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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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#TheresAMatt4That

Matthew J. Kirk | Branch Leader
NMLS 947887

(757) 802-2578
Matthew.Kirk@Movement.com

movement.com/lo/matthew-kirk

MORTGAGES
THAT MEAN 

*As the leading Impact Lender in the United States, Movement Mortgage gives nearly 50% of its profits to lift communities.
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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!

Preferred Partners

This year, give mom the gift of home 
warranty coverage! Our robust plans 
provide the budget protection and peace 
of mind she’ll appreciate all year ‘round.    

Contact me for details.

Need a Mother’s 
Day Gift?

Your Local Resource 

Jennifer McCormick 
 757-390-8785

jmccormick@fahw.com

©2025 First American Home Warranty Corporation. All rights reserved.   FA_AD_MAY_JMCCORMICK_MRP_5_25

fi rstamrealestate.com
Phone Orders: 800.444.9030

“I’m your home warranty 
expert, so you don’t 

have to be”

MORTGAGE
Alvin Lapitan & Greg 
Bell — The Broker
(757) 619-4494
thebrokerva.com

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

Movement Mortgage 
— Kirk Team
(757) 802-2578
movement.com/lo/
matthew-kirk

MOVING SERVICES
Marathon Moving Services
(757) 348-5124
marathonmovingservices.com

Off Load Moving
Briar Baughman
(757) 749-7212
offloadmoving.com

Tidal Town Moving
Roger Burnham
(757) 981-0500
tidaltownmoving.com/movers/
virginia-beach-va

PHOTOGRAPHY & 
VIDEOGRAPHY
Lighthouse Visuals
(757) 637-1743
LightHouseVisuals.com

ADVERTISING
Real Producers
(757) 348-7809

APPRAISAL SERVICES
CMP Appraisals
Brittany Perry
(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

CATERING
Catherine’s Catering
(757) 650-3771
catherinescatering.com

FINANCIAL ADVISOR/
FINANCIAL PROFESSIONAL
Peacelink Financial 
Planning, LLC
Leland Gross, CFP
(757) 504-2765
peacelinkfp.com

FLOOR COVERINGS
Express Flooring
(757) 735-1260
expressflooringvb.com

GENERAL CONTRACTOR/
CONSTRUCTION/
REMODELS
Cubas LLC
Rafael Cubas
(757) 837-8145
Cubasgc.com

GIFTS
Delightful Deliveries
Hannah Johnson
(757) 276-1267
Www.dd-757.com

HOME INSPECTION
Beacon Property Inspections
Michelle Burke
(757) 822-4839
www.beaconproperty 
inspections.com

Lind’s Property Inspections
Curt & Cindy Lind
(757) 575-5932
Lindsproperty 
inspections.com

QAI - Home Inspections
(757) 689-7356
QAIHome.com

HOME STAGING
Impressive Home Staging
Kim Dombrowski
(757) 803-3877
ImpressiveHomeStaging.com

HOME WARRANTY
ACHOSA Home 
Warranty, LLC
Tina Carneal & 
Maddie Podish
(757) 291-4398
achosahw.com

Choice Home Warranty
Jamie Cook
(757) 771-6123
chwpro.com

First American  
Home Warranty
Jennifer McCormick
(757) 390-8785
FirstAM.com

INTERIOR DESIGN
Oasis Home Spaces
Shelly Outten
(757) 899-4656
www.oasishomespaces.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
Dave Schwartz
(757) 639-5124
VACoastalExposures.com

SOCIAL MEDIA MARKETING/ 
MANAGEMENT
A Digital Marketing Consultant
Mary Kromer
(732) 606-5236
ADigitalMarketingConsultant.com

TERMITE INSPECTION 
& PEST CONTROL
Detect Termite & 
Moisture Services
(757) 583-4444
DetectTermite.com

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

TITLE & ESCROW
Noble Title & Escrow
Matt Kantro
(757) 524-4210
www.nobletitleva.com

Title Concepts
Shannon Blatt
(757) 819-6682
TitleConcepts.biz

True North Title
(757) 963-5223
TrueNorthTitle.com

TITLE ATTORNEY
Hanger Law
(757) 351-1510
www.hangerlaw.com

TRANSACTION 
COORDINATOR
Coastal Closings
Karmen Stevens
(757) 869-0566

VIDEO PRODUCTION/
MARKETING/
PHOTOGRAPHY
Drone Projects
(757) 377-1638
dr-oneprojects.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
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Meet
The

Team
Joni Giordano-

Bowling 
Publisher

joni@realproducersmag.com
757-348-7809

Mary Kromer
Social Media Manager 

mary@adigital
marketingconsultant.com 

732-606-5236

Dan Clark
Writer

dan@danclark.realtor
757-206-4144 

Rachel Saddlemire
Photographer

rachelthephoto42@gmail.com
336-970-1386 

Misty Prewitt
Photographer

misty@mistysavestheday.com
757-620-0082

Jacki Donaldson 
Managing Editor

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

Misty Bailey
Connections Coordinator

misty@imperialetiquette.com
757-897-1283

Maddie Podish 
Writer 

msparks7382@gmail.com 
757-634-8998

Dan Steele
Writer

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

Mason Murawski
Photographer

murawski.photography@gmail.com
757-504-6461 

Charles Townsend
Photographer

charlestownsendvideo@gmail.com
757-559-4745 

Dave Bowling
Co-Publisher

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

Iran Parker
Event Coordinator
iran@asharpevents.com 

757-450-1936

LEAH WALLACE
Photographer

info@leahariel
photography.com

757-202-7666

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 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.

Cover photo by Leah Wallace, Leah Ariel Photography

YOUR ONE CHANCE

Real Estate Photography
Listing Video Walkthrough

3D Virtual Tour

First Impression
FOR A

info@dr-oneprojects.com     dr-oneprojects.com
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Ste
phanie

Caskill
arvisJ

The LFJ Team | BHHS RW Towne Realty
STORY BY JACKI DONALDSON  ••  PHOTOS BY LEAH WALLACE, LEAH ARIEL PHOTOGRAPHY

COVER STORY
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Some careers are born from 
lifelong dreams, while others 
emerge unexpectedly. For 
Stephanie Jarvis Caskill, real estate 
was never part of the original 
plan—but it was the perfect fit.

Born and raised in Virginia Beach, 
Stephanie grew up surrounded by 
the hustle and bustle of the real 
estate world, thanks to her mother, 
Linda Fox Jarvis, a local legend 
with more than 40 years in the 
business. But for Stephanie, the 
path seemed to lead elsewhere. She 
attended Cape Henry Collegiate 
School and went to Dickinson 
College in Pennsylvania, where 
she majored in biology and with 
plans to attend graduate school.

Stephanie graduated in 2009, a 
challenging time to find a job 
with the economy in turmoil. She 
returned home, took post-grad 
classes, and worked part-time 
for Linda. At the time, Linda 
managed a large real estate 
team, and Stephanie joined as 
one of two administrators.

Initially, real estate was just a 
stopgap. But as Stephanie dove 
deeper into the business—helping 
manage transactions, shadowing 
buyer agents, and handling 
the tasks others preferred to 
avoid—she found herself drawn 
to the industry’s fast-paced and 
rewarding nature. After two years 
of behind-the-scenes work and 
hands-on learning, she became 
a licensed agent in 2011.

“I didn’t want to just walk into the 
business because of my mom,” 
Stephanie explains. “She was very 
particular about making sure I 
earned my place.” And earn it, 
she did, starting with small sales 
and working with friends, then 
building her business within 
the larger team framework.

Stephanie’s role grew from 
assistant to agent and eventually 
to partner. By 2014, she and Linda 

were co-listing properties, a 
pivotal step in establishing their 
equal footing, and for several  
years, the mother-daughter 
duo owned a brokerage, where 
Linda was the lead agent. 
When they shifted to Berkshire 
Hathaway HomeServices, 
Linda transitioned to a more 
supportive role, and Stephanie 
became the team’s lead agent. 

Today, the Linda Fox Jarvis Team 
operates as a tightly-knit group 
with a clear focus on delivering 
exceptional service. “We’re not in 
the business of running a mega 
team,” Stephanie remarks. “We 
want to stay small, hands-on, 
and customer-service-driven.” 
This approach has paid off. With 
a business model centered on 
consistency and quality, Stephanie 
and Linda have maintained their 
place among the top-performing 
teams in the region. Stephanie 
has achieved Chairman’s Circle 
Diamond status for the past three 
years at Berkshire Hathaway 
HomeServices, the top level in 
the company for agents rankings 
in the top 1/2% nationally. 

What sets the team apart is its 
commitment to treating every 
property like a luxury listing, 
whether it’s priced at $150,000 
or $2 million. “Every client 
deserves the best service, and 
we make sure each property 
stands out with professional 
photography, video, and 
unparalleled marketing,” 
Stephanie shares. This philosophy 
extends to the team’s boutique 
property management division, 
which has grown organically 
to 41 properties. Focusing on 
personalized care, Stephanie and 
her team pride themselves on 
creating a seamless experience 
for owners and tenants, handling 
everything from after-hours 
calls to holiday emergencies.

Stephanie’s success is rooted in her 
ability to adapt to market trends 

It wasn’t 
about  
going  
viral.

It was  
about 

making 
sure my 
sphere 
knew  
what  
I was  

doing.

Every  
time 

someone 
says,  

‘So-and-so 
told me to  
call you,’ 

I am 
reminded 
of why we 

do this.
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and embrace new ideas. Before 
social media became a real estate 
staple, she was already creating 
videos and sharing updates online. 
“It wasn’t about going viral,” she 
reports. “It was about making sure 
my sphere knew what I was doing.” 
That foresight has led to a referral-
driven business, with most clients 
coming through word of mouth. 
“Every time someone says, ‘A friend 
told me to call you,’ I am reminded of 
why we do this,” Stephanie beams.

Stephanie and the team continually 
look for ways to elevate their service. 
This year, they partnered with a 
professional stager to enhance 
listings, ensuring each property 
shines in a competitive market. 
They also sponsor several charities 
a year, often supporting the causes 
important to their clients.

While real estate is a big part of 
Stephanie’s life, it’s not the only 
focus. She and her husband, Tyler, 
an accountant, are raising their 
7-year-old daughter, Carter, in 
Virginia Beach. They also share their 
home with Kobe, their lively Westie. 
In her downtime, Stephanie enjoys 
playing tennis with her league twice 
a week, a hobby that keeps her 
active and connected with friends.

For Stephanie, the goal is simple: 
keep growing while staying true 
to the team’s core values. “Every 
year, we look at what worked, 
what didn’t, and what we can add 
to make things better,” she notes. 
“It’s not about chasing numbers—
it’s about consistency, service, 
and building relationships.”

With a deep love for the industry, 
a reputation for excellence, and 
a partnership built on mutual 
respect, Stephanie and Linda 
continue to prove that success is 
not just about what you achieve—
it’s about how you achieve it.
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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.

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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 Lurieeff
1ST CLASS REAL ESTATE  
BARN DOOR HOMES

FEATURED AGENT

Jeff Lurie had never even 
considered being a real estate 
agent. He was born just outside 
of Boston, MA, and after high 
school, pursued his passion for law 
enforcement as a 911 emergency 
dispatcher. Years later, after earning 
his undergraduate degree in 
criminal justice and spending time 
as a campus police officer, Jeff 
moved to southeastern Virginia 
and began working with the Suffolk 
Police Department, quickly making 
an impact in Hampton Roads.

When Jeff and his wife, Amy, were 
searching for their first home as 
newlyweds, he was intrigued by how 
his real estate agent set up home tours, 
guided them through the properties, 
and structured the deal that won them 
their new home. The agent was also 
from Massachusetts and was a Red 
Sox fan. They hit it off. Little did Jeff 
know that while he was joking about 
having to pick up more overtime to 
cover the mortgage, his agent was 
convincing him that real estate would 
be an excellent option for him.

Jeff learned the buying and selling 
processes quickly and fully absorbed 
as much information as he could. 
Imagine sitting across from your real 
estate agent. Instead of a smooth-talking 
salesperson, you find yourself talking to 
a genuine man who has filled the shoes 
of a detective, SWAT team member, and 
FBI-trained crisis negotiator. That’s Jeff.

His journey from the police precinct 
to the real estate office is a testament 
to his adaptability and commitment 
to service. The intensity of those years 
shaped him, sharpening his instincts 
and deepening his understanding of 
human behavior. “Policing is definitely 
a calling,” Jeff shares, a hint of nostalgia 
in his voice. “I’ve experienced life, 
death, and everything in between—
literally.” His experiences ranged from 
working in the command center at 
Gillette Stadium, ensuring the safety 
of tens of thousands during Patriots 
games, and instructing police tactical 
teams in the deserts of New Mexico 
on how to respond to terror attacks.

Jeff’s transition to real estate was 
far from ordinary. He leveraged his 
extensive training in investigations, 
negotiations, and financial crimes 

to build a unique approach to the 
business. “I bring to the table my 
skill set between interviewing and 
fact-finding as a detective and then 
negotiating as an FBI-trained crisis 
negotiator,” he says. “Every real estate 
transaction is different. You want the 
guy in your corner who can anticipate 
ten different outcomes at once, rather 
than someone solely focused on the 
straight line to a commission.”

Jeff’s business philosophy is 
refreshingly authentic—he rejects 
slick sales tactics and empty promises. 
Instead, he focuses on genuine 
connection and personalized service, 
understanding that every client is 
unique, with needs, desires, and 
concerns. “Every interaction is an 
introduction to someone else’s social 
network,” he advises his agents.

J
STORY BY DAN CLARK   ••  PHOTOS BY LEAH WALLACE, LEAH ARIEL PHOTOGRAPHY
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Today, Jeff Lurie owns 1st Class Real 
Estate Barn Door Homes, a franchise 
that reflects his dedication to 
personalized service and relationship-
building. He emphasizes emotional 
intelligence, coaching his agents 
to understand clients’ motivations 
and needs beyond the surface and 
highlighting the importance of 
building genuine connections.

His personal life is equally full. 
As a devoted husband and father 
of four, Jeff strategically balances 
family time with his many 
professional commitments. He 
enjoys spending time with his kids 
and RV camping, finding balance 
in these simple pleasures.

Jeff’s commitment to service 
extends beyond his real estate 
business. He’s an Ambassador to the 
National Law Enforcement Officers 
Memorial Fund in Washington, DC, 
supporting the families of fallen 
officers. He also owns a leadership 

development and wellness training 
company focusing on enhancing 
public safety professionals’ lives.

Jeff’s story is a testament to the power of 
reinvention and the enduring value of 
service. He’s a man who has seamlessly 
blended the worlds of law enforcement 
and real estate, creating a unique and 

impactful career. He’s not just a real 
estate broker; he’s a community leader, 
a mentor, and a man who brings a cop’s 
instincts to the closing table, ensuring 
that he protects his clients’ interests. 
Jeff’s life reminds us that true success is 
not just about professional achievement 
but about making a meaningful 
difference in the lives of others.

“EVERY 

REAL ESTATE 

TRANSACTION 

IS DIFFERENT. 

YOU WANT THE 

GUY IN YOUR 

CORNER WHO 

CAN ANTICIPATE 

TEN DIFFERENT 

OUTCOMES AT 

ONCE, RATHER 

THAN SOMEONE 

SOLELY FOCUSED 

ON THE STRAIGHT 

LINE TO A 

COMMISSION.”

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
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Promo Products:
• Bulk Shipping 
• Direct Mail – Envelope & Letter 
• Direct Mail – Fold & Tab
 
Act now to take advantage of this
exclusive offer and elevate your
brand even further! Imagine
handing out a sleek, professional
printout of your story at your next
client meeting. It's the perfect way
to stand out.

Options Available:

Four-Page Promo: 
Perfect for a concise, impactful
version of your feature story. 
Eight-Page Promo:  
Ideal for those who want to dive
deeper into your story, successes,
and client testimonials.

Dear Featured Agents,

Congratulations on being featured in Real Producers magazine! What an
incredible opportunity to highlight your success, share your unique story, and
inspire confidence in your clients. Now, we’re offering you an exclusive way to
extend the impact of your feature with a custom four- or eight-page promotional
printout designed for you to hand out to your clients and prospects.

Why invest in this promotional printout?
• Professional Presentation: 
These printouts are high-quality, professionally designed, and tailored to
highlight your feature with striking visuals and engaging storytelling—perfect for
open houses, client meetings, or as part of your marketing kit. 

• Build Trust: 
Share your success with potential clients in a tangible way. Your expertise
featured in a respected national magazine will reinforce your credibility and
leadership in the real estate market. 

• Customized for You: 
We’ll customize the layout to reflect your branding and personality for a
powerful marketing tool that connects your story with your business. 

• Expand Your Reach: 
With this printout, you have the opportunity to leave a lasting impression with
every client you meet, reinforcing your brand long after the conversation ends. 

• Low Lift, Big Impact: 
We like to call this a “no brainer” opportunity, because it’s as easy as they come!
Let our team take the marketing burden off your plate and allow you to focus on
selling.

For pricing and custom options, please connect with your publication team . We
look forward to helping you showcase your success!
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Inspiring conversations
with the nation’s 
top real estate agents.

Same Brand, New Reach – Tune in for free today

podcast.realproducersmag.com

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.
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As the late Gen. Colin Powell 
once observed, “A dream doesn’t 
become reality through magic; it 
takes sweat, determination, and 
hard work.” Turning hopes into 
reality means dealing with many 
serious, less-than-enjoyable factors, 
especially in real estate. Although 
finding the right mortgage is crucial 
to purchasing a home, it’s often 
the last thing on people’s minds 
when they begin their search. The 
process can feel daunting, but Cara 
Erickson and her team at Atlantic 
Bay Mortgage work to help clients 
achieve their real estate dreams.

ATLANTIC BAY  
MORTGAGE
STORY BY DAN STEELE 

PHOTOS BY RACHEL SADDLEMIRE, 

RACHEL SADDLEMIRE PHOTOGRPAHY

PARTNER SPOTLIGHT

“No one gets on Zillow to calculate 
a mortgage payment,” Cara laughs. 
“Mortgages, at their core, are not 
fun. They’re not sexy. Most people 
don’t see a 30-year loan as part of 
their dream, but it provides security, 
helps build wealth, and offers a sense 
of safety.” As a result, clients must 
begin talking with a lender as soon 
as they start their home search.

“Buyers should always 
meet with a trusted 
local lender,” Cara 
advises. “The moment 
somebody is talking 
about buying a house 
is the time they 
need to speak with 
a lender because it 
helps them establish 
their budget.”

Cara is passionate 
about setting clients 
up for success because 
people often start 
looking at homes online 
that are too much or too 
little outside their budget, which 
sets unrealistic expectations from 
the start. “By pairing them with a 
lender right from the beginning,” 
Cara says, “buyers have the means to 
formulate their game plan, whether 
they need credit support, guidance 
on saving money to prepare for 
homeownership, or assistance 
ensuring income is calculated 
correctly because of the nuances of 
different types of employment, such 
as if someone is self-employed.”

Though not the most exciting part 
of home buying, securing the right 
mortgage is essential to achieving 
homeownership. For Cara, helping 
people attain that security is the most 
fulfilling part of the process. “I have 
the pleasure of helping a lot of young 
military members and single moms, 
and the biggest thing I hear from 
them about purchasing a home is 
the sense of security and safety, that 
‘it’s mine and no one can take this 
from me,’” she reveals. “That right 
there is the greatest thing—being 
able to have moments like that.”

CaraErickson
We want people to become 

homeowners, and we want 

to make a difference in the 

communities we serve, so 

we work hard to do our 

best to make things work.”

A critical part of Cara’s success 
is approaching each client as a 
unique situation that needs custom 
solutions. “This is not a one-size-fits-
all process,” Cara explains. “I create 
a customer mortgage experience 
for every person who comes across 

my desk, every referral that’s 
entrusted to me, to ensure everyone 
receives a customized game plan.”

Cara takes pride in considering the whole 
picture when working with clients. 
This approach enables her to answer 
questions, set expectations about the 
loan, and find solutions that larger, “one-
stop-shop” national mortgage companies 
may not see. “Just recently, I had a couple 
come to me after another lender told 
them they were going to have to wait six 

months, and they spoke with me, and 
I got them under contract in about a 
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week with down payment assistance,” Cara 
recalls. “It goes back to being solutions-
oriented: How do we get you into a price 
range? How do we get you into a down 
payment program? How do we get you into 
that monthly payment that you’re looking 
for to help you achieve those goals? Seeing 
people realize the multiple options and 
different ways to buy a home is amazing.”

The entire team at Atlantic Bay Mortgage 
shares that exceptional dedication to 
helping clients accomplish their goal of 
homeownership. This commitment is 
part of why Cara has remained there 

since she joined in 2012 and why Atlantic 
Bay has consistently been the #1 lender 
in Hampton Roads for many years. “We 
have been a locally owned and operated 
company since 1996, and we are a 
common-sense lending institution, which 
means if a loan makes sense, we’re going to 
find a way to make it work,” she elaborates. 
“We want people to become homeowners, 
and we want to make a difference in the 
communities we serve, so we work hard 
to do our best to make things work.”

When Cara isn’t helping clients find 
the missing puzzle pieces to achieving 
homeownership, she loves to spend her 
time reading and traveling, even if she goes 
for a weekend getaway to the oceanfront 
for a night. Most of all, she loves spending 
every moment she can with her family. 
“This December, my husband and I will 
celebrate 10 years of marriage, and we’ve 
got kids, so everything kind of revolves 
around their schedule,” she remarks. “We 
have a 14-year-old and a 6-year-old, both 
boys, and we have our French bulldog, 
Duncan, and our lab, Jackson. With a house 
full of boys, sports are always on TV, in 
conversation, or part of our plans. When 
I’m not mortgaging, I’m ‘mommy-ing.’”

Contact Cara Erickson: 
757-348-2262
caraerickson@atlanticbay.com
www.atlanticbay.com/caraerickson
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Moms Protect
What Matters
So Do We.

Why You Should Partner
With True North Title

(757) 963-5223
TrueNorthTitle.com

Pointing you in
the right

direction ...
one closing

at a time!

COMPLIMENTARY SECURE WIRING OF PROCEEDS & COMMISSIONS

PROACTIVE COMMUNICATION
IN-HOUSE NOTARIES FOR MOBILE & E-CLOSING SERVICES

SECURE DOCUMENT STORAGE FOR BUYERS & SELLERS

OUR COMMITMENT TO EXCELLENCE ON EVERY CLOSING

SECURE ELECTRONIC EMD & CONTRACT SUBMISSION

ACCESS TO TITLE TOOLBOX PROPERTY DATA

Stephanie Shannon
Owner/COO

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

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.commarathonmovingservices .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



Hampton Roads Real Producers • 3736 • May 2025

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?

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

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

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

BACK TO 
THE PAST

HAMPTON ROADS REALTORS® ASSOCIATION

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 REALTORS® 
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 

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 

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.
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Nominate  
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 

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 

Haley Van Syckle Morgan
Relationship Manager
hmorgan@hangerlaw.com
      757.351.1510
      757.737.5223

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 
�rm, we provide the expertise 
and protection only attorneys 

can o�er. 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 con�dence-
through every stage of life.

Trusted. Experienced. 
Committed to Your Success.
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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.

NAVIGATING 
COASTAL VIRGINIA’S 

SHIFTING SANDS: 
INSIGHTS FROM  

THE CVBIA ECONOMIC 
FORECAST

BY COLBY RAYMOND, 2025 CVBIA PRESIDENT

COASTAL VIRGINIA BUILDING INDUSTRY ASSOCIATION

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 

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 
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WELCOME TO 

Real Producers!
Here, we answer the most popular 

questions regarding our program. Our door 
is always open to discuss anything related 
to this community—this publication is 100% 

designed to be your voice.

FAQs

WHO RECEIVES THIS MAGAZINE? 
• South Hampton Roads Real Producers: This magazine 

reaches the top 500 agents in South Hampton Roads, 
covering areas from Smithfield to Sandbridge and 
into the North Carolina border. We pull the REIN-MLS 
numbers (by volume) from January 1 through December 
31 of the previous year. The list cuts off at #500 to 
determine distribution and resets at the end of each year.

• Peninsula Real Producers: This magazine follows 
the same criteria but focuses on the Peninsula/
Williamsburg agents, the list cutting off at the top 300.

We identify REALTORS®/agents based on their broker's 
location in the MLS. Please get in touch with us if you 
find yourself in any of the following unique scenarios:
• Your broker address in the MLS is outside 

the South Hampton Roads region, but you 
primarily work as a commission agent 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.

• Your broker address is Southside, but you prefer to 
be part of the Peninsula Real Producers magazine.

WHAT IS THE PROCESS FOR BEING 
FEATURED IN THIS MAGAZINE 
Anyone on the Top 500 list can nominate other real 
estate agents, businesses, brokers, owners, or themselves. 
Office leaders can also nominate folks. We consider 
everyone in the Top 500 who comes to our attention 
because we don’t know everyone’s story, and we need 
your help to learn about them. We cannot guarantee 
a feature, but we encourage you to meet with one 
of our team members, support Real Producers, and 
attend our private events to increase your chances.

WHAT IS THE COST TO FEATURE A 
REALTOR®, AGENT, OR TEAM? 
The feature costs nothing, so nominate away. We are 
not a pay-to-play model. We share real stories of real 
producers based on achievement and nominations.

WHO ARE THE PREFERRED PARTNERS?  
Anyone listed as a preferred partner in the front of 
the magazine is part of this community and will have 
an ad in every magazine issue, attend our quarterly 
events, and be a part of our online community. We 
don’t just find these businesses off the street, nor do 
we work with all companies that approach us. One 
or many of you have recommended every preferred 
partner you see in this publication. We aim to create a 
powerhouse network for the REALTORS®, agents, and 
the best affiliates so we can grow stronger together.

HOW CAN I RECOMMEND A PREFERRED PARTNER? 
Please let us know if you want to recommend 
a local business that works with top real 
estate agents. Send an email or text to joni@
realproducersmag.com or call 757-348-7809.
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9151 Currency St.
Irving, TX 75063


