








By Dr. Dawn Kennedy, PhD, CAE, RCE, C2EX, GREEN, Hampton Roads REALTORS® Association, Chief Executive Officer

We are now half a year
out from the finalized
National Association

of REALTORS® (NAR)
settlement. It is important
to remember that those
brokers and agents who
are not REALTORSE®

have no protection from
copycat lawsuits being
filed for buyers’ agents’
commissions. While

the regional MLS may
require that all agents
and brokers follow the
new practices under the
settlement agreement,
that alone is not a blanket
of protection. Many MLSs
opted into the agreement,
protecting the MLS
corporation itself but not
its users/subscribers or
participants. REALTOR®
associations are also
covered under the
settlement as a corporate
entity.

The only practitioners who
have protection under the
settlement are REALTORS®.
When we look at the
complete misunderstanding
of our industry from the
court and juries, it is not
surprising that class-action
attorneys have not yet tapped
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the lucrative sector of real
estate agents and brokers
who are not members of
the National Association of
REALTORS® with copycat
lawsuits. It leaves one to
wonder just how many non-
REALTOR® brokerages are
out there right now, ready to
fight a multi-million-dollar
class action antitrust suit.
Only time will tell.

Related to time, the
settlement does take us back
to pre-internet times and the
origination of the Multiple
Listing Services (MLS).

The concept was broker
reciprocity, not to be confused
with license reciprocity,
founded on “I'll help you

sell yours if you help me

sell mine” (NAR, nar.realtor,
2025). By cooperating with
each other, the consumers
are served at the highest
level; a published NAR
analysis in 2014 explains:

Article 3 obligates
REALTORS® to cooperate
with their competitors on
mutually agreed-upon terms
when it is in the best interest
of the client. This obligation
promotes harmonious
teamwork by competitors

to benefit buyers/tenants
and sellers/lessors. The

real estate market is best
served when individuals
with a variety of skills and
resources work together.
Cooperation optimizes the
benefits available to clients,
customers, agents, and their
subagents. Cooperation
ensures sellers and lessors
of the broadest possible
market exposure. Through
cooperation, brokers

can enhance the market
exposure of listed property
and their ability to serve
the needs of prospective
purchasers and tenants.

While the Code and NAR
do not set or address
commissions, REALTORS®
are never obligated to
provide services without
payment. Before internet
platforms, distributed
databases, and even
published books, broker
reciprocity was an integral
part of the development of
the modern MLS. So, how
did brokers communicate
how they would pay another
broker for helping to sell
their listing? Through
unilateral offers of
compensation or bilateral
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offers of compensation, a
broker-to-broker agreement.
In its July 2024 Fact Sheet,
Broker to Broker Agreements
101, NAR reminds brokers
that compensation offers can
be made off MLS.

Settlement requirements

still apply, including the
seller’s consent and the rule
that buyer brokers cannot
accept compensation from
any source more than the
amount agreed to between
the buyer broker and buyer.
So why then use a broker-to-
broker agreement? According
to the fact sheet, the listing
and buyer broker may
negotiate and agree to an
offer of compensation before
touring the home, which may
assist in an accepted offer to
purchase. NAR offers other
benefits to a broker-to-broker
agreement: (a) memorialize
the compensation agreement
between brokers, in
accordance with the seller’s
authorization to the listing
broker and the buyer’s
agreement with the buyer
broker; (b) reduce confusion
and misunderstanding of an
offer of compensation; and (c)
be instructive in the event of
a dispute.

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.

Karmen Stevens
Transaction Coordinator
REALTOR®/Broker
Licensed in VA & NC
757-869-0566

clientcare@coastalclosings.net
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We Offer a 10%
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Discount

& Residential Moving
& Commercial Moving
& Local Moving
& Furniture Assembly
& Item Loading
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HOME SPACES

SECURE

A QUICK
SALE WITH
OCCUPIED
STAGING

We enhance existing

living space with

furniture, accessories,

v wallpaper, artwork,

‘. ' and more. You won't
~ believe the difference

a few hours can make.

OCCUPIED STAGING | INTERIOR DESIGN
HOME ORGANIZING | DOWNSIZING

(757) 899-4656 | OasisHomeSpaces.com
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Your Favorite
Top Agents!

BY PUBLISHER JONI GIORDANO-BOWLING

How do we decide who to feature
each month in Real Producers?

Top real estate agents and the preferred
partners who invest in this publication
through advertising and sponsoring our
events decide who we feature through
their nominations. Additionally, we have
multiple events throughout the year, and
top agents with top numbers are present
at these gatherings; we receive many
nominations from those who attend.

Our team gets to know each
nominee and gathers nominations
for other top agents and businesses
we should consider for our vetted
preferred partners’ list.

Our selection team decides who gets
into each issue. We use the following
“5 C” criteria as a guide. An agent

must meet the first three criteria; the
fourth and fifth items are not required;
however, we love celebrating successes
of a giving or victorious nature.

1. Collaboration: The number of

nominations usually indicates that
nominees are respected by their
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peers and work well with other
agents and our preferred partners.
2. Competition Production Numbers:
The publication is Real Producers,
so folks need to be top producers
to get into the magazine.
3. Character: While most in the
industry have great character
and integrity, we will not feature
anyone—agent or business—who
has not been recommended or
nominated by top agents as a person
or business operating with integrity.
4. Contribution: We adore
inspiring stories about agents
who give back to the real estate
and local/global community.
5. Compelling Story/Conquering a
Life Challenge: Who doesn’t love
an against-the-odds success story?

We also get to know the agents
engaging in our private Facebook
group for top REALTORS® and
partners. Send me a private message
if you would like an invitation to
that page, as membership is limited
to agents, brokers, and current
preferred business partners.

We avoid featuring agents from the same
brokerage or firm in the same issue and
try to cover the territory geographically
to feature agents proportionately. With
so many excellent nominated agents,

the monthly decision is difficult, so

make sure we know who you are.

Remember, real estate agents and
brokers do not pay anything for feature
stories; everything we do for them is
free. While other programs may look
similar, we are not a pay-to-play model.
We select most articles six to 12 months
in advance (sometimes years in advance
for cover agents) and notify folks one

to two months before their feature
appears that we have selected them.

We would love your feedback on
how we are doing and what we can
do better to help everyone in the
industry collaborate, elevate, and
inspire each other. Please email, text,
or privately message all suggestions
and feedback directly to me.

Joni Giordano-Bowling | 757-348-7809
joni@realproducersmag.com

BUILDING YOUR VISION ™

INTO REALITY.

@ Home Remodeling
© Interior & Exterior Painting

© Flooring

© Siding

@ Roofing

© Framing

@ Drywall Hanging & Finish

@ Power Washing... and much more!
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Office@CubasGC.com
cubasgc.com
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1 own a Digital Marketing Agency

OUR SERVICES:
Website -Hosting, Design & Management
Social Media Management
SEQ - Search Engine Optimization
Social Ads

Emall Marketing

QuickBooks - Bookkeeping &
Reconciliations

T32-606-5236 - My Cell
adigitalmarketingconsultant.com

More Than a
Closing—A Legal
Partner for Life

At Hanger Law, we're more
than your settlement
agency—we’re your dedicated
legal team. As a full-service law
firm, we provide the expertise
and protection only attorneys
can offer. From contract
negotiations and title resolutions
to estate planning, family law,
and business law, we help you
and your clients navigate every
legal step with confidence-
through every stage of life.

Trusted. Experienced.
Committed to Your Success.

|i!=| HANGER LAW

Haley Van Syckle Morgan
| Relationship Manager

hmorgan@hangerlaw.com
. 757.351.1510
@ 757.737.5223
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COASTAL VIRGINIA BUILDING INDUSTRY ASSOCIATION
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INSIGHTS FROM
THE CVBIA ECONOMIC
FORECAST =~

BY COLBY RAYMOND, 2025 CVBIA PRESIDENT

As President of the Coastal Virginia
Building Industry Association (CVBIA), I
recently had the privilege of hosting our
annual economic forecast event, a crucial
gathering for understanding the currents
shaping our local housing market. This
year, we were honored to welcome back
Dr. Robert Dietz, Chief Economist at the
National Association of Home Builders
(NAHB), whose expertise provided
invaluable insights into the national

and regional economic landscape.

Dr. Dietz’s presentation offered a
nuanced perspective on the forces at
play. Nationally, while inflation has
moderated, it remains a key concern

for the Federal Reserve, influencing the
trajectory of interest rates. Dr. Dietz
highlighted that while mortgage rates
have seen some volatility, the underlying
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demand for housing persists, albeit
tempered by affordability challenges.

Zooming into coastal Virginia, Dr.
Dietz pointed to the continued
strength of our local economy,
bolstered by the military presence
and a resilient job market. However,
the region isn’t immune to national
trends. The forecast underscored

the ongoing challenge of housing
affordability, driven by a combination
of higher construction costs, material
price fluctuations, and persistent
supply constraints.

Specifically, Dr. Dietz noted that
while new home construction is a
vital component of addressing the
housing shortage, builders in our
region continue to grapple with rising

costs for labor and materials, as well
as navigating regulatory hurdles. He
emphasized the need for innovative
solutions and collaboration to bring
more attainable housing to the market.

For our partners in the real estate
community, Dr. Dietz’s presentation
offered several key takeaways.
Understanding the interplay between
interest rates, inventory levels, and
affordability is paramount in guiding
clients. He stressed the importance of
staying informed about new construction
projects and the potential for increased
inventory in certain segments. While
the market may be adjusting, the
fundamental need for housing in
coastal Virginia remains strong.

The CVBIA remains committed to
fostering a collaborative environment
where builders and real estate
professionals can thrive. We believe
that open communication and shared
understanding of market dynamics
are essential for navigating the
current landscape successfully.

On that note, we are thrilled to invite
all our real estate partners to join us for
our inaugural Sand N’ Sawdust Kick-
off to Summer Party! Let’s celebrate
the arrival of warmer weather and the
start of a busy season together at The
Shack in Virginia Beach on Thursday,
May 15. This gathering will be a fantastic
opportunity to network, connect with
builders, and enjoy the coastal vibe in

a relaxed setting. Tickets for the Sand
and Sawdust event are on sale now,
and sponsorship opportunities are also
available for those looking to further
connect with the building industry.

You can find more information and
secure your spot at cvbia.com.

We look forward to seeing you there
and continuing to build a strong
future for the housing industry

in coastal Virginia together.
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Let's Make May the Month of | QW!
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oo FRESH starts and happy &
% closings start witha &g
TRUSTED partner! -~

The spring market is in full bloom, and Carrie and her team are here
to help you close more deals, faster. Whether it's finding the perfect
loan solution for your clients or navigating unique financing needs,
Carrie is your go-to partner in making the process smooth and
stress-free this May.

Why Partner with Carrie and Her Team? <——

Fast Pre-Approvals: Quick turnaround times to help your clients
bloom with competitive offers.

Customized Loan Options: Tailored programs that meet the unique
needs of every buyer, just like spring’s new beginnings.

Clear & Consistent Updates: Keep the process flowing smoothly
with regular, transparent communication.

/

Reliable Support: A team that works hard to make every

transaction as seamless as a May morning.
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WELCOME TO f

WHAT IS THE PROCESS FOR BEING
Real Prod Ucersl FEATURED IN THIS MAGAZINE
L Anyone on the Top 500 list can nominate other real

Here, we answer the most popu lar estate agents, businesses, brokers, owners, or themselves.

| Let’'s make this May a season of

Ft o e FRESH STARTS + SMOOTH CLOSINGS!
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q'UeStIOHS regarding .Our program. Our door everyone in the Top 500 who comes to our attention ? " ¥ 4 B VIRGINIA Carrie WI"Ia.mS
IS always open to discuss anythmg related because we don’t know everyone’s story, and we need A B . . B "‘,! af Branch Production Sales Manager
to this commu nity_th is pu blication is 100% your help to learn about them. We cannot guarantee ‘. . AL |" ;lshgl-s%%‘fg]%?o
designed to be your voice. a feature, but we encourage you to meet with one O AL - WINNER www.carriewilliams.net
of our team members, support Real Producers, and
attend our private events to increase your chances. {2y COMPANY NMLS#1686046  Advertised in: FL, NC, VA
WHO RECEIVES THIS MAGAZINE? ADYERTISEMENT| 12 Fnancial L€ 0 Reveluton Mersacele an Saue s ppertunlyLnder WS icseoie taterwide mukote | | £ 115 CONNECT!
* South Hampton Roads Real Producers: This magazine  WHAT IS THE COST TO FEATURE A e o B e e D e e
reaches the top 500 agents in South Hampton Roads, REALTOR®, AGENT, OR TEAM?
covering areas from Smithfield to Sandbridge and The feature costs nothing, so nominate away. We are
into the North Carolina border. We pull the REIN-MLS not a pay-to-play model. We share real stories of real =
numbers (by volume) from January 1 through December producers based on achievement and nominations. WEALTH MANAGEMENT AN D

31 of the previous year. The list cuts off at #500 to

a
determine distribution and resets at the end of each year. WHO ARE THE PREFERRED PARTNERS? ACCD U NTI NG _F_OR REA-LTO RS@

* Peninsula Real Producers: This magazine follows Anyone listed as a preferred partner in the front of
the same criteria but focuses on the Peninsula/ the magazine is part of this community and will have ' o J SCHEDULE A
Williamsburg agents, the list cutting off at the top 300. an ad in every magazine issue, attend our quarterly H‘:;:::g:,g;f;?
events, and be a part of our online community. We
We identify REALTORS®/agents based on their broker's don’t just find these businesses off the street, nor do
location in the MLS. Please get in touch with us if you we work with all companies that approach us. One
find yourself in any of the following unique scenarios: or many of you have recommended every preferred i ¥ MANAGE
* Your broker address in the MLS is outside partner you see in this publication. We aim to create a : . hi\ CASHFLOW
the South Hampton Roads region, but you powerhouse network for the REALTORS®, agents, and F / e
primarily work as a commission agent in South the best affiliates so we can grow stronger together. (1R " | |
Hampton Roads or the Peninsula area. o '
* Your broker address in the MLS is on the Peninsula, HOW CAN | RECOMMEND A PREFERRED PARTNER? Helping REALTORS® And Self-Employed Professionals
but you would prefer to be associated with South Please let us know if you want to recommend Get The Life Th ey Want Frem Their Business
Hampton Roads Real Producers instead. a local business that works with top real P S
* Your broker address is Southside, but you prefer to estate agents. Send an email or text to joni@ R P ACERIREE e @ i g ek ! ﬂgg
be part of the Peninsula Real Producers magazine. realproducersmag.com or call 757-348-7809. ’WWWTMWWW ! GROW WEALTH
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1%f W THE BROKER|

MORTGAGE EXPERTS

BROKER’S NEWEST
MORTGAGE EXPERTS

Experienced. Dedicated. Ready to Serve.

At The Broker, we believe that great mortgage professionals don't just
process loans—they build relationships, solve problems, and make
homeownership a seamless experience. As our team grows, we're excited to
introduce six talented loan officers who bring deep industry knowledge,
personalized service, and a commitment to helping clients succeed.

o,
-

RON STOWE TINA HEARD : AMY HOLT
SR. MORTGAGE BROKER MORTGAGE BROKER MORTGAGE BROKER

NMLSH: 1611080 NMLSH: 2330592 NMLSH: 2668722

Mavy veteran | Virginia Veteran | Military spouse | Problem-solver | 20+

Housing "Hero" | 25+ Making home financing

years in mortgage simple and stress-free.
lending.

years in customer
service & sales.

@ The Broker-Mortgage Experts, NMLS ID #2450802. For licensing information, visit wwiw.nmlsconsumeraccess.org:

MEGAN WOOLARD MIKEMELSO DANIEL SEPULVEDA

LOAN PARTNER MORTGAGE BROKER MORTGAGE BROKER
HAWAII TEAM HAWAII TEAM

WMLSH: 2135015 NMLSH: 2318392 NMLSH: 2449504

Virginia Beach native | Retired Marine Officer |

Real estate pro| Real estate investor | VA
Seamless transactions. loan & investment
financing expert.

Former Navy Corpsman |
Principal Broker | Hawaii
real estate expert.

Whether you're a homebuyer, real estate agent, or investor, our new team
members are here to guide you through a smooth, stress-free mortgage
process.

Here to Help You Succeed!

Buying a home is one of the biggest financial decisions you'll
make, and having the right mortgage expert by your side makes all
the difference. Our team is here to provide:

Clear guidance through the loan process
Tailored solutions to fit your financial goals 4 "

Reliable communication from pre-approval'to closing
.

Contact us today to learn more about
working with The Broker.




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

' |m BUDGET'
MBLINDS |

Style Iand service for e%er'y budget.’

Elevate Yo r View,
— Inside and Out.— -

Transform your home with motorized window

treatments that blend style,|convenience,

and innovation, enhancing your indoor and

outdoor spaces with a perfedt balance of
1 | i T

design, quality, and f'.m(tionality.

Call'757.356.9996 for a freein-
home cqnsulﬂation

Ask alj)(_)fit our
financing options.

| |
©2025 Budget Blinds, LLC. All Rights|Reserved. Budget Blinds is a

trademark of Budget Blinds, LLC and a|Home Franchise Concepts

Brand: Each franchise-independeritly owned-and operated:




