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REALTOR® Day on the The
Hill, Lockboxes, and More

REALTOR® Day on
the Hill

The first topic is the
upcoming REALTOR®
Day on the Hill, which
is taking place in Richmond Wednesday,
February 15. Last year we had 25 CAAR
members take part in this important event.
This year, we are planning to divide into two
teams so that even more members can par-
ticipate and have access to our legislators in
Richmond.

The day starts early with a briefing at 8:45
a.m., followed by visits with our elected
leaders from 9:00 a.m. to 12:00 p.m. There
is a luncheon with political commentator
Dr. Bob Holsworth, who’ll be discussing
Virginia politics and issues pertinent to
our business. The day ends with a legisla-
tive reception with elected officials at the
Jefferson Hotel from 6:00 to 8:00 p.m. You
may go down for just the day, or participate

By Pat Sury, 2006 CAAR President

in the entire Legislative Conference, which
runs through Friday, February 17th. To reg-
ister and coordinate with the CAAR group,
get in touch with Dave Phillips.

2006 CAAR Membership
Directory

One piece of housekeeping that isimportant
right now is the 2006 CAAR Membership
Directory. Our staff is working really hard
to get the Directory published on a MUCH
earlier timeline - the release date is sched-
uled for March 1. To do this, you need to
make sure your information in the CAAR
database is correct. Itiseasy to update your
contact information online at CAAR.com,
so please do that as soon as possible. You
may have noticed in the CAAR News Groups
that you receive by email that your informa-
tion is listed for you to check. Read that
carefully, and then follow the links to make
any changes you need. Affiliate members

continued on page 14

2005 Year End Market Report

Like a Rolling Stone

By Dave Phillips, CAE RCE

005 will be remembered in the
20har|ottesville area for two things -

the once in a lifetime Rolling Stones
Concert and a real estate market that, in
the words of Mic Jagger, Shattered records.
For the seventh year in a row, the local real
estate market set a record for closed sales
of residential properties. The 2005 sales
figures ended the year 9.1% higher than
last year’s record setting pace and prices
climbed so fast that homebuyers were often

heard singing that Stones classic You Can’t
Always Get What You Want.

Accordingtofiguresfromthe CAARMultiple
Listing Service, 4,520 homes were sold in
the Charlottesville market area (includ-
ing the counties of Albemarle, Fluvanna,
Greene, Louisa, and Nelson, and the City of
Charlottesville) in 2005 compared to 4143
in the previous year. (Note: total figures
include all properties reported to the MLS
even if they were outside the main market

continued on page 6



Charlottesville Area Association of REALTORS®
2006 Board of Directors

Officers Directors Robert Ramsey,

Director

Prudential Charlotte
Ramsey, Inc. REALTORSfi
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Ex-Officio Members:
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The mission of the CAAR is to
enhance the membership’s ability
to conduct business professionally,
ethically and profitably.

The R.E.Source is a member publi-
cation of the Charlottesvile Area
Association of REALTORS® and is
produced by CAARReal Estate

Weekly, Inc..

submit com-

ments and/or article ideas for the
R.E.Source, please call Andrea
Sarate, CAAR, 434-817-2396 or
e-mail: andrea@caar.com. For infor-
mation about advertising rates and
insertion deadlines, call CAAR Real
Estate Weekly, Inc. at 434-817-9330.
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Swollens Anweieo.s

2006 CAAR Community Partner

Danielle Devereux:

Her Passion For Animals Wins Admiration From Peers

anielle  Devereux, a
DREALTOR® with RE/

MAX Assured Properties,
is part of that rare breed of indi-
viduals dedicated to enriching
the lives of two segments of our
world: other people and the ani-
mal companions entrusted to
our care. Her commitment to
both in the Charlottesville area
has earned her the distinction of
being named a CAAR Community
Partner.

Devereux has been a tireless supporter of the Charlottesville-
Albemarle SPCA, serving on the Board of Directors for over 15
years. She was on the building committee for the new shelter
and was actively involved with its construction. While she has
generously donated her time and talent to the SPCA, she has
also raised considerable funds for the organization, both in
terms of personal donations and monies raised.

While she continually feeds the “kitty”, she also feeds the
staff. Her colleagues have reported that it is not unusual for
Devereux to cook lunch for SPCA staff and volunteers, bring-
ing it to them during the week or during preparation for the
annual rummage sale.

Arthur S. Pearson, President and CEO of Real Estate IlI,
served with Devereux for six years on the SPCA Board. “I have
never seen anyone in this organization or other organizations
with which I have been involved work more diligently for the
good of a cause,” said Pearson. “Danielle was generous with
her time as well as her pocketbook. She took every opportunity
within the SPCA, and in her private life, to make the lives of
companion animals better.”

Ginny Nelson, a REALTOR® at Real Estate 111, has known
Devereux for 20 years and can attest to Devereux’s commit-
ment to animals.

“She has always been an animal lover, especially dogs,”” Nelson
said. “I have known her to actually pull over and move a dead
animal from the road or pick up a dog or cat that is in danger
of being hit.”

Devereux’s daughter, Marjorie Adam, a REALTOR® with
RE/MAX Assured Properties, said her mother is well known
around the Charlottesville area as someone to call when a pet
has been lost.

“She will drive around for hours to find someone’s dog or cat,
even if she does not know them,”” said Adam.

Carolyn Foreman Betts, of Hasbrouck Real Estate Corporation
and former SPCA Executive Director, served with Devereux on
the SPCA Board for six years. According to Betts, “It’s these
kinds of selfless acts that have endeared Devereux to countless
pet owners.”

“She was and still is available any hour of the day, making
lifelong friends of strangers by helping them find their pet,
physically removing lifeless bodies from roadsides and shed-
ding tears with the owners.”

And if ever there were a “Hello Dolly” of the animal world, it
would be Danielle Devereux. Adam reported her mother likes
to play matchmaker for the animals at the shelter - not in
terms of finding a mate, but finding the right home.

“She will take pets to people’s offices or homes to get them
adopted,” Adam said. “I can attest to this, myself having three
dogs now from the shelter.”

With that level of dedication, itis not surprising that Devereux
has taken a special interest in the Police Department’s canine
partners. Adam said her mother has felt strongly for years
that the area police dogs should have Kevlar vests (a bul-
let resistant vest that works as a form of armor to minimize
injury from being hit by a fired bullet) for their protection.
In 2000, Devereux donated three vests to the Albemarle and
Charlottesville canines.

“She took out a loan to purchase these vests,” Adam said.
“This year, after the death of Ingo, she stepped up again and
donated another vest to the Charlottesville Police Department,
once again paying for this with her own funds. She wanted to
buy the department a new dog, but the community stepped in
and offered donations as well.”

Timothy Longo, Chief of Police for the City of Charlottesville,
wrote that Devereux’s generosity was a real blessing to the
department. In a letter to her last March, Chief Longo wrote:

“On behalf of members of the Charlottesville Police
Department, and particularly Officer Lynn Childers and her
canine partner, Brett, we thank you, your daughter Marjorie
Adam, and son Jacques Gates, for your generous donation of
a Kevlar vest. This was very thoughtful of all three of you for
caring about the safety and well being of our canine. | also
want to acknowledge belatedly appreciation for the vest for
Officer Victor Mitchell’s canine partner, Ares, several years
ago. As evidenced recently by both our Ares and the Albemarle
County’s canine, Ingo, they too become victims of criminals
trying to protect the lives of their partners as well as the citi-
zens of our communities. It is unfortunate that Ingo did not
survive, and we feel fortunate about Ares’s recovery. Again,

continued on page 8
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Setting Out Bait Online

By Marcia Yudkin

Frequently Asked Questions about Freelance Writing, or

the Freelance Writing FAQ. (yudkin.com/flfag.htm) I’ve
updated it several times since then and allowed anyone to
post it at their Web site without a fee. That FAQ has done more
than anything else to keep my 1988 book Freelance Writing for
Magazines & Newspapers from HarperCollins in print. The
last time | checked, my FAQ was posted at more than a dozen
Web sites and linked from scores of others, as well as recom-
mended in numerous books and magazines.

I n 1995 | created and distributed a free document called

With the maturing of the Web, the strategy of setting out free
bait for your target market has become more and more power-
ful. Here’s how and why it works, and some non-obvious ways
to make the most of the bait you create.

On the Internet, people are ravenous for information.
Correspondingly, lots of sites find it in their interest to point
their visitors to the best resources available in their topic area.
If you can create a mostly unpromotional informational piece
and make it available with minimal strings attached, you’ll
find complete strangers publicizing and distributing it to your
benefit. Really!

In a nutshell, start by asking what data or advice would be of
value to the group of people you want to attract as product
buyers or clients. Search to see what’s already available on that
topic, so you don’t spend your energy satisfying a thirst that’s
already been slaked. Create something authoritative on the
topic that unobtrusively establishes you, your company or your
product as serving that market. Then set out your bait online
with explicit permission for people to spread it widely. Keep
your piece updated and every once in a while search for new
takers, and then enjoy the results.

I concocted my FAQ after interviewing a law student named
Terry Carroll who said that his FAQ on copyright law had made
him a minor celebrity with respect to the topic and helped him
land his first job as an attorney. Since 1’d been teaching classes
on freelance writing for years, I knew all questions beginning
writers had, and their answers. Following the format of other
FAQs | looked at, | organized 24 commonly asked questions
into five categories and did my best to keep the answers con-
cise.

To make sure that writing and distributing the FAQ would
redound to me, | also composed the last of the 24 questions to
read, ““And who are you, anyway?”’” That gave me a natural way
to present my credentials and the titles of several of my books.

Although | believe the FAQ format has particular power on
the Net, for you the ticket might be an article along the lines
of “Five Things to Think About Before You Hirea __ ,” 11
Low-risk Waysto __,” “_ DeMystified,” or simply “How to
___.”Callyour bait piece a ““white paper”” if you’re appealing to
a corporate population.

Resist the temptation
to devote any more
than 10 percent of
your bait piece to self-
promotion. Doing so
would make it less
appealing for oth-
ers to recommend or
reprint it. Producing
something that bene-
fits your market with-
outaheavysalespitch
attached puts you in
a very positive light,
and just a low-key
business bio and con-
tact information at
the end entices read-
ers to get in touch.

Think broadly about what kinds of sites might be willing to
host or link to your informational offering. In addition to
resource sites that aim at acomprehensive collection of topical
links, consider non-competing businesses whose visitors need
to know about your specialty. For example, with some of my
small-business-oriented bait pieces on marketing and public-
ity, I’ve had requests to repost them to sites for a stock photo
company, a specialty printer, a crafts dealer and numerous
trade associations. Always request a live link to your Web site
and an e-mail link to you when someone reposts your piece at
their site.

If you have a Web site, the out-of-pocket cost to add a bait piece
there will usually be zero. Mentioning your bait piece in your
signature when you post to discussion lists is another way to
spread it around effectively. If it has an appealing title and
genuinely useful content for some well-defined, information-
hungry audience, you’ll find this piece soon funneling leads
to you - without the big expense of a conventional push for
traffic. JRESO

Marcia Yudkin has built a global reputation as an author, pub-
licity and marketing consultant, speaker and writing coach.
Her Marketing Minute segment aired for more than a year on
WABU TV. She serves as a commentator for WBUR radio and
her Marketing Matters column is syndicated. Some of her ten
books include “Six Steps to Free Publicity” and “Persuading
on Paper” and “Internet Marketing for Less than $500/Year”.
Her articles have appeared in the New York Times Magazine,
TWA Ambassador, USAir Magazine and Business 2.0. She
has been featured in Success Magazine, Entrepreneur, Home
Office Computing, Working Woman, and in the Sunday Boston
Globe.

Copyright© 2005, Marcia Yudkin. All right reserved
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2005 Year End Market Report

continued from cover

areas.) Although sales are up 9.1% for the year, other local
statistics provide us with Mixed Emotions.

Each quarter, CAAR publishes market statistics on the number
of transactions closed, the number of listings that went under
contract, the median sales price, the average days on market,
price per square foot, and the number of new listings. These
figures are tallied on a year-to-date basis every quarter and are
compared to the same information from the previous year.

Transactions Closed

In the first half of the year, the residential home market ran
like Wild Horses, but settled down in the second half and
cruised to another record mark. Results by area are mixed (see
chart) with Fluvanna, Greene, and Charlottesville showing
modest decreases in sales and Nelson, Louisa and Albemarle
showing strong increases. Albemarle’s large increase in buyers
singing Gimme Shelter is thanks to a very strong condomini-
um sales and Louisa’s swelling market appears to be related to
the search for affordable housing. Nelson’s gain, on the other
hand, is linked to the booming resort market that is sweeping
the country as baby-boomers buy second homes.

Year-end 2005

Area Total Sales Compared to 2004 % Increase/Decrease
Albemarle 1870 +180 +10.7%
Charlottesville 538 -5 -.9%

Fluvanna 623 -29 -4.4%

Greene 294 -6 -2%

Louisa 226 +44 +24.2%

Nelson 381 +9 +2.4%

The inventory shortage that has plagued
our area for the past few years saw great
improvement during 2005. As of early
January, 2006, our database has 1,588
homes actively listed for sale. That is an
increase of over 500 more homes on the
market than this time last year.

Under Contract

Properties that are “under contract” (or pending) are ones
that have a ratified sales contract that have not yet closed.
This is, of course, an important indicator of how the closed
transaction market will perform in the coming months. The
fourth quarter “under contract” figures for 2005 were down
a significant 17.1% from the same period last year. For the
quarter, 736 listings went ““under contract™ in 2005 compared
to 888 during the same period last year. This should point the
way to a soft first quarter for 2006, but it is too soon to tell if
this decline indicates any market trend or is simply indicating
the market took a breather for the holidays.

Median Sales Price

The median sales price is a better indicator of what the ““aver-
age” home in our area sells for than is the average sales price.
Our area is blessed with many estates and homes that often
sell for more than a million dollars. In 2005, for instance, 93
transactions were closed for over one million dollars. Such
properties distort the average sales price figures dramatically.
The median sales price, on the other hand, is the number that
represents the middle of the market. 50% of the homes in our
area sold for more than this price and 50% sold for less than
this price. The median sales price for the entire market area
in 2005 was $255,000 which is $30,000 more than the previ-
ous year’s figure. Nelson led the way with a median price of
$300,000 (up 28%) followed by Albemarle $285,000 (up 8%),
Charlottesville $247,428 (up 12%), Greene $234,900 (up 31%),
Fluvanna $230,000 (up 24%), and Louisa $205,200 (up 19%).
The overall market, including properties outside the areas
listed, increased by 13% to a median price of $255,000. (Note:
Albemarle’s median price increase was lower than other areas
because of a significant increase in affordable condo units.)

Days on Market (DOM)

The bestindicator of a hot market is found in this category. The
average DOM for the area trended downward in 2005. The year-
end average DOM for all sales reported in the Multiple Listing
Service was just 60 days, which is 10 fewer days than the previ-
ous year. Albemarle and Nelson reported the most significant
drop in DOM (both minus 20 days) followed by Greene (minus
13). Only Charlottesville showed an increase in DOM for the
year (+6). Albemarle led the way with DOM of just 49 days.
The DOM for other areas was as follows: Charlottesville 62 ,
Fluvanna 66 ( no change), Greene 77, Louisa 90 (down 5), and
Nelson 74.

New Listings

One factor that affects the DOM statistic is inventory. If inven-
tory is low, then there are fewer properties for buyers to consid-

continued on page 14
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Spotlight Awards

continued from page 3

thank you so much for the protection you have afforded both
of our canines.”

Devereux’s interest in animals extends to area wildlife as well.
She trained in wildlife rehabilitation at the Wildlife Center in
Waynesboro, another organization that benefits from her time
as a volunteer.

“Vets in townwill call Devereux when they have injured wildlife
and she will stabilize them and take them or have them taken
to the Wildlife Center,” said Adam. ““She has been trained as a
FEMA certified animal rescuer and was prepared to go to New
Orleans to help, but there were too many volunteers for her to
go. She actually rescued a possum and was bitten when she was
examining it and had to have rabies shots.”

Danielle Devereux is all of this, and according to Art Pearson,
a successful REALTOR® as well. “I have known Danielle as
a friend and business associate for nearly 20 years, and | can
attest to the fact that Danielle’s generosity goes far beyond the
SPCA, and extends to every facet of her life. She is an asset to
the real estate industry, and an asset to our community.”

Marjorie Adam jokes that her and her brother, Jacques’s,
inheritance will probably go to the SPCA. “We do tell her when
she needs to go into a home, that it will be the SPCA! Butin all
seriousness, you will not find anyone that has more compas-
sion and gives more of her time and money.”

Carolyn Foreman Betts summed up the consensus of
Devereux’s peers in nominating her for the CAAR Community
Partner award. “If ever there is a tireless volunteer for this
community’s less fortunate four-legged friends, it’s Danielle.
Her energy and devotion is boundless, all the while continuing
to be a presence as a REALTOR®. We should all be proud to
have such an inspirational Partner in the CAAR Family.”

The CAAR Community Partner Award was created as a part
of the “Community Spirit” initative begun by 2003 CAAR
President, Carolyn Shears. Continuing under the support and
leadership of current CAAR President, Pat Sury, the award’s
goal is to acknowledge and honor REALTORS® who make
exceptional and beneficial contributions to our community,
improving our quality of life. This award recognizes and draws
attention to the work done by local REALTORS® with the
hope of inspiring others to find ways to contribute as well.

Any CAAR REALTOR® member is eligible for the CAAR
Community Partner Award. Applications are in the CAAR
office as well as on the website, www.caar.com. REALTORS®
may complete the application themselves, or, the volunteer
organization or a fellow REALTOR® may submit the applica-
tion on their behalf. Applications will be accepted throughout
theyearatthe Charlottesville Area Association of REALTORS®
office at 550 Hillsdale Drive, Charlottesville, VA 22901.

In addition to the recognition, the CAAR Community Partner
receives an engraved plaque and a gift certificate from the
sponsoring firm, C&F Mortgage, which has sponsored this
award since its 2003 inception. Any inquiries should be direct-
ed to the CAAR Awards Committee Chairperson, Tara Savage,
Chair, 434-817-0395, Carol Costanzo, Vice Chair at 434-979-
0174 or Andrea Sarate at CAAR, 434-817-2396. ORESO

Hall of Fame Induction:
Charlotte H. Ramsey

harlotte H. Ramsey, founder of Prudential Charlotte
‘ Ramsey Real Estate, was honored with a posthumous

induction to the CAAR Hall of Fame at the Awards
Breakfast January 5, 2006. Charlotte was a tough business
person, always professional, and always absolutely fair. Most
importantly, she was a straight arrow when it came to ethics in
all of her dealings. She played to win, but was always respect-
ful and professional - she kept her human nature as a part of
her business. This was true of Charlotte all the time; no mat-
ter how busy she was, she always made time for people, and
acknowledged the celebrations or grief of others.

No matter how busy she was
with her company, Charlotte
always put her family first,
honoring her husband and
caring for her children. She
was a tough businesswom-
an - one of the guys - but
she maintained her role as a
lady in our community and
a leader in our Association.
When she was President
of CAAR, Charlotte did so
because she felt it was her
duty to be involved in the
growth of our business and
our Association. Such acom-
mitment requires great per- ‘ J
sonal sacrifice and dedica-
tion, because in addition to running one’s own business, the
President then has to take on the business of the Association.
It takes a lot of time and energy to do both, and then to add
a full family life on top of that - well, it is like having three
full-time jobs. Charlotte did all of these things with grace and
astonishing success.

Charlotte was a tough business person,
always professional, and always abso-
lutely fair. Most importantly, she was a
straight arrow when it came to ethics in
all of her dealings.

Charlotte was a good friend, a tough but fair competitor, and
a leader to us all in this profession. Her ethical practice was of
the highest caliber, and should serve as a model for all people
in the real estate business. Charlotte’s ability to balance career,
family, and service is unparalleled.

The purpose of the induction to the Hall of Fame is to
honor Charlotte and express gratitude for her service to our
Associationandour industry. Itiswith pleasure, butadegree of
sadness at her passing that the Association inducted Charlotte
H. Ramsey into the CAAR Hall of Fame. We are grateful for her
guidance, support, and leadership throughout her time as a
REALTOR® and a member of the Association. DRESO
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Analysts: REALTORS® Can Make Difference in
2006 Elections

(January 10, 2006) -- The 2006 state and national elec-
tions will be a pivotal year for political involvement by
REALTORS® and others who are politically active because of
shifting voter sentiment, political analysts told REALTORS®
in Washington, D.C., for meetings hosted this week by the
NATIONAL ASSOCIATION OF REALTORS®.
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WM o

Although 2006 isn’t a presidential election year, the national
political climate has a major impact on how voters approach
candidates for state and federal offices that will be up for
grabs, says Celinda Lake.

For full article, go to http://www.realtor.org/RMODaily.nsf/
pages/News2006011003
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REALTOR® Day on the Hill: February 15, 2006

Come try your hand at lobbying...Join REALTORS® from
around Virginia on February 15, 2006 in Richmond to meet
with your Delegates and Senators to discuss important issues
toyou as a REALTOR®.

After a briefing by VAR lobbyists, venture up to the “Hill”” for
a fast paced and often lively experience with members of the
legislature and their staffs.

For lunch, join us back at the Omni Hotel for the 2006 RPAC
Awards luncheon...featuring Dr. Bob Holsworth, noted politi-

HUD Okays 23.4 Percent Increase In FHA
Mortgage Limits In Charlottesville Metropolitan
Area

RICHMOND - The U.S. Department of Housing and Urban
Development has approved a 23.4 percent increase in the max-
imum mortgage that can be insured by the Federal Housing
Administration (FHA), a part of HUD in the Charlottesville
metropolitan area.

The increase is effective for mortgages endorsed on or after
New Year’s Day, 2006.

As a result of HUD'’s decision, in calendar year 2006 the FHA
mortgage insurance limit on one-family houses will rise 23.4
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New Resort Certification to Serve Growing
Second-Home and Resort Market

SAN FRANCISCO (October 29, 2005) - To better serve the
growing second-home and resort real estate sector, a new certi-
fication for REALTORS® called the Resort and Second-Home
Property Specialist (RSPS) will be offered by the National
Association of REALTORS®. The new certification was made
available in January 2006.

According to a 2005 NAR survey, more than 140,000
REALTORS® currently work in resort and second home mar-
kets; that’s about a 30 percent increase from the previous year.
The program consists of two core courses and two electives.
REALTORS® interested in learning more about the program
may log on to www.Realtor.org/Resort or contact NAR Resort
Specialties at 800/874-6500, Ext. 8393.

NAR Questions OCC Expansion of Bank Powers

WASHINGTON (January 10, 2006)—Expanded authority to
engage in real estate development activities granted to two of

cal commentator, for a frank discussion on Virginia politics.

To end the day, take everything you have learned and get
ready to “schmooze” with legislators, staff members and top
Administration officials at the Jefferson Hotel for our legisla-
tive reception.

Please let Dave Phillips (dave@caar.com) know of your inten-
tion to attend, so we can provide you with necessary informa-
tion for our presence in Richmond.

Virginia REALTORS® To Meet Feb. 15-17 In
Richmond

RICHMOND, VA.—February 3 is the deadline for on-time reg-
istration for the annual Virginia Association of REALTORS®
(VAR) Legislative & Education Conference, scheduled for

percent to $261,250; the FHA limit on two-family houses will
rise to $294,250; the FHA limit on three-family houses will
rise to $357,500; and the FHA limit on four-family houses will
rise from $412,500.

FHA insured mortgages are especially attractive to first-time
homebuyers because of down payment requirements that are
lower and easier to assemble than most conventional mort-
gage products. FHA also has more relaxed credit standards
and permits borrowers to carry more debt than private mort-
gage insurers typically allow and FHA lenders must provide
loss mitigation assistance to borrowers who experience finan-
cial difficulties.

The higher FHA limits apply to FHA purchase mortgages,
acquisition and rehabilitation mortgages, energy efficient
mortgages, disaster recovery mortgages and home equity con-
version or “reverse’” mortgages.



