Fidelity Bank Mortgage - Falls Church ..............
703-466-4050

Fidelity Bank Mortgage - Gainesville ................
703-466-4035

First Home Mortgage Corporation ...703-652-1233
Freedom Bank Mortgage.................. 703-407-7003
George Mason Mortgage, LLC......... 703-890-2538
Homebridge Financial Services, Inc. -

FairfaX......cooooveveeieeceeceee 703-795-8079
Homebridge Financial Services, Inc. -

Rockville ..o 240-403-7233
Intercoastal Mortgage 703-449-6828
Key Title. ... 703-522-3900
M&TBaNK ..o, 703-748-3780
MVB Mortgage ........ccoovvveceeveceaee. 571-550-5461
Navy Federal Credit Union............... 703-967-8845
PNC Mortgage........covveveienreiine. 703-123-4567

JAN+FEB 2016

Prime Lending......ccccoevveveieeee. 571-442-5193
Stearns Home Loans........c.cco......... 703-615-7373
SWBC Mortgage Corporation.......... 703-579-0977
The Rosenbaum Lending Group.......703-879-5200
UnionHome Mortgage...................... 571-762-2236
United Nations Federal Credit Union703-448-8240
VHDA 804-343-5981
Wells Fargo Home Mortgage - Annandale..............
703-333-5541

Wells Fargo Private Mortgage......... 703-801-2152

FURNITURE RENTAL

CORT oo 703-379-8846
GREEN LIVING
Renewed Living, Inc. ......cccoooriencee. 703-451-6355

GUTTER REPAIR
Gagnon's Gutterworks.................... 703-716-0377

HOME CLEANING SERVICES
Maid Brigade.........coccooviininririne. 703-823-1726

HOME INSPECTIONS

AmeriSpec Home Inspections.......... 571-235-2755
Anderson Inspection Consultant......301-855-0370

RE+VIEW http://go.nvar.com/1601
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AFFI LIATES,continued

Beltway Home Inspections............... 703-957-0155
Burnett Home Inspections, LLC........ 703-965-5260
Check Mark Home Inspection Offices....................
703-321-6260

Clingenpeel Properties, Inc.............. 703-409-5292
Excel Home Inspections, LLC ........... 571-281-3846
Great Inspectations, Inc.................. 571-577-0864

HomeTeam Inspection Service......... 571-765-7799
House Inspection Associates........... 703-453-0442

Hurlbert Home Inspection............... 703-577-7127
Inquiz Home Inspections................... 703-244-9141
JIMCO Inspection Services.............. 703-402-4699

Keystone Home & Environmental.....571-238-5201
Master Home Inspection, LLC.......... 703-851-3339
No Surprises Home Inspection ........ 703-472-9020
NOVA Home Inspection, LLC............ 703-929-8349

Pillar To Post - Herndon.................... 703-657-3207
Pillar to Post - McLean... 703-291-0344
Pillar To Post - Qakton...................... 703-402-2475
Pro-Spex INC. ..o, 301-675-8411
Protect Inspect, LLC........ccoceveevee.. 703-401-8881
Red Star Home Inspection, LLC........703-431-4339
Riverpoint Appraisals....................... 571-333-3747
Square One Home Inspections......... 703-345-8380
Top To Bottom Services, Inc............. 301-938-9100

Vertex Home Inspection, LLC ........... 571-765-1515

HOME STAGING SERVICES

M. Quinn Designs.......c.cccoveeeveunen.. 703-354-6359
Preferred Staging.........ccccocoevvrience. 703-851-2690
Staged Interior .......c..ocovevveeeec 703-261-7026
HOME WARRANTY

2-10 Home Buyers Warranty............ 800-795-9595
Old Republic Home Protection......... 800-282-7131

INSURANCE SERVICES

Victor Schinnerer & Co., Inc. ........... 301-951-5495
JUNK REMOVAL

123 JUNK. oo, 571-488-5713
1-800-GOT-JUNK ..o, 800-468-5865

LEGAL SERVICES

Brincefield, Hartnett, PC. ................. 703-549-4820
Fairchild Law PLC .......oovveeeee. 571-271-4070
Fidelity National Law Group .... 703-245-0286

Joseph A. Cerroni, Esg.......cccoooeunee. 703-941-3000
Law Office of Ann-Lewise Shaw....... 703-774-7626
Law Office of James A Granoski....... 703-300-2786
Pesner Kawamoto............cccccevevneee.. 703-506-9440
Peterson Goodman & Hawkins PLC .. 703-442-3890
Redmon, Peyton, & Braswell, LLP..... 703-684-2000
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Dzubin&Kroeger.........ccocveeveriniienne 703-299-3440
Shulman,Rogers,Gandal,
Pordy & Ecker......c..ccoevreenne. 301-230-5200

Slugg & Associates, PLC 703-426-4320

MARKETING/MEDIA
My Marketing Matters............c........ 301-332-0537

MOLD SERVICES

AHS Mold Aid ..o 877-932-1171
MOVING & STORAGE
Atlas Services, LLC..........ccccvceveennee. 703-201-3084

Interstate Service Group, Inc. ... 703-569-2121

MULTIPLE LISTING SERVICE

MRIS 301-838-7100
NEW HOME BUILDER

Toll Brothers .......c.ovovveeveveeeeee 571-291-8000
Willowsford.........oooooveeeiieeen. 571-297-2000
OTHER REAL ESTATE NEEDS
Nostalgia Baskets.........cccccccoeeue..... 571-354-6025
PEST CONTROL SERVICES

Asian Pest Services, LLC.................. 703-752-1634

703-569-9333
844-234-1378

Holiday Termite Pest Control
Mitchell Pest.........occovvveeee.

My Exterminator, LLC .........ccccooce. 703-615-4028
My Pest Pros ........cccoceveeevececce, 703-665-4455
Veteran Pest & Wildlife Services ....703-581-3559
PLUMBING

Plumbing EXpress.........cccocveveevecenaee. 703-201-1399
REAL ESTATE PHOTOGRAPHY
BTW images.......cccoovvvevevececce. 703-340-6383
C. Simons & Associates.................. 703-850-4994
Exposurely Photography................... 703-899-4129
HOMEVISIt ... 703-953-3866
ROOFING

DryHome Roofing & Siding, Inc........ 703-891-4663

SETTLEMENT SERVICES

Absolute Title & Escrow, LLC.......... 703-842-7525
Atlantic Closing & Escrow, LLC........ 202-730-2635
Central Title & Escrow, Inc............... 703-658-1300
Champion Title & Settlements......... 703-385-4555
Double Eagle Title Company............ 703-865-2519
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Ekko Title - Reston ...........cccuuue. 703-481-6200
Ekko Title - Centreville............... 703-448-3556
Ekko Title - Fairfax.......c.cceeuunen. 703-560-3556
Ekko Title - Vienna.............coo...... 703-537-0800
Hometown Title & Escrow, LLC....703-752-1117
KVS Title, LLC ...ooee 301-605-1420
MBH Settlement Group - Reston703-318-9333
MBH Settlement Group -

Alexandria .........ccoocoveureennenneennens 703-739-0100
MBH Settlement Group -

Chantilly 703-734-8900
MBH Settlement Group -

Annandale 703-417-5000
MBH Settlement Group -

Arlington 703-237-1100
MBH Settlement Group -

Fairfax 703-279-1500
MBH Settlement Group -

McClean 703-734-8900
MBH Settlement Group -

Vienna 703-242-2860
MBH Settlement Group -

Burke 703-913-8080

Monarch Title - Leeshurg........... 703-771-0800
Monarch Title - Alexandria....... 703-852-7700
Monarch Title - McLean............. 703-852-1730
National Settlement Services.......... 703-354-9677
New World Title & Escrow........ 703-691-4330

Provident Title & Escrow.................. 703-451-6600
Republic Title, INC.....ooovev 703-916-1800
RGS Title. .o 703-903-9600
Stewart Title & Escrow, Inc. ............ 703-352-2935

Strategic National Title Group......... 703-637-9030
The Settlement Group - Burke ......... 703-642-6002
The Settlement Group - McLean......703-584-0450
Vesta Settlements, LLC................ 703-288-3333

TECHNOLOGY SERVICES
Centralized Showing Service............ 866-949-4277

Homesnap ........cccovoveveeereceeceee 202-999-2903
VIRTUAL TOURS

BTW images.....cccoovveieiiieiren. 703-340-6383
HOMEVISIt ..o 703-953-3866
TruPlace, INC. ..o 301-972-3201

Listis current as of press time.

Interested in becoming an NVAR Partner or
have a correction to this list? Please contact
Tracy Reynolds at treynolds@nvar.com.
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Welcome New Members

Marzia Abbasi
Mona Abdelall
Yasser Abdelsamad
Carrie Allen

Constantine
Antonelos

Brian Armstrong

Edwin Arrazola
PazSoldan

Panteh Ataei
Paul Atienza
Vaidota Babik
Michael Baffa
Dilnawaz Baig
Victoria Baker
Mary Baldwin
James Bartolozzi
Victoria Baselice
Donovan Bates
Dorianne Bauza
MaryKaye Bell
Monica Benites
Grant Bishop
Howard Bishop
Thomas Boczar
Amanda Botero
LaToya Bowe
Raquelle Bowie
Lucy Brewer
Natalie Brodersen
Judith Brosee
Dominique Brown
Marie Buonforte
Nicole Canole
Carrie Capps
Kyeong Chang
George Charuhas
Michelle Chavez
Alka Chawla
Jacquelyn Chiao
Chiu-Chu Chung
Faiga Clark

a4

Adeline Cleveland
Shellie Coury
Mary-Jo Coutu
Giovanna Cruz Fritsch
Sheila Cuadros

Carol D'Arezzo

Dane David

Eileen Davis

Jenny de Carvalho

Bruno de Lima
Campos

Joseph Delahanty
Babita Desai
Michelle Doherty
Tracy Donahoe
Vishnu Donepudi
Lewis Downs
Andrea Dubravac
Lori Duke

Rosana Eberhardt
Marie Edozie
Yanjing Elfman
Aslan Ettehadieh

Annelee Aveling
Farrar

Justin Fausett
Jessica Fauteux
Sophia Fellers
Parah Fishburn
Augusta Fitzhugh
Monica Florio
Candace Ford
Glendon Frank
Tiffani Furrow
Crystal Gallo
Robert Garagliano
Lin Giardini

Jade Gidron
Maria Gilman
Mark Goad
Soraida Gomez
John Gomez

Rajan Goraya
Thia Graham
Larry Green Jr.
Grant Grindler
Sophia Grinnan
Guojiang Gu
Amit Gulati
Cemal Gumus
Roslyn Hall
Steven Halota
Tanya Hamm
Noemi Harned
April Harrison
Roger Healey
Andrea Hewitt
Regina Himes

Randi Holland-
Dolphin

Maneja Houchin
YueFang Hu
Robin Ingenito
Connie Ingram
Arslan Jamil
Walter Janney
Mark Jaramillo
Christina Jenkins
Cherie Jolly
William Jones
Loretta Jordan
Caroline Kang
Sang Rai Kang
Karen Karl
Priyanka Kasireddy
Larry Keaton
Joel Kellogg
Benjamin Kessie
Oubab Khalil
Arifa Khan
Hassan Khokhar
Byung Kim
Jenny Kim

Su Kim

Carolyn Kimbrell
Angelia Kinston
Elizabeth Kline
Lakshmi Kolla
Joseph Krafft
Edgard Lacayo
Rosa Laitano
John Lanzone
Han Lee

Gilbert Lee
Jeffrey Leighton
leshia Leverette
Janet Lewis
George Lodge
Crista Lopez
Victor Lopez
Margot Lynn
Kyle Lyons

Carly Maher
Salman Mahmood
Wehazit Mail
Sina Malakshahi

Ricardo Ramos
Marcano

Douglas Marcinski
Tatiana Marochnik
Javier Martinez
Joseph McCarthy
Kevin McGovern
Ariunbat Mijid
Joseph Miller
Bethany Miracle
Sherrell Mitchell
John Moore

Diana Morahan
Jonathon Moseley
Brendan Murphy
Keith Muschalek
Janet Naughton
Sarah Nazar
William Neaves
Kelly Nesbitt

JAN+FEB 2016

Diem Nguyen

Hai Nguyen
Thanh Nguyen
Gabriela Nitescu
Pandora Nomikos
Vidal Nunez
Cordelia Nwonwu
Sara O’Connor
Maria Ovalles
Susannah Palik
Ramon Pardo
Chan Park
Edward Park
James Park
Sunmin Park
Vanessa Baker Paxson
Janet Pearson
Ivana Pelikan
James Petrik
Phuong Phan
Gretchen Pitcairn
Regina Podolskis
Willie Ponton Il
Khalilullah Rafigzad
Lois Randall
Nicole Rawlinson
Ray Rayasse
Jonathan Reed
Camilo Richards
Andrea Roberts
Jessica Robison
Ghufran Rowe
Theodore Royster
Siavash Salimi
Cecilio Sanabria
Davis Sessums
Tasos Sgardelis
Bhavin Shah
Nadine Shammas
Aadesh Sharma
Rajesh Sharma

Rebecka
Shaykholeslami

Crystal Sheehan
Kamal Sheikh
Yama Shirzay
Shane Sixsmith
Jennifer Skaff
Catherine Smith
Robert Smith

Jim Stokes

Colin Storm

Philip Suh
Frederick Sujat Jr.
Jessica Swingle
Matthew Taylor
Michael Taylor
Ahmet Tekmen
Su-Chen Teng

Lisa Tetenburg
Joseph Theil
Jennifer Trinch
Lorenzo Trujillo
Mark Vaught
Graham Vink
Twingo Wahba
Matthew Wahlstrom
Gwendolyn Walton
Marcus Walton
Holly Weatherwax
lan Williamson
John Williamson
Rong Xu

MoonYi

Mojgan Zadeh
Syed Zafar

Nana Zhang

Qin Zhang

Lulieta Zhilla
Richard Zwierko +

RE+VIEW http://go.nvar.com/1601
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| pro standards | ——

NVAR Professional Services Dispute Resolution Recap
Upholding Industry Standards, Earning Public Trust

THE PROFESSIONAL SERVICES DEPARTMENT handled a higher than usual case volume in 2015. With the introduction of NVAR’s
new online complaint filing system, Code of Ethics enforcement has become more simplified and accessible for consumers and
other Realtors® to help keep Realtors® honest and ethical.

Expanded provisions under the Citation System allow for a more rapid disposition to certain complaints, further streamlining the
ethics enforcement process. Please contact us at prostandards@nvar.com with questions regarding these statistics or the Code of Ethics
enforcement process.

2015 REPORT

GRIEVANCE COMMITTEE:

Disciplinary cases against individual
70 Complaints received in 2015 1 0

Respondents issued a Citation.
2 Citation Cases that proceeded to a full hearing
1 Citation case pending a full hearing

76 T — 1 0 Disciplinary cases against individual

Respondents that were withdrawn

1 3 Disciplinary cases against individual 1 0 Disciplinary cases against individual
Respondents that were dismissed Respondents still under consideration
2 +# Disciplinary cases against individual 0 Disciplinary cases referred to another
Respondents that were forwarded association

*Inciudes four cases wherein the original Respondent agreed to participate in the Citation System but the Grievance Committee added an addaional Respondent whose
allegations were ineligiste for the Citation System. These cases proceeded 1o a full hearing.

ARBITRATION HEARINGS: PROFESSIONAL STANDARDS COMMITTEE:

*
6 Claims received 24 Hearings completed
5 Claims classified as a Mandatory Arbitration 8 Hearings pending in 2016
1 Claim pending review by the Grievance Committes 2 Cases withdrawn
"
D Claims classified as a Voluntary Arbitration 6 Requests for appeal
* g
2 Hearings held 1 Case in abeyance

*Of the 24 haarings, Respondents waived their right o hearing in lowr cases
Cases withdrawn *0f the 6 requests for appeal, 3 were an appeal of the Grievance Committes's decision,

Cases resolved in mediation
Pending Hearing in 2015
Pending Mediation in 2015

Requests for Procedural Review .l Jia |
S5 &5 aR "

Arbitration cases referred 1o another association iy

Ll L] 1]
*One hea.'lng wias an interboard arbitration filed In 2004, N VA R

CO == WO
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Solicitation of Homeowners \Whose Listings Are Withdrawn or Expired:

ACCURATE STATUS CHANGES MATTER

By Sarah Louppe Petcher

Are agents who use the MRIS system to identify

properties that are listed as withdrawn, expired
® and tempoff behaving unethically?

The Legal Department at NVAR has seen an uptick

A in the number of comments and complaints regarding
e theuse of MRIS statuses to identify leads for future

solicitation. A number of Realtors® and consumers

have called NVAR to complain about this process. They believe that
Realtors® who utilize this marketing technique violate the Code of

Ethics. The intent of this article to is clarify obligations of Realtors®

and the appropriate use of MRIS statuses under the Code of Ethics.

Article 16 of the Code of Ethics states that “Realtors® shall not
engage in any practice or take action inconsistent with the agency or
other exclusive relationship recognized by law that other Realtors®
have with clients.” It is commonly referred to as the “going behind the
sign” article.

A review of Standard of Practice 16-2 clarifies the prohibitions cited
in Article 16. Standard of Practice 16-2 does not preclude Realtors® from
making “general announcements” as a marketing technigue, even if some
recipients may have a previous agency relationship in place.

The intent of Article 16 is to recognize two particular types of
solicitation. The first is “telephone or personal solicitations of
property owners who have been identified by a real estate sign,
multiple listing compilation, or other information service as having
exclusively listed their property with another Realtor®.” The second
type of unethical solicitation includes mail or other forms of written
solicitations that are “directed specifically to property owners
identified through compilations of current listings, ‘for sale’ or “for
rent” signs, or other sources of information required by Article 3 and
Multiple Listing Service rules to be made available to other Realtors®
under offers of cooperation.”

The recent surge in complaints appears to bear a direct relationship
to the potential misuse of MRIS statuses. Article 16 of the Code of
Ethics prohibits Realtors® from interfering in an existing brokerage
relationship. The first question all Realtors® must ask before making
any solicitation is whether the exclusive brokerage agreement is still
current or active. If the relationship has been terminated, then it is
ethical for Realtors® to solicit that individual.

This brings us to the question about using the MRIS system to run
reports that identify listings with a status of withdrawn, expired, or
tempofffor targeted solicitation.

To help resolve confusion regarding appropriate status type, here is
a review of the relevant MRIS terms.

Tempoff should be used to indicate that the property is not available
for showing. MRIS allows a property to have tempoff status for 21 days.
After that, if the seller still wants the property off the market, the listing
agent must contact MRIS and get the status extended by phone. This
status is for short-term use and must have seller approval. While the days
on market do not re-set when the property becomes active again, the
days on market do not accrue during the time the property is on tempoff
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status. Most importantly, a tempoff listing in MRIS is still subject to a
current, valid brokerage agreement.

Expired indicates that the listing agreement has lapsed. After the
expiration date of a listing agreement, the status of a property is
automatically changed by MRIS to expired Unless the client and licensee
agree to an extension, the agreement is terminated after this date. The
property is NOT subject to a current, valid, listing agreement.

Withdrawn indicates that the listing agreement has been terminated
prior to its original expiration date. This term is used to indicate
that the listing broker and owner have agreed to terminate their
representational agreement. The property is NOT subject to a current,
valid, listing agreement.

During a slow market season, many sellers may want to temporarily
take their listings off the market and reactivate them several weeks later.
In an attempt to reset the days on market of the property, the listing
agent incorrectly marks the listing as withdrawn instead of tempoffand
includes a note stating the seller is still represented and does not wish to
be contacted. If another Realtor® “farms” MRIS and sees the incorrect
status and not the note, that Realtor® might believe that the seller is no
longer in a brokerage relationship and, therefore, may be solicited. The
seller is still represented by the listing brokerage.

Carrying the above scenario further, imagine that both the
listing agent and the seller call NVAR, furious that another agent is
soliciting a represented seller. They insist on filing a Code of Ethics
complaint. The seller and the listing agent allege a violation of Article
16, and the complaint is reviewed by the Grievance Committee. The
Grievance Committee sees that the listing agent used withdrawn
instead of tempoffand adds allegations against the listing agent!

The committee cites violations of Article 2 and Article 12, stating
that the listing agent misrepresented a pertinent fact about the
property (Article 2) and did not paint a true picture in the real estate
communications (Article 12). Further, upon receiving the complaint,
the Realtor® who solicited the seller files a complaint with MRIS
against the listing agent for using the wrong status.

The above scenario is entirely possible if Realtors® continue to use the
wrong status in their MRIS listings. Had the listing agent in this example
used the correct status, this situation could have been avoided.

Before changing the status of your listings in MRIS, make sure you
use the right one. Expired and withdrawn status types indicate that
the listing broker no longer has a brokerage relationship with the
client. The tempoff status type is used to indicate that the owner of
the property has an ongoing brokerage relationship with the listing
broker. Posting an accurate status is best for your client and your
reputation. Make sure you double check your status changes to prevent
misunderstandings with colleagues. +

Sarah Louppe Petcher is general counsel for NVAR.
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6% INFCU*
UNITED FOR BETTER MORTGAGES

You help your clients find their dream home.
Rely on us to help them secure the financing to purchase the home.

“UNFCU provided us
with one of the most
competitive rates in

the country.”

- UNA-USA Connecticut
Chapter Member

As a portfolio lender, UNFCU offers:

> Better Rates
= Better Products

> Better Service

We serve U.S. citizens, residents and foreign buyers. sﬂgeyrgﬂen? A
Learn more at unfcu.org/DCReps or call +1 703-448-8240.

=

T

*Matatrac, Amenca’s Lagest interest rate dalabase, cerilies that UNFCU 5/, 771, 1041 ARMs consistently outperfarmed the U5, hinanceal institution market average for the 12-month
peried 7/18/2004 ta 7/18/2015
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