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imberly 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
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along the way. Elijjah 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
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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.

FEATURED AGENT

“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



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
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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.

BEGINNING TO END CAREER
SUPPORT—HRRA IS THE REAL DEAL.

Greg Chaplain

2026 HRRA TREASURER

When someone decides to buy or sell a home, it's
almost never just about the house. It usually
connects to a major life change—Ilike a new job, a
relocation, a growing family, a loss, downsizing,
upsizing and other family changes. These moments
can be stressful, and that’s why having a REALTOR®
truly matters.

As REALTORS®, we bring industry-recognized
professionalism, strong ethical standards, and the
training needed to guide people through these big
transitions. We're here to support our clients,
protect their interests, negotiate on their behalf,
and help them feel confident every step of the way.

e
REALTORS®



REAL ESTATE MEDIA SOLUTIONS
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FIRST TIME CLIENT SPECIAL INCLUDES:

» Matterport Virtual Tour

(757) 637-1743 | info@lighthousevisual.com

VIEW ALL
SERVICES

S}me Ontp S) 0t/e$s.

Book your clean today!

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

1l 1l
M.A.D.

HOME INSPECTIONS

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

Custom Websites - Social Media Management
SEO - Targeted Social Ads - Email Marketing
QuickBooks Bookkeeping & Reconciliations

Check out our

" Owner & Queen of Clean
\ Jasmine Johnson

757-610-7505
gleamhouse.cleaning

HOUSE CLEANING

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

Powered by eco-friendly products

Licensed, Insured & Bonded O m

fresh meal prep menu!

Ca%m’?z%cm% o

EASY HOME DELIVERY MEALS
EVENT CATERING - CORPORATE CATERING
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@ 757.650.3771 www.catherinescatering.com

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

732-606-5236
adigitalmarketingconsultant.com
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ASK THE EXPERT

WHY DO POP-BYS
BUILD REPEAT AND
REFERRAL BUSINESS?
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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:

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.

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.

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.

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.

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.

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.

T

DELIGHTFUL DELIVERIES

Connect with Hannah Johnson
757-276-1267 | hannah@
delightfuldeliveries757.com
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As a Top Producer, you've put i the work fo
prepare your listings for the competitive: Spring
markel. Our staging ampliies that effor—
showeasing each home’s strengths  elevating
presentation, and helping buvers see- the Tull
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DELIGHTFUL DELIV FRIFS y

Pop By’s + Custom Gifts - ‘

Make yoar clierts feel lacky this
Marck—sckedale a pop-by!

Effortless Gifting +

Lasting Impressions .

Tell us who you want to take care of.

Our team begins crafting gifts and remark
experiences for them on your behalf.

A delightful moment arrives from you.

; Sit back and enjoy the appreciation and °° :.
passionate referrals.

Hannah Johnson,

Owner + Pop-By Fairy
757.276.1267
Hannah@delightfuldeliveries757.com
delightfuldeliveries757.com
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WE LOVE WHAT WE DO, AND IT
SHOWS IN Evggiy ROOM.

W) s

- Deep Cleaning - Move-In/Out Cleaning - Recurring Cleaning
- Airbnb/Rental Cleaning - Office Cleaning
- Post- Construction Cleaning & More

Call or text
757-748-5392 « 757-831-0431
allcleanservicess@gmail.com
www.kfservicesallclean.com

Kimberly Hiezo Figueroa,
Owner

Licensed - Insured - Locally Trusted - Serving Hampton Roads area

HELPING YOU

sh amROC“

YOUR NEXT CLOSING!

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

- 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 ’H‘ueﬁ

Safe closings. ort P4
Clear direction.

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

THEBEST oving
Lompany v
Fameron Roaps

We Offer a 10%
REALTOR"® Referral
Discount

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

757-981-0500
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HAMPTON ROADS REALTORS® ASSOCIATION

HRRA members with Speaker
of the House Don Scott

REALTOR® DUES AT WORK:
WHY ADVOCACY SETS REALTORS® APART

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

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.
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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
aroundtable 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 investment and face-to-face meetings like this, REALTORS®
Hampton Roads REALTORS® received formal recognition in build the relationships that help protect private property
both chambers of the General Assembly. Senator Williams rights for all Virginians.”

Graves welcomed the group as “deeply engaged civic leaders

and advocates for their communities,” while Delegate Jay The Bottom Line

Leftwich emphasized that REALTORS® are “invaluable” to the 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.

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

HRRA President Phil Kazmierczak and Senator
(and HRRA member) Angelia Williams Graves
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: ' WHY REALTORS
Are you Working with a PARTNER WITH US

MORTGAGE

ADVANTAGE MAKING
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y N
r Il Access to multiple We're locally owned,
rf' I lenders and loan Questions get answered
f{f options—so dealsdon't here, not foerwarded to a
_a.'/" dia because of oneset corporate office.
A. . of guidelines.
A

CLEAR, CONSISTENT

; RELIABLE
If f‘loi.:, your clients may be THE BROKE e COMMUNICATION
missing better options. IC DIRMWA Claan e, Honest fou get dpdates bore

sUrprises.

S LOCALLY OWNED. A mortgage broker works for
w et RELATIONSHIP DRIVEN. the client—not the lender. i
P e BUILT FOR M I . '
S PARTNERSHIPS. ore loan options
21N e Competitive pricing LET,S PARTNER
Ny WATNS L e No call centers. Personalized strategies
& ‘ * No big-bank Solutions for complex files FOR SUCCESS
5B | B | bottlenecks. Whether you're helping first-time buyers,
\ : * Just a local team that BETTER OPTIONS LEAD move-up clients, investors, or veterans,
.,-"'_ gets deals to the c]gging we're here to support your deals with
- ; table. lﬂ SLI?':‘&%I:EERR C?JFEFEI-F[?S clarity, speed, and confidence.
At The Broker, we work side-by- 4 | When your clients win,
side with real estate : -
professionals to deliver flexible yOU WI n.
lending solutions, competitive

options, and a seamless client
experience from contract to
closing.

Let's start the conversation about how
we can better serve your veteran
clients — and make the process
smoother for everyone involved.

The Broker-Mortgage Experts, NMLS 1D
#2450802. For licensing information, visit
WWW.HN'SCOHSUI"I"IETGCCESS.DTQ.




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

|m EUDGES
LIND”S

Add value to every listing and client relotionship
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.

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

(Ask about our exclusive
preferred partner pricing!)

©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.



