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 It’s absolutely amazing how fast this year is going.  “Time flies when you are 
having fun, right?” 
 
February was another outstanding month for HPRAR as sales continued to rise and new 
members joined OUR association.   Now it is more important than ever to remember 
what it means to be a REALTOR® and how the strict Code of Ethics that we follow 
sets us apart from all other Real Estate practitioners.   
 
The “Realtor Family Certification” course was very well attended and we expect the 
second class to be held in the fall with equal or greater participation.   
 
The board has been at work diligently to rebuild and/or forge new relationships 
throughout the community with City Council meetings, area schools, youth initiatives, 
builder’s alliance and many others.   This is an ongoing effort that we know will contin-
ue to make our association a strong force in the region. 
 
“HPRAR’s voice matters and we intend to make sure we are not overlooked or ig-
nored” 
 
With our industry at the center of so many new projects in High Point, Jamestown, 
Thomasville, Archdale, Asheboro, Lexington and surrounding communities, along with 
the school and youth initiatives, it is critical that we stay informed of any and all legis-
lative issues and regulations that will affect our customers and clients.  The governmen-
tal affairs committee is very well attended and doing an outstanding job keeping us up 
to speed. 
 
Last month’s association meeting was headlined by the “GCS Facilities Master Plan- 
High Point Portion” and had Angie Henry (GCS CFO/COO) and Dr. Whitney Oakley 
(Chief Academic Officer) and was absolutely packed with information about the $2 
billion expenditure that is about to occur and how it was going to affect schools in the 
HP area.  Be on the lookout for updates from HPRAR staff on the next meeting as we 
are trying to stay relevant with topics that are important to YOU! 
 
Don’t forget to pick a “HPRAR Travels” flag at the association office for $5…. (100% 
of proceeds go to the HPRAR Foundation Fund)….and then send pics of your travels to 
Katie and Jordan for the newsletter and showing at the next association meeting. 

Mark Lindsay, 2020 President 
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Upcoming Events for March 

March 2020 

REALTORS® Commercial 

Alliance Luncheon 
 

Wednesday, March 11, 2020 

11:45 A.M. 

String & Splinter Club 

Speaker: 

Zeb Holden,  

Archdale City Manager 

 

To make your reservation, register at www.hprar.org/hprar-
meeting-sign-up/  

 

Reservation deadline is Monday, February 10th by 12 noon. 

 

 

DATE TIME EVENT 

11 11:30 a.m. RCA Luncheon 

12 9:00 a.m. Governmental Affairs            
Committee  

12 10:00 a.m. Member & Community Services 
Committee 

12 11:00 a.m. Cultural Diversity Committee 

12 1:00 p.m. Small Firms Council 

12 3:00 p.m.  Lender Council 

18 11:00 a.m. Vendor Fair 

19 2:00 p.m. YPN Meeting 

20 5:30 p.m. YPN Social 

24 2:00 p.m. MLS Committee 

25 9:00 a.m. HPRAR BOD 

26 1:00 p.m. Professional Standards Training 

27 8:30 a.m. C.E. General Update 

27 1:30 p.m. C.E. Elective 

MARK YOUR CALENDARS  
VENDOR FAIR 

 

 

 

 
 

 

Wednesday, March 18th, 2020 

11:00 a.m. – 1:30 p.m. 

HPU Community Center 
(Oak Hollow Mall—Old Sears  

       Telemarketing Building) 
Highlights  

Vendors to exhibit their  

services and products! 

Great door prizes! 
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From the Desk of  EVP 

March 2020 

An Easy Way to Help Yourself and Remain Relevant 
 It is a given that today’s client/customer is more discrimi-

nating than ever before.  Their access to information is in-
stantaneous and at times overwhelming.  In order to claim 
their attention and get their business you’ll need to make 
them feel comfortable and confident in your expertise. 

 Demonstrating what you can do for them will help set you 
apart from your competition.  It will give you the oppor-
tunity to explain and justify why they should choose you to 
handle their real estate business.  Are you prepared?  

 How can you do this without being a veteran real estate 
professional?  Designation education, civic involvement, 
networking with other professionals, and niche marketing 
are a few of the many possibilities open to you. 

 Also, change is happening at a very rapid, even quantum 
pace rate.  And to remain relevant and ‘in the mix’ you 
must be flexible enough to adapt to change and smart 
enough to stay a step ahead and not always be left to only 
react to your changing surroundings. 

 
 

Q - Who Hosts Largest Trade show in World? 
A- High Point’s Market Authority  

REALTORS® recognize and appreciate the economic impact of 
the Furniture Market on this part of North Carolina and 
indeed the entire state.  Several years ago the annual in-
come generated by the Market was equivalent to 3 Super 
Bowls, and its only grown since then.   It is the largest single 
event income generator to the state’s economy. 

When the Market succeeds so does the entire economy and 
that includes real estate.  It makes perfect sense that we 
would help them whenever possible.   The Spring Market is 
April 25-29.   Many of our members are demonstrating 
their support by placing signs at their business and/or 
homes showing that the REALTOR® Association welcomes 
Furniture Market buyers, exhibitors and visitors to the area.  
Consider doing it personally, as well as through your com-
pany. 

As a member service the signs are FREE.  Show your sup-
port…………..call the Association Office today to pick up your 
signs (889-8181). 

 
 
 
 
 
 
 
    
 

Support Those who Support You –  
The REALTOR® Version of “Buy Local” 

Our Allied/Affiliate members are strong supporters of the REAL-
TOR® Family.  From time to time they sponsor Membership 
Meetings, C.E., the golf tournament, our Exposition and 
other special events.  The more sponsorship dollars they 
give the Association the less we must use your dues to pay 
expenses.  That way we can keep your dues as low as possi-
ble for as long as possible. 

Therefore, by supporting and buying from them, you are help-
ing yourself in the long run.  Allied businesses add signifi-
cantly to the long-term welfare and diverse character of 
our REALTOR® Family.  Then there is the fact that you know 
who you’re buying from and you’re helping make the local 
economy as good as possible.  Local businesses tend to hire 
people with knowledge of the product they’re selling, thus 
providing better customer service. 

Another compelling reason to support them is because when 
they succeed the City & County Tax Base is increased and 
this directly adds value and often directly increases quality 
of life in the area.  On average local businesses support 
area non-profits at a high rate. Copy and paste the follow-
ing address in your search bar Jordan add the address.  It 
will show a list of HPRAR’s Allied/Affiliate members. 

 

The ABCs of House Sales 
It’s not about technology only.  Sure buyers & sellers want tech 

savvy agents, but in the end it’s a people business.  And 
good relationships often take time to develop stay com-
mitted, follow through on what you promise, continue net-
working, and don’t allow yourself to be easily deterred. 

Every 2 houses sold creates one new job, and every 2 new jobs 
means one more household is needed. (source NAR). 

Over time the average sale pumps between $20,000-40,000 
into area’s economy (source NAR). 

Owning a house is a great hedge against inflation. 
Investing in a house is making an investment that you can use….

…..it doesn’t just sit in your portfolio for others to enjoy the 
product of hard work. 

 

The Real State of Real Estate 
Sales 
  1,’20 = 135 units 
  1, ’19 = 85 units 
  1, ’18 = 120 units 
 A 2-year comparison shows increase of 59% 
 
 
Average Sales Price 
  1, ’20 = $157, 430 
  1, ’19 = $162, 185 
  1, ’18 = $158,640 
     A 2-year comparison shows decrease of 3% 
 
 
Total Listings (active & pending) 
  1, ’20 = 474 
  1, ’19 = 494 
  1, ’18 = 564 
 A 2-year comparison shows decrease of 4% 
  
Days on Market 
  1, ’20 = 83% of sales w/in 60 days 
  1, ’19 = 68% of sales w/in 60 days 
A 2-year comparison shows 22% increase, and the significance 

of this is increased by considering that in ’19 there were 85 
units sold and for ’20 that number jumped to 135. 
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What a great way to get your properties noticed!! 
 

For $50.00 we will send out your flyer to all HPRAR REAL-
TOR® Members!! 
 

“What’s involved?” you ask - it’s simple.  Just create your 
flyer, email it to the HPRAR office, and let us know when 
you would like it sent out. 
 

Want it sent out more than once?  We will send it out again 
for just $10.00!! 
 

All events that are advertised using the eFlyer Program will  
be added to the new “Member Events Page” on our web-
site - hprar.org 
 

What can you send out? 
• Properties 
• Open Houses 
• Bonuses 
• Anything Real Estate Related!! 

 

For information or to get your flyer sent out, contact the 
Association office!! 

Have you visited the 

 

Lately?? 

 

We’ve got brochure boxes, rider signs, directional signs,        
measuring devices— 

the list goes on!! 

 
 

Looking for something that we don’t have??  
Ask us!! We’ll find it for you!! 

 
 

Just a few items in stock at the  
REALTOR® store! Come by  

today! 

HPMLS Fees—Quarterly Billing: January, 
April, July & October 
 

HPRAR Local Dues—Annual Billing: March 
 

NCAR & NAR Dues—Annual Billing: Octo-
ber 
 

RCA Dues—Annual Billing: December 
 

RCA CIE Fees—Quarterly Billing: January, 
April, July & October 
 

All payments are due by the last business 
day of the billing month. 
 
 

March 2020 

All HPRAR members are         
cordially invited to attend the 

REALTOR®  YPN Social  
 

Brought to you by the HPRAR Young  

Professionals’ Network 
 

Friday, March 20, 2020 

5:30 p.m. 

Location: 

Cabo Grill 

10210 N Main St, Archdale, NC 27263   

 

Calling all professionals!! 

Come enjoy a great night of networking and 
socializing. 

 

The only thing that you will need to pay for 
are any “tasty” beverages that you would like 

to drink - the food is FREE!!!! 
 

 

We look forward to seeing you there!!! 

 

Special “Thank You” to our sponsors 

Allred & Company, REALTORS® and 
Caliber Home Loans -  

Tammy Sexton-Smith 
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REALTOR® Safety Corner 

March 2020 

MISSION STATEMENT 

Our Association exists to meet and exceed the diverse needs of our members 

While serving the interest of the public in real estate transactions 
 

• Serving members through education and training       •  Creating greater awareness through communication 

• Enforcing the Code of Ethics           •  Promoting private property rights 

Safety Tips for Real Estate Professionals  
Meeting with Buyers or Showing Houses 
 

Terri WilliamsTuesday, March 05, 2019 
 
 In 2018, 67 percent of real estate professionals experi-
enced a situation that made them fear for their personal safety or 
the safety of their personal information, according to the 2018 
Member Safety Report by the National Association of Realtors 
(NAR). In fact, 28 percent of respondents reported that they feel 
unsafe every few months. 
According to Mark Leetch, senior risk control consultant at CBIZ 
Inc., this is a very real problem. "Realtors face the exposure of 
sexual assault, robbery, and even being murdered," he says. 
This sentiment is shared by Angela Williams, a Birmingham, Ala-
bama-based realtor at Extreme Agent. "The very nature of this 
effort often places us in harm's way," she says. "Because we 
engage strangers or people we are not familiar with, the risk of 
harm is a plausible concern.” And she believes that social media 
contributes to the risks that realtors face. "Social media is a great 
marketing tool, and has become a necessity for our business, but 
it also increases the potential for risk." 
In the NAR report, some of the common scenarios in which real-
tors felt unsafe included open houses, vacant homes/model 
homes, properties in remote areas, properties that were unlocked 
or unsecured, and buyers who wouldn’t meet in a public place. 
Tips for staying safe 
The goal of this article is to make realtors aware, not afraid. For-
tunately, there are several steps that you can take to stay safe 
while enjoying the advantages of your profession. 
"We care a lot about realtor safety — both as an association look-
ing out for our members, and each of us as individuals," says 
Anne Meczywor, president of the 2019 Massachusetts Associa-
tion of Realtors and also a broker/associate at Roberts & Associ-
ates Realty in Lenox, Massachusetts. "We must constantly re-
main aware of the potential risks and dangers of working in this 
profession," she says. 
Tip 1: Create safety policies 
Meczywor advises realtors to routinely review the various safety 
procedures of their brokerage, and if there are no procedures in 
place, she recommends creating and implementing them as soon 
as possible. Nearly half of survey respondents reported their bro-
kerages have a standard set of procedures for agent safety. 
(Also, 71 percent of brokerages have procedures for safeguard-
ing and disposing of client data and information.) 
"While technology, in the form of safety applications, has come a 
long way in keeping us safe, having a safety plan that is under-
stood and practiced consistently by everyone in the office is our 
greatest defense," says Meczywor. 
Tip 2: Utilize technology 
Speaking of safety applications, NAR survey respondents report-
ed using a variety of smartphone apps. The Find My iPhone fea-
ture is used by 30 percent of respondents, while 6 percent use 
GPS Phone Track for Android, 3 percent use HomeSnap Pro, 
and 2 percent use either Life360 or SentriSmart. 
Whether you’re using technology or leaving sticky notes, the key 
is to make sure your whereabouts are never in doubt. "I cannot 
stress the importance of communication," says Williams. 
"Someone needs to know where you are at all times." 
Leetch also recommends communicating on a routinely basis. 
"Notify office, family, or friends of a showing and indicate that 
there will be hourly ‘check-in’ phone calls or texts," he says. "If 
there is no correspondence within an hour, your office, family, or 
friend should call you." 
 
 

HPRAR Local Dues Policy 
HPRAR Local Dues Billing will be invoiced March 1st to 

all HPRAR members. The HPRAR Board of Directors 
approved the following late fee policy: If local dues 
are not paid by April 1st there will be a $25 late fee 

and if not paid by May 1st there will be an additional 
$25 late fee added, totaling $50 in additional charges 
added to the local dues amount billed and if not paid 
by last business day of May automatic      termination 

results. 

He also recommends checking your cellphone signal strength be-
fore entering a property and he advises you to have emergency 
numbers programmed and ready. 
Tip 3: Don’t work alone 
Your chances of being harmed decrease significantly when you’re 
accompanied by someone else. "If possible, work with a partner, 
friend, or family member at an open house," advises Leetch. And 
this is the approach that Williams uses. "One of the ways I have 
chosen to protect myself is to bring my husband or one of my sons 
with me," she says. 
Tip 4: Carry protection 
Williams also recommends carrying a firearm for protection. 
"Follow lawful requirements of your local government by obtaining 
a license and permit to carry, get trained on how to use it correctly, 
and carry it," she advises. 
"But if you just cannot fathom the thought of using a firearm, get 
pepper spray," Williams says. "It is better to be prepared and the 
risk does not present itself than to not be prepared if it does." 
According to the NAR report, 16 percent of respondents carry pep-
per spray, 15 percent have a firearm, 7 percent keep a pocket knife 
and 5 percent have a taser. Eight percent didn’t want to reveal the 
type of self-defense weapon they carry. 
Tip 5: Scope out the property 
Leetch also provides the following tips to remain safe when show-
ing a property: 
Upon entering a property for the first time, check all rooms for pos-
sible "escape" routes. Make sure all deadbolt locks are unlocked to 
facilitate a faster escape. 
Identify escape routes off the property. If exiting out the back door, 
make sure fencing does not prohibit egress from the property. 
Have all visitors “sign in” with as much information as they will pro-
vide. 
When showing a property always walk behind the prospect; direct 
them, don’t lead them. 
Avoid attics, small rooms, or basements with no escape route. 
Meet the neighbors of the property being shown, let them know 
there is a showing and you will follow up when it’s over. Ask neigh-
bors to keep watch. 
Don’t assume that everyone has left the property following a show-
ing or an open house. Check all rooms and be prepared to defend 
yourself if you find someone. 
Tip 6: Follow your instincts 
There’s no way to cover every potential scenario that could occur. 
Williams says you should trust your gut instinct. "Do not allow the 
potential for monetary gain to cloud your judgment," she warns. "If 
you feel as though something is amiss, you are probably right." 
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Are you looking for a place to hold a seminar or a meeting for your 
company?  Are you having a birthday party or wedding  reception, 

but do 
not have a location?  The Association office rents out the banquet 

room for such occasions. 
 

If you are interested in renting the 
room or would like more information,  

please contact Katie at 889-8181 or  
 katie@hprar.org or visit 

 http://hprar.org/hprar-community-rental/ 

CONTINUING EDUCATION COURSES 
2019 - 2020 LICENSE RENEWAL 

 

Sponsored by the High Point Regional  
Association of REALTORS

®
 Inc. 

 

 
Tuesday, March 24, 2020 
General Mandatory Update 

(This is NOT the BICUP course required for all  
Broker-In-Charge to take for license renewal.) 

8:30 a.m. until 12:30 p.m. 
~~~~~~~~~~~~~~~~~~~ 

“Handling Offers Properly Today” 
1:30 p.m. until 5:30 p.m. 

 
Instructor: Bill Gallagher 

 
Registration Deadline:   

Thursday, March 19th by 5:00 p.m. 
 
 

Thursday, June 4, 2020 
General Mandatory Update 

(This is NOT the BICUP course required for all  
Broker-In-Charge to take for license renewal.) 

8:30 a.m. until 12:30 p.m. 
~~~~~~~~~~~~~~~~~~~ 

“Protecting Clients Data in a Technology Driven 
World” 

1:30 p.m. until 5:30 p.m. 
 

Instructor: Mark Saunders 
 

Registration Deadline:   
Monday, June 1st by 5:00 p.m. 

 
Location: 

High Point Regional Association  
of REALTORS® 

1830 Eastchester Drive 
High Point, NC 27265 

 
To register go to our website at www.hprar.org and 
specify which class you are interested in taking or call 
336-889-8181 for a registration form. 
 

March 2020 

THE REAL STATE OF  
REAL ESTATE: Market 
Comparison for January 

2018, 

January 2019, & January 
2020 

 

Sales 

 ’20 = 135 - 83% of listings 
sold within 60 days 

 ’19 = 85 - 68% of listings 
sold within 60 days 

’18 = 120 - 65% of listings 
sold within 60 days  

 

Average Sales Price 

 ’20 = $157,430  

’19 = $162,785 

’18 = $158,640 

    

Total listings (active & pending) 

 ’20 = 474 

’19 = 494 

’18 = 564                                            
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