








That philosophy has led them to go above and beyond in
ways many clients never expect. Tom recalls purchasing and
arranging the installation of a brand-new dishwasher for a
single mother in a tight spot after hers unexpectedly failed
immediately following closing. It wasn’t about the appliance.
It was about showing a client they genuinely cared.

Their commitment doesn’t end once the paperwork

is signed. Former clients continue reaching out for
contractor recommendations, renovation advice, market
updates, and future moves. Many return to buy or

sell again, while others happily recommend Tom and
Dariya to family and friends. For Dariya, those returning
relationships are the greatest measure of success. She
shares, “Our definition of success is when people come
back to us or write reviews that come from the heart
because it means we did our job right.”

While serving clients remains their highest priority, the

couple is also investing in the future of how people search
for homes. Drawing on his background
in computer programming, Tom
spent the past seven months building
VAHome.com from the ground up
rather than relying on a traditional real
estate website template. The platform
features direct MLS data, Al-powered
home searches, aerial flyovers,
flood information, neighborhood
information, military-focused
resources, and interactive tools to help
buyers make informed decisions long
before they ever schedule a showing.
“Our goal is to build the best home-
search experience we can for Hampton
Roads by creating something that truly
serves buyers,” Tom notes. For him, the
website is simply another way he and
Dariya continue serving their clients.

Outside of real estate, giving back is an important part of their Your Local Resource
lives. Dariya serves on the board of the Tidewater Ukrainian

°
Cultural Association as a director of events, helping organize M Ove' I n Day Kyle Arenson

events and support families who have relocated to the area. o REGIONAL MANAGER
Having experienced leaving home and building a life in a new M ad e S I m p I er 970-404-5099
country, she’s passionate about helping others feel welcomed . . ka renson@firstam.com
and connected. Together, they also enjoy spending time with When move-in madness strikes, be thankful

their four children, visiting family in Maryland and Ukraine for home warranties. Our bgneflts begin

whenever they can, and taking advantage of everything on day 1 of coverage, offering valuable

coastal living has to offer. relief if covered appliances and systems

unexpectedly break.

Whether they’re helping military families relocate, Contact me for details.
volunteering in the community, or guiding first-time buyers
through one of life’s biggest decisions, Tom and Dariya’s
focus remains the same. Dariya smiles as she sums firstamrealestate.com " ) .

up the heart behind everything they do. “As a family, Phone Orders: 800-444-9030 2 ggf};?ﬁgﬁgﬁyw “Protecting Client Relationships,
our goal is simple: let our family help yours.” Budget and Time”

©2026 First American Home Warranty Corporation. All rights reserved. FA_ADMRP_KARENSON_9_26

36 - September 2026 Hampton Roads Real Producers - 37



COASTAL
VIRGINIA

" DOESN’T MEAN -
-~ THE FUN IS OVER.

. 1,-.

It's just the En-gmrrm.g af )
making memories in a new home, o8

Whether it's your client’s
first home, their forever home,
ar thedr pext Evestment...

We'll take care of
every detail so they can
simply enjoy the journey home. -

'_.:J:J. o -'ﬁ l ,'
| —
From Anywhere You Are.

757-819-6682 | (@)
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www.litleconcepts.net

If referrals matter...
Why are you leaving
them to chance?

@

Qualified Referrals
A room full of professionals trained
o recognize your ideal client.

&

Structured Growth System
Proven meetings, accountability,
and measurable results.

©

Grow With Intent
Strategic connections. Real
relationships. Real revenue.

bnicova.com

Leah Wallace A

Executive Director

Learn More

T57-202-T66E
leahi@bnicova.com

L 757-390-7918

i) shae.thomas@goosehead.com

I Over 50 Carriers,
. * Competitive Quotes
: Helping your clients find the

§ Y r‘:r'. Guidance Your
" Chents Can Trust
5 | recommend thoughtful

L]
FALL IS THE PERFECT TIME TO CONNECT

Your Trusted
]fzsumme
Partner

right coverage at the right price.

F Responsive Service,
ﬁ'@ N ¢ Every Time
== Thinkof me asan extension of

your team—knowledgeable,
proactive, and always ready to help.

coverage solutions to help protect
their home, auto, and peace of mind.
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i
1ty G gooschead
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e BEsT Moving
Lompany iy
Fameron Roaps

We Offer a 10%
REALTOR"® Referral
Discount

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

757-981-0500

$49.00 Termite & MﬂISIIII'e Inspection When Scheduled With a Home Inspection

SEWER CAMERA INSPECTIONS - TERMITE/MOISTURE INSPECTIONS
MOLD SAMPLING - POOL INSPECTIONS - PROPERTY SANITATION
MULTIPLE TEAMS OF INSPECTORS - QUICK REPORTS

(757) 418-0944 - SafeHousePropertyinspections.com

REAL ESTATE/WDI INSPECTIONS ¢ TERMITE INSPECTIONS & TREATMENT
SEASONAL PEST CONTROL * MOSQUITO & VECTOR CONTROL
RODENT CONTROL & EXTERMINATION « REPAIR SERVICES

(757) 367-8342 - PestHeroes.com
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The One Asset Every
Agent Must Protect

BY AUBREA GREEN, SVP OF COMMUNICATIONS & EXTERNAL
AFFAIRS, COASTAL VIRGINIA ASSOCIATION OF REALTORS® (COAVAR)

Let’s play a game.

You receive a call from a
prospect you've never met
who wants to see a vacant
property right away. What
do you do?

A. Meet them at the property
after verifying their identity.

B. Let someone know
where you’re going, who
you’re meeting, and when
you’ll be back.

C. Use a screening tool
to learn more about the
prospect before

the appointment.

D. All of the above.
The answer is obvious, right?

Yet according to the National
Association of REALTORS®’
2024 Member Safety
Residential Report, 40%

of REALTORS® reported
meeting a new or prospective
client alone at a secluded
location or property within
the past year. The same
report found that 22%
experienced a situation that
made them fear for their
personal safety or the security
of their personal information,
most often during open
houses, showings, or after
threatening or inappropriate
communications.

Most real estate professionals
know what they should do.
The challenge is putting
those practices into action
when business gets busy.
Safety often gets attention
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during September’s
REALTOR® Safety Month, but
the risks do not disappear
when the calendar changes.

Real estate remains one of
the few professions where
meeting strangers, entering
vacant properties, working
irregular hours, and sharing
personal contact information
are routine parts of the

job, which is why safety
should never be a once-a-
year conversation. It should
be part of every showing,
every open house, and
every client interaction.

Fortunately, today’s agents
have more resources
available than ever before.

A growing sector of property
technology, or proptech,

is helping bridge what
industry experts call the
safety gap. New tools allow
agents to verify identities,
screen prospective clients,
share their whereabouts,

and quickly request help

if they feel threatened. As
highlighted in a recent NAR
article, these technologies are
transforming the way real
estate professionals approach
personal safety in the field.

Through membership in
the Virginia Association
of REALTORS®, agents
and brokers receive
complimentary access to
FOREWARN. This safety
application helps agents
verify identities, review
criminal history information,
and validate details
provided by prospective

clients using only a name

or phone number. The
platform provides real-time
intelligence so REALTORS®
can make more informed
decisions before stepping
into a showing appointment.

Think about that for a
moment. A tool that can

help you better understand
who you are meeting before
you arrive at a property is
not just a convenience. It is

a business advantage and a
personal safety resource. And
for REALTORS®), it is included
as part of membership. This
is where the REALTOR®
difference becomes clear.

Many agents think of
REALTOR® membership
primarily in terms of the Code
of Ethics, advocacy efforts,

or professional development
opportunities. Those benefits
are certainly important. But
membership also delivers
practical resources to help
you run a safer, smarter
business. FOREWARN is one
example. The REALTOR®
Safety Program and its

safety training, webinars,
best practices, and member
resources are others.
Together, they provide layers
of protection that can make a
real difference in the field.

The NAR report found that
only 25% of REALTORS®
were aware of the
REALTOR® Safety Program,
yet 66% of those who
completed a REALTOR®
safety course said they felt
more prepared for unknown

situations afterwards.
Many professionals may
be overlooking resources
already available through
REALTOR® membership.

Whether you are already a
REALTOR® or a real estate
professional considering
membership, safety is
another reason to be part

of the REALTOR® family.
The best agents understand
that success is not just about
generating leads and closing
transactions. It is also

about protecting yourself
while doing the work.

Being a REALTOR® means
belonging to an organization
that advocates for your
industry, invests in your
professional growth, and
provides tools that help

keep you safe. That is not
just a membership benefit.
That is peace of mind.

Drafted with AI assistance

Sources

* 2024 Member Safety
Residential Report

» Tackling the Safety Gap
in Real Estate Showings |
National Association
of REALTORS®

* FOREWARN - Virginia
REALTORS®
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DELIGHTFUL DELIVERIES

Pop By’s + Custom Gifts

Because the agents who stay
consistent stay referred.

We help you stay in touch with every
client without the stress of planning,
shopping, packaging, or delivering.

Delightful Deliveries helps real estate
professionals create memorable
moments through seasonal pop by
gifts that keep relationships warm
and meaningful all year long.

Simple for you.
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make lasting impressions.
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WELCOME TO REAL PRODUCERS!

Here, we answer frequently asked questions
about this publication. We’re always open to
connecting about this community.

WHO RECEIVES REAL
PRODUCERS MAGAZINE?
South Hampton Roads Real
Producers: This publication
reaches the Top 500 agents
across South Hampton
Roads, from Smithfield to
Sandbridge and into North
Carolina. Rankings are based
on REIN-MLS volume from
January 1 through December
31 of the previous year, with
the list resetting annually.

Peninsula Real Producers:
This edition follows the same
criteria but serves Peninsula/
Williamsburg agents, with

distribution to the Top 300.
We identify agents by their
broker’s MLS location. Please
get in touch with us if (a)
your MLS office is outside
the region, but you primarily
work in South Hampton
Roads or the Peninsula, or (b)
you’d prefer to be associated
with a different region than
your MLS designation.

WHAT IS THE PROCESS
FOR BEING FEATURED?
A: Anyone in the Top 500
can nominate agents,
teams, brokers, businesses,
or themselves. Office

YOUR PARTNER

2509 George Mason Drive #6658, Virginia Beach, VA
(757) 689-0607 - vabeachappraisals.com
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leaders may also submit
nominations. We rely on your
input to discover stories, as
we don’t know everyone.
While we can’t guarantee
features, we encourage you
to connect with our team,
support fellow top producers,
and attend private events.

WHAT IS THE COST TO
BE FEATURED?

A: Features are completely
free, thanks to our
preferred partners.

WHO ARE THE
PREFERRED PARTNERS?
A: Preferred partners

are businesses featured

in the magazine index
who actively support this
community. They appear in
each issue, attend events,
and engage with our
network. Every partner

is recommended and
vetted by agents—we do
not work with businesses
that haven’t earned your
trust. Our goal is to build a
strong, connected network
of agents and affiliates.

Q: HOW CAN |
RECOMMEND A
PREFERRED PARTNER?
A: To recommend a trusted
local business, email joni@
realproducersmag.com.

YOU ARE
.\ Mol |=

September is Suicide Prevention Awareness Month. As an Impact Lender, we
at Movement Mortgage, care about the whole person, not just the transaction.

If you or someone you know is struggling, support is available 24/7.

CALL OR TEXT 988 o

OR SCAN FOR SUPPORT

. Matthew Kirk

% Branch Leader | NMLS #947887

KIRK TEAM

7 Cell: (757) 802-2578 FAITH - SERVICE - EXCELLENCE
movementcom/matthew_klrk POWERED BY MOVEMENTMORTGAGE
75 Lynnhaven Parkway Suites 100, 101, & 160, Virginia Beach, VA, 23452 | AL-947887, CO- 100545374, FL-L083729, GA-047887, PA-101180, MD-047887, NC-I-183489, SC-BFI-ML0-047887, TN-047887, VA-

MLO-12248VA | Movement Mortgage LLC. All rights reserved. NMLS ID #39179 (For licensing information, go to: www.nmisconsumeraccess.org). Additional information available at movement.com/legal.
<= Interest rates and products are subject to change without notice and may or may not be available at the time of loan commitment or lock-in. Borrowers must qualify at closing for all benefits.

Financial Planning
for REALTORS

Helping REALTORS & self-employed professionals

Itation
get the life they want from their businesses g

todayl

o . X i
MANSSE G 41510 ng: : NEALTH

Inve=tmant odvisory products ond serpices mods erval e the b Peccsiink
FinancaiPanning LLC (FLFF), a reglstered investment odviser. 31510808, 21

@ www.peacelinkfp.com 5 ddmin@peocelinkfpcam | &, 757-279-5018 . @) 1213 Laskin Rd | Suite 107/ Virginio Beach, VA | 23451
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More loan options.
More flexibility.
More successful closmg

e
s | THE BROKER| | A
Broker/Owner Broker/Owner

greg@thebrokerva.com alvin@thebrokerva.com
757.642.5078 MORTGAGE EXPERTS 757.619.4494

The Broker, 1116 Volvo Pkwy, Suite 109, Chesapeake VA 23320 | info@thebrokerva.com | The Broker is a registered DBA of Broker, LLC NMLS# @ The Broker, 1116 Volvo Pkwy, Suite 109, Chesapeake VA 23320 | info@thebrokerva.com | The Broker is a registered DBA of Broker, LLC NMLS# @
2450802 (www.nmlsconsumeraccess.org (http:/www.nmlsconsumeraccess.org/). Programs and rates are subject to change without notice Rl 2450802 (www.nmlsconsumeraccess.org (http:/www.nmlsconsumeraccess.org/). Programs and rates are subject to change without notice =~ I i
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Blinds « Shades « Shutters « Drapes
Home Automation

B BUDGET
l BLINDS

Style and service for every budget.

When your clients expect a seamless
closing experience, partner with the team
that delivers. Budget Blinds provides
professional measuring, custom design,
and expert installation—handled with clear
communication and white-glove service
from start to finish. Make us your Preferred
Window Treatment Partner and give your
buyers one less thing to worry about.

Mention this ad to receive preferred
partner pricing!

E ‘E Scan or call for a free consultation
PENINSULA: 757-258-8738
E SOUTHSIDE: 757-356-9996

©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.



