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 April 2020 created numerous unprecedented challenges, however the associa-
tion has done very well to navigate through it all and will continue those efforts until all 
of this is behind us. 
 
Strong relationships that have been forged with both city and county officials led to 
effective and professional communication which ultimately put us all back to work and 
on a level playing field with the surrounding counties.  A bond was strengthened be-
tween HPRAR, GRRA, TREBIC and Builders Associations throughout Guilford Coun-
ty and it was evident that this unified effort in the Real Estate Industry was a driving 
force that simply could not be ignored.  Special Thanks to Marlene Sanford, Tony Jar-
rett, Nick Scarci, and Ray Alexander for being so open and easy to work with and we 
look forward to maintaining these relationships into the future.  
 
Unfortunately we are not out of the woods yet and for the safety of our brokers, mem-
bers and clients it will be extremely important to continue following the strict guide-
lines for social distancing and maintaining safe practices in our daily activities.  Multi-
ple emails, Facebook posts, videos etc. have been put out to our members, however 
please note that we have in fact been warned by the county that if the guidelines are not 
adhered to then we could very easily lose the “essential” status that we all worked so 
hard to obtain.   
 
On a positive note: Thank you to Vivian Wilborne for bringing forward a wonderful 
opportunity, and ultimately the HPRAR leadership who met via ZOOM, came up with 
an idea that would support our efforts, and subsequently approved the purchase of 250 
facemasks to be distributed to our members and their clients.  Madalyn Kunow, as 
Chairman of the Community & Member Services, organized a drive-thru pick up that 
would rival Chick-Fila and many people were successfully served. 
 
Janet Brown & Jeff Benfield have been working to find ways for the HP Foundation 
Fund to get involved and help our community.  This has ultimately led to an idea of 
dispersing funds to several food banks throughout the HPRAR umbrella.  
 
It is these efforts to spread kindness, share ideas, and taking opportunities to strengthen 
our ties within the community, as well as our industry, that make me truly proud to be 
part of the HPRAR family. 
 
As always, feel free to contact me personally with ANY questions, comments or con-
cerns and please do everything necessary to keep you and your family safe.   
 

 

Mark Lindsay,  

2020 HPRAR President 
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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! 

CONTINUING EDUCATION  
COURSES 

 
2019 - 2020 LICENSE RENEWAL 

 

Sponsored by the High Point Regional  
Association of REALTORS

®
 Inc. 

 

 
 

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 Driv-
en World” 

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

Instructor: Mark Saunders 
 

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

 
Location: 

 

Virtual Meeting 
 

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. 

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. 
 
 

May 2020 
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The A,B,Cs of Legal Signs 
 

The City reports that our REALTOR® Family is doing very well at 
abiding by sign placement regulations.  In fact, they say ‘we’re 
doing much, much better than in the past and to keep up the 
good work”.  Important facts to help keep your signs in place: 

 
Where to place  - at least 6 ft. from curb or edge of pavement. 
Signs never allowed in traffic islands or medians. 
 
When – “Safe hours” are 12 Noon on Friday to 12 Noon on 
Monday 
 

REALTORS® = Homeowner’s Advocates 
Look at the political and legislative landscape………we’re facing: 
− Long Term Flood insurance issues 
− Erosion of private property rights 
− Declining real property inventory  
− Integrity of Education Process 
− Revitalization Efforts 
− Mortgage liquidity 
− Seemingly never ending Mortgage Interest Deduction 

Threats 
And the one common thread in all these is that they affect your 
career as a REALTOR® and they also affect you as a homeowner.  
Guess what?...... there are thousands of other homeowners in 
N.C. affected too, just the same as you.   
 
You have the local REALTOR® Association and NCR and NAR to 
advocate for you.  Who advocates for area homeown-
ers?...........the NC Homeowner Alliance!  And now there is a 
chapter serving Triad Homeowners. 
 
They keep property owners up to date on issues like the ones 
listed above………things that directly impact property values and 
owner wallets.  In short they fight legislation that would take 
money from property owners.   
 
If you want to demonstrate your advocacy for clients/
customers, why not include information about the Homeowner 
Alliance and details on how to join in your closing kits.  HPRAR 
has the forms you need.  And if we don’t have exactly what 
you need, we will get it!  
 

The Public’s View of REALTORS® 
Following is a summary of the key points of a discussion that 
shows what someone thinks a REALTOR® does. 
 
The important (really important) things are: 
 Whether you are a listing or cooperating broker home & 

property owners see you as responsible for everything re-
lated to their listing. 

 The expectations you set for those seeing property or the 
way you clean up after    
showings affects your image and reputation.  And whether 

its good or bad your reputation follows you around for 
a long time.  And since real estate is such a people 
business your reputation can make or break 
you………………….guard it with zeal! 

 How do you live out these expectations? Respect, 
dignity, and courtesy are hallmarks. Follow the 
Golden Rule - treat others the way you would like 
to be treated! 

 Do your actions let your client know the 3 things 
that drive you: 

• Doing what is in their best interest. 
• Always doing what is legal. 
• Offering Homeowner Advocacy at its  

finest. 
You might be an independent contractor for IRS purposes, but 
never forget the responsibilities to other HPRAR members.  In 
the REALTOR® Association there is strength in numbers and a 
certain degree of latitude and freedom.  But never forget that 
with the strength of nearly 700 members come obligations too! 
 

Make These Your Service Standards 
 
− REALTORS® who serve the public well, serve themselves 

too by guaranteeing a long-term career. 
 

− Every time you interact with the public is an opportunity for 
building customer loyalty, increasing top of mind aware-
ness, conducting yourself in accord with the Golden Rule, 
and building a good reputation!  This applies whether you 
are acting in a brokerage capacity or volunteering for Asso-
ciation public oriented programming. 

 

 

 

 

Mayor Proclaims May 7th as Real Estate   

Professionals Day and Presents Proclamation 

to President Mark Lindsay 
 

Proclamation recognized HPRAR as:                    
 -one of oldest REALTOR® Associations in N.C. 
  -advocate for private property ownership. 
 -promotes affordable housing. 
 -stand for building better communities sensibly. 
      -contributes to economic growth and stability. 
 -promotes and maintains high standards of      
 conduct. 
   -provides a forum for property owners to interact 
 with real estate professionals for betterment of 
 society. 
                 

 
 

 

From the Desk of  EVP 

May 2020 

Jay Wagner, 
High Point City Mayor 
 



 4 

 

REALTOR® Safety Corner 

May 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 

4 myths that put your safety at risk 
 

AUGUST 4, 2019  KENNY  KELLEY  
 

 It’s a scenario many Realtors have experienced one too 
many times when meeting a client at a house for a private showing. 
You get the keys out of the lockbox, walk in, close the door — and 
there you are, all alone with the client. Then you think to yourself: “I 
hope this guy isn’t a serial killer.” 
 

News flash: Hope is not a safety strategy. We like to think that the 
world is a good place, but the reality is that sometimes people have 
bad intentions. Let’s dispel a few common myths and leave you with 
some useful tips for protecting yourself on the job. 
 

Myth #1: “It won’t happen to me.” 
 

Maybe. But do you really want to depend on wishful thinking when your 
safety is at stake? The numbers are alarming: 41% of female and 20% 
of male Realtors have experienced a situation that made them fear for 
their personal safety or the safety of their personal information, accord-
ing to the National Association of REALTORS®(NAR) 2018 Member 
Safety Report. 
 

The report also notes that 62% of real estate professionals have per-
sonal safety protocols in place that they use when meeting clients, but 
this begs the 
question: what are the other 38% thinking? They are probably thinking 
it could never happen to them. Denial can be dangerous. Denial tricks 
us into taking our personal safety for granted and deludes us into be-
lieving we can anticipate any problem, overcome any challenge, and 
prevail against any attacker. 
 

“If you're in denial, you're trying to protect yourself by refusing to accept 
the truth about something that's happening in your life.”   The  Mayo  
Clinic  
 

Safety Tip: Denial is human. We all do it to some degree. The key to 
overcoming the downside of denial is self-awareness. By recognizing 
when we’re indulging in it, we can stop and reality-check our assump-
tions. Of course, the best time to do this is before — not during — your 
next open house. 
 

Myth #2: “My smartphone will protect me.” 
 

According to the NAR report, 47% of real estate professionals use a 
smartphone safety app to track their whereabouts and alert colleagues 
in case of an emergency. But guess which app they’re using most? 
The report says 30% rely on Apple’s Find My iPhone feature! That’s 
either mind-blowing or mind-numbing 
— or both. That means that nearly one-third of real estate profession-
als think they’re safe as long as someone can track them on their iPh-
one. 
 

Sure, smartphone designers and software engineers are geniuses. 
Those little devices are amazing: sleek, quick and, well, smart. But 
attackers can be smart, too, and that phone you want to use for calling 
911 is the first thing they’ll confiscate. It won’t matter much if your col-
leagues or family can eventually use a find-my-phone app to locate 
your phone if it’s in the attacker’s hands instead of yours. 
 

The same problem undermines the effectiveness of whatever other 
safety apps you or your company installed. Such apps allow Realtors 
to call emergency contacts, check into the location of their showing or 
notify colleagues when a dangerous situation arises. But not all apps 
are created equal. And again, an app alone can’t help you when a bad 
person grabs the phone on which the app resides. 
 

Safety Tip: A more effective tool to help you stay safe is a separate 
wearable device that allows you to immediately alert emergency con-
tacts without relying on your phone. 
For example, the  Silent Beacon personal  alert  system  is a wearable, 
wireless panic-button device with GPS live tracking. The Silent Beacon 
connects to smartphones, tablets and other compatible Bluetooth™ 
devices. It’s small and light enough to wear on your belt, around your 
neck on a lanyard or necklace, or attached to your key ring.  

With just the push of a button, the Silent Beacon can place a call to 911 
or the contact of your choice, while simultaneously texting or emailing an 
alert with your live GPS location to up to six additional contacts. It’s water 
and dust resistant, dependable, affordable, and comes in several colors 
to complement or blend in with your attire. 
 

Myth #3: “I carry a weapon, so I’ll be fine.” 
 

The NAR report says 43% of members carry self-defense weapons. The 
most common weapons carried are pepper spray (carried by 16% of 
Realtors, but overwhelmingly more by women than men — 24% for fe-
males, 4% for males) and/or a firearm (carried by 15%, but by more men 
than women — 19% for 
males, 12% for females). Other weapons identified in the report included 
a pocket knife (carried by 7%), a taser (5%), a baton or club (3%), and/or 
a battery- operated noisemaker (2%). 
 

While you might feel safer when you carry a weapon, but that doesn’t 
mean you’ll actually be safer. Repeat: Feeling safe and being safe are 
two different things. If an attacker takes your weapon away from you, 
they can use it against you. If 
you  use  the  weapon incorrectly  — a surprisingly easy thing to do when 
you’re panicked and shaking from fear or adrenaline — you could injure 
yourself or an innocent bystander. And if the weapon is just plain ineffec-
tive or a poor choice, it’s no better than the blanket Linus carries around 
in Charlie Brown cartoons. 
 

Safety Tip: You need to be highly trained and practice frequently to make 
any weapon truly useful for self-defense. If you’re going to buy a weap-
on, also invest in  self-defense  classes  where the trainer can help you 
integrate it into specific, proven tactics. A true emergency creates unpre-
dictable, high-stress conditions that tax the capabilities of even experi-
enced law enforcement officers. It’s 
psychologically and physically hard for a normal person to intentionally 
injure someone else, even when being attacked. Regular, repetitive  
training  is a must to develop the muscle memory and reaction time to 
effectively counter a skilled attacker. 
 

Myth #4: “I’m a safety-savvy, experienced multi-tasker.” 
 

There’s an old biblical saying that applies here: “Pride goeth before the 
fall.” In other words, you might be the smartest, best, most seasoned 
Realtor on the planet — but you’re still human, which means you’re falli-
ble. 
 

Here are three more safety tips to add to your routine: 
 

Preview your clients: For private viewings, have a “second meeting only” 
policy. Before you meet a new client at the house, schedule an off-site 
visit with them. This can be at your office with colleagues present, or in a 
public place 
like a coffee shop, so you can get to know them, gather information and 
most importantly, vet them before agreeing to meet them alone in a 
house. 
 

Let the client lead: During private showings, allow the client to take the 
lead while walking through the property. While this will probably feel 
counterintuitive from a sales perspective at first, you don’t want a 
stranger behind you — you want them safely ahead of you in your line of 
sight at all times. Besides, they will naturally move toward what’s most 
important to them in the home tour, which does help you with the sales 
conversation. 
 

Trust your gut: Keep your wits about you and follow your gut. Stay fo-
cused on this person and this tour. Sometimes it’s tempting to multitask 
and try to juggle emails or phone calls from other prospects while allow-
ing a client to tour the property on their own. Resist this temptation. 
Know where your prospect is in the house at all times. If something 
seems off, politely excuse yourself, get out of the house and alert some-
one immediately. 
Remember, hope and wishful thinking won’t keep you safe. Recognize 
that the risks you face are real. Equip yourself with a smart tool — like 
the Silent Beacon wearable panic-button device — that you can use to 
get help even after an attacker takes your smartphone. And learn specif-
ic tactics, reinforced by regular training, so you can react without hesita-
tion in an emergency. 
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