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Millennials often get a bad rap when 
it comes to well, almost everything. 
They don’t have the drive, or the work 
ethic or a number of other qualities that 
we in the older generation think they 
should. Well, I think our parents say the 
same thing about us. And the reality is, 
there are many millennials in their late 
20s and early 30s in the DC area who 
are wildly successful.

All those young professionals with law 
degrees and MBAs from prestigious 
colleges have already started to make 
their mark and some young married 
couples with double incomes are eyeing 
million dollar homes.

There are plenty of millennials who 
are priced out of the market. Coming 
up with a down payment is a struggle 
for younger buyers but millennials are 
still a significant portion of the market. 
According to Realtor.com, millennials 
make up 66% of first-time buyers. But 
don’t assume young buyers mean 
entry-level buyers. According to Zillow, 
8.7% of millennials in Arlington have 
incomes over $350,000, the highest 
concentration of wealthy millennials 
in the country. And DC is tied for 
eighth with New York City on the list of 
wealthiest millennials with 2.8% over 
the $350,000 income mark.

When working with millennials, real 
estate agents need to focus on the 
features they value most. 
They are health conscious and put a 
premium on walkability. They like to cook 
and want big kitchens 

and livable outdoor space. 
They love their gadgets and 
are attracted to homes with 
the latest technology, more 
so than older buyers. 

But in a lot of ways, millennials are 
not much different from other buyers. 
They are looking for an urban lifestyle 
but are ready to move to the suburbs 
when children arrive. The quality of the 
neighborhood and convenience to the 
job are key factors in the buying decision 
as is access to the Metro, restaurants 
and night life.

If you are trying to reach millennials, 
look no further than the internet. 
Realtor.com says 86% of millennials 
search for homes on their mobile device. 
Make sure your website is responsive, 
where content is adjusted based on 
the device used to access it. To reach 
millennials, you need to be on social 
media like Twitter and Facebook, but 
also be ready to embrace the newest 
technology as millennials are quick to 
adapt the latest social platforms.

Young buyers have always been the 
life blood of the real estate market. 
And despite the bad rap, today’s 
millennials are no exception. By 
focusing on the features they want 
and keeping up to date with the latest 
technology, you’ll be able to get your 
share of millennial buyers before they 
find a home.

Call Tina today with any questions 
on how you can capitalize on the 
millennial market.

Are you getting 
your share of the 
millennial market?

Tina DelCasale
Sr. Loan Officer, NMLS ID # 191852
ph: 301.921.0070 x3801 
cell: 301.523.1893
tdelcasale@embracehomeloans.com
.embracehomeloans.com/tina-delcasale

1001 Connecticut Avenue NW 
Suite 405 
Washington, DC 20036

Embrace Home Loans, Inc. NMLS ID # 2184 is 
licensed in 46 states and DC., CA Licensed by 
the Department of Business Oversight under 
the Residential Mortgage Lending Act 
(www.nmlsconsumeraccess.org)
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Here are some of our programs:
• Bank statement programs for self-employed and/or 1099 income recipients
• Loan approvals for credit scores as low as 500 with 10% down payment
• Highly competitive Interest Rates
• Lending programs for various income types
• Personalized Service – Our door is always open!
• Immediate Qualification Analysis

AT MORTGAGE ADVANTAGE THE ADVANTAGE IS YOURS

In today's purchase market, it’s more 
important than ever before to receive a 
loan that suits your client’s specific needs. 
At Mortgage Advantage, our experts will 
work with your clients to provide the most 
effective lending solution! Call today for a 
FREE CONSULTATION!

Does your client need financing for their dream home?
The Mortgage Advantage Team is here to help!

NMLS #215259 #1380724

Call Us Today: (301) 254-6339
www.mortgageadvantageloans.com

Partner 
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- Adjunct Professor at 
  Montgomery College 

- Building Trades 
   Instructor

- Expert Craftsman  

Robert Pavel
Owner & Founder 

Pavel Remodeling LLC 

Design • Rebuild • Remodel

PAVEL REMODELING, LLC

Where Old World Craftsmanship 
Meets New World Innovation

Robert offers personal, world-class service
Custom kitchen and bath remodeling, additions, basements, interior and 

exterior renovations, custom carpentry and much more 
Finest materials • State-of-the-art equipment • Exceptional quality & outstanding workmanship

Call for an Appointment with Robert
301-841-5282 PAVEL REMODELING, LLC | paveldesignandbuild.com MHIC #129490
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This section has been created to give you easier access when searching for a trusted real estate affiliate. Take a minute to familiarize 

yourself with the businesses sponsoring your newsletter magazine. These local businesses are proud to partner with you and make 

this magazine possible. Please support these businesses and thank them for supporting the REALTOR® community!

chARITY

A Wider Circle

(301) 608-3504

AWiderCircle.org

cLeANING seRVIce

Santos Maid Services

(240) 242-4844

cONsIGNMeNTs, FINe hOMe

Curiosity Consignment

(240) 207-3783

CuriosityConsignment.com

esTATe sALes

EstateMAX

(301) 332-5585

EstateMAX.net

FINANcIAL PLANNeR

Foresters Financial Services

(386) 214-5823

ForestersFinancial.com

FLOORING

Floormax

(301) 206-2280

Floormax.us.com

The Carpet Company

(540) 752-5200

TheCarpetCompanyinc.com

FRAMING & ART

Frame Tech

(301) 330-6888

FrameTechArtGallery.com

GIFTs

Strategic Gifting

(313) 971-8312

StrategicGifting.com

heATING, AIR ANd PLuMBING

Vito Services

(301) 251-0211

VitoServices.com

hOMe INsPecTION

Donofrio Inspections

(703) 771-8374

Donofrioinspections.com

Top To Bottom Services

(301) 938-9100

TTBServices.com

LOcKsMITh

Mike’s Locksmith &

Security

(240) 506-7500

Mikes-Locksmith.com

MORTGAGe

Embrace Home Loans

Tina Del Casale

(301) 523-1893

First Washington Mortgage

Chanin Wisler

(301) 526-0020

Home Savings & Trust

Mortgage

Derek Harman

(703) 309-4886

McLean Mortgage

Troy Toureau

(301) 440-4261

Mortgage Advantage Loans

Krishan Gupta

(301) 254-6339

Towne Bank Mortgage

Richard Early

(301) 332-2184

MOVING cOMPANY

Moyer & Sons Moving

& Storage

(301) 869-3896

MoyerAndSons.com

Town & Country Movers

(301) 670-4600

TownAndCountryMovers.com

PhOTOGRAPhY

Howard Lansat

Photography

(301) 838-9560

LansatPhoto.com

Ryan Corvello Photography

(757) 685-2077

CorvelloPhotography.com

ReMOdeLING

Pavel Remodeling, LLC

Preferred Partners

(301) 841-5282

PavelDesignAndBuild.com

TITLe seRVIces

ATG Title, Inc.

(703) 934-2100

ATGTitle.com

RGS Title

(703) 877-7521

RGSTitle.com

Stewart Title and Escrow

(480) 203-6452

DCTitleGuy.com

VIdeO seRVIces

Real Estate Video Company

(301) 728-3624

RealEstateVideoCompany.

com

A reputation of excellence earned
over 17 years of providing:

• On-site Estate & Downsizing Sales
• Online Consignment Auctions
• Consignment Liquidation Warehouse
• Staging & Updating
• Property Clean-Out 
• Senior's & Family Move Management
“They did everything! We simply had to pack what possessions my mother wanted 
and leave the key...After the sale was completed my mother received a check for 
almost $10,000...She was so delighted! EstateMAX could well have saved my 
mother’s life, since she didn’t have to deal with any of the stress related to packing 
and disposing of all the stuff.”

- D. Griffin, October 2016

Call EstateMAX at 844-378-MAX1
Visit us online at EstateMAX.net  |  EstateMAXsells@gmail.com

DC Metro Area
Personalized Services

Maximizing Returns
Minimizing Stress!

• Boomers • Seniors
• Estates

FRAME TECH

Arun Singh
Framer

Sole Proprietor

6860-2 Olney Laytonsville Road,
Laytonsville, Maryland 20882

E-mail: frametech@verizon.net 

Store Hours: Mon 10-12pm, 
Tue-Fri 10-6pm, Sat 10-5pm, Sun 12-4pm

ART GALLERY, CUSTOM FRAMING, 
DIGITAL PHOTO PRINTING, GIFTS, CARDS 

www.frametechartgallery.com
301-330-6888

DID YOU KNOW?
• Over 90% of your clients 
  want you to market yourself 
  and their properties 
  using video?
• Video increases tra�c to 
   your websites by over 400% 

Call Us to Begin Your Video
Marketing Campaign!

Real Estate Video Company 
301-728-3624

Barry Katz 
barrybsk@gmail.com

www.realestatevideocompany.com

Quality People, Quality Products, Quality Service.

vitoservices.com  |  301-637-6926

PLUMBING
& DRAINS
Our highly trained 
professionals provide 
superior service and
products for all 
your plumbing needs.   

HEATING &
AIR CONDITIONING
Our superior service includes 
sales, installation and 
maintenance on all 
commercial and residential
HVAC units.

REQUEST SERVICE
TODAY
Call          for 
service today. 
We have friendly
operators standing by. 

24
HOUR

EMERGENCY
SERVICE

Is your Air Conditoner Ready for Summer? 
Call                TODAY & Book an AC Tune Up
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publisher’s 
note

One of my friends always says, “You generate leads 
by what you do; you earn referrals by who you 
are.” When it comes to selling real estate (or really 
anything), success will usually come down to these 
two simple things: 
 
1. What you're doing
2. Who you're being 
 
As top producers, it's easy to get caught up in only 
one or the other. In the process of chasing goals 
and serving clients, it's often important to take a 
moment and reflect on these two areas. 
 
What are we doing, daily, that's moving us closer to 
our goals? Who are we being, daily, that's contrib-
uting to the world around us? 
 
Most of us probably think we're being good people, 
leaving positive impressions, and making an impact 
on others – but how can we be sure? 
 
Typically, we judge ourselves by our intentions. But 
others judge us by our actions. Are we really being 
the person we picture ourselves as? Are we really 
as caring, helpful, generous, positive, and passion-
ate as we want others to perceive us as? Are we 
really growing ourselves daily as a person? 
 
I've noticed a trend among top performers: The 
ones who are relentlessly committed to learning 
and growth typically make the largest impact on 
others. Nobody is perfect, but I can assure you 
that if you aren't growing as a person, if you aren't 
learning regularly, and if you aren't making changes 
year after year, you're definitely leaving potential 
on the table. 
 
The interesting thing about success, in anything, is 
that usually the deciding factors between success 
and failure are really easy to do – and they're just 
also really easy NOT to do. It's easy to overlook the 
tiny actions we could take that would help leave 
lasting impressions.
 

Are you being fully present with the people you meet with? 
Are you being the type of person you'd want to refer? 
Are you regularly showing appreciation and gratitude?  

Take, for example, the last time you went out of your way to give 
someone a referral or to connect two people. It's EASY to send 
an introduction email, text, or three-way Facebook message... It's 
also really easy to be "too busy" and forget. 
 
Referrals are really easy to give, but they're also really easy to 
overlook or skip. 
 
Phone calls are really easy to make, but they're also really easy 
to avoid. 
 
Thank-you cards are really easy to write, but they're also really 
easy to forget. 
 
For the next 30 days, I challenge you to focus on the EASY, tiny 
activities that matter the most. I challenge you to give more 
referrals, and I challenge you to allocate time weekly to express 
your sincere appreciation to those who deserve it. 
 
***take a moment to write your answers to this question.*** 

 
Who are the top SIX people who deserve a "thank you" or appre-
ciation for their impact on my business? 
 
1. _______________________ 
2. _______________________ 
3. _______________________ 
4. _______________________ 
5. _______________________ 
6. _______________________
 
yours in success,

 

Kristin Brindley
Publisher

DC Metro Real Producers

(313) 971-8312

Kristin.Brindley@realproducersmag.com

DEREK HARMAN
HOME SAVINGS & TRUST MORTGAGE

dharman@hstmortgage.com
tel: 703.766.4634 | cell: 703.309.4886

Home Savings
& Trust Mortgage

DEREK HARMAN with

“As an advocate for my clients, I am asked for lender recommendations, and I have to be particularly careful and con�dent 
with whom I refer. I can’t a�ord to pick the wrong lender, which is why I recommend Derek Harman. He is responsive, works 
for the best interests of our clients, and shares the same values as our team. I know that when I refer clients to Derek they will 
be taken care of and he will go that extra mile to ensure a successful settlement.” –Nathan Dart

For most people, the loan process may be one of the most stressful times of their lives. 
Derek Harman truly loves assisting people through this time of stress, and making the 
process simple and easy. 

“I �nd great satisfaction in guiding and teaching my clients about the loan process, closing successfully, creating a genuine 
relationship during the loan process. I pride myself on customer service, professionalism, and integrity. I want to create a 
customer for life.” –Derek Harman

Engaged, E�cient, and Local — Practicing An Agent-Centric Philosophy That Helps Agents Excel 
In-House Underwriting, Processing, & Closing Transactions — Manage Files From Start To Finish
LOCAL Veterans A�airs Home Loan Expert - Ask Derek about VA Loans

NMLS: 882287

Standing Head And Shoulders Above The Rest
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D
David Shotwell has a love for people and real estate. “I've always 
loved real estate. Even as a child, I’d sketch out house plans and 
was really into homes. I wish I would have become an agent 
sooner. It’s been a long time coming,” he says. 
 
Before becoming a real estate agent, David spent 13 years at 
AARP, leading the national efforts for livable communities initia-
tives for older adults, which included housing issues like acces-
sible design and affordability. Although David loved his job and 
the objective he was working to accomplish, his position lacked 
the individual interaction with people that he longed for. 
 
It wasn’t until David took a seven-week sabbatical from his job to 
travel around the world, which was ironically offered by AARP, 
that he realized he wanted to do something else. The trip was a 
turning point in David’s life. He kept a self-discovery journal the 
entire time, and even overcame his fear of heights by bungee jump-
ing and skydiving in New Zealand. Once he was able to disconnect 
from “the real world” and think creatively about what he truly 
wanted to do, he realized that he needed to be in a position where 
he could directly help people by working closely with them.  
 
In May of 2012, David began his career in real estate and hasn’t 
looked back. In less than five years, he has become Vice President 
at Compass. His volume last year was $15 million. “I really do 
love working with people. I feel that our job as real estate agents 
is part therapist, part financial advisor, part attorney, and I just 
love that,” he says. “I’m doing my dream job. It took a long time to 
get here, but I’m doing what I love.”
 
For David, the most rewarding part of being a real estate agent is 
receiving thank-you letters from clients. “I always give settle-Photos by Ryan corvello Photography

ment gifts to my clients, like Cutco knives and cut-
ting boards, but sometimes I actually receive gifts 
from them, which is so heartwarming,” he says.
 
David was recently married in December to his 
husband, Erin Short. They love to travel, dine, 
and see shows together. David sings for the 
Gay Men’s Chorus of Washington, D.C., and was 
vice chair of the board of directors for years. He 
also supports the Alzheimer’s Association and 
American Cancer Association. 
 
To up-and-coming top producers, David says, “Be 
true to yourself and carry that into your business, 
because you will relate better to your clients and 
other agents. People can see through the bull.” Two 
books that David would recommend are Mindset: 
The New Psychology of Success, by Carol Dweck, 
and The Gifts of Imperfection, by Brené Brown. 
These books help with understanding and accepting 
yourself and other people.
 
David defines success as a feeling of satisfaction 
from a job well done. Whether he sells $5 million or 
$25 million, what matters is his client’s satisfaction. 
“There will always be pressure to sell more, so it’s 
important to have a work/life balance,” he says. 
 
David would like to be remembered as a good 
person, and as an expert in his field who provided 
great service to his clients and was a pleasure to 
work with. 

DavID SHOTWELL

rising star
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EstateMAX is the partnership of the diverse 
talents of President Laurie Zook and Director 
of Business Development, Steven Berryman. 
EstateMAX offers expert guidance to clients 
in the areas of: 

• In-home estate sales (true estate sales, a.k.a. 

“tag sales”)

• downsizing sales (called “living estate sales” 

or “moving sales”)

• Transitions management services (hands-on 

advice, organizing, packing, etc.)

• Online consignment/auctions (typically if not 

apropos for an estate sale)

• Property cleanout, including trash services

• staging for home sale 

Anyone can claim to be in the estate sale business. 
EstateMAX is different—they are pros and pride 
themselves on transactions with no surprises. 
"When you introduce us to your clients, we will 
leave them with the best possible impression. This 
will reinforce your already powerful position in 
their relationship. This is because we are already 
vetted and certified. We are certified by Angie’s 
List Reviews to provide award-winning services,” 
says Laurie Zook. 
 

EstateMAX, under Mission Transi-
tion, has been in business supporting 
its clients through transitions and 
personal property sales since 1999 
in the D.C. Metro area. EstateMAX 
brings it all together under one brand. 
They have won the Angie’s List Super 
Service Award multiple times for 
their work, as reviewed by dozens of 
their clients. They do what they say 
they will do. Integrity, professional-
ism, attention to detail, and experi-
ence set EstateMAX apart from many 
amateurs in the personal property 
sales industry. 
 
EstateMAX is famous for going above 
and beyond for their clients, and get 
fantastic referrals. This has netted 
them several titles, including currently, 
the Angie’s List Super Service Award 
for Excellence in Customer Service. 
Additionally, EstateMAX is the most 
frequently Googled company of its 
type in Maryland.
 
EstateMAX’s mottos (much imitated): 
“Minimizing Stress while Maximizing 

Returns,” and “Transition is Tough 
– We Make It Simple” define their 
core business philosophies for both 
EstateMAX and O.P.S., their retail 
liquidation center. O.P.S. is known for 
“Shop O.P.S. Values.” They put their 
philosophy into action every day, with 
every client.

“We love turning unwanted personal 
goods into cash for our clients, finding 
lost assets, providing the opportunity 
for others to discover ‘treasures,’ 
and making it possible for clients to 
move forward with ease,” says Laurie. 

EstateMAX was even credited with saving the life of a 
client during a recent estate-sale experience because 
of their excellence in removing all of the stress from 
the client’s transition during a volatile circumstance. 
 
EstateMAX offers a one-stop website, 
www.EstateMax.net, to define their methods and 
goals, and to showcase their cool YouTube videos 
showing clients what they do. There is a page for 
real estate professionals, such as yourselves, and 
an outreach (tool kit) page that agents can send 
directly to new real estate clients, simplifying their 
options of services. EstateMAX boasts state-of-
the-art social media outreach, a YouTube channel, 
video production, and a strong web presence. Its 
Facebook reach is over 15,000, and direct previous 
customer reach via email list is over 3,000.
 
LAuRIE S. ZOOK – PRInCIPAL AnD CEO  

Laurie Zook, President of EstateMax and O.P.S., is 
the founder of Mission Transition, her woman-owned 
business in the Washington, D.C., Metro area, since 
1999. Laurie has created and developed her core 
services business out of a passion for helping people 
improve their lifestyles through optimizing their living 
environments. Her training and background in design 
and fine arts, with 20 years prior work experience in 
interior space planning, project management, furnish-
ing, antiques/collectibles sales, and decorative arts 
sales naturally come into play in this business. 
 

Laurie is committed to employing the 
environmental aspects of recycling 
and conservation of resources in the 
consumer milieu as a keystone of 
the business culture. She is also the 
founder of The Re-Flea, a flea market 
created for old and re-purposed 
goods, previously held at The Great 
Frederick County Fairgrounds.
 
STEVEn BERRyMAn – BuSInESS 

DEVELOPMEnT 

Steve, Director of Business 
Development, has been on board 
with EstateMAX since 2014, 
helping to develop the EstateMAX 
and O.P.S. brands. His principal 
concerns are in outreach and 
promotion for both companies.  
 
Steve has enjoyed a 40-year career in 
retail and wholesale businesses, plus 
senior management responsibilities, 
and has been a manufacturer's repre-
sentative and professional construc-
tion project estimator. His previous 
senior management positions have 
been with Target, Sports Authority, 
and Montgomery Ward, plus commer-
cial construction bidding and esti-
mating with Office Walls & Ceilings, 
Inc. He is a professional writer, sales 
trainer, and a firearms expert.

Laurie and Steve live in a cool, 1910s 
building and garden setting (that 
Laurie keeps) in the Historic District 
of Frederick, Maryland—between the 
Maryland School for the Deaf campus 

partner spotlight EstatEMaX

and the historically famous “Hessian 
Barracks,” where German mercenaries 
trained the Continental Army to fight 
against the British. When not planning 
their work calendar, in the off-season 
Laurie and Steve love to travel the 
Southern coast, exploring areas from 
the Outer Banks of North Carolina to 
the Florida Keys—and then on to 
New York City for some nightlife! 
 
Laurie and Steve say they choose to 
define themselves by their standards 
and are gratified by the numerous 
reviews written by clients attesting to 
their professionalism. 
 
For Laurie and Steve’s world-class 
professional help, turn to EstateMAX— 
the estate-sales solutions company that 
makes it easier for real estate agents to 
get their jobs done—with no surprises!
 
Learn more about EstateMAX at 
www.EstateMAX.net and 
www.OPSLiquidation.com or give 
them a call at 844-378-MAX1.
 

EstateMAX

93 Monocacy Blvd., A-6

Frederick, MD 21701 

844-378-MAX1
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Carpet | Hardwood | Ceramic | Laminate | Vinyl | Stair Rails | Fireplaces | Sand & Finish | Bathroom Remodeling

Immediate Installation   |   Millions of Square Feet of Flooring In-Stock

WWW.FLOORMAX.US.COM

ASPEN HILL 
301.460.4100

N. BETHESDA 
301.881.0969

GERMANTOWN 
301.528.6400

LAUREL 
301.206.2200

COLUMBIA 
410.872.1129

“Floormax has been a true partner to 
me in my real estate business. They are 
professional, responsive, and competitive 
with pricing. I value my association with 
them.  A+ in my book!”   

Ellen Coleman
Realtor, Re/max 
CDRS, OICP, SRES

“I’m honored to say I’ve known and 
worked with Floormax for over 30 
years. The Floormax team has helped 
me serve my clients in the best, most 
efficient and economical way possible!”   

Peg Mancuso 
President, 2016 Greater Capital Area  
Association of Realtors

FLOORMAX HELPS REALTORS SELL HOMES FASTER!

Paul Coroneos
Senior Associate
Foresters Financial Services, Inc.

240 485 1505   x 214
paul.coroneos@foresters.com

Foresters Financial Services, Inc.
8757 Georgia Avenue
Suite 405
Silver Spring   MD   20910

Foresters Financial Services, Inc. provides everyday families and 
individuals with financial solutions, guidance and tools to meet 
their needs across all life stages. Our Financial Representatives 
offer personalized service combined with a solid, long-term 
approach and fresh thinking, to help you:

 • Save and invest for retirement, education and other life events 

 • Create retirement income strategies 

 • Protect the ones you love 

 • Plan your legacy

You can also take pride in knowing that you are part of Foresters™, an international 
financial services provider that gives back to the community and cares deeply about 
family well-being. Each year Foresters organizes thousands of community activities, 
providing financial contributions and hands-on volunteerism in support of charitable 
partners, that make a meaningful and lasting impact in local communities.

Together, we can help you achieve financial and family well-being—now and 
tomorrow, this generation and the next

Areas of Specialty:

For more information about First Investors funds or variable products from Foresters Financial 
Services, Inc., you may obtain a free prospectus by contacting your Representative, writing to the 
address below, calling 800 423 4026 or visiting our website at forestersfinancial.com. You should 
consider the investment objectives, risks, charges and expenses carefully before investing. The 
prospectus contains this and other information, and should be read carefully before you invest or 
send money. An investment in a fund is not a bank deposit and is not insured or guaranteed by the 
Federal Deposit Insurance Corporation (FDIC) or any other government agency.

Foresters Financial™ and Foresters™ are the trade names and trademarks of The Independent Order of 
Foresters, a fraternal benefit society, 789 Don Mills Road, Toronto, Canada M3C 1T9, and its 
subsidiaries, including Foresters Financial Services, Inc. Securities, life insurance and annuity products 
are o�ered through Foresters Financial Services, Inc. Insurance products are issued by Foresters Life 
Insurance and Annuity Company or The Independent Order of Foresters. 

Paul Coroneos is a Senior Associate 
at Foresters Financial Services, Inc., 
serving the DC-Maryland-Virginia 
area. Paul graduated from Roger 
Williams University with a BS in 
Financial Services.

Paul understands that each client's 
financial needs and goals are unique; 
that is why he is committed to 
creating a personalized approach 
towards investing. When Paul meets 
with you, he will review your financial 
needs, identify your long-term goals, 
gauge your risk tolerance, evaluate 
appropriate investments and life 
insurance products, present 
personalized recommendations, 
recommend an asset allocation 
strategy for you, and provide 
ongoing support.  Paul is committed 
to helping individuals reach their 
financial goals.

Financial services
with a personal touch

Mutual Funds
Equity
Fixed Income
Tax Exempt
Money Market

Retirement Planning
401(K) and IRA Rollovers
Roth IRAs
Traditional IRAs 
Wealth Transfer
Income Distribution Planning
Fixed Income Vehicles
Revocable and Irrevocable
Trust Funding
Pension Option Planning

Insurance Planning
Whole Life 
Variable Life 
Single Premium Variable Life 
Universal Life 
Term Life 
Survivorship
(“2nd to Die”)
Non-Medical Final Expense 

Annuities Planning 
Fixed
Variable
Immediate 

Business Planning
Key Man Insurance
Buy-Sell Agreements
Simple IRAs

SEP IRAs
401(K) / Roth 401(K)
Executive Bonus
Defined Contribution Plans
Profit Sharing Plans

Planning for Organizations
403(B) / Roth
403(B) Plans 
457 Deferred
Compensation Plans 
Electronic Payroll Services

College Planning
Coverdell Education Savings
  Accounts
529 Savings Plans 
UGMA / UTMA
Custodial Accounts

Foresters Financial Services, Inc.  |  40 Wall Street  |  New York, NY 10005  |  800 423 4026  |  forestersfinancial.com
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Zelda Heller, Jamie Coley and Leigh Reed are a 
real estate dream team. With a combined span of 
87 years in the industry and a team volume of $1.8 
billion in residential sales, Heller Coley Reed is 
doing some amazing things. They sold $132 million 
last year and so far this year have chalked up $103 
million. The team was listed #58 in the country by 
the Wall Street Journal for sales volume (2016), 
and named Washingtonian’s Best Agents (2017), 
Washingtonian’s Top Producers (2017), and Long 
and Foster’s #1 team in Montgomery County by 
total homes sold and sales volume (2016). What 
is impressive beyond these statistics is how well 
these three individual agents came together and 
created a successful partnership, contributing to 
and supporting 30 different charitable foundations.

“I was a one-person show for a 
long time,” says Zelda. “Creating 
this team was a risk for each of 
us, but we have the same business 
morality, the same aim, and the 
same work ethic. Separately, we 
brought our own methodologies and 
molded them into one. It’s incredible 
how we mesh, given our different 
personalities. It’s very rewarding”
 
It’s true—each person has a different 
background. Zelda Heller is from 
Cape Town, South Africa. She 
graduated with a Bachelor of Science 
Degree and taught chemistry and 
physics for a few years. Then, in 
a country town 70 miles from the 
big city, she started a jewelry and 
antique shop, which progressed 
until she and her husband decided to 
immigrate, for political reasons, to 
the United States. Once here, they 
established Heller Jewelry, in Chevy 
Chase. For 25 years, the business 
sold rarities to clients all over the 
world. After selling her family home, 
Zelda discovered a new passion and 
obtained her real estate license.
 

Jamie Coley is a third-generation 
native of Washington. His father was 
a D.C. firefighter who advocated a 
career with steady work, steady 
pay and retirement. So when Jamie 
decided to leave his job at Northwest 
Airlines to pursue self-employment 
as a real estate agent, it was on a 
leap of faith. However, he grew up 
believing that if you do what you 
love and what you are passionate 
about, then success will follow, and 
he became passionate about real 
estate after purchasing his first 
home. Jamie’s determination and 
dedication to doing what he loves has 
produced success beyond his wildest 
dreams. He feels blessed to be a 
part of the Heller Coley Reed Team, 
which is comprised of his partners 
(Leigh and Zelda), top-notch staff 
and outstanding, successful agents 
within the team. Jamie has been 
involved with our local association 
(Greater Capital Area Association of 
REALTORS®) over the past several 
years, with a commitment of giving 
back to the real estate community. 
He is the 2017 GCAAR President, 

Left to right: Zelda Heller, Jamie Coley, Leigh Reed 

photos by Howard Lansat Photography

as well as a director serving on the 
boards for MAR, DCAR and NAR.
 
Leigh Reed grew up in Connecticut 
with strong role models. Her 
father moved up through the ranks 
within a business he loved and 
eventually became president of the 
company. Her mother obtained her 
master’s degree and opened her 
own business, which became the 
number one woman-owned business 
in Connecticut by the time she 
died. Leigh’s grandmother was an 
executive at AT&T in Manhattan and 
built her own home from the ground 
up. As a highly successful real estate 
agent, Leigh has now become a 
strong, hard-working role model for 
her two daughters.  

“Forming this team has given us a 
rejuvenation,” says Jamie. “Zelda is 
excited about developing the luxury 
market and recently produced a 
book detailing the various upscale 
condominiums of Maryland. She 
is also phenomenal about staying 
in touch with past clients, many of 

HeLLeR 
CoLey 
Reed

whom have become friends. And best of all, she 
throws wonderful brunches, cooking the food 
herself, and waits on her guests hand and foot.”
 
Zelda returns the praise. “Jamie is well liked 
by everyone. Whenever his name is mentioned, 
people smile.” She speaks flatteringly about her 
other partner, too. “Leigh’s strength is expertise 
in contract law. She is a glutton for punishment 
when taking on complicated issues.” According to 
Leigh, “The more difficult the problem, the more 
gratifying it is when I have solved the issue and 
wrapped up the transaction.” 

Zelda and her husband, Izzy Heller, have two 
married children. Dr. Tania Heller is a pediatrician 
in Bethesda, and Leon Heller is an entrepreneur in 
Chicago. There are four grandchildren. Tania’s son’s 
wife, Adrienne, is a member of the Heller Coley 
Reed team. Izzy, Zelda, and Tania are authors.

Outside of the business, Jamie loves traveling 
all over the world with his husband, Brad Kiley. 
They enjoy cooking, fine dining, wine (they are 
avid wine collectors), and college sports. Jamie 
and Brad have been together for twenty years and 
were just married in November, 2016. “We are 
truly blessed with wonderful friendships, loving 
and supportive families, and successful careers” 

(Brad is COO of a non-profit, 
“Elizabeth Glaser Pediatric Aids 
Foundation”).
 
Leigh has been married to her 
husband, Rob Reed, for twenty-
five years. Rob is president of 
Boom Media Works, doing audio/
video post-production for radio and 
television. They have two daughters 
— Taylor and Dana. Taylor plays 
field hockey for Cornell University, 
where she will be a sophomore next 
fall, and Dana just graduated from 
Good Counsel High School and is 
headed to Louisiana State University 
with a commitment to play soccer. 
Leigh enjoys traveling, gardening, 
hiking, art and theater.

Heller Coley Reed is an excellent 
example of individual agents uniting 
in order to achieve something 
greater. The camaraderie among 
Zelda, Jamie, and Leigh is 
refreshing, and a joy to behold. 
They call themselves The Three 
Muskateers. This is a misnomer. 
They are The Dream Team. 
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Because Mike Cares
About Your Client's Security

PROTECT WHAT MATTERS MOST

Free Estimates | Upfront Pricing  |  100% Guarantee on Materials & Labor

Mike’s Locksmith and Security
1100 Taft Street, Rockville, MD 20850
240-506-7500 | Mike@mikes-locksmith.com

• Residential & Commercial
 Locksmith Services
• Alarm Systems and
 Monitoring (coming soon)
• Access Control 
• Security Cameras
• Home Automation

$50 OFF
Use Promo Code
REALPRO2017

(703) 771-8374
www.DonofrioInspections.com

24/7 Online Scheduling

COMMERCIAL & RESIDENTIAL INSPECTION SERVICES

Included Others
Every Inspection is 

conducted by an InterNACHI 
Certified Inspector

Our Service Does Not End 
When The Inspection Does

Inspections are conducted 
7 days a week to meet your 

scheduling needs

Follow us on Social Media

FREE ESTIMATES
Family-Owned & Operated - In Business Over 20 Years

Over 35,000 satisfied customers

Laminate Vinyl Ceramic Hardwood Carpet

FOR ALL YOUR FLOORING NEEDS
Full-Service Sales & Installation

Dustless Sanding & Refinishing of Existing Hardwood Floors

THE CARPET COMPANY
119 Juliad Court #101, Fredericksburg, VA

 (540) 752-5200
TheCarpetCompanyinc.com

We Stock 
Carpet for 
Immediate 
Turnaround

Serving Montgomery County, Maryland, Northern Virginia, and Washington, D.C.

THE VERY BEST IN REAL ESTATE PHOTOGRAPHYTHE VERY BEST IN REAL ESTATE PHOTOGRAPHY

HOWARD LANSAT PHOTOGRAPHY
301-838-9560 │ 703-904-6842

www.LansatPhoto.com

Interior & Exterior Photos
 Drones Available

 Photos On Location or In Our Studio
 Formal & Creative Photo Sessions

 Corporate Photos
 Green Screens

WE ALSO DO:

Weddings
Bar & Bat Mitzvahs

Family & Pet Portraits
Flip Books

Photo Booths
Social Media Booths

Novelty Stations

LET US HELP YOU AT YOUR NEXT PRE-LISTING
INSPECTION OR HOME INSPECTION

· Spanish, French, and Hindi-Speaking Inspectors
· Female and Male Inspectors
· 10 Full-time Inspectors to Choose From
· We Carry a Million-Dollar Agent Referral Insurance Policy 
· Radon, Mold, Lead, Environmental Testing
· FREE Lifetime Consultations With Any Inspector
· 200% Satisfaction Guarantee…What? Call for details
*Restrictions and limitations apply. Call today for details.

FREE 90-Day TTBS Funded Home Warranty

FREE Mold Protection Guarantee

FREE 90-Day Radon Test Result Guarantee

Didn't Get The House? Second Inspection Price Protection

FREE Customer Utility Research Services

FREE Appliance Manufacturer's Product Recall Check

WE’VE BEEN A RELIABLE REALTOR INSPECTION PARTNER SINCE 2004 FOR
MORE REASONS THAN ONE. YOUR CLIENTS RECEIVE THESE AND MORE...

TOP TO BOTTOM SERVICES, LLC • (301) 938-9100 • WWW.TTBSERVICES.COM 

Dan Deist - owner 

EST 2004:
99% 5-Star

Reviews

Be one of the first10 agents to call& mention this ad &pick one of ourSPECIAL GIFTSValued Between$50-$500!*

(301) 938-9100

“I’ve been using Top to Bottom Services for years and they are our only choice for home inspections. Their office 
staff is always responsive to me and my clients. I’m impressed by their weekly inspector training and believe they 
are among the best trained and qualified inspectors in the DMV. They know what to say and how to say it.” 
–Nurit Coombe, RE/MAX Elite Services

ONLINE SCHEDULING – 24/7 365 
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Are you looking to grow your real estate blog 
subscriber's number? First, before we get into 

HOW to grow this number, we need to 
understand WHY. Agents spend lots of 

money trying to get their marketing 
messages out to their target audi-
ence. A real estate blog is a great 
way to send out information and 

marketing messages to a large audi-
ence through the desired way people seek informa-
tion... the internet. Do you currently subscribe to 
a local newspaper or magazine? Why? You enjoy 

reading the content inside of the newspaper/magazine. You prob-
ably look forward to the newest edition coming in the mail. Am I 
right? The same goes for your real estate blog subscribers. There 
is a reason why they subscribed to your blog...they enjoy your 
content...so keep it coming!  

HAvE A BLOG AND BE CONSISTENT

Seems elementary, but recognize that this is 2017. People seek 
information online. Look at your own behavior—you probably 
do, as well. Having a functioning presence online that provides 
helpful information to your clients, past clients, prospects, and 
target demographic is important. Be consistent with the content 
you create. You wouldn't read this magazine very much if the 
subscription came only a couple times a year! If you are gaining 
viewership and subscribers, they are expecting you to keep the 
good stuff coming. Create a Top 10-15 list of blog ideas that your 
target audience would find beneficial, and start creating content. 
Your subscribers number won't jump up right away; it takes time, 
so don't get discouraged. Just keep posting good content your 
target audience desires, and syndicate it out through social media 
outlets, email blasts, and more.

MAkE SuBSCRIBING EASy! 

There is an easy way for people who visit your website to sub-
scribe to your blog/content. I personally use Feedburner through 
Google. Feedburner is excellent because it tracks your blog sub-
scribers and you can export their information into a csv file. They 
then will be added to your email list for market information, your 
listings, and other real estate updates. It is serving two purposes 
here. They are now subscribed to not only your blog, but also 
part of your target email list. Having an easy way to opt-in is a 
great way to increase your real estate blog subscribers list.

yOu HAvE TO ASk! 

Don't ask...Don't get. Ever heard that? This is true when it comes 
to adding your real estate blog subscribers. When posting blogs 
to social media accounts, or emailing them out to a client list, it 
is important you ASK for people to subscribe. If you are shoot-
ing a video for your YouTube channel, you can still add a great 
call to action telling people who you have a blog on your real 
estate website and they should check it out and subscribe! Having 
multiple places to post content and ask for subscribers is very 
important. Otherwise, people are going to read your blog and 
then move on. The goal is to keep them close to you by having 
them subscribe for your updates. This way you are always top of 
mind and seen as the thought leader in your area. This leads to a 
faster conversion of clients and the phone ringing!

As a busy real estate agent, if you are taking time to add valuable 
content to your website, it is important to gain an audience who 
can ultimately reach out to buy or sell real estate. Happy writing!

Wade Vander Molen is the Director of Sales/Marketing for 

Stewart Title in the northern Virginia/Washington D.C. area and 

has been in the title industry since 2005. Wade helps real estate 

professionals with all facets of their marketing and teaches a new, 

sustainable business model to help them grow their businesses. 

you can visit Wade at www.DCTitleGuy.com. 

By Wade Vander Molen

fasTesT Way
to Increase Your 
Real estate Blog 
subscribers List

We Find New Homes For Your Life’s Treasures
Auctions, Appraisals, Estate Management, Property Clean-outs

We are your professional downsizing partner for second-hand personal property. 

In our store and on the Internet, we get special items to where they are most wanted and all you 
have to do is cash the check. Don't turn your home into a weekend flea market!  Give us a call for a 
smarter solution. We get quality items sold fast for top dollar.

• House-call and pickup service available
• Commissions range from 20-50%
• Sophisticated software keeps you informed of your inventory
• Average turnaround from check-in to check in the mail is 30 days
• Licensed and insured
• We can handle hundreds of items at once
• Walk-in customers welcome

We handle most any items of value

• Quality Furniture
• Antiques
• Advertising Signs
• Automotive Collectibles
• Fine Art & Sculptures
• Jewelry (even costume)
• Studio Glass / Pottery
• Musical Instruments
• Movie & Sports   
 Memorabilia
• Hobby & Crafting

• Model Trains & Cars
• Military Memorabilia
• Vintage Electronics
• Nostalgic Technology
• Coins & Stamps
• Decorative Figurines
• Quality Tools
• Vintage Toys & Games
• Historical Pieces
• Designer Handbags
• Primitives

We sell the best, donate the rest, and you get a check!
Call, Click, or Stop By For More Information!

  CuriosityConsignment.com
  9870 Main Street
  Damascus, MD 20872
  (240) 207-3783

Tue-Fri 10-6 | Sat 10-4 | Sun 12-4 | Closed Monday

A Leader in Cleaning Services 
& Property Preservation

Where Spotless Cleaning Comes To Your Door!
English, Spanish, and Portuguese Spoken • A Minority-Owned Business

We want you to relax when 
cleaning day comes. It's done!

Professional Home & Business Cleaning
Maid Services

Move-in/Move-out Services

In Business For Over 26 Years
The Highest Level of Service and 

Performance Every Time

Call Maria

SANTOS MAID SERVICES
(202) 299-8069

santosandassociates@hotmail.com

Serving Montgomery, Howard, and Prince George Counties

Licensed | Bonded | Fully Insured

SANTOS MAID SERVICES

Family Owned and Operated since 1969!

Local • Long Distance • International

Moyer & Sons Moving & Storage, Inc.
301-869-3896 •  1-800-726-1817

MoyerAndSons.com
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toP 100 standings

rank no. agent name office List # sell # total # total $ 

1 nancy Taylor Bubes Washington Fine Properties 19.5 10 29.5 $87,453,150

2 James Coley - Heller Coley 

Reed

Christie's International │ Long & Foster 

Real Estate

41 34 75 $80,560,276

3 Keri Shull Optime Realty 47.5 60 107.5 $77,260,981

4 Marc Fleisher TTR Sotheby's International Realty 17.5 9 26.5 $72,359,583

5 Creig northrop Long & Foster Real Estate 110.5 3 113.5 $68,359,999

6 David Getson Compass 17 64 81 $57,722,128

7 Michael Rankin TTR Sotheby's International Realty 11 10 21 $50,577,899

8 Jennifer Smira Compass 35 20 55 $42,273,416

9 Brian Wilson Wilson Realty Group 55 9 64 $38,959,764

10 Jay Day Real Estate Teams 55.5 25 80.5 $36,841,756

11 nurit Coombe RE/MAX Elite Services 26.5 22 48.5 $31,776,990

12 Phyllis Patterson TTR Sotheby's International Realty 24 10 34 $31,026,900

13 Cynthia Schneider Long & Foster Real Estate 49.5 11 60.5 $30,594,009

14 Janet Callander Weichert, REALTORS 22 8 30 $30,192,628

15 Michelle yu RE/MAX Town Center 27.5 13 40.5 $29,789,844

16 Mark McFadden Washington Fine Properties 6 5 11 $29,774,600

17 Piper Gioia TTR Sothebys International Realty 7.5 7 14.5 $29,765,000

18 Jennifer Walker McEnearney Associates 23.5 23 46.5 $29,563,400

19 Sue Goodhart McEnearney Associates 23.5 14 37.5 $29,131 ,942

20 Wendy Banner Long & Foster Real Estate 18 10 28 $28,956,381

teams and Individuals Closed Date from Jan. 1 through May 31

EQUAL HOUSING
LENDER

RICHARD EARLY
Over 35 years of Mortgage Lending Experience

NMLS ID #: 698683

Office: 301-795-6838 | Mobile: 301-332-2184
richard.early@townebankmortgage.com
RichardEarly.TowneBankMortgage.com COMPANY NMLS# 512138

OUR PHILOSOPHY IS SIMPLE.
WE PROVIDE EXPERTISE AND COMPETITIVE PRODUCTS,

DELIVERED WITH EXQUISITE CUSTOMER SERVICE.
THAT’S OUR IDEA OF A TRUE HOMETOWN LENDER

Mark your calendar for a fantastic 
meet-and-greet with other area 
top producers at this beautiful, 
$6.4-million home in Potomac.

Join us for a fabulous summertime 
gathering with lots of free food, 
cocktails, entertainment, raffles 
and giveaways—and valuable net-
working in a gorgeous setting!

UPCoMInG eVeNTs
uPCOMInG: 

FALL MASTERMIND 
(Date and location coming soon)

Text us at 202-335-1077 to never miss 
an event. Be on the lookout for our announce-
ment in our secret, Top 500 DC Metro Real 
Producers Facebook group!

TOP PRODuCERS SOCIAL

July 11, 2017

4-7 p.m.

9308 Belle Terre Way

Potomac, MD 20854

• Client Retention Tools    • Used Daily Forever    • 100% Tax Deductible    • Easy System in Place

Kristin Brindley & Team
313-971-8312

Kristin@strategicgifting.com

Gifts That Make You Unforgettable

High Quality Custom-Engraved Gifts For Your Clients

RYAN CORVELLO PHOTOGRAPHY
Real Estate Photography in Maryland, D.C., and Virginia

• Fusion Photography   • 2D and 3D Floor Plans   • Agent and Team Portraits

corvellophotography.com  |  ryancorvello@gmail.com
757-685-2077 
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toP 100 standings
teams and Individuals Closed Date from Jan. 1 through May 31

Disclaimer:  IInformation based on reported numbers to MLS. Numbers not reported to MLS within the date range listed are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually. DC Metro Real Producers does not alter or compile this data, nor claim responsibility for the 
stats reported to/by MLS. Data may vary up to 3%.

rank no. agent name office List # sell # total # total $ 

38 Lauren Davis Washington Fine Properties 8 4 12 $21,880,000

39 Jennifer Thornett Washington Fine Properties 5 3 8 $21,507,500

40 John Kirk Tower Hill Realty 39.5 1 40.5 $21,353,718

41 Barak Sky Long & Foster Real Estate 16.5 14 30.5 $21,025,135

42 Carolyn Sappenfield RE/MAX Realty Services 11 8 19 $20,569,000

43 Barbara Beckwith McEnearney Associates 12.5 3 15.5 $20,399,500

44 Hans Wydler Wydler Brothers Real Estate 9 5 14 $20,073,500

45 Anne DiBenedetto Washington Fine Properties 11 3 14 $20,059,984

46 Marsha Schuman Washington Fine Properties 6.5 2 8.5 $19,781,500

47 Anne Killeen Washington Fine Properties 12 4 16 $19,457,350

48 Christine Reeder Long & Foster Real Estate 32.5 34 66.5 $19,359,358

49 Andrew Riguzzi Compass 11 12 23 $19,316,499

50 Brent Jackson TTR Sotheby's International Realty 12.5 8 20.5 $19,154,400

51 Terry Belt Keller Williams Realty 9 16 25 $19,127,730

52 Antonia Ketabchi Redfin Corp 2 24 26 $18,837,765

53 Elizabeth Conroy Keller Williams Realty 8.5 12 20.5 $18,770,164

54 Jonathan Taylor TTR Sotheby's International Realty 3 5 8 $18,737,000

55 nelson Marban Washington Fine Properties 7 4 11 $18,561 ,149

56 Ross Vann Compass 9 13 22 $18,164,400

rank no. agent name office List # sell # total # total $ 

21 Daryl Judy Washington Fine Properties 10.5 10 20.5 $28,459,965

22 Trent Heminger Compass 31.5 9 40.5 $27,606,775

23 Robert Hryniewicki Washington Fine Properties 5 5 10 $26,869,250

24 Melinda Estridge Long & Foster Real Estate 18.5 22 40.5 $26,077,100

25 Russell Firestone TTR Sotheby's International Realty 6 10 16 $25,858,500

26 Lilian Jorgenson Long & Foster Real Estate 20 4 24 $25,728,000

27 nathan Guggenheim Washington Fine Properties 20.5 20 40.5 $25,263,715

28 Irina Babb RE/MAX Allegiance 27 14 41 $24,115,900

29 Jane Fairweather Coldwell Banker Residential Brokerage 20 6 26 $23,721,400

30 Tamara Kucik W.C. & A.n. Miller, Realtors, A Long & Foster Co. 34 12 46 $23,635,240

31 Sepidah Farivar Keller Williams Realty 4 10 14 $23,268,000

32 Koki Adasi Long & Foster Real Estate 17 28 45 $23,214,801

33 Michael Brennan TTR Sotheby's International Realty 16 4 20 $23,120,500

34 Alejandro Luis Martinez RE/MAX Elite Services 23.5 48 71.5 $22,843,800

35 Eric Stewart Long & Foster Real Estate 28 4 32 $22,631,061

36 Lisa Dubois-Headley RE/MAX By Invitation 17.5 12 29.5 $21,977,500

37 Elaine Koch RE/MAX Metropolitan Realty 24.5 9 33.5 $21,915,300

Disclaimer:  IInformation based on reported numbers to MLS. Numbers not reported to MLS within the date range listed are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually. DC Metro Real Producers does not alter or compile this data, nor claim responsibility for the 
stats reported to/by MLS. Data may vary up to 3%.

FHA/VA  |  JUMBO
1% DOWN CONVENTIONAL
 SELF-EMPLOYED LOANS

 JUMBO LOANS
 INVESTOR LOANS

 FHA/VA DOWN TO 580 CREDIT

2233 Wisconsin Ave NW Ste 232
Washington, DC 20007-4153

NMLS #206900

Chanin Wisler
Mortgage Loan Officer

301-526-0020
chanin@firstwashingtonmortgage.com
www.ChaninWisler.info

Let me help you GROW your business - with more choices for buyers. My experience and
suite of unique products will help you close more purchase transactions this spring.

Taking Your Business 
to New Heights! 

At Stewart, honesty and integrity aren't just words – 
they're the basis for the way we've always done 
business, and always will. From title insurance, to 
closing and escrow services, to mortgage industry 
o�erings, we o�er the expertise and solutions our 
customers need. Want to grow your business? Ask 
us about our o�ine and online marketing tools that 
help our clients gain exposure and do more 
transactions! At Stewart Title, we have you covered!

Stewart Title
10505 Judicial Drive Ste 300, Fairfax, VA 22030
480-203-6452 • www.DCTitleGuy.com Wade Vander Molen

wvander@stewart.com

Offices To Serve You in
Virginia, Maryland, and D.C.

Fairfax • Reston 
Washington, D.C. 

Frederick • Rockville 
Crofton • Towson
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Disclaimer: Information based on reported numbers to MLS. Numbers not reported to MLS within the date range listed are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually. DC Metro Real Producers does not alter or compile this data, nor claim responsibility for the 
stats reported to/by MLS. Data may vary up to 3%.

rank no. agent name office List # sell # total # total $ 

57 Kimberly Cestari W.C. & A.n. Miller, Realtors, A Long & Foster Co. 13 6 19 $18,138,000

58 Daniel Heider TTR Sotheby's International Realty 6 11 17 $18,022,150

59 Chelsea Traylor Redfin Corp 31 1 32 $17,950,804

60 Jonathan Lahey RE/MAX Fine Living 16 31 47 $17,897,695

61 Carlos Garcia Keller Williams Capital Properties 11 9 20 $17,662,667

62 Ginette R. Winston Winston Real Estate, Inc. 14 7 21 $17,656,500

63 Thomas Faison RE/MAX Allegiance 13 5 18 $17,650,423

64 Erich Cabe Compass 11 11 22 $17,620,900

65 Kimberly Casey Washington Fine Properties 9.5 5 14.5 $17,514,965

66 Bradley Rozansky Long & Foster Real Estate 15 3 18 $17,398,850

67 Kara Sheehan Washington Fine Properties 4.5 4 8.5 $17,342,500

68 Margaret Babbington Compass 15 17 32 $17,337,195

69 Todd Vassar Compass 6 12 18 $16,934,100

70 Heidi Hatfield Washington Fine Properties 3.5 4 7.5 $16,904,500

71 Jeffrey Wilson TTR Sotheby's International Realty 5 6 11 $16,782,000

72 Roby Thompson Long & Foster Real Estate 9 10 19 $16,681,250

73 Loic Pritchett TTR Sotheby's International Realty 7.5 12 19.5 $16,437,288

74 Jeremy Lichtenstein RE/MAX Realty Services 14 2 16 $16,286,866

75 Christopher White Long & Foster Real Estate 15 10 25 $16,149,000

toP 100 standings
teams and Individuals Closed Date from Jan. 1 through May 31

McLean Mortgage Corporation | NMLS ID: #99665 (www.nmlsconsumeraccess.org)

rank no. agent name office List # sell # total # total $ 

76 Samuel Dweck Evers & Company Real Estate 4 5 9 $16,085,333

77 Judy Cranford Cranford & Associates 6 16 22 $16,073,000

78 Joel nelson Keller Williams Capital Properties 7 16 23 $15,945,200

79 Ronald Mangas TTR Sothebys International Realty 3.5 4 7.5 $15,880,000

80 Victoria McKinney Keller Williams Realty 8 12 20 $15,860,600

81 Susan Ellis RE/MAX Realty Centre 15 12 27 $15,645,609

82 Kira Epstein Washington Fine Properties 7 13 20 $15,573,100

83 Brittany Patterson TTR Sotheby's International Realty 1 15 16 $15,437,500

84 Timothy Brooks Keller Williams Realty Centre 23 32 55 $15,392,900

85 Lisa Sabelhaus RE/MAX Town Center 21 16 37 $15,254,347

86 Elizabeth Twigg Washington Fine Properties 10 5 15 $15,216,117

87 Victor Llewellyn Long & Foster Real Estate 18 12 30 $15,185,800

88 Robert Carter Century 21 Redwood Realty 15 10 25 $15,132,551

89 Christina O'Donnell RE/MAX By Invitation 4 11 15 $15,044,900

90 James C. Peva Washington Fine Properties 3 2 5 $15,025,000

91 Dianne Van Volkenburg Long & Foster Real Estate 8 5 13 $15,009,000

92 Karen Close Century 21 new Millennium 11 4 15 $14,945,500

93 Seth Turner Compass 6.5 16 22.5 $14,941,438

94 Laura Mensing Long & Foster Real Estate 11 4 15 $14,854,300

95 Elizabeth Lavette Washington Fine Properties 5.5 3 8.5 $14,779,250

96 Mehrnaz Bazargan Redfin Corp 27 2 29 $14,709,349

97 Anne Weir Washington Fine Properties 4 4 8 $14,665,000

98 norman Domingo XRealty.nET 30 1 31 $14,651,100

99 Thomas Buerger Compass 10 11 21 $14,625,281

100 Dana Rice Compass 8 7 15 $14,610,719
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WE’VE GOT YOU COVERED anywhere in the DC Metro area

ALEXANDRIA 
703.519.7600

ANNANDALE 
703.642.6100

ARLINGTON 
703.528.1122

ASHBURN 
703.726.9222

BURKE 
703.239.9600

CENTREVILLE 
703.818.8600

FAIR OAKS 
703.242.9600

FREDERICKSBURG 
540.372.4100

GAINESVILLE 
571.248.8777

LAKE RIDGE 
703.491.9600

LEESBURG 
703.777.1286

LORTON 
703.495.9600

MANASSAS 
703.396.8838

MCLEAN 
703.903.9600

OAKTON 
703.242.9600

RESTON 
703.742.9600

SPRINGFIELD 
703.451.6600

STERLING 
703.421.3300

TYSONS CORNER 
703.506.2986

WARRENTON 
540.316.6206

WINCHESTER 
540.723.0662

VIRGINIA OFFICES

BETHESDA 
301.654.9800

BOWIE 
301.809.0011

COLUMBIA 
410.715.5830

FREDERICK 
301.663.1608

GAITHERSBURG/KENTLANDS 
301.670.2812

NORTH BETHESDA 
301.230.0070

ROCKVILLE 
301.230.0070

SILVER SPRING 
301.680.0200

WALDORF 
301.705.6872

WASHINGTON, D.C. 
202.363.1870

WASHINGTON, D.C. 
202.244.5780

MARYLAND & WASHINGTON, D.C. OFFICES


