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Licensed by the Department of Financial Protection and Innovation under California Residential Mortgage Lending Act, Branch License # 4131248; CalCon Mutual 
Mortgage LLC, dba Arbor Home Loans is an Equal Housing Lender NMLS #46375; Corporate phone (888) 488-3807. 3838 Camino del Rio N Suite 305, San Diego, CA 

92108. For more licensing information visit: https://arborhl.com/licensinginformation/. All products are not available in all states. All options are not available on all 
programs. All programs are subject to borrower and property qualifications. This is an Advertisement.

Loan Options:
• FHA, VA, USDA, Conventional, Jumbo 
• Down Payment Assistance
• 1x and 2x Construction
• 2nd Mortgages
• Bank Statement Loans
• Reverse Mortgages
• Fix & Flip Loans
• DSCR Loans
• Grant Down Payment Loans
• HELOCS
• Renovation & Construction Loans

Your clients’ success shouldn’t depend on luck. 
Our loan team delivers reliable pre-approvals, 
clear communication, and closings you can 
trust—so every deal has a solid foundation.

WHEN YOUR CLIENTS NEED GOLD,
NOT GUESSWORK.

Partner With a Proven Loan Team
Send your next buyer our way.

Scott Ferguson
Sales Manager

NMLS # 659406

757-373-9007
sferguson@arborhl.com
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www.uamva.com

When Your Lender Feels Like Family

Meet the Leadership Behind United Atlantic Mortgage

Gloria Griffin Odom
VP of Operations & 
Corporate Loan Officer
(757) 563-4640
gloria@uamva.com

Gloria is the 
operational backbone 
of UAM. With more than a 
decade of experience 
in lending, she ensures every file moves 
with the precision, compliance, and 
communication that agents rely on. She leads 
UAM’s loan operations, manages underwriting 
coordination, and personally works with 
borrowers as the company’s primary 
Corporate Loan Officer. Gloria’s reputation in 
Hampton Roads is rooted in transparency, 
reliability, and a consistent ability to get 
difficult deals across the finish line.

James Joseph Griffin III
VP of Business Development
(757) 340-6022
james@uamva.com

James drives UAM’s 
growth by building 
high-trust relationships 
with top-producing agents 
throughout Hampton Roads. 
He oversees recruiting, strategic partnerships, 
and the development of programs like MVP 
and UP that help agents scale their business 
through stronger lending support. James 
brings a direct, results-focused approach 
shaped by years of working on both the real 
estate and mortgage sides of the industry. His 
role centers on making UAM the go-to lending 
partner for agents who expect speed, 
accuracy, and creativity on every file.

Together, James and Gloria form the leadership team that keeps UAM family-strong, locally focused, and 
performance-driven. Their combined experience shapes the culture that Real Producers agents experience: 
personal service, fast execution, and mortgage expertise that strengthens your business.

Competitive rates. Community values. Family-level care.
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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 ONLINE PARTNER 
DIRECTORY

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

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) 681-3493
budgetblinds.com/chesapeake

BUILDER
Chesapeake Homes
Nicole Maggio-Deaton
(757) 334-0203
ChesHomes.com

BUILDER/DEVELOPER
Bay Creek Cape Charles
baycreeklife.com

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

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

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

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

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

MAD Home Inspections
Brandon Boggs
(757) 770-8413
madinspecctions.com

Safe House Property Inspections
Austin McCrory
(601) 780-0002
SafeHouseProperty 
Inspections.com

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

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

Choice Home Warranty
Sydney Balmer
(757) 752-0298
chwpro.com

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

HOUSE CLEANING SERVICES
K.F. All Clean Services
Kimberly Huezo Figueroa
(757) 748-5392
kfservicesallclean.com

HOUSE CLEANING/MAIDS
Gleam House Cleaning
Jasmine Johnson
(757) 535-9679
gleamhouse.cleaning.com

INSURANCE SERVICES
Thomas & Howard Agency 
- Goosehead Insurance
(757) 390-7918

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

Cynthia Lewis — New 
Dominion Mortgage
(757) 822-0330
NewDominion 
Mortgage.com

David Burchett — 
Arbor Home Loans
(757) 773-8545
Arborhl.com

Gloria Griffin Odom—
United Atlantic Mortgage
(757) 340-LOAN
uamva.com/who-is-uam/

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

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

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

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

Tidal Town Moving
Josh Wright
(757) 705-0205
tidaltownmoving.com/movers/
virginia-beach-va

PHOTOGRAPHY & 
VIDEOGRAPHY
Level Up Visual Media
Darren Myers
(757) 304-0144
darrenmyersimagery.com

Lighthouse Visuals
(757) 637-1743
LightHouseVisuals.com

Murawski Photography, LLC
Mason Murawski
(757) 504-6461
www.murawskiphoto.com/

Pierre Studio
Sony Pierre
(757) 280-1530

PHOTOGRAPHY/ BRANDING
Leah Ariel Photography
(757) 202-7666
LeahArielPhotography.com

PRINTING / PROMOTIONAL
Innovative Twist
Josh Alvelo
(757) 553-1111
innovativetwist.com

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

TITLE & ESCROW
Title Concepts
Shannon Blatt
(757) 705-1575
TitleConcepts.biz

TitleQuest
(757) 802-1296
titlequest.net

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

TITLE ATTORNEY
Hanger Law
(757) 737-5223
www.hangerlaw.com

TRANSACTION  
COORDINATOR
The Agent Concierge
Eileen Merchant
(757) 642-6530
theagentconciergeco.com

VIDEO PRODUCTION/
MARKETING/PHOTOGRAPHY
D.R. One Projects
Mark Small
(757) 377-1638
dr-oneprojects.com
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Meet
The

Team
Jacki Donaldson 
Managing Editor

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

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.

Joni Giordano-
Bowling 
Publisher

joni@realproducersmag.com
757-348-7809

Iran Parker
Event Coordinator
iran@asharpevents.com 

757-450-1936

LEAH WALLACE
Photographer

info@leahariel
photography.com

757-202-7666

Misty Prewitt
Photographer

misty@mistysavestheday.com
757-620-0082

Maddie Podish 
Writer 

msparks7382@gmail.com 
757-634-8998

Cover photo by 
Ross Costanza

Mary Kromer
Social Media Manager 

mary@adigital
marketingconsultant.com 

732-606-5236

Dan Clark
Writer

757-206-4144
dan@danclark.realtor

Mason Murawski
Photographer

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

Dave Bowling
Co-Publisher

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

Andrew E. Woods
Photographer

andrewewoods@gmail.com
617-444-9887

Darren Myers
Photographer

757-304-0144
hello@levelupvisualmedia

Sony Pierre
Photographer

757-280-1503
sonypierrestudio@gmail.com
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HERE’S WHAT HAMPTON ROADS TOP 500 REAL ESTATE AGENTS SOLD

BY THE NUMBERS

2025

15,248

TOTAL UNITS$7.1 BILLION

TOTAL VOLUME

AVERAGE 
VOLUME 

PER AGENT 

$14.3 MILLION

AVERAGE 
UNITS PER 

AGENT

30
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COVER STORY

STORY BY DAN CLARK  ••  PHOTOS BY SONY PIERRE, PIERRE STUDIO (UNLESS OTHERWISE NOTED)

MATT
SALWAY

IRON VALLEY 
REAL ESTATE

When Matt Salway earned 
his license in 2017, he 
wasn’t chasing a spotlight. 
He was on active duty in 
the U.S. Navy, carrying a 
full engineering course 
load at Old Dominion 
University (ODU), and 
looking for a smart way 
to help his family. The 
plan was simple at first—a 
couple of closings a year to 
pay down debt and cover 
a trip or two. The first 
deal landed in January 
2018. From there, steady 
activity and practical 
systems did the rest.

Matt sold 12 homes in 2018. He then 
changed environments, joining the 
Edwards Real Estate Team, connecting 
with Veterans United Realty, and leaning 
into what he did best. “It turns out I’m 
pretty good at lead conversion,” he says.

The numbers followed—14 closings in 
2019 and 49 in 2020. When Mike Little 
and Eric Edwards started Iron Valley 
locally in May 2020, Matt was among the 
original agents, and he stayed. Even in a 
choppy market, he has tracked more than 
$40 million in closed volume year to date.

The common thread is 
practicality. Matt cuts 
noise and sticks to 
inputs that matter. 
Call blocks stay on 
the calendar. Scripts 
get tighter after every 
conversation. Common 
objections turn into a 
simple playbook the team 
can reuse. He moves fast 
on showings and slow on 
pricing. If a tactic stops 
working, he adjusts without 
drama and keeps going.

Fourteen years in the Navy set 
that cadence. He served as an 
Aviation Electronics Technician 
(AT), rotated between Norfolk 
and Oceana, and established 
roots in Hampton Roads in 2011. 

Photo by Ross Costanza
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Matt grew up in Webster, outside 
Rochester, New York, but built 
his adult life here. The rhythm 
fits, and so does the work. “If I 
had to start over, I’d make myself 
useful and immerse myself,” he 
shares. “Be in the field, do the open 
houses, sit the inspections, feel the 
nerves of that first client. Put my 
feet on the fire and never step out.”

He runs his business the same 
way. Every listing appointment 
goes through him, and pricing 
stays hands-on. For buyers, he 

built a small unit around speed and 
coverage. Danielle Owens and Allie 
Clousson handle showings, inspections, 
and final walk-throughs. Matt steps in 
for strategy, offer calls, and the closing 
table. “They’re the ones in the street 
hustling every day,” he says. He credits 
Transaction Coordinator Karen Plate for 
process control and calm execution. “I 
wouldn’t be here without my people,” 
he adds.

Client experience follows that same 
line. Gifts don’t chase trends; they solve 
problems. Many families receive a home 

WHERE  
SHOULD  
TIME GO?  

“In houses,  
with clients,  
doing the reps.”

warranty or help with a fix. His default 
gift became a homeowner binder 
loaded with documents, vendor lists, 
and service records so families can find 
what they need fast. “It’s simple, but it 
matters,” Matt notes. “People use it.”

He treats numbers with equal 
discipline. This market reads 
community by community, so pricing 
respects the micro. On flips or BRRRs 
(Buy, Rehab, Rent, Refinance), he has 
long used a 10 percent haircut to ARV to 
create room for surprises. On listings, 

he watches live comps through a 
lender’s professional tool that updates 
faster than consumer sites. The goal is 
momentum with protection. “Be ultra 
conservative right now,” he says. “It 
keeps clients safe.”

What looks like a jump from the 
outside reads like routine on the inside. 
Make the calls. Respond fast. Map each 
contract milestone into a checklist the 
team can run without guessing. Remove 
friction. Avoid drama. Document what 
works and repeat it.

Home life runs on the same values. 
Matt met his wife in the Navy in 
2015. She’s from Delaware and, in his 
words, “a killer” who keeps the family 
on track and the business grounded. 
They have two kids, Raelynn and 
Tanner. After-hours usually include 
soccer, parks, neighborhood bike rides, 
festivals, and car shows. The family’s 
1972 Blazer still makes the Tuesday 
meetup by Target in Edinburgh.

Vacations keep their own traditions: 
a Great Wolf Lodge day paired with a 

Photo by Ross Costanza
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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

Busch Gardens day they call the North 
Pole trip and a Fourth of July run to 
Myrtle Beach where fireworks stretch 
for miles.

Learning stays constant, filters stay 
tight, and ideas get tested quickly. If a 
principle turns into a checklist, it stays. 
If it doesn’t help a client this week, 
it goes. Ask Matt simple questions, 
and you hear the bias for utility. 
What should a new agent do? “Make 

yourself useful and immerse yourself.” 
What makes a closing gift valuable? 
“Something the family actually uses.” 
Where should time go? “In houses, with 
clients, doing the reps.”

The result is a business built on utility 
and trust. Do what works. Respect the 
numbers. Build the team. Keep your 
word. Then do it again tomorrow. A 
side plan became a full business. That 
business held when the market didn’t. 

The edge came from the same place it 
started—practical action done daily.

Small wins stack—a cleaner script, a 
tighter CMA, a binder a family uses, a 
showing slotted at the right moment, 
a deadline met. All of it compounds. 
That’s Matt Salway in Hampton Roads. 
He does the work in front of him, 
makes it easier for families to move, 
keeps his team ready, and stays useful. 
The rest takes care of itself.

“Matt has been our top 
agent for the past four 
years, even though for 
three of those years he 
served on active duty in 
the U.S. Navy. Many of our 
agents see him as almost 
mythical—someone who 
drops into the office from 
time to time and quietly 
sets the standard.

What truly sets Matt apart 
is that, despite being 
extremely busy, he always 
makes time for anyone 
who has questions or 
needs guidance. He 
is a devoted husband 
and father first, and I 
am fortunate to also 
call him a close friend. 
We support each other 
often, both personally 
and professionally.

Matt is a true testament 
to the fact that hard 
work, consistency, and 
dedication to your craft 
can lead to a life better 
than you ever imagined.”

— Edwin Rodriguez, Jr. 
Principal Broker | Owner
Iron Valley Real Estate 
Hampton Roads
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$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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As the spring market accelerates across the Southside, 
strong buyer demand, investment activity, and fast-moving 
listings create a need for thoughtful legal oversight. Hanger 

Law delivers attorney-led closings and real estate legal 
guidance designed to keep every transaction moving 

smoothly and securely.

From contract to closing and well beyond, we’re here to 
support agents and protect their clients every step of the way.

Attorney-Led Closings · Real Estate Law · Client Protection

A Strong Season Starts
With Stronger Legal Support

Mark L. Stevenson
CEO

Lindsay M. Barton
Partner

Haley Van Syckle Morgan
Relationship Manager

      757.737.5223      757.351.1510
hmorgan@hangerlaw.com
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Kirk
Elaina Kirk has reached numerous milestones in her seven 
years in real estate, including multiple Heart Awards, the 
Culture Award for Keller Williams Virginia, Circle of Excellence 
Silver-level honors, and Outstanding Agent of the Year for her 
office in 2022. She has built a thriving business, fueled largely by 
referrals and repeat clients. Yet ask her what matters most, and 
she won’t start with awards or numbers. She focuses on clients 
who need reassurance, families navigating uncertainty, and the 
quiet privilege of being trusted through life’s biggest transitions.

Several of Elaina’s clients have come to her through friends 
who said, Call Elaina—she’ll help, or she’ll find someone who can. 
“I’ve realized that I am better served when I’m serving others,” 
Elaina shares. “Sometimes serving means being the calm in 
the chaos or simply reminding clients that they’re not alone.” 
And she always revels in the joy of watching clients settle into 
their homes, receiving photos of new babies or family dogs, and 
celebrating milestones long after the closing table. “I love seeing 
people grow into their homes,” she says. 

Elaina’s instinct to guide and steady others began long before 
real estate. Born and raised on Long Island, she followed her 
family to Virginia in 2006. After earning a bachelor’s in physical 
and health education from Old Dominion University, she found 
her footing at the Virginia Sports Hall of Fame, where she 
advanced from museum educator to department leader. For 
a decade, she guided a team that traveled statewide, bringing 
sports-based math and science programs to underserved 
communities. By 2019, she was ready for a new challenge.

Real estate entered Elaina’s life gradually. Her husband, 
Matthew, had already built a long career in lending, and she 
often accompanied him to networking events, where she 
was present and observant but very much on the sidelines. 
“I wasn’t in the conversations yet,” she recalls, “but I was 
watching how people built businesses and how relationships 
turned into trust.” Matthew encouraged her to try real estate 
and supported her through the uncertainty of the journey. 
“He believed in me during the scary parts,” she states. “I’m 
incredibly grateful for that.”

In November 2018, Elaina passed her real estate exam 
and joined Keller Williams Coastal Chesapeake the 
following month. There, she found early mentorship 
through the team leader, Cosette Lamourne, who had 
also represented Elaina and Matthew in the purchase 
of their home. With Keller Williams’ education-forward 

CAVALIER 
REAL ESTATE 

& DESIGN

STORY BY JACKI DONALDSON 

PHOTOS BY DARREN MYERS, 

LEVEL UP VISUAL MEDIA

RISING STAR

ElainaElainaElaina

“ELAINA KIRK IS STRONG, DECISIVE, AND RELENTLESS 

IN BUSINESS—BUT HER HEART IS WHAT TRULY 

DEFINES HER. SHE KNOWS HOW TO ADVOCATE 

FIERCELY FOR HER CLIENTS WHILE MAKING THEM 

FEEL GENUINELY CARED FOR EVERY STEP OF THE 

WAY. THAT BALANCE IS HER SUPERPOWER.” 

—Mechelle Richards, Team Lead, Managing Broker, & 
REALTOR®, Keller Williams Coastal Virginia Chesapeake
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culture and values-driven approach, Elaina felt something 
click. “It spoke to who I am at my core,” she remarks.

During her first year in real estate, Elaina closed nine 
transactions, each one hard-earned and all in the second 
half of the year, while continuing to work part-time at the 
Sports Hall of Fame. “I don’t make rash decisions,” she 
reveals. “I wanted to know I could build consistent income 
before letting go of what was stable.” She did the double 
duty, attending every class, leaning into training, and laying 
the groundwork. Once the patterns became clear and the 
momentum real, she decided to step fully into real estate.

Elaina’s educator mindset quickly became an advantage. 
With over a decade of lesson-planning experience, she 
leaned into systems and process, and by her third year, 
emerging from the disruptions of 2020, everything clicked. 
The business shifted from reactive to intentional, with 

repeat clients and referrals replacing trial-and-
error prospecting. “I wasn’t throwing spaghetti 
at the wall anymore,” she says with a laugh. 
“I could finally see the cause and effect. The 
effort I put in was matching what came out.”

Elaina doesn’t hesitate to share the rewards of real 
estate, donating a portion of every closing to three 
organizations she and Matthew actively support. 
In 2021, they took that commitment further by 
climbing Mount Kilimanjaro to raise funds for 
Friends for Africa’s infrastructure projects in 
Tanzania. The eight-day climb—six and a half days 
up, one and a half down—sparked multiple return 
trips, allowing them to witness the ripple effects 
of their efforts: clean water creating stronger 
communities, sustainable businesses, thriving 
churches, and long-term support systems.

Elaina and Matthew’s journey together began when 
she moved to Virginia in 2006 and took a serving job 
at a busy restaurant, where Matthew was a manager. 
What started as a chance meeting grew into a 
friendship, a partnership, and nearly two decades of 
building life, business, and purpose together.

Family has always been central to that life. Together, they share 
two sons—Parker and Cullen, both in the Marine Corps—as well 
as two grandchildren, with another on the way, and two pups. 
At home in East Beach, Elaina recharges outdoors, whether on 
the sand or hiking. “The beach is the reason I live here,” she says 
about the simple pleasure that grounds her while managing 
a thriving business and staying fully present for her clients.

In 2025, Elaina had her biggest year yet in real estate in terms 
of closed transactions. Still, she focuses on the stories—the 
first-time buyers nervously stepping across the threshold, 
families growing into new homes, empty-nesters minimizing 
their footprint. And those moments define her story far more 
than numbers ever could.

“I’VE REALIZED 
THAT I AM 

BETTER 
SERVED WHEN 

I’M SERVING 
OTHERS. 

SOMETIMES 
SERVING 

MEANS BEING 
THE CALM IN 
THE CHAOS 
OR SIMPLY 
REMINDING 

CLIENTS THAT 
THEY’RE NOT 

ALONE.” 
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MagazineMORE THAN AMagazine
Support the Partners Who Support This Community 
Our preferred partners help make this magazine 
possible through advertising, event participation, and 
ongoing support of our community. Because of them, 
this publication is free to agents. Please support these 
trusted businesses whenever you can.

Recommend a Trusted Local Business 
Know a standout local business that goes above and 
beyond for real estate professionals? Help us grow our 
trusted network by recommending them on our website.

Stay in Touch 
We’re always looking for ways to 
better serve this incredible real 
estate community and create 
opportunities to collaborate, 
elevate, and inspire. Have ideas or 
feedback? Reach out anytime at 
joni@realproducersmag.com.

IN THE LOOP

Visit Our Website 
Bookmark our website and follow us on social media to stay close 
to everything Real Producers. From exclusive content and trusted 
preferred partners to event recaps, photo galleries, and more—
it’s all waiting for you. Scan the QR code on this page (or visit 
hrrealproducers.com) and follow along for the latest updates.

Turn Your Real Producers Story Into a Powerful 
Marketing Tool 
Take your Real Producers feature story a step further with 
a custom 4- or 8-page printout. These high-quality, branded 
pieces are perfect for open houses, listing appointments, and 
direct mail—helping you highlight your expertise and leave 
a lasting impression. Email joni@realproducersmag.com to 
explore options and pricing.

Nominate Agents Making an Impact 
Know agents who are raising the bar or making a meaningful 
impact in the community? We’d love to celebrate them. Submit 
your nominations on our website.

CONNECT WITH THE PEOPLE AND PARTNERSHIPS SHAPING OUR MARKET.

But don’t just take our 
word for it. Take theirs.

IN MAGAZINE & AD DESIGN

n2co.com
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Third-generation appraisal teamspecializing 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
(757) 689-0607 · vabeachappraisals.com

YOUR PARTNER 
WHEN THE 
COMPS ARE 
HARD TO FIND

n2gives.com

REAL PRODUCERS PROUDLY SUPPORTS THESE IMPACT MAKERS

FLIPPING THROUGH THESE PAGES

SAVES LIVES.
With the help of our sponsors, this magazine supports 

organizations fighting human tra�cking worldwide.
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WELCOME TO REAL PRODUCERS! 
Here, we answer the most frequently asked questions 
about our program, and we are always open to 
discussing anything regarding this community—this 
publication is 100% designed to be your voice.

Q: 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 
pulled the REIN-MLS numbers (by volume) from 
January 1 through December 31 of the previous 
year. We cut the list off at #500 to determine 
distribution. The list resets at the end of each year.

•	 Peninsula Real Producers: This magazine follows 
the same criteria but focuses on the Peninsula/
Williamsburg agents, cutting the list 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 
Southside instead.

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

Q: WHAT IS THE PROCESS FOR BEING 
FEATURED IN THIS MAGAZINE? 
A: Anyone on the Top 300 list can nominate other 
real estate agents, businesses, brokers, owners, 

or themselves. Office leaders may also submit 
nominations. We consider everyone in the Top 
300 who comes to our attention because we don’t 
know everyone’s story, and we rely on your help 
to learn about them. While we can’t guarantee a 
feature, we encourage you to meet with a team 
member, support Real Producers, and attend 
our private events to increase your chances.

Q: WHAT IS THE COST TO FEATURE A 
REALTOR®, AGENT, OR TEAM? 
A: Features are completely free—we are not a 
pay-to-play publication. We share real stories of top 
producers based on achievements and nominations.

Q: WHO ARE THE PREFERRED PARTNERS? 
A: Preferred partners are the businesses on the 
index at the front of the magazine who actively 
support this community. They appear in every 
issue, attend our quarterly events, and participate 
in our online community. We do not randomly 
select these businesses, nor do we work with 
every company that approaches us. One or more 
agents in this community have recommended 
every preferred partner you see. In fact, we won’t 
meet with a business that you or your peers have 
not vetted and approved. Our goal is to create a 
powerhouse network of REALTORS®, agents, and 
trusted affiliates so we can grow stronger together.

Q: HOW CAN I RECOMMEND A  
PREFERRED PARTNER? 
A: If you’d like to recommend a local business that 
works with top real estate agents, please reach out. 
Email joni@realproducersmag.com or call/text 
757-348-7809.

FAQs FAQs 

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

Doing what we do to take care of our clients!

VIRGINIA BEACH'S 
PREMIER HOME 

INSPECTORS

FROM SERVING 
OUR COUNTRY

TO SERVING 
HOME OWNERS

Owner Curt Lind

SHAE THOMAS, A G E N C Y  O W N E R

757-390-7918  •  Shae.thomas@goosehead.com

Y O U R  R E P U TAT I O N .  O U R  P R I O R I T Y.

CLIENTS
DESERVE
MORE THAN
ONE
OPTION.

When you refer a client, you aren't 
just giving a name—you’re lending 
your credibility.

The Thomas & Howard Agency combines 

boutique service with the power of 50+ A-rated 

carriers. We ensure your deals close smoothly 

and your clients stay protected for the long term.

FAST
T U R N A R O U N D

50+
C A R R I E R S

EXPERT
G U I D A N C E



Hampton Roads Real Producers • 3736 • March 2026

FEATURED AGENT

Kimberly Foster starts 
most mornings at home 
checking her phone, getting 

everyone settled, and preparing 
for the day ahead. On 2.5 acres 
in West Suffolk, surrounded by 
pigs, chickens, guineas, dogs, and 
cats, her home reflects the life 
she’s built through movement, 
resilience, and connection.

She was born in Germany to a 
military father who retired in 
Huntsville, Alabama, after 20 years 
of service. From third grade through 
high school, Alabama anchored her 
childhood. “I was a cheerleader, 
and my husband played football 
in high school,” Kimberly shares. 
“We were high school sweethearts.” 
They married when she was 18 
and quickly left familiar ground. 
“He got orders to San Diego, 
California, and we were basically 
teenagers living across the country,” 
Kimberly recalls. “He was a baby 
in the Navy, starting as an E1.”

Military life meant frequent 
relocations. California. Mississippi. 
Back to California. Florida. Spain. 
Then Florida again, before eventually 
settling in Virginia. Moving became 
second nature. “I consider myself 
an expert in PCSing,” Kimberly 
remarks. “It’s been my life since I 
was a newborn.” Their family grew 

along the way. Elijah is turning 20, 
and Emma is 16. “They’re the light 
of my life,” Kimberly expresses.

Kimberly spent many years working 
as a nurse before real estate entered 
her world. She had always helped 
others with interior design on the side, 
and people kept telling her she should 
go into real estate. While living in 
Spain, COVID forced her to reflect. “I 
asked myself if I really wanted to work 
in nursing during the pandemic,” she 
recalls. Her answer came quickly. 
“When we got back to Florida, I 
decided to get my real estate license.”

She completed her coursework online 
and sold her first home within six 
months. “From that moment on, I was 
hooked,” Kimberly admits. “Helping 
people through the biggest financial 
decision of their lives reminded me so 
much of nursing. You’re guiding them, 
teaching them, and staying calm.”

When the family moved to Virginia 
in October 2021, Kimberly joined 
Brittany Smitherman’s team at First 
Class Elevate. That first year brought 
both success and strain. “I sold $6.5 
million my first year,” she states, “but 
my husband was deployed, and my 
daughter was struggling with health 
issues.” Building a business while 
supporting her family stretched her 
deeply. “Navigating a new home and 

a new business at the same time was 
extremely difficult,” she adds.

She credits her husband, Michael, 
even from afar. “Thank God for my 
husband,” Kimberly says. “He guides 
me through everything.” She also 
chose growth despite discomfort. 
“I have extreme social anxiety, 
which is one reason I chose real 
estate,” she shares. “I knew I had 
to get out of my comfort zone.”

Kimberly stayed with Brittany’s team 
for nearly two years. She stepped into 
leadership as a team owner and then 
spent some time at Green Tree Realty 
before finding her long-term home 
at Iron Valley Prestige with Edgar 
Munoz and Edwin Rodriguez. She 
leads Freedom Real Estate Group, a 
four-person team.

Last year marked her strongest 
performance yet, with $9 million 
in sales. Then another challenge 
arrived when her husband got orders 
to Japan for two years. “We were in 
total shock,” Kimberly reveals. The 
assignment meant an unexpected 
separation—one that has now 
stretched to a year and a half—as 
she navigated the demands of raising 
teenagers, managing farm life, and 
maintaining their home largely on 
her own, all while continuing to grow 
her business and support her team. 

“Kimberly foster 

embodies a 

true No Excuses 
mindset. She runs 

a 100% referral-

based business 

while her husband 

is deployed, 

actively caring for 

her children and 

leading her clients 

and team at a 

high level. Where 

many agents look 

for reasons why 

something can’t 

be done, Kimberly 

finds solutions, 

whether that 

means waking 

up earlier, hiring 

help, or leveraging 

her time more 

effectively. This is 

how top producers 

operate. Her 

success isn’t 

accidental, and 

her goals are 

ambitious because 

she refuses 

to live within 

limiting beliefs.” 

—Edgar Munoz, 

Principal Broker-

Owner, Iron Valley 

Real Estate Prestige 

IRON VALLEY 
REAL ESTATE
STORY BY JACKI DONALDSON 

PHOTOS BY LEAH WALLACE, 

LEAH ARIEL PHOTOGRAPHY

FosterFosterFosterKimberlyKimberlyKimberly
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Michael has since made Master Chief 
and will return to Norfolk earlier than 
planned. “This year, I sold $7 million,” 
she says. “My goal was $10 million, 
but I had to give myself grace.” 

Nearly all of Kimberly’s business 
serves military families. “99.9% of my 
people are military,” she emphasizes. 
“I know the VA loan like the back of 
my hand.” Her clients quickly become 
family. One client came to her after 
filing for bankruptcy, convinced that 
homeownership was impossible. 
“I was with her every step of the 
way,” she explains. “Watching her 
close on that condo was one of the 
most rewarding moments of my 
career.” Another military client has 
bought and sold four homes with her 
and continues to refer others. The 
way she serves is memorable. She 
answers her phone, customizes every 
closing gift, and shares fresh eggs 

from her chickens in the summer. 
Her interior design background 
guides staging, and she often helps 
clients prepare homes for sale.

Balance is key in her life. “Animals 
keep my mental health in check,” 
Kimberly shares. She goes to the gym 
daily and values the quiet of country 
living. Emma is doing much better now 
and plans to graduate early, pursue 
real estate, and study radiology.

Community matters to Kimberly in 
ways that extend beyond her business. 
She hosts an annual breakfast and 
photos with Santa event, volunteers 
with the ASPCA, and has rescued 
animals, including a kitten she found 
abandoned in her chicken coop while 
living in Spain. Her faith plays an 
important role in how she shows up for 
others. “I always try to remember that 
God brought me here,” Kimberly says.

Kimberly often ends her days much 
as she begins them, checking in, 
making sure everyone is settled, and 
stepping outside to take in the quiet 
of the land around her. The animals 
are fed, the house is calm, and the 
phone finally rests (mostly). After a 
life shaped by constant movement, 
Kimberly has created steadiness—
and success—on her own terms. 

“99.9% OF MY 

PEOPLE ARE 

MILITARY. I 

KNOW THE 

VA LOAN LIKE 

THE BACK OF 

MY HAND.”
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Your Closing Starts Here.
OVER 20 YEARS OF COMBINED EXPERIENCE

LICENSED AND CERTIFIED

SAME-DAY SERVICE AVAILABLE

QUICK, FREE OVER-THE-PHONE ESTIMATES

LOCALLY AND FAMILY-OWNED

VETERAN-OWNED

BRANDON BOGGS
OWNER / INSPECTOR

BOOK YOUR HOME INSPECTION WITH US!
757-770-8413 | madinspections@gmail.com | www.madinspections.com

732-606-5236
adigitalmarketingconsultant.com

Let’s get you the attention 
your business deserves.

STAND OUT. SCALE UP. SELL MORE.

Ready to see where your digital presence could be stronger?
I’m offering a FREE Website Audit—no strings attached.

WE SPECIALIZE IN:
Custom Websites • Social Media Management
SEO • Targeted Social Ads • Email Marketing 
QuickBooks Bookkeeping & Reconciliations

I’m Mary Kromer, owner of a digital 
marketing agency built to help REALTORS® 
like you dominate your market.

MEET YOUR NEW SECRET WEAPON

Owner & Queen of Clean
Jasmine Johnson

757-610-7505757-610-7505
gleamhouse.cleaninggleamhouse.cleaning

Book your clean today!
Spring Into Spotless.

Powered by eco-friendly products

One-Time Deep Cleanings
Recurring Services | Move-in/Move-outs

Hoarding Clean-Up

Licensed, Insured & BondedLicensed, Insured & Bonded



Hampton Roads Real Producers • 4342 • March 2026

ASK THE EXPERT

In real estate, success isn’t just about 
closing deals—it’s about staying 
connected long after the transaction 
is complete. The most consistent 
producers know that relationships, 
not transactions, drive sustainable 
success. In this Ask the Expert, 
Hannah Johnson, owner of Delightful 
Deliveries, shares why pop-bys 
remain one of the most effective—
and often underestimated—
strategies for nurturing client 
relationships and generating 
repeat and referral business. 

Pop-bys are small, intentional gifts 
delivered to clients and referral 
partners throughout the year. 
While simple, they create powerful 
touchpoints that keep agents top of 
mind and strengthen long-term loyalty.

Here’s why pop-bys continue to be a go-
to strategy for top-producing agents:

They Maintain Visibility Without 
Asking for Business
Pop-bys provide a reason to connect 
that feels natural and thoughtful, not 
transactional. A small seasonal or 
themed gift paired with a personal note 
reminds clients you’re there, without 
ever asking for a referral.

They Reinforce Relationship-Based 
Marketing
Real estate is personal. When clients 
feel remembered and appreciated, trust 
grows—and trust drives referrals. Pop-
bys show clients they matter beyond 
the closing table.

They Create Consistent Touchpoints
Agents who stay top of mind don’t 
rely on one annual check-in. Strategic 
pop-bys throughout the year create 
predictable, meaningful moments that 
keep relationships warm.

They Spark Organic Referrals
A thoughtful delivery often leads to 
conversations with neighbors, friends, 

or family. Clients naturally share who 
the gift came from, opening the door to 
referrals without awkward asks.

They Support Brand Recognition
Professionally curated pop-bys reflect 
an agent’s brand, attention to detail, and 
level of service—helping position them 
as the go-to expert in their market.

They Save Time While  
Delivering Impact
The most successful agents protect their 
time. Outsourcing pop-by planning, 
assembly, and delivery allows agents to 
maintain consistent client touchpoint 
without adding to their workload.

When pop-bys are planned strategically 
and executed consistently, they become 
more than a gift—they become part of a 
repeatable referral system.

At Delightful Deliveries, we partner 
with real estate professionals to handle 
pop-bys from concept to doorstep, 
allowing agents to focus on what 
they do best: serving clients and 
growing their business. In a crowded 
marketplace, the smallest touches often 
that make the biggest difference.

Connect with Hannah Johnson 

757-276-1267 | hannah@
delightfuldeliveries757.com

WHY DO POP-BYS 

BUILD REPEAT AND 

REFERRAL BUSINESS?
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Julie Whitehorne | Business Relationship Manager & Closer
757.963.5223 | julie@truenorthtitle.com | TrueNorthTitle.com

• Secure docs & wire-fraud protection
• Fast commission wiring
• Mobile & e-closings
• Trusted in-house notaries
• Responsive communication
• Expert, integrity-driven closings
• $2.5M wire insurance per wire

Safe closings.
Clear direction.

True North Title gives you one more reason to 
celebrate—every closing stays secure
with Closinglock.

HELPING YOU

YOUR NEXT CLOSING!
ROCK ROCK  Sham

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

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.

Make your clients feel lucky this 
March—schedule a pop-by!

WE LOVE WHAT WE DO, AND IT 
SHOWS IN EVERY ROOM.

Licensed - Insured - Locally Trusted • Serving Hampton Roads area

Call or text
757-748-5392 • 757-831-0431
allcleanservicess@gmail.com
www.kfservicesallclean.com
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REALTOR® DUES AT WORK:  
WHY ADVOCACY SETS REALTORS® APART

BY AUBRÉA GREEN, HAMPTON ROAD REALTORS® ASSOCIATION, SVP OF COMMUNICATIONS & EXTERNAL AFFAIRS

HAMPTON ROADS REALTORS® ASSOCIATION

Before most of Hampton Roads was awake, a bus of Hampton 
Roads REALTORS® was already on the road to Richmond. 
Their destination: the Virginia General Assembly. Their 
mission: advocacy—not just for their industry, but also 
for every homeowner, future buyer, landlord, investor, 
commercial practitioner, and small business owner across  
the Commonwealth.

For the top 500 producers in our region—REALTOR® and 
non-REALTOR® alike—days like this one offer a clear look at 
what sets REALTORS® apart. While many agents focus solely 
on sales, REALTORS® invest in something much larger: the 
laws, policies, and protections that make those sales possible.

Advocacy That Starts Before Sunrise 
The day began with a legislative briefing from Maura Pratt, 
Assistant Vice President of RPAC Development for Virginia 
REALTORS®. From there, the group headed “up the Hill” to meet 
with legislative offices that help shape Virginia’s housing climate. 

Those meetings included discussions with Delegate Karen 
“Kacey” Carnegie (D–89th District, Chesapeake/Suffolk) 
and the office of Delegate Barry Knight (R–98th District, 
Virginia Beach) on issues directly tied to your business—
housing affordability, private property rights, economic 
development, and the overall health of local communities. 

These aren’t theoretical matters. They influence inventory, 
rental regulations, land-use decisions, tax burdens, and the 
long-term stability of the market you work in every day.

Access That Comes From Membership 
One of the most valuable moments of the trip came during 
a roundtable conversation with Speaker of the House Don 
Scott (D–88th District, Portsmouth). REALTORS® were able to 
ask questions, share what they’re seeing on the ground, and 
speak directly on legislation tied to the Virginia REALTORS® 
legislative agenda.

Additional lawmakers stopped in to strengthen relationships 
and express appreciation for HRRA’s presence, including 
Delegate Anne Ferrell Tata (R–99th District, Virginia Beach), 
Delegate Bonita Anthony (D–92nd District, Chesapeake/
Norfolk), Delegate Jackie Glass (D—93rd District, Norfolk), 
a representative of Delegate Jay Leftwich (R–90th District, 
Chesapeake), and Senator Angelia Williams Graves (D–21st 
District, Norfolk), who is also a REALTOR®.

This level of access isn’t accidental. It’s the result of years 
of consistent involvement, RPAC support, and the collective 
strength of REALTORS® statewide. Non-member agents simply 
do not have the same organized advocacy infrastructure 
behind them. 

Recognition at the Highest Levels 
Hampton Roads REALTORS® received formal recognition in 
both chambers of the General Assembly. Senator Williams 
Graves welcomed the group as “deeply engaged civic leaders 
and advocates for their communities,” while Delegate Jay 
Leftwich emphasized that REALTORS® are “invaluable” to the 
American dream of homeownership.

These acknowledgments highlight an essential truth: 
Lawmakers know who shows up, who contributes, and who 
brings real-world expertise to the table.

Why This Matters for 
Top Producers 
Every high-volume producer 
knows that the real estate 
market is shaped by more than 
interest rates and inventory. It’s 
shaped by legislation—by the 
decisions lawmakers make about 
taxation, zoning, landlord-tenant 
rules, building regulations, and 
consumer protections. Those 
decisions affect your business 
long before a listing goes active.

REALTORS® don’t just respond  
to these decisions; they help 
influence them. 

“As an advocacy organization first 
and foremost, REALTORS® stay 
on the front lines for property 
ownership,” says HRRA President 
Phil Kazmierczak. “Through RPAC 

investment and face-to-face meetings like this, REALTORS® 
build the relationships that help protect private property 
rights for all Virginians.”

The Bottom Line 
A REALTOR®’s impact extends far beyond the transaction. 
REALTOR® dues support the advocacy, relationships, and 
legislative work that keep Virginia’s housing market strong, 
stable, and fair. That’s the difference between being an agent 
and beinG a REALTOR®—and that difference was on full 
display in Richmond.

HRRA members with Speaker 
of the House Don Scott

HRRA President Phil Kazmierczak and Senator 
(and HRRA member) Angelia Williams Graves
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9151 Currency St.
Irving, TX 75063

©2026 Budget Blinds, LLC. All Rights Reserved. Budget Blinds is a trademark of Budget Blinds, LLC and a Home Franchise Concepts Brand. Each franchise independently owned and operated.

Simple upgrades.
Stronger impressions.

Request a Free Consultation 
757-356-9996
BudgetBlinds.com

(Ask about our exclusive
preferred partner pricing!)

Add value to every listing and client relationship
with custom window treatments tailored for style,
function, and budget. From design to professional
installation, we deliver a full-service experience
that helps homes show better, sell faster, and
impress buyers.


