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Don’t Rely on Luck. Build a 
Smarter Tax Plan in 2026

More Strategy, Less ‘Luck of the Irish’
Proactive entity and compensation planning can significantly reduce 
self-employment taxes instead of hoping deductions appear at filing time.

Find the Gold in Retirement Planning
Use advanced retirement vehicles such as Solo 401(k)s and profit-sharing plans 
to legally shelter high commission income.

No Leprechauns Required for Better Deductions
Properly structured home o�ce, vehicle, and marketing deductions stand up to 
scrutiny and improve year-round cash flow.

Timing Matters More Than Four-Leaf Clovers
Strategic income and expense timing can smooth volatile commission income and 
reduce unnecessary tax spikes.

Protect Your Pot of Gold from the IRS
Audit-ready documentation and real estate-specific planning reduce exposure to 
penalties, notices, and surprise assessments.

KEITH TUCKER
OWNER

Smart REALTORS® Plan Ahead. Schedule Your 2026 Tax Planning Review 
Before the Luck Runs Out.

(757) 310-6851 thetuckeraccounting.com 751 Thimble Shoals Boulevard, Suite D-3
Newport News, VA  23606

BOOK YOUR
SESSION NOW

murawskiphoto.com • 757.504.6461 • @murawskiphoto
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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!
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Susan Fowler
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678-634-4650

Mason Murawski
Photographer
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HERE’S WHAT PENINSULA TOP 300 REAL ESTATE AGENTS SOLD

BY THE 
NUMBERS2025

6,429

TOTAL UNITS$2.8 BILLION

TOTAL VOLUME

AVERAGE 

VOLUME 

PER AGENT 

$9.2 MILLION

AVERAGE 
UNITS PER 
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W
hen Deb Kelly talks about the 
early days, she always comes 
back to the bullpen. In 2003, 

she joined GSH Real Estate and worked 
under mentor Sully Sullivan, learning the 
habits that still set her pace today—goal 
setting, business planning, dressing for 
success, and role play. “Knowledge is 
power,” she says. “The more we learn and 
the more we prepare, the better we serve.”

And Sully recognizes how much she truly 
took his guidance to heart: “The rare 
individual follows guidance with blind 
faith, but Deb is proof that following sound 
guidance with blind faith, even when 
things are not going well, will lead to 
unheralded success as she so epitomizes.”

Every October, Deb reviews the year, 
measures what worked, and builds the 
next plan. She keeps a visual board, 
color codes active buyers and listings, 
and tracks closings on an old-school 
spreadsheet because seeing the pipeline 
in one place energizes her. “I’m a driver,” 
she says with a smile. “I motivate myself.”

Service, not flash, is the story. Deb builds 
her business around conversations and 
clarity. She prefers a sit-down consult 
to text threads, and she treats that first 
meeting as the start of a relationship. “It’s 

RE/MAX Capital
STORY BY DAN CLARK 

PHOTOS BY MASON MURAWSKI PHOTOGRAPHY

COVER STORY

Deb
Kelly
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okay if the fit isn’t perfect,” she shares. 
“Let’s learn that early. My job is to listen, 
be honest, and communicate.”

That very focus naturally opened a door 
with Veterans United Home Loans. Deb 
has now been in the referral network 
for 15 years and works closely with a 
dedicated coach. “Serving our military 
is a privilege,” she states. “Helping a 
veteran use benefits they’ve earned 
never gets old.” In fact, Veterans United 
accounts for the vast majority of her 
business today and recognizes her 
among their top agents nationwide. 
Her broker, Bobby Jankovic, reiterates 
her commitment. “I think the most 
important thing is that she is all in 
with veterans, and she’s really a 
service to them,” he comments.

Her heart for service shows up in small, 
practical ways. When a first-time veteran 
buyer needed the basics, Deb and her 
husband, Kevin, filled the trunk with 
household items they no longer used and 
delivered them at the final walk-through. 
Another client needed a sofa, so they 
loaded up the pickup and made it happen. 
“Happy homeownership,” she told them. 
“You made the American dream.”

Deb is part of RE/MAX Capital in Hampton 
Roads. She supports Children’s Miracle 
Network with a donation from every 
closing and carries advanced designations 
that reflect years of study and practice, 
including CRS, ABR, and SFR. “It’s the 
right shoe for where I am,” she remarks 
about her brokerage. “Top producers, 
high standards, and a culture that fits.”

Clients and peers have noticed Deb, who 
has long been recognized in the market 
for professionalism, detailed paperwork, 
and a calm, client-first experience. The 
roots of that service mindset run back 
to Connecticut, where Deb grew up near 
the Long Island Sound. She still loves 
the water and talks with her hands like 
any proud Italian. Food and family are 
themes. When she isn’t with clients, she’s 
with kids and grandkids or planning 
time at the beach. “Family is everything, 
at home and at work,” she stresses.
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What sets Deb apart is equal parts 
discipline and heart. She dresses for 
success even on the longest days and 
keeps a simple rule for problems that 
pop up. Eat the frog. Handle the tough 
thing now so nobody has to lose sleep. 
“We made a pact,” she mentions. “No 
frogs on the shoulder at night.” That 
calm shows up at the closing table, 
where Deb reminds clients that the 
relationship doesn’t end with the keys. 
“Call me when you need me,” she 
reminds every client. “I’m here.”

The resume is long and local. 
Two decades in Hampton Roads. 
Designations earned and renewed. 
Year after year of VPAR recognition, 
including Platinum and Diamond 
awards. A steady record of service to 
buyers and sellers across York County, 
Hampton, Newport News, and beyond. 
“It takes a professional to navigate this 
market,” she highlights. “That means 
knowing the ropes and avoiding the 
pitfalls on both sides of a transaction.”

Ask Deb what matters most, and she 
won’t cite a number. She’ll talk about 
people. She’ll talk about a veteran 
who becomes a friend, a seller who 
needs straight talk on pricing, and 
a family who sends their kids back 
years later to buy their first home. 
“Nothing is more exciting than seeing 
a client’s children come to us because 
of the work we did for their parents,” 
she says. “That’s legacy and trust.”

Twenty-plus years after that bullpen, 
the foundation hasn’t changed. Learn. 
Prepare. Show up. Communicate. 
Give back. The tools evolve, and the 
market shifts, but the work stays the 
same. “Integrity and transparency 
first,” Deb asserts. “Do the right 
thing, and the rest follows.”

“It takes a professional to navigate this market. That means 
knowing the ropes and avoiding the pitfalls on both sides  

of a transaction.”
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RonRivera
MR RIVERA REALTY

STORY BY MADDIE PODISH 

PHOTOS BY SUSAN FOWLER, 

FOWLER STUDIOS

LEADER SPOTLIGHT

F
or Ron Rivera, the question was 
never whether to help people buy 
houses. It was about helping them 

build wealth that lasts generations.

Licensed since April 2004 while serving 
as a U.S. Coast Guard Intelligence 
Chief, Ron entered real estate with a 
vision shaped by watching his mother 
work in the industry in Puerto Rico. 
But it was Robert Kiyosaki’s Cash 
Flow Quadrant that crystallized his 
understanding of wealth building. 
“That book created a clear mind path 
to understanding the different levels 
of wealth expectations and limitations 
within the quadrants,” Ron explains. 
“I realized I needed to move from 
employee to business owner and 
investor—and help others do the same.”

That philosophy now drives MR Rivera 
Realty’s unique market position: 
seamlessly merging real estate with 
investment strategy. Through related 
entities, including SEVA Investments 
LLP and Hampton Roads Rental, and 
partnerships with Coastal Mortgage 
(Supreme Lending) and Mi Casa 
Mortgage (Cornerstone Mortgage), Ron 
has created an ecosystem where clients 
purchase property and launch wealth-
building journeys. “Our agents guide 
people to use a new property, or their 
current one, as a launch pad to real 
estate investments and wealth growth,” 
he shares. “We’re teaching the Cash Flow 
Quadrant principles in action, helping 
people shift from working for money to 
having their real estate work for them.”

This approach requires a different 
kind of agent, which is why MR Rivera 
Realty maintains a deliberately small 
team. “We have 12 extraordinary agents 
who are our family,” he notes. “Quality 
over quantity, always.” As a personal 
growth coach for his agents, Ron teaches 
transactions and mentors them through 
their own quadrant transitions.

The road to this vision demanded 
extraordinary sacrifices. For eight years, 
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Ron balanced active Coast Guard duty 
with building a real estate business, 
often conducting client meetings until 
one or two in the morning. “It was very 
difficult and stressful,” he admits. “But 
my biggest impact personally was my 
children seeing that no matter what you 
put your mind to, you can do it. There 
will be sacrifices. But it can be done if 
you stick to it.”

His MBA and military leadership 
experience managing complex 
operations and large teams proved 
invaluable, but understanding the 
quadrants gave him the roadmap. 
“In the military, I was firmly in the 
employee quadrant, trading time for 
money,” he reflects. “I knew I needed 
to build systems and investments that 
would work beyond my active hours.”

That inspirational leadership style 
distinguishes his approach to both 
agents and clients. “In the military, I 
learned that people don’t do things 
just because you tell them to,” he says. 
“They do it when they understand 
how it helps them—when they 
see the ‘why’ behind the mission.” 
Whether explaining the Cash Flow 
Quadrant or navigating complex 
investment strategies, Ron focuses on 
understanding, not compliance.

After earning his broker’s license in 2012 
and retiring from the Coast Guard, Ron 
spent nearly a decade as a managing 
broker, essentially running operations 
for another company. The realization 
came over dinner with Marilyn in 2022. 
“We looked at each other and said, ‘Why 
can’t we run our own?’” he laughs. 
“Right there, we decided to do it.”

MR Rivera Realty—named for their 
combined initials—became the hub of 
a broader wealth-creation ecosystem 
demonstrating quadrant principles. 
Beyond real estate, Ron partnered with 
Expose Performing Arts, supporting 
arts education while diversifying his 
portfolio and showing investment 
principles in action.

Ron’s impact extends beyond his 
businesses. As a proud Major Investor 
in the REALTORS® Political Action 

Committee (RPAC), he actively supports 
candidates protecting private property 
rights and pro-REALTOR® policies 
at all government levels. He served 
as a director at the Hampton Roads 
REALTORS® Association (HRRA) and 
currently serves as Treasurer for 
the 2026 Virginia Women’s Council 
of REALTORS®—rare for a male 
REALTOR® and a testament to his 
collaborative leadership.

His community commitment deepens 
through board service at Link of 
Hampton Roads, a nonprofit supporting 
the unhoused community. “Leadership 
has always been about impact, not 
titles,” Ron states.

Whether mentoring agents through 
quadrant transitions, advocating 
for industry protections, or serving 
vulnerable populations, his actions 
align with his values. Yet through all his 
professional achievements, Ron credits 
Marilyn as essential to everything he’s 
built. “She’s not only my life partner and 
business partner, but also the mother of 
our amazing adult children, my voice of 
clarity, and the one who brings out the 
best in me,” he says warmly.

Together, they’re building a legacy that 
extends beyond them—three children, 
one granddaughter with another on 
the way, and a foundation rooted in 
financial education.

When asked about success, Ron offers a 
perspective that challenges conventional 
wisdom. Rather than a destination, 
he sees it as a continuous evolution. 
“As long as there’s more to come, you 
stay open to learning and adjusting,” 
he advises. Even after 20 years in real 
estate, he continues to meet weekly 
with a business coach. “There’s always 
another perspective,” he asserts. “Be 
always thirsty for knowledge.”

For Ron Rivera, the greatest rewards are 
the families who’ve built generational 
wealth through his guidance, the agents 
who’ve made their own quadrant 
transitions, and the industry protections 
he’s helped secure. In a business often 
focused on the next closing, he’s built 
something designed to last—and help 
others do the same.

My biggest 
impact 
personally 
was my 
children 
seeing that 
no matter 
what you 
put your 
mind to, 
you can do 
it. There 
will be 
sacrifices. 
But it can be 
done if you 
stick to it.”
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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 peninsularealproducers.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

YOUR ONE CHANCE

Real Estate Photography
Listing Video Walkthrough

3D Virtual Tour

First Impression
FOR A

info@dr-oneprojects.com     dr-oneprojects.com

(757) 902-5008
creekviewinspections@gmail.com 

creekviewinspections.com

Buyer's & Pre-Listing Inspections

Mold & Air Quality Testing

Flexible Availability

Same-Day Reports

Owner, FAA Drone Pilot
Licensed Home Inspector,
State of Virginia 
Certified Professional
Inspector, InterNACHI

Craig Brown

Know Before You Close.
Precision inspections for high-performing agents
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Empower Your Buyers
Grow Your Business 

A Full Suite of 
Innovative 
Mortgage 
Solutions

Quick
Pre-

Approvals

Great
Rates!

Closing as
soon as

11 days**

*100% �nancing and grants available on select programs; eligibility restrictions apply.
Membership and credit approval required; not all applicants will qualify.

**Closing times vary and are not guaranteed. An 11-day closing is possible only under optimal conditions and depends on borrower responsiveness, appraisal and title turn-times,
receipt of required documentation, loan type, and third-party service timelines. Closing timeline excludes Sundays and Federal holidays. All loans subject to credit approval and applicable TILA-RESPA (TRID) waiting periods.

PLATINUM AFFILIATE DIAMOND PARTNER

Fixed and Adjustable-Rate Mortgages • FHA • VA
USDA • Jumbo • Conventional • Portfolio • And non-QM!

Plus 100% Financing Options and Grants*

Visit ABNBfcu.org/Mortgage or call 757.523.5354 today!ABNB FCU is an Equal Housing Lender
Company NMLS #460140
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MASON    MURAWSKI
PARTNER SPOTLIGHT

PHOTOS BY MASON MURAWSKI

MURAWSKI
PHOTOGRAPHY

Every business has an origin 
story—what’s yours, and what 
made you take the plunge? 
I was standing at the doors of 
Ruby Tuesday, cleaning the 
glass during an eight-hour shift, 
wondering why I was working 
two food service jobs after earning 
two bachelor’s degrees from 
Christopher Newport University. 
In that moment, I decided I wanted 
to make a living doing something 
I truly loved—selling fine-art 
prints online and in person and 
photographing enough portraits 
and weddings to support myself 
creatively and professionally.

What do you 
bring to the table 
that no one else 
can, and why do 
clients love it? 
When clients book me, 
they get great portraits 
and an experience 
they’ll enjoy from 
start to finish. I always 
say half of my job is 
helping people feel 
comfortable, both 
in general and in 
front of the camera. 
On wedding days, 
especially, I often find 
myself acting as a 
part-time therapist. If 
clients feel calm and 
relaxed and genuinely 
enjoy the process, they 
will love their final 
images even more.

Who’s your dream 
client, and how 
do you keep 
them coming 
back for more? 
My dream clients 
trust me to do a 

phenomenal job and give me 
space to exercise creative 
freedom. They understand the 
value of hiring experts and 
know that professional, fine-
art photography starts with a 
thoughtful consultation. I love the 
saying, Do what you’re good at, 
and pay people to do everything 
else. Those clients tend to become 
long-term relationships.

Have you had an “aha!”  
moment that changed the 
game for your business? 
Yes—when I truly began to 
understand my value as a creator 

and the time and talent I bring 
to each project. I realized not 
everyone has to be my client. 
Everyone has the opportunity to 
be, but I no longer allow clients 
to dictate how I run my business. 
Showing up confident in my 
value as an educated professional 
has allowed me to create even 
stronger portrait and video work.

Who’s been your biggest 
cheerleader or mentor, and 
what’s one lesson you’ll  
never forget? 
Debbie Leanne Jones, owner of 
the luxury portrait studio I’ve 
worked with for several years, 
has been my biggest cheerleader 
and an incredible mentor. 
She’s helped countless studios 
succeed, and her investment in 
my business—and our working 
friendship—is something I’m 
grateful for every single day.

Every business hits bumps in 
the road. What’s been your 
biggest challenge, and how 
did you tackle it? 
Early on, cash flow was my 
biggest hurdle. With Debbie’s 
guidance, I implemented stronger 
booking and sales practices 
across weddings, branding 
projects, senior portraits, video 
work, and more. Those systems 
made a lasting difference.

How do your values show up 
in your day-to-day work and 
client relationships? 
If I say I’m going to do something, 
I do everything I can to follow 
through. If I’m unavailable, a 
trusted team member steps 
in with the same level of care 
and professionalism. I focus on 
building real relationships with 

TOP PRODUCERS UNDERSTAND THE POWER OF BRAND, PRESENTATION, AND 
EXPERIENCE, AND FEW PROFESSIONALS GRASP ALL THREE BETTER THAN THE CREATIVES 
BEHIND THE LENS. IN THIS Q&A, MASON MURAWSKI SHARES HOW KNOWING YOUR 
VALUE, CREATING EXCEPTIONAL CLIENT EXPERIENCES, AND RUNNING A BUSINESS 
WITH INTENTION CAN ELEVATE BOTH YOUR WORK AND YOUR REPUTATION.



Peninsula Real Producers • 2524 • March 2026

$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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If you could whisper one piece 
of advice to someone starting 
out—or to your younger self—
what would it be? 
Take business and 
entrepreneurship classes before 
you dive in. Learn to respect 
yourself as a business owner. 
When you do, your clients’ 
experience and your results will 
improve dramatically. The world 
is your playground as long as 
you’re an emotionally healthy 
business owner. Get out there 
and have fun with it.

Connect with Mason Murawski 

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

clients, which has resulted in 
years of repeat business. I’d much 
rather serve a smaller group of 
loyal clients exceptionally well 
than leave one-time clients feeling 
overlooked. At the end of the day, 
it’s about treating people the way 
we all want to be treated.

Trends, tech, and ever-
changing needs—how do you 
stay ahead of the curve? 
The only time you’ll find me in 
Las Vegas is for the Wedding 
& Portraiture Photography 
International conference. 

Continued education is critical. 
I stay current on trends while 
also educating clients during 
consultations so they can confidently 
choose what’s best for them.

When the pace gets crazy, how 
do you keep your energy, focus, 
and motivation in check? 
Delegation. I focus on what 
I do best and hire others to 
support the rest. Running a 
photography business can get 
overwhelming quickly, and I 
couldn’t do what I do without 
an incredible support team.

LEARN TO 
RESPECT 

YOURSELF AS 
A BUSINESS 

OWNER. 
WHEN YOU 
DO, YOUR 
CLIENTS’ 

EXPERIENCE 
AND YOUR 

RESULTS WILL 
IMPROVE 

DRAMATICALLY. 

A Strong Season Starts
With Stronger Legal Support

As the spring market gains momentum across the Peninsula, a 
wide mix of military relocations, �rst-time buyers, and 

growing families mean more contracts and more moving 
parts. Hanger Law provides attorney-led closings and real 
estate legal guidance that help ensure every transaction is 

handled with clarity, care, and con�dence.

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

Mark L. Stevenson
CEO

Jeana P. McMurray
Partner

Haley Van Syckle Morgan
Relationship Manager

      757.737.5223      757.351.1510
hmorgan@hangerlaw.com



Peninsula Real Producers • 2726 • March 2026

Susan Haley Groves knows the 
feeling of starting fresh in a new 
place, and she’s turned that 
experience into a career helping 
others do the same. A Tidewater 
native from Gloucester, she 
graduated from James Madison 
University with a degree in 
communications, marketing, and 
public relations. She thought 
she might become a broadcast 
journalist but ended up in public 
relations before life steered her 
toward real estate.

Before real estate, she became a 
military spouse. Over 23 years, she 
lived in eight states and spent two 
extended periods in Germany. She 
raised her children, traveled widely, 
and learned how to build a sense of 
home. “You learn quickly how to make 
a home wherever you land,” she says.

Real estate started as a part-time interest 
sparked by her mother, Helen Haley, 
an award-winning REALTOR® of more 
than 20 years and then Broker/Owner 
of Haley Real Estate. “We always talked 
about real estate,” Susan recalls. “She 
inspired me a lot and still does.” 

In 2001, while living in North Carolina, 
Susan earned her real estate license 
and balanced family life with part-
time work. When her family returned 
to Virginia in 2008, right as the 
market crashed, she worked with her 
mother at Haley Real Estate, gradually 
rebuilding her business through 
grassroots involvement, volunteering, 
and community connections.

Her mother encouraged her to take the 
next step. “She said maybe I should get 

Susan Haley
FEATURED AGENT
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market yourself. 

Treat your business 

like a business. 

Wake up every day 

and work hard.”
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Experience Magic on the Water
Join Us for Endless Adventures  

with an extra $500 off when you mention 
REAL PRODUCERS at sign-up.

"I boat more than my friends who 
'own' and need to take the extra time 
to clean and/or re-trailer and transport 
their boats every time they go out." 

—Gabriel Santiago,
member on the Freedom Plan

Freedom Boat Club of Hampton Roads
(757) 302-8111 | freedomboatclub.com
Exciting News!
Our Newport News location has relocated 
to Legasea Marine at 821 Railway Road
Yorktown, VA 23692. Doors open this April!

Your Chariot Awaits.Your Chariot Awaits.

would like to be treated,” she shares. 
“I’m a people person and operate 
with a heart posture of serving clients 
and meeting them where they are.”

Some of her recent closings highlight 
her approach. One was for a retired 
airline pilot and his wife who dreamed 
of owning a waterfront farm. The buyer 
had simply seen one of her listings, 
which turned into a rewarding search 
and a successful closing. Another 
client needed to sell his mother’s 
home after his father passed. The 
process was emotional and logistically 
complex, but Susan stayed steady. The 
family later wrote that she made the 
process seamless during a difficult 
time. “That’s why I do what I do,” 
Susan stresses. “To help people.”

Even with a busy schedule, Susan 
maintains life balance. She walks 
the Virginia Beach boardwalk, bikes, 
goes to the gym, and stays grounded 
in her faith. She and her husband—
empty-nesters now—love to travel. 
“European travels are the best,” she 
says, with Italy next on their list, along 
with island trips they both enjoy.

Community involvement has always 
been part of Susan’s rhythm, from 
church volunteering to school 
programs and local foundations. In her 
downtime, she enjoys live music, the 
beach, water sports, and trying new 
seafood and Mediterranean restaurants 
as she continues to embrace the 
Virginia Beach lifestyle.

Her tips for new agents are 
straightforward and hard-earned: “Work 
your sphere of influence,” she advises. 
“Don’t be afraid to market yourself. Treat 
your business like a business. Wake up 
every day and work hard.”

In 2025, Susan hit the reset button—she 
got married, moved to Virginia Beach, 
and joined a new brokerage all within 
months. With fresh energy and decades 
of experience in her corner, she’s 
hitting the ground running, helping 
clients navigate buying and selling 
with ease—and a personal touch that 
makes every move feel like home.

my broker’s license in case I wanted 
to take over the business—and so I 
did.” Susan officially took over in 2016 
and ran the small family brokerage 
for nine years. Eventually, she sought 
a broader platform. After remarrying 
and moving to Virginia Beach, she 
closed the boutique brokerage and 
joined The Real Estate Group in March 
2025, drawn by a mutual friend and the 
company’s culture. “They do so much 
great training and are always up to 
date and cutting edge,” she remarks.

Today, Susan works across the full 
Tidewater area—from the Peninsula 
and Middle Peninsula to her new 
home base in Virginia Beach. She 
specializes in waterfront properties and 
relocation, with most of her business 
coming from referrals she’s built over 
decades. “I try to treat everyone like I 
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TERESA RUTHERFORD
Sales Manager

NMLS # 447904
M: (757) 286-6009

trutherford@arborhl.com
arborhl.com/contact/trutherford

EVAN RUTHERFORD
Mortgage Loan Originator

NMLS #1513339
M: (757) 773-3826

erutherford@arborhl.com
308 Granite Avenue, Richmond, VA 23226

Loan Options:
• FHA, VA, USDA, Conventional, Jumbo 
• Down Payment Assistance
• 1x and 2x Construction
• Land Loans
• Bridge Loans
• 2nd Mortgages
• Bank Statement Loans
• Reverse Mortgages
• Foreign National Lending
• Fix & Flip Loans
• DSCR 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.

FAQs FAQs 
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? 
A: The top 300 agents on the Peninsula in 
Hampton Roads, VA. The Peninsula extends 
from the Chesapeake Bay Bridge-Tunnel 
in Hampton to the greater Williamsburg 
area and everything in between. We pull 
MLS numbers (by volume) from January 1 
through December 31 of the previous year 
for the Peninsula and Williamsburg areas. 
We cap the list at the top 300 producers and 
base our distribution on those rankings. We 
reset the list at the end of each year.

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 at  
joni@realproducersmag.com or  
757-348-7809.
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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.


