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May has officially come and gone but not without great strides within the association 
and the Real Estate market as a whole. 
 
Trends in sales, average sale prices, total listings and time on market continue to be 
strong and thanks to technology, constant communication and sheer determination our 
association has continued to operate efficiently and aggressively.   The staff did a great 
job working from a home environment which can be “challenging” at times to say the 
least but we are glad to have them safely back at the office. 
 
I am absolutely excited and proud to announce that the recently re-designed and VERY 
FIRST…. NAR - AHWD (At Home with Diversity) course was coordinated and spear 
headed by HPRAR and in joint collaboration with the Cape Fear Association was a 
huge success.  Past NCR President, Patrice Willetts, did an amazing job with the Zoom 
platform and kept the day-long event both interesting and informative.  This course 
could not have come at a better time!!  
 
NCR Legislative meetings are due to kick off this week in Raleigh and although most 
will be on the Zoom platform rest assured that we will be bringing you all of the up-
dates on topics that relate to your day to day business.  
 
As Phase II of the re-opening got underway on May 22, it remains extremely important 
to continue following the strict guidelines for social distancing and maintaining safe 
practices in our daily activities.  By following the rules that are set in place we can en-
sure the stability and viability of our industry and certainly avoid another shutdown.  
Thanks to everyone for your efforts in keeping our REALTOR® Family, our clients, 
and our customers safe. 
 
Many acts of kindness and compassion have been shown among REALTORS®   dur-
ing these past few months that has certainly strengthened the bond within our associa-
tion and makes me truly proud.   
 
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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Upcoming Events for June 

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! 

Wednesday, June 17, 2020 
 

Zoom Meeting 
 

12:00 noon Business Meeting 

 

Speaker: 

Toni Jackson 
 

Registration is required to attend 
 

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

 
(Registering on Facebook will NOT be an option) 

 

Reservation deadline is Monday, June 15th, by 12 
noon. 

 

HPRAR Monthly Meeting 

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. 
 
 

DATE TIME EVENT 

4 8:30 a.m. C.E. General Update - Zoom  

4 12:30 p.m. Protecting Clients Data/Tech - 
Zoom 

11 9:00 a.m. Governmental Affairs            
Committee - Zoom 

11 10:00 a.m. Member & Community Services 
Committee - Zoom 

11 11:00 a.m. Cultural Diversity Committee - 
Zoom 

11 1:00 p.m. Small Firms Council TBD - Zoom 

11 2:00 p.m.  Foundation TBD - Zoom 

11 3:00 p.m.  Lender Council TBD - Zoom 

17 12:00 p.m. Association Meeting - Zoom 

18 2:00 p.m. YPN Meeting TBD - Zoom 

23 2:00 p.m. MLS Committee - Zoom 

25 9:00 a.m. HPRAR BOD - Zoom 

June 2020 
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Why You need to Support  
this Classic Career Insurance for REALTORS®   
 

Following is a good explanation of how important RPAC is to your 
career. 
 

Donating to RPAC is like investing in your future as a REALTOR®.  
Look at it as a form of career insurance.  Why? 
 

*** The most compelling reason real estate brokerage was de-
clared an essential business in the 2nd Governor’s Order and 
thereafter was due to RPAC.  Without RPAC you might not have 
been allowed to conduct business.  Does something this effective 
not deserve your support? *** 
 
• RPAC is non-partisan and is the only political organization in 

the country solely dedicated to protecting REALTOR® inter-
ests. It works for you by providing essential funding to feder-
al, state, and local candidates who support REALTOR® issues, 
such as: 

• Stopping legislation that add a tax on your commissions 
• Protecting Private Property Rights 
• Promoting smart growth and economic development 
• Preventing and eliminating costly and overly burdensome 

regulations on your business 
• Securing and promoting the American Dream of home own-

ership 
 

If you think it is not worthwhile to participate in RPAC you are 
letting others shoulder the burden for you. 
 

A Tradition Worthy of Protecting 
 
 
 
 
 
 
 
In recent years, your REALTOR® Family has developed an easy 
way to honor the legacy of all Presidents who helped create, 
maintain, and strengthen our Association.  A monetary donation 
is made to the HPRAR Foundation upon the Past Presidents 
death.   
 

That is exactly what happened when Van McSwain, President in 
1988 recently died at age 93.  The Foundation puts the money to 
good use to help our members and the communities that make 
up the Association.  The following is a great example of this. 
 

Foundation Supports Area Food Pantries 
 

In these strange times when so many folks are unemployed feed-
ing one’s family suddenly becomes a crisis. The Officers of the 
Foundation realized this and found a way to help those in need.    
They donated money to the following Food Pantries: 
Fairgrove Family Resource Center in Thomasville 
Macedonia Family Resource Center in High Point 
Run 5 Feed 5 in Trinity 
Helping Hands in Archdale/High Point 
 

Future donations are anticipated.  If you have suggestions about 
who should get monies that increase getting help to those in 
need, contact either Janet Brown or Jeff Benfield. 
 
 

Changes on Board of Directors this Year  
 

How can you describe a typical HPRAR Director?  This includes 
genuine, sincere, authentic, “honest to the core”, full of depend-
ability, and doesn’t shy away from moral obligation to do the 
right thing at the right time and in the right way.  They think first 
and foremost about the welfare of all as opposed to only the 
company they represent.  And HPRAR has been blessed with ex-
actly this type Board of Directors for more than 90 years.  And 
you have the chance to make sure this trend continues! 
 

Come to think of it aren’t these the characteristics of every suc-
cessful agent?  For sure these are the character traits this REAL-
TOR® Association needs in its Directors.  Think you might like to 
serve?  Perhaps you know one of your associates who is qualified 
and willing to serve? Perhaps someone you know in another firm 
should consider volunteering? 
 

Serving as a Director is a sure way to make your voice heard and 
your opinion count.  The Directors determine what basic services 
the members need, member policy, Association alliances and 
partnerships.   
 

HPRAR demographics mirror those around the state.  Nearly 70% 
of the membership comes from small firms and sole proprietor-
ships, there are several very large companies, our membership is 
getting younger, and most of our members are between 40 + 65.  
The Board of Directors through the Nominating Committee pro-
cess strives to mirror this.   
 

It’s time to start thinking about who will fill the Director openings 
and who will be the next President-Elect.  The Association will 
begin the Nominating Committee process at their June 25th 
meeting.  
Who Stays On + Who Goes Off the Board of Directors on 
12/31/20 
Officers Changes  
Mark Lindsay = no longer President…stays on Board and moves 
to Immediate P.P. 
Ryan Wall = goes off Board  
Pam Webb = stays on Board and moves to President 
Madalyn Kunow = goes off Board as Secretary-Treasurer 
Monica Underwood = stays on Board and becomes Secretary-
Treasurer 
Don Swing = goes off as 2020 RCA President…replaced by Brian 
Biggs 
Sitting Directors Who Stay 
 Karen Allred                                         Stephen McPherson    
 Lauren Baity                                         Fonda Norris   
           Ron Crowder                                        Rachel Powell 
 Cindy Martin                                        Rhonda Wilson- 
      Henry 
Directors whose term expires  
               Donise Bailey                                       Ryan Wall  
               Bert Hayes                                            Madalyn Kunow  
               Joan Swift = goes off Board as MLS Committee Chair  
 
 

Membership Meetings Resume 
 

Our next Membership meeting will be held on June 17th. See 
page 2 for details and registration  link. 

 
 

 

From the Desk of  EVP 

June 2020 
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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!! 

 

REALTOR® Safety Corner 

June 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 

Why Safety Needs to Be Top-Of-Mind For Real Estate 
Agents 
January 11, 2019 
 
Most people would not rank being a real estate agent at the top of the 
list of dangerous professions. However, real estate agents put their 
safety on the line every day when they meet a new client, drive clients 
to homes for sale, and show a vacant property. 
High profile news cases highlight the dangers of the job. 
At an open house, three men attacked a real estate agent. The men 
used a lamp to hit him in the head and forced him to his knees. He 
fought off his attackers but suffered a broken cheekbone and deep cuts 
to the head. 
A teenager in Maryland recently killed a real estate salesman at a mod-
el home showing. 
An Arkansas real estate agent was abducted and killed when showing 
a home to a potential client. 
According to a Report published by the National Association of Real-
tors, nearly 40% of realtors have been in a situation that made them 
afraid for their safety while on the job. 
What puts Realtors at Risk for Harm? 
Most real estate agents work alone. 
Real estate agents are independent workers even if they work for a 
real estate agency. Realtors meet with clients on their own, show prop-
erties by themselves, and conduct open houses alone. This tendency 
to work solo makes them a target for criminals. 
Realtor’s clients are strangers. 
Realtors market homes for sale to all types of people. When a realtor 
meets a client, they don’t know that much about them. They could have 
a criminal background, a history of drug or alcohol use, or a mental 
health condition, which would put the realtor in danger. It’s becoming 
common practice to do background checks before meeting potential 
clients, including requesting copies of driver’s licenses. 
Properties for sale can be located anywhere. 
Properties are put up for sale in every area that a person can live. The 
neighborhood could be located in a wealthy suburban area or a rough-
er area of town. The property could be a well-kept home still occupied 
by the owner or an abandoned or foreclosed property. Angry former 
homeowners, squatters and vagrants, or any number of unsavory char-
acters, can confront real estate agents unexpectedly. 
Open houses are advertised publicly. 
Realtors rely on advertising Open Houses on the Internet and social 
media sites to attract potential buyers. It would be fairly simple for an 
assailant to plot an attack on a realtor because they know in advance 
exactly where the realtor will be. Most open houses last for several 
hours, so that gives a criminal a pretty large window-of-opportunity to 
get a real estate agent alone. 
  
Tips to Keep Yourself Safe 
 
• Meet new clients in a public area. Meet with new clients, initially, 

at the central office and make a copy of their driver’s license and 
one other form of identification. Meeting in a public area helps the 
realtor verify that the client is who they say they are in a secure 
public location before chauffeuring clients around and showing 
properties alone. 

• Dress modestly. Don’t wear high-end jewelry or carry accessories 
that are flashy or suggest your wealth. Would-be criminals are 
attracted to individuals they can isolate so a realtor that looks like 
they have money will be considered an ideal target. 

• Avoid driving alone with new clients. Ask new clients to drive their 
car and follow you to the property you plan to show them. You can 
tell them you have to return immediately after the showing or that 
you have another appointment directly after. This way you are not 
alone in the car with people you don’t know. 

• Make sure someone knows where you are at all times. Before 
showing a property, inform associates and a family member of the 
address of the property, who you are showing it to, how long you 
expect to be gone, and that you will notify them when you leave. 
This way others can check on you if they haven’t heard from you 
in a while and alert authorities to go to your last known location. 

 

• Try to avoid showing properties when it is dark out. If you have to 
show the home after dark, make sure you have a good flashlight 
and carry it at all times.  Before entering the property, shine the light 
around the outside perimeter and inside the rooms. When leaving, 
use the flashlight to light the way ahead of you to your car. 

• When showing property, never turn your back on a client. Let them 
go ahead of you while you give directions. Keeping the client al-
ways in your sight leaves fewer opportunities for them to blindside 
you in an attack. 

• Buddy up. Whenever possible, bring another agent with you to 
show a property or host an open house. There is safety in numbers, 
as criminals prefer to isolate their victims. 

• Tune into details that something is wrong. Pay attention to clues 
that a client may not be who they say they are or that they 
may mean you harm. If you are paying close attention, you can go 
with your instinct when something seems amiss and immediately 
look for a way out. 

• Make use of technology. Technology is available that can track your 
location, sound an alarm, send a distress signal to your contact list 
and more.  


