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H O M E  I N S P E C T I O N

U S E  C O D E
2 5 O F F  F O R

$25 OFF
YO U R  N E X T

Our inspections are fully customizable to 
address your property’s speci
c needs. 
Inspections priced by square foot, not 

hourly, to ensure high quality at 
exceptional value.

• Residential & Commercial Property Inspections

• New Construction Inspections

• Certified Inspections

• Pre-Sale Inspections

• Maintenance Inspections

• 11-Month Inspections

• Mold Sampling

• STR Safety Inspections

• Air Quality Testing

• WDIR Inspections

• Structural Repairs

• Termite & Fungus Treatments

• Insulation Replacement

• Moisture Barriers

• Dehumidifier Packages

main o�ce: (757)-583-4444  •  after hours: (757) 285-5788



Hampton Roads Real Producers • 54 • November 2024 @realproducers realproducersmag.com

EXPERT DESIGN, LOCAL TOUCH
From in-stock solutions for your client’s immediate 
cabinet and flooring needs, to custom kitchens that are 
intentionally designed, we have everything you need to 
make any client happy.

Though our name has changed, our dedication to excellence 
remains unwavering. Visit cabinetfactoryva.com to explore 
our range and schedule a consultation today!

SAME QUALITY

5950 Poplar Hall Dr, Norfolk, VA 23502

Family owned and proudly serving 
Hampton Roads since 1990!
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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 

them for supporting the REALTOR® community!

ADVERTISING

Real Producers

(757) 348-7809

APPRAISAL SERVICES

CMP Appraisals

(757) 689-0607
vabeachappraisals.com

ASSOCIATION OF 

REALTORS®

Hampton Roads 

REALTOR® Association

(302) 359-8356

BLINDS/SHADES/

SHUTTERS/DRAPES

Budget Blinds of 

Hampton Roads

(757) 356-9996
budgetblinds.com/
chesapeake

BUILDER

Chesapeake Homes

Nicole Maggio-Deaton

(757) 448-3742
ChesHomes.com

BUILDER/DEVELOPER

Bay Creek Cape 

Charles

(844) 620-2900
baycreeklife.com

CLOSING GIFTS

Cutco Closing Gifts — 

Russell Wimbrough

(757) 714-7207
AForeverGift.com

CRM

Bonzo

(614) 357-2367
getbonzo.com

FINANCIAL ADVISOR/

FINANCIAL PROFESSIONAL

Peacelink Financial 

Planning, LLC

(757) 504-2765
peacelinkfp.com

FLOOR COVERINGS

Express Flooring

(757) 735-1260
expressflooringvb.com

GENERAL CONTRACTOR/

CONSTRUCTION/

REMODELS

Cubas LLC

(757) 837-8145
Cubasgc.com

GIFTS

Delightful Deliveries

(757) 276-1267
Www.dd-757.com

HOME INSPECTION

Beacon Property Inspections

(757) 822-4839
www.beaconpropertyinspections.com

Lind’s Property Inspections

(757) 575-5932
Lindspropertyinspections.com

QAI - Home Inspections

(757) 689-7356
QAIHome.com

Safe House Property Inspections

Austin McCrory

(757) 418-0944
SafeHousePropertyInspections.com

The Brickkicker Inspection Services

(757) 583-4444
Brickkicker.com/hamptonroads

HOME STAGING

Impressive Home Staging

(757) 803-3877
ImpressiveHomeStaging.com

HOME WARRANTY

ACHOSA Home Warranty, LLC

Tina Carneal & Maddie Podish

(757) 291-4398
achosahw.com

Choice Home Warranty

(757) 771-6123
chwpro.com

INSURANCE

Evertree Insurance

(757) 657-1144
evolving.evertree 
insurance.com/

INTERIOR DESIGN

Oasis Home Spaces

(757) 899-4656
www.oasishomespaces.com

MORTGAGE

Cara Erickson — Atlantic 

Bay Mortgage

(757) 348-2262
www.atlanticbay.com/ 
caraerickson/

Carrie Williams — 

Revolution Mortgage

(757) 870-4614
www.revolutionmortgage.com/
loan-officer/448070

Christie Woytowitz 

— loanDepot

(757) 619-5279
loanDepot.com/cwoytowitz

Colby Raymond — 

TowneBank Mortgage

(757) 748-5522
townebankmortgage.com/
officers/colby-raymond

Cynthia Lewis - New 

Dominion Mortgage

(757) 822-0330
NewDominionMortgage.com

David Burchett — 

Arbor Home Loans

(757) 773-8545
Arborhl.com

Justin Miller — Veterans 

United Home Loans

(619) 818-5976
VUJustinMiller.com

Liz Copeland — 

CrossCountry Mortgage

(434) 466-3289
lizcopelandteam.com

The Broker

(757) 619-4494
thebrokerva.com

MOVING SERVICES

Marathon Moving Services

(757) 348-5124
marathonmovingservices.com

Off Load Moving

(757) 749-7212
offloadmoving.com

Tidal Town Moving

(757) 981-0500
tidaltownmoving.com/
movers/virginia-beach-va

PHOTOGRAPHY & 

VIDEOGRAPHY

Lighthouse Visuals

(757) 637-1743 
LightHouseVisuals.com

Murawski Photography, LLC

Mason Murawski

(757) 504-6461
www.murawskiphoto.com/

PHOTOGRAPHY/ 

BRANDING

Leah Ariel Photography

(757) 202-7666
LeahArielPhotography.com

Rachel Saddlemire 

Photography

(336) 970-1386
www.rachelsaddlemire.com

PRINTING / PROMOTIONAL

Innovative Twist

(757) 553-1111
innovativetwist.com

REAL ESTATE 

PHOTOGRAPHY/VIDEOS

Coastal Exposures

(757) 639-5124
VACoastalExposures.com

REMODELING - KITCHEN/

BATH/FLOORING

Cabinet Factory

(757) 805-3825
cabinetfactoryva.com

SOCIAL MEDIA MARKETING/ 

MANAGEMENT

A Digital Marketing Consultant

(732) 606-5236
ADigitalMarketing 
Consultant.com

TERMITE INSPECTION 

& PEST CONTROL

Detect Termite & 

Moisture Services

(757) 583-4444
DetectTermite.com

PESTOUT

(757) 737-8688 x103
www.pestout.com

The Brickkicker 

Inspection Services

(757) 583-4444
Brickkicker.com/ 
hamptonroads

TITLE & ESCROW

Noble Title & Escrow

(757) 524-4210
www.nobletitleva.com/

Title Concepts

(757) 819-6682
TitleConcepts.biz

True North Title

(757) 963-5223
TrueNorthTitle.com

TRANSACTION 

COORDINATOR

Coastal Closings

Karmen Stevens

(757) 869-0566

READY TO SAVE? LET'S TALK!
JUST CALL 757-752-0298!
chwpro.com

WOW!

TODAY'S
THE DAY TO
COMPARE
AND $AVE!
IF YOU'VE RECEIVED YOUR RENEWAL NOTICE FROM 
ANOTHER HOME WARRANTY COMPANY, TAKING A FEW 
MOMENTS TO LOOK AT CHOICE'S RATES COULD SAVE 
YOU UP TO $740.
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Simplify Your
Client Engagement 

W i t h  E f f o r t l e s s  G i f t i n g  +
L a s t i n g  I m p r e s s i o n s

Po p  B y ’ s  +  C u s t o m  G i ft s

Hannah Johnson,
Owner + Pop-By Fairy
(757) 276-1267
Hannah@delightfuldeliveries757.com
delightfuldeliveries757.com

Sit back and enjoy the appreciation and 
passionate referrals.

Tell us who you want to take care of.
Our team begins crafting gifts and remarkable 
experiences for them on your behalf.

A delightful moment arrives from you.

Karmen Stevens
Transaction Coordinator
REALTOR®/Broker
Licensed in VA & NC
757-869-0566
clientcare@coastalclosings.net

• Only pay for the work that is done — no payrolls and 
salaries.

• Lower overhead for staffing and tools.
• Strong systems, tools, and process.
• More time to build a bigger business, bigger life, and better 

work-life balance.

Why Hire an
Independent Transaction Coordinator?

The Best Moving
Company in

Hampton Roads

757-981-0500

Residential Moving
Commercial Moving
Local Moving
Furniture Assembly
Item Loading

We O�er a 10%
REALTOR® Referral

Discount

M E E T  T H E

H A M P TO N  R OA D S 
R E A L  P R O D U C E R S  T E A M

If you are interested in contributing or nominating real estate agents, affiliates, brokers, owners, 
or even yourself for stories, please email us at joni@realproducersmag.com.

Cover photo by Rachel Saddlemire, Rachel Saddlemire Photography

JACKI DONALDSON 
Managing Editor

jacki.donaldson@n2co.com 
352-332-5171

JONI GIORDANO-
BOWLING 

Publisher
joni@realproducersmag.com

757-348-7809

DAVE BOWLING 
Co-Publisher

dave.bowling@n2co.com 
757-450-2899

MARY KROMER 
Social Media Manager 

mary@adigital
marketingconsultant.com 

732-606-5236

IRAN PARKER 
Event Coordinator 

iran@asharpevents.com 
757-450-1936

DAN CLARK 
Writer 

dan@danclark.realtor
757-206-4144 

LEAH WALLACE
Photographer

info@leahariel
photography.com

757-202-7666

MADDIE PODISH 
Writer 

msparks7382@gmail.com 
757-634-8998

MASON MURAWSKI 
Photographer

murawski.photography@
gmail.com

757-504-6461 

DAN STEELE
Writer

dan.steele28@gmail.com
757-667-1556 

MISTY PREWITT
Photographer
misty@misty

savestheday.com
757-620-0082

CHARLES 
TOWNSEND

Photographer
charlestownsendvideo@

gmail.com
757-559-4745 

RACHEL 
SADDLEMIRE

Photographer
rachelthephoto42@ 

gmail.com
336-970-1386 

DAVE SCHWARTZ
Photographer

davejschwartz13@ 
outlook.com
757-639-5124

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain 
solely those of the author(s). The paid advertisements contained within the Hampton Roads Real Producers magazine are not endorsed or recommended by The N2 Company or 
the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating real estate agents, affiliates, brokers, owners or even 
yourself for stories, please email us at joni@realproducersmag.com.

MISTY BAILEY 
Connections Coordinator

misty@ 
imperialetiquette.com

757-897-1283
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WestWestJasminaJasmina
real producer

Story by Dan Steele
Photos by Rachel Saddlemire, Rachel Saddlemire 
Photography (unless otherwise noted)

TRIUMPH REALTY

One of the biggest chal-
lenges for military person-
nel when transferring to 
a new duty station is how 
often they must purchase 
a new home sight unseen, 
as many move into the 
Hampton Roads area from 
out of state and don’t have 
the opportunity to view 
houses in person. As a for-
mer military service mem-
ber married to a recently 
retired Marine, Jasmina 
West knows firsthand how 
frustrating these situations 
are. As the Owner and 
Principal Broker of Triumph 
Realty, she is passionate 
about ensuring that she 
treats her military and civil-
ian clients with absolute 
honesty and transparency.

“I moved multiple times 
in the military, and I had 
pretty bad experiences 
almost every time,” Jasmina 
shares. “So, we have 

focused on making the 
process a smooth transi-
tion for people, especially 
the PCS process and 
the sight-unseen stuff.” 
Jasmina doesn’t shy away 
from informing her clients 
when the property they’re 
interested in doesn’t match 
the pictures they may have 
seen. She utilizes every 
tool available to keep 
clients apprised of the 
reality of the situation. “I’ll 
be honest,” she says. “I’ll 
tell them if the house looks 
way better in the pictures 
than it does in person, 
such as if the carpet looks 
more worn out or if it 
smells. We video every-
thing, including the yard 
and the entire street; we’ll 
even drive around and 
video the neighborhood.” 
Although Jasmina and 
her team FaceTime clients 
to give them a live expe-
rience, they upload the 

videos to YouTube to offer a 
lasting opportunity to review 
the properties and make an 
informed decision. “FaceTime 
can be really quick, but videos 
allow them to go back multi-
ple times,” she reveals. “We 
do everything we can to edu-
cate our clients before they 
get here to avoid surprises.”

During her 13 years in real 
estate, including her expe-
riences flipping properties 
with her husband, Jasmina 
has learned to identify 
potential dealbreakers for 
clients. “My husband and 
I, along with our business 
partner, Tyler Krause, have 
a flipping company called 
Atlas Global Solutions,” 
she reveals. “I learned from 
buying flips the active issues 
to look for and what could 
be future problems, such as 
if a foundation is uneven. 
I’ve learned to pick up on 
small things over the years.”

Photo by Dakotah Van Doran Photo
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The most gratifying part of real 
estate, says Jasmina, is helping 
people—seeing that they’re 
happy with their purchases and 
educating them on how to build 
wealth, especially military per-
sonnel who may assume they 
can’t build a real estate portfolio 
the same way a civilian might. 
“Just because you’re in the mili-
tary doesn’t mean that you can’t 
rack up a small portfolio when 
you transfer duty stations,” she 
asserts. “It’s actually the best 
way of doing it. Don’t sell every 
house that you buy at every 
duty station; keep them because 
you can keep using your VA 
loan over and over again.”

Clients aren’t the only peo-
ple Jasmina strives to help. 
Leveraging her own experiences 
when she was starting and how 
they benefited her immediately 

and down the line, she is pas-
sionate about training agents 
and instructing them about 
the nuances of real estate 
transactions so they can excel 
in their careers. “I started real 
estate because we transferred 
here from Jacksonville, NC, 

and I needed a part-time job,” 
she recounts. “I’d just had my 
first child and was pregnant with 
my second, so I thought I would 
just sell a house here and there 
and make some extra income for 
my family. But I learned that I 
don’t know how not to work. I 
became Rookie of the Year and 
sold $5 million in six months.” 
About her start on the Simon 
Houses Team, she recalls, “I was 
fortunate enough to get on that 
team right off the bat; I turned to 
my mentors, sought knowledge, 
and learned the right way, which 
set me on the path to achiev-
ing what I wanted to achieve. I 
didn’t spend too much time try-
ing to figure everything out on 
my own and making mistakes. I 
listened to my mentors and team 
leaders, who had more experi-
ence than I did. I didn’t think I 
knew it all when I first started.”

MY WORK ETHIC IS 
PROBABLY ONE OF 
THE THINGS THAT 
SETS ME APART.

NOBODY WILL EVER 
OUTWORK ME.

Photo by Dakotah Van Doran Photo
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During her time as Principal 
Broker at Triumph, Jasmina has 
seen many young agents sell one 
or two houses and believe their 
short-term success meant they 
knew everything they needed 
to know, so she encourages new 
agents to join a team when 
they begin their careers. “New 
agents should absolutely be on 
a team because that’s how you 
learn,” she advises. “If you just 
get your license and try to go 
out there and do things on your 
own, and go to one of those 
big-box brokerages where 
you’re just a number, you’re 
not going to learn, and you’re 
not going to learn the right 
way.” The payoff, she notes, 
will happen in the long run, 
and any short-term monetary 
loss will pale in comparison 
to what they can accomplish 
in the long run. “Sometimes 
taking less money and being 
on a split for a few years is 
better because you have team 
leaders and mentors while 
you grow your business the 
right way,” she wisely muses.

Jasmina doesn’t see herself 
ever leaving real estate, but 
she intends to specialize in 
luxury homes and sell farms 
and land, which is directly 
tied to her heart. “Horses are 
my passion,” she says, “and 
I would like to move over 
to selling land and farms, 
maybe eventually doing small 
developments. I am an expert 
in farmland and equestrian 
facilities and property.” 
While such a transition might 
intimidate some, Jasmina 
never shies away from a 
challenge. “My work ethic 
is probably one of the things 

that sets me apart,” she says about 
her ability to rise to a challenge. “In 
1999, I moved to Manhattan from 
Sweden at 19 years old with just $150 
in my pocket. Since I’ve moved here, 
I’ve gradually worked my way up. 
I had four jobs through college and 

paid for myself to go through debt. 
I’ve maintained top-producing status 
throughout my entire career, all while 
having three children and a husband 
who went on 13 deployments and 
was always gone.” Jasmina laughs, 
“Nobody will ever outwork me.”
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SECURE
A QUICK 
SALE WITH 
OCCUPIED 
STAGING
We enhance existing 
living space with 
furniture, accessories, 
wallpaper, artwork, 
and more. You won't 
believe the difference 
a few hours can make.

(757) 899-4656 | OasisHomeSpaces.com

OCCUPIED STAGING | INTERIOR DESIGN
HOME ORGANIZING | DOWNSIZING

Inspiring conversations
with the nation’s 
top real estate agents.

Same Brand, New Reach – Tune in for free today

podcast.realproducersmag.com
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Story by Dan Clark
Photos by Mason 
Murawski Photographyski

on the rise TILMAN      DUNBAR
3 DT  R E A LT Y  G R O U P,  K E L L E R  W I L L I A M S  E L I T E - 7 5 7

Tilman Dunbar is making a name for himself as CEO of Keller 

Williams Elite-757 and across Hampton Roads, where his sales 

team 3DT Realty Group is making its mark. With almost four years 

of real estate success under his belt, Tilman’s achievements are 

noteworthy, but his personal story and values truly set him apart.

His parents migrated from Liberia to the United States at 16, raising 
Tilman in Woodbridge, VA. The groundwork for his discipline and 
success began at the U.S. Naval Academy, where he graduated in 
2016. After serving six years as a Naval Officer, he found himself 
at a crossroads, contemplating his future. A foray into real estate, 
initially driven by a friend’s suggestion and the potential for referral 

fees, was a life-altering decision. “It turned out to be really good 
for me,” he reflects, “and has gotten even better year over year.”

Tilman’s passion for real estate is deeply rooted in its transfor-
mative potential. His commitment to diversity and philanthropy is 

equally inspiring. The power to change people’s lives, he says, moti-
vates him. As a young, successful African American, he understands 

the importance of representation and its impact on aspiring 
homeowners and investors. “If I can be that bridge for 

young service members, for minorities, for people just 
being able to see that this is really a possibility, that’s 

probably the most powerful thing,” he states.
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Personal NMLS1342399
Branch NMLS1909529

Company NMLS3029

EMPOWERING OUR CLIENTS
ON THEIR JOURNEY
TO HOMEOWNERSHIP

@lifeoflizcope
Liz Copeland

Personalized Service:
With a background in Wealth Management, I 

understand the importance of building strong 
relationships with clients, I take time to under-
stand their entire financial picture and provide 

customized solutions.

24/7 Availability Sets Me Apart:
Life doesn't always run on a 9-to-5,
Monday-through-Friday schedule! 

I am available day or night, 365 days
a year, to offer guidance and
support and help get those

quick offers in.

Expert Advice:
As a local lender, I understand our

market, and with years of experience
I can provide valuable insights and 

recommendations to our clients,
guiding them through the entire 

lending journey.

**This is an advertisement and not a commitment
to lend.  Cross Country Mortgage LLC is an

Equal Housing Lender

ELEVATING
THE LENDING
PROCESS

Liz       
Copeland       

Sr. Loan Officer & Sales Manager
Virginia Beach, VA

Licensed in VA, NC, MD, and FL
434.466.3289

lizcopelandteam.com

Photo by Kelly Freel, Kelly Freel Photography

Beyond real estate, Tilman’s unwavering 
commitment to his community is evident in 
his work as a dedicated coach at Tallwood 
High School, where he shares his love for 
basketball with the next generation. An avid 
sportsman, he enjoys pickleball, tennis, 
soccer, and golf. Traveling is a passion 
fueled by his parents’ love of exploration; he 
even had a passport at just eight years old. 
Perhaps closest to his heart is his commit-
ment to community and charity work.

Tilman is actively involved with two 
charities: the PUSO Foundation, founded 
by his best friend, and Against the Odds, 
which he co-founded with his former 
basketball coach. Both organizations focus 
on empowering underprivileged youth. 
PUSO primarily serves the Philippines 
but has served three other continents and 
10+ other countries. For Tilman, these 
endeavors are more than just charitable 
acts; they are a way to give back, create 
opportunities, and inspire hope. “If we 
can give a sense of hope or opportunity to 
kids in these areas,” he explains, “the sky’s 
the limit on what their lives could be.”

Tilman’s drive to make a difference extends 
beyond philanthropy. “It doesn’t matter how 
successful we are,” he believes. “If we can’t 
impact those around us and our communi-
ties and make other people better, it’s all for 
nothing.” This philosophy guides his inter-
actions, both personally and professionally.

When asked about his definition of 
success, Tilman’s outlook is simple yet 
profound: constant improvement. “You 
either get better or you’re getting worse,” 
he says. “You never stay the same.” His 
goal is to be 2% better every day, outpace 
his competition, and continually evolve.

Tilman’s ultimate aspiration is to leave a 
legacy, particularly in his home country 
of Liberia. He dreams of becoming influ-
ential enough to change the country’s 
infrastructure, economy, and geopolitical 
landscape. Making several trips each 
year to visit family there, he envisions 
being remembered as “this kid who was 
born in America but came back home 
and significantly impacted his people.”

Tilman Dunbar’s story is about ambition, compassion, and 
a relentless pursuit of growth. He is truly a testament 
to the power of seizing opportunities, giving back to 
the community, and striving for a better future for 
himself and those around him. 
His journey is a reminder that 
true success lies not just in 
personal accomplishments 
but in the positive impact 
one has on the world.

IF WE  

CAN’T  

IMPACT THOSE 

AROUND US 

AND OUR 

COMMUNITIES 

AND MAKE 

OTHER PEOPLE 

BETTER, IT’S 

ALL FOR 

NOTHING.” 



Hampton Roads Real Producers • 2726 • November 2024 @realproducers realproducersmag.com

Seamless
Transactions

Start  with
Solid

Inspections.

Sewer Scans, Mold Testing, Lead Paint Testing, Asbestos Testing & Pool Inspections
Same-day Reports  |  10% Military Discount  |  Locally Owned & Operated

SERVING ALL OF HAMPTON ROADS AND NORTHEAST NORTH CAROLINA SINCE 2006.

757.822.4839  |  www.beaconpropertyinspections.com

marathonmovingservices .com •  booking@marathonmovingservices .com

Finish Line
HELPING YOUR CLIENTS CROSS THE

• Residential &
  Commercial
  Moves
• Packing &
  Delivery Services
• Military & Senior
  Discounts

Give us a call at 757-348-5124 for a free estimate!

Hampton Roads
top-rated full-service

moving company

Placing 1st
in customer satisfaction
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By Dawn Kennedy, PhD, CAE, RCE, C2EX, GREEN RPAC Hall of Fame Hampton Roads REALTORS® Association Chief Executive Officer

hampton roads REALTORS® association

so much more depth to my knowledge, confi-
dence, and expertise in the field of real estate.

Taking the initial trifecta—ABR, SRS, RENE—gave 
me the well-roundedness I needed, which has made 
a greater impact on my business. Understanding 
in greater detail how to work and protect buyer 
and seller clients and using the precision and 
techniques from the negotiation class has made 
me a solid resource for my clients. Being able to 
provide excellence and professionalism in repre-
senting their wishes in a transaction is paramount. 
It has also helped me demonstrate knowledge and 
expertise that has earned respect with my col-
leagues on the other side of the transaction. 

With a continued desire to grow, develop, and be the 
best REALTOR® I can be, I continued to commit to 
more classes and more information to obtain more 
knowledge that would serve me in the industry. This 
journey has afforded me the opportunity to bring value 
to the table with my clients and colleagues. In a recent 
transaction, implementing what I’ve learned equipped 
me to construct an offer with provisions that saved my 
buyer thousands of dollars, which is just one instance in 
which my client’s experience was affected by the things 
I have learned and implemented from the designa-
tion classes, and there are many more. Knowledge is 
powerful, and your clients think you are a superhero.

One of the many benefits of being a 
Hampton Roads REALTORS® Association 
(HRRA) member is that we offer both 
REALTOR® designations and certifica-
tions. November is Designation Month at 
the National Association of REALTORS® 
(NAR), which corresponds nicely with 
this issue. Three main entities offer 
advanced education in the field: Real 
Estate Buyer’s Agent Council (REBAC), 
Real Estate Business Institute (REBI), and 
the Center for REALTOR® Development 
(CRD). NAR directly owns the CRD, 
whereas REBI and REBAC are NAR 
affiliates. The Virginia Association of 
REALTORS® (VAR) also provides the 
Graduate REALTOR® Institute (GRI), a 
year-long program HRRA offers. NAR has 
collected data through its Member Profile 
Study indicating a substantial income 
jump with one’s first earned designation.

DESIGNATIONS 
EQUALS DOLLARS

Kim White, REALTOR®, ABR, SRS, RENE, PSA, AHWD, MRP, HFR; 
Dawn Kennedy, PhD, CAE, RCE, C2EX, GREEN; Jeremy Caleb 

Johnson, REALTOR®, ABR AHWD, CRS, C2EX, GRI, MRP, SRES

Adorna Carroll, DSA, REALTOR®, ePRO, C2EX, C-RETS, 
RENE, AHWD, SFR, ABR, ABRM, CRB, GRI, SRS

With the multiple changes in our 
industry this year, the Accredited 
Buyers Representative (ABR) desig-
nation is invaluable. Adorna Carroll, 
Broker, NAR Distinguished Service 
Award winner, owner of the real 
estate school Dynamic Directions, and 
author of the latest iteration of ABR, is 
one of HRRA’s partners in delivering 
ABR and other designations. Adorna 
recently shared, “Now more than 
ever, professional credentials matter. 
Consumers are empowered to differ-
entiate and select the right profes-
sional for them where a sea of choices 
exists in today’s challenging real estate 
market. Those who are able to elevate 
their proficiency and skill abilities to 
represent today’s buyers and sell-
ers will remain the professional of 
choice and continue to succeed.”

Matthew Rathbun, another renowned 
course instructor and new second-
ary member of HRRA, expressed, 
“Designations are more than just let-
ters after your name—they’re a testa-
ment to your commitment to growth, 
expertise, and providing unparalleled 
service to clients. REALTORS® are 
hired because of their knowledge, and 
designations are the symbol of the 
efforts agents have taken to have a 
greater level of knowledge than their 
competitors. In a competitive market, 
the right designation sets you apart, 
boosts credibility, and opens doors to 
new opportunities and relationships.”

One REALTOR® often seen at 
HRRA’s educational classes is 
Associate Broker Kim White of The 
Real Estate Group—Chesapeake. 
Why, with years in the business, 
does she invest in the NAR desig-
nations? Kim eloquently explains:

“I have taken many classes and 
obtained several designations.
ABR, SRS, RENE, PSA, AHWD, 
MRP, and HFR have all added 

Along with getting my broker’s license and 
earning the designations, I have found my col-
leagues reaching out for my insight and guid-
ance in situations. I desire to be that trusted 
resource not only to my clients, but also to my 
colleagues. Looking back on the journey, I feel 
it has been worth the personal and professional 
investment. In this business, to be successful, 
you must constantly work to better yourself, 
increase your knowledge, and implement the 
necessary changes to better serve others. I believe 
anything that is not growing is not thriving!

My philosophy: Information Replaces Fear & 

Uncertainty, Knowledge Breeds Confidence, 

Confidence & Effort Promote Productivity, 

Productivity Yields to Success.”

HRRA could not agree more with Kim’s philosophy. 
To view a complete list of NAR family designations 
and certifications, visit nar.realtor/designations.

Matthew Rathbun, REALTOR®, ABR, AHWD, 
CDEI, CRB, CRS, CRETS, ePRO, GRI, GREEN, 
HFR, MRP, PSA, RENE, SFR, SRS
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Team CMP: Trish Fritz & Chris and Britt Perry

Third-generation appraisal team
specializing in complex properties, waterfront, acreage, and 
beyond in Virginia Beach, Chesapeake, Norfolk, Suffolk, and 
the surrounding Hampton Roads area

2509 George Mason Drive #6658
Virginia Beach, VA 23456

(757) 689-0607
www.vabeachappraisals.com

CMP.
RELATIONSHIPS
THAT WIN.
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Story by Jacki Donaldson
Photos by Susan Fowler, Fowler Studios

mother & daughter power partners

CarnealCarneal
MADDIE& ACHOSA HOME WARRANTY, LLC

TINA

PodishPodish
Achosa Home Warranty Senior Sales 

Executive Tina Carneal recognized in 

2022 that she needed to expand 

her team to meet the growing 

demand in her booming 

Virginia territory. Since 

joining Achosa in July 2020, 

Tina had rapidly increased 

her home warranty reach, 

and she set her sights on 

a young woman she knew 

would excel in serving real 

estate professionals and 

their clients. “If I’m going 

to work with someone 

every day, I want to be sure 

I like the person and know that 

we have a similar work ethic,” 

shares Tina, who approached 

her ideal candidate—her 

daughter, Maddie Podish.

Having previously worked for a 
traditional home warranty company 
for eight years, Tina finds Achosa 
a breath of fresh air. As a Senior 
Sales Executive, Maddie is already 
a strong advocate for the company 
that is transforming the industry.

Tina and Maddie are making signif-
icant strides in this transformation. 
Tina’s hustle has earned her Diamond 
Elite Performer status, while Maddie 
has helped grow the business by 
about 15% in her first year. “She is 
killing it as the youngest Achosa rep,” 
Tina says. “I was not selling home 
warranties at age 25 like she is. She is 
a pro on the phone, and she’s planting 
all these seeds that are coming to fru-
ition.” Maddie credits Tina 
for laying the founda-
tion for her success. 

“If she hadn’t 
done the 
groundwork 

for the years before I joined her, 
I would not have this opportu-
nity,” she remarks. “I hope I can 
give back like she’s given to me.”

While Tina is not near retirement, 
she is committed to helping Maddie 
carve out her path. “The day will 
come when I exit, and I don’t want 
people to think, ‘Tina left the indus-
try; now what do we do?’ I want them 
to say, ‘Tina left the industry, and her 
daughter is doing such a phenomenal 
job that we’re not going anywhere.’”

For Tina, being integral to solv-
ing a homeowner’s problem when 
something fails is one of the most 
rewarding aspects of her work. 
“We get the home back up and 
running on the same day, help-

ing the client avoid headaches 
and save money,” she notes. 
Maddie finds joy in support-
ing her real estate partners. 

Tina 
Carneal

Maddie 
Podish

Maddie was familiar with her 
mom’s work, having helped 
behind the scenes since Tina 
joined the home warranty 
industry in 2012. Eager to 
embark on a new career, 
Maddie took a leap of faith, 
and on February 13, 2023, the 
mother-daughter home war-
ranty team became official.

Together, Tina and Maddie are 
champions of Achosa, Virginia’s 
trusted non-traditional home 
warranty partner since its 
launch in 2020. The home 
warranty model empowers 
homeowners to take control of 
their claims process and has 
developed a solid reputation. 
Tina and Maddie are proud to 
promote its merits: “We provide 
peace of mind to homeowners 
by protecting the major systems 
and appliances in their homes 
when they fail due to normal 
wear and tear. One of the things 
that sets us apart is that home-
owners get to choose a service 
provider they know, like, and 
trust.” Aptly named, Achosa 
means “the power to choose.”

Using the Achosa warranty 
is straightforward. Clients 
make three simple calls to the 
claims department: (1) report 
the problem and receive a 
service order number, (2) 
notify Achosa when the ser-
vice provider arrives to begin 
processing the claim, and (3) 
call again when the job is done 

so Achosa can pay the provider. 
“We are so grateful for our claims 
department,” Tina and Maddie 
comment. “Our average claims 
hold time is less than 10 seconds.”

This empowerment model, which 
contrasts with traditional home 
warranty coverage that typically 
requires homeowners to use in-net-
work repair professionals, leads to 
faster response times, stronger com-
munication, trustworthy contractor 
relationships, and higher quality 
work. Achosa pays service providers 
full retail rates, sources parts locally, 
keeps claim dollars in the local 
economy, and reduces homeowner 
wait times. Importantly, Achosa pays 
service providers when they com-
plete the work while 
still in the home, 
but only after the 
homeowner 
is satisfied. 
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An interview with a HRRA Professional
Standards Committee Member

ULTIMATE
SUPPORT FOR
SUCCESS IN
ANY MARKET

As a member of the Hampton Roads REALTORS®
Association since 2001, I take great pride in being a
REALTOR®. I firmly believe that being a part of this
association holds us to a higher standard of
professionalism. Our adherence to the Code of Ethics not
only reflects our own professionalism, but also sets an
example for other professionals in the industry. By
upholding the Code of Ethics, we not only improve our
own image, but also the public's perception of the entire
real estate industry. I am honored to serve on the
Professional Standards Committee and have been
involved in various other committees in the past. My goal
is to continue to elevate the standards of our profession
and improve the public's perception of REALTORS®.

That’s Who We R!FRANK FILIPPONE
PROFESSIONAL STANDARDS

COMMITTEE MEMBER

“I’m their biggest cheerleader,” she 
states. “I’m their best friend on social 
media, cheering them on and building 
relationships. Their clients become 
our clients. It’s all about uplifting the 
real estate industry as a whole.”

Tina and Maddie are redefining choice, 
trust, and efficiency in serving homeown-
ers and real estate professionals. With 
Tina’s seasoned expertise and Maddie’s 
fresh perspective, they are changing 
the home warranty landscape through 
their impact on the lives they touch.

Tina Carneal

Senior Sales Executive 

2022 Diamond 

Elite Performer

757-291-4398

Maddie Podish

Senior Sales Executive

757-634-8998

tina-maddie@ 

achosahw.com

www.achosahw.com

Tina worked for the Virginia Peninsula Association of REALTORS® for 

seven years before she started in the home warranty field. Maddie 

previously worked in healthcare for six years and works as a writer and 

social media coordinator for several Real Producers publications.

Tina is a proud mom of two— her son, Triston, currently serving in the 

United States Air Force, and Maddie. She is also quite fond of her son-in-law, 

Thomas, whom she has known since he and Maddie started dating at age 16. 

Maddie is a proud mom of her and Thomas’ son in heaven, Kane Wolfe Podish.

DID YOU KNOW?
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Why QAI?
• We are partners 
  in real estate.
• We are          
  veteran-owned 
  and -operated.
• We communicate 
  our findings in a  
  reasonable and  
  non-threatening  
  manner.

It’s not 
what you 

expect.
It’s what 

WE 
inspect!

Consistently providing a fantastic 
home inspection experience to 

clients and referral agents since 2013

(757) 689-7396
qaihome@qaihome.com

qaihome.com

Capturing Your World, One Shot at a Time

(336) 970-1386
rachelsaddlemire.com
RachelThePhotog42@gmail.com
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BAY CREEK AT CAPE CHARLES DELIVERS AN 

UNFORGETTABLE EXPERIENCE Photos by Rachel Saddlemire, 
Rachel Saddlemire Photography

bites & banter

Bay Creek at Cape Charles pulled out all the 
stops again, treating attendees to a mem-
orable day filled with stunning homes, fabu-
lous food, and spirited golf cart rides. The 
food was, as one hardworking REALTOR® 
and busy mom shared, “The best meal I 
get all year.” That’s high praise coming 
from someone who’s always on the go.

One of the highlights this year was the 
chance to tour homes at various stages—
from vacant lots dedicated to cottages 
in the $600,000 range to fully staged 
million-dollar models. The builders were 
on-site, ready to answer questions and 
dive into the details of the homes. What 
an incredible opportunity to gather 
insights straight from the experts.

Getting around the community was a 
stylish affair. Attendees hopped aboard 
creatively decorated golf carts that 
escorted everyone from spot to spot, 
showcasing all that Bay Creek has to offer. 
A special shoutout to the sponsors who 
made the carts happen—because what’s 
a Bay Creek event without some golf cart 
fun? Speaking of golf carts, Impressive 
Home Staging stole the show, winning 
the Best Golf Cart Decorations award. 
The team took the theme seriously, 
literally “staging” their cart perfectly.

A massive thank you to the following 
golf cart sponsors who helped make the 
day run smoothly:
•	 The Broker
•	 True North Title
•	 Lighthouse Visuals
•	 Impressive Home Staging
•	 Off-Load Moving

Many thanks to the talented Rachel 
Saddlemire from Rachel Saddlemire 
Photography for capturing the day’s 
magic with stunning photos and 
social media-worthy video clips.

As always, Bay Creek left us buzz-
ing with excitement, and we’re 
already counting down the days 
until next year’s event.

REALTORS®, take note: Bay Creek at 
Cape Charles has attractive co-broke 
options, and the entire team is incredibly 
easy to work with. Be sure to chat with 
them—we know you’ll want to present 
this amazing community to your buyers. 
One REALTOR® and her family even 
purchased a property there last year!

To contact Bay Creek at Cape Charles, 
call the sales office at (757) 331-8742 
or visit baycreeklife.com.
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PROUD TO
SERVE YOU
AND YOUR
CLIENTS!

801 Butler Street, Virginia Beach, VA, 23456 • offloadmoving@yahoo.com

(757) 749-7212 • OFFLOADMOVING.COM

IN-STATE  MOVES  •  OUT-OF -STATE  MOVES  •  MATERIAL  PACKING

• FREE Estimates for Any Move
• Licensed & Insured
• Military & First Responder Discount

Local family and
veteran-owned business

Briar Baughman
Owner & Operator

BEST MOVERS IN TOWN.

$49.00 Termite & Moisture Inspection When Scheduled With a Home Inspection
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REAL ESTATE/WDI INSPECTIONS • TERMITE INSPECTIONS & TREATMENT
SEASONAL PEST CONTROL • MOSQUITO & VECTOR CONTROL

RODENT CONTROL & EXTERMINATION • REPAIR SERVICES
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Only 9% of People Can Name Their Realtor After Just Two Years!
Stop Wasting Money On Gifts That Fail and Start Creating Raving Fans!

Get A System In Place!
Bulk Discounts Available ◊ We Ship Direct

We Turn Gifts Into Long-Term
Branding Opportunities

100% Tax Write-Off As Advertising

Lowest Cost-Per-Touch
Tool in the Universe

• Best Classy Way to Put Your Name

   in Front of Your Client for The Rest

   of Their Lives.

• Lasts Forever, Used and Loved Daily, 

   Top-Quality Products, & Sure to Impress.

• Engraved With Your Name, Number, 

   Logo, & Even a Snazzy Tagline.

in Closing Gifts.

GOLD
STANDARDTH

E

HOW WE DECIDE 
WHO TO FEATURE  

EACH MONTH
By Publisher Joni Giordano-Bowling

Our nomination system drives how we 
select who we feature in Real Producers. 
The agents who invest in this publication 
through advertising and sponsorships are 
vital in nominating their peers. Additionally, 
we host multiple events throughout the year, 
where top agents with outstanding production 
numbers gather and nominate one another.

The Nomination Process 

Our team engages with each nominee. We 
collect interesting facts about the agents 
and gather additional nominations for 
other top agents and businesses to consider 
for our vetted preferred partners’ list.

Selection Criteria 

Our selection team utilizes the “5 C” cri-
teria as a guiding framework. An agent 
must meet the first three criteria, while 
the fourth and fifth are optional:

1.	Collaboration: High nomination counts 
often indicate respect among peers 
and a strong ability to work well with 
other agents and preferred partners.

2.	Competition Production Numbers: 
Given that our publication is named 
Real Producers, nominees need to 
be top producers in the industry.

3.	Character: We prioritize featuring agents 
and businesses recommended for their 
integrity. We will not highlight any-
one lacking respect from their peers.

4.	Contribution: We love to showcase 
inspiring stories about agents who give 
back to their local or global communities.

5.	Compelling Story/Conquering 

a Life Challenge: We appreci-
ate against-the-odds success stories 
that resonate with our audience.

Additionally, we actively engage with 
agents in our private Facebook group for 
top REALTORS® and partners. Membership 
is limited to agents, brokers, and current 
preferred business partners; please send me 
a private message if you’d like an invitation.

Geographic and Firm Diversity 

We aim to avoid featuring agents from the same 
brokerage or firm in the same issue and strive 
to cover different territories proportionately. 
With so many excellent nominations, making 
a monthly decision can be challenging, so we 
encourage you to ensure we know who you are.

A Free Opportunity 

Real estate agents and brokers do not pay 
anything for feature stories; our services 
are completely free to them. Unlike other 
programs that may follow a pay-to-play 
model, our selection process is based solely 
on merit. Most articles are selected six to 12 
months in advance (with some cover agents 
selected years ahead), and we notify individ-
uals one to two months before their feature.

Your Feedback Matters 

We welcome your feedback on our pro-
cess and how we can better help every-
one in the industry collaborate, elevate, 
and inspire one another. Please contact 
me directly with any suggestions or feed-
back via email, text, or private message.

Joni Giordano-Bowling 

| 757-348-7809 |  joni@realproducersmag.com 
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FAQsFAQs
REAL PRODUCERS 

WELCOME TO REAL PRODUCERS! 

Here, we answer the most popular questions 
regarding our program. My door is always open to 
discuss anything related to this community—this 
publication is 100% designed to be your voice.

Q: WHO RECEIVES THIS MAGAZINE? 

A: South Hampton Roads Real Producers: This 
magazine reaches the top 500 agents in South 
Hampton Roads, covering areas from Smith-
field to Sandbridge and into the North Carolina 
border. We pulled the REIN-MLS numbers (by 
volume) from January 1, 2023, through Decem-
ber 31, 2023. The list was cut off at #500, with 
this year’s production level ranging from $7.8 
million to $71 million. The list will reset at the 
end of 2024, and we will update it annually.

A: Peninsula Real Producers: This magazine 
follows the same criteria but focuses on the 
Peninsula/Williamsburg agents, cutting the list 
off at the top 300. For the 2022 calendar year, 
Peninsula Real Producers agents sold more than 
$6 million.

Note: We identify REALTORS®/agents 
based on their broker’s location in the 
MLS. Please contact us if you find yourself 
in any of these unique scenarios:
•	 Your broker address in the MLS is not in the 

South Hampton Roads region, but you are 
a commission agent working primarily in 
South Hampton Roads or the Peninsula area. 

•	 Your broker address in the MLS is on the 
Peninsula, but you would prefer to be 
associated with South Hampton Roads 
Real Producers instead of the Peninsula.

•	 Your broker address in the MLS is Southside, 
but you prefer to be part of the Peninsula 
Real Producers magazine instead of 
South Hampton Roads Real Producers.

Q: WHAT IS THE PROCESS FOR BE-

ING FEATURED IN THIS MAGAZINE? 

A: The process is straightforward. Every fea-
ture you see has been nominated multiple times. 
Top agents, office managers, brokers, or industry 
leaders can nominate exceptional REALTORS®, 
agents, affiliates, brokers, owners, and indus-
try leaders who operate in our coverage areas.

Once someone is nominated multiple times, a preliminary 
interview is scheduled. Our article selection committee 
employs a comprehensive process to book each article, 
usually up to a year in advance. Then, we arrange for our 
writer to conduct an interview and our photographer to 
schedule a photoshoot.

Q: WHAT IS THE COST TO FEATURE A REALTOR®, 

AGENT, OR TEAM? 

A: Zero, zilch, zippo, nada, nil! The feature costs nothing, 
so nominate away. We are not a pay-to-play model; we 
share real stories of Real Producers.

Q: WHO ARE THE PREFERRED PARTNERS? 

A: Anyone listed as a preferred partner in the front of the 
magazine is part of this community. They will have an ad 
in every magazine issue, attend our social events, and be 
part of our online community. We don’t just find these 
businesses randomly, nor do we work with all businesses 
that approach us. You or others in the community have 
recommended every preferred partner you see. In a 
sense, we only partner with businesses that you have and 
approved. Our mission is to create a powerful network 
for the REALTORS® and agents in the area, along with 
the best affiliates so that we can grow stronger together.

Q: HOW CAN I RECOMMEND A PREFERRED PARTNER? 

A: To recommend a local business that works with top 
real estate agents and their clients, please email or text 
joni@realproducersmag.com or call 757-348-7809.

757-735-1242  |  www.expressflooringvb.com

BEST SELECTION OF FLOORING
IN HAMPTON ROADS

HARDWOOD  |  EUROPEAN ENGINEERED  |  WATERPROOF FLOORING
CUSTOM STEPS  |  CARPET  |  100% PRESERVED MOSS  |  CLADDING  |  VANITIES

COME SEE OUR FULL SELECTION  |  showroom by appointments only

Special for 2024 ONLY:
European Oak 5/8 x 7 ½ 3mm Top Layer $6.99/sf

Lindspropertyinspections@gmail.com  |  Lindspropertyinspections.com (757) 270-1817

VIRGINIA BEACH'S PREMIER HOME INSPECTORS

FROM SERVING OUR COUNTRY
TO SERVING HOME OWNERS

Doing what we do to take care of our clients!
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Looking for a new
mortgage partner?

Jennifer Pilat
NMLS#: 2091031

Jennifer@thebrokerva.com
757.358.2227

T H E  B R O K E R

Greg Bell
NMLS#: 1612533

greg@thebrokerva.com
757.642.5078

Sydney Comisky
NMLS#: 1648116

sydney@thebrokerva.com
757.769.4607

Holly Florio
NMLS#: 1960551

Holly@thebrokerva.com
740.817.2612

Alvin Lapitan
NMLS#: 244508

alvin@thebrokerva.com
757.619.4494

The Broker, 1116 Volvo Pkwy, Suite 109, Chesapeake VA 23320 | info@thebrokerva.com | The Broker is a registered DBA of Broker, LLC NMLS# 
2450802 (www.nmlsconsumeraccess.org (http://www.nmlsconsumeraccess.org/). Programs and rates are subject to change without notice

The Broker, 1116 Volvo Pkwy, Suite 109, Chesapeake VA 23320 | info@thebrokerva.com | The Broker is a registered DBA of Broker, LLC NMLS# 
2450802 (www.nmlsconsumeraccess.org (http://www.nmlsconsumeraccess.org/). Programs and rates are subject to change without notice

Welcome to the Team!

757-372-2471

John Hopkins III
NMLS#: 2283684

john@thebrokerva.com
571-866-7655

Dylan Powell
NMLS#: 2508700

dylan@thebrokerva.com
757-297-3746

thebrokerva.com

Dylan Smith
NMLS ID: 2563080 

dylans@thebrokerva.com
630-270-6610 

Kat Pazzaglia 
NMLS ID: 2289473 

kat@thebrokerva.com
863-608-6349

The Hogge Brothers
(Tyler & Brandon)

NMLS ID: 2382358 / 2382357 (respectively) 
tyler@thebrokerva.com / 804-982-9273

brandon@thebrokerva.com / 804-307-2622

Paul Glocker
NMLS#: 2313590

paul@thebrokerva.com

Muhammad Denham 
NMLS ID: 2470326 

757-717-2839 
Muhammad@thebrokerva.com




