
JULY2022 | ISSUE 7 

The Best-Selling Newsletter in Richmond since March 2021 

 

 

E-LEVEN
This little slice of heaven turned eleven yesterday!! I have all the

cliche things to say like "I don't even know how this happened"

and "don't blink, they grow up so fast" and "uh-oh, another

middle-schooler" but what I mostly want to talk about is her

unapologetic nature that so far in life has allowed her to

celebrate herself and celebrate others. She is the one who

literally sits with all the new students in the classroom who

can't speak English so she can help them navigate their new

school and the day. She can't, for the life of her, fathom why

anyone in the world would judge another person for who they

loved. She won't watch competition shows with me because

she cannot STAND watching contestants not make it through

to the next round. Simon Cowell is literally her worst

nightmare. Although I want to say this heart was taught to her,

I am WELL aware that there is just a lot of honey in those veins

All of that is super fun to watch in her and it surely does give me hope for the next generation, but what

excites me more is her superpower to love herself. In the book, "The Boy, the mole, the fox and the Horse"

by Charlie Mackesy, there are some very powerful - simple but short - truth bombs dropped on almost

every page. The story is about friendship. It's about perspective. In one of the banters between friends, the

mole says "Being kind to yourself is one of the greatest kindnesses. We often wait for kindness...but being

kind to yourself can start now. If I'm honest, I find that when I like myself, when I can give grace to MYSELF,

I can more readily like and give grace to others - it's quite fascinating. If I don't find myself wanting to be a

"new me" then I find I can appreciate your version of YOU. I tend to judge others more when I'm looking to

them to see if I want to swap me for them.  So, if I can't be kind to myself about my own body then I'm

looking outward to find the body I would like to exchange for. In doing so, I'm critical of everyone else's

bodies as I am subconsciously taking them on as my own.  When I'm grateful for my own size then that

frees me to be grateful for yours. Self-kindness and acceptance is like the anchor to our boat.  Hazel's dad

has made her birthday cake every year since I can remember. They collaborate together. They bake

together. They decorate together. It's quite adorable.  Well, I'll never forget when she was turning 5 he

asked her, "Hazel, what do you want on your cake this year? Dora? Paw Patrol?.. . ." and without skipping a

beat she said, "Me. I want me on my cake." and so he stenciled a portrait of her for the top of her cake. This

self-love was soon followed by the day she received her Kindergarten school pics. She came home, we cut

out the littlest photos of herself, and she proceeded to make necklaces of HERSELF to wear. And of course,

one for her best friend. This girl is anchored and it allows her to love the new kid who can't speak the same

language. I promise you this - if I see you walking around with a 2x3 self-portrait around your neck, I won't

judge you. May we all be so kind to ourselves we want our faces on our cakes and necklaces. I think our

world would be filled with a lot more grace for each other.                            Hugs to you, friends - 



While the vast majority of mortgages in the US are paid off over the course of 30 years, there are

alternate options for shorter time frames such as 20 or 10 year mortgages. Amortization refers to the

process of paying off your mortgage through regular payments over the course of the agreed upon

term. If you receive a fixed rate loan, then your interest rate will stay at a constant percentage as long

as you have that mortgage.

Even though the interest rate for your mortgage will remain fixed, the amount of your monthly payment

that is dedicated towards interest and paying off the principal of your loan will shift over the course of

the loan payoff. Here’s a quick example of how drastically these numbers can change over time for a

$250,000 loan at a 5% interest rate:

Interest Paid Monthly Principal Paid Monthly

Start of Year 1 $1,041.67 $300.38

Start of Year 5 $958.15 $383.90

Start of Year 10 $849.37 $492.68

Start of Year 20 $530.60 $811.45

As a borrower it’s important to realize that the longer you pay on a mortgage, the greater the amount

of your monthly payment that is dedicated towards paying down the principal and increasing your

actual ownership of the home. A borrower obtaining a mortgage for a term that is less than 30-years or

that is adding additional principal payments to their monthly mortgage will end up paying drastically

less interest over the remaining life of the loan.

If you’re in the market for a home then it’s a great time to take a look at your potential amortization

schedule with your lender and discuss options for how best to cut down on the interest to be paid on

your new home!

Why would someone choose to have an interest rate that can change over time? The primary benefit is

that the initial rates on your ARM is going to be significantly lower than your standard 30-year fixed

loan. A 5-year ARM by current standards would likely lower your rate by somewhere in the range of

0.75%. On a $350,000 loan that would equate to over $150 / month or just under $10,000 over the

course of a 5-year period. While most mortgage borrowers finance their home purchases with a 30 year

fixed rate, statistics show that on average mortgage lifespans are well under 10 years with many

borrowers refinancing or moving within that time frame. 

While the savings can obviously be significant, ARMs are complex financing products that can have

complicated rules, fees and structures and are generally higher risk for borrowers. If you’re considering

options for financing a home purchase, be sure to talk with your lender about the specifics for their

ARM offerings so you can fully understand your options!

FIXED VS. ADJUSTABLE RATES MORTGAGES
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by Tim Phillips, George Mason Mortgage



Congratulations to our clients who got UNDER CONTRACT or CLOSED in MAY & JUNE!!
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Small Business Spotlight
by Jenn Rambo

Scrolling through the social medias, it seems like the last few years has

opened the doors to new ventures for some of us. Some of us became avid

home renovators or even hailed the art of baking sourdough bread as our

new hobbies. As for me, I took up commercial embroidery. One hot summer

day, I embarked on the journey of learning everything embroidery and

purchased my first commercial grade 12 needle machine. It offered me the

ability to be creative and productive while maintaining my duties as a

mom, and part time ER nurse. Like I tell my kids, “you can do anything you

put your mind to”, so the stitching and late night sewing sessions began. As

a small business with room to grow, I partnered with my friends over at 

Under 

Contract!

Under 

Contract!

Under 

Contract!
CLOSED!

CONGRATULATIONS to our Buyers & Sellers!!

CLOSED!

CLOSED!

CLOSED!

CLOSED! Under 

Contract!

Adventures in T-shirt land. We are able to offer our customers both screen printing and custom embroidery

services to enhance the visibility of their business and personal designs. Using any logo or design, we can

choose a garment that fits your needs. Our most popular textiles are t-shirts and hats, but anything that

can be hooped, can be embroidered. Towels, bags, blankets and coats are just a few of the examples that

we offer. To see your artwork in action, contact us today at jenn.rambo@gmail.com or call us at (804)387-

4478. We’d love to hear from you!

mailto:jenn.rambo@gmail.com
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This month, your staging team would like to talk about living in your home while it’s being marketed.

Sometimes when selling a home, sellers are able to move out -much easier! And therefore not live it when

the selling process is happening. Maybe it’s a corporate move, or sellers are moving into a newly

constructed or remodeled home and have structured our finances to handle two properties for a time.

Other times it makes sense for sellers to stay in the home , therefore are right in the middle of the process

and become an interval part of the team! Here are few observations we have found that may be helpful

during this “living in a model home” time period. 

First, have a stager come in and give you the declutter wish list. Some of the decluttering advice may be

surprising to a seller-but it’s with these experienced stagers that the magic of turning your nest into other

people’s dream home is revealed! If possible, remove everything on the list. It will feel different, cold, less

“homey” to your but it’s all done for a purpose. To reveal your home to the buyers you want to attract. 

Second, bring in the staging recommended. Whether it’s some small purchases the stager wants you to

make, or a proposal of rented items from their inventory, these can be key for making your home feel

fresh, current and most of all desirable. Stagers are trying to illicit emotion from buyers…create the desire

to live in that environment. And many times, unless a seller has brand new updates throughout the home

and plenty of on trend current decor, these are the items that will work to that purpose!

Finally, during staging, remove yourself from the process. Give the stager and the agent your property to

work with. If you are present, you will possibly be a distraction for the design team, and they will not be

able to focus on the task at hand! Schedule some appointments, take in a movie or visit some friends or

family….just make the home open and available the day of staging for the professionals. After the staging is

complete, you’ll be able to see the reveal and the selling process can commence! After all, the whole

purpose of everyone on the team is to help you get the best offer possible. 

My advice: Try to enjoy the process. It’s enlightening to see how your home will transform and you may get

some great ideas for decorating your new abode!  See you on staging day!

DEC·O·RATE
by Tammy Wilkerson, Designed 2 Sell
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Happy Birthday to my July Firecrackers!

Matt B - 7/1
Amy B - 7/2
Dawn B - 7/3
Jack  J - 7/5 
Jennifer W - 7/8
Dennis M - 7/9
Megan M - 7/13
Graham V - 7/15

Tiffany V - 7/16
Regina F - 7/16
Brooke P - 7/17
Tracy S - 7/21
Carmen H - 7/22
Janiel Y - 7/22
Lorrie W - 7/22
Paul K - 7/22 

Audrey S - 7/23
Holly C - 7/24
Pat L - 7/24
Cynthia T - 7/23
Liz T - 7/27
John C - 7/31



HOME IMPROVEMENT
by Tim the Toolman Taylor - also known as Scott Wharton,

House Master

Check water softener; add salt if needed

Take care of any insect problems you may have

Clean and repair deck or patio as needed

Test garage door auto-reverse feature

Clean kitchen sink disposal

Clean range hood filters

Inspect your fire extinguisher(s)

Inspects and possibly change out HVAC filters

Your deck is where the party is at in the summer, but

because it is exposed to the elements, decks face wear

and tear that other popular parts of your home don’t.

Beyond the usual cleaning you do, make any repairs. If

you have a wood deck, fix any rotting issues before they

get worse. Also, some types of wood shrink over time,

which can create gaps in the deck. You’ll want to fix

those too by removing the boards and replacing them as

needed. Also, take care of any insect problems you may

have. July can be one of the worst months for those

critters that bite and sting us. Companies out there can

protect you from mosquitoes and other insects— if the

problem is bad enough, consider calling upon one of

your local providers to get rid of them.

Here's your full July checklist:

July 2022 | Issue 7

From THIS to THAT July edition
SPOILER ALERT! Look at this
transformation from a run-down
deck to a wrap around & partly
covered porch!!! I can't wait to
share the details and the lessons
learned from these clients and
friends who made this into their
reality!

BLOG SPOILER ALERT!!!
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" I T ' S  A B O U T  Y O U "

To All My Buyers in the House: To All My Sellers in the House:

It's About You!

Until next month, friends 

jen
travers

 

 bill@jennybrockrealty.com
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 jen@jennybrockrealty.com
+1 804 833 1951

Instead of yelling, "the sky is falling, the sky is

falling" I find my buyers and I are yelling  "the

interest rates are rising, the interest rates are

rising!!" If you’re on the fence as a buyer

because of the rise in mortgage rates this year,

it’s important to keep perspective. Experts

forecast prices will continue appreciating, just

at a slower pace. That means your purchase

could cost you more the longer you wait.

Although we'd all rather an interest rate that

started with a 3 or a 4, look at the past national

average...one day your rate that starts with a 5

or 6 is still going to feel like a steal!!
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The question on everyone's minds is whether we

are in a bubble. Most experts say absolutely not.

I say, time will tell. Time right now is suggesting

that either we are not, or if we are, the bubble

has yet to pop. Lost an offer the other day for

my dear buyers to 14 others. That being said, I

have also seen more price drops in the last 3

weeks than I have in 2 years. Why? Because you

cannot put junk on the market anymore and

expect THAT to sell at a premium. With interest

rates rising and buyers not being able to afford

as much as they could 3 months ago, they are

getting way more picky. The market is still in

your position - supply is still outpacing demand

but buyers are frustrated with the rates and

they are not going to buy junk. The small

investment you put in up front to make your

home marketable will be returned to you with

plenty of interest. Painting, carpet, staging, and

small updates - many of which can be paid at

closing if cash is tight while you are preparing -

make all the difference in the world. No, you

didn't miss your window to take advantage of

this market but yes, you and I are going to work

together to present your home as best as

possible to return the most to your pocket,

because let's be honest, buying your next is

going to cost just a little more than it would

have a year ago.


