
D C  M E T R O

I N F O R M I N G  A N D  I N S P I R I N G  R E A L  E S T A T E  A G E N T S

TOP
200

STANDINGS

MELINDA
ESTRIDGE

MAKING A DIFFERENCE  
Alecia Scott

RISING STAR
Melinda Butterfield

A P R I L  2 0 1 8

IN THE “PEOPLE BUSINESS”

PARTNER SPOTLIGHT
Pat Bowman of Fairway 
Independent Mortgage



2 • April 2018 www.realproducersmag.com • 3



4 • April 2018 www.realproducersmag.com • 5

Publisher’s 
Note

8
Preferred 
Partners

6
Coaching 
Corner by 
Dan Deist

12

Rising 
Star: 

Melinda 
Butterfield

24

C O N T E N TS
TABLE OF 

Partner 
Spotlight: 

Pat 
Bowman

16

Cover 
Story: 

Melinda 
Estridge

26

Golden 
Nuggets

10

Get Seen
In 2018

by
Christina

Daves

14
Making A 

Difference: 
Alecia 
Scott

22

Special 
Events

40

Top 200 
Standings

50
TOP

200
STANDINGS

20
Legal

Hotline
by
Jill

Michaels

34
Google 

Yourself 
by Wade 
Vander 
Molen



6 • April 2018 www.realproducersmag.com • 7

PRINTING, DIRECT

MAIL SERVICES

My Marketing Matters

(301) 590-9700

MyMarketingMatters.com

PUBLIC RELATIONS

AND MARKETING

PR For Anyone

(844) 774-2691

PRForAnyone.com

REMODELING

Pavel Remodeling, LLC

(301) 841-5282

PavelDesignAndBuild.com

STAGING & HOME DESIGN

MK Staging and Design

(301) 657-9795

MKStaging.com

TITLE SERVICES

ATG Title, Inc.

(703) 934-2100

ATGTitle.com

GPN Title, Inc.

(301) 294-4055

GPNTitle.com

Maryland Title Works

(410) 766-4833

MarylandTitleWorks.com

Michaels Title & Escrow

(240) 425-0008

MichaelsTitle.com

RGS Title

(703) 877-7521

RGSTitle.com

Stewart Title and Escrow

(480) 203-6452

DCTitleGuy.com

Title Town Settlements

(301) 840-3910

TitleTownSettlements.com

TRANSACTION

COORDINATOR

Contract2Close Leverage

(301) 944-4908

C2C-Leverage.com

HomeFile Transaction 

Coordination

(202) 847-6931

HomeFile.co

VIDEO SERVICES

HDBros

(540) 840-1388

HDBros.com

Real Estate Video Company

(301) 728-3624

RealEstateVideoCompany.com

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!

APPOINTMENT SETTING

Centralized Showing Service

(913) 948-2442

Showings.com

CARPET CLEANING

Normandy Carpet

(301) 740-2005

NormandyCarpet.com

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

Everything But The House

(571) 585-3816

EBTH.com

FINANCIAL

Commission Express Capital

(443) 302-9595

CommissionExpress.com/Capital

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

FURNITURE RENTAL

Churchill Living

(973) 636-9400

ChurchillLiving.com

GIFTS

Strategic Gifting

(313) 971-8312

StrategicGifting.com

HEATING, AIR AND

PLUMBING

Vito Services

(301) 251-0211

VitoServices.com

HOME BUILDER

Classic Cottages

(703) 256-1400

CCottages.com

HOME INSPECTION

Donofrio Inspections

(703) 771-8374

Donofrioinspections.com

ProTec Inspection Services

(301) 972-8531

ProTec-Inspections.com

Top To Bottom Services

(301) 938-9100

TTBServices.com

HOME MAINTENANCE

Super Home, Inc.

(844) 997-8737

HelloSuper.com

JUNK REMOVAL

123JUNK

(703) 400-7645

123JUNK.com

MORTGAGE

1st Financial, Inc.

Craig Jenkins

(410) 903-6610

Embrace Home Loans

Tina Del Casale

(301) 523-1893

Fairway Independent

Mortgage

Pat Bowman

(301) 641-3436

First Home Mortgage

Rob Mercer

(301) 332-274

First Home Mortgage

Scott Story

(301) 275-8660

First Washington Mortgage

Chanin Wisler

(301) 526-0020

Home Savings & Trust

Mortgage

Derek Harman

(703) 309-4886

MVB Mortgage

Kasey Martin

(301) 452-5217

Towne Bank Mortgage

Richard Early

(301) 332-2184

MOVING COMPANY

Bargain Movers

(301) 685-6789

BargainMoversInc.com

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

Picture Perfect

(301) 788-8871

PicturePerfectLLC.com

Ryan Corvello Photography

(757) 685-2077

CorvelloPhotography.com

PREFERRED PARTNERS

M E E T  T H E  R E A L  P R O D U C E R S  -  D C  M E T R O  T E A M

DISCLAIMER: Any articles included in this publication and/or opinions expressed herein do not necessarily 
reflect the views of N2 Publishing but remain solely those of the author(s). The paid advertisements contained 
within the D.C. Metro Real Producers magazine are not endorsed or recommended by N2 Publishing or the 
publisher. Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business 
practices of these companies.

NOTE: When community events take place, photographers may be present to take photos for that event, and 
they may be used in this publication.

If you are interested in contributing or nominating realtors for 
certain stories, please email us at: 
Kristin.Brindley@RealProducersMag.com.

Kristin Brindley 
Publisher 

Kristin.Brindley@
RealProducersMag.com 

(313) 971-8312

Ellen Buchanan 
Editor

Mikaela Rios 
Staff Writer

Chris Menezes 
Staff Writer

Ryan Corvello 
Photographer

Barry Katz 
Videographer

Bobby Cockerille 
Videographer

Howard Lansat 
Photographer
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Don’t forget to LIKE 
DC Metro Real Producers on Facebook!

Dear Real Producers,

publisher’s note

We just had our first anniversary celebration! We’re grateful for all of you who 
attended and for our wonderful partners who made it possible. This group is the 
best of the best — from our real producers to our partners. Check out the photos 
on Facebook and tag your friends! Pictures will be in our May issue, as well. 

Be on the lookout for our summer event. Announcement coming soon!! This 
one is going to be an especially good time!   

Our Northern Virginia (NoVa) Real Producers publication and events start this 
summer! Lots of exciting things coming up!

With gratitude,

Kristin Brindley
Publisher, DC Metro Real Producers

(313) 971-8312
Kristin.Brindley@realproducersmag.com
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Melinda Estridge
“Schedule everything — every hour, every day, every week and every month... Block time to 
make your calls and do follow-ups and appointments, and schedule vacation and time off at the 
beginning of the year, and then stick to it.”

“It’s worth it to make your database a priority... Keep notes about [your clients’] likes and dislikes, 
their personal situations, their special days, events and family stories. Touch base with your 
clients whenever you can, and at least four times a year.” 

“Always do the right thing. No transaction is worth abandoning your core values.”

Alecia Scott
“Start where your heart tugs you... Volunteer. You can start small by being a table sponsor, 
invite key clients out for a nice evening, and sign your team up for a golf fund-raiser...”

“Team-building through group participation in organizations’ fund-raising events allows the team 
to feel good about giving and making a difference in the community... most of these fund-raisers 
can be sporting tournaments, which gets [your team] out doing something enjoyable together.” 

“I’m pretty sure we are getting as much out of the experience as the people we are trying to serve!”
 
Melinda Butterfield 
“Patience and kindness are key virtues for any agent.”

“I love my clients. I really miss them when we are finished with a transaction, and I don’t see 
them as much. The people are the best part of this business!”

“Get a good mentor, and go for it!”

Presents

Golden Nuggets
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YOUR TEAM/BUSINESS:
You Are Your People

coaching corner

By Dan Deist

Dan Deist is a former Vice President at Fiserv, a 

Fortune 500 company. He is a graduate and mentor to 

the University of Maryland University College Business 

program. He also owns four businesses within 

Montgomery County and is a business coach for the 

Millionaire Inspector Community.  

I’m making an assumption that we’ve all worked at a 
company, or wished we had, that was high performing. 
What makes a team or company perform at a high level, 
and what contributes to their creation of an amazing 
work culture? These companies are able to effortlessly 
draw awesome talent — why? 

I’ve been coaching and helping companies for years, and I’ve 
observed a common denominator: it’s their people, not the world-
class facilities or cool amenities, like an office gym. I can feel it in 
their work atmosphere, and have observed how their employees 
interact with one another and present themselves. 

There are great resources available nowadays that can help 
you predict potential employee behavior, like those defined in 
the Myers-Briggs Type Indicator assessment. Tony Robbins’ 
website has a helpful and FREE behavior assessment tool, based 
on the well-known DISC theory, introduced by William Mouton 

Marston. Take a moment and research both when 
building your team. Surround yourself with those 
individuals that are complementary. When you are 
ready to grow or promote someone from within, 
ask yourself these questions:  

What type of internal and external energy does this 
person project, and do they smile or reflect com-
mon courtesy easily? Do they look others in the eye 
while communicating? My father would ask, “Do 
they have good ‘bedside manner’?”

Does this person value the importance of cul-
ture? Do they fit comfortably into your vision for 
your company’s culture?

Do they allow people to finish speaking? Are they only listening 
for their opportunity to speak? 

If you are considering them as a manager, can you visualize them 
as a role model for new staff?

If you couldn’t answer your phone, would you feel comfortable 
with them answering it? 

I love what Marcus Buckingham, an author and business  
consultant, is credited with saying, “Talent is a multiplier. 
The more energy and attention you invest in it, the greater 
the yield.” I’ve always preached: hire for the person and  
train for the skill. 

Now go build an awesome team and culture!
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GET SEEN IN 2018
By Christina Daves

Christina Daves is the founder of PR For Anyone. She has trained 

thousands of real estate agents in gaining visibility by using 

traditional and social media together for maximum effectiveness. 

Agents she has worked with have appeared in national magazines, 

newspapers, radio, television and blogs. Book your free Business 

Strategy Session with her at www.ChatwithChristina.com, and learn 

more about her at www.ChristinaDaves.com.

Create Great Content — FAST

M
ost people struggle with what content to post on social 
media and in blogs. It’s usually more like throwing spa-
ghetti on the wall and hoping something sticks than post-

ing with a strategy in mind. 

The easiest way to do this is using the traditional and non-tradi-
tional calendars. Look at holidays and what you can relate your 
real estate business to, and then post things about that. Here are 
a few ideas to get you started. I recommend sitting down and 
spending a few hours on this, and just get it done. Then, all you 
have to do is schedule your posts.

Remember that all of this content can be tweaked to create media 
pitches too.

JANUARY – National Organization Month – Content in January 
can be tips for organizing a home before selling and organizing 
finances before selling. You can do a tip a day or a tip a week.

MARCH – National Credit Education Month – This is a great oppor-
tunity to talk about the importance of good credit for loan rates. 
Interview your favorite loan officer about various credit topics. 
What does good credit mean for a loan? Bad credit? How can you 
fix your credit quickly?

APRIL – 15, Tax Day – April is a great month to talk about the tax 
benefits of owning a home. You can also share content about 
owning a second home and what does that mean for taxes. Team 
up with your accountant and interview them about these topics 
and then share the videos throughout the month.

April is also Lawn and Garden Month. Provide tips all month 
about best upgrades for your yard before selling. You can also 
talk about outdoor kitchen areas and pools. Are they a benefit or 
a deterrence when selling? 

AUGUST – 21, Senior Citizens Day – What are the trends of senior 
citizens and real estate? Are they downsizing? Upsizing to make 
room for grandchildren? Purchasing vacation homes? This is a 
great way to highlight your expertise in the real estate market 
with this demographic.

SEPTEMBER – 28, National Good Neighbor Day – This holiday 
epitomizes real estate agents. Content can be all about neigh-
borhoods you specialize in and the local community. Share 
positive stories about what it means to be a good neighbor. 
Hold a contest in an area you specialize in and award a Good 
Neighbor Award and give the award on the 28th. Don’t forget 
to invite the local media!

DECEMBER – 3, Roof Over Your Head Day – This is one of my favor-
ites because I have one child in college and one heading to college. 
What are the statistics of college graduates getting their own roof 
over their head? Are they coming home to their parents? Renting? 
Buying? What is the average age for first-time homebuyers?

This should give you some great ideas to get started. I strongly 
recommend doing as much of this as you can in one sitting. Do 

it yourself or pull your team together. Whatever your resources 
are, just do it! Once it’s done, you have a roadmap, and it’s a 
plan you can use next year, too. You’ll just want to update your 
content a bit.

Having your content laid out for a year in advance is an invalu-
able marketing tool and frees you up to do what you do best 
– real estate.

BARGAIN MOVERSBARGAIN MOVERS
Family Owned & Operated for 35 Years
Customer satisfaction is our priority!

We Guarantee the Date and Time of All Moves!
Mention our ad in

DC Metro Real Producers
for $50 OFF ANY MOVE

BARGAIN MOVERS  301.685.6789
7579 Rickenbacker Drive, Gaithersburg, MD 20879

www.BargainMoversInc.com

•  Residential & Commercial
•  Local & Long-Distance
•  FREE In-home Estimates
•  Custom Requests
•  Last-minute Specialists
•  Full, Partial or Custom
   Packing & Materials

•  Furniture Wrapping
   & Padding Service
•  Crating Services
•  Protective Flooring & Covering
•  Disassembly & Reassembly
•  Short-Term & Long-Term
   Storage Solutions

6 Years In A Row! People Love Us On Yelp!

Established in 1982 and located in Gaithersburg, MD, Bargain Movers
is one of the most trusted local moving companies in the DMV. 
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of Fairway Independent Mortgage

partner spotlight

Pat Bowman 

W hat’s happened in the mortgage industry in the last 
30 years? Interest rates 10 percent or higher. The 
savings and loan crisis. The technology rally. No 

income, no asset loans. Unlimited mortgage product (remember 
sub-prime?) Sustained real estate appreciation. Interest rates at 
3 percent. These are all scenarios that have occurred in the last 
30 years in the mortgage industry, and Pat Bowman, with Fairway 
Independent Mortgage Corporation, has survived and thrived 
in all of these markets. “The changes that have occurred since I 
started in the industry in 1987 are almost comical, at this point. I 
remember vividly the day we got our first fax machine!” Although 
much has changed throughout the years, Pat’s dedication to the 
industry, his clients and to serving others has never wavered.

Pat began his mortgage career as a loan officer with a small 
savings and loan in 1987. He stayed there until 1995, when he 
ventured off with some colleagues and they formed their own 
mortgage company, First Republic Mortgage Corporation. In 
1999, after growing the company to a top 20 regional mortgage 
company with closed loan production of over $1 billion, they 
sold the company to local home builder and mortgage group, 
NVR. From there, Pat accepted an opportunity to lead a branch 
for a large national bank lender for about 15 years, where that 
branch ranked consistently among the top five mortgage origi-
nators in the area.  

However, as the mortgage industry continues to evolve, Pat has 
also made a change. He joined Fairway in 2017 and is beyond 
excited about the opportunity. “The move to Fairway is really the 

best of both worlds. Based on origination volume in 2017, Fairway 
ranks in the top 10 nationally for total volume. However, the best 
part for me is the entrepreneurial spirit that exists at Fairway,” 
he says. “The company is designed to leverage the financial for-
titude and national presence of a large lender, while allowing all 
mortgage-related decisions and processes to be completed on a 
local level. It is a perfect recipe for mortgage success.”  

Pat has always embraced the nuances of the job, where all parties 
are working together to facilitate a new home. “What I find most 
fulfilling about the mortgage industry is really twofold. Obviously, 
the immediate satisfaction of assisting someone in purchasing a 
new home for their family is very rewarding. Every time I receive 
a card or email of thanks from a client, it reinforces how impor-
tant what we do really is for a family.” Pat went on to say that the 
cumulative impact of thousands of successful settlements through-
out his career has afforded him the opportunity to meet so many 
different people and learn about ways to help folks outside of the 
real estate community. That ability to give back to others within 
the community has been a driver for Pat in his career.

To really live that passion, Pat and his wife, Mary Kay, started 
a scholarship fund 12 years ago for an “underprivileged student 
that shows academic promise” at a local elementary school in 
Montgomery County. Pat and Mary Kay thought it was a way to 
give back to a community where they and their children were 
involved. Pat and Mary Kay believed it was a great way for their 
three children, Brett (25), Jack (23), and Bridgid (20), to learn 
about charity and humility at a young age.

Photos by Howard Lansat Photography

Pat Bowman with, from left: Erin Hatfield (underwriter), Jennifer Lasher 
(mortgage processor), and Merary Nunez (mortgage assistant)

Seated: Jennifer Lasher (mortgage processor) and Ernie Castro (reverse mortgage 
consultant). Standing, left to right: Cassandra Compton (Vice President Business 
Development), Erin Hatfield (underwriter), Pat Bowman, Sarah Slotnick (digital marketing 
specialist), and Merary Nunez (mortgage assistant)
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As Pat moves forward in his career, he is opti-
mistic about the opportunities that lie ahead. He 
mentions the technology that Fairway has to offer. 
He is clearly excited about the Fairway Now app 
that he can co-brand with a Realtor, which will, 
essentially, take an application and deliver a pre-
approval letter all from the app. He talks further 
about a new service Fairway has to co-brand 
marketing material with Realtors for open houses, 
but is so robust that it includes information on 
local schools and merchants to assist a prospec-
tive buyer in choosing a new home. He is proud 
that Fairway went live with eClosings in February 
of this year. He believes all of these features will 
only enhance the experience for Realtors and buy-

With over 30 years in the mortgage industry and all of it 

in the Greater Washington, D.C. Metro area, Pat prides 

himself on working closely with every client to find the 

mortgage program and strategy that works best to fit their 

specific situation. To contact Pat Bowman, call  

301-641-3436, email Pat.Bowman@fairwaymc.com, or visit 

him online at fairwayindependentmc.com/Pat-Bowman.

ers, alike. When talking about the future, Pat said, 
“At a motivational seminar I attended, someone 
once said, ‘There is a reason the windshield is 
larger than the rearview mirror. The rearview 
mirror is small, and is for memories and learning 
experiences. The front windshield is where you 
look forward for the opportunities to come.’”

Pat’s attention is firmly fixed on the front  
windshield.

The Bowman Family (Left to right: Jack, Mary Kay, Brett, Bridgid and Pat)

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

 13-00577R
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legal hotline

Disclosure Disclaimervs.

F O R  S E L L E R S
For sellers, disclosure is a different story than it is for real 
producer agents. The seller must fill out the Disclosure/
Disclaimer form, utilizing actual knowledge. They have 
no obligation to do homework to know more in order to 
have the house on the market. However, in Maryland, 
the seller can DISCLAIM everything by crossing out or 
leaving the disclosure portion of the form blank and only 
signing the last portion for disclaiming. The seller cannot 
avoid disclosing latent defects, of course, but are re-
quired to do so only if they have actual knowledge.

By Jill Pogach Michaels, Esq.

Jill Pogach Michaels, managing partner and founder of The Law Offices of Jill Pogach Mi-

chaels, was recently awarded the “Lawyers of Distinction Award” for 2017 for being in the 

top 10 percent of real estate attorneys. As a “Top Lawyer in Maryland” recipient in 2013, 

2015 and 2016 for the highest in ethical standards, Ms. Michaels earned the reputation of 

being the go-to lawyer for residential and commercial contract drafting, disputes, advice 

and legal representation. She teaches residential contracts, ethics and other classes 

throughout the D.C. Metropolitan area to Realtors. In addition, her team of five attorneys 

handles litigation, transactional, employment and criminal law. For more information, 

contact Ms. Michaels personally at 202-253-4393 or email her at Jill@jillmichaelslaw.com.

The standard for defining a latent defect is 
the 2-”H” Defect Test: 

1. Is it hidden? and
2. Is it hazardous or harmful?

D.C. Metro Real Producers know the most common 
examples, of course. These are:

1. Actual knowledge of dangerous mold that  
cannot be seen

2. Carbon monoxide leak, if known
3. The “snake house” scenario (i.e., case of 

Annapolis home infested with snakes)
4. Structural issue that is documented and might 

possibly cause harm

Ninety-nine percent of the time, I recommend 
sellers and real producers, alike, in Maryland: 
DISCLAIM, DISCLAIM, DISCLAIM!

At first blush, there is a fear that buyers and agents 
might think the seller, and sometimes the agent, is 
hiding something. In fact, the seller and the agent 

are trying to do the opposite. Agents who heed my 
seasoned legal advice put a note in the non-public 
remarks stating, “Home inspections are welcome.”

What is the message the seller is sending? 
Inspect the heck out of the property and let us 
know what, if anything, you want — and then 
let the negotiations begin! The buyer essentially 
“assumes the risk” about the condition of the 
property. If they hire a bad inspector and miss 
something, they are hard pressed to say the 
seller knew it and didn’t disclose. The protection 
for the seller and the listing agent of encouraging 
inspections is huge.

A strong legal defense when a buyer tries to 
pursue the seller and/or the agent is the affirma-
tive defense called “assumption of risk.” Simply 
stated, the onus is on the buyer and their home-
work, however thorough or not. This is when I like 
to use one of my favorite expressions: “Too bad, 
so sad.” Even if it turns out to be a latent defect, 
the seller is not accountable unless the seller 
had actual knowledge. The agent’s responsibility, 
reviewed above, remains the same.

In D.C., I recommend the following: When in 
doubt, let it out! Truth in advertising works well! 
But what about the effect on the value? I certainly 
do not recommend putting in MRIS, “hardwood 
floors throughout, gorgeous upgraded kitchen, 
huge yard, mold in basement, call to show…” There 
are places where disclosures can allow the seller 
and agent to point out items that have receipts and 
welcome home inspections so that the defense of 
“assumption of risk” still comes into play. Further, 
explain that because of this issue and that issue and 
the other possible issue equates to the house being 
very well priced with those things considered.

The whole truth-in-advertising concept, in my 
opinion, happened with the pharmaceutical indus-
try. Do you remember the Viagra commercials? 
Husband and wife are watching a movie, and the 
wife dims the lights. The husband turns around, 
and she gives him “the look.” He turns off the TV, 
and they head upstairs. Across the TV screen you 
see in bold, purple letters: “VIAGRA... you may die, 
go blind in one eye, have a heart attack or stroke, 

develop restless leg syndrome, be caught in a most 
embarrassing and painful position for four or more 
hours and need to proceed to the nearest emer-
gency room,” etc. Then, it slowly says, “VIAGRA... 
ask your doctor.” Guess what? The disclosures have 
NOT affected the value or sales! Truth in advertis-
ing shows good faith and provides a sense, for the 
buyer, that they know what they are getting into. 
Truth and fairness do sell houses!

My Legal Hotline tip of the month is that 
sellers and buyers should always purchase 
a home warranty. No one sues over a $100 
deductible. (The odds are really good on this 
one.) And no one is filing a mediation complaint 
for $500 if they use the MAR contract. The home 
warranty is also outstanding protection for the 
seller who only finds out, for example, that the 
hot water heater is leaking and may need to be 
replaced in the middle of home inspection negotia-
tions. For a $100 deductible, the seller may be able 
to get it repaired and/or replaced without killing 
the deal or financially changing the stakes.

In D.C., I recommend the following: When in doubt, let it 
out! Truth in advertising works well! But what about the 
effect on the value? I certainly do not recommend putting 
in MRIS, “hardwood floors throughout, gorgeous upgraded 
kitchen, huge yard, mold in basement, call to show…”
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making a difference

Alecia Scott has a long steady career as a Realtor®. 
She has an estimated career volume of $250 million 
in sales and a total volume of $40-$41 million last 
year, alone. Just as big as her numbers, though, is 
her impact in the community from the charities and 
foundations she wholeheartedly supports. 

Alecia and her husband, Robert Scott, founded 
the Scott Team International Tribe, which aims to 
improve the wellbeing of people in the community. 
They have been loyal supporters of several charities 
over the course of Alecia’s 17-year-long career as a 
Realtor®. Some of the organizations that Scott Team 
International Tribe supports are CCI Health and Well-
ness, Community Bridges, AFS, Silver Spring YMCA, 
Crossroads Freedom Center, Habitat Local Build, Co-
alition for the Homeless, and SEEC—an organization 
that supports disabled members of the community.

Alecia and Robert have three children: Olivia, who 
has been on the team with Alecia and Robert for 
the last four years, and Octavia, who is “into plants 
and science” and is pursuing a degree in Parks and 
Recreational Management. Alecia says that she and 
Robert are both heavily involved with charities - 
and that Robert has a “big servant heart.” Robert is 
the chairman of the board of directors of the Silver 
Spring Chamber, the chair of quality assurance 
committee of the board of directors for Crossroads 
Freedom Center, the director of the board and chair 
of the events committee for the YMCA, and, together 
with Alecia, the Liaison of AFS. Alecia and Robert 
have hosted 10 exchange students, through AFS, 
over the past ten years and have built connections 
worldwide. Their drive and commitment has fueled 
the Scott Team International Tribe, which has raised 
a whopping $50,000 over the past 4 to 5 years for 
the many charities they support, combined. 

“For the past four years, we do what we call a local 
charity spotlight. The charity organization attends 
our client appreciation event, we give them the plat-
form and present the work of the organization as we 
offer a Scott Team match, dollar for dollar. It’s been 

successful and very well received, we can raise a nice chunk of cash for a good 
cause, while also thanking our clients for their business.” 

For Realtors® who want to get involved in charitable efforts, but haven’t yet 
taken the plunge, or don’t know how to get started, Alecia recommends, “Start 
where your heart tugs you... Volunteer. You can start small by being a table 
sponsor, invite key clients out for a nice evening and sign your team up for a 
golf fundraiser.  Start small; use your resources and marketing. You are already 
spending money on creative ways to build relationships and grow from there. 
If you’re a solo agent, adopt a classroom in a needy part of the county and do 
school and coat drives. Be on call for that teacher as a means of support for 
those little extras, paper products, and hand sanitizers.”

The first step, she says, is to “pick an organization that inspires you. Second, 
attend some of their fundraisers and get to know the staff and participants. Vol-
unteer where you can, and join the board if your schedule allows. This is where 
you will meet your key people. These organizations are looking for influenc-
ers who can chair events. We attend the fundraising galas as a team, sponsor 
tables, buy auction items, and participate in donations collectively.”

Alecia believes that team building through group participation in 
organizations’ fundraising events makes the team feel good about 
giving and making a difference in the community. Participat-
ing and volunteering fosters team bonding, she says, especially 
since most of the fundraisers are  sporting tournaments which 
gets them out doing something enjoyable together. Their favorite 
fundraisers are the SEEC annual softball tournament and Silver 
Spring YMCA golf events.

The events the Scott Team organizes for the charities they sup-
port promote healthy activities and raise awareness of wellness 
in the community. They cater big events where they would meet 
potential clients who also support their cause. Supporting the 
same charity enables the Scott Team to build deeper relation-
ships and connections with clients. 

How do Alecia and Robert find time for so much charity work? 
With unwavering support from their family and team. “I had an 
epiphany that I could give back to my family and the community 
by continuing with my husband the work he had already begun 
through his business relationships. Along the way, the family and 
the team have become involved, too. It’s been a great reminder that 
so much of life is caught, not taught. With the team building and 
the times we get together as a family to serve the community... I’m 
pretty sure we are getting as much out of the experience as the 
people we are trying to serve!”

Left to right: Casey Dowling (Marketing Coordinator), Joy Harvey (Realtor), Alecia Scott (Team Leader and Realtor), Olivia Fenton (Realtor), and Drew Lowe (Realtor)

Robert and Alecia Scott

Photos by Ryan Corvello Photography
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onsider, first, that being a stranger in a strange land 
teaches the importance of family. In new surroundings, 
family can be a great source of love and support. For 

Melinda this was true then and is true also today. 

Twenty years ago, she married Paul Butterfield, longtime real es-
tate agent and RE/MAX Lifetime Achievement Award recipient, 
her “dream come true and best friend forever.” Together, they 
have three children, Brooke (19), Lucy (16) and James (15), each 
of whom has talents and traits that make them both very proud.

It was for her family that Melinda entered real estate, but that 
story comes later.

Moving frequently can teach resilience and good sensibility. In 
real estate, a great agent will adapt to all manner of situations, 
facing challenges quickly, calmly and effectively. Melinda reports 
with pride, “It has been very satisfying to solve big and small 
problems that helped get my clients to the settlement table.” 
Simultaneously, she is “excited by the opportunity to learn some-
thing new every day.”

Melinda was inspired recently by a fellow colleague who exhib-
ited an impressive level of patience managing some needy clients. 

MELINDA  
Butterfield

rising star

Growing up in a military 

family, Melinda Butterfield 

moved every three years 

and lived all over the 

world. No matter where 

they lived, her parents 

made their house a home. 

Her happy family life and 

successful approach to real 

estate have been shaped 

by these many moves. 

C
As a former massage therapist, she believes “patience and kind-
ness are key virtues for any agent.” Being a mother has helped 
her to develop these virtues and it is her intention “to embody a 
peaceful, centered disposition throughout the day.”  

Another set of skills Melinda gained from living all over the world 
is her ability to appreciate people and make friends quickly. “I 
have genuine care for others,” Melinda says. “I love my clients,” 
she smiles, with modest affection. “I really miss them when we 
are finished with a transaction and I don’t see them as much. The 
people are the best part of this business!”

Melinda knows firsthand how important a caring professional can 
be to a family that is new to town or just to the neighborhood. 
She says her propensity to make fast connections with clients 
“makes me different. I’ve had to reel myself in. In fact, I used to 
hug my clients too quickly! I just like people! It’s a strength that I 
am learning how to hone to serve this community best!”  

A frequent mover also has to learn to communicate well. Melinda 
sees successful communication as one of the most important 
skills of all. Working to foster an environment of understanding 
and having excellent negotiation skills are top priorities for her. 
She calls communicating effectively her “greatest challenge and 
biggest growing edge.” 

“I’ve had some strong-willed clients,” 
Melinda shares. “They had to do it 
‘their way.’ I am strong-willed also, 
so it’s been a profound experience to 
learn to guide people, but also to let 
go of a specific outcome.” Today, she 
is dedicated to “providing her clients 
with great information and advice so 
they can be empowered to make good 
choices every step of the way.”  

For years, Melinda watched Paul have 
great success in the real estate indus-
try. His family has been serving the local real estate community 
for over 60 years. Being “steeped in the industry” opened her 
eyes to the opportunity to start a new career.

Melinda was working as a massage therapist but, she says, “Paul 
encouraged me for a long time to become an agent. He saw that 
I had the perseverance and great people skills needed to be suc-
cessful.” When they looked at their family’s budget, needs and 
goals, they quickly realized, “the income I was earning wouldn’t 
be enough to support what we saw our future would demand, so 
it was a family choice that caused me to enter into real estate. 
With Paul and I at the helm, The Butterfield Group was born.” 

Today, Melinda is making a big difference for her family. “I 
am willing to work hard, and I do. It’s a rewarding career on 
many levels and so nice to reap the benefits monetarily as 
well,” she declares.

Outside of work and family, Melinda is a member of Rotary In-
ternational. “Our mission is to make the world a better place, and 
our motto is ‘service above self,’” she says. She applies that con-
viction to the real estate profession. “Let’s work together. Let’s be 
nice to each other. Let’s get the job done for our people.” 

Melinda credits her parents, Mike and Kathy Thompson, for 
having “modeled a strong work ethic and instilled in me a desire 
to ‘do my best and go the extra mile.’” She now models this for 
any new agent who is watching. She suggests, “Get yourself a 
good mentor and go for it!”
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Paul and Melinda Butterfield

The Butterfield and Thompson Clan. Left to right: Mike Thompson; James, 
Brooke, Lucy, Paul and Melinda Butterfield; and Kathy Thompson

Left to right: Lucy, Melinda, Paul, Brooke, and James Butterfield
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goals. Along the way, you must manage your 
stress and, to a large extent, the stress of others.” 
Melinda attributes her success today to “wowing 
clients with great staging, superior pricing strat-
egies, helping them get top dollar, and helping 
them simply achieve their goals.”

Melinda says she’s learned a lifetime of lessons. 
“I wish I’d started my comprehensive client 
database a lot earlier,” she reflects. She encour-
ages new agents to start now. “It’s worth it to 
make your database a priority,” she says. “This 
will help with the important mission of staying in 
touch with your clients. Keep notes about their 
likes and dislikes, their personal situations, their 
special days, events and family stories.” 

How times have changed! “We’ve 
morphed into a rich, technology-
based profession, full of information, 
graphics, video and instant communi-
cation,” says Melinda Estridge, of The 
Estridge Group of Long and Foster 
Real Estate. She’s seen significant 
changes in the real estate industry in 
the last four decades, but at its core, 
“it’s still a people business.” 

Melinda entered this “people busi-
ness” in 1978 as “a segue,” she says. 
“It was kind of a trial route that 
became very interesting, rewarding, 
and lucrative. “Naturally, I quickly 
became hooked.”

Real estate is very different from her 
initial path. “College and law school 
were very rewarding,” she recalls. 
“Education opens your eyes and chal-
lenges you mentally.” She considers 
her previous education and work 
experience as “stepping stones on my 
way to figuring out what I wanted to 
be when I grew up.”

Figure it out, she did. Real estate is 
a career that suits Melinda Estridge, 
as evidenced by her career volume 
of over $1.5 billion. In 2017 alone, 
she and her team did over $67 mil-
lion. “We have a small group, but 
all of us work hard and share in our 
success,” she says.

Melinda attributes her success to a 
good early role model. She says her 
mother, who passed away with her 
third bout with cancer a few years 
ago, was a huge influence on her 
life. “She worked outside the home 
for 53 years and became a senior 
vice president and money manager 
for the oldest stock brokerage firm 
in D.C., Folger, Nolan, Fleming, and 
Douglas. She started in the 1950s as 
an assistant for one of the princi-
pals of the company and worked her 
way up the ladder. In her day, that 
was triumphant for a woman.  
This was an all-male, old-school  
organization, and she was beloved 
by all. I still hear from her office 
and clients how much they miss 
her. She influenced many lives. I am 
forever grateful.” 

Watching her mother succeed in 
a man’s profession set quite the 
example for Melinda. “She was my 
role model. She rose with respect 
and integrity, and did not ruffle 
feathers. I was so proud of her, and 
her example taught me there are no 
limitations for success.” Success, 
according to Melinda, “is reaching 
both your personal and professional 

Photos by Ryan Corvello Photography

MELINDA  ESTRIDGE In The “People Business”
IMAGINE IT’S 1978. 
YOU’RE A REAL ESTATE 
AGENT. THERE ARE NO 
COMPUTERS, FAXES, 
EMAILS OR PHOTOCOPIERS. 
WITHOUT COMPUTERS OR 
CELL PHONES, THERE’S 
NO LUXURY OF WORKING 
FROM HOME.

The Estridge Group
Left to right: Bob O’Toole, Melinda Estridge, Scott Sachs,  
Caroline Aslan, Eric Goldstein and Daniel Schuler

Melinda at surprise party thrown for 
her by The Estridge Group on Feb. 1, 
2018, celebrating her 40th year in the 
business.
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Melinda’s database is now over 8,000 contacts and growing. She 
admits, “It may be time-consuming to maintain the database, but 
it pays off professionally and personally.”

Once you have a database, “use it,” urges Melinda. “Touch base 
with your clients whenever you can, and at least four times a 
year.” Any agent knows that life and work get hectic, but “make it 
a priority,” urges Melinda.

She has more sage wisdom, having to do with integrity. “Be the 
agent you’d like to work with,” she says. “You want to work with 
honest, kind and helpful colleagues who are people of their word 
that you know you can count on. Be that person.”

Most importantly, “Always do the right thing,” she states. “No 
transaction is worth abandoning your core values.” 

Although technology has helped increase productivity and ef-
ficiency, life seems to be more complicated in this new century. 
Melinda has a technique to “use time more effectively,” because, 
as she wisely pontificates, “the one thing you can’t make more of 
is time, but you can make the time you have count!”

How does she recommend agents control their time and not 
be over-scheduled? The answer may seem counter-intuitive. 
“Schedule everything — every hour, every day, every week and 
every month,” Melinda states. “This is not to be overly control-
ling but to be productive and healthy. Block time to make your 
calls and do follow-ups and appointments, and schedule vacation 
and time off at the beginning of the year, and then stick to it.”

There’s a saying: “Work hard, play hard.” Melinda subscribes 
to this belief. Hence, she adheres to strict scheduling, to 
include time for personal things, such as “yourself, family, and 
your community,” she says. 

Melinda Estridge is married to Bob O’Toole, whom she describes 
as her “best friend.” This weaving of professional and personal 
lives works, she says, “because we set goals and boundaries.” 
Together, they delight in traveling the world, enjoying good 
food and wine, which Melinda says “is made all the better with 
friends and family.”

Involvement in her community is extremely important. “Not only 
do Realtors® sell homes, we sell quality of life, which is why I 
support Habitat for Humanity,” she says. She also supports Rock 
Creek Conservancy, the Hillwood Museum, Women for Women 
International, and sponsors African women to finish their educa-
tion, thereby improving their lives and prospects. “Empowering 
women will improve the world,” she declares.

Giving back is very much a part of who Melinda is, which is why 
she’s so active with charities and mentoring other agents, especially 
her team. “The success of my group and the rewards of gratitude are 
more satisfying than plaques, awards or being number one,” she says. 
“If you are inspired by being successful in your own right, the feeling 
sustains you and you will share in the joy of others’ success as well.” 

Four decades in real estate yields wisdom and expertise. Being 
nimble and evolving along the way ensures continued growth 
and success. Melinda Estridge is the embodiment of these, while 
holding steadfast to the knowledge that real estate is about the 
clients she serves. After all, she’s in the people business. 

The Estridge Group has a lot of fun together!

313-971-8312   •  Kristin@StrategicGifting.com

Gifts That Make You Unforgettable

The Kristin Brindley Team

With Gratitude

Wonderful Closing and Referral Gifts. 
Also Great as A+ Client and Team Gifts!

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

COLD FOR 24 HRS
HOT FOR 12 HOURS

Want Branded
Gifts?
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Carpet | Hardwood | Ceramic | Laminate | Vinyl | Stair Rails | Fireplace Surrounds | Sand & Finish | Bathroom Remodeling

Immediate Installation   |   Millions of Square Feet of Flooring In-Stock
WWW.FLOORMAX.US.COM

ASPEN HILL
301.460.4100

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 
effi cient and economical way possible!”  

Peg Mancuso
President, 2016 Greater Capital Area 
Association of Realtors

FLOORMAX HELPS REALTORS SELL HOMES FASTER!

The DC Area’s Premier Flooring Retailer 
for over 32 Years.

Michaels Title & Escrow is a full-service
title company proudly offering real estate

closing services in MD, DC and VA.

170 Rollins Ave, 1st Floor, Rockville, MD 20852 
240-425-0008  |  www.michaelstitle.com

Celebrating 10 years in business! 
WHY TOP PRODUCERS CLOSE WITH MICHAELS TITLE?

Seasoned International Settlement Team. We speak Spanish,
Italian, Portuguese, Hebrew, Korean, Mandarin Chinese 
and Taiwanese. 

Boutique Service

Award-winning, woman-owned small business of attorney
Jill Pogach Michaels, Esq.

It is our belief that helping others in a meaningful way
through dedicating our resources and time is vital
to the community.
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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

words by wade

BY GOOGLING YOUR NAME
PROTECT YOUR REAL ESTATE BRAND

Do you ever take the time to Google 

your own name? Some might consider 

it “vain” to Google your own name, 

but when you’re a real estate agent 

it is important! You work hard to 

promote and sell your “brand,” but 

you also need to protect that brand 

and reputation by knowing what is 

being said about you online, who 

is saying it, and why. In this day 

and age, virtually anyone can say 

whatever they want on social media 

channels, videos or websites. When 

people have a positive or negative 

experience, they have no problem 

telling the world about it. It took years 

for you to build your brand; let’s 

explore ways to protect it.

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

MONITOR YOUR ONLINE CONTENT
I talk to Realtors® about setting up a good real estate website 
and creating effective content, but you also need to monitor 
that content and feedback to make sure others aren’t stealing 
your information and posting it elsewhere without giving you 
credit. Yes, this happens. 
 
One of the best things you can do is to set up “Google Alerts” 
for certain keywords or phrases. For instance, you can set up 
Google Alerts for your name, your brand, your website URL, 
your real estate farm, and other keywords that are relevant 
to you and your business. Google Alerts are free to set up, so 
check them out. 
 

OTHER REASONS TO GOOGLE YOUR NAME:
Bad review. 
A client didn’t have the best real estate experience, so he/she de-
cided to go online and mess up that 5-star Zillow or Yelp rating. 
What did they say that was so bad?
 
Past issues. 
You had a “not so proud” incident happen in your past (possibly 
college) and, for some reason, that incident shows up online. 
When you search your name... there it is!
 
Mentioned online and didn’t know it. 
You came across a blog or video, and you or your brand was men-
tioned. Whether positive or negative, you should want to know 
when this happens. Thank the person for the positive mention, 
and address the negative mention.
 

Stolen online content. 
As stated above, this is HUGE. If a person or company steals your 
online content, photos, listing pictures, or videos and uses them 
as their own, that needs to be addressed right away.

Regardless of how vain it might seem to Google your own name, it 
is very important in the real estate business. Doing all you can to 
protect your brand and reputation is very important, as it only takes 
a short time to tear down something that took a long time to build. 

Setting up Google Alerts is a great way to monitor any men-
tions of you and your brand. It is peace of mind knowing that 
if something is said, either positive or negative, you will be 
notified. I suggest setting up a reminder to Google your own 
name every quarter to see if there is anything else out there 
you didn’t know existed.
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Top 1% Mortgage Originator in America 2013-2016
Mortgage Executive Magazine

ROB MERCER
Branch Manager

Office: 240-479-2302
Cell: 301-332-2745

RMercer@firsthome.com
www.robmercermortgage.com

www.firsthome.com
NMLS ID #147453

We Put People First

Rob brings over 29 years of experience in the mortgage business as a loan officer and branch manager

First Home Mortgage Corporation NMLS ID #71603 (www.nmlsconsumeraccess.org) Rob Mercer, a licensed MLO in DE, DC, MD, VA. 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

Serving the
Washington D.C.

Metro Area
Since 2007

(301) 657-9795 
www.MKStaging.com

Let us make your next listing
feel like their next home

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
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• Onsite Estate & Downsizing Sales
• Online Consignment Auctions
• Consignment Liquidation Warehouse
• Staging & Updating
• Property Cleanout 
• Seniors’ & 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 301-332-5585
Lots of Info at EstateMAX.net  |  EstateMaxSells@Gmail.com

Award Winning Services!
20 Years DC Metro

• Boomers • Seniors
• Estates

10% OFF Seniors’ Discount

LIVING ESTATE SOLUTIONSLIVING ESTATE SOLUTIONSLIVING ESTATE SOLUTIONS
ESTATE SALES &ESTATE SALES &ESTATE SALES &

List. Show. 
Sell. Repeat.

Manage your sales opportunities 
more effectively.

Showings.com

Contact Bob Russell
443-621-4545
robertr@Showings.com

Excellent personal service & digital tools. CSS

Top agents improve their income by efficiently 
managing their showing activity.  Multiply your efforts 
and increase productivity through the use of people and 
technology. Time saved by using CSS, Showings.com and 
the CSS Mobile App enables you to be more effective 
which leads to increased home sales. 

EXPERIENCE THE
CHURCHILL DIFFERENCE!
Furnished Apartments
Churchill Living is a premier source for fully furnished 
apartments for business travelers, corporations, vacationers 
and families needing temporary housing.  We have 
the distinction of being the only provider with our own 
expansive inventory of high-end furniture and housewares, 
allowing us to design each residence with the finest-quality 
decor in the industry.

Furniture Rental
Churchill Living Furniture Rental offers the largest selection 
of modern, luxury furniture and accessories in the industry. 
Our showroom-quality furniture is favored by some of the 
nation’s top Real Estate brokers, stagers and designers, 
and has been included in many award-winning designer 
showcases.

For more information, please contact:
Susan Featherstone-Schemm

443-280-1801  |  SusanS@ChurchillLiving.com
www.ChurchillLiving.com

- 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

Call Rick Tancreto for more information 

443-302-9595
Commission Express Capital | Commission Express Chesapeake 

2138 Priest Bridge Court, Suite One, Crofton, MD 21114 
RickTancreto@gmail.com | www.commissionexpress.com/capital

Receive your commissions
before closing

with a commission advance.

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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EXCLUSIVE REVEAL  
ABINGDON ESTATES By Classic Cottages

HELD FEBRUARY 15,  2018

S N E A K  P E E KS N E A K  P E E K

special events

Thank you so much to all our partners who made it out to 
our Sneak Peak/Exclusive Reveal at the brand-new Abingdon 
Estates, located in Arlington, Virginia, on February 15th. A 
special shout-out to all the agents who attended. We had a 
fabulous time and hope you did, as well.

Congratulations to all our raffle winners — there were over 
$2,000 in fantastic prizes provided by our wonderful partners. A 
warm “thank you” to our very gracious host, Classic Cottages, for 
providing a gorgeous, brand-new property as a venue, delicious 
food and wine. Thanks to KO Distilling for a delightful whiskey 
and bourbon tasting.

If you missed us at this event, be sure you don’t miss the next one! 
For information regarding all DC Metro Real Producers events, 
email us at Events@dcmetrorealproducers.com. 

Finally, a big thank you to our amazing event sponsor, Monica 
Sulaimani, of ATG Title, for your generous support.

Dan Deist, Michelle Hopkin, and Lexy Krause Tina Del Casale, Richard Early, and Aaron Browning

Jessica Stanley and Dilyana Mazur

Left to right: Jennifer Lynch, Kyle Toomey, Nicole Canole, Will Lawrence Left to right: Monica Sulaimani and Liliana Andrade

The Classic Cottages Team

Tina Del Casale and JP Montalvan
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First Anniversary Celebration

Held March 22

 
What an amazing gathering! 
We had an awesome time at 
our First-Anniversary Celebra-
tion on March 22. It was great 
seeing everyone at the beau-
tiful estate in Potomac, MD. 
Pictures available in our May 
issue. Visit us on Facebook to 
see more pictures and a video 
from the event.

Upcoming Events

A fantastic event is coming up 
in June! Be on the lookout for 
your exclusive invitation.

Keri Shull Team From left: Carl Pruschowsky, Sam Joyce,  Aaron Browning, Ben Elkins, Cathy Sheedfar

Left to right: Dilyana Mazur, Donna Seeker, Chanin Wisler

From left: Lexy Krause, Michelle Hopkin, Pat Bowman Left to right: Adele Branthover, Keri Shull, Karen Briscoe

Tyler Marrin and Audrey Shay

KO Distilling

Keri Shull and Kristin Brindley

Left to right: Rob Mercer and Jim Patton

Kristin Brindley and Dan DeistJonathan Lahey and JP Montalvan

Will Lawrence, Nicole Canole, Jennifer Lynch

KO Distilling

Adele Branthover
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HELP YOUR CLIENTS 
DOWNSIZE WITH EBTH

EVERYTHING BUT THE HOUSE has transformed 

traditional estate sales into an online auction 

experience generating up to 3 times more revenue 

on EBTH.com. Whether your client is looking to 

downsize or sell the contents of an entire estate, 

EBTH makes the process easy and profitable.

Visit  MY.EBTH.COM/REALPRODUCERS or cal l  (410)807-8216

WE’VE GOT YOUR BACK (OFFICE)!

TAKING YOUR BUSINESS
TO THE NEXT LEVEL

Excited to serve successful Realtors in 
the Washington, DC Metropolitan Area!

Local to the Washington DC 
Metropolitan Area 

Services are provided by licensed real 
estate agents, well versed in the local 
market and state/local laws and 
contract requirements.

SANDI THOMPSON 
Owner/General Manager

CONTRACT2CLOSE LEVERAGE 
(301) 944-4908 

12154 Darnestown Road, Suite 408 
North Potomac, MD 20878 

Contract2Close@alias-us.com 
www.C2C-Leverage.com

NOW OFFERING • Concierge Services (Marketing) 
• Pre-Listing to Contract • Transaction Management 

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

It’s Furnace Check Up Time! 
Book Your                Furnace Check Up Today!

We are your experts for all these great services:

Get a New Furnace
Installed Starting

at $2995

!

to help your clients. When it comes to 

moving 'stuff let us help your sellers sort 

the trash from the treasure. With 

patience and fairness, we ll uncover 

dusty memories and find their old things

a new home and get that house EMPTY!
!

240-207-3783 Curiosityconsignment.com 9870 Main St Damascus, MD 20872

DEREK HARMAN
HOME SAVINGS & TRUST MORTGAGE

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

Home Savings
& Trust Mortgage

DEREK HARMAN with

Exceptional Loan O�cer
“Our �rst experience with Derek was awesome. Derek was recommended by our great real estate agent and he showed us he was 
honestly there to help. Not only was Derek was extremely e�cient and professional, but he was also very friendly. He was 

responsive, and was honest with us about any hurdles to overcome in the �nancing process. He got us a better rate than our current lender and did 
everything in his power to get the closing on time. De�nitely, he helped make the buying process of our new property painless. We would not only not 
hesitate to work with Derek in the future, but we would highly recommend him to anybody. �anks so much, Derek, for the excellent work!” 
—Moustapha and Massandje, Clarksburg, MD, 8/5/2017

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

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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Providing Professional Real Estate Title Services in Maryland since 1997
 Hands-on Approach

 Client-first Philosophy

 We Follow ALTA Best Practices

Maryland Title Works Unlimited is a full-service, residential and commercial Real Estate Title, Escrow and 
Settlement company that has been serving the people and businesses of Maryland since 1997. Laura Burd 
and Christy Fratta have been close friends since 1974 and both began their careers at PaineWebber 
Mortgage Finance in 1992. Laura shifted to the title side of the business in 1994. Joining forces to combine 
Laura’s title knowledge and Christy’s mortgage, especially settlement, expertise in 1997, Maryland Title 
Works Unlimited was born. We are wholly women-owned and proud of it! 

Our goal is to ensure that each party involved in the transaction is comfortable and 
informed throughout the entire closing process.

We love our clients!

Maryland Title Works Unlimited
10304A Baltimore National Pike, Ellicott City, MD 21042
(410) 766-4833
www.marylandtitleworks.com

Carpet, Upholstery, Tile & Grout Cleaning
Carpet Stretching • Truck-mounted Steam Cleaning

Laminate Flooring In Many Colors  •  In-plant Rug Cleaning & Repair
We Custom-style Rugs & Carpets

Serving the Maryland, Northern Virginia & Washington, D.C. area  | 40 Years of Service
"Carpet cleaning -  Last minute call-techs arrived on time and did a great job. I have

used Normandy for years. They are always superb." -Sanara Vince, Washington, D.C. 

YOU CAN DEPEND ON OUR SPOTLESS REPUTATION!

HOURS: M-F, 8:30 AM - 5:00 PM
7621 Rickenbacker Drive #100

Gaithersburg, MD 20879

(301) 740-2005
Info@normandycarpet.com

www.normandycarpet.com

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

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

S U B S C R I B E  T O

If you would like a monthly subscription to this 
publication or would like extra copies of any of 
our issues, please email us at  

Kristin.Brindley@RealProducersMag.com.

D C  M E T R O
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it’s as easy as point and pick up
Just point to the junk and let uniformed 123JUNK drivers pick it up.  We load, haul and dispose of your 

junk responsibly using the eco-friendly 1-2-3 Disposal Process everyones talking about.

No-Brainer Pricing
123JUNK charges a flat fee based on volume.  Fuel, labor, disposal fees, donation deliveries–it’s all in 

there, and you’ll know the price before we begin.  We’ll even provide receipts for tax-deductible donations!

Proudly Serving DC, MD & VA

800-364-5778
www.123junk.com

Have JUNK? We can help!

“Picture Perfect, LLC makes my life easier! I don’t have to 
worry about marketing my listings, since Chris does it for me. 
Their top-notch photos are light, bright and wide-angled, and 
their new 3D Matterport tours are leading edge. I couldn’t 
ask for better photographers and marketing experts.”
 – Chris Reeder, Long & Foster Real Estate

Our Tours:
•  MLS compliant. We can control every element on the tour. 
•  Come with branded, MLS compliant (IDX) and a full-screen, no branding link. 
•  Automatically uploaded to Realtor.com
•  YouTube video version included with each tour
•  Completely web-based. Work on any platform. Viewers can use any browser or mobile phone. 

ChrisCrummitt@gmail.com | 301.788.8871 | www.pictureperfectllc.com

Picture
Perfect, LLC

Virtual Staging Social Media Blast Drone Photography

Brochures/Flyers

3D Matterport Tours Virtual Tours
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TOP 200 STANDINGS

Rank Agent Office List # Sell # Total 

#

Total $ 

1 Mark McFadden Washington Fine Properties, LLC 2.5 2 4.5 $29,638,000

2 Keri Shull Optime Realty 18 18 36 $24,718,653

3 David Getson Compass 7.5 25 32.5 $21,981,282

4 Nancy Taylor Bubes Washington Fine Properties, LLC 4.5 4 8.5 $20,852,500

5 John Kirk Tower Hill Realty 31 1 32 $14,327,699

6 Nurit Coombe RE/MAX Elite Services 3.5 10 13.5 $13,605,000

7 Barak Sky Long & Foster Real Estate, Inc. 7.5 12 19.5 $13,179,400

8 Jennifer Smira Compass 10.5 7 17.5 $12,977,000

9 David Mayhood The Mayhood Company 7.5 2 9 $12,487,600

10 Jay Day Real Estate Teams, LLC 17.5 11 28.5 $12,228,286

11 Carolyn Sappenfield RE/MAX Realty Services 5 2 7 $11,845,000

12 Phyllis Patterson TTR Sotheby's International Realty 10.5 4 14.5 $11,624,400

13 Sue Goodhart McEnearney Associates, Inc. 7.5 9 16 $11,617,250

14 Lois Watts-Venners Eastbanc Marketing, LLC 5 1 6 $11,613,454

15 Noble Davis RE/MAX Supreme 2 2 4 $11,564,000

16 Jennifer Walker McEnearney Associates, Inc. 8 8 16 $11,097,336

17 Alejandro Luis Martinez RE/MAX Elite Services 14.5 18 32.5 $10,383,150

18 Anne Killeen Washington Fine Properties, LLC 7 2 9 $10,350,000

19 Kate Hanley Urban Pace, a Long & Foster Company 16.5 2 18.5 $9,868,800

20 Tyler Jeffrey Washington Fine Properties, LLC 1 10 11 $9,583,200

21 Russell Firestone TTR Sotheby's International Realty 2 3 5 $9,390,400

22 Michael Rankin TTR Sotheby's International Realty 2 3 5 $8,814,500

23 Kimberly Gibson Washington Fine Properties, LLC 1 3 4 $8,605,000

24 Christine Reeder Long & Foster Real Estate, Inc. 14 12 26 $8,479,321

25 Erich Cabe Compass 1.5 8 9.5 $8,047,000

26 Brian Wilson Wilson Realty Group, Inc. 16 0 16 $7,904,500

27 Elizabeth Lucchesi Long & Foster Real Estate, Inc. 4 5 9 $7,714,230

28 Jeremy Browne TTR Sotheby's International Realty 4 4 8 $7,662,500

29 Fouad Talout Long & Foster Real Estate, Inc. 2.5 2 4.5 $7,581,500

30 Kimberly Cestari Long & Foster Real Estate, Inc. 8 2 10 $7,500,000

31 Sebastien Courret Compass 3 9 12 $7,462,599

32 Tom Francis Keller Williams Realty 3 5 8 $7,292,000

33 James Coley Long & Foster Real Estate, Inc 3.5 7 10.5 $7,279,000

34 Leyla Phelan Coldwell Banker Residential Brokerage 2.5 3 5.5 $7,206,000

Rank Agent Office List # Sell # Total 

#

Total $ 

35 Nathan Guggenheim Washington Fine Properties, LLC 2 9 11 $7,181,900

36 Margaret Babbington Compass 5 10 15 $7,039,787

37 Robert Sanders TTR Sotheby's International Realty 6 3 9 $6,935,602

38 Bradley Rozansky Long & Foster Real Estate, Inc. 8 0 8 $6,934,900

39 Jeffrey Wilson TTR Sotheby's International Realty 5.5 1 6.5 $6,851,750

40 Cynthia Schneider Long & Foster Real Estate, Inc. 7 4 11 $6,758,574

41 Dara Gilman TTR Sotheby's International Realty 1.5 4 5.5 $6,709,900

42 Brent Jackson TTR Sotheby's International Realty 6.5 2 8.5 $6,640,602

43 Jason Townsend Keller Williams Capital Properties 1 6 7 $6,584,250

44 Janet Callander Weichert, Realtors 5 1 6 $6,373,888

45 Jane Fairweather Coldwell Banker Residential Brokerage 6 2 8 $6,336,500

46 Thomas Hennerty NetRealtyNow.com, LLC 6 8 14 $6,321,553

47 Lisa Sabelhaus RE/MAX Town Center 9 6 15 $6,230,054

48 Michael Brennan TTR Sotheby's International Realty 6 1 7 $6,200,000

49 Todd Bissey Compass 0.5 4 4.5 $6,168,400

50 Elizabeth Brent Go Brent, Inc. 8 0 8 $5,980,500

51 Alex Edwards Urban Pace, a Long & Foster Company 8.5 2 10.5 $5,926,200

52 Judy Cranford Cranford & Associates 1 4 5 $5,865,500

53 Terry Belt Keller Williams Realty 4 2 6 $5,816,578

54 Roby Thompson Long & Foster Real Estate, Inc. 7 3 10 $5,776,500

55 Melinda Estridge Long & Foster Real Estate, Inc. 2.5 6 8.5 $5,771,000

56 James (Kevin) Grolig RE/MAX Fine Living 6 5 11 $5,726,500

57 Koki Adasi Long & Foster Real Estate, Inc. 6 6 12 $5,710,099

58 Daniel Register RE/MAX 2000 11 5 16 $5,702,700

59 Brittany Camacho Century 21 Redwood Realty 7 3 10 $5,661,950

60 Trent Heminger Compass 5.5 1 6.5 $5,561,100

61 Hans Wydler Wydler Brothers MD01,  LLC 4 1 5 $5,492,000

62 Ahmed Nadim UpsideDoor 5 1 6 $5,467,800

63 James Bass Real Estate Teams, LLC 8 11 19 $5,431,400

64 James Roy Luxmanor Real Estate, Inc 6.5 3 9.5 $5,320,622

Teams and Individuals Closed Date From Jan. 1, 2018 - Feb. 28, 2018

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018. 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.
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Rank Agent Office List # Sell # Total # Total $ 

99 Michael Lederman Keller Williams Capital Properties 8 0 8 $4,441,900

100 Joan Stansfield Keller Williams Realty 3 3 6 $4,412,000

101 Kristin Gerlach Gerlach Real Estate, Inc. 3.5 1 4.5 $4,380,000

102 Juan Umanzor Long & Foster Real Estate, Inc. 4.5 10 14.5 $4,322,400

103 Lauren Bishop McEnearney Associates, Inc. 2 2 4 $4,265,000

104 John Smith Berkshire Hathaway HomeServices PenFed Realty 3.5 1 4.5 $4,238,750

105 Victor Llewellyn Long & Foster Real Estate, Inc. 2.5 6 8.5 $4,233,446

106 Chelsea Traylor Redfin Corp 8 1 9 $4,216,400

107 Elizabeth Conroy Keller Williams Realty 2.5 2 4.5 $4,189,150

108 Michael Gailey Compass 0 7 7 $4,177,500

109 Douglas Gardiner Long & Foster Real Estate, Inc. 6.5 3 9.5 $4,167,450

110 Barbara Ciment Long & Foster Real Estate, Inc. 3 6 9 $4,095,000

111 Peter Braun Long & Foster Real Estate, Inc. 2.5 4 6.5 $4,077,750

112 Justin Paulhamus M Squared Real Estate LLC 2 4 6 $4,054,500

113 Kay Houghton Keller Williams Realty 3 5 8 $4,044,900

114 Robert Carter Century 21 Redwood Realty 0.5 5 5.5 $3,968,250

115 John Campbell RE/MAX Results 2 2 4 $3,935,000

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

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

Rank Agent Office List # Sell # Total # Total $ 

65 Peter Grimm Berkshire Hathaway HomeServices PenFed Realty 2.5 3 5.5 $5,312,400

66 Kira Epstein Begal Washington Fine Properties, LLC 4 2 6 $5,301,000

67 Edward Carp Continental Properties, Ltd. 1 6 7 $5,287,999

68 Lauren Davis Washington Fine Properties 4 0 4 $5,185,000

69 Kara Johnson Keller Williams Capital Properties 3 5 8 $5,128,000

70 Lucy Fraser Redfin Corp 0.5 6 6.5 $5,110,500

71 Nathan Dart RE/MAX Realty Services 6.5 4 10.5 $5,058,300

72 Stephen Queen Bennett Realty Solutions 2 3 5 $5,034,000

73 Christopher White Long & Foster Real Estate, Inc. 5 1 6 $5,019,000

74 Tonya Finlay Neighborhood Real Estate, LLC. 2.5 2 4.5 $5,017,750

75 Lilian Jorgenson Long & Foster Real Estate, Inc. 4 2 6 $4,994,999

76 Samer Kuraishi ONE Real Estate LLC 3 4 7 $4,988,500

77 Raymond Gernhart RE/MAX Allegiance 3 8 11 $4,938,500

78 Michael Muren Long & Foster Real Estate, Inc. 14 1 15 $4,925,420

79 Dana Rice Compass 2 3 5 $4,868,450

80 Norman Domingo XRealty.NET LLC 8 0 8 $4,853,995

81 Traudel Lange Washington Fine Properties, LLC 2 3 5 $4,821,500

82 Jill Coleman RE/MAX Realty Centre, Inc. 7 7 14 $4,796,000

83 Maryanne Fiorita Long & Foster Real Estate, Inc. 4.5 3 7.5 $4,747,100

84 Aaron Probasco RE/MAX Allegiance 2 3 5 $4,744,000

85 Jonathan Lahey RE/MAX Fine Living 7 5 12 $4,743,000

86 David Thomas Keller Williams Capital Properties 3 3 6 $4,741,000

87 Kevin Love RE/MAX Allegiance 4 0 4 $4,733,900

88 Elizabeth D'Angio Washington Fine Properties, LLC 3 1 4 $4,710,000

89 Marshall Carey Redfin Corp 8 1 9 $4,704,999

90 Mitchell Curtis Keller Williams Realty 1.5 6 7.5 $4,678,000

91 Irina Babb RE/MAX Allegiance 5 3 8 $4,654,500

92 Brad Kiger Keller Williams Realty 5.5 2 7.5 $4,624,000

93 Lee Murphy Washington Fine Properties, LLC 1 3 4 $4,575,000

94 Thomas Reishman Compass 5 0 5 $4,574,000

95 Wendy Banner Long & Foster Real Estate, Inc. 3 1 4 $4,539,950

96 Aaron Podolsky Keller Williams Realty 3 3 6 $4,497,000

97 Justin Kitsch TTR Sotheby's International Realty 2 3 5 $4,462,500

98 Vladimir Dallenbach TTR Sotheby's International Realty 1 5 6 $4,454,150

TOP 200 STANDINGS
Teams and Individuals Closed Date From Jan. 1, 2018 - Feb. 28, 2018
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Rank Agent Office List # Sell # Total # Total $ 

133 Rhonda Mortensen Long & Foster Real Estate, Inc. 6 2 8 $3,561,000

134 Carol Temple Coldwell Banker Residential Brokerage 2 2 4 $3,514,500

135 Daniel MacDonald Keller Williams Realty 5.5 0 5.5 $3,508,400

136 Rima Tannous Long & Foster Real Estate, Inc. 1 3 4 $3,506,000

137 John Lesniewski RE/MAX United Real Estate 9 0 9 $3,502,990

138 Katri Hunter Compass 1 4 5 $3,484,900

139 Stuart Naranch Redfin Corp 0 4 4 $3,470,000

140 Jerry Johnson RE/MAX Allegiance 4 1 5 $3,438,000

141 William Burr TTR Sotheby's International Realty 2.5 2 4.5 $3,421,500

142 Nicole McCullar Keller Williams Realty 3 2 5 $3,396,000

143 Dawn Wilson TTR Sotheby's International Realty 2 2 4 $3,359,000

144 Joel Nelson Keller Williams Capital Properties 2 2 4 $3,359,000

145 Brett Rice RE/MAX Executives 2 2 4 $3,338,000

146 Debbie Cohen Long & Foster Real Estate, Inc. 3 3 6 $3,306,000

147 Samuel Davis Long & Foster Real Estate, Inc. 0 4 4 $3,298,900

148 J.P. Montalvan Compass 0 6 6 $3,288,500

149 William Shaver RE/MAX Realty Centre, Inc. 0 4 4 $3,232,750

Rank Agent Office List # Sell # Total # Total $ 

116 William Hoffman Keller Williams Realty 2 3 5 $3,930,029

117 David Thorpe RE/MAX Allegiance 4 2 6 $3,920,688

118 James Brown Turning Point Real Estate 4 5 9 $3,890,851

119 Karen Close Century 21 New Millennium 1 3 4 $3,866,000

120 Andrew Roberts Roberts Real Estate, LLC. 4 0 4 $3,815,850

121 Mehrnaz Bazargan Redfin Corp 6 2 8 $3,797,399

122 JT Powell Coldwell Banker Residential Brokerage 12 1 13 $3,794,700

123 Thomas Faison RE/MAX Allegiance 4.5 0 4.5 $3,789,250

124 Dennis Lee Douglas Realty of Virginia LLC 1 7 8 $3,774,000

125 Mansour Abu-Rahmeh TTR Sotheby's International Realty 3 3 6 $3,766,500

126 James Andors Keller Williams Realty 0 5 5 $3,732,250

127 Timothy Brooks Keller Williams Realty Centre 7 2 9 $3,689,855

128 Thomas Riley Washington Fine Properties 2 3 5 $3,687,500

129 Meg Ross Keller Williams Realty 2 2 4 $3,658,015

130 Leslie Friedson Long & Foster Real Estate, Inc. 2.5 2 4.5 $3,644,500

131 Ricardo Vasquez Weichert, Realtors 4 9 13 $3,618,900

132 Jason Curry Keller Williams Realty 2 4 6 $3,583,639

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018. 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018. 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

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

TOP 200 STANDINGS
Teams and Individuals Closed Date From Jan. 1, 2018 - Feb. 28, 2018
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Rank Agent Office List # Sell # Total # Total $ 

150 Corey Lancaster EXIT Right Realty 4 5 9 $3,230,990

151 Elizabeth Twigg Washington Fine Properties 3 1 4 $3,225,500

152 Robert Kerxton RE/MAX Realty Centre, Inc. 4 1 5 $3,222,500

153 Margaret Gilboa Weichert, Realtors 4 1 5 $3,214,000

154 Meredith Margolis Compass 1 3 4 $3,208,325

155 Robert Myers RE/MAX Realty Services 2 4 6 $3,201,000

156 Cihan Baysal Long & Foster Real Estate, Inc. 7 1 8 $3,197,000

157 Tim Barley RE/MAX Allegiance 1.5 3 4.5 $3,186,250

158 Michael Reiley RE/MAX Allegiance 5 1 6 $3,184,000

159 Wentong Chen Libra Realty LLC 1 3 4 $3,183,000

160 John Williams RE/MAX Realty Services 6 0 6 $3,154,000

161 Carlos Garcia Keller Williams Capital Properties 1 4 5 $3,148,000

162 Michael Webb RE/MAX Allegiance 3.5 2 5.5 $3,143,388

163 Song Chu Vision Realtors Investment Group, Ltd. 10 0 10 $3,137,800

164 Catherine Jouet Keller Williams Realty 1 3 4 $3,117,000

165 Chukwuemeka Mokwunye Redfin Corp 0 6 6 $3,104,990

166 Patrice Angle TTR Sotheby's International Realty 1 3 4 $3,093,450

Rank Agent Office List # Sell # Total # Total $ 

167 Amit Magdieli Fairfax Realty, Inc. 1 3 4 $3,061,500

168 Walter Bowman Keller Williams Capital Properties 1 4 5 $3,054,000

169 Andrew Essreg Keller Williams Capital Properties 2 4 6 $3,038,050

170 Benjamin Puchalski Capital Park Realty 3 3 6 $3,029,000

171 Evelyn Branic Coldwell Banker Residential Brokerage 3 1 4 $3,009,009

172 Sheena Saydam Keller Williams Capital Properties 2.5 3 5.5 $2,981,185

173 David Barrett All Service Real Estate 4 2 6 $2,974,950

174 Dale Mattison Long & Foster Real Estate, Inc. 2 2 4 $2,972,500

175 Rong Ma Libra Realty LLC 2 2 4 $2,971,000

176 Hubert Krack RE/MAX Allegiance 3 3 6 $2,969,900

177 Sean Satkus Long & Foster Real Estate, Inc. 1 3 4 $2,955,000

178 Auria Kharazmi Federated Realty LLC 3 2 5 $2,952,900

179 Annette Sante Redfin Corp 7 0 7 $2,950,650

180 Carmen Fontecilla Compass 6 2 8 $2,950,500

181 Corey Lee Keller Williams Capital Properties 4 3 7 $2,936,500

182 Aaron Marsh Marsh Realty 4 5 9 $2,929,000

183 Jeffrey Sachse TTR Sotheby's International Realty 2 2 4 $2,928,999

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018. 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018. 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.
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WE MAKE THE MORTGAGE
PROCESS EASY

CRAIG JENKINS
BRANCH MANAGER

Residential Mortgage O�cer
NMLS ID 197149

craig.jenkins@�loans.com  |  C: 410.903.6610  |  W:443.283.1334 • 301.242.5224  |  F: 443.283.4312

1111 Benfield Blvd Ste 106  |  Millersville, MD 21108
DMV-HomeLoans.com  |  www.1stFinancialinc.com

No Tax Returns, W2s only* 
Settle in 3 weeks!

*Does not include self employed or commissioned individuals
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Rank Agent Office List # Sell # Total # Total $ 

184 Itamar Simhony RE/MAX Elite Services 2 2 4 $2,925,000

185 Avery Boyce Compass 0 4 4 $2,920,000

186 Stanley Watters Compass 6 1 7 $2,917,900

187 Roxanne Southern Jefferson Realty 8 6 14 $2,911,000

188 Elena Gorbounova RE/MAX Allegiance 2 4 6 $2,884,000

189 Matthew Zanolli Compass 0 4 4 $2,870,000

190 William Skipworth DC Living Real Estate LLC 2 2 4 $2,855,000

191 Steven Henry The New Washington Land Company 1.5 4 5.5 $2,835,300

192 Julie Roberts Long & Foster Real Estate, Inc. 3 1 4 $2,834,999

193 Joan Cromwell McEnearney Associates, Inc. 2 4 6 $2,823,500

194 Patricia Mills RE/MAX Achievers 8.5 2 10.5 $2,811,662

195 Kristin Stone RE/MAX Allegiance 1.5 4 5.5 $2,809,388

196 Shonny Kugler Long & Foster Real Estate, Inc. 3 2 5 $2,789,900

197 William Jamison Charles H. Jamison, LLC 1 4 5 $2,787,900

198 Gregory Tindale GreenLine Real Estate, LLC 2.5 2 4.5 $2,755,000

199 Tina Cheung RE/MAX Realty Centre, Inc. 1 6 7 $2,754,900

200 Ferhana Desai Fairfax Realty Advantage 3 1 4 $2,710,000

Disclaimer:  Information based on reported numbers to MLS as of March 11, 2018. 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. D.C. Metro Real Producers does not compile 
this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.
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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


