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Well we have successfully made it to the “Half-Way” point of 2020!  
 

June was another exciting month as we continued to work through every obstacle that 
COVID-19 throws our way AND we had a very successful and well-attended associa-
tion meeting via Zoom on June 17th.  Thanks to everyone who attended! 
 

Ed Terry and the staff have done an outstanding job in safely and efficiently transi-
tioning back into the office and making sure this association doesn’t miss a beat in 
providing support to the members.   Feel free to make an appointment. 
 

Trends in sales, average sale prices, total listings and time on market continue to be 
strong indicators that our industry plays a vital part in the recovery of our nation’s 
economy.   
 

Phase II of the “reopening” in NC was extended to July 17th  with strict guidelines for 
wearing protective masks while performing our duties as Real Estate Brokers.  Re-
gardless of personal feelings, please keep in mind that in order to protect the 
“essential” designation of our industry we MUST follow those guidelines or potential-
ly face the consequences of being shut down again.  The safety of our agents, member, 
customer, and clients is the #1 goal and every little bit helps. 
 

“Thanks to each and every one of you for all that you have been doing!” 
 

One day we will ALL look back on 2020 and reflect on the struggles, as well as the 
acts of kindness the helped us all get through it.  
 

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.   

 

 

 

 

 

 

 

HPRAR “Travels”……send in those pics ….I know a lot of you are on the 
move!   

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 
REALTOR® 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 Pro-
gram will  be added to the new “Member Events 
Page” on our website - 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. 
 
 

The Association office will 
be closed Friday, July 3rd 

in observance of the      
Independence Day      

Holiday.  
 

The office will reopen on 
Monday, July 6th at  

9 a.m. 
 

Have a safe and 

Happy Holiday! 

July 2020 
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A Really Hot Market………….for A Change 

Market Resurgence Continues 
If there ever was a time to be optimistic and enthusiastic about 

our region’s real estate market it is now.  After a slowdown be-

cause of pandemic, the market has shown a strong bounce back. 

The resurgence is to gain steam heading into 4th quarter.  Predic-

tions are for a very bright 2021. Check out this comparison.   Jor-

dan – use chart that shows March, April & May sales. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Texting Only when You’re Stopped  
Who has to multi-task more than REALTORS®?  Often multi-tasking 

is standard operating procedure as you hurry from one appoint-

ment to the next.  With some people, many REALTORS® included, 

texting while driving is a way of life. 
 

However, texting while driving: 

Makes you 23 more times likely to have a crash. 

At 55 MPH texting is like driving the length of a football 

field…..completely blind. 

Leads to distracted driving and this injures more than 300,000 

people every year. 
 

Texting while driving is dangerous and life threatening to you, oth-

ers in your car and everyone else on the roads.   Most everyone 

feels rushed at times, but most of the time, won’t it wait?  Don’t 

your co-workers and friends need to read this? 

 

Can You Believe It??? 
This month 97 years ago (July 20th to be exact) the REALTOR® As-

sociation held its organizational meeting.  It was officially char-

tered on September 27, 1923.  That makes us almost 97 years 

young!  Oh, our name back then?...............High Point Real Estate 

Board. 

 

 

Keeping the Association Current and Plugged In 
The challenge is building on the legacy of excellence and honoring 

the traditions of 9 decades while keeping the Association meaning-

ful, involved, credible, nimble, and responsive to member needs.  

How can we meet this challenge?  By having as our leadership 

people of integrity and commitment, who are well respected by 

their peers, and who possess the ability to think creatively.  Know 

someone like this?  They need to be elected to the Board of Direc-

tors or serve in some other leadership position.   
 

Or would you be interested in serving something that is more sig-

nificant, longer lasting, with more touch points, and a focus on 

problems other than your own?  If so, then serving on the Board of 

Directors might be just the thing for you.   Turn to pg. 5 for appli-

cation to be considered by the Association’s Nominating com-

mittee. 

 

Membership Meeting Preview 
There will be no Membership Meeting in July due to so many 

members taking vacations.  The August meeting will be on the 

19th and will feature a panel of area City Officials talking about 

ongoing and planned events and their budget outlook.   

Since these are tools you use every day you can’t afford to miss 

this opportunity.  

 

Securing Your Career as a REALTOR®  
Listen closely to these 2 facts: 

One of top complaints from last Why Live in High Point survey was 

that REALTORS® are very knowledgeable about houses and neigh-

borhoods, but not about reasons to live in the High Point area, as 

opposed to other parts of the Triad. 

Your competition can become just as knowledgeable as you on 

features of a house.  Exceptional knowledge about the endearing 

characteristics of the area (including public and private schools) 

will set you apart and indeed above those who aren’t willing to get 

this basic information.  Remember that in the public’s eye if you’re 

a REALTOR® you have unparalleled local market knowledge. 
 

According to a NAR formula our sales the past 1 ½ years have ac-

counted for the creation over 1,000 new jobs and over time will 

pump millions into the area economy, mostly in allied industries.  

An idea to help you excel……..make sure your selling presentation 

includes a stop at the CVB’s award winning Regional Welcome 

Center in the Chamber of Commerce building.  Also think of the 

major advances in spreading the REALTOR® Brand, agent aware-

ness, increased visibility, and the way you’ll be able to promote 

the area and region.  It all adds up to one of the most exciting ‘real 

world’ opportunities around here in a long time. 
 

Another career builder is to attend the Association’s Membership 

Meeting Luncheons.  The networking opportunities and market 

education available will help you greatly in the long run. 

 
 

 

From the Desk of  EVP 

July 2020 
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Highlights in Brief  

Board of Director June 2020 Meeting 

 

1. Heard updates from Archdale City Manager and High Point Assistant City Manager. 

 

2. Approved NCR Innovative Grant application to support Senior Home Safety Project. 

 

3. Put on temporary hold the Association’s Professional Standards Enforcement until the 

Governor’s limitation on group meetings is relaxed sufficiently to hold hearings in per-

son. 

 

4. Approved the following appointments to the Association’s Nominating Committee for 

this year: 

-Ryan Wall, Chair (automatic for P.P.)                   -Joan Swift 

-Mark Lindsay                                                             -Monica Underwood 

-Stephen McPherson                                                 -Rhonda Wilson-Henry 

-Fonda Norris 

       5. Endorsed the nominations of Amy Hedgecock as NCR REALTOR®-of-the -Year, and  

                   Rick Henderson as NCR Rising Star Award. 

 

 

 

 

 

 

 

 

6. Agent safety mentioned, considering recent vicious death of a Va. REALTOR®.  More de-

tails forthcoming.  In the meantime, do your individual and company protocols about 

awareness/safety need updating or perhaps a re-emphasis?  See article on next page 

for “7 Dangerous Practices….” great for discussion at next company meeting. 

July 2020 
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That’s actually entirely untrue. Criminals often target upscale areas be-
cause of the potential payday in high-value items. While it may be true 
that some neighborhoods are safer than others, you should never let your 
guard down. Two high-profile murder cases in the last few years involved 
real estate agents in high-end communities. In 2011, Ashley Okland, an 
agent in Des Moines, Iowa, was killed in a model townhome. And in 2014, 
Arkansas agent Beverly Carter was kidnapped and killed; her assailants 
later said they targeted her because she was a “rich broker” known for 
working in pricier markets. (Read about how Carter’s son, Carl Carter Jr., 
has made REALTOR® Safety his mission since his mother’s death.) 
 
4. Using shared technology carelessly. Wonderly warns that sharing office 
computers, for example, can put your clients’ information at risk if you 
forget to log out. “I use the office computers, and often, the agent who 
previously used it forgets to log out,” she explains. “All of their personal 
and business information is there for anyone to see. So I always log them 
out [if they haven’t done it themselves].” Think about the incidents men-
tioned above involving break-ins at real estate offices. If you haven’t 
logged out of your computers and other devices you may leave at your 
desk, those thieves will have access to your clients’ highly sensitive infor-
mation. 
 
5. Thinking daytime showings are safer than nighttime showings. Lane 
Gamble, an agent in Charlotte, N.C., was robbed at gunpoint in broad 
daylight in March as he sat outside of a listing. In fact, most crimes against 
real estate professionals occur during daytime hours, including the mur-
ders mentioned earlier. Many practitioners believe nighttime showings 
require more safety precautions, such as alerting a friend or loved one of 
their whereabouts, carrying a safety tool or weapon, and planning an 
escape route in case of emergency. The truth is these measures should be 
taken at all times, day or night. The daytime can be more opportune for 
criminals to attack because they know you’re probably less guarded at 
that time. 
 
6. Dismissing suspicious incidents that don’t result in an attack. In August, 
two REALTOR® associations in Massachusetts issued safety alerts to their 
members after several agents reported having strange run-ins with the 
same prospective buyer. Even if someone behaving suspiciously doesn’t 
harm you, it’s possible that they are testing their method before launch-
ing an attack. Reporting suspicious incidents can help organizations take 
action to prevent further—and possibly more dangerous—episodes with 
other real estate professionals. Don’t ignore uncomfortable situations in 
the field; report them to your association leaders. 
 
7. Not having emergency roadside equipment. You spend much of your 
day in the car, but do you have the tools you need in case your vehicle 
breaks down? Many agents fail to carry basic items such as jumper cables, 
a tire air compressor, or a tire jack. Roadside emergency assistance is 
highly recommended. You’re known as a person who is always on the go 
in your community, and criminals know it’s easy to take advantage of 
someone who is in a hurry and in distress. Make sure you have the proper 
equipment when you’re in a bind out in the field so you don’t find your-
self in a vulnerable situation, having to rely on the help of complete 
strangers. 

REALTOR® Safety Corner 

July 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 

7 Dangerous Practices You Think Are Safe 
These seemingly innocent ways of operating can 
actually make you more vulnerable to thieves and 
other criminals who look at you as a target. 
by Tracey Hawkins 
 
 Every time I talk about REALTOR® Safety, I remind real 
estate professionals that the Department of Labor considers real 
estate sales and leasing a “hazardous” occupation. Although there 
are many common and obvious dangers in real estate, there are also 
scenarios you may not consider risky that are in reality. Here are 
seven such situations to keep in mind. As a real estate safety instruc-
tor for more than 20 years, you can also visit my website to request 
a checklist to protect yourself from many of these dangers. 
 
1. Leaving your belongings unattended at an open house—or even in 
the office. You’re going to be distracted while helping potential buy-
ers at an open house, which provides the perfect window of oppor-
tunity for thieves. While you may think walking away from your lap-
top, tablet, purse, or briefcase for even just a moment is innocent 
enough, these items can too easily disappear—particularly when you 
have heavy foot traffic. Carry electronics that are easy to hold onto 
as you show open house visitors around, and keep your bags out of 
sight—in a trunk or in a drawer. 
 
Your own real estate office, where agents often leave valuable elec-
tronics at their desks, can also be an attraction for criminals and 
crimes of opportunity. You may trust your fellow agents—but what 
about all the other people who come into your office off the street? 
In July, brokerages in Arkansas and North Carolina were broken into 
and robbed. Also in Arkansas, a group of about 10 thieves unlocked 
windows and found other property vulnerabilities at an open house 
so they could later re-enter. “I actually always carry my purse around 
the office,” says Barbara Wonderly, a sales associate with Keller Wil-
liams Preferred Realty in Raleigh, N.C. “I never know who is going to 
be in the office—clients, service providers, vendors, or contractors. I 
would rather be on the safe side.” 
 
2. Relying on your cell phone in case of emergency while showing 
rural properties. Cell service is often shoddy or nonexistent in 
sparsely populated, secluded areas. You can’t automatically expect 
to be able to call for help or use safety apps on your smartphone 
when you’re out in these areas. Remember that your phone’s GPS 
won’t work well, so bring printed maps with you when you’re in a 
rural setting. Also, consider bringing electronic cell boosters to in-
crease signal strength, and have a check-in buddy who knows the 
address where you are and can arrange to send law enforcement if 
you fail to check in at a predetermined time. 
 
3. Only working the “good” part of town. If you sell primarily in up-
scale neighborhoods with high-income residents, you can be lulled 
into a false sense of security. You may think your chances of dealing 
with crime in a tony part of town are slim to none.  
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