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WELCOME, REAL ESTATE AGENTS

>y Protect your client with an industry leading
ARW Home Warranty

@ And earn a $100 services fee!*

IT'S EASY TO ENROLL AND
ORDER WITH QUR WEB APP

Enraoll Place Order

Anne Lang
Territory Manager
. (703) 932-5754

B alang@arwhome.com
"AEQUIRES A FEE AGREEMENT

% Renovation
#” Sells

Renovations
Simplified

Pesign. Construction, Financing,

Chat with Kpan & Tim
|804) 601-0039
ryandey@renovationsells.com
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PREFERRED PARTNERS

CLOSING ATTORNEY
Dankos, Gordon

& Tucker, P.C.

(804) 377-7421
DankosGordon.com

Tluchak, Redwood &
Culbertson, PLLC
(804) 257-7255
Sean@tluchaklaw.com

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

GRANITE & MARBLE
Classic Granite and Marble
(804) 378-1100
ClassicGranite.com

HOME INSPECTION
Advanced Home Inspection
(804) 349-3220
AdvancedHomelnspect.com

Capitol Home Inspections
(804) 615-7730
Richmondinspector.com

Pillar to Post

Home Inspectors
(804) 690-1321
JosephLowery.Pillar
toPost.com

Worsham Home Inspections
(804) 350-2164
Worshamlnspections.com

HOME WARRANTY

ARW Home

Anne Lang

(703) 932-5754
ARWHome.com/RealEstate

Cinch Home Warranty
Katie Williams

(804) 258-8832
cinchrealestate.com

JUNK REMOVAL

The Junkluggers, LLC

(804) 585-2210
JunkluggersofCentralVA.com

MORTGAGE

C&F Mortgage Corporation
Page Yonce

(804) 356-7034
CFMortgageCorp.com/
Page-Yonce

C&F Select

Kenny Wallace

(804) 334-5115
CFSelectMortgage.com/
Kenny-Wallace/

Fancher Mortgage
Larry Nutt

(260) 571-0862
LarryNutt.com

First Home Mortgage
Perry Shelton

(804) 629-0631
FirstHome.com/Location/
Richmond-ii

them for supporting the REALTOR® community!

George Mason Mortgage LLC
Joe Dunn

(804) 543-2261
GMMLLC.com/JDunn

Princeton Mortgage
Brandon Park

(678) 365-0287
BrandonParkMortgage.com

PHOTOGRAPHY
& VIDEOGRAPHY
River City Media
(804) 389-9884
RiverCity.Media

RENOVATIONS
Renovation Sells
Ryan Dey

(804) 601-0039
RenovationSells.com/
Richmond

REPURPOSED FURNITURE
& FINE HOME DECOR

The Junkluggers, LLC

(804) 585-2210
JunkluggersofCentralVA.com

STAGING

Designed 2 Sell

(804) 640-4828
DesignedToSellRVA.com

Dila Design
(804) 840-1563
DilaDesign.com

This section has been created to give you easier access when searching for a trusted real estate affiliate.
Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses

are proud to partner with you and make this magazine possible. Please support these businesses and thank

TERMITE & PEST CONTROL
Hickman’s Termite

and Pest Control

(804) 282-8957
HickmansTermite.com

PestNow of Central Virginia
(804) 589-1009
PestNow.com

TITLE COMPANY
Atlantic Coast Settlement
Lori Kistner

(804) 541-6677
ACSettlement.com

Kensington Vanguard
National Land Services
(804) 543-4266
MRogers@grs-title.com

Robinson Harris Title
and Escrow

(804) 215-3401
RobinsonHarrisTitle.com

TRAINING & BUSINESS
DEVELOPMENT

The Freedom Companies
(804) 937-0773
TheFreedomCompanies.com

VIDEO SERVICES
HD Bros

(833) 437-4686
HDBros.com

FANGHER

L\N\ortgage

LEAN ON
YOUR LENDER

My goal with every
transaction is to provide a
relationship-driven
mortgage experience.

L

Larry and the whole team made our first

time home buying experience easy and worry-

-Porsha, Homebuyer

Contact Larry:
9 260.571.0862

LARRY NUTT

BRANCH MANAGER, NMLS# 1228056
WHY WORK WITH ME:

Available 24/7
Deep understanding of loan process
Communication every step of the way

Market specific knowledge & passion

& Fancher Morigage Group, a division of GYC Mot
resarved NMLS ID# 2334 tverw nmilsconsumeac

g, e, All rights

essorgh 2020
Wt Broad 51 S0 241 Fchmaons, Wi #3230, Thisds not a

[ F

erremiiwry  cormmitment to lend. Borroarers must qualily, Program guidelnes are

subject to'change witholt notice. Loans not available in tates Fancher

Mortgaon Group 1€ not acting on Dahall of HLID, FHA, orany other fadoral o state

gowvemmeni sgencies Call 2605710862 for detals

www.larrynutt.com

() Inutt@fanchermtg.com
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MEET THE RICHMOND REAL PRODUCERS TEAM

Kristin Brindley Jenni Comer Ellen Buchanan
Publisher Associate Publisher Editor

Scann the QR
code to view the
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Inspections
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"We used PestNow during closing to take care of a minor pest problem. The experience was so

Do you have clients that have already

waived inspecti‘c/:\?s af?d are all movedn? |8 good we've signed up for the annual service package at our new home." - Mark Drew
e offer a
$50 DISCOUNT
t-closing inspections if done within & |
vl Call to schedule today!
All inspectors are VA Licensed, members of ASHI and CAPITOLIHOME INSPECTIONS
hold their new construction specialty certification! : B B
- Picog
804-639-1171 RichmondInspector.com 3 7R, | .
- LR SV info@pestnow.com * PestNowCVA.com
FAMILY OWNED & LOCALLY OPERATED BY RAY & JENN MCMURDY HOME INSPECTION TEAM ] i ) ]
| & Estimaies for Commercial Properties: commercial@pestnow.com
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Drea

Dear Real Producers of Richmond,

As we cross the threshold to 2024, I can’t help but feel the
energy of possibilities and the excitement that comes with
a fresh start! There’s no one I'd rather ring in the New
Year with than this amazing community — a group that
continues to embody passion, excellence, and a commit-

ment to success.

A new year signifies new hopes, new goals, and undoubt-
edly, new challenges. It’s a time to reflect on where you
are now and set your sights on where you want to be in the
future. Here at Richmond Real Producers, we believe in
the power of S.M.A.R.T. goals.

S.M.A.R.T. stands for ‘Specific, Measurable, Achievable,
Relevant, and Time-Bound’ — five crucial aspects that
lend focus and flexibility to your aspirations. Specificity,
ensuring your goal is simple, sensible, and significant.
Measurability, defining the data that will gauge your
success. Achievability, ensuring you have the skills and
resources needed. Relevance, aligning your goal with
the bigger picture. Time-bound, setting a deadline that
propels action.

The specificity of S.M.A.R.T. goals makes them more than
just resolutions; they become actionable plans. What

will you achieve? What data will measure your success?
Are you sure you can do this, and does it align with your
broader objectives? What’s the deadline?

10 - January 2024

»» publisher’s note

IG with $.M.ART.
Goals for Success This Year!

In the spirit of setting intentions, mark your calendars for
February 8th. We’re thrilled to bring another exclusive

Mastermind to the Richmond Real Producers community!!
This intimate gathering allows top producers to learn
from exceptional panelists and each other. Keep an eye on

your inbox for your exclusive invitation.

A very happy New Year and wishing you all the best in
2024. Here’s to another year of inspiring, connecting,
and elevating our incredible, inspiring top producers and

preferred partners!
With gratitude,

Kristin Brindley
Owner/Publisher
A\ Richmond Real Producers

b 313-971-8312
Kristin@kristinbrindley.com

www.richmondrealproducers.com

KRISTIM BRIMDLEY

ERTREPREMELR, CORMNECTOR, PUBLSHER

FOOD FOR THOUGHT
What’s your highest hope for 2024?

e
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Call us for your next staging!
804-840-1563 | @diladesign_ | www.diladesign.com

.

Helping you sell homes one staging at a time.
Serving the Greater Richmond area.

*

RIVER CITY MEDIA

BOUTIQUE MARKETING CONTENT

Residential Real Estate Photography « Commercial Photography « Drone « Video & Product Photography

"Philip's real estate
photo sessions always
make my listings stand

n
out from the rest. Sean here to book!

"l inspect your home as if my mom
was going to live there."

Our licensed inspectors will give your clients a common sense,
unbiased evaluation of the condition of a home, answer any
questions they may have, and help give them peace of mind.

: | l PILLARTOPOST"

HOME INSPECTORS

804-690-1321
E Joseph.Lowery@pillartopost.com

Serving Hanover, Henrico, Chesterfield, Goochland, Prince George's,
Tappahannock, and Powhatan counties as well as Richmond City, VA.

$25 OFF* Inspections!

*Offer valid for a limited time. Please mention ad for discount.

Richmond Real Producers - 11



SEE YOU THERE! @ @ @

RICHMOND

R® REAL PRODUCERS.

powered by @ TEAM

INSITGEIRSER
S5 9

February 8, 2024 Location TBD

HD Are you ready to take your marketing to new heights? Unlock the

REAL ESTATE MARKETING potential of your brand with our creative, memorable, and high-quality
content that leaves a lasting impression. Empower your brand identity

MADE EASY and media strategy today! Connect with our team to discuss branding
strategies and elevate your social media presence for exponential growth.

SAVE $100 ON LISTING CONTENT!
>

Set up a call using the QR

code to redeem credits.
VIDEO PRODUCTION.

REAL ESTATE MEDIA.
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Schedule a home inspection
with the experienced and
reliable team at Advanced
Home Inspection so your
client knows they've

found a great property!

- Full Inspection
- Radon Testing

[=]
Tyl

- Thermal Imaging

=

- Sewer Scopes

-

L

.
ba L

E‘

BOOK NOW!

- Lead Testing
- Instant Reporting

- Inspection Completed
with a Team of Two

- Weekends & Evenings Available

HomeY¥Inspection

Brad Gamlin
Owner
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Photos by Philip Andrews

For our last Richmond Real
Producers’ Magazine Party of 2023,
we celebrated our August, September,
and October featured agents and
partners at an airplane hangar! We
wouldn’t have had this super cool
location without our amazing spon-
sor, Dila Design! For those in atten-
dance, we hope you had a fantastic

time celebrating with us!

The event was a resounding success,
and we are grateful for your partici-

pation as one of our featured agents

and esteemed partners. Your pres-
ence added an extra touch of signifi-
cance to the celebration, and we are
immensely thankful for your ongoing
support. Additionally, a special thank-
you goes to Philip Andrews and HD
Bros for capturing stunning photos
and videos that beautifully captured
the essence of the party.

For those who couldn’t join us at the
event, we missed you! We under-
stand that circumstances can change,

and we hope to have the opportunity

to celebrate with you in the future.
We appreciate your support and
encourage you to stay connected
with us for upcoming events and

exciting opportunities.

Thank you again for being part of
this special event. We look forward
to more celebrations in 2024! If you
have any questions or feedback, don’t

hesitate to get in touch with us.

Wishing all of you continued success

and prosperity!

Magazine Parties are smaller events to celebrate the special real estate agents and partners who

have been featured in the last several months. For more information on all Richmond Real Producers

events, please reach out to us at info@richmondrealproducers.com.

14 - January 2024

Q)| diladesign

KRISTIN BRINDLEY

ENTREPRENEUR, CONNEECTOR, PUBLISHER

»» special events
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P» coaching corner

By Drew DeMaree

THE FAILURE CYCLE

Welcome back to Part 2 of “The Failure
Cycle.” Last month, we identified the
seven habits most likely to contribute to
“the failure cycle.” Now, let’s discuss the
first three in depth.

1. NO PRIORITIZATION SKILLS

Not all “To Do” lists are equal; a success-
ful list includes daily priorities and other
items that may require your attention.

If you are an architect designing your
“perfect day,” how would it look? Have
you created a written daily plan with

the “perfect day” in mind? Developing a
routine to launch the day in the first few
minutes of each morning is a great start.
No matter how organized your perfect
day becomes, unplanned emergencies
pop up at what seem like the most inop-
portune moments. How do you respond?

Are you strategic or reactive? The calm

16 - January 2024

or the storm? Creating a blueprint prior-
itizing tasks that have the largest impact
on your business not only allows you

to reach your goals with efficiency, but
it makes room for unexpected distrac-
tions. We suggest focusing on 12 weeks
at a time with our written GPS time

management tool.

2. PROCRASTINATION

Sometimes, we procrastinate because we
underestimate how much we can achieve
within a certain time frame and feel
overwhelmed by tasks pouring in from
every direction. A written daily schedule
shows deadlines and maximizes effi-
ciency. Question: If I gave you a free trip
to Hawaii provided you board the plane
by 8 a.m. tomorrow, would you find a
way to do it? Sometimes, deadlines bring

energy to actions, shortening the amount

PART 2 OF 3

of time required to “make it happen.”
Prioritizing tasks and completing them
without hesitation frees up time and
allows you to catch the plane to paradise.
Oh, but also worth mentioning ... a cal-
endar with no room to “catch up” or to
breathe is overwhelming and restarts the
failure cycle, so maintaining white space
within your schedule is equally import-

ant to avoid procrastination.

3. TIME BANDITS

‘We are robbed every day, and many
of us often don’t even realize it until
it’s too late to recover. Time bandits
are the largest drain for a business,
more so than profit or expenses.
Rather than traditional time blocking,
we recommend a workflow plan. In
the real estate industry, we use the

acronym “NCAA” when referring to

workflow (New Clients, Current Clients,
Appointments, and Administrative.)
While it is essential to touch on all four
topics daily, the allotted time varies
based on a “success list” we create at
the end of each day that designates

the importance of each task for the

next day. Each flow topic expands or

contracts depending on the list and your
12-week GPS plan. While considering
your “workflow plan”, perhaps t4e best
time-saving hack is a large, inexpensive
digital clock kept within your periph-
eral vision. Glance at it regularly to
assess the amount of time spent drafting

that email, taking a call, or scrolling

through social media. Viewing the time

itself will guard against time bandits!

Be sure to grab next month’s copy of Real
Producers magazine for the final article
of this series, which includes discus-
sions of the final four key factors of “The
Failure Cycle.”

7 HABITS OF THE FAILURE CYCLE

FREEDOM

BUSINESS COACHING, TRAINING, AND EVENTS

Drew DeMaree was born and

raised in the Midwest and
graduated from Johnson &
Wales University. He has been a
licensed REALTOR® since 2005 and a
business coach since 2015. Drew has been recognized

as a Top 20 MAPS coach for Keller Williams Realty
offices throughout the country. He has also operated a
brokerage that rose to number 1 in closed sales volume
in the area for three consecutive years, and founded
The Freedom Companies, an independent coaching,
training and events business, in 2020. Drew DeMaree,
804-937-0773, drew@thefredomcompanies.com

« One on One Coaching
+« Team Coaching

drew@thefreedomcompanies.com
call or text 804-937-0773

‘schedait @ FE ceaching comsaflation wilt
i D Thi O caste 00 i i g

%2 FREEDOM

TH BUSINESS COACHING, TRAINING, AND EVENTS

Real Estate in 2023 may have been siressiul . . . start 2024 by allowing
us to assist you in hullding sironger sales systems to increase your
income! Set up a free consultation to discuss your needs.

Richmond Real Producers - 17



»» legal hotline

Common Last-Minute

losin Mis!: es
CO AVWoi

By Walter M. Culbertson, Esq.

This article does not intend to go over some of the deal-breaking mistakes made by parties in
a real estate transaction. Rather, this article serves to inform REALTORS® of the most common
last-minute mistakes made that delay closing. Some might say that delaying closing is no big deal,
we can always reschedule. Others might view a delay as a complete and total failure. Wherever
you stand in this argument, we feel that we should do all we can to ensure our clients have the
best experience possible. Here are a few ways to ensure your client’s closing experience meets
expectations and does not disappoint.

18 - January 2024

The first last-minute mistake I want to address is
probably the most devastating and can sometimes
lead to major delays and even releases. This mis-
take, which we see more than we’d like to admit, is
the last-minute inspection (termite, well, or septic).
Too often, we see the termite, well, or septic
inspection treated as a checklist item—something
that can be knocked out a day or two before closing.
These inspections are essential pieces of the trans-
action and can cost thousands in repair costs. Deals
can fall apart due to a rough termite, well, or septic
report. And to make matters more complicated, the
attorney or title company may not agree, or be per-
mitted by the lender, to escrow the funds needed

to close. Even if they do agree to escrow, the funds
held may be way more than your client anticipates
or, in the case of a purchase file, the funds may

not be sufficient to cure the defect. Why put the
additional last-minute stress on yourself, your
client, and all the parties involved? Take care of the

inspections earlier in the life of the transaction.

The next mistake is adding a new party to the
transaction the day before closing. If there is
someone who needs to be on the deed who didn’t
sign the contract, let your settlement agent know
in advance if you can. The primary reason for this
is that the title company must run a search on the
new party to ensure there are no judgments or liens
against that individual or company. A last-minute
lien certainly can complicate closing, and some
loan types have requirements that require more
than the buyer anticipates. Last-minute additions

can also lead to revised loan docs. No party in the

transaction enjoys sitting in the closing room while
the settlement agent waits on the lender’s updated

documents with the correct party names.

Ultimately, the settlement agent’s goal is to ensure
not only a safe and successful closing but also

to create a positive, memorable experience. We
recommend the real estate agent prepare the buyer
for their closing. A half day off from work with a
closing scheduled in the afternoon is ideal. Often,
the closing is scheduled for the morning, the buyer
shows up, and the loan documents are not ready.
There’s nothing to sign and the borrowers have

to come back later in the day. It also gives the
attorneys time to figure out any last-minute issues
discovered in the walkthrough or resolve any issues
with the seller side. The sellers do not always
approve their closing disclosure a day or two before
closing, and there may be some last-minute changes

whether they be fees, invoices, or prorations.

Finally, discussing the purchaser’s financial institu-
tion is crucial. The buyer should always speak with
their bank ahead of time to figure out how they’re
going to move their money. A cashier’s check may
not be an option, wiring may not be instantaneous,
there could be wire limitations, and there could be
long processing delays. As settlement agents, we
cannot close until we receive all the money. We see
closings get delayed due to difficulties initiating
wires. Having a conversation about wires/checks

a few days before closing can assist in that client
having the positive, memorable experience we all

strive to provide.

Walter Culbertson grew up in a military family, where he lived primarily in Virginia and
North Carolina. After graduating from high school in Morehead City, North Carolina,
Walter attended Longwood University, where he studied history and political science
with a concentration in prelaw. After graduating from Longwood in 2014, Walter
worked as a title examiner. He then pursued law school and attended the University

of Richmond School of Law, where he graduated cum laude in 2020. Walter passed

the Virginia State Bar in 2020 and immediately started practicing law with a focus on title
and real estate. In his spare time, Walter enjoys golf and is a member of Brandermill Country Club.

Richmond Real Producers -
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DY partner spotlight

As the proud owners of Renovation Sells

in Richmond, Ryan and Tim Dey certainly

qualify as well-rounded entrepreneurs. With

the couple’s combined backgrounds in the

military, teaching, and health care, the Deys

now enjoy serving their local community by

increasing home values through strategic

improvements. Founded in October 2022,

Renovations Sells provides complete cosmetic

renewals for sellers to help them sell faster for

the best possible price.

TRANSFORMING HOMES

“We take what is already existing in the
home and update it to neutralize the space
and make it beautiful and more appealing

to a potential buyer,” Ryan explains.

Making Life Easier

Renovation Sells aims to take the stress
off of both REALTORS® and their cli-
ents. By offering a one-stop solution for
design, construction, and financing, they
allow real estate professionals to focus
on selling homes. At the same time, the
hard-working duo handles the intricate

details of the renovation process itself.

Ryan is a Chesterfield native and spent
her first career as an elementary school
teacher before taking a break to raise
their children. Her eventual return to
education saw her teaching a diverse
range of subjects. Tim began his career
as a physical therapist, eventually using
these skills treating Navy SEALs and
now teaching them to future health pro-
fessionals. All the while, he never lost his
deep-rooted passion for woodworking,

electronics, and entrepreneurship.

A mutual love for design made the
transition into the renovation business a

natural evolution for the pair.

“We are very strong believers in hard
work, dedication and helping others,”
Ryan asserts. “We also know, from per-
sonal experience, that you can make any

house a home.”

The Deys have moved a lot throughout
their 15 years of marriage. Ryan says
they loved each of their homes for dif-
ferent reasons, but most importantly for
that feeling of pure comfort when they

walked in the door.

“There are many parallels between
teaching and project management. This
seemed like a natural fit to combine
our combined skill sets with our love
of HGTV-like design,” Ryan reflects.
“What we love about our work with
Renovation Sells is that we get to help
others transform their homes so that
they are functional, aesthetically pleas-

ing, and valuable.

“Whether clients are renovating their
home to sell or to stay (or renovating a
house they just bought to make it into
their dream home), we want to help our
clients reach their next life goal by mak-
ing strategic cosmetic updates that add

the most value.”

Richmond Real Producers - 21




Family Bonds

Beyond their professional endeavors, the
Deys are parents to Abby (12) and Ethan
(10), both of whom enjoy playing various
sports and spending time with artistic hob-
bies. The family also includes two miniature
labradoodle brothers named King and Bo.

The Deys relish spending as much time
together as possible, often playing board
games, going for hikes and dog walks, and

exploring new areas or local restaurants.

As a family-oriented team, they value
. . Husband-and-wife team Ryan and Tim Dey are co-owners of Renovation Sells.
integrity and honesty and care deeply for

their community.

“I enjoy watching our children develop and

grow, seeing who they are becoming, and “We are local and here for you For more information oéout Renovation Se//‘s services, reach out to Ryan at
what they are interested in doing with their every step of the way as a consis- (804) 601-0039 or email RyanDey@renovationsells.com. Explore the Deys
tent and reliable partner,” Ryan projects on their website at www.renovationsells.com/richmond.

futures,” Ryan smiles.
affirms. “My husband and I are

Looking ahead, the Deys envision personal honest, trustworthy, loyal, and truly
want to help people in any way that

Renovation
Sells "

growth and more time spent with their family,

hopefully with travel involved. They aspire to we can. We offer pride in design

continue expanding their business organically, and quality execution, and we value

4

focusing on building relationships and part- relationships above all else.”

nerships that align with their values.

RENOVATION SELLS

specializes in increasing

home values through strategic
improvements and provides
complete cosmetic renewals

for sellers to help them sell

faster for the best

possible price.

Tim and Ryan Dey with their children, Ethan and Abby, and labradoodle brothers Bo and King. (Photo by Philip Andrews)
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ANNE

HOMAS
SOFFEE

agent spotlight

Photo by Philip Andrews

In the heart of Richmond’s charming
Carytown, at the hub of creativity and char-
acter, you’ll find Anne Thomas Soffee, an
associate broker with Small & Associates.
Anne’s take on real estate is refreshing; she
feels strongly that success is subjective, so

there’s no need for comparison.

“One of my favorite quotes is ‘Comparison
is the thief of joy.” I have it framed over my
desk,” Anne remarks. “This business can
feel super competitive and that mindset
seems kind of baked in at times. There

is enough success to go around; I try to
approach things with a collaborative mind-

set whenever possible.”

STARTING OUT

Stepping into the real estate industry in
2007, after a solid decade as an English
teacher and a published writer, Anne found
a unique intersection between her love for

homes and her passion for storytelling.

“I was in residential placements —

group homes, facilities, and hospitals as

e
[ 1[Sf

Photo by Philip Andrews

correctional and behavioral place-
ments. I absolutely loved teaching and
miss it all the time,” Anne shares. “But
residential teaching is super challeng-
ing when it comes to coverage if you're
out, and when we decided to start a
family, I knew that would be an issue,

so it was time to make a change.”

Confronting these challenges
led Anne to make a change, setting
the stage for her vibrant career in

real estate.

Last year, Anne closed an impressive
33 transactions totaling over $6.6 mil-
lion in sales volume. Her dedication is
evident in the gold awards she’s con-
sistently received from the Richmond
Association of REALTORS®.

For Anne, real estate isn’t just about

generating sales, though.

“I enjoy helping people find homes that
make them happy, ensuring they’re

il ™
Growing up in 1970s Richmond, Anne skated
and bicycled the city’s neighborhoods with
groups of friends. (Photo by Bill Wasson)

educated throughout the process, and
maintaining an ethical and profes-

sional approach in every transaction.”

FINDING SUCCESS

Anne’s success is rooted in a client-
driven and personal approach.
Wearing her teacher’s hat, she
navigates the complexities of real
estate. Her ability to break down
contracts and timelines ensures her

clients feel at ease, while her keen

Richmond Real Producers - 25



writer’s eye helps craft compel-
ling listings.

“Writers are like spies. We are
keen observers and we pick up on
subtext — the things you mean
but don’t say. That’s critical in

this business,” she points out.

LOCAL ROOTS

A Richmond native, Anne’s
parents had a strong and positive
influence on her early develop-
ment, appreciation for the city,
and eventual business success,
and her childhood experiences

in the Carillon neighborhood laid
the foundation for her love of the
city and its neighborhoods. Anne’s
father owned a building supply
business and set a great example
of being client-centered and build-
ing a business from the ground up
while her mother made sure she
appreciated the cultural richness

of the city with trips to libraries
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Anne Thomas Soffee with
her husband, Tad Hill, and
their son, Suleiman (Photo
by Philip Andrews)

and museums. To this day, family dinners
at her childhood home are a Sunday tra-
dition, where multiple generations gather
and connect. Now married for 21 years,
Anne enjoys exploring the city with her
husband, Tad Hill, and their 18-year-old

son, Suleiman.

In addition to her real estate accolades,
Anne notes she proudly holds the title
of number one fan of the State Fair of
Virginia, a testament to her love for the
local community. “There is nowhere I'd
rather be than the midway at Meadow
Event Park,” she says.

Beyond her busy career and family
life, Anne supports many charities
including Charity: Water, Books for
Prisoners, and St. Jude Children’s
Hospital. “St. Jude was founded as

a thank-you to this country from
Lebanese and Syrian immigrants,” she
explains. “As a direct descendent of
Lebanese immigrants, supporting

St. Jude is in my blood.”

POSITIVELY

NO MINORS |
ALLONED T0 PLAY

WITH @R WITRQET AGOLTE

ON THE HORIZON

As she enters the next phase of her
successful career, Anne reflects on

her responsibilities as a Realtor,
emphasizing the need to protect legacy
residents of Richmond City from
predatory practices. As a key figure in
her neighborhood’s Real Estate Watch
Committee, she ensures her commu-
nity stays informed and protected from

equity theft.

As Anne looks to the future, her short-
term goals include successfully guiding
her high school senior into adulthood
and continuing to make time for writing.
With wishes of cruising in her dream
Chevy El Camino, indulging in county
fairs, and maintaining a focus on ethics
and education in her profession, Anne

still has plenty to look forward to.

“If you want to make God laugh, tell
him your plans,” she concludes with
a smile. “I just try not to get too far

ahead of myself.”

THERE IS
ENOUGH
SUCCESS TO
GO AROUND.

g "Designed 2 Sell is simply the best home stager in Richmond!
) They have staged hundreds of houses for my company over
¥ the past ten years, and they are always professional and
! on-trend. Their work elicits a response in buyers that leads

to faster sales and for more money. I recommend Tammy
and her team in the most emphatic way I know possible,
with more business!"

designed 2 sell

HOME STAGING Frank Cava, Cava Companies

Tammy Wilkerson
Owner & President

(804) 640-4828 | designed2sellrva@gmail.com

www.designed2sellrva.com | ) @designed2selirva (0) @designed2selirva




PP rising star
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“Real estate is a perfect fit for my
heart. It combines my financial
expertise, my love for serving people,

and my passion for homes.”

Anna Catherine Lake enjoys guiding her
clients through the intricate process

of buying and selling with unwavering
dedication and genuine enthusiasm.
She doesn’t view herself so much as a

salesperson, but more of a connector.
“I connect people to homes and

neighborhoods where they can

make memories and thrive,” Anna
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Catherine affirms. “In this way, I am
helping to build into people’s lives and

ultimately into our community.”

Anchored within The Beran Group
at Shaheen, Ruth, Martin & Fonville
Real Estate, Anna Catherine’s com-
mitment extends far beyond trans-
actions, aiming to secure not just
houses but sanctuaries of cherished

memories and joyous moments.

A NATURAL PASSION
Anna Catherine notes her passion

for homes stems from her childhood

growing up outside Charleston,

South Carolina.

“We had a multigenerational family
farm and it instilled in me the impor-
tance of homes — a sanctuary where
families evolve,” Anna Catherine
reflects. “This gave me a sense of home,
the stability that a home can provide,
and how a home can be refreshed to fill

a family’s current needs.”

With a financial background, Anna
Catherine worked in public account-

ing, mostly in the financial area of

several nonprofits for a while.
She witnessed the impor-
tance of permanent housing
and decided to obtain her real
estate license after her daugh-

ter went off to college.

Since embarking on her real
estate career in 2019, Anna
Catherine’s portfolio is a tes-
tament to her commitment. In
2022, she recorded $7.2 million
in transactions with 18 units,
with a projected sales volume,
at the time of this writing, of
nearly $10.5 million by year-end
2023. Though her fledgling stats
are impressive, Anna Catherine
values her sterling reputation
for exceptional service above all
else. Her unwavering dedication
to serving people is the cor-
nerstone of her success in the

competitive real estate domain.

“I firmly believe in qual-

ity over quantity,” Anna
Catherine notes. “Every
transaction, irrespective of
size, deserves my undivided
attention and enthusiasm.”

Anna Catherine is also quick to
credit The Beran Group for help-

ing her on the road to success.

“Kristin Krupp, our fearless
leader, is brilliant, and an
expert in the real estate field.
The team members provide
incredible support, from
encouragement to informed
advice to assistance in serving
my clients when I am unavail-

able,” Anna Catherine remarks.

NURTURING DREAMS
Beyond sales, Anna Catherine’s
passion and astuteness for

her vocation emanate from

her financial background and
extensive experience in non-

profit sectors.



“I love merging creative problem
solving with data-driven solutions for
my clients. Real estate isn’t merely a
transaction — it’s a bridge between
my financial expertise and my fervor
for serving people and nurturing
homes,” Anna emphasizes. “The
essence of my service lies in offering
each client, regardless of their bud-

get, attentive care.”

Offering counsel to budding top
producers, Anna Catherine under-
scores the significance of focusing on
controllable aspects, offering support
by sharing knowledge and cherishing

every client interaction as an honor.

“Understanding the business landscape
and shunning comparisons are pivotal
in cultivating a successful career as
well,” Anna Catherine advises. “Always

be educating yourself.”

OUTSIDE THE OFFICE

Beyond work, Anna Catherine cher-

ishes time spent with her family.
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REAL ESTATE IS A PERFECT

FIT FOR MY HEART.

She notes her husband, Larry, is her biggest
supporter, and the couple have three adopted,
adult children. A rescue dog, Sadie Mae, adds
extra joy to their household.

“We love anything to do with the water, walk-
ing on the beach, skiing, crabbing, fishing ...

the salt, sand, and sun,” she smiles.

Anna Catherine’s support extends generously
to local charities, fervently advocating for
causes serving the Richmond community.
Her involvements with Caritas, The Healing
Place, Elijah House Academy,

and Better2gether demonstrate

| Anna Catherine Lake and her husband Larry her deep-rooted commitment to

community welfare.

“For me, success is synonymous
with giving my best in every
endeavor — channeling time,
talents, and resources wisely,”
Anna Catherine points out. “If

I've done that, I've won the day.”

Looking ahead, Anna Catherine
aims to refine her time-manage-
ment skills while relishing her

role within The Beran Group.

“Selling real estate, with a bril-
liant team of like-minded indi-
viduals, is a dream come true,”
Anna Catherine concludes. “I
am thankful for the client and
professional relationships I have
built and the financial goals

that have been met, all around
transactions involving homes
where people can thrive and

make memories.

“There are very few transactions
that are ‘normal,” though; most
transactions have a bump. This is
what makes real estate challeng-
ing and never boring,” she adds.

“This is what makes it fun.”

Home Financing Made Easy

We pride ourselves on providing excellent customer service and focusing on
your needs. Tell us your goals and we can use our knowledge, expertise and
innovative financing solutions to fit your financial situation.

L=

Kenny Wallace

NMLS# 1619319

M: 804.334.5115

E: kwallace@cfselectmortgage.com
www.cfselectmortgage.com/kenny-wallace

‘ Excellent response time and communication from Kenny. Thank you ’ ’
for your patience, guidance, and expertise throughout this process!

“Susan

3 GFSelect

Restrictians apply. Thisis an advertisement and not a commitment to lend
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CONTINUING THE LEGACY
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In 2015, Megan (right)
joined her father, Jim
Napier (left), at his

brokerage.

W hen Megan Napier was earning her bachelor’s degree in science and business

administration at the College of Charleston, she applied to the buyer training

program at Bloomingdales, the famed department store. After being turned down due to too

many applicants, she hopped in her car and drove 10 hours to the next college recruiting

event where she was hired on the spot. It is this determination and drive that exemplifies

Megan’s success in real estate.

A Family Tradition

After spending the first part of
her career with Bloomingdales in
New York City, the family busi-
ness, and its profound influence
on her life, called her home. Now
a licensed solo agent with Napier
Realtors ERA in Midlothian,
Megan established her real estate
career in 2015 when she joined
her father’s brokerage, proudly
representing the third generation
of REALTORS® in the family
business. The Napier legacy began
with Megan’s grandfather in 1958,
and her father has maintained his

broker role for 47 years.
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“I spent my formative years
attending open houses, assisting
my dad with mailers, and explor-
ing new construction sites,”
Megan recalls. “My admiration
for my father’s unwavering ded-
ication to building the company
and a stellar reputation was the

reason I got into real estate.”

Megan’s recent statistics prove
she is a third-generation dynamo
in the real estate industry. With
37 homes sold for $18 million

in 2022, she has no plans to
slow down. She notes working

in the demanding, fast-paced

environment of New York City
helped shape her ability to estab-
lish structure — a strength that

helps with a sales-oriented career.

Self-Motivating to Succeed

To keep herself on the move and
connecting with new people,
Megan develops vision boards
outlining her personal and
professional goals. One of these
goals was to utilize video market-
ing to reach current and potential
clients. She created a YouTube
channel, honing her on-camera
skills to market her listings.

Top producer Megan Napier is a solo agent
with Napier Realtors ERA in Midlothian.
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I truly believe there are endless

RIGHT MINDSET AND ENERGY TO ATTRACT THEM.

“It enables me to express my cre-
ativity and showcase my clients’
beautiful homes through unique
videos,” Megan explains. “I have
noticed that my clients greatly
appreciate the additional value
that video marketing brings to

showcasing their homes.”

A Balanced Life

Born and raised in Richmond,
Megan can be found attending
yoga classes, having family
dinners with her parents, who
live just a short drive away,
and taking long walks with
Olive, her best friend and

canine companion.

“Olive is a regular presence at
the office and is always beg-
ging for treats,” she adds with
a smile.

Both Megan and her parents
have a long-standing association
with the Massey Cancer Center
in Richmond. She spent a term
on the Massey Alliance Board of
Directors and still volunteers at

several annual events.

Taking care of her physical and
mental health is also a top prior-
ity as it helps Megan continue to

achieve her professional goals.

“I always make sure — even
during the crazy times in the
market — that I carve out time
to meditate, journal, and work
out,” she notes. “I find I have
more to give to clients when my

cup is full.”
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GRANITE & MARBLE
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Superior Stone Solutions ¢ Expert Craftsmanship « Precision Technology
Award-Winning Showroom -« Largest Selection of Natural Stone & Quartz
Products in VA

On the Horizon
Megan'Napier (left) with her parents,

Thei t f self- i
e importance of self-care is Kathy and Jim Napjgr. #

something Megan advises all

Get a free estimate today!
: 804-378-1100C
ClassicGranite.com/RealProducers

[
%

future top producers to prioritize.

She also recommends establish-

ing consistency and solid business

plans, especially in the fluctuating

real estate industry. She adheres b
to the Buffini Method — a real
estate coaching and training pro-
gram centering around relation-

ship-building activities.

“I also have men-
tors, not only
my father,
but also
other great
Realtors in
the area who
share their
best practices
and encour-
age one another,”

Megan remarks.

Moving forward, Megan plans to
continue the family’s tradition
of making a positive impact in
the Central Virginia real estate
community. The industry will
always have ups and downs, but
Megan will not let uncertainty

impede her success.

“I operate from a state of abun-
dance,” she concludes. “I do not
like to get bogged down in the
negative chatter of the last few
years about the market. I truly
believe there are endless oppor-
tunities and that you just need
to have the right mindset and
energy to attract them.”
The Fenway - Clay Street Builders -
Richmond Homearama 2021



‘ 'RS ' Teams and Individuals Closed Data from Jan. 1to Nov. 30, 2023 _

Rank Name Office List List Volume Sold Sell Volume Total Total$
Units  (Selling $) Units (Buying$) Units
Page Yonce | 27 Years with C&F Mortgage, a Top Producer, 2023 President's Club
C&F Mortgage was recognized by the Richmond Times Dispatch as a 2022 Top Work Place!
fﬂ =
v ' *i:_;
"ot -
we Lu've Disclaimer: Information based on MLS closed data as of December 4, 2023, for residential sales from January 1, 2023, to November 30, 2023, in Greater
Richmond, Virginia, by agents licensed in our service area, which includes Hanover, New Kent, Henrico, Charles City, Chesterfield, Powhatan, Goochland, King
Whera we WD rk- William Counties. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data.

Some teams may report each agent individually.

Enjoying one’s daily
Work environment Promotes

THEpreapIROME pNzCE B B RIROL SR Positive Minds and Positive
in the homebuying process. Be your client's s . |
champion, refer Page! Experience matters! Lives. Our Positive Vibes Our attorneys are committed to your success!
Think... FIRST PAGE! carry through into our -
performance. Let us ~ — We pride ourselves on providing
Ca Il to day' Shine Our Light on the knowledge, experience and
communication that is needed to
Page Yonce gRESIEN T Your Clients. ensure a smooth and successful
NMLS# 320531 Think First real estate closing.
0: 804.673.2150 Page

CLUR

TLUCHAK, REDWOOD

M: 804.356.7034 & CULBERTSON, PLLC

= Katie Redwood, Esq. Walter Culbertson, Esq. E. Sean Tluchak, Esq. ~ P -y e
it : p}"(;nﬂ;%ﬂfm Drtga geccrpICGm katie@tluchaklaw.c:m walter@tluchaklaw.co::l sean@tluchaklaw.co?n SR ey
\ WWw.FageYonce.com _
A m 7 P (804) 257-7255
Corporation {=} NMLS# 147312 | This is an advertisement pr— tluchaklaw.com | @ @tluchaklaw | 3721 WESTERRE PARKWAY, SUITE E | HENRICO, VA 23233
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TOP 100 STANDINGS

Teams and Individuals Closed Data from Jan. 1to Nov. 30, 2023

Rank Name Office List List Volume Sold Sell Volume Total Total$ Rank Name Office List List Volume Sold Sell Volume Total Total$
Units  (Selling $) Units  (Buying $) Units Units (Selling $) Units  (Buying $) Units

Disclaimer: Information based on MLS closed data as of December 4, 2023, for residential sales from January 1, 2023, to November 30, 2023, in Greater
Richmond, Virginia, by agents licensed in our service area, which includes Hanover, New Kent, Henrico, Charles City, Chesterfield, Powhatan, Goochland, King
William Counties. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data. Some
teams may report each agent individually.

From buying the first home, to starting
a business, to planning an estate...
We build client relationships that last a lifetime.
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TOP 100 STANDINGS

Teams and Individuals Closed Data from Jan. 1to Nov. 30, 2023

Rank Name Office List List Volume Sold Sell Volume Total
Units  (Selling $) Units (Buying$) Units

nDIFFERENT APPROACH TO REAL ESTATE CLOSINGS

Title & Settlement Services in Central Virginia
with CUSTOMER SERVICE being the #1 priority!

"Atlantic Coast is one of the most well-put-together and
professional title companies that I've ever worked with,
and I've been in the real estate industry for over 17
years. They are always on top of things and their level
of customer service is amazing!"

- April Lane, Google Review

&\ ATLANTIC COAST

SETTLEMENT SERVICES INC

Call today to give your client's a FIVE-STAR homebuying experience!

804) 541-6677 - ACSettlement.com * 2405 Dovercourt Drive, Midlothian, VA 23113
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Rank Name Office List List Volume Sold Sell Volume Total Total$
Units  (Selling $) Units (Buying$)  Units

Disclaimer: Information based on MLS closed data as of December 4, 2023, for residential sales from January 1, 2023, to November 30, 2023, in Greater
Richmond, Virginia, by agents licensed in our service area, which includes Hanover, New Kent, Henrico, Charles City, Chesterfield, Powhatan, Goochland,
King William Counties. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting
this data. Some teams may report each agent individually.

We are on a mission to deliver
The Effortless Mortgage™

We back it up with The Princeton Promise:

——
$1,000 BACK at closing if our customer is unhappy for any reason.

D PRINCETON
- MORTGAGE

BRANDON PARK

LENDING TEAM

POWERED BY PRINCETON MORTOAGE

Brandon Park Branch Manager ® NMLS# 183765

BrandonParkMortgage.com ¢ Brandon@princetonmortgage.com

N
113856
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804-282-8957

Hickman’s

Termite & Pest
Control

Wildlife Control

WDI/ WDO Inspections
Termite Treatments
Fungus/Mold Treatments
Pest Control

Free Pre-Sell Inspections
Vapor Barriers

Family Owned and Operated Since 1986

Our licensed and state certified staff will help with any wood
destroying or pest control needs that you might require.

(804) 282-8957

www.hickmanstermite.com
Serving the Richmond and Surrounding Area
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jFIRSTHOME
__ MORTGAGE

Is your client in the
market for a VA home loan?

y R
\.
i

Perry Shelton

NMLS# 861228 )
pshelton@firsthome.com .‘-""f,

(804) 419-0623 !

i _ Audrey Kidd EiE
. W NMLS# 873803 %
‘l akidd@firsthome.com jO!

(804) 419-0621

s,

15871 City View Drive, Suite 300-B, Midlothian, VA 23113

This is not a guarantee to extend consumer credit as defined by Section 1026.2 of Regulation Z. All
loans are subject to credit approval and property appraisal. First Home Mortgage Corporation
NMLS ID #71603 (www.nmlsconsumeraccess.org)
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[ PATHWAY |

The path to homeownership may be shorter than you think! Don't let the potential hurdle of not having
enough funds for a down payment or closing costs stop you from achieving your dreams of homeownership.
GMM’s Pathway Home Grant' may be the perfect path for you.

upP TO $5,000 FOR DOWN For more information, contact Joe Dunn today!
PAYMENT & CLOSING COSTS

S JOE DUNN
» Grant has no lien required on the property Executive Vice President
= Primary residence MMLS ID; 160855
= This program is only available in select market areas 4407 W rive. Suite 24
= Available for purchases and eligible refinances L .;5,?9?, ﬁﬁﬁr{{ﬂtﬁé"e' ey
« Gift funds can be used )
* Household inrl;_lme limits apply T Direct: (804) 543-2261
* Homeownership counseling certificate required prior to dosing if a First Time Homebuyer 1.
« (ambe used in conjunction with other down payment assistance Email: Jdu"n@gmm"c_' I
+ Fived and Adjustable Rate financing options available www.gmmllc.com/jdunn
« Mo Mortgage Insurance required "It's a DUNN Deal”

" Subiect to Credit Appooval Mot all applcants are eligible. Pathway Home Grant is a Lender Grant and is only avaablie in select markel anes. No cash back for the Grant fends aliowed. Loan must be for purthase of
eligible refinance of primary tesidence, For punchase transactions, Grant Is capped al $5,000, with up bo 5% of the sales price o apprased value (whichever i bessh applied fowaeds down paymient first and then any
remaining funds appdied bo closing osts. For eligible Befinance tansactions, up to 3% of appeaised vabse, with a maximum of $5.000 will be apphed bowads dosing costs. Property tyipe and bocation limatations apoly.
Losary besrms anit conditions appdy, including but rod fimibed to, maximm loan-to-valoe of 97%, maximuen loan amant, minimum edi score, and madmum ingome limis. Hemetuyer education may be regured
Garant proggam may be comsidensd tavabl income, 1096-MIS( may be aed. You should consult with wour fax advisor. Program rates, teerms, and conditians ane subied to change withaut nodice
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