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A Picture is Worth 1,000 Words RECENT PHOTOS OF HRRA MEMBERS AND EVENTS
REALTORS® Have a Heart for the Virginia Zoo

How did you get into the spirit of Giving Tuesday? At HRRA, we volunteered at the Virginia Zoo! On December 3, REALTORS® Have a 
Heart	rounded	out	2019	with	its	sixth	and	final	volunteer	event	of	the	year	on	a	perfect	blue-sky	day	in	Norfolk.	It	was	stinky	work—from	
mulching to mucking to pulling up clumps of huge ornamental grasses—but the bonus was making new animal friends while working 
alongside HRRA friends and colleagues. (The alpacas were especially fascinated with the volunteers’ efforts!) Afterward, HRRA gathered 
in the reptile house classroom to break bread, meet Outback the Skink during a hands-on visit, and take some fun photos. Huge thanks 
to sponsors Jennifer Franklin of Planet Home Lending and Tina Flowers with Home Warranty of America for their sponsorship. Plus, 
a big thank you goes to all who have pitched in this year for the six REALTORS®	Have	a	Heart	(and	Affiliates	Have	a	Heart	for	REAL-
TORS®) events. In 2020 REALTORS® Have a Heart is from the Resale Council and now under the new Community Involvement Advisory 
Group. (To learn more, see the article on page 30.) We hope you will join us February 7 as we pitch in at Edmarc Hospice for Children in 
Portsmouth. – Victoria Hecht, HRRA Communications and PR Specialist
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

Christmas time was something I looked forward 

to from 2008 to 2013. It wasn’t because of the 

reasons you may think of. In actuality, the 

reasons	were	much	more	selfish.	At
	the	time,	I	was	a	

property manager, and I knew that most owners and 

residents would be sending me Christmas gifts in the 

form of checks and cash. 

 In my mind I was building the projec-

tions. Here was my thinking: “This 

owner will probably send $150 

because he’s so generous, the 

other one probably $100. Those 

cheap ones will probably send 

$25, if that, or a box of choco-

lates that I don’t need. So, all 

and all, I should have close 

to $500 in Christmas gifts. 

That’s pretty good! And I’ll 

be sure to drop down a couple 

of lines in a “thank you” card 

and send it back to them to show 

my appreciation. That should make 

them feel good. I can’t send them any 

gifts though. After all, they have all the 

money, not me.”
 Surely, I’m not the only person who can have this 

mindset. I imagine many people live with “poor me” 

written all over them, dreading their powerlessness 

and victimhood in this life. I even dare to imagine that 

they sincerely believe this to be true. I know I did, for 

sure. 
 And they’re not to be blamed. They have been pro-

grammed this way, probably from early childhood, by 

their parents and environment. They don’t know that 

an alternative exists. For someone else maybe, but not 

for them. 
How about you? Do you feel this way?

 2014 rolled around. Things were starting to shift 

within me. Small and barely perceptible, new and un-

familiar patterns were starting to emerge in me. These 

changes came after reading “The Secret” by Rhonda 

Byrne. You may have heard of it as it was also made 

into a popular movie. The book is about the law of at-

traction. It talks about how expressing gratitude for 

certain things can help you manifest more of those 

things. 

	 Since	I	wasn’t	very	happy	or	satisfie
d	with	my	life	

at	 that	point,	 I	decided	to	give	Rho
nda	the	benefit	of	

the doubt and try it out myself. On a sunny day some-

time in February on my lunch break I started feeling 

gratitude for all the job interviews that I have had in 

my life. 
I would remember all the “right answers” 

that I gave and all the strengths I thought 

I exhibited during the interviews. 

This gratitude was heartfelt and 

sincere. Magically, within two 

weeks of that experience two 

new job interviews landed on 

my lap. One of them turned 

into a better job opportunity, 

so within a month I had a 

new job with better pay!

 Uplifted by this experience 

I decided to read another 

book by Rhonda Byrne called 

“Magic,” which is entirely about 

gratitude. The application of the ac-

tion steps outlined in the book further 

fertilized the soil of my soul. 

 The changes in me grew bigger. Gratitude helped 

me overcome some of the negative emotions that had 

been holding me down, including guilt, regret, jealou-

sy, fear and indifference. This may sound abstract to 

you now, but trust me, as someone who had been domi-

nated by those negative emotions all of his conscious 

life before the big change, practicing gratitude will be 

well worth a try.
 Now, think about yourself for a moment. If sci-

ence invented a fancy new “emotion meter” and you at-

tached it to your heart and monitored your emotions 24 

hours a day, what emotions would you observe? Which 

of your emotions are running YOUR life? (Remember, 

the “emotion meter” has a 100% accuracy rate, so you 

can’t lie to yourself. Is it anger, frustration, sadness, 

guilt, worry, fear? Or is it love, joy, gratitude, peace, 

serenity and faith?)

 Here is the big surprise. The “emotion meter” has 

been invented! In fact, it has been around since the 

beginning of time. It has always been available, even 

if you weren’t aware of its existence. Your life today, 

Which of 
your emotions 

are running 
YOUR life? 

Motivational Corner: The magic 

of becoming a giver 

(continued on next page...)
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Tim Churchwell, 

CCIM

Commercial Council

Clients 

need our 

professional 

advice more 

than ever.

We are well into another year and even an-

other decade, and it’s going to be great! It is 

going to start with uncertainty as we have 

a presidential election this year and the markets al-

ways get a little shaky with an upcoming presidential 

election. Also, there are economic signs showing some 

hesitancy in continued growth. 

 But there are also indicators show-

ing that we should expect continued 

growth, so what do we do? 

 We rejoice! As good agents, 

both residential and commer-

cial, we realize that we are 

purveyors of information who 

are primarily compensated 

via real estate transactions. 

 With uncertainty, clients 

need our professional advice 

more than ever. Get educated, 

stay educated. Understand the 

positives and the negatives of fu-

ture trends and potential pitfalls. 

Be the one your clients turn to for real 

estate knowledge. The National Association 

of REALTORS® (NAR) and your local association and 

MLS publish lots of articles to help you stay on top of 

and in front of the curve. 

 For instance, NAR reports that the median nation-

al price for a detached resale home in the third-quar-

ter of last year was $280,200, up 5.1% year-over-year. 

They also report that the average age of a homebuyer 

today is 33, compared to 32 years of age in 2018, and 

that fewer of today’s home buyers are having children, 

instead focusing on pets and play areas for their pets. 

 What does this mean to you? It means that, when 

marketing to those buyers, one should focus more on 

dog parks and trails and neighborhoods that are pet-

friendly, and not so much on the school system. 

 From a commercial viewpoint, retailers might 

want to focus on pet-friendly businesses, such as al-

lowing dogs into locations, setting out water bowls, 

etc. Many hotels are already allowing pets. And many 

small businesses are allowing their employees to bring 

pets	to	the	offi
ce	as	a	perk	in

	attracting	an
d	maintain-

ing quality employees.

One of the top concerns in real estate facing us na-

tionally, and locally, is climate risk. Indeed, Counsel-

ors	of	Real	Es
tate	(CRE)	ha

s	identified	cli
mate	risk	as	

its No. 3 concern. According to the National Center for 

Environmental Information (NCEI), the frequency and 

intensity of weather events is increasing. In 2017, the 

United States had 16 separate billion-dollar weather 

events. 2018 resulted in the fourth highest total 

costs at ($91 billion). 

 In our area, we are mostly concerned 

with	hurrican
es,	nor’easters

,	floods	

and rising sea levels. It is imper-

ative now that, when looking at 

property especially commer-

cial and investment proper-

ty), we calculate climate risk 

into our numbers. 

 Indeed, many institutions 

and larger investors are de-

manding that climate risk be 

assessed and factored into fu-

ture return projections and day-

to-day decisions (The Counselor, 

Fall 2019, “Why Climate Risk is an 

Urgent Concern for the Realty Industry”). 

 Insurance rates are not rising at a level rate but 

have to be calculated at separate rates of risks over 

a	forecasted	ca
sh-flow	analys

is.	Remediatio
n	costs	are	

being included more and more, such as moving me-

chanical	syste
ms	to	higher	fl

oors,	strength
ening	build-

ings to withstand higher winds, and including backup 

up generators and energy storage. 

 All of these costs are being factored into the prop-

erty’s return on investment. My predecessor to this 

board position, Rob Waring, has suggested that we

hold a seminar on rising sea levels in Hampton Roads 

(or “The 757” as it is now to be called).

 There are other issues that will have a major im-

pact this year. One of them is rent control. Oregon and 

California have already passed rent control bills, and 

New York City has also implemented them. Another 

dozen states have rent control measure up for ballots. 

 Affordable housing is an issue that affects many 

parts of the country, including Hampton Roads. Vir-

ginia is looking at an initiative to allow duplexes, cot-

tages and denser housing developments statewide. 

Hot-topic issues affecting our 

industry, economy and region 

(continued on page 13...)
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Christmas time was something I looked forward 

to from 2008 to 2013. It wasn’t because of the 

reasons you may think of. In actuality, the 

reasons	were	much	more	selfish.	At
	the	time,	I	was	a	

property manager, and I knew that most owners and 

residents would be sending me Christmas gifts in the 

form of checks and cash. 

 In my mind I was building the projec-

tions. Here was my thinking: “This 

owner will probably send $150 

because he’s so generous, the 

other one probably $100. Those 

cheap ones will probably send 

$25, if that, or a box of choco-

lates that I don’t need. So, all 

and all, I should have close 

to $500 in Christmas gifts. 

That’s pretty good! And I’ll 

be sure to drop down a couple 

of lines in a “thank you” card 

and send it back to them to show 

my appreciation. That should make 

them feel good. I can’t send them any 

gifts though. After all, they have all the 

money, not me.”
 Surely, I’m not the only person who can have this 

mindset. I imagine many people live with “poor me” 

written all over them, dreading their powerlessness 

and victimhood in this life. I even dare to imagine that 

they sincerely believe this to be true. I know I did, for 

sure. 
 And they’re not to be blamed. They have been pro-

grammed this way, probably from early childhood, by 

their parents and environment. They don’t know that 

an alternative exists. For someone else maybe, but not 

for them. 
How about you? Do you feel this way?

 2014 rolled around. Things were starting to shift 

within me. Small and barely perceptible, new and un-

familiar patterns were starting to emerge in me. These 

changes came after reading “The Secret” by Rhonda 

Byrne. You may have heard of it as it was also made 

into a popular movie. The book is about the law of at-

traction. It talks about how expressing gratitude for 

certain things can help you manifest more of those 

things. 

	 Since	I	wasn’t	very	happy	or	satisfie
d	with	my	life	

at	 that	point,	 I	decided	to	give	Rho
nda	the	benefit	of	

the doubt and try it out myself. On a sunny day some-

time in February on my lunch break I started feeling 

gratitude for all the job interviews that I have had in 

my life. 
I would remember all the “right answ

that I gave and all the strengths I thought 

I exhibited during the interviews. 

This gratitude was heartfelt and 

sincere. Magically, within two 

tion steps outlined in the book furthe

fertilized the soil of my soul. 

 The changes in me grew bigger. Gratitude helped 

me overcome some of the negative emotions that had 

been holding me down, including guilt, regret, jealou-

sy, fear and indifference. This may sound abstract to 

you now, but trust me, as someone who had been domi-

nated by those negative emotions all of his conscious 

life before the big change, practicing gratitude will be 

well worth a try.
 Now, think about yourself for a moment. If sci-

ence invented a fancy new “emotion meter” and you at-

tached it to your heart and monitored your emotions 24 

hours a day, what emotions would you observe? Which 

of your emotions are running YOUR life? (Remember, 

the “emotion meter” has a 100% accuracy rate, so you 

can’t lie to yourself. Is it anger, frustration, sadness, 

guilt, worry, fear? Or is it love, joy, gratitude, peace, 

serenity and faith?)

 Here is the big surprise. The “emotion meter” has 

been invented! In fact, it has been around since the 

beginning of time. It has always been available, even 

if you weren’t aware of its existence. Your life today, 

Which of 
your emotions 

are running 
YOUR life? 

Motivational Corner: The magic 

of becoming a giver 
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