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By Mary Bayat

LOOKING FORWARD, 
REFLECTING BACK: 
NVAR WELCOMES OUR NEW CEO

Ads in RE+VIEW magazine do not necessarily carry the endorsement of NVAR.

LinkedIn Logo for Adobe Illustrator

Interested in advertising? 
Please call 410-772-0820 for information.

September is a transition month: children head back to school; there’s a hint of 
cool in the air; quarter three of this fast-track year ends. How quickly time flies! 
For many Realtors®, it’s a time to recharge for a strong year-end finish. At NVAR, 
changes are also coming.

Our CEO Christine Todd is retiring at the end of 2015, after 26 years of dedicated 
service to our association. During her tenure, NVAR has received accolades as one 
of the most well respected local associations in the NAR organization. Christine’s 
accomplishments include helping to migrate an outdated MLS into a regional 
one, upgrading our lock box system twice, and implementing strategic plan 
goals that bring greater value to our members. She has served as a role model for 
association executives not only in the U.S., but for the real estate communities of 
Poland and Peru. She helped those associations understand how to provide their 
members excellent industry education and benefits.  

Serving as the NAR Annual Executive Officers Institute governor from 1988 
to 1992, Chris emerged as a top leader. For her contributions to real estate 
association management, she was the youngest recipient of the William R. Magel 
Award of Excellence in 1997. For two years, she served as chairman of the NAR 
Association Executives Committee. We all know her contributions were tireless.

After a nationwide search, the NVAR CEO Task Force recommended an 
outstanding candidate. At a July special meeting, your NVAR board approved the 
selection of Ryan T. Conrad to be Christine’s successor. Learn more about Ryan at 
go.nvar.com/conrad.

Christine and Ryan will work closely together for the rest of this year to ensure a 
smooth transition.

These next few months will be bittersweet. We will miss Christine, but wish her 
well as she accepts new challenges as an industry consultant. And we are excited 
to work with Ryan and to learn about his priorities for NVAR’s future.

Now you have so many reasons to attend our 2015 Convention & Trade Show on 
Tuesday, Oct. 13. It will be your chance to congratulate Christine for her service, 
and welcome Ryan as the incoming CEO. Check out the Convention insert at the 
center of this magazine to learn about what’s in store that day. 

Whether you kept a low profile, or charged through the summer at full speed, 
everyone can use an educational boost to maintain momentum through 
year-end. You will also want to attend our Economic Summit, scheduled for 
Wednesday, Sept. 9 (see page 33 for all the details). With upcoming changes to 
the closing process, there is much to learn.  Read more about those changes in 
Michele Lerner’s cover article on page 24, and also on page 29.

I hope to see you at both fall events. Please join me in offering our heartfelt 
thanks to Christine and warmly welcoming Ryan.

Mary Bayat
2015 Chair of the Board 

facebook.com/nvar.realestate

twitter.com@nvar

NVAR

https://www.facebook.com/nvar.realestate
https://twitter.com/
https://www.linkedin.com/company/1176371?trk=tyah&trkInfo=clickedVertical%3Acompany%2CclickedEntityId%3A1176371%2Cidx%3A1-1-1%2CtarId%3A1440432152198%2Ctas%3Anvar
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market metrics

THIS TIME LAST YEAR, the housing market in the NVAR 
and Washington regions hit a bump in the road (“Has the 
Northern Virginia Housing Market Hit the Wall?” Re+View 
Sep-Oct 2014, p. 20). 

An unusually harsh 2013-2014 winter, the October ‘13 
federal shutdown and sluggish job growth set the stage for the 
2014 housing market, causing potential buyers and sellers to hit 
pause. But the underlying economic and population trends that 
played a role in that market have improved, giving the existing 
home sales market a needed boost.

ECONOMIC TRENDS
The federal sequester and the draw-down of both the 

economic stimulus and the wars in Iraq and Afghanistan 
translated into weak 2014 job growth in the Washington 
region. Two of the largest and highest-earning sectors, the 
Federal Government and Professional & Business Services, 
had declines for much of the year. But gains have been made in 
recent months. 

Between June 2014 and June 2015, the Washington region 
added 68,500 jobs, including 31,800 jobs in Northern Virginia. 
Locally, this is the highest 12-month gain in more than four 
years. For the Washington region, the largest increases were 
in the Professional & Business Services sector (+24,900), 
Education & Health Services sector (+18,800) and State & 
Local Government (+8,600). 

The Northern Virginia Housing Market  
Is Back on Track after a Bumpy 2014 
COMPARING 2014 AND 2015 HOUSING MARKET TRENDS  

By Jeannette Chapman

This job growth indicates that the average wage in the 

Washington area is on the rise. Between 2010 and 2013, the 

average wage in the region had a sharper and more prolonged 

decrease than during the Great Recession, and fell a total of 3.2 

percent (Figure 1). The average wage increased modestly (+0.5 

percent) in 2014, and that growth is likely to continue in 2015. 

Figure 1: Average Wage in the Washington Region 
(in thousands of 2014 $s)

Source: U.S. Bureau of Labor Statistics

The NVAR region also continues to have low 

unemployment. In May 2015, the unemployment rate was 

just 4 percent, and 0.2 percentage points lower than the same 

time last year. The unemployment rate continues to be lower 

than in the Washington region as a whole, where it was 4.7 

percent in May 2015. Additionally, the NVAR region gained 

4,500 employed residents between May 2014 and May 2015. 

The stronger job growth, its implied wage growth, and the 

continued low unemployment all bode well for the home 

sales market. 

POPULATION GROWTH
Population estimates for 2015 won’t be available until next 

year, but the 2014 estimates reinforce some of the trends that 

we saw in the housing market. Between 2013 and 2014, the 

NVAR region added 5,695 residents –  the smallest gain in 

several years (Figure 2, page 8). The natural increase, births 

minus deaths, has been steady for the area since 2010. 
Market Metrics continued on page 8

“The stronger job growth,  

its implied wage growth,  

and the continued low 

unemployment all bode well  

for the home sales market.”
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Net international migration has also been stable during 
this time. However, net domestic migration, which is 
typically driven by job growth, has been increasingly 
negative in the past several years, as more people move 
elsewhere in the U.S. The job increases seen to date in 2015 
suggest that net domestic migration will be less negative in 
2015, and therefore less of a drag on the housing market.

Figure 2: Population Change in the NVAR Region

Source: U.S. Census Bureau

HOUSING TRENDS
Closed Sales

Housing market indicators during the first six months of 
2015 showed improvement from the same period in 2014. 
In the first half of 2015, there were 10,115 closed sales in 
the NVAR region, or an increase of 9.1 percent from first 
half of 2014 (Figure 3). Overall, 2015 is on pace to exceed 
2014 sales. Despite the solid growth, the region has not fully 
recovered from last year’s disruption. Closed sales in the 
first half of 2015 were 2.4 percent lower than in the same 
period of 2013. This is largely a result of lower single-family 
detached home sales, which were 5.1 percent lower than 
their 2013-level. Sales of townhomes and condo properties 
were essentially unchanged from their 2013-levels.

Figure 3: Closed Sales in the NVAR Region, January through June of 
Each Year

Source: RealEstate Business Intelligence, Inc.

Every jurisdiction in the NVAR region had more closed 
sales in the first half of 2015 than the first half of 2014. Fairfax 
County had the largest gains during this time (+ 9.9 percent) 
and was closely followed by Alexandria (+ 9.6 percent).

Average Prices
Sales prices have climbed in the NVAR region since 

2009, and this year has been no exception (Figure 4). In 
the first half of 2015, the average sales price in the region 
was $558,797, which is 2 percent higher than during the 
same period of 2014. This is the highest average sales price 
recorded in the region since 1997, but it was partially driven 
by the mix of sales. While the overall average sales price 
reached a record-level high, the average sales price for single-
family detached homes, townhomes and condo properties 
did not surpass their peak prices.

The average sales price of a single-family detached home 
in the first half of 2015 was 1.1 percent below its 2006 peak. 
Townhomes remain 1.2 percent below their 2006 peak and 
condo properties remain 2.2 percent lower than their 2007 
peak. All property types show signs that sales price growth 
is slowing modestly, and have been growing at 0-3 percent 
instead of the 5-10 percent seen during the 2009-2013 period.

Figure 4: Average Sales Price in the NVAR Region, January through 
June of Each Year 
(in thousands of $s)

Source: RealEstate Business Intelligence, Inc.

Inventory
Inventory continues to rise, and at the end of June there 

were 5,735 active listings in the NVAR region. Although all 
property types had double-digit increases compared to last 
June, inventory remains low relative to sales. There may be 
an undersupply of townhomes, in particular, which made up 
only 17.7 percent of the June inventory yet accounted for 27.4 
percent of the June sales.

continued from page 7
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The NVAR region had 3.3 months of supply at the end 
of June, with the jurisdictions in the region ranging from 
2.8 months (Fairfax City) to 3.3 months (Fairfax County). 
There were 3.6 months of supply on the market for condo 
properties, while single-family detached homes had 3.5 
months. Townhomes had 2.5 months of supply at the end of 
June. With the tight inventory, the average days-on-market 
remains low despite some recent increases. 

OUTLOOK
Bolstered by job and wage growth and lingering pent-up 

demand, the NVAR region should continue to see growth in 
closed sales, pricing and inventory. As we enter the fall and 
winter months, typical seasonal patterns should emerge, 
resulting in less activity compared to the summer months. 
Provided there are no surprises from either the winter 
weather or the federal government, the housing market is on 
track to close out 2015 on a high note. 

Jeannette Chapman is a research associate at the George Mason 
University Center for Regional Analysis.

“Bolstered by job and wage growth 
and lingering pent-up demand,  

the NVAR region should continue  
to see growth in closed sales, 

pricing and inventory.”

http://ekkotitle.com/
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section 8

LANDLORDS AND REALTORS® play a key role in the local 
effort to prevent and end homelessness. However, landlords 
are faced with the daunting process of tenant selection.

Northern Virginia has a robust Section 8 Housing Voucher 
program, therefore many prospective tenants interested in 
renting from landlords qualify under this program. The 
Section 8 program was created to ensure that working poor 
residents can reside in communities where there are more 
employment opportunities. They would also live in places 
where most residents work, rather than be concentrated in 
homeless shelters or low income apartment projects.

The federal government provides the resources to make it 
possible for low-income working poor, disabled and elderly 
residents to access affordable housing. Local governments and 
non-profit organizations partner with private landlords to 
administer the Section 8 program and to address problems that 
might arise. 

There are myths about renting to tenants screened for 
participation in the program. This may have deterred landlords 
from signing on to the effort to fight homelessness by accepting 
tenants who qualify for Section 8. Armed with facts, landlords 
may find that the Section 8 Voucher Program is worth 
investigating.

SECTION 8 PROGRAM ADMINISTRATION
The Section 8 Program is a federally subsidized program to 

assist low-income, elderly, and disabled tenants find housing 
in the private market. The local public housing authority 
(PHA) administers the vouchers. In Northern Virginia, close 
to 9,500 Section 8 vouchers are administered by various 
programs. Of the two public housing authorities in Northern 
Virginia, only the Alexandria Redevelopment and Housing 
Authority administers vouchers. In Fairfax, the vouchers are 
administered by the Fairfax County Department of Housing 
and Community Development. In Arlington, the vouchers 
are administered by the Department of Human Services 
Housing Choice Voucher Program. In other jurisdictions, 
either housing or social service agencies administer the 
vouchers. The PHAs receive funds from the U.S. Department 
of Housing and Urban Development (HUD). With the high 
cost of living in the Northern Virginia area, Section 8 vouchers 

Bursting the Myth  
GUIDE TO SECTION 8 AND ELIGIBLE TENANTS  

Dipti Pidikiti-Smith and Peyton Whiteley

can benefit both landlords and tenants. The Fairfax County 
Redevelopment and Housing Authority touts the advantages of 
leasing to Section 8 tenants: 
• Landlords receive regular monthly payments from PHA 

which cover a significant portion of the rent 
• Units are kept occupied and profitable 
• Landlords screen and select tenants 
• PHA will advise and assist with any problems concerning a 

tenant 
• If income is reduced, the tenant’s portion of rent will be 

adjusted and the housing assistance portion will be increased 
• Participants are screened by PHA for prior criminal activity 
• Landlords may be able to receive a tax deduction for rental 

property (see IRS Publication #527) 
• Property owners are providing one of the most important 

human necessities – stable housing. 

PROCESS FOR THE LANDLORD
A tenant who is issued a Section 8 voucher is responsible 

for finding suitable housing where the landlord agrees to 
rent under the Section 8 program. To join the program, the 
landlord must:
• Have provided proof of ownership documents – copy of 

Deed of Trust or HUD 1 Settlement Statement
• Have provided a verified Employer Identification Number or 

verified Social Security Number
• Have provided a valid government-issued photo 

identification
• Be current on all payments or payment agreements related 

to utilities
• Not be placed on the HUD’s debarment list.

Estimated Number of Vouchers  
by Jurisdiction and Year 

City of Alexandria  ..................................................... 1,926 (2015) 
Arlington County ........................................................ 1,588 (2015)
Fairfax County  ...........................................................3,800 (2015)
Loudoun County  ........................................................... 695 (2012)
Prince William County  ............................................. 2,104 (2012)  

Section 8 continued on page 12
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Note that these requirements may vary by jurisdiction.

What is a Realtor’s® next step after receiving a listing 

agreement indicating that the landlord will accept applications 

from tenants who qualify for Section 8? Once there is an 

agreement with a potential tenant, the landlord will complete 

a Request for Tenancy Approval form. The form requests basic 

information, including landlord name, unit address and monthly 

rent. The landlord must also negotiate a lease agreement with the 

potential Section 8 tenant. After the unit passes inspection, the 

landlord and the PHA will sign the Housing Assistance Payment 

Contract (HAP). Under its terms, the PHA agrees to make rent 

payments to the landlord on behalf of the tenant.   

SCREENING PROCESS FOR SECTION 8 TENANTS IS THE SAME
A common misconception is that a landlord must accept 

any tenant who receives Section 8 assistance. Landlords may 

screen Section 8 tenants just as they would a non-Section 

8 tenant. For example, a landlord may run a credit check, 

criminal background check, and verify prior address, rental 

and work history. The PHA will screen tenants for program 

suitability. To be eligible, the tenant has very low-income, is a 

U.S. citizen or a non-citizen with eligible immigration status, 

and is in good standing with federal housing programs. 

Assistance is denied if the tenant: 

• Has been evicted from federally assisted housing

• Has been terminated from another Section 8 program  

for cause

• Committed fraud, bribery, or any other corrupt criminal act 

in connection with a federal housing program

• Owes any rent to the PHA

• Failed to reimburse a PHA for unpaid rent or damages, or

• Has a family member with a repeated pattern of any type of 

criminal behavior. 

RENT AMOUNT IS FULLY SUPPLEMENTED
Another misconception is that rental payments are 

inconsistent. As stated above, under the HAP contract, the 

PHA agrees to make rent payments on behalf of a Section 

8 tenant. The tenant generally pays 30-35 percent of the 

tenant’s adjusted gross income. The remainder is paid by 

the PHA. If there is an increase or decrease in the tenant’s 

income, the PHA will recalculate the respective payments. 

The PHA makes the rent payment via direct deposit by the 

first of the month. 

Sample Rent Allocation

SITUATION RENT

TENANT 
PORTION 

TO 
LANDLORD

PHA 
PORTION  

TO 
LANDLORD

30% of adjusted gross 
income = $300

$1,000 $300 $700

Tenant’s income increases 
and 30% adjusted gross 
income now = $500

$1,000 $500 $500

Tenant’s income decreases 
and 30% adjusted gross 
income now $100

$1,000 $100 $900

The rent amount is determined based on fair market 
rates, which are gross rent estimates. The PHA may establish 
the payment standard amount for a unit by bedroom size, 
based on HUD’s published fair market rent (FMR) schedule 
for the FMR areas in which the PHA has jurisdiction. For 
example, the HUD 2015 FMR in Alexandria for a one-
bedroom is $1,230. 

INSPECTIONS
HUD requires that units receiving Section 8 assistance meet 

HUD’s Housing Quality Standards (HQS). The requirements 
include a cooking stove, a kitchen with hot and cold running 
water, a working light fixture in the bathroom and kitchen, a 
fixed tub or shower with hot and cold running water, and no 
evidence of mold.

There are several types of PHA inspection:
• Initial Inspection: the unit must pass the HQS inspection 

before the start date of the HAP contract
• Annual Inspection: PHA will inspect the unit at least 

annually to make sure the unit continues to meet HQS
• Special Inspection: may be requested by the landlord, 

family, or a third party due to a problem between annual 
inspections.
The landlord may conduct periodic inspections to ensure 

the tenant is maintaining the premises in good condition. 

WHAT IF PROBLEMS OCCUR?
The landlord can resolve the problem with the tenant 

directly. If any notices are issued, the landlord should provide 
a copy to the PHA, which will conduct its own investigation. 
The tenant has an incentive to remedy any violation, since a 

“A common misconception is that a landlord must accept  

any tenant who receives Section 8 assistance.”

continued from page 11
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• Fairfax County Housing Choice Voucher Programs: 
fairfaxcounty.gov/rha/rentalhousingprograms/hcv.htm

• Request for Tenancy Approval Form:  
portal.hud.gov/hudportal/documents/
huddoc?id=52517.pdf

• HUD Fair Market Rent Schedule: 
huduser.org/portal/datasets/fmr/fmr_il_history.html

• Sample Section 8 Inspection Checklist:  
portal.hud.gov/hudportal/documents/
huddoc?id=52580.pdf  

failure to remedy can result in the termination of the tenant 
from the Section 8 program. 

The landlord-Section 8 tenant relationship is similar to 
a regular landlord-tenant relationship. By participating in 
the program, however, a landlord is ensured rent payments 
while providing needed housing to a low-income family, 
elderly or disabled tenant. The Section 8 program is a 
viable solution to address the pressing affordable housing 
needs in Northern Virginia.

Dipti Pidikiti-Smith chairs the Housing Law and Consumer Law 
groups at Legal Services of Northern Virginia. 
 

Peyton Whiteley is advocacy coordinator at Legal Services of 
Northern Virginia and previously taught housing law at the 
University of Virginia School of Law.

“By participating in the program, …a landlord is ensured  

rent payments while providing needed housing to a 

low-income family, elderly or disabled tenant.”

Section 8 Resources

http://firstdecisionrealty.net/
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predictive analytics

FOR DECADES, county record reporters 
and tax assessors’ offices have kept 
troves of information on homes and 
homeowners, including selling price, 
mortgage loan records, occupancy, 
defaults, delinquencies and more. 

Intrepid Realtors® used individual 
data points, especially those related 
to FSBOs and expired listings, to land 
one-off listings. But the majority of the 
information was offline, so despite an 
overload of data, real estate practitioners 
had almost no way to use it.

WHAT IS PREDICTIVE ANALYTICS?
During the last 10 years, the 

algorithmic analysis of “big data” 
became the backbone of massive 
enterprises. Online retailers such as 
Amazon began analyzing past purchase 
patterns. Amazon is now rumored to 
get 30 percent of its sales through its 
data-backed “recommended for you” 
carousels. Facebook famously tweaks its 
algorithms to provide a desirable user 
experience that allows for ads and other 
revenue-building activity.

HOW DOES PREDICTIVE ANALYTICS 
FOR REAL ESTATE WORK?

The offline records from assessors’ 
offices are not user-friendly, but they hold 
much of the big data of the American 
residential real estate industry. Now that 
most of these files have been transcribed 
into online records, organizations like 
the National Association of Realtors® and 
data-crunching companies are working to 
normalize the data and provide actionable 
insights for real estate professionals. 

A New Era Of Farming And  
The Power To Predict Listings  
HOW BIG DATA AND PREDICTIVE ANALYTICS ARE HELPING REALTORS® EXPAND THEIR BUSINESSES 

By Avi Gupta

Within the real estate industry, 
predictive analytics can be used to 
analyze seller patterns and to predict the 
homeowners who are most likely to sell 
in hyperlocal neighborhoods. From there, 
the real estate professionals who use a 
predictive marketing solution can deploy 
highly targeted marketing campaigns 
to their top prospects. The end goal, of 
course, is for Realtors® to optimize their 
time and efforts by focusing on a smaller 
group that is more likely to transact. 
And when the time comes for those 
homeowners to sell, the proactive agent 
will be top of mind.

IDENTIFYING POTENTIAL SELLERS
Predictive analytics companies sell 

hyperlocal territories to their clients, 
because selling patterns change from one 
block to the next. Clients can test different 
territories to find the neighborhood with 
the highest commission and/or turnover. 

Such platforms also rank each 
homeowner within the territory by 
likelihood to sell in the next 12 months, so 
Realtors® can target market and follow up 
with their top prospects. 

“We are in a high rent area, and local 
executives and lawyers get a lot of junk in the 
mail. So we are mailing to data-identified 
possible sale candidates once every two 
months, and then following up with online 
ads and retargeting. From these efforts, I 
usually get 10-15 responses each month, 
and I follow up personally with a video 
introduction to get the ball rolling,” explains 
Karen Close, a Century 21 real estate agent 
in Arlington, Virginia, who uses a predictive 
analytics platform to land listings.

GETTING THE LISTING
Most agents have a tried-and-true listing 

appointment strategy. However, many 
agents also use the various insights found 
on their big data platform’s dashboard such 
as equity, home price appreciation and 
neighborhood selling trends —  to forge  
in-person discussions with their top targets. 

In other cases, the connection has already 
been made through marketing mailers. 

“One local veteran was given three referrals 
through the USAA process, and my name 
wasn’t on the list. I’d been mailing to him for 
some time because he was identified as one 
of my top selling prospects, and he knew my 
name as a result. Rather than work with one 
of the referred agents, he followed up to see if I 
qualified, and I got the listing. To me that was 
proof that the marketing was hitting the right 
people and making an impact,” said Close.

PLAYING THE LONG GAME
Just as Amazon needed to earn the trust 

of American consumers, so, too do the 
Realtors® using data-backed farming. For 
predictive analytics clients such as Close, 
that means using a platform that identifies 
top sales candidates, and then using natural 
relationship building techniques like door 
knocking or personal phone calls. 

Think of it this way: big data and 
predictive analytics get agents to the front 
doors of the homeowners most likely to list. 
Agents can use additional insights and their 
own savvy to get to the kitchen table for a 
listing appointment. 

Avi Gupta is the president and CEO at 
SmartZip, a Bay Area data and predictive 
analytics company currently focused on the real 
estate industry.
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government affairs

WHILE THE SUMMER MONTHS are typically busy for 
Realtors®, this time of year is considered the “off-season” 
for government affairs professionals.  Even with the General 
Assembly out of session and many governing bodies taking 
extended recesses, NVAR’s Public and Government Affairs 
Department has continued working hard to protect and 
promote Realtor® interests. 

NVAR staff has been out and about sharing Realtor® issues 
with state and local elected officials. These discussions have 
included meetings with Sen. Barbara Favola (D), Sen. Dick 
Saslaw (D), Del. Randy Minchew (R), Del.Tag Greason (R), Del. 
Kathleen Murphy (D), Del. Vivian Watts (D), Del. Rip Sullivan 
(D), Del. Alfonso Lopez (D), Del. Jackson Miller (R), Del. Rich 
Anderson (R), Del. Luke Torian (D), Del. Marcus Simon (D), 
Del. Jim LeMunyon (R), Arlington County Board Member 
John Vihstadt (I) and Fairfax County Board of Supervisors 
Chair Sharon Bulova (D). Staff will remain in contact with the 
Northern Virginia state and local delegation throughout the fall 
to keep them updated on Realtor® concerns.

The Northern Virginia Realtors® Political Action 
Committee (NV/RPAC) and the NV/RPAC Trustees have also 
been attending and hosting political events and interviewing 
candidates for the November elections. NV/RPAC hosted 
in-kind fundraisers at NVAR headquarters for Sen. Jennifer 

NVAR Government Affairs –  
Keeping Busy in the ‘Off-Season’   
RECEPTIONS JOIN ELECTED OFFICIALS, LOCAL BUSINESS PEOPLE  

Del. Tag Greason (R) (center) greets Va. House Majority Leader, Kirk Cox 
(R), and business leaders at a July 13 luncheon at NVAR.

Del. Jackson Miller (R) (right) discusses 
issues and the upcoming elections with area 
business leaders on August 5 at NVAR.

Sen. Jennifer Wexton (D) (right) provides an 
update on her campaign and the issues she 
will be working on in 2016 for guests at an 
August 6 NV/RPAC-hosted luncheon. 

Del. Charniele Herring (D) (center) and Senate 
Minority Leader Dick Saslaw (D) (second from 
right) take time out from lunch to share the 
limelight with Northern Virginia government 
affairs professionals at NVAR on July 20.

Wexton (D), Del. Jackson Miller (R), Del. Charniele Herring 
(D) and Del. Tag Greason (R). In August, the NV/RPAC 
Trustees interviewed candidates for both state and local 
elections and made endorsement and funding decisions for 
open races.

These efforts ensure that individual legislators and 
candidates understand and support Realtor® issues, and keep 
those subjects in the forefront.  
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WITH ALL EYES ON THE 2016 PRESIDENTIAL ELECTION, many 
may not be focused on the elections taking place in Virginia this 
November. Local and state elected officials are the individuals who 
will affect a Realtor’s® every-day life and business practices.

Virginia has a “mega election” every four years.  All 140 members 
of the state legislature and many local officials are up for reelection. 
In Northern Virginia, this means more than 35 General Assembly 
seats, and the entire Boards of Supervisors or City Council members 
for Alexandria, Arlington, Fairfax, Loudoun and Prince William. In 
Fairfax County, the Clerk of the Court is running for reelection.

What makes this year particularly important is that there are 
open seats – where the incumbents are not running – in a number 
of jurisdictions. This is our opportunity to educate these new 
candidates about NVAR’s position on real estate-related issues. Our 
meetings and lobbying efforts are important tools in this effort.

The 11 Trustees of the Northern Virginia/Realtors® Political 
Action Committee (NV/RPAC) have interviewed the open-seat 

2015 Elections?   
THE OUTCOMES DO AFFECT YOUR LIVELIHOOD! 

By Mary Beth Coya

elections

candidates to determine which of them support our issues and 
should receive NV/RPAC’s backing. Candidates also completed 
questionnaires relating to real estate issues.  

For those incumbent legislators who have worked very closely 
with us –our Realtor® Champions – we’ll be going the extra mile 
for them, with Get Out The Vote (GOTV) efforts.

We can make a big difference in the election outcomes. Don’t sit 
back and “let someone else vote.”  Every vote makes a difference.

The list of NV/RPAC-endorsed candidates will be on nvar.com  
after the Trustees have made their decisions. In September, watch 
for NVAR’s Town Hall Notes email to see the latest election 
information. Volunteer! We can help connect you with the 
endorsed candidates. For more information, email  
govaffairs@nvar.com. And don’t forget to VOTE on Nov. 3!  

Mary Beth Coya is the NVAR senior vice president for public & 
government affairs.

https://newworldtitle.com/
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SOME LOCALITIES DON’T ALLOW DIRECTIONAL SIGNS. Across 
the country, more homeowner associations are regulating or 
prohibiting directional signs. This is in response to the public 
becoming increasingly tired of clutter along the roadways. We know 
that signs are important to your business. NVAR members and staff 
have lobbied hard to protect your ability to erect signs. We also have 
fought local efforts to limit size, riders, etc.

FAIRFAX TO STEP UP ENFORCEMENT
Unfortunately, some agents will not obey the rules. Fairfax 

County has now added a second enforcement team to confiscate 
directional signs left beyond Monday and those that are illegally 
placed in the median, regardless of day or time. NVAR continues 
to receive calls from elected officials who have constituents 
complaining about the proliferation of signs left up past the allowed 
timeframe. In addition to the risk of sign confiscation, grievances 
lodged with NVAR and the Real Estate Board are likely.

Realtors®: Obey Sign Laws  
A FEW BAD ACTORS WILL COST ALL REALTORS® 

By Mary Beth Coya and Brenda Heffernan

sign ordinance

FIRM NAMES MUST BE DISPLAYED
Pursuant to 18VAC135-20-190, the firm’s licensed name must be 

clearly and legibly displayed on all advertising. Advertising includes 
anything that promotes your services and/or your client’s property.

Current law requires that print advertising (anything that is not 
electronic advertising) must have, at a minimum, the name of the 
firm. This includes directional signs to an open house. 

A licensee advertisement must disclose the firm name and the 
licensed name of the agent.

A new regulation, effective Nov. 1, 2015, requires that all “for 
sale” and “for lease” signs placed on a property must at least 
include the firm’s name and the firm’s primary or branch office 
telephone number.

Mary Beth Coya is the NVAR 
senior vice president for public 
& government affairs. 

Brenda Heffernan is 
NVAR’s VP of education, 
counsel.

http://www.vhda.com/Homebuyers/HomeownershipEdu/Pages/HomeownershipEdu.aspx#.VdtBrPlVhBc
http://www.vhda.com/Homebuyers/HomeownershipEdu/Pages/HomeownershipEdu.aspx#.VdtBrPlVhBc
http://www.vhda.com/Homebuyers/FindALender/Pages/FindALender.aspx#.VdtB4PlVhBc
http://www.vhda.com/Homebuyers/FindALender/Pages/FindALender.aspx#.VdtB4PlVhBc
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sign ordinance

Improperly placed open house signs can cost you more than a 
sale. They can also result in confiscated signs and a loss of your 
hard-earned money.

Several years ago, NVAR worked with Fairfax Supervisors 
and the General Assembly to devise an enforcement program 
to curb the use of illegal signs while still protecting the ability 
of Realtors® to place real estate directional signs in approved 
locations. Under the revised ordinance, off-site directional 
signs would be allowed from Saturday through Monday. Signs 
remaining up after that are subject to confiscation.

Realtors® in Fairfax County must pay special attention to the 
location of their directional and open house signs. As a result of 
an agreement between the County and VDOT, officials began 
enforcing sign regulations, and issuing fines, on week-days.

Placing signs in the highway rights-of-way has always 
been prohibited in Fairfax County under Federal Highway 
Administration rules. However, enforcing those provisions proved 
difficult for County staff. As a result, the number of commercial 
signs in the rights-of-way has grown exponentially, as has public 
backlash against them.

SIGN ENFORCEMENT: WHAT YOU NEED TO KNOW
Realtors® can play a role in keeping the County attractive for 

homeowners and potential buyers by adhering to the following:

• Off-site directional signs placed Saturday through Monday in the 
public right-of-way adjacent to the road will not be subject to 
the County’s sign enforcement program. For the purposes of the 
program, the right-of-way will be considered to extend 12 feet 
from the edge of the roadway.

• Fines for the placement of illegal signs are $100 per sign, with 
each sign constituting a separate offense. The County will 
attempt to send warnings to offenders before instituting fines, 
but be aware that agents in our area have already received fines 
of up to $1,000 for egregious offenses.

• The County is required by law to hold confiscated signs for five 
days. If your sign has been confiscated and you would like to 
retrieve it, you may do so at the I-66 Transfer Station on West Ox 
Road in Fairfax.

• Balloons, flags, and other moving parts attached to signs in 
the right-of-way are illegal at all times, as are signs placed in 
the medians of divided roadways, because they are considered 
distracting to drivers.

• VDOT will respond to citizen complaints about signs in the  
right-of-way. If they find that the sign is a hazard for drivers, it  
may be confiscated at any time.

• Signs placed in roadways covered by the Adopt-a-Highway 
program are illegal and subject to confiscation at any time.

Fairfax County Code Officials are available to make presentations 
to area real estate offices and answer questions about the sign 
enforcement program. For more information, contact the Office of 
Code Compliance at 703.324.1300. 

Complete sign ordinances for all Northern Virginia localities may be 
found on our website at go.nvar.com/signs. 

SIGNS: HERE TODAY, GONE TOMORROW 
Article updated and reprinted from July 2013 RE+VIEW magazine.

http://vestasettlements.com/
http://nvar.com/sign-ordinances/nvar-law-ethics-portal/legal-knowledgebase/real-estate-laws/sign-ordinances
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board of directors election

2016 NVAR Board of Directors 
Candidate  Profiles

BRIAN BLOCK, ABR, CRS, EPRO, GRI, SRES 
RE/MAX ALLEGIANCE – ALEXANDRIA 

Brian Block is the managing broker of two 
RE/MAX Allegiance offices in Alexandria (75 
agents) and an NVAR member since 2002. 
Brian has served on the NVAR Board for four 

years and looks forward to continuing his service.  Brian was 
Chairman of the 2012 NVAR Convention.  Brian has appeared 
on national and local television discussing the housing market 
(CBS Early Show, Neil Cavuto Show on Fox News), as well 
being interviewed in local and national print media. Brian 
strongly supports RPAC and regularly attends NVAR events, 
classes and forums.

Brian has been a presenter at NVAR Conventions, RE/MAX 
International Conventions, and taught pre-licensing for several 
years.  He graduated from the 2011 VAR Leadership Academy 
and the 2010 NVAR Leadership Academy.  Prior to his real 
estate career, Brian worked as an attorney and is a graduate of 
University of Pennsylvania and George Mason Law School.

(In alphabetical order – bios written by candidates)

Board of Directors Election continued on page 22

GENEVIEVE CONCANNON 
SMITH | SCHNIDER – ARLINGTON

Genevieve Concannon brings over a decade of 
real estate experience in residential construction 
and multi-million dollar sales to her clients.

As the director of custom homes with  
Smith | Schnider, Genevieve manages and cultivates complex real 
estate relationships within the D.C. Metro area. 

Genevieve has consistently proven herself as a driving force 
behind the region’s top boutique brokerages, and has delivered 
leading-edge results in construction management, green building, 
planning and sales. She recognizes the passion and dedication it 
takes to build and what homeownership truly means. 

Active in the Northern Virginia Association of Realtors®’ Policy 
and Reform Committee, Legislative Review Task Force and 2015 
Leadership Academy, as well as the Northern Virginia Building 
Industry Association, Genevieve knows her community. She is a 
2016 Leadership Arlington classmate, serves as secretary for the 
Nauck Revitalization Organization, is a longtime fundraiser for 
the Arlington Food Assistance Center and strong advocate of 
environmental, sustainability and energy programming.

REGGIE COPELAND 
LONG & FOSTER – ARLINGTON/ALEXANDRIA

Reggie Copeland is the Managing Broker 
at the Arlington/Alexandria office of Long 
& Foster Real Estate. Reggie flourished over 
16 years as a top producing agent, before 

venturing into management for the second time in 2011. Reggie 
focuses on basics and believes his successful experiences ensure 
accomplished agents. 

Reggie is passionate about teaching and mentoring. He’s been 
active at NVAR since 2006, working on: Grievance Committee, 
Professional Standards Committee and chairing the Convention 
Task Force in 2013. He is a graduate of the NVAR Leadership 
Institute, attended the Legislative Receptions, Convention and 
Trade shows, and annual membership meetings. Reggie’s eager 
to get involved in real estate endeavors that enhance his learning, 
and his capability to share insight with others.

Reggie views a Board position as a great privilege and an 
incredible responsibility. He looks forward to the exciting 
challenge. He’s passionate about key policies surrounding our 
industry.

GARY LANGE 
COLDWELL BANKER RESIDENTIAL  
BROKERAGE – FAIRFAX 

Gary Lange is the managing broker of the 
Fairfax office of Coldwell Banker Residential 
Brokerage. He started his career 15 years ago, 

becoming a top producing agent before transitioning into 
management. 

Gary is a 15-year member of NVAR and is currently 
serving on the NVAR Board of Directors. He has also served 
on the Grievance Committee, was Vice Chair in 2013 and 
participated in NVAR’s Leadership Institute in 2012. 

Gary enjoys volunteering on the Grounds Committee in 
his community. “Volunteering keeps me plugged in to what’s 
happening and allows me to collaborate with others to make 
decisions that help shape our community and industry.”  Gary 
has been honored to serve on the NVAR Board of Directors for 
the past two years and hopes to continue to serve his peers for 
the next few years.
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VERONICA SEVA-GONZALEZ, CIPS, GRI
COMPASS – WASHINGTON, D.C. 

Veronica Seva-Gonzalez was born and 
raised in Barcelona, Spain. Growing up around 
her parents’ real estate and construction 
business, she has always been interested 

in architecture and helping people. Now, a mother of two, 
Veronica leverages her family background and her time as a 
professional swimmer with the Spanish National Team and a 
labor law consultant with Deloitte.

In real estate for over 10 years, Veronica has helped 
hundreds of clients. She has volunteered in the NAR Global 
and Alliance Committee. She is a graduate from the NAR 
and NVAR Leadership Academies. She has been vice chair of 
the CIPS Advisory Board and the NVAR Hispanic Forum. 
Veronica is currently serving on the NVAR Board and is the 
Convention Chair.  

Veronica is known within the industry for her work ethic 
and love for the business. She looks forward seeking new 
leaders for continued association success.

DERRICK SWAAK 
TTR SOTHEBY’S INTERNATIONAL  
REALTY – MCLEAN 

Derrick Swaak is the managing broker of 
TTR Sotheby’s International Realty in McLean. 
He is licensed in Virginia, Maryland and the 

District of Columbia.
Since he joined NVAR, Derrick has been deeply involved in 

our association. He currently serves as chairman of the NVAR 
Grievance Committee and as a Mediator for NVAR Arbitration 
cases. Derrick is a 2013 graduate of the NVAR Leadership 
Institute, and recently participated in the 2015 NVAR Strategic 
Planning Committee.

Derrick also believes in being engaged in his local 
community. He has served as president of the Langley Swim 
and Tennis Club for the last four years, and is an active board 
member of the McLean Project for the Arts.

Derrick is honored to be nominated for the Board, and hopes 
that he will be able to serve NVAR so that we can continue to 
lead our industry and support our real estate professionals.

Please note that some candidates are incumbents and may be elected as 2016 officers of NVAR by the 
current Board of Directors. Therefore, their names may not appear on the final ballot. 

continued from page 21

CHRISTINA MACRO, ABR, GRI, CRB, SRES
BERKSHIRE HATHAWAY HOME SERVICES – 
OAKTON - VIENNA - MCLEAN 

Christina Macro has been a successful 
Realtor® and managing broker in the real estate 
industry since 2001. Prior to real estate, Christina 

was a marketing executive in the hospitality industry for over 10 
years. After obtaining her network engineering certifications, 
Christina spent several years as an Internet marketing executive, 
where her responsibilities included international marketing, 
advertising, business development and sales strategy. 

As a Realtor®, Christina utilized her skills in marketing, 
technology, sales and business development  to become a Top 
Producer in her very first year as an agent with an impressive sales 
volume of almost $10MM. Christina’s focus is on training with a 
clear vision to improve industry professionalism and consistency 
of practice.  A rare but fascinating blend of technology savvy, 
impressive sales and negotiation skills coupled with exceptional 
presentation and coaching skills is what Christina brings to 
the table; not to forget enthusiasm, confidence, great ideas and 
creative energy!  

CHRISTINE RICHARDSON, GRI, CRS, CDPE, CSP
WEICHERT, REALTORS® – GREAT FALLS

Christine Richardson has been a member 
of NVAR for 28 years. A native Northern 
Virginian, Christine graduated from the 
College of William and Mary with a degree 

in Math and Computer Science. She has earned the GRI, 
CRS, CDPE, and CSP designations, and was inducted into the 
Weichert Hall of Fame in 1997. Christine is currently serving 
on the Board of Directors and has served on numerous NVAR 
committees, including Standard Forms, of which she was 
Chairman in 2012. Christine lives in Vienna with her husband, 
two children, and a variety of pets. 

Christine believes strongly in promoting and improving the 
Realtor® profession. Specifically, she seeks to improve the level 
of ethics and professionalism among Realtors®, and is also a 
strong supporter of RPAC. Christine is a very active agent, out 
there in the trenches with you every day, and would be honored 
to support your interests at NVAR.
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VOTE:  visit nvar.com on Sept. 8

BABAK TAGHAVI
VENTURE REALTY – FALLS CHURCH

Babak Taghavi was born in Iran in April 1962 
and moved to Vienna, Austria in 1975.  In Vienna, 
Babak studied Electrical Engineering at the 
Technical University of Vienna.  Babak moved to 

Southern California in 1984, started a family, and then moved to 
Northern Virginia in 1997, where he began his career in real estate.

Babak started as a novice investor and later became an 
agent with Korte Realty, a small family-owned business in 
Falls Church, Virginia.  Korte Realty’s emphasis on integrity, 
professionalism, and commitment to excellence laid the 
groundwork for Babak’s career in real estate. 

Since 2007, Babak has owned and operated his own small 
brokerage, Venture Realty.  His field experience, in conjunction 
with his service on the NVAR Grievance Committee (five years; 
one year as chair) and the Professional Standards Committee 
(two years), gives him an experienced perspective on the 
challenges that face agents and the real estate industry in 
Northern Virginia. 

http://joinathome.com/
https://nova.commissionexpress.com/
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By Michele Lerner

Realtors® typically suggest that 

their clients work with a local 

lender, and recommend several 

vetted and endorsed by their 

broker. But buyers don’t always 

listen to their agents. One recent 

buyer applied for a loan to 

purchase a condo in Alexandria 

and insisted on using an online 

lender that offered the lowest 

interest rate.

FINANCING TIPS 
AT YOUR  
FINGERTIPS
FROM COURTSHIP TO  
CONSUMMATION:  
NAVIGATING THE LENDER 
RELATIONSHIP 

lender relationship 
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Lender Relationship continued on page 26

lender relationship 

 “One week before the closing, 
the buyer discovered that the 
lender didn’t know he was buying 
a condo, even though that was 
clearly stated in the contract and 
loan application,” says Glenn Lewis, 
branch vice president of Coldwell 
Banker Residential Brokerage in 
Alexandria. “Fortunately, we were 
able to find a local lender who could 
quickly approve a new loan and get 
the closing done.”

Financing issues frustrate buyers, 
sellers, Realtors® and lenders, all 
of whom have a stake in getting a 
transaction to completion. Yet real 
estate professionals are beginning to 
see anecdotal evidence that mortgage 
approvals are becoming slightly easier 
to obtain. In addition, new low down 
payment loan programs are easing 
the cash needs for buyers, which 
particularly helps first-time buyers 
and even first move-up buyers. 

However, the level of 
documentation required to prove 
that the borrowers are creditworthy 
has not lightened. 

“Loans are more about the 
papers than the people,” says Steve 
Farbstein, group senior vice president 
and head of mortgage banking at 
Park Sterling Bank in Richmond. 
“Compliance-related issues have 
made the process harder on 
borrowers and lenders. Lenders want 
to make loans, but they also need 
to follow the regulations in order to 
make those loans.”

Farbstein says Realtors® should 
set expectations for borrowers 
about the loan process and help 
them understand that lenders and 
borrowers can be effective partners. 

While Realtors® cannot be 
involved in the details of individual 
loans, they should stay informed 
about changes in the mortgage 
landscape that can affect borrowers.

PARTNERING WITH GOOD 
LENDERS

Farbstein says everyone hears stories 
about good or bad service from lenders, 
but he says it’s important to find out 
whether the issue was the loan or the 
lender.

“If someone had a problem such as 
bad credit or an appraisal issue and 
the loan didn’t go through, that’s a lot 
different than if a lender had a problem 
delivering what should be an easier 
loan,” says Farbstein. 

Lewis suggests that each agent should 
have a list of three or four lenders 
who have a good reputation in the 
community, because a purchase offer 
with a preapproved loan from a well-
known local lender can help a contract 
rise to the top when there are multiple 
offers. 

“Smart relationships are more 
important than ever,” says Kevin 
Quaid, sales manager at George Mason 
Mortgage in Fairfax. “Realtors® need to 
partner their buyers with a lender they 
trust and then follow up with the lender 
and buyers throughout the transaction, 
especially a week or so before the 
closing.”

PREPARING YOUR BUYERS 
FOR A WHIRLWIND 
‘ROMANCE’

When you’re working with buyers, your 
role as a Realtor® is to prepare them for what 
may be an uncomfortable moment: standing 
financially naked in front of a lender.

“Realtors® need to educate buyers that 
they are about to start what I call a ‘30-day 
romance’ with a lender,” says Lewis. “Buyers 
need to realize they’re asking for a lot of 
money, so they need to be ready to stay in 
constant communication with the lender 
and to give them any information the lender 
wants. Sometimes it helps to explain that 
once the closing is done and the buyers get 
their money, the romance is over, and they 
can go back to a normal life.” 

NEW GUIDELINES
When the Consumer Financial 

Protection Bureau (CFPB) Qualified 
Mortgage (QM) rules went into effect 
in early January 2014, real estate 
professionals were concerned that the 
rules could reduce the ability of some 
borrowers to get a loan. However,  
the impact of QM seems to have  
been minimal. 

“QM wasn’t a game changer, just 
a change,” says Quaid. “The biggest 

Read more about TRID on page 29.

New CFPB Rules and  
Home Financing

On Oct. 3, lenders and title 
companies must begin complying with 
the new “TILA-RESPA Integrated 
Disclosure” (TRID) rules and 
forms developed by the Consumer 
Financial Protection Bureau. The new 
forms and rules are designed to be 
consumer-friendly, with more plain 
language terms, making it easier for 
borrowers to shop for a loan. 

“Once the new rules are 
implemented there will probably 
be a few bumps in the road, but 
that will work itself out with time,” 
says David Howell of McEnearney 
Associates. “Realtors® need to 
realize that the closing documents 
will be prepped by the lender instead 
of the title company. The lenders, 
title companies and Realtors® need 
to have a tighter relationship. That’s 
why it’s more important than ever to 
work with a local lender.”

Owen says that the complexity 
of the TRID transition and necessity 
for lenders to spend time and 
money on software and staff to 
comply with the new rules could 
eventually translate into extra costs 
for consumers in the form of higher 
lender fees.

http://go.nvar.com/1505   RE+VIEW   SEP+OCT 2015  25
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continued from page 25

outcome is that lenders don’t have 
the ability to offer some special loan 
programs such as interest-only loans. 
Those loans were a good product for a 
few borrowers with extremely unusual 
circumstances.” 

 A positive outcome of QM is that 
community banks are beginning to 
offer more portfolio loans to borrowers 
who have financial circumstances that 
don’t fit into the typical parameters of 
conventional loans. 

“The fear was that other types of 
loans wouldn’t be available because 
QM established one standard set 
of requirements that lenders had 
to meet in order to get protection 
from lawsuits,” says Richard Owen, 
senior vice president and residential 
mortgage manager at Middleburg 
Bank in Richmond. “But we’ve found 
community banks are willing to do 
non-QM loans.” 

More recently, Quaid says,  
Fannie Mae loosened some guidelines 
for lenders.

“One of the most significant changes 
is that buyers who plan to keep their 
current home for rental income used to 
need at least 30 percent in home equity 
and additional cash reserves, but now 
they just need a lease on the home to 
show the lender,” says Quaid. 

Another change is that borrowers 
can get 100 percent credit for the value 
of their stocks, bonds and mutual 
funds (up from 70 percent credit) 
toward required reserve funds. 

DOWN PAYMENT OPTIONS
Borrowers have an easier time 

accumulating the cash required to 
buy a home now that more low down 
payment loan options are available. 

“There’s still a misconception 
among many buyers that you need a 
20 percent down payment to buy a 
house,” says Lewis. “Realtors® should 
tell buyers to ask a lender about their 

eligibility for either a VA loan with 
zero down payment, FHA financing 
with 3.5 percent down, or the new 
conventional loans with as low as 3 
percent down.”

FHA loans are more attractive 
to buyers now that the annual 
mortgage insurance costs have been 
lowered from 1.35 percent to 0.85 
percent. Conventional loans are 
available from both Fannie Mae and 
Freddie Mac with a down payment 
of 3 percent, with private mortgage 
insurance costs depending on the 
borrowers’ credit profile. 

“Low-down-payment loans of 3.5 
percent or less accounted for almost 
one-third of all loans in the last quarter, 
which is a higher percentage than in 
the past few years,” says Howell, citing 
Keeping Current Matters for the data. 
“The average credit score for buyers 
using low-down-payment loans was 688, 

lender relationship 

which shows that the credit guidelines 
are getting a little looser.”

Down payment assistance programs 
are available through the Virginia 
Housing Development Authority, from 
some local governments, through 
some employers and directly from 
some lenders.

“You can search on the Federal 
Home Loan Bank of Atlanta site to 
find member banks, and ask if they 
offer down payment assistance grants 
to first-time buyers,” says Owen.

Buyers can also look for  
down payment and closing cost 
assistance by location at  
www.DownPaymentResource.com. 

IMPERFECT BUYERS MAY 
STILL FIND A MATCH

Borrowers with limited cash or a 
lower credit score are not automatically 
barred from becoming homeowners, 

Dos and Don’ts to Share with Buyers

DOs
 Work with a local lender so you have someone who understands your market 

and who will be there if glitches arise during the transaction.

 Shop around for a loan, but be careful to compare apples-to-apples when 
looking at rates. Shop based on customer service, not just rates. 

 Understand that the lowest interest rate isn’t always the best loan. 

 Get fully preapproved for a loan in order to compete with cash buyers.

 After you qualify for a loan, decide how much you want to actually spend  
on your housing payment in the context of your other financial obligations  
and plans. 

 Be aware that some lenders only provide specific types of loans, and each  
has a different risk appetite. If you’re turned down for a loan by one lender you 
may still qualify with another. 

 Ask your lender about all deadlines so you can keep up with requirements in a 
timely way. 

DON’Ts 
 Don’t make it harder on your lender. When you are asked for something, provide 

it as soon as possible.

 Don’t make any changes to your financial profile – such as taking on new  
debt or applying for new credit – between the time your loan is approved and 
the closing. 

http://downpaymentresource.com/
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lender relationship 

but it may be more challenging for 
them to find a loan. 

 “Every bank has a different 
mindset; some are more conservative 
than others,” says Farbstein.

Loan programs are available for 
higher risk borrowers, he explained. 
For example, if a buyer has a low 
credit score, a larger down payment 
may be required to qualify for a 
loan. Every loan approval depends 
on a combination of factors, 
including the borrowers’ debt-to-
income ratio, credit score and their 
loan-to-value ratio. 

“We need to find a marriage between 
a borrower and a loan,” says Farbstein. 

The FHA “Back to Work” program, 
available until Sept. 30 2016, makes it 
easier for buyers who experienced a 
foreclosure or bankruptcy to qualify 
for a loan within one year of the 
event, as long as they can prove their 

financial hardship was a result of  
the recession rather than a lack of 
fiscal responsibility. 

IMPACT OF HIGHER 
MORTGAGE RATES

The potential for higher mortgage 
rates can cause anxiety for buyers. 
Farbstein says Realtors® should put 
this in perspective since rates will 
still be extremely attractive, on a 
historical basis, for at least the next 
year. David Howell of McEnearney 
Associates in McLean points out that 
people still bought and sold homes 
when mortgage rates were 17 percent. 
However, Howell acknowledges there 
could be some short-term impact on 
the housing market if rates rise. 

“A jump in interest rate from 4 
percent to 5 percent equals a loss of 
purchasing power of about 11 to 12 
percent,” says Howell. “That will 

probably knock a few people out of 
the market and will slow the upward 
pressure on prices. But generally, if 
rates are up because the economy 
is improving then that will help the 
housing market. When people get 
better jobs and better income, they 
often buy houses.”

Shifting interest rates and 
guidelines make the role of the 
Realtor® even more important to 
buyers, regardless of whether they are 
first-timers or repeat buyers. 

“Now, more than ever, it’s not 
about selling products,” says Owen. 
“It’s about educating homebuyers, 
guiding them through the process by 
managing expectations, and helping 
them make the best choices.”  

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.

https://www.everbank.com/
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TRID continued on page 30

TRID

THE TRUTH IN LENDING ACT (TILA), first passed in 1968, 
was enacted to safeguard the consumer in connection with 
obtaining credit. The Real Estate Settlement Procedures Act 
(RESPA), first passed in 1974, was put in place to protect real 
estate purchasers. The primary goal of RESPA is to assist 
consumers to become better shoppers for settlement services. 
Lowering costs by removing unnecessary kickbacks and 
referral fees from settlements is a secondary consideration. 
In 2013, these laws were combined to cut the overlap and 
confusion between TILA and RESPA. The integrated 
disclosure rules will take effect on October 3, 2015. Real estate 
practitioners should be aware of the pending changes. 

WHEN DOES TRID APPLY?
TILA – RESPA Integrated Disclosure (TRID) is triggered 

upon application for a “federally related mortgage loan.”
The mortgage loan must be either the first or a subsequent 

lien on a residential dwelling that will house no more than four 
families, and the lender must be federally related. (Figure 1)

Construction-only loans, vacant land, and properties with 
25 acres or more did not fall under RESPA, but now do fall 
under TRID. Business, commercial, and agricultural loans are 
still exempt from these rules. 

HOW WILL TRID AFFECT THE CLOSING OF THE LOAN?
While TRID imposes no direct obligations on real estate 

professionals, the rules will impact the way agents do business. 
There is little doubt that the process will take longer, especially 
in the beginning as lenders, borrowers, and agents adjust to 
the new requirements. For this reason, many in the real estate 
industry are recommending that parties allow 45 to 60 days 
from contract ratification to consummation.

With the increased time it will take to consummate a 
transaction, it is important for the buyer and buyer’s agent 
to make sure that the rate lock is set to last for this extended 
period of time. If rates increase and the lock expires, approval 
may become a problem. 

Under TRID, a new Closing Disclosure (CD) and an 
additional three-day waiting period will be required if the 

TILA-RESPA Integrated Disclosures (TRID)
UNDERSTANDING THE CHANGES 

Annual Percentage Rate (APR) changes beyond acceptable limits, 
the loan product changes, or a pre-payment penalty is added. 
An APR change would be a change in origination or discount 
points, a change in the loan amount, a special credit paid outside 
of closing, or changes to the property type. Any change to the 
CD during the three-day waiting period will require lender 
approval which will likely result in delayed consummation.

HOW DOES TRID HELP CONSUMERS?
The Consumer Financial Protection Bureau (CFPB) had 

four goals in implementing TRID: 
(1) Make the cost of a mortgage loan more understandable for 

the consumer 
(2) Eliminate surprise closing cost increases at the time of 

consummation
(3) Provide the consumer with more time to shop for a 

mortgage 
(4) Make it easier for a consumer to comparison shop for a 

mortgage. 

Is It A Federally Related Mortgage Loan 

Is it permanent financing? Temporary financing is 
excluded.No

Yes

Is it secured by a lien on 
residential (improved) real 

property?

Will 1-4 family structure(s) be 
constructed on the secured RE 

with loan proceeds following the 
loan settlement? 

No

Yes

No ExcludedIs the lender regulated by a 
federal agency?  Or are 

lender’s deposit accounts 
insured by a federal agency?

Excluded

No Yes

Is the residential real
property located “in a 

state?”

Yes No

Will a manufactured home be 
placed on the secured RE with 

loan proceeds following 
settlement?

Yes No

Yes

Federally-related

By Collin Shannon 

Figure 1: Is It A Federally Related Mortgage Loan?

Source: BankersOnline.com

Editor’s Note: Sources for this article include RESPA 12 U.S.C. § 2602; 15 U.S.C. 
§ 1602(f); TILA-RESPA Integrated Disclosure Rule Small Entity Compliance 
Guide, Consumer Finance Protection Bureau 31 (June 2015). View the guide at 
go.nvar.com/CFPBTRID.
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TRID
continued from page 29

As a result, the information provided within the required 
disclosure forms includes costs for specific services, practices for 
lender servicing and escrow, and business relationships between 
service providers. 

The Loan Estimate (LE) must be delivered within 
three business days of the application being made, and 
must be delivered to the borrower at least seven prior to 
consummation. Upon receiving the LE from the lender, the 
buyer has 10 days to proceed with the transaction or walk 
away. The CD must be delivered to the borrower at least three 
days prior to consummation. 

The TRID LE is less of an estimate and closer to the actual 
charges, but there are levels of tolerance for variations. 

The lowest tolerance tier is for charges to the creditor, 
mortgage broker, and associated fees. Lenders and mortgage 
brokers cannot guess what their fees will be, and if they are 
incorrect the difference must be refunded entirely. 

The next tier of tolerance is 10 percent for services not charged 
by the lender but still capable of being estimated by the lender. As 
with the original GFE, this 10 percent tolerance reflects the total 
sum of these charges; even if individual charges in this class are 
greater than 10 percent or are not even listed in the original LE, as 
long as the aggregate of these charges is within 10 percent of the 

original estimate the lender won’t be penalized. If the aggregate 
is not within 10 percent, the difference must be refunded. 

The third tier is “variations permitted.” These costs, which 
include HOA fees and insurance, cannot be properly estimated 
by the lender, so lenders are only required to give good faith 
estimates based on reasonably available information. 

THE ROLE OF THE AGENT
Agents will need to be proactive in all aspects of the 

transaction, leaving nothing to the last minute:
• Order inspections early 
• Make sure work is completed early 
• Do the initial walk through seven days before consummation
• Avoid back-to-back and coinciding settlements
• Track loan progress; make sure the lender and the settlement 

agent are working together and have everything they need in 
order to close on the scheduled date

• Maintain regular contact with all parties in the transaction 
(lender, settlement agent and vendors) and avoid last minute 
changes. Any change must be communicated to the lender 
as soon as possible. 
Most important, agents will need to manage their clients’ 

expectations. Inform clients that delays are likely, and propose 
a back-up plan in the event of a last minute delay. Such plans 
may include a post-settlement or pre-settlement occupancy or 
monetary compensation to cover a hotel stay or carrying costs. 

Collin Shannon served as a 2015 summer law clerk for NVAR. He is 
a rising third-year student at American University’s Washington 
College of Law. 

TERMS TO KNOW
LE   Loan Estimate, a lender-generated list of estimated costs 
that must be provided to a potential buyer prior to entering into 
a mortgage agreement. Combines the information previously 
provided in the initial Truth in Lending Disclosure Statement and 
the GFE.

GFE  Good Faith Estimate, an estimate generated by a lender 
that is based on reasonably obtained information that can be 
relied on by the borrower in determining the costs of obtaining a 
mortgage loan.

CD  Closing Disclosure, a package of information giving 
information about costs, rights, and contact information that must 
be provided to a buyer before consummation of real estate sales 
agreement. It combines the information previously provided  in 
the HUD-1 Settlement Statement and the final Truth in Lending 
Disclosure Statement

CONSUMMATION  New term for closing or settlement. It is the 
date the borrower becomes obligated on the loan.

http://moveinterstate.com/
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movers & shakers

is THE record keeper. To view graphs 
depicting the office work volume, visit 
go.nvar.com/clerk.

Perhaps the most historic record that 
the clerk’s office proudly houses is that 
of the Last Will & Testament of George 
Washington, probated in Fairfax County 
Court in 1800.

NVAR ENDORSES THE TECHNOLOGY 
TRUST FUND

A major Clerk of the Court milestone 
was revolutionizing the county’s record 
keeping system. “Everything was paper 
back then,” he said. “Nothing was 
computerized. We are  a ‘race notice 
jurisdiction.’ Whoever races to the court 
house without knowledge of another 
transaction is first and right.” 

The land recordation process has 
evolved from a menial, stamping, sorting 
filing system. At the front end of the 
technology revolution, beginning in 
1998, Frey spearheaded Fairfax County’s 
migration to an automated land record 
recording and retrieval system. One aspect, 
called the court public access network 
(CPAN), houses more than 46 million 
images and indexes available for remote 
access for a $50 monthly subscriber fee.

 “I will always be grateful to NVAR,” 
Frey explained. “NVAR can take credit 

Legal Matters 
CLERK OF THE COURT JOHN FREY RESTS HIS CASE FOR A HIGH-TECH COURTHOUSE 

By Jill Parker Landsman 

“YOU CAN PLAN YOUR STEPS BUT YOU 
NEVER KNOW WHERE YOU WILL END 
UP,” said Clerk of the Court John Frey, 
reflecting on his plan to teach elementary 
school. Serving in his third eight-year 
term to his Clerk of the Court elected 
position, Frey has been an excellent 
steward of all processes involved in the 
Fairfax County judicial system. 

 “When I graduated [from college] 
in 1979, they were not paying teachers 
enough to support a family,” he said. 
“I thought about being a lawyer. I have 
always loved kids.”  Specializing in 
juvenile law seemed right. 

After graduating from Hamline 
University Law School in St. Paul 
Minnesota, Frey returned to Virginia. 
Following his mom’s suggestion, he helped 
with Delegate Warren Barry’s campaign 
for Fairfax Clerk of the Court. “I always 
wanted to work on a campaign,” he said. 
After Barry was elected, Frey joined his 
team for two years. 

Working for the Clerk’s office meant 
handling land deals and real estate. “I had 
little interaction with juvenile court,” he 
recalled. 

Beginning as a sole practitioner in 
1986, Frey specialized in residential and 
commercial transactions.   In 1988, he 
joined with Jim Autry to form the firm of 
Frey & Autry, P.C.  

In November of 1991, Frey was elected 
to replace Barry as the Clerk of the Court, 
launching his public servant career. 

FOR THE RECORD!
 Clerks in Virginia have more than 

800 statutory duties. From adoptions to 
alimony, closings to complaints, handguns 
to heirs, the Fairfax County Clerk’s office 

for the improvements in the land records 
across Virginia because they approved the 
Technology Trust Fund.” He lauded NVAR 
lobbyist Mary Beth Coya’s support, which 
enabled the county to switch to the new 
digital technology.

 “NVAR broke with the Virginia 
Association of Realtors® and backed the 
clerks in getting the tech trust fund,” he said. 

THE JURY’S OUT ON JURY DUTY
Frey also streamlined and enhanced 

the county jury system. “In the ’90s, we 
used to pull numbers out of a hat, but 
now we use a random number generator 
to select the jury pool,” he said. “We were 
wasting their time and taxpayers’ money,” 
he confessed.

Today’s improved juror experience is 
summed up by this juror’s post on Yelp:

“There is a $30 compensation whether 
selected or not. There is free wifi and 
phones with cameras as well as laptops are 
allowed in the juror assembly room. There 
are fridges, vending machines, cafés and 
cafeterias. Everyone was helpful and patient. 
They have a very organized process.  If I had 
to sit on a panel for days then this would be 
the place to be!”

FAIRFAX JURY TEAM DEPUTIZED DURING 
THE 2002 BELTWAY SNIPER CASE

“We are used to high profile cases,” 
Frey said. “Judge (Jane) Roush transferred 
the [sniper] case to Chesapeake, at its new 
courthouse. But the staff in Chesapeake had 
never dealt with a high profile case. During 
the Beltway Sniper Case, Fairfax County 
provided a jury management staff, a mobile 
evidence display unit and IT staff. “My 
folks were deputized for the duration of the 
Chesapeake trial,” he said.

Fairfax County Clerk of Court John Frey.

https://dl.dropboxusercontent.com/u/3344631/Clerk%20of%20Court-Frey-CaseLoadStats.pdf
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NVAR AND FREY LED THE CHARGE FOR ONLINE ACCESS 

By Mary Beth Coya

The Clerk of the Court’s office is the lifeblood of our industry. John Frey brought 
crumbling, paper deed books to NVAR’s government affairs committee and 
pointed out that if there was a courthouse fire (as had recently happened in 
Arlington) our members would be out of business.  Fairfax had no back-up of 
these land records. 

This was of such significance that the NVAR Board lobbied VAR to support a 
$2.00 per record fee increase in Fairfax County to modernize the clerk’s office 
and digitize records. At that time, VAR did not agree, but NVAR’s leadership felt 
so strongly about this issue that we lobbied it independently. Two years later, 
VAR leadership recognized the importance and helped lobby for a state-wide 
increase in funds to establish the Technology Trust Fund.

This is a game-changer for Realtors®, who no longer have to go to the court 
house and search through papers; now, records are easily accessible online.

Mary Beth Coya is the NVAR senior vice president for public & government affairs and chief lobbyist.

movers & shakers

QUALITY PUBLIC SERVICE IS THE POINT
The Clerk of the Court’s office deals 

with lawyers, citizens and other county 
staff.  “You have to treat people with 
respect,” he explained. ” 

The courthouse is not a happy place to 
visit. Sometimes it brings out the worst 
in people. He lauds his front line staff, 
who deal with the occasional cranky 
courthouse customer. One code of 
conduct for courthouse employees is that 
“you are never going to get into trouble for 
spending the extra time with the public,” 
he said. “We want our staff to treat the 
meanest person at the counter the same 
way they would treat their best friend.”  

Jill Parker Landsman is NVAR’s vice 
president, communications & media 
relations.

 

https://store.nvar.com/realtorstore/product.htm?departid=38000&in=461:14e021aa700:-3aaf
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Where to Start on Commercial Contracts: 
AVOID THE PITFALLS WITH ATTENTION TO DETAILS 

By Frank Dillow 

    The final contract should:
1)  Clearly identify all parties to the 

transaction. All identified parties 
must sign it, or it is void. For a lease, 
this includes any personal guarantors. 
Whether the guarantors will sign the 
initial contract or a separate guaranty 
agreement may become an important 
question to be resolved.

2)  Properly describe the property. If it 
is a purchase agreement, it should 
also include the identity of any 
tenants, the length of their leases, 
whether the leases can be assigned, 
and what deposits the landlord has 
from the tenants. 

3) Accurately state the purchase price, 
or lease rate. If it is a purchase 
agreement, the purchase price should 
include any financing contingencies, 
the earnest money deposit, and 
whether that is refundable. If it is a 
lease, the contract should include 
any negotiated free rent or rent 
abatement.

4) Establish the condition of the 
property. If the seller or landlord has 
agreed to make any improvements 
to the property prior to the 
settlement or commencement of 
the lease, those should be specified 
in the contract. If the property is 

commercial contracts

Commercial Contracts continued on page 36

“Whether a lease or 
purchase agreement,  
it is a legal document, 

and Realtors® are  
not lawyers.”

NOTHING CAN BE MORE VEXING for 
novice commercial Realtors® than getting 
the lease or purchase contract right.

Generally, commercial agents 
do not use standard forms for their 
transactions. This is largely due to 
the notion that each commercial 
transaction is unique. Issues related 
to tenant improvements, free rent, 
engineering studies and contingencies 
differ from one transaction to another. 
Also, the broad array of transactions—
from the leasing of an office condo to 
the sale of a shopping center or a special 
use warehouse – makes it difficult to 
employ a format of filling in blanks on 
a form.

Whether a lease or purchase 
agreement, it is a legal document, 
and Realtors® are not lawyers. Even 
the most experienced commercial 
agent must use caution in preparing 
such documents. Drafting legal 
documents can subject the Realtor® 
to liability for practicing law without 
a license. Realtors® could also be held 
accountable for any legal shortcomings 
in the contract, or the failure to 
adequately explain the meaning of its 
contents to their clients. 

Realtors® need to know what is in 
the lease or purchase agreement in 
order to protect the interests of their 
clients, and to make sure the business 
issues are correctly addressed.  It is the 
Realtor’s® responsibility to understand 
the financial aspects of a transaction 
and represent the clients in negotiating 
those concerns.  Frequently, clients will 
urge the Realtor® to prepare a lease 
or contract for the client’s use. If the 

Realtor® does so, it is important to 
clearly identify the document as a draft 
and to urge the client in writing to have 
it reviewed by a lawyer prior to signing. 
     In a process fraught with liability, 
it is important for Realtors® to know 
experienced lawyers who specialize in 
commercial real estate.  They should 
have confidence referring clients to 
those lawyers. Often, clients are inclined 
to turn to a lawyer they already know, 
or who handled a divorce case, or sued 
an insurance company, and assume that 
person is  experienced in the nuances of 
commercial real estate. 

A lawyer could change the financial 
aspects of the transaction in the 
drafting of the contract. Since Realtors® 
represent their clients’ financial 
interests, they must ensure that 
contract discussions with their client’s 
lawyer are consistent with the client’s 
business intentions. 
     Commercial transactions begin with 
a Letter of Intent (LOI) in which the 
parties negotiate the proposed terms of 
the final agreement in written offers and 
counteroffers. While the LOI should 
be clearly marked as a nonbinding 
agreement, courts have examined the 
contents of the negotiation to determine 
the parties’ intent. 
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being sold or leased “as is,” the 
landlord should identify which 
systems or structural features (roofs, 
windows, etc.) are warranted and 
will be maintained.  If it is a sale, the 
transfer of all existing warranties 
should be specified. If the property 
sold is a condominium, the condo 
association must also provide 
“condo docs” to the purchaser 
within 10 days of the signing of 
the purchase agreement, including 
bylaws. It must also state whether 
there are payments owed by the 
seller, or any special assessments. 

5) Include specific provisions to convey 
the parking rights to the purchaser 
or tenant, including whether the 
parking is assigned or unassigned, 
free or paid. Similarly, if there are 
restrictions or provisions for signage, 
those need to be identified.

6) Specify zoning and usage at the 
time of the signing of the purchase 
agreement or the lease. These can 
be changed between the time of 
the signing of the contract and the 
settlement of the property or the 
commencement of the lease, which 
could materially affect the property’s 
value. If necessary, contracts 
should be contingent on tenants or 
purchasers acquiring special use 
permits from the city or county to 
enable them to use the property as 
anticipated. Any rights given to the 
buyer to change the zoning should 
also be included.

      The amount and timing of 
commission payable to the agents 
involved in the transaction is another 
concern. Most commercial properties 
are not listed in MRIS. Consequently, 
the commission arrangements made 

commercial contracts

with the listing agents are not disclosed. 
The agent for the purchaser or tenant 
should seek a written commission 
agreement from the listing agent, to be 
signed by both brokers. The commission 
agreement is a separate contract between 
the brokers and is generally not included 
in the purchase agreement or lease.
     To help Realtors® better understand 
the issues associated with commercial 
realty, NVAR is providing a series of 
classes. Attorney Jerry Friedlander 
and I will be teaching these classes.  
Friedlander is the author of “A Broker’s 
Guide to Virginia Real Estate Law” and 
an  NVAR continuing education lecturer. 
For more information, see page 40.  

Frank Dillow is former chair of NVAR’s 
Realtor® Commercial Council and is a vice 
president in Long & Foster‘s Commercial 
Division.

continued from page 35

https://store.nvar.com/realtorstore/nvarproducts.htm
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class schedules

2015 NV/RPAC Investors List

nv/rpac investors

(July 22, 2015)

Learn more and contribute at go.nvar.com/RPAC.

PLATINUM R ($10,000)

NVAR

STERLING R ($1,000+)
Lorraine Arora
Julia Avent  
Mary Bayat
Brian Block
Pat Buck
Robyn Burdett
David Charron
Moon Choi
Mary Beth Coya*

Maureen Dunn
Virgil Frizzell
Delk Hamaker
Margaret Handley
Pat Kline
Gary Lange
Scott MacDonald
Tom Meyer
Thai-Hung Nguyen

Sherry Rahnama
Anne Rector
Christine Richardson*
Zinta Rodgers-Rickert
Fetneh Schacht
Veronica  
  Seva-Gonzalez
Sarah Shojinaga
Christine Todd

GOVERNOR’S CLUB ($500+)
Angie Delboy
David Howell
Craig Lilly
Mario Rubio

E. James Souvagis
Jake Sullivan
Theodore Theologis

CAPITOL INSIDER ($250+)
Russell “Tom” Boyle
Genevieve Concannon
Michael Eastman
Doris Houston
Guo Michael Huang
Ali Mansouri

Natalie McArtor
Kimberly McClary
Miles MacIntyre
Maxine McLeod Miller
Bich Long Nguyen
Audrey Shay

Derrick Swaak
Leslie Thurman
Susan Tullington
Joshua Veverka
Huafeng Wang
Ann Yanagihara

$99 CLUB ($99+)
Shirin Abadian
Fana Abraha
Michael Adams
Rafael Aguilera
Larry Anderson
Are Andresen
Kannan Annamalai
Gay Ashley
Carlo Baietti
Vijay Balusu
Zora Banga
Barbara Bechtle
Ann Beck
Joan Begelman
Howard Beiles
Thomas Bellanca
Edward Berenbaum
David Billups
Christine Blackwell
Robert Blitzer
Phil Bolin
Linda Brack
Jessie Braudaway
Joan Bready
Michael Briggs
Karrina Brown
William Buck
Cearia Buehler 
Christopher Call
Lisa Carlisle
Frank Chang
Jan Chang
Siu Cheung
Chongho Cho
Louis Cironi
Candyce Clanton
Matthew 

Cockerham
Darla Colletti 
Russell Conners
Christopher 

“Reggie” 
Copeland

Georgiana Copelotti
Deborah Corbatto
Charilyn Cowan
Monica Crimmins
BichLan DeCaro
Lois Delaney
Munirshah Dellawar
Paul DiCicco
Delores Dirr
Sharon Brier 

Downing
Catherine Drosos
Esther Drourr
Mirtha Duty
Stephanie Ellis

Heather Embrey
Miriam Fernandez
Patrick Flynn
Kathleen Fong
Michele Forbes
Jim Foster
Larry “Boomer” 

Foster
James Fox
Diane Margaret 

Freeman
Linda French
Josh Friedson
Ellen Gajda
John Glorioso
Julie Gray-Roller
Brandon Green
Ann Gutkin
Julie Hall
Donna Hamaker
Ray Hamilton
Rebecca Hanrahan
Melinda Hanson
Anne Harrington
Marye Jo Hartley
Brenda Heffeman
Susan Hensley
Janet Hewitt
Gregory Holman
Leamon “Pete” 

Howell
Ruth Howell
Julie Hulshizer
Ellen Ing
Margaret Ireland
Judith Isom
Subbarayudu  

Jakkampudi
Carolyn Jones
E. John Joyeusaz
Matthew Kahn
Myung Hee Kang
Kathleen Kennedy
Karen Kidwell
Augustine Kim
Lauren Kivlighan
Robert Koenig
Rakesh Kumar
Frances Kyte 
Jill Landsman
Lisa Langlais
William Lauler
Diane Lee
Francis Lee
Yong Lee
Ashley Leigh
Diane Lenahan
James Leslie

Betty Lewis
Sonia Lieberman
Deborah Linton
Thierry Liverman
Jose Lopez-Boggio
Madlin Mahdawi
Michele Maier
Ann Malcolm
Patricia Mancini
Charles Martin
Ann McClure
Pamela McCoach
William McCoy
Shane McCullar
Margaretha McGrail
James McGrath
Edward Mead III
Puran Mittal
Bernard Mizelle
Mark Mlakar
Priscilla Moore
Jennifer Myers
Timothy Nachazel
Muraji Roger 

Nakazawa
Patricia Nassief
James Nellis
Anthony Nguyen
Phil Nguyen
Julie Nirschl
Mary “Boofie” 

O’Gorman
Jaenho Oh
Peggy Oremland
Rebecca Owen
Norval Peabody IV
Julie Pearson
Scott Pearson
Fatima Pereira-

Shepard
Deborah Pestronk
Sarah Petcher
Brunhilda Peters
Cinnamon Pham
Mary Pilgrim
Marc Pina
Gwenda Plush
Jane Quill
Julie Qureshi
Linda Raehn
Maria Ramirez
Thomas Reed III 
Esin Reinhardt
Katreen Rinaldi
Christopher 

Robinson
Mike Rokni
Charles Rose

David Rosenmarkle
Elizabeth Ross
Hani Saab
John Sabo
Munshi Sadek
Mohamad Saleh
Don Samson
John Samson
Sarah Santa Ana
Jeff Satre
Philip Saunders
Brian Schantz
Peter Schlossberg
Carol Simmons
Maureen Simpson
Jason Smith
Lisa Smith
Mary Virginia Smith
Thomas Spier
James Stakem
Kathleen Stark
Greg Stiger
Jane Stottlemyer
Jeffrey Surdyk
Carol Sutfin
Swindell Sutton
Karen Swanson
Babak Taghavi
Joyce Talley
David Tighe
Gregory Tomlin
Kathleen Trainor
Huong Tran
Connie Vanderpool
Rajiv Vashist
Sanjiv Vashist
Virgilio Vasquez
Kamlesh Verma
Diane Wagner
Jane Wallace
Benjamin Wasz
Donald Weaver
Susan Westbrook
Lee Wilkinson
Vernada Williams
Ann Wilson
Greg Wilson
Sarah Wittig
Jennifer Wong
Brenda Wood
Laura Woodbury
Holly Worthington
Felicia Wu
Tony Yeh
Changsun Yoon
Benjamin Zurun
Mary Zurun

CRYSTAL R ($2,500+)
Robert Adamson*
Candice Bower
Tracy Comstock

Suzanne Granoski*
Nicholas Lagos
Susan Mekenney*

Patricia Szego
Jon Wolford

GOLDEN R ($5,000)
John McEnearney* Thomas Stevens

* Individuals pledged investment at major donor level
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http://nvar.com/nv-rpac/government-affairs/nv-rpac


https://store.nvar.com/realtorstore/product.htm?departid=38000&in=5ed:14e2b83f8ce:-1518
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education

Spotlight On: NVAR’s New Educational Offerings
By Brenda Heffernan 

NVAR IS PLEASED TO ANNOUNCE several new course offerings 
in our educational lineup. 

Become a Certified Real Estate Team Specialist (CRETS). 
The CRETS certification is designed to improve team 
development, individual leadership skills, and financial 
performance. The courses provide the essential tools, 
strategies, and knowledge for today’s real estate professionals 
who are either considering or currently operating in a team 
environment. The certification includes a two-day core course 
and two one-day elective courses. All required courses are 
offered at NVAR’s Fairfax location.

Attend TILA-RESPA Integrated Disclosure (TRID) training. 
It’s not too late to get up-to-date information on the Consumer 
Financial Protection Bureau’s TILA-REPA Integrated Disclosure 

Understand Commercial Real Estate. NVAR’s new course, 
“Discovering Commercial Real Estate” is designed for residential 
real estate agents who want to learn more about commercial 
practice. The course provides an overview of a commercial 
real estate transaction. NVAR also now offers a Commercial 
Leasing class for real estate professionals who represent clients in 
commercial leasing transactions. Sample lease forms are provided 
and specific provisions are discussed during the session. The two 
courses are scheduled back-to-back on the same day for members 
who want to round out their commercial real estate knowledge.  

Wills, Estates and Trusts for the Real Estate Professional. 
Listings involving a property owned by an estate or a trust, or a 
property owned by a deceased trustee of a trust, present particular 
challenges for the real estate professional. NVAR’s new course 
on Wills, Estates and Trusts provides an overview of applicable 
law and a practical guide to probating an estate in Virginia. This 
course explains how the death of a property owner affects the 
conveyance of real property, and provides tips for navigating the 
probate process smoothly and effectively. 

Nov. 2 &  
Nov. 3

9 am - 5 pm Understanding and Leveraging Teams 
(two–day CRETS certified course; )

Nov. 6 9 am - 5 pm Team Collaboration Tech Tools 

Nov. 20 9 am - 5 pm CRETS Leadership

Sept. 14  
Sept. 17 or 
Sept. 28  

10 a.m. - Noon CFPB and VREB Regulatory 
Update for Real Estate 
Professionals 

Oct. 8 1 pm – Noon Wills, Estates and Trusts 

Sept. 10 9 am - Noon Discovering Commercial Real Estate 

1- 3 pm Commercial Leasing

Oct. 7 9 am - Noon Discovering Commercial Real Estate 

1 - 3 pm Commercial Leasing

Are you interested in learning about property management?  
We have a course in the works! Look for announcements of 
upcoming course offerings on nvar.com. 

Brenda Heffernan is NVAR’s VP of education, counsel.

(TRID) rules in time for the October 3, 2015 implementation date. 
Learn how the TRID rules governing mortgage banking practices 
will affect real estate transactions and the way real estate agents do 
business. Impacted issues include contract negotiations, financing 
contingencies, sale-of-home contingencies, post-settlement and 
pre-settlement occupancies, home inspections and walk-through 
inspections. This two-hour course covers the loan application 
process, the Loan Estimate and Closing Disclosure, and the 
timing and delivery of the disclosures and real estate closings. 

http://www.maidbrigade.com/


http://go.nvar.com/1505   RE+VIEW   SEP+OCT 2015  41

class schedules

RPR Basic 
Time:  10 a.m. - noon
Date/Location: September 10 ...........................Herndon
 October 15 ................................Fairfax
Time:  1 - 3 p.m. 
Date/Location: November 5 ..............................Herndon
RPR Advanced 
Time:  10 a.m. - noon 
Date/Location: September 17 ...........................Herndon
 October 22  ...............................Fairfax
Technology & Business Development:  
Do It Yourself Real Estate Photography Tips 
Time:  1 - 3 p.m.  
Date/Location: September 16 ...........................Herndon
Senior Real Estate Specialist (SRES) Certification
Time:  9 a.m. - 5 p.m. 
Date/Location: September 21 (Day 1) ...............Fairfax
 September 22 (Day 2) ...............Fairfax 
Seller Representative Specialist (SRS) Certification
Time:  9 a.m. - 5 p.m.  
Date/Location: October 1 (Day 1)......................Herndon 
 October 2 (Day 2)......................Herndon  
Military Relocation Professional (MRP) Certification
Time:  9 a.m. - 5 p.m. 
Date/Location: October 26 ................................Herndon
Certified Real Estate Team Specialist (CRETS) Core Course 
Time:  9 a.m. - 5 p.m. 
Date/Location: November 2 (Day 1) ..................Fairfax
 November 4 (Day 2) ..................Fairfax
Technology & Business Development:  
Using Your Tablet Device with Buyers & Sellers
Time:  1 - 3 p.m.  
Date/Location: November 4 ..............................Herndon
Team Collaboration Tech Tools (CRETS Elective)
Time:  9 a.m. - 5 p.m. 
Date/Location: November 6 ..............................Fairfax

FEATURED OFFERINGS

Class Schedules continued on page 42

CONTINUING EDUCATION (CE)

Specialty CE: Discovering Commercial Real Estate
Time:  9 a.m. – Noon
Date/Location: September 10 ...........................Fairfax
 October 7 ..................................Fairfax
Specialty CE: Commercial Leasing
Time:  1 – 3 p.m. 
Date/Location: September 10 ...........................Fairfax
 October 7 ..................................Fairfax
Specialty CE: Conquering Contracts  
Time:  9 a.m. - Noon 
Date/Location: September 11 (Part I) ................Fairfax 
 September 18 (Part II) ...............Fairfax
16 hr CE - Day 
Time:  8:45 a.m. - 4:45 p.m. 
Date/Location: September 12 (Day 1) ...............Fairfax
 September 19 (Day 2) ...............Fairfax 
 October 10 (Day 1)....................Herndon
 October 17 (Day 2)....................Herndon
Specialty CE: CFPB and VREB Regulatory Update
Time:  10 a.m. - Noon 
Date/Location: September 14 ...........................Fairfax
 September 17 ...........................Fairfax 
 September 28 ...........................Fairfax
16 hr CE - Evening
Time:  6 - 9:30 p.m. 
Date/Location: September 15 (Part 1A) ............Herndon
 September 17 (Part 1B) ............Herndon
 September 22 (Part 2A) ............Herndon
 September 24 (Part 2B) ............Herndon
 October 20 (Part 1A) .................Fairfax
 October 22 (Part 1B) .................Fairfax
 October 27 (Part 2A) .................Fairfax
 October 29 (Part 2B) .................Fairfax
CE: 8 hr Mandated Course
Time:  8:45 a.m. - 4:45 p.m. 
Date/Location: October 1 ..................................Fairfax
CE Elective: Buyer Beware - Foreclosed and 
Neglected Properties
Time:  8:45 a.m. - 12:25 p.m. 
Date/Location: October 2 ..................................Fairfax 

CE Elective: Detection and Prevention of Contract 
Fraud
Time:  1 - 4:45 p.m. 
Date/Location: October 2 ..................................Fairfax
Specialty CE: Estates, Wills and Trusts
Time:  10 a.m. - noon 
Date/Location: October 8 ..................................Fairfax
Broker CE : Brokerage Risk and Liability
Time:  8:45 a.m. - 12:25 p.m. 
Date/Location: October 21 ................................Fairfax
Broker CE : Productive Agents and Offices
Time:  1 - 4:45 p.m. 
Date/Location: October 21 ................................Fairfax
Specialty CE: Advertising Rules for Real Estate Agents  
Time:  9 a.m. – 11 a.m.  
Date/Location: November 13 ............................Fairfax
 

POST-LICENSING EDUCATION (PL)

VA Agency Law & Ethics (Day 1) 
Time:  9 a.m. - 4 p.m.
Date/Location: September 14 ...........................Herndon
 October 5 ..................................Fairfax
 November 16 ............................Herndon 
Contract Writing (Day 2) 
Time:  9 a.m. - 4 p.m.
Date/Location: September 15 ...........................Herndon 
 October 6 ..................................Fairfax 
 November 17 ............................Herndon 
Real Estate Law and Board Regulations (Day 3)
Time:  8:45 a.m. - 4:45 p.m.
Date/Location: September 16 ...........................Herndon 
 October 7 ..................................Fairfax 
 November 18 ............................Herndon 
Fair Housing and Current Industry & Trends (Day 4) 
Time:  10 a.m. - 3 p.m.
Date/Location: September 17 ...........................Herndon 
 October 8 ..................................Fairfax 
 November 19 ............................Herndon 
Risk Management & Escrows (Day 5)
Time:  9 a.m. - 4 p.m.
Date/Location: September 18 ...........................Herndon
 October 9 ..................................Fairfax
 November 20 ............................Herndon
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Donald Abram
Douglas Ackerson
Charles Adams II
Farshad Adlgostar
Lenore Ale
Shafkat Ali
Shaun Ali
Valbona Aliaj
Maggie Altomare
Claudia Menjivar 

Alvarado
Virginia Amos
Santiago Rojas Arias
Liyuwork Assefa
Abul Azad
Todd Badolato
Jasmin Bagalso
Anuzia Bakir
Fernando Balarezo
Ronald Baldinger
Antonella Costa 

Barchi
Jason Barrett
Erik Beall
Carlton Bell
Johnny Benson
William Bensten
Joyce Black
David Blahuta
Stacy Bond
Genelle Bonds
Laurie Broglio
Ryan Brooks
Gemma Brophy
Noel Brown
Phillip Brown
John Caban
Cynthia Canning
Lenny Cardona
Kelly Carrell
Carlos Carrillo
Charles Carroll
Jaime Casabianca
Yolanda Castleman
Sarah Cevallos
Danna Chavez
Jane Chay
Ali Cheema
Scott Cho
Margaret Choi

Yon Chong
Wanfen Chou
Louis Chung
Joshua Cleveland
Melanie Clifford
Shannon Coble
Monica Cody
Michelle Valle Cole
Angel Collaku
Christopher Collier
Michel Convin
Ricardo Corzo
Jacquelyn Costa
Jenna Cotton
Jennifer  Cowgill
James Day III
Lisa DeFreitas
David DeJulio
Selina Delahanty
Shiferaw Deneke
Thomas Deskevich
Kathryn DeVito
Alexandra DiMattina
Ha Dinh
Niamh Diorio
Charles Diss
Pamela DiTomaso-

Bilichuk
Nancy Downs
Shelley Draheim
Andrew Durham
Luma El-Aker
Hazem Elhalaby
Kwesi Benyan Eshun
Teresa Evans
Oladipo Famuyiwa
Oyebisi Fannoh
Haris Farhad
Marco Rivera Faria
Milko Fercovich
Robert Fleming
Dustin Fox
Katrina Funkhouser
Ian Gallagher
Eugene Gamble Jr.
Austin Gebhardt
Deyar Ghaderi
Nabil Gharbieh
Mahshar Ghazanfari
Nicole Gilman

Natanael Giron
Melissa Gittins
Sabina Gordeuk
Peter Gorog
Andrene Gray
Michelle Grevert
Heather Grew
Kirill Grinshtein
Tony Grubb
Rommel Guerrero
James Hadeed
Inyoung Hahm
Marlene Hall
Sonya Hall
Tiffany Haller
Erit Hanidias
Shauna Harding
Angie Hashempour
Kai Hawkins
Heathr Heath
Carol Henderson
Bryce Heyn
Rasa Hikmat
Wendy Hill
Melissa Hillenbrand
Royal Hu
Brian Huber
Susan Hume
Ross Hunt III
Dong Hwang
Kimberly Ibrahim
Koray Illeez
Stacey Irby
Dinorah Iriarte
Bijoy Isaac
Shahla Islam
Mohit Jakher
Trinity Jennings
Deatrice Johnson
Kelley Johnson
Erica Johnson
Sandra Jones
Satish Joshi
Severin Kamm
Sekar Kapa
Denise Kaplan
Matthew Keller
Alan Kelly
Kolleen Kennedy
Elizabeth Kennedy

Welcome New Members
new membersclass schedules

continued from page 41

BROKER PRE-LICENSING

Broker Management
Time:  9 a.m. - 5 p.m. 
Date/Location: August 20 - September 24 .......Fairfax

D.C. Fair Housing and D.C. Legislative Update 
Time:  9 a.m. - 4:15 p.m. 
Date/Location: September 15 ...........................Fairfax
 November 17 ............................Fairfax

D.C. CONTINUING EDUCATION (CE)

NEW MEMBER ORIENTATION

Time:  9 a.m. - 12:30 p.m.
Date/Location: September 23 ...........................Herndon
 October 21 ................................Herndon 
 November 3 ..............................Fairfax 
Time:  6 - 9:30 p.m.
Date/Location: September 10 ...........................Fairfax
 October 5 ..................................Fairfax

PRE-LICENSING EDUCATION

Principles of Real Estate: Day 1 -10 
Time:  9 a.m. - 5 p.m. 
Date/Location: November 2-13 .........................Fairfax

http://www.proplocate.com/


http://go.nvar.com/1505   RE+VIEW   SEP+OCT 2015  43

partners

2015
NVAR THANKS 

OUR PARTNERS
GOLD

SILVER

BRONZE

FRIEND

LEARN MORE AT GO.NVAR.COM/BENEFITS.

Darrell Kent Jr.
Amjad Khan
Ivan Kharitonsev
Brian Kincaid
Paula Knizner
Randall Lau
Deven Lee
Eul Lee
Ardena Leonard
Carole LeVine
Karen Lilly
Rachel Lim
Toby Lim
Tatiana Little
Tongyan Liu
Guoyi Liu
Mengjun Liu
Sandra Lively
Katherine Lopynski
Jacob Lutterman
Julienne Kaldjob 

Mabout
Zara Madison
Masoomeh Malkarimi
Jason Malroy
Jennifer Mancia
Santiago Marquez
Ingrid Mason
Nadhra Mattson
Travis McCall
Robert McClellan
Judy McCloskey
Le’Tasha McFarlane
Xenia McGregor
Ricardo Menendez
Mark Moffatt
Olivia Moffett
Roya Mofidi
Percy Montague IV
Lucia Mora
Maura Moreno
Calanda James 

Morgan
Cynthia Morris
Jackson Mosley
Betsy Moston
Patrick Nassif
Anish Nayar
Ayda Nye
Alan Orchison

Katelyn Orr
Daniel O’Sullivan Jr.
Ann Page
Alfred Paila
Jose Luis Paredes
Melinda Park
Susan Park
Diane Pavlovich
Pradeep 

Peddakkagari
Daphne Perdomo
Sharon Phillips
Darcie Pike
Robert Piper
Miguel Plaza
Laura Poch
Thomas Polman
Cena Powell
Jhojan Coronado 

Pozo
Kevin Price
Wazira Qaradaghy
Efthymia Rapti
Mary Rauch
Bilal Razzaq
Andrew Reamer
Natalia Redman
Hoke Reed
Erla Reyes
Kenneth Reynolds II
Sabine Richey
Nikki Rivellini
Nancy Rizk
Donn Roebke
Barbara Rosand
Adriana Rossi
Sarah Rossum
Evody Routier
Siham Roy
Deborah Ruef
Nadia Candia Ruiz
Celeste Salzberg
David Sande
Mariam Sankoh
Dale Sawaya
Nicole Schnable
Katherine Sebunia
Jacob Secor
Khaled Sediqi
Sami Sharata

Elise Sheridan
Christopher Silva
Derya Slivka
Autumn Smith
Joel Snapp
Jungim Son
Oanh Son
David Speed
Heather St. Hilaire
Ramika Stephens
Shekinah Stevens
Christina Stottmann
Michael Straley
Taylor Strickland
John Strysik
Lina Sukhwani
Mary Sullivan
Carson Sweezy
Yvette Sylvester-

Magee
Robert Tandler
Bo Tao
Enkutatash Taye
Kelly Tolley
Darlene Torres
Hung Tran
Jennifer Trinh
Long Truong
Sasja Tse
Maurice Valdivia
Colleen Vallar
Juan Vargas
Charles Vaughan
Richard Wadsworth
Naveed Wakil
Gregg Waller
Yezuo Wang
Amal Ward
Amy Weston
Julie Wilcox
Lavangelene 

Williams
Mary Williams
Susan Wojcik
Ilse Wolf
Mark Worrilow
Meimon Wu
Anna Louisa Yon
Sam Yousefzadeh
 

http://mbh.com/
http://ekkotitle.com/
https://www.commissionexpress.com/nov
http://www.mris.com/
http://www.vhda.com/Pages/Home.aspx
https://www.accessnationalbank.com/home/home
http://www.bbt.com/
https://www.everbank.com/
https://newworldtitle.com/
http://monarchtitle.net/home/
https://www.lionbank.com/
http://www.hometowntitle.net/
http://moveinterstate.com/
http://vestasettlements.com/
http://nvar.com/benefits/nvar-notices/items-of-interest/your-member-benefits-are-growing
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APPRAISERS
Alan Lord and Associates, Inc. 703-768-1954
Allen Appraisals 540-664-1169
Anthony Appraisers 703-319-0500
AREAS Appraisers Inc. 703-866-6000
BARCO 703-730-2272
Benjamin Group, Inc. 703-684-3577
BFM, Inc. 703-670-2586
Bruce W. Reyle and Company, Inc. 703-273-7375
Capitol Appraisal Service, Inc. 703-691-8800
Chevy Chase Bank 301-907-5850
CMS Appraisals, Inc. 703-209-9123
Curry Appraisals 703-307-2579
D&R Appraisal Services, Inc. 540-751-2220
Dan W. Mori 703-339-6136
DCO Appraisal Services Inc 301-855-3886
Dennis J. Park 703-750-0560
Diane V. Quigley Appraisal 703-830-6973
Dickman & Associates 703-938-6633
Distinctive Homes Realty, LLC 540-338-4606
Dittmar Realty Group 703-893-0900
dm Appraisal, LLC 703-449-0281

Donald R. Drake Jr. 571-237-9430
F & F Appraisals 703-963-1743
Forte Appraisal Service, Inc. 703-433-2205
Gee Appraisers, Inc. 703-451-9020
Harry Graef 571-213-7249
Harry H. Arikan 703-216-5147
Hartmann Group 703-406-7621
Heiner Appraisal, Inc. 703-754-6110
Home Appraisers 703-709-5695
Homestar Real Estate Services 571-261-3367
Hundley and Associates 703-212-9080
Inman Appraisal Services, Inc. 703-644-9877
JDC Appraisals, Inc. 301-946-4865
Karas Inc 703-753-5635
Kandhall Appraisal Services LLC 571-455-2622
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 703-255-6451
NB Valuation Group, Inc. 301-654-1719

NP Appraisal Services 570-606-4177
NVA Appraisal LLC 703-477-3178
Omni Appraisal Services 703-591-4001
Philip Arnold Appraisal Co. LLC 703-250-2132
Preston Hummer 703-929-0857
Residential Value Services 540-347-4570
Renner, Hansborough, & Reese 301-258-8181
Riverpoint Appraisals 571-333-3747
Sandra A. Le Blanc 703-629-6842
Silvey Appraisals LLC 703-577-1946
Stewart Jarrett R E Appr & Con 703-671-3662
Suburban Appraisers & Consultants 703-591-4200
T. L. Hoover Appraisal Service 703-354-8981
Tech Appraisal Group LLC 703-631-1111
Terra Appraisals LLC 703-963-3988
Washington Appraisal Group, Inc. 703-813-8160
Weichert, Realtors® 703-760-8880
William C. Harvey & Associates 703-759-6644
William Patten & Associates 703-642-8224
World Mortgage 703-934-5502

1031 EXCHANGES
Realty Exchange Corporation  703-754-9411

COMMISSION ADVANCE 
Commission Express  703-560-5500

CREDIT UNION 
REALTORS Federal Credit Union,  
 Division of NWFCU  703-709-8900

ENVIRONMENTAL SERVICES
Accurate Radon Testing  703-242-3600
Capital Environmental Testing LLC  202-257-9291
Dominion Environmental Testing, LLC  703-496-3799
Guardian Radon  703-425-7001
Pearl Home Certification  434-825-0232
RDV Environmental Services  540-303-7667

FINANCIAL SERVICES 
1st Portfolio Lending Corporation 703-564-9100
Access National Bank - Reston 703-871-1833
Access National Mortgage -  
 Manassas 703-871-1014
Access National Mortgage - Reston 703-564-7578
Access National Mortgage - Vienna 703-564-7594
Amalgamated Bank 202-293-9800
Atlantic Coast Mortgage 703-991-7299
Bank of America 571-722-3033
BB&T Mortgage - Herndon 703-435-1000

BB&T Mortgage - Arlington 703-855-7403
BB&T Mortgage - Fairfax 703-259-2477
BluePoint Financial 301-214-6790
Capitol Realty Group 703-707-6404
Chain Bridge Bank, N.A. 703-748-2005
Embrace Home Loans, Inc. 800-333-3004
EverBank 703-261-8882
Fairway Independent Mortgage  
Company 571-261-3462
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 - Alexandria 703-299-4760
First Home Mortgage - Fairfax 703-652-1233
Freedom Bank Mortgage 703-407-7003
George Mason Mortgage - Arlington 703-890-2538
George Mason Mortgage - Fairfax 703-220-7516
Guaranteed Rate, Inc. 703-840-6425
Heltzel Mortgage and Village Bank  
 Company 703-625-4807
Home Savings and Trust Mortgage 703-915-3729
Homebridge Financial Services, Inc. 703-795-8079
HomeBridge Financial Services, Inc. -  
 Rockville 240-403-7233 
Homestead Mortgage 703-352-3295
HSBC Bank USA, N.A. 202-640-0368
Intercoastal Mortgage Co. 703-449-6800
McLean Mortgage Corporation 866-670-2018
MVB Mortgage, Inc. 703-864-4597
Northwest Financial 703-810-1072

PNC Mortgage 703-123-4567
Prime Lending 571-442-5193
Prospect Mortgage LLC 703-314-4077
Prosperity Mortgage 703-222-1800
Sandy Spring Bank 800-869-8523
SunTrust Mortgage  703-209-3138
SWBC Mortgage Corporation 703-579-0977
The Rosenbaum Lending Group -  
 Annandale 703-879-5200
VHDA 804-343-5981
Wells Fargo Private Mortgage 703-801-2152
Wells Fargo Home Mortgage 703-333-5594

FUNITURE RENTAL 
CORT  703-379-8846

GREEN LIVING 
Renewed Living, Inc.  703-451-6355

GUTTER REPAIR 
Gagnon’s Gutterworks  703-716-0377

HOME CLEANING SERVICES 
Maid Brigade - Alexandria 703-823-1726

HOME INSPECTIONS 
AmeriSpec Home Inspections 571-235-2755
Anderson Inspection Consultant 301-855-0370
Apro Home Inspection Services, LLC 703-789-3936

AFFILIATES Bold Listings Are NVAR Partners

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

appraisers & affiliates

http://nvar.com/room-rental/nvar-notices/items-of-interest/nvar-room-rental-opportunities


http://go.nvar.com/1505   RE+VIEW   SEP+OCT 2015  45

Barish & Associates of Frederi 540-693-5373
Beltway Home Inspections 703-957-0155
Burnett Home Inspections LLC 703-965-5260
C. Simons & Associates 703-850-4994
Clingenpeel Properties, Inc. 703-409-5292
Excel Home Inspections LLC 571-281-3846
Great Inspectations, Inc. 571-577-0864
House Inspection Associates 703-453-0442
Hurlbert Home Inspection 703-577-7127
JIMCO Inspection Services 703-402-4699
Keystone Home & Environmental 571-238-5201
No Surprises Home Inspection 703-472-9020
NP Appraisal Services 570-606-4177
NOVA Home Inspection LLC 703-929-8349
Pillar to Post - McLean 703-291-0344
Pillar to Post - Herndon 703-657-3207
Pillar to Post - Oakton 703-402-2475
Pro-Spex, Inc. 301-675-8411
Protect Inspect, LLC 703-401-8881
Red Star Home Inspection LLC 703-431-4339
RN HomeTech 301-221-0357
Top To Bottom Services, Inc.  301-938-9100

HOME STAGING SERVICES 
Market Ready 703-660-8727
M. Quinn Designs 703-354-6359
Preferred Staging 703-851-2690
Staged Interior 703-261-7026

HOME WARRANTY 
HMS Home Warranty 800-843-4663
Old Republic Home Protection 800-282-7131

INSURANCE SERVICES 
Prosper Insurance Marketing 410-474-1521
Victor Schinnerer & Co., Inc.  301-951-5495

JUNK REMOVAL 
123 Junk 571-488-5713
Atlas Services, LLC 703-201-3084

LEGAL SERVICES 
Brincefield, Hartnett, P.C. 703-549-4820
Fairchild Law PLC - Alexandria 571-271-4070
Fidelity National Law Group 703-245-0286
Friedlander, Friedlander & Earman PC 703-893-9600
George A. Hawkins  
 (Dunlap Bennett + Ludwig 703-777-7319
Joseph A. Cerroni, Esq 703-941-3000
Keegan, DeVol, & Clarke PLC 703-691-1700
Law Office of James A Granoski 703-300-2786
National Real Estate Law Group 703-517-3333
Paradigm Law PLC 703-651-6811
Pesner Kawamoto 703-506-9440
Redmon, Peyton, & Braswell LLP 703-684-2000
Rich Rosenthal Brincefield Manitta  

Dzubin & Kroeger 703-299-3440
Shulman, Rogers, Gandal, Pordy & Ecker 301-230-5200
Slugg and Associates, PLC 703-426-4325

LOCK SERVICES 
Mr. ReKey of Virginia  703-444-0051

MARKETING/MEDIA 
My Marketing Matters  301-332-0537

MOLD SERVICES 
AHS Mold Aid  877-932-7177

MOVING & STORAGE 
College Hunks Hauling Junk 703-831-6409
JK Moving Services 703-260-4282
Interstate Moving & Storage 703-226-3282
My Guys Moving - Sterling 703-657-1402

NEW HOME BUILDER 
Toll Brothers 571-291-8000
Willowsford 571-297-2000

PEST CONTROL SERVICES 
Asian Pest Services LLC 703-752-1634
Hughes Pest Control, Inc. 703-481-1460
Mitchell Pest 844-234-1378
My Exterminator LLC 703-615-4028
My Pest Pros 703-665-4455

PLUMBING 
Mid-Atlantic Waterproofing  301-206-9510
Plumbing Express  703-201-1399

PROPERTY MANAGEMENT 
Cascade Management, Inc.  703-625-7645

REAL ESTATE PHOTOGRAPHY 
BTW images 703-340-6383
Exposurely Photography 703-899-4129
Jenn Verrier Photography 703-861-3682

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

SETTLEMENT SERVICES 
Absolute Title & Escrow LLC 703-842-7525
Atlantic Closing & Escrow LLC 202-730-2635
Champion Title & Settlements 703-385-4555
Double Eagle Title Company 703-865-2519
Ekko Title - Centreville 703-448-3556
Ekko Title - Fairfax 703-560-3556
Ekko Title - Reston 703-481-6200

Ekko Title - Vienna 703-537-0800
First American Home Buyers  
 Protection Corp 703-859-2700
Hometown Title & Escrow LLC 703-752-1117 
Justice Title & Escrow LLC 703-273-5878
Key Title 703-437-4600
KVS Title - Bethesda 301-576-5580
KVS Title LLC - Fairfax 703-352-3030
MBH Settlement Group - Alexandria 703-739-0100
MBH Settlement Group - Arlington 703-237-1100
MBH Settlement Group - Chantilly 703-734-8900
MBH Settlement Group - McLean 703-734-8900
MBH Settlement Group - Reston 703-318-9333
MBH Settlement Group - Annandale  703-852-3000
MBH Settlement Group - Fairfax 703-279-1500
MBH Settlement Group - Burke 703-913-8080
MBH Settlement Group - Fairfax 703-279-1500
MBH Settlement Group - Vienna 703-242-2860
Monarch Title - Alexandria 703-852-7700
Monarch Title - Leesburg 703-771-0800
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
Pruitt Title 301-770-4710
Quantum Title Corporation 301-770-4710
Republic Title, Inc. 703-916-1800
RGS Title 703-903-9600
Slugg and Associates PLC 703-426-4320
Stewart Title And Escrow, Inc. 703-352-2935
The Settlement Group Inc - Alexandria 703-933-3090
The Settlement Group Inc - Burke 703-250-9440
The Settlement Group Inc - McLean 703-584-0450
Universal Title - Arlington 877-645-8319
Universal Title - McLean 703-354-2100
Vesta Settlements LLC 703-288-3333

TECHNOLOGY SERVICES 
Centralized Showing Service 866-949-4277
EA3 Solutions 703-229-0418
Homesnap 202-999-2903
MRIS 301-838-7100

VIRTUAL TOURS 
Captivate with Video 703-585-7772
TruPlace, Inc. 301-972-3201

As of August 10, 2015

appraisers & affiliates

AFFILIATES

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

, continued
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ask nvar

Collin Shannon served as a 2015 summer law clerk for NVAR. He is 
a rising third-year student at American University’s Washington 
College of Law. 

A. A.

A.

A.

A.

A.

No. Virginia does not require a license to manage 
property. However, any actions taken as manager 
that are considered ‘licensed activities’ will require 

a real estate license. Maintenance and inspections, for 
example, are not licensed activities, but advertising a property 
for lease or processing applications are.

The Virginia Residential Landlord and Tenant Act 
(VRLTA) requires that a nonresident landlord have a 
registered agent who maintains a business office in 

Virginia for the purpose of service of process. If the owner has 
fewer than three properties and does not fall under the VRLTA, 
there is no residency requirement. This is true even if the landlord 
is in a foreign country for an extended period of time. 

If a property owner owns three or more rental 
properties, the VRLTA is automatically triggered. It 
does not matter how the properties are held; even if 

the owner is a corporate entity, the VLRTA applies. If two or more 
owners join together, as in marriage or firm merger, the title of 
the properties will determine if VRLTA applies. If a husband and 
a wife each own two properties under their own names, then the 
VRLTA doesn’t apply. However, if either of them owns one of the 
four properties jointly with the other in addition to their own two 
properties, then the VRLTA will apply.

Property managers should get signed consent from 
applicants before running credit checks, as required by 
the Fair Credit Reporting Act. If you reject applicants 

based on what is in their credit report, you need to file an adverse 
action report and provide notice to the applicant. Visit https://
www.ftc.gov/tips-advice/business-center/guidance/
using-consumer-reports-what-landlords-need-know 
for more information about the process. A firm cannot share a 
tenant’s credit information with a landlord unless the tenant 
consents in writing first. 

A property manager doesn’t need to be licensed 
to collect rent as long as the rent is paid directly 
to the landlord or is deposited into the property 

owner’s account. If the lease provides that rent is to be pre-
paid and thus held in escrow, then the property manager must 
be a real estate licensee and the rent must be deposited into 
the broker’s escrow account.

Visit http://www.fairfaxcounty.gov/sheriff/
eviction.htm for an outline of the eviction process. 
In summary, you must provide notice to the tenant, 

and then serve the tenant with summons for unlawful 
detainer. This will trigger a court date for both parties to 
appear. If the tenant fails to show, or the court rules in favor 
of the landlord, the landlord can request a Writ for Possession 
from the clerk of the court. The Writ will be sent to the sheriff 
to execute an eviction.

Q. Q. 

Q. 

Q. 

Q. 

Q. 

Are there special licensing requirements to be 
a property manager?

When does a landlord need a 
registered agent?

When does the VRLTA apply to a 
property owner?

What are the rules for running credit checks 
on tenants?

Can an unlicensed property manager collect 
pre-paid rent?

I want to evict a tenant for unpaid rent/ 
lease violations. How do I start the process?

Property Management Primer 
FROM CREDIT CHECKS TO EVICTIONS – YOUR FAQS ANSWERED 

By Collin Shannon 

https://www.ftc.gov/tips-advice/business-center/guidance/using-consumer-reports-what-landlords-need-know
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