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REDESIGN

HAVEN

Home Staging and Redesign, Inc
Home Staging and Redesign, Inc.
323 N. Hoyne Ave. ¢ Chicago, IL 60612
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Real thorough. But real.

o»
Also performing radon testing via
Chicago Radon Testing, Inc., a CBI company.

RADONISEVERYWHERE.COM

Chicago Building Inspections, Inc.
inspectingchicago.com | 312.INSPECT | info@inspectingchicago.com
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ULTIMATERATE

MORTGAGIE

Ania Kozera has over fifteen years of mortgage industry experience, accumulating
her knowledge from various brokers, mortgage banks and lenders. She is a four-time
Chicago Magazine 5 Star winner with a primary focus on providing the best customer

service experience possible through her understanding of client needs.

‘ ‘We are truly happy with the experience of working
with Ania and Tim. They saved the day when another
mortgage company told us we were not approved.
Very patient with inexperienced buyer who has
qguestions. 100% would refer to my friends and family.

Thank you!! -Julie D. , ,

‘ ‘ | could have not asked for someone more dedicated
and accurate at what she does. The whole transac-
tion from beginning to end was smooth and in
reasonable time frame. Thank you Ania for your

excellent services.
-Michelle B. , ,

‘ ‘ Ania and her team were amazing to work with. They
made the stress of buying a home tolerable. The
process was smooth. Ania pulled a bit of a miracle as
my closing deadline was tight, but she and her team
ensured that | closed on time. Thanks so much Ania,
Tim, and team. It was great working with you!

Your Mortgage Consultant

Ania Kozera
e-mail: akozera@urmortgage.com
phone: (773) 636-4441
NMLS: 228873

www.urmortgage.com

PREFERRED PARTNERS

ACCOUNTING - CPA
Swidler Spanola & Co. LLC
(312) 981-4141
SwidlerSpanola.com

The Hechtman Group Ltd
(847) 256-3100
TheHechtmanGroup.com

ART SERVICES
Artmill Group
(312) 455-1213
ArtMillGroup.com

ATTORNEY

Antonia L. Mills,
Attorney at Law
(847) 361-0079

JMC Law Group
(773) 297-1024
jmclawgroup.com

Law Offices of
Michelle A. Laiss
(773) 755-5600

LoftusLaw, LLC
(773) 632-8330
Loftus-Law.com

Raimondi Law Group
(312) 7011022

The Gunderson Law Firm
(312) 600-5000
GundersonFirm.com

BUILDER

Pryor Construction
(773) 334-1800
PryorConstruction.com

Ronan Construction
(773) 588-9164
RonanConstruction.com

CLEANING SERVICE
Manic Maids Inc.
(773) 342-7424
ManicMaids.com

CLIENT AND
REFERRAL GIFTS
Cut Above Gifts
(773) 769-7812
CutAboveGifts.com

Josh Moulton

Fine Art Gallery

(773) 592-3434
JoshMoultonFineArt.com

COPY EDITOR
Stardust Editorial
Chrstine Thom

(773) 992-6142
StardustEditorial.com

CUSTOM CLOSETS
Closet Works

(312) 999-0356
closetworks.com

Crooked Oak
(708) 344-6955
CrookedOak.com

ESTATE SALES
Everything But The House
(312) 330-0918

ebth.com

GARMENTS, GROOMING
& EVENTS

Gentleman’s Cooperative
(312) 361-1166
gentsco-op.com

GENERAL CONTRACTOR
Midwest Remodeling &
Builders, Ltd

(847) 888-7777
midwest-remodeling-
andbuilders-Itd.com

S.B. Construction, Inc.
(773) 520-7788

HANDYMAN
Fix It People
(312) 898-9300
fixitpeople.com

HOME INSPECTION
Chicago Building
Inspections

(773) 849-4424
InspectingChicago.com

Echo Home Inspection
(847) 888-3931
EchoHomelnspections.com

Windy City Home
Inspection, Inc.

(847) 926-4663
WindyCityHome.com

HOME WARRANTY
HWA Home Warranty

of America

(888) 492-7359
HWAHomeWarranty.com

Super Home, Inc.
(844) 997-8737
HelloSuper.com

INSURANCE
Goosehead Insurance
(708) 858-1246
Goosehead.com

State Farm
(309) 303-2698
WeerYourAgent.com

MORTGAGE / LENDER
A and N Mortgage
(773) 255-2793
anmtg.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 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!

Fifth Third Bank
(312) 962-2850
53.com/mlo/tonylupescu

Guaranteed Rate,
Ben Cohen

(773) 654-2055
rate.com/BenCohen

Guaranteed Rate,
Joel Schaub

(773) 654-2049
rate.com/JoelSchaub

Guaranteed Rate,
Michelle Bobart

(312) 379-3516
rate.com/MichelleBobart

Guaranteed Rate,
Shimmy Braun
(773) 850-9558
rate.com/Shimmy

Neighborhood Loans
(773) 960-2278
MortgageBencks.com

Peoples Home Equity
(312) 731-4939
PeoplesHomeEquity.com

Perl Mortgage
(312) 651-5352
amargulis.com

The Federal Savings Bank
(773) 726-4374
TammyHajjar.com

Ultimate Rate
Mortgage Company
(773) 796-2464
urmortgage.com
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United Home Loans
(708) 531-8300
uhloans.com

MOVING COMPANY
Move-tastic!

(773) 715-3227
move-tastic.com

PHOTOGRAPHY
Joyfilled Photography
(951) 956-6942
JoyfilledPhotos.com

Linz Art Collection
(630) 508-6575
LinzArtCollection.com

COMPLIMENTARY 3D RENDERING
PROVIDED FOR EVERY PROJECT

1920 BEACH ST, BROADVIEW, IL
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RESTORATION SERVICES
Tri-State Restore

(331) 425-3706
Tri-StateRestore.com

ROOFING

Lindholm Roofing
(773) 628-6511
LindholmRoofing.com

SIGNS, BANNERS

& PRINTING

In Sight Sign Company Inc.
(773) 267-4002
insightsigncompany.com

Mark Ink Graphics
(773) 557-7395
Marklnk.Business.Site

HUNDREDS OF COLORS & STAINS AVAILABLE
OR WE CAN CREATE ONE JUST FOR YOU

STAGING
Artfully Arranged Staging
(872) 903-3591

ArtfullyArrangedStaging.com

HAVEN Home Staging &
Redesign, Inc.
(312) 380-1276
HavenHomeStager.com

Phoenix Rising
Home Staging

(312) 450-8365
ChicagoStaging.com

Rooms Redux Chicago Inc
(312) 835-1192
RoomsReduxChicago.com

TAX SPECIALIST
Monotelo Advisors
(312) 757-5151
monotelo.com

TITLE INSURANCE
Saturn Title

(847) 696-1000
SaturnTitle.com

VIDEO MARKETING
Chicago Video Dude Inc.
(419) 503-0417
ChicagoVideoDude.com

Custom Closets, Wall Beds,
Mudrooms, Pantries & Storage

for Chicago’s Finest Homes

Crooked Oak has helped countless Chicago area
homeowners bring new life to their kitchen, bathroom,
home office or master closet. Our comprehensive
design, fabrication and installation process ensures
quality and complete customer satisfaction.

Trust the team so many Chicago homeowners have
relied on for their storage needs.

CHOOSE FROM A LARGE SELECTION OF
SOLID WOOD & MELAMINE MATERIALS

708.344.6955 WWW.CROOKEDOAK.COM

Painting & Drywall | General Handymen
www.fixitpeople.com

FixItPeople

HANDYMEN PAINTING ELECTRICAL
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312.898.9300 | info@fixitpeople.com 2837 N. Halsted, Chicago IL, 60657

$ 50 off of your next Inspection!**

Wiady City

HOME INSPECTION INC.

L A e

Our Goal is to Educate...Not Just Inspect!
Each member of our team of inspectors is certified, licensed, and insured.
We pride ourselves on our customer service and look forward to helping you with
all of your inspection needs! We offer flexible scheduling 7 Days a week, and your
inspection report will be emailed to you the SAME day!

We are your One-Stop-Shop for all of your inspection needs:
Pre-Purchase, Pre-Listing, Commercial, Mold Inspections and Testing, Radon
Testing, Termite/Pest Inspections, Thermal Imaging, and More.

www. WINDYCITYHOME.com
847.926.HOME (4663)

**Mention This Ad to Receive { 4 [
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- Proven Knowledge & Legal Expertise
For All of Your Real Estate Law Needs

T Raimondi Law Group

Lisa M. Raimondi
15774 S. LaGrange Road, #161
Orland Park, Illinois 60462
312-701-1022
Imr@raimondilawgroup.com




. , REALTOR® features — The bread and butter of the publication is
}} p u bl IS h ersn Ote to highlight Chicago REALTORS® and to give someone a month
of fame. Feel free to nominate a colleague for a cover story, vet-
eran agent, or rising star feature.

KNOW

When your buyers
work with Joel, they
will receive a $1500
closing cost credit.”

Joel is different because he gives back to
your clients. Your buyers could be next!

Making a difference or charity articles — Any Chicago-based

organization that has made a difference in the community is a
candidate for this piece. Examples of past features are PAWS,
Coat Angels, Habitat for Humanity, Matthew House Chicago, and
Danny Did Foundation.

If you have any questions you would like us to address in

our new FAQs section (on page 36), please send them along

with any nominations, ideas, and requests to andy.burton@

realproducersmag.com.

Yours in success,

Andy Burton

Publisher, Chicago Real Producers
andy.burton@RealProducersMag.com
Photo by Lindsay Schirk
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community! EQHQ

W e had a blast at our summer event! Gentleman’s Co- H ome I “Spection I nc .

facebook.com/ChicagoRealProducers

|@| @ChicagoRealProducers

15+ years of lending experience

« Top 1% of all loan officers nationwide for

operative was a great host, and we are so thankful for
annual volume

everyone who made it out on July 19th. We would like 8 47 8 8 8 3 9 3 1
to extend an extra thanks to Ania Kozera and Liz Short with Ulti- = -

» Honest service and real advice from a mate Rate Mortgage and to Ross Neag and Andrew Danner with EchoHomelnspections.com
dependable mortgage professional Chicago Building Inspections for providing the food and bever- .
ages. Lindsay Schirk and Justin Barr did a phenomenal job cap- I“Spectlons We Offer: \Nhe/j
turing the moment with photos and video footage! I am blessed - Pre-purchase inspections

to spearhead this publication every month; it is truly an honor.

e R Experience
I would love feedback as to how to make this magazine and our re- _IS Ing |rTs_pec_ lons .
social gatherings more valuable. This is YOUR community. Here - 5-point precision inspections ﬁatte\%

(773) 654-2049 guaranteed Rate sort sale & forectoar inspections

Business article topics — What would YOU like to learn from - Roof Certifications

other Chicago Real Producers? .
JOEL@RATE.COM - Radon testng

Events — Have you been to a unique restaurant, venue, or estab- - Mold testlng
@ lishment that would be a good spot to host one of our events?
EQUAL HOUSING LENDER Joel Schaub NMLS ID: 224512; IL- 031.0008503 - MB.0005932  Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) ® IL - . L. . - . )
Residential Mortgage Licensee - IDFPR, 122 South Michigan Avenue, Suite 1900, Chicago, Illinois, 60603, 312-793-3000, 3940 . Ravenswood Ave., Chicago, IL 60613 #MB.0005932 Email us their info if you’d like to nominate a location. “Providing peace of mind one
*Lender Credit valid through Guaranteed Rate for applications submitted after 1/1/18 and prior to 06/30/18. Coupon/Credit must be presented/mention at time of application. $1500 credit will be applied at time . 5y Dﬂf/ﬂ/ Dosé
of closing and is factored into the rate and APR. Applicant subject to credit approval. If loan does not close for any reason, costs will not be refunded. This offer and/or receipt of application does not represent an home at a time from 1989 Dresident & Founder

approval for financing or interest rate guarantee. This coupon cannot be redeemed for cash/has no cash value. Restrictions may apply, contact Guaranteed Rate for current rates or more information.
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agent feature

GCARY

Lucido

OQUITSIDE THE BOX THINKING

By Chris Menezes | Photos by Lindsay Schirk

Gary is an astute analyzer and a creative problem
solver; he’s good at fixing things that aren’t work-
ing well. Having first received a bachelor of science
degree in math and physics from Duke University,
Gary started out as an engineer. He worked as an
optical coating thin-film design engineer for three
years before realizing that more money and power
could be found in business. He then received an
MBA from Northwestern University’s J.L. Kellogg
Graduate School of Management, with a concentra-

tion in finance and management policy.

Equipped with an MBA, Gary went into corporate
finance and began working for Sears, Roebuck and Co.
From there, he became a consultant at Booz, Allen &
Hamilton for about three years before joining General
Electric as a corporate business development man-
ager. Gary eventually left GE to become the director of
inventory productivity and extended service plans for
Circuit City Stores — a position he held for six years.
Gary moved to Chicago to help found an Internet
startup called ShopLocal and sold the business after
seven years. Right before he got into real estate, Gary
worked a brief stint as the president of a national con-

cierge company. While there, he met Sari Levy, who

was the vice president of the company, and who later
became his business partner.

Right after receiving his real estate license, Gary
briefly joined a well-known, traditional real estate
company. But he quickly left and started Lucid
Realty with Sari. “The common thread throughout
my career is process improvement. I tend to see
problems in the way things operate, and I want to
fix them. I saw a problem in the real estate industry

and saw a way of fixing that problem,” says Gary.

Gary felt that a real estate agent could indeed bring
a lot of value to buyers and sellers, but the problem
was that some big brokerages only hired REAL-
TORS® for a cut of their commission, and didn’t
care whether they were any good or not, which
contributed to the high turnover rate, or fail rate,
of agents and produced bad experiences for many
clients — much like the experiences he had had

in the past. Gary also knew that good agents had a

hard time generating business.

Gary wanted to flip the traditional model on its head

and increase the value proposition for his own broker-

www.realproducersmag.com -
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age. And he has succeeded and continues

to succeed. How does he do it? For starters,
he provides full service at alower com-
mission rate for sellers and offers rebates
for buyers. The commissions and rebates
work on a sliding scale that is dependent on
the price of the property. A client can also
choose to pay by the hour instead of paying
the commission. This policy helps Lucid
Realty generate business for their agents, so
their agents can focus on taking care of their
clients. Because of'this, they are very selec-
tive in who they choose to bring on board to
represent their brand of superior service at

a discounted price.

In the ten years that they have been in
business, Lucid Realty has produced
$186 million on 400 transactions. Last
year, they generated $41 million on 91
transactions, receiving the silver award
from the Chicago Association of RE-
ALTORS®. Lucid Realty usually ranks
within the top 1 percent as well.

Although Gary has enjoyed building his
business with Sari, and wants it to con-
tinue to grow, he would also like to retire
in a couple of years. “If somebody wants

to own their own brokerage and wants to
talk to me about taking over my role in this
company, then I'd be happy to talk to them.
And for the right person, we are going to
give them a substantial equity position, but

it has to be the right person,” says Gary.

When Gary isn’t working, he enjoys
spending time traveling with his wife,
Carol. They have two grown daughters
— Aimee and Lindsay. Aimee is a soft-
ware engineer at Uber in San Francisco,
a novelist, and a crossword puzzle writ-
er. Lindsay is pursuing standup comedy

in Chicago and is a full-time nanny.

“I want to be remembered for thinking
outside the box and for coming up with a
better alternative for people. I think the
days of the traditional real estate broker-
age are numbered, and the model that
we have chosen is better than most of
the other ones that we see out there. But

time will tell,” says Gary.

14 - August 2018

Photo submitted: Gary and his wife having fun on

Photo submitted: Gary at the entrance to the Photo submitted: Gary and his wife, Carol, overlooking

Ngorongoro crater on their safari.

CHICAGO'S FINEST CLEANING SERVICE

113.342.1424

MIDWEST ]

REMODELING & BUILDERS, LTD

BONDED, LICENSED & INSURED
INFO@MANICMAIDS.COM MANICMAIDS.COM

I NC ORPORATTETD

COMMERCIAL
RESIDENTIAL

POST
CONSTRUCTION

GENERAL CONTRACTOR * BUILDING = REMODEL
REHAB = BATHS = KITCHENS = ROOF TOPS

ﬂ.
1{-. | 8 8-7777 '-
% Grange, IL 60525 * Fax: 630-595-1175
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By D.J. Paris

»> keeping it real

ient Appreciation

Events that Work

In my podcast, Aeeping It Real, we interview the top 1 percent pro-
ducers in the Chicago market. After sixty interviews I’ve noticed
that most of the brokers we feature host regular client appreciation
events. These celebrations not only give the brokers opportunities
to thank their customers for their business, but also provide op-
portunities for the brokers to deepen their relationships with their

clients, leading to more business in the future.

I'd like to present some of the best client appreciation event ideas

that have been shared on our podcast.

Animal Shelter Volunteering

What do humans love more than humans? Animals! One of the
top producers we interviewed recently held an event where she
invited her clients to spend time at an animal shelter volunteer-

ing and learning about animal rescue. During the event, attendees

16 - August 2018

were able to play with newly rescued dogs, tour the facility, and

spend time constructing chew toys out of t-shirts.

‘When I asked the agent why she chose a nonprofit organization to
host a client appreciation event, she replied that most people wish
they volunteered more, but are often too busy to get involved with
a charity. By scheduling the event, she provided her clients with
the opportunity to do something they already wanted to do.

Highway Cleanup

In keeping with the volunteering theme, here’s another great
idea. Once a quarter, this agent invites her clients to “beautify”
parts of the suburbs in her area of service. While we know the
importance of a home having a well-manicured lawn to facilitate
a good first impression, it’s easy to overlook the surrounding

public areas.

(s
;.;-;.‘

Pick a stretch of highway or a park that’s in need of some TLC,
have lunch and refreshments available, and ask your clients who
live in those areas to help out for a few hours. You can also ask
them to bring their friends who also live in that same community.
If you’d like some publicity, make sure to contact the local news
outlets to let them know that you’ll be there. They might just show
up with a camera to interview the “real estate agent who cares!”
Movie Theater Rental

One of the brokers we talked to is a huge Star Wars fan. When the
last Star Wars movie was released a few years ago, every show-
ing was sold out the day after the movie opened. So he decided to
contact the theater and book a private screening for his clients that
took place before the movie theater opened for the day. All of his
clients received popcorn, a drink, and a reserved seat to the hottest

movie in town that was sold out everywhere else!

Tips for Client Appreciation Events:

Send paper invitations. In addition to sending invitations via
social media, websites, and email, send a paper invite, too. This
gives you a reason to contact every person in your sphere of
influence and ask them for their mailing address. This also opens
up the possibility for you to send handwritten notes, and birthday
and holiday cards!

Let clients bring a friend. Nobody wants to come to a party by
themselves. It’s awkward and uncomfortable to walk into a room
full of strangers. Tell your clients that they are welcome to bring
someone along to the event. In addition to you having the oppor-
tunity to meet someone new who may become a client, you have
a better chance of people showing up if they’ve made plans to

attend with a friend or colleague.

Share the costs with partners. Do you have a lender that you
regularly send business to? Is there an attorney who you refer
all of your clients to? Leverage these relationships to help co-
sponsor the event! Need other partner ideas? Contact insurance
agents and financial advisors who are hungry for new business,

and ask them if they want to participate.

To get more insight from other Chicago Real Producers, catch up on some of the
latest episodes at keepingitrealpod.com.

Excellence & Professionalism

Why use Ryan Pierce?

Communication « Dedication + Understanding

President’s Club 2005 - 2016
Top 1% Mortgage Originators in America

P

Aand N mortgage

Producer’s Club

Ryan Pierce Senior Mortgage Consultant

773.255.2793 | ryanp@anmtg.com | www.ANmtg.com
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I am delighted for the opportu-
nity to shate with my respect-
ed colleagues a three-part
series about my South Side in-
dustry experience. In this first
article, Iwill discuss some of
the common negative concerns
and objections regarding Chicago’s
South Side brand. Many of these con-

cerns and objections apply to other

e y
emerging or re-emerging neighbor-

hoods throughout Chicagoland. With
the strengthening economy, more es-
tablished neighborhoods will increase
in price and, consequently, adjacent
neighborhoods will emerge and be
considered by purchasers not familiar

with these neighborhoods.

So, you have a client who is inter-
ested in the value that Chicago’s
South Side has to offer, but they lack
a complete picture. Many times there
can be a flood of varying questions:
“Where is Englewood? Is it close by?”
“How do | know if this time is right for
buying/investing?”

“Who else is buying in this development?”
“Obama lives here?”

Clients seek direct, simple, easy-to-
understand answefs when performing
their due diligence. It can be an awk-
ward situation for anyone, but espe-
cially for a REALTOR®, and we know
not to chance putting our license in
jeopardy! Selling in emerging markets

starts with finding common ground

and making compal'is\ons to what
people know. I create ?a"‘qalogies to put
things in perspective for clients. The
existing Chicago South Side brand as a
whole doesn’t accurately represent all
of what it has to offer. We jokingly call

the South Side the “Soft Side” in thatit" |

brings awareness to things other than
the violence that it is associated with

in the media today.

From a personal standpoint, when it
comes to communicating well with
my clients, I am fortunate enough to
draw from a diverse background and
many experiences of, and within dif-
ferent neighborhoods and economic
classes. My maternal grandfather

raised his family in Bronzeville and

later owned property at 67th & Champlain. My paternal grandfa-
ther was a WW2 veteran and began his family in Altgeld Gardens.
They later moved to a home at 73rd & University. My father and
mother moved to the South Shore (71st & Chappel) shortly after
marriage, then on to the suburbs after that. Although I grew up in
the ‘burbs (my parents took some pretty big steps to have access to
the excellent public schools, and other opportunities, for which I'm
grateful), I had a well-rounded childhood as I spent much time on

the South Side visiting cousins during holidays and the summer.

I know, first hand, that the South Side is emerging, and to sell
there, it takes more of a hands-on approach. You must educate
people on several aspects of the different neighborhoods. And
creating parallels to what people already know is an effective
tool. As an example, let’s think about the evolution of the North

You must educate people on several aspects of the
different neighborhoods... creating parallels to what
people already know is an effective tool.

Side: Halsted was once a cutoff point, then it was Ashland, Da-
men, Western, and so forth. Wicker Park had its challenges years
ago (and still does to some extent) but now it has every cool res-
taurant and is rich with cultural diversity. It’s a true example of
organic growth. On the South Side, east of Drexel Avenue is like
being east of Halsted. West of I-94 is like what the west side of
Western once was. Like many Chicago neighborhoods, the South
Side can be block-by-block. Using these kinds of parallels when
working with someone from the North Side can effectively give
your audience a mental picture. (I use this same approach when

selling in the suburbs.)

Furthermore, think about how the South Side was once a major des-
tination and how it is growing again. It has a history rich in treasures.
As you may know; it was the site of the World’s Fair — the Museum
of Science & Industry is a reminder of that. I like to think of it as the
“first settled Gold Coast” with the millionaires of the time calling it
home. More recently, President Obama was a long-time resident of
Hyde Park and there is an undeniable Chicago economy that many
do not know exists today. Ultimately, people have to understand that
there’s alot more to offer in these areas than they may know of, espe-
cially considering the major developments and those on the horizon.
Examples include the Obama Presidential Campus, the proposed
Tiger Woods Golf Course, Bronzeville continually being noted as a
“hot neighborhood” by various media outlets, and Woodlawn winning
“Neighborhood of the Year” by Curbed Chicago in 2016.

As brokers, no matter where we’re selling, it’s our job to take on
the negative stereotypes of neighborhoods that arise from the
media. On the South Side, these stereotypes relate to the media’s
focus on crime, police brutality, and related news. We take on
many roles and can be classified, in one sense, as translators.
My calling has always been to accept challenges. What helps me

throughout the process of working through my clients’ concerns

is to seek understanding in everything. That approach facilitates
authenticity and creativity in how I educate my clients on neigh-

borhood evolution.

I truly believe the South Side is a hidden treasure. There is a
high concentration of incredible people serving their community.
Navigating the negative stereotypes is a true challenge, but as the

saying goes, “With great risk, comes great reward.”

Right now, buyers are purchasing homes more for the properties
themselves and less for what the area has to offer today in terms of
commercial development. So, it’s important to understand that the
product itself — the property, the house — must be thoughtful, re-
fined, and tailored to the client’s tastes. People WILL pay for that —
many want to live on the South Side, but they want a quality home.
Those homes are available on the South
Side, and REALTORS® willing to take

a hands-on approach and educate their
clients can tap into the economic growth of
the area. As they said in Field of Dreams,
“If you build it, they will come!”

What questions do you have about South Side real estate? What questions do
you get from your buyers and sellers about the area?

Email my team at marketing@whatasteele.com, and I'll address them in the next
article. | welcome your thoughts — this is a complex conversation with plenty to
discuss!
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By Chris Menezes
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THE COMBINATION OF KINDNESS AND BUSINESS

Sam Shaffer has a genuine heart for taking care of the people around him, most of all, his clients. Sam
attributes his propensity for kindness and optimism to his natural inclination to teach. This genuineness
comes through in every aspect of the honest, hard work that he has, and continues to put, into building

22 - August 2018

his business, Chicago Properties, and in his ability to make the best out of any situation.

After graduating from Southern Illinois Uni-
versity in 1993 with a degree in recreation,
Sam went to work with the Jewish Community
Center (JCC), teaching sports classes and run-
ning day camps. He left the JCC in 1998, as the
dot-com era began to burgeon, to work for a
software company called Computer Associates.
From there, he joined an Internet startup com-
pany called Yes Mail, where he sold high-end,
and highly respected, Internet marketing.

Although Sam did well in Internet sales, the
industry was extremely volatile, and as many
companies started to go under, he became con-
cerned about his longevity in the industry. Then,
one day, his friend’s father, who was heading

up a sales center for JDL, a big-time developer
at the time, told Sam that he should get his real
estate license so he could go to work for him.
Sam thought it would be a good opportunity, so
in 2002, he obtained his license. However, when
Sam went to see his friend’s father, the man had
to say to Sam, “Sorry, I don’t have anything for
you. We’re dead right now.”

Sam had another friend, Dan Kravitz, who had
his own brokerage which consisted of one em-

ployee (himself) buying and rehabbing proper-

ties to rent out. Sam joined Dan and they became a
two-man wrecking crew. While Sam had no formal
training as a REALTOR®, he had a lot of autonomy
in his collaborative partnership with Dan as they
began to build their business. Sam helped Dan man-
age his apartment buildings as a rental agent while

cultivating and developing his own brokerage.

Through sheer grit, determination, and their will-
ingness to work harder than anybody else, Sam and
Dan built Chicago Properties to include five other
agents and an office manager. Dan still handles the
renovations, construction, and development, while
Sam continues to develop the brokerage and work
with clients. Sam was recently ranked within the
top 15 brokers in volume and has consistently sold

roughly $50 million a year.

“I really felt I had a lot to prove, and I still feel that
way. I don’t take anything for granted, and I am ap-
preciative of all my opportunities. I'm still trying to

get better, smarter, and more efficient,” says Sam.

Sam is currently focusing on client communica-

tion, and you can see his inclination to teach coming
through. His objective is to “over communicate” with
his clients: calling them, letting them know what is

going on, how showings went, what’s on the agenda

www.realproducersmag.com -
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Photo submitted: Sam and Louie at Chicago’s 2017
Walk for a Cure Event skiing in Park City, Utah

for the weekend, what their plan is, etc. “The last
thing I want is to have a client have to ask me for
feedback. It’s a stressful process for them, and I don’t

want to have them in the dark,” Sam says.

Sam has been married to his wife, Eden, for fifteen
years. They have two children — Joey (12) and Louie
(9). When Sam isn’t working or spending time with

his family, he enjoys CrossFit and playing basketball.

In addition, Sam and Chicago Properties have been

huge supporters of the Juvenile Diabetes Research

Fund (now just, JDRF) ever since Sam’s young-

est son was diagnosed with type 1 diabetes at age

2. Chicago Properties creates and hosts a huge
fundraiser for JDRF every year: a JDRF walk at the
lakefront in October. The event has raised tens of

thousands of dollars for the organization.

“I think one thing that has been very helpful to my
business is having like-minded people on my team.
We all have the same goals and talking points. I feel
I am beyond lucky to have people with whom I have

so much trust and confidence in,” says Sam.
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| think one thing that has been

very helpful to my business is
having like-minded people on
my team. We all have the same
goals and talking points. | feel |
am beyond lucky to have peo-
ple with whom | have so much
trust and confidence in.

Photo submitted: Sam and family
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Stephen Spanola CPA
Swidler Spanola & Company, LL.C

Swidler Spanola & Company, LLC provides a wide range of services to
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After graduating from Ohio Uni-
versity, Ryan worked in adver-
tising for three years but didn’t

P> partner spotlight

By Chris Menezes | Photos by Lindsay Schirk .. . . .
enjoy it. A friend introduced him

to the mortgage industry in 2001.
He started out as a loan officer,
but quickly moved to wholesale
mortgage banking where he
enjoyed a 12-year career building
relationships with many Chica-
go-based mortgage brokers. Ryan
held the top producer position
for the Midwest at his bank for

seven years.

In 2013, when many brokerage
shops were becoming correspon-
dent lenders, Ryan decided it was
time to reinvent himself again,
but this time as a retail mort-
gage banker. And like his dad, he
started his new business from
scratch. While his wholesale
expertise gave him a leg up on
the competition, he had spent a
dozen years referring his broker
partners to every homeowner

he knew, and he didn’t have any
REALTOR® contacts; he had
nothing of value to stand on.
“Eventually, someone took my
call,” says Ryan. “And I sure as
hell did everything I had to do to

earn the next one.”

Ryan joined A and N Mortgage
Services in 2014 and closed 26
loans. By 2016, he had closed
more than 130, and it has grown
from there. “I guess they kept
taking my call,” he says. They cer-

tainly did, and for good reason.
yan Pierce learned the most important lesson

Ryan asked his dad how he did it, his response was:

about business (and life) from his dad. In fact, = “Eventually, someone took my call, and I made sure
they share a similar ability for successfully that by the next time I called, I had earned it.”
reinventing their careers. When his dad was 18, he
was put into the position of needing to take care “He took care of the family he had, as well as the one
of his mother and siblings after his father passed that was to come, and he retired as a well-respected
away. He put himself through college and joined member of his professional community. He taught
a nation-wide accounting firm after graduation. me about honesty, perseverance, and the value of my
When he left to start his own with two partners, word. These have become the tenets of my career,”
his former boss told him that nobody would take says Ryan. “I' believe that product expertise,

his call. But instead the firm flourished. When sincere respect for my clients

and partners, and a commitment

28 - August 2018 www.realproducersmag.com - 29



to delivering on promises is what elevates my service

level above the rest,” says Ryan.

Ryan strives to deliver the joy of home buying to his

clients by being a source of clarity. He loves it when a
10-minute phone call turns into an hour of answering
questions. “It’s an opportunity to deliver true value in

an ever-commoditized business,” he says.

1'-:.““”

5
T

L

Photo submitted: Ryan and his
wife Nancy on their wedding day

Ryan and his wife Nancy have two sons: Kingston (7)
and Charlie (14). Ryan loves taking his boat out onto

Lake Michigan every summer and is a huge Cubs fan.

“If I can live my life in a way that makes me proud
and makes my family proud of the man that I am,
then I will consider my life to have been a success,”

says Ryan.

' |

You can reach Ryan at A and N Mortgage at 773-255-2793 and at www.anmtg.com.
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About This Magazine

Ever since we launched Chicago Real Producers in October of
2017, we have heard some of the same questions from many of
you. I figured it would be most efficient to publish the answers in
case more of you had the same questions. Remember, my door is
always open to discuss anything regarding this community — this

publication is designed to be your voice!

Q: Who receives this magazine?

A: The top 500 producing agents of Chicago proper. We only
count transactions within the city limits of Chicago (606 zip
codes) to keep it true to the name of Chicago Real Producers. Our
distribution list for 2018 is the top 500 producing agents of 2017.
The distribution will continue to reset annually with a fresh list
of Real Producers. All of our rising star features and Preferred

Partners receive a copy as well.

Q: Why am | not listed on the standings?

A: There are a number of reasons why that could be the case.
First, be sure to read the disclaimer in its entirety. We have

the data pulled on the exact date listed in the disclaimer. If the
closed transaction is not submitted by that date to the MLS, it
will not be included. As our disclaimer states, some teams report
their data under one MLS ID, and other teams report each agent
individually, which alters the ranking. Please keep in mind that
we only count Chicago proper. For example: If an agent closes

a transaction in Evanston, it will not count toward the stand-
ings. There are a few other factors too, so if you have further
questions, please email me at andy.burton@realproducersmag.
com, and we will take a look. We all want the standings to be as

accurate as possible.

Q: What is the process for being featured in this magazine?
A:It’s really simple — every feature you see has been nominated.
You can nominate other REALTORS® (or yourself), affiliates,
managing brokers, owners, and office/team leaders. We will
consider anyone brought to our attention because we don’t know
everyone’s stories. We need your help to learn about them. A

nomination currently looks like this:

36 - August 2018
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1. Email me at andy.burton@realproducersmag.com with the

subject line “Nomination: (Name of Nominee).”

2. In the body of the email, explain in three sentences or less
why you are nominating them to be featured. It could be for any

reason. Here are some examples:

They have an amazing story that needs to be shared.
They overcame extreme obstacles.
They are an exceptional leader.

They consistently give back to the community.
3. We then interview them in person to find out if it’s a good fit.

4. Assuming that everything works out, we set the wheels in mo-

tion to connect them with our photographer and writer.

Q: What does it cost a REALTOR® to be featured?

A: It costs nothing my friends, so nominate away!

Q: How can | write an article to be printed?
A:If you are interested in writing an article to give back to the Chicago
Real Producers community, please email me. Even if you don’t con-

sider yourself a prolific writer, but have great ideas to share, let’s talk!

Q: Who are the preferred partners?

A: Anyone listed as a “Preferred Partner” in the front of the maga-
zine is part of this community. They will have an ad in every issue of
the magazine, attend our quarterly events, and are part of our com-
munity. We don’t just find these businesses off the street, nor do we
work with all businesses that approach us. One or many of you have
personally referred every single Preferred Partner you see in here.
‘We won'’t even take a meeting with a business that has not been vet-
ted by one of you and “stamped for approval,” in a sense. Our goal is
to create a powerhouse network of the best affiliates to support the
best REALTORS® in the area so we can all grow together.

Q: How can | refer a preferred partner?
A:If you know and want to recommend a local business that

works with local top Realtors, send us an email.

goosehead

INSURANCE

People are Talking about the
Goosehead Difference. ..

“[ trust Kristine to help my clients with the same level of care and
dedication | would. | can stake my reputation on her service.
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By Chris Menezes
Photos by Lindsay Schirk
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started another business the next day. By
the time she decided to move to the United

While getting her associate’s degree in ac-  school. However, she didn’t know the per-
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counting, Lumi went to work at one of the son very well, and she found that although

first boutiques in Romania’s free market. they’d had six successful months, she States, she had built a successful business
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However, the owner of the boutique was
horrible to the employees and treated
them like dirt. She left after just six
months because she decided she wasn’t
going to let someone’s bad behavior dic-
tate her life. When she left, she decided
that she would never again work for an
employer and that she would never treat
people the way that she and her fellow

employees had been treated.

After completing her degree, she started

her own business with a partner from

still hadn’t seen a dime from the business
herself, so she dissolved the partnership.
She was given her half of the inventory
back, but lost the company plus half of her

money to her business partner.

Lumi was devastated, but, Lumi’s mom, who
had run a few city-owned companies in the
past, sat Lumi down and told her that she
needed to bounce back immediately and do
something or else her self-confidence would
be shot and she never would have the same

drive later as she did in that moment. Lumi

with six employees.

She landed in Chicago and found that she
needed a job, fast. By this time though,
too, her interest in real estate and
investments had grown, and she talked
about it all the time to anyone who

was interested. Her landlord, knowing
this, quickly recommended her to the
property manager he worked for, who,

in turn, hired Lumi as a secretary. While

at that company, she learned a lot about
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SIGHT

SERVING THE CHICAGOLAND
REAL ESTATE COMMUNITY
SINCE 1999

property management, leasing, and how to

5wy screen tenants and analyze a building. “Our family has your family covered”™

After finding out that many millionaires

in this country were in someway invested

in multi-unit buildings, Lumi began tell-

ing everyone about this investment strat-

Ll

egy, and she started going to showings

with friends who were buying property.

B

She began to advise them on construc-

o

tion costs, remodeling ideas, and even

5
e gl Fulsl sl
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negotiation techniques. She often knew
more than the REALTORS® her friends
were working with, so it wasn’t long
before they all began telling her to get her

real estate license, and she saw her new

» Cedar * Siding

* Flat Roofs  « Slate & Tile

* Insulation * Tuckpointing

* Shingles * Window

» Gutters & & Doors
Downspouts

career opportunity.

Since getting her license in 2002, Lumi
has made over 560 deals. She is in the
Top 1 percent of REALTORS® in Chicago.

“It’s been a team effort, and I owe a debt

Lindholm Roofing  P: 775-283-7675 WWW.INSIGHTSIGNCOMPANY.COM

3588 N Milwaukee Ave E: Info@LindholmRoofing.com

Chicago, IL 60641 W: Lindho\mRooﬁng.com Ch rls@lnSIghtS|gncompanylcom

of gratitude to a lot of mentors, some
that I met in person, some through books

and tapes. My assistants over the years

have been there to provide customer and

personal support; the office employees and

my colleagues all contributed in different
ways [to my success] and answered many Rp
questions [for me]. My brokers have been .
some of my closest mentors and biggest
supporters. My clients and seminar at-

tendees have all taught me something as

well. We learned about the human spirit
when situations seemed hopeless. From
them, I learned about courage and perse-
verance. I am grateful to all those I've met

in my business and life,” says Lumi.

Lumi has two children — Andrada (17) and
Alex (14). They love traveling together and
exploring new places. Lumi is a voracious
reader with eclectic taste, and she is a big

believer in continual education.

“In my opinion, success is a journey,”
says Lumi. “It starts with a positive at-

titude, continual work to strengthen your

mindset, a drive to be the best at what you

do, perseverance, clear goals, and ongoing

FOR ADVERTISING INFO VISIT
REALPRODUCERSMAG.COM

growth to become the best you can be.”

-
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RENAN

CONSTREBCT I

Do you want to:

Increase Cash Flow?
Improve the profitability of your business?

l i
Reduce your Federal and State tax liabilities? HF

"'l Wy &
L psm!l” iy

quality construction.

Contact Monotelo today and let us provide you with
. Ronan Construction, LLC strives to keep our excellent
a taX review that can save YOU Per yeal‘. reputation and quality to customer service a top priority.

We treat every project with personalized attention. With
ecause it does atter how much you make, it matters how much you keep! over thirty years of combined construction and property
Because it doesn’t matter how much you make, it matters how much you keep! thirt f combined constructi d t

development experience, we deliver superior quality

construction. We develop QUALITY not quantity!!!
ADVYISORS

Contact us today for all your construction needs!!!

Jim Allen, EA
Director

Ronan Construction, LLC | 2934 W. Montrose Ave | Chicago, IL 60618 | Phone: 773-588-9164 | Email: info@ronaninvestors.com | RonanConstruction.com
We are CELEBRATING 20 years of superior quality construction.

312-757-5151 | jallen@monotelo.com | www.monotelo.com T )

Argfully Apranged

Staging

www.artfullyarrangedstaging.com
miahable@artfullyarrangedstaging.com

Entrances - Kitchens - Living Rooms
Dining Rooms - Bedrooms - Offices
Outdoor Spaces

ShaeVWon Hueds | 951.956.6942 | 1f!ecoreanaicon
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rising star

By Chris Menezes
Photos by Heather Hackney

Never too Late to
Change Directions

When Wendi Gordon decided to get
into real estate, she was having a

bit of a mid-life crises and needed a
change. An entrepreneur at heart,
Wendi grew up learning how to run
a business by working at her family’s
retail store, Bravco Beauty, located
in the Gold Coast on Oak Street

now for over forty years. And after
graduating from the University of
Wisconsin-Madison with a degree in
communications, Wendi opened a
party goods and stationary store in
the Gold Coast as well with her sister.

Wendi ran the store with her sister

for ten years before opening a chil-
dren’s clothing store with her husband,
David Shelist, called Madison and
Friends, named after their first child.
They eventually expanded the store to
include men’s and women’s clothing,
and added The Denim Lounge. As they
continued to grow, they added multiple
stores. Then the market crashed, and
they spent the next five years downsiz-

ing and regrouping.

Toward the end of those five years,
Wendi and David were working at the
store every day themselves, and soon
after, Wendi decided she needed to
do something else. “I needed a change

from retail. I was burnt out and want-

)

WENDI

GORDO

-

N
-
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Bowie (left) and Roscoe

e o
Photo submitted: Wendi alﬁr

dogs

ed to do something separate from my
husband and my family,” says Wendi.
One evening while having dinner with
friends, one who is a top producer,
said to Wendi, “Get your license, and
you’ll be on my team.” She signed up
for real estate classes the next day
and joined his team during the sum-
mer of 2014.

Four years later, Wendi has sold a
career volume of $13 million. Her
volume last year was $4.3 million.
“The most rewarding part of real
estate to me is helping first-time buy-
ers through the entire process. When
I help young couples find their first
home in the city, it reminds me of my
husband and I many years ago when
we were just starting out. I know that
their whole future is ahead of them,
and I helped them find the home in
which it will all happen,” says Wendi.

Wendi loves the fact that she can
grow her business as much as she

wants to, and she doesn’t have to

answer to anyone but herself. “You
are your only limitation. This is a
business where the sky is the limit,
and I just want to keep working hard

and growing every year,” she says.

Wendi and David have two kids:
Madison, who just graduated from the
University of Arizona, and Bryson, who
is going to be a sophomore at the Uni-
versity of Wisconsin. They also have

a l4-year-old cockapoo named Roscoe
and a 2-year-old Portuguese water dog
named Bowie. They enjoy watching the
Cubs, Blackhawks, and college sports.
‘Wendi also enjoys Pilates, hanging with
her dogs, having wine with girlfriends,
and staying connected and involved in

her retail businesses.

“Success to me is making people feel
good,” says Wendi. “No matter what
you do, people should want to be
around you and engage with you. Suc-
cess is being that positive energy that

takes people along for the ride.”




P> making a difference

the ages of 9 and 16, who represent JDRF in their ¢i

The 2018 JDRF lllinois Youth Ambassadors: 27 chiltn and teens with T1D, between

educational apd volunteer efforts of the chapter.

hlnities in-dfwilll support the

IDRF -

JDREF is the leading global organization

funding type 1 diabetes (T1D) research
that was founded by parents determined
to find a cure for their children with T1D.
JDRF expanded through grassroots fundraising and advocacy
efforts to become a powerhouse in the scientific community, and

JDRF

wARITI S

it now has dozens of US locations and six international affiliates.
It has funded more than $2 billion in research since its founding
in 1970, and its efforts have directly contributed to medicine’s
significant progress in understanding and fighting the disease.

TI1D is an autoimmune disease that strikes both children and adults
suddenly. It has nothing to do with diet or lifestyle. There is noth-

ing you can do to prevent it and, at present, there is no cure.

With T1D, the pancreas stops producing insulin — a hormone the
body needs to get energy from food. This means a process that
the body does naturally and automatically now becomes some-
thing that requires your daily attention and manual intervention.
Those with T1D must constantly monitor their blood-sugar level,
inject or infuse insulin through a syringe or pump, and care-

fully balance these insulin doses with their eating and activity
throughout the day and night.
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JDRF works every day to change that reality for the millions of
people with T1ID — and to prevent anyone else from ever develop-
ing T1D — by funding research, advocating for government sup-
port of research and new therapies, ensuring new therapies come

to market, and by connecting and engaging the T1D community.

Here in Chicago, JDRF relies on dedicated volunteers and gener-
ous corporate partners to raise the money necessary to fund the
150 active research grants and 70 clinical trials that are currently
underway to cure, prevent, and treat T1D and its complications.
These incredible collaborators help our organization host and
promote a few major fundraising events: Each year, 30,000
people come together at seven sites across Illinois and Northwest
Indiana for the JDRF One Walk. (In 2017, the JDRF One Walk
raised $4.3 million.); the One Dream Gala is one of Chicago’s
premier events — nearly 2,000 people came together to raise a
record-breaking $5 million last December; JDRF’s Ride to Cure
— an event where hundreds of riders come together from all over
the world to six sites across the country to make new friendships,
enjoy the unparalleled camaraderie of the Ride to Cure commu-
nity, and raise money to help end T1D — will have more than 170
riders join Team Illinois for the event this year; and, finally, we
are so delighted that 70 runners have joined Team JDRF to run in
the 2018 Chicago Marathon.

Beyond fundraising and advocating for research, JDRF supports
the T1D community with resources like the Bag of Hope, a bag
given to newly diagnosed children that contains a teddy bear,

a blood-glucose meter, other kid-friendly materials, and info
about T1D and JDRF. We also distribute the Adult T1D Care Kit
to newly diagnosed adults, and we provide toolkits for advice on

school advisory, teens with T1D, and pregnancy.

To help newly diagnosed individuals and their families under-
stand and manage the significant changes that T1D can bring to
their lives, the local organization connects them with mentors
and support groups located throughout Illinois, and it hosts the
annual TypeOneNation Summit. TypeOneNation is a full day of
inspirational and educational activities led by national and local
experts to help families better manage life with T1D. Attendees
are able to meet and network with others in the T1D commu-
nity, and they are able to see and learn about featured diabetes

devices, resources, and other summit supporters.

Do you want to help create a world without TID? There are so
many ways you can support JDRF’s efforts to find a cure and
help those affected by this autoimmune disease. You can walk
with them at the JDRF One Walk at one of five sites in Illinois on
September 30th! You can join them at the One Dream Gala on
December 8th for dinner, an open bar, a silent auction, the inspir-

ing Fund-A-Cure Program, and an exclusive concert!

There are countless ways to help better the daily life of everyone in the T1D
community; just visit www.jdrf.org/illinois to find the one that is right for you.

The Garlson family (David, Carrie, S.-asha, and Wyatt) =
receive a standing ovation after sharing their family’s T1D
story as the Fund? Cure Family at the 2017 JDRF One
Dream Gal___a that'ra.'is':ed a record-breaking $5 million.

The perfect home
deserves the perfect loan.

With home loans for all of your clients’
home buying needs, there has never
been a better time to check out PERL!

» Portfolio Loan Options » Down payment

>, Special Doctor assistance programs

Programs » VA and USDA Loans

PERL

YOUR LENDER FOR LIFE

VP of Mortgage Lending
312.651.5352 office

847.529.8100 cell

NMLS #: 192878

PERL Mortgage, Inc is an lllinois residential mortgage licensee (MB0004358) and equal housing lender. Licensed by the California Department of Busi-
ness Oversight under the California Residential Mortgage Lending Act. NMLS #19186 - lllinois Residential Mortgage Licensee - Department of Financial
and Professional Regulation, Division of Banking, 100 West Randolph, 9th Floor, Chicago, lllinois, 60601, 844-768-1713, 2936 W Belmont Ave, Chicago,
1L 60618 MB0004358 - NMLS #19186 - NMLS #: 192878; IL: 031.0019230; CA: CA-D0C192878; CO: 100021676; DC: ML0192878; FL: L020818; GA: 45827;
IN: 19874; KS: 10.0031429 MI: 192878; MN: MN-ML0-192878; WI: 192878
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MADE IN CHICAGO FOR OVER 30 YEARS

CLOS=T WORKS

www.Closetworks.com
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'Tr'L.I.fStEfd partner inthe closet design industry
- Founded on customer satisfaction and referrals
- Madein Chicago
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. Complimentary In-Home Design Consultations
' Visit Our.Showroom: 2112 N. Clybourn Ave. Chicago IL 60614
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Philip & Rooms Redux Chicago have
become a vital and integral part of our
team over the past 10 years. In today’s
challenging real estate market, it is
critical to utilize Philip’s services in order
to put our seller's best foot forward and
achieve the highest possible
sales price in the least amount
of time. This can be especially

crucial when selling a property
that has a unique layout. We
strongly believe that his staging
has been one of the key reasons
why our sellers have been so
successful in achieving their
sales goal.

- Christie DelGreco & Lynn DelGreco

)
@ ¢ »

773-561-7411 D o
773-561-0496

6033 North Sheridan Road, Unit 25D
Chicago, lllinois, 60660

Philip George Popowici, Owner
Philip@roomsreduxchicago.com

4257 West Drummond Place
Chicago, lllinois, 60639



TOP 200 STANDINGS

Teams and Individuals from January 1, 2018 to May 31, 2018

# First Name Last Name List # List$ Sell# Sell$ Total # Total $ # First Name Last Name List # List$ Sell# Sell$ Total # Total $
1 Jeffrey Lowe 102 $101,623,493 40 $42,096,752 142 $143,720,245 35 D Waveland Kendt 20 $14,860,566 8 $5,524,750 28 $20,385,316
2 Nancy Tassone 31 $108,767,215 4 $4,697,500 35 $113,464,715 36 Michael Maier 25 $17,487700 6 $2,509,500 31 $19,997,200
3 Matt Laricy 76 $35,742,524 14 $51,371,066 190 $87113,590 37 Lance Kirshner 34 $14,167,082 10 $5,692,400 44 $19,859,482
4 Mario Greco 98 $55,392,712 40 $23,002,742 138 $78,395,454 38 Melissa Govedarica 27 $17,010,200 3 $2,543,700 30 $19,553,900
5 Jennifer Ames 36 $54,565,800 22 $22,063,750 58 $76,629,550 39 Alex Brusha 1 $9,700,000 1 $9,700,000 2 $19,400,000
6 Karen Biazar 88 $52,745,615 15 $9,114,900 103 $61,860,515 40 Scott Newman 33 $9,702,850 25 $9,467,001 58 $19169,851
7 Emily Sachs Wong 44 $48,138,000 13 $13,414,500 57 $61,552,500 4 Joe Zimmerman 23 $10,139,950 20 $8,649,365 43 $18,789,315
8 Colin Hebson 37 $36,798,031 25 $20,376,931 62 $57174,962 42 Owen Duffy 23 $13,817,400 8 $4,966,000 31 $18,783,400
9 Leigh Marcus 79 $47,706,033 16 $8,994,230 95 $56,700,263 43 Daniel Close 3 $1,984,750 26 $16,104,458 29 $18,089,208
10 Elizabeth Brooks 51 $53,492,959 1 $935,081 52 $54,428,040 44 Peter Moore 1 $5,029,500 20 $12,990,400 31 $18,019,900
il Kathleen Malone 25 $34,123,338 1 $17,818,775 36 $51,942,13 45 David Schraufnagel 6 $8,781,600 6 $8,781,600 12 $17,563,200
12 Melanie Giglio 38 $30,407,517 21 $14,997,675 59 $45,405,192 46 Jeffrey Proctor 13 $7,312,000 9 $10,097,000 22 $17,409,000
13 Brad Lippitz 28 $26,373,245 19 $16,182,500 47 $42,555,745 47 Matthew Liss 24 $12,842,100 8 $4,515,401 32 $17,357,501
14 Carrie Mccormick 43 $21,804,555 36 $19,404,005 79 $41,208,560 48 Michael Hall 24 $10,769,750 16 $6,483,900 40 $17,253,650
15 Sam Shaffer 21 $11,829,500 54 $28,532,585 75 $40,362,085 49 Phil Byers 15 $6,819,200 14 $10,339,900 29 $17,159,100
16 Chezi Rafaeli 16 $23,335,000 8 $16,517,500 24 $39,852,500 50 Laura Topp 18 $11,511,500 14 $5,602,500 32 $17114,000
17 Barbara O'Connor 38 $23,172,676 25 $15,984,594 63 $39,157,270

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
18 Jennifer Mills 35 $17,855,600 18 $15,575,900 53 $33,431,500 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.

Chicago Real Producers does not alter or compile this data, nor claim responsibility for the stats reported to/by the MLS. Data is based off of Chicago proper
19 Timothy Sheahan 24 $26,172,200 7 $6,372,210 31 $32,544,410 only and may not match the agent’s exact year to date volume.
20 Sophia Klopas 21 $12,939,000 28 $18,376,395 49 $31,315,395
21 Tommy Choi 26 $14,888,400 27 $16,028,900 53 $30,917,300
22 Amanda Mcmillan 23 $13,957100 17 $12,377,400 40 $26,334,500 Since 1990
23 Braden Robbins 10 $3,625,175 47 $21,691,881 57 $25,317,056
24 Ryan Preuett 9 $7,302,500 6 $17,872,500 15 $25,175,000 ADD ITIONs %
25 Michael Rosenblum 15 $17,019,247 9 $7127,500 24 $24,146,747 /A
26 Timothy Salm 10 $16,373,750 3 $7,358,628 13 $23,732,378
27 Frank Montro 82 $15,171,345 54 $8,494,001 136 $23,665,346 REN Ov ATI ON s DR " VEN TO A CH’ E VE M ORE
28 Millie Rosenbloom 17 $13,607,750 8 $9,966,500 25 $23,574,250
29 Julie Harron 6 $10,485,000 6 $12,640,568 12 $23,125,568
30 Jason O'Beirne 24 $19,381,500 14 $3,716,500 38 $23,098,000
31 Katharine Waddell 20 $11,865,500 18 $9,712,632 38 $21,578,132 c U STOM H 0 M Es
32 Sam Jenkins 23 $15,557,000 7 $5,653,500 30 $21,210,500 "
33 Elena Theodoros 21 $10,814,000 18 $10,275,300 39 $21,089,300 p ry o rc o n st r u ct I o n [ ] c o m
34 Elizabeth Ballis 10 $13,509,500 10 $7,512,500 20 $21,022,000
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TOP 200 STANDINGS

Teams and Individuals from January 1, 2018 to May 31, 2018

# First Name Last Name List # List $ Sell# Sell$ Total # Total $ # First Name Last Name List # List $ Sell# Sell$ Total # Total $
51 Layching Quek 2 $948,500 25 $16,082,288 27 $17,030,788 85 Nadine Ferrata 1 $6,327,000 6 $6,747,220 17 $13,074,220
52 Jacqueline Colando 30 $12,747,300 5 $4,074,400 35 $16,821,700 86 Philip Schwartz 17 $8,818,075 1 $4.249,250 28 $13,067,325
53 Katherine Malkin 3 $4,675,000 2 $12,112,500 5 $16,787,500 87 Brian Cargerman 0 $0 22 $13,033,915 22 $13,033,915
54 Robert Picciariello 42 $16,600,050 0 $0 42 $16,600,050 88  Brooke Vanderbok 1 $8,061,948 12 $4,897,000 23 $12,958,948
55 Eudice Fogel 7 $5,243,500 Ul $11,280,000 18 $16,523,500 89  Daniel Glick 8 $9,936,900 5 $2,932,250 13 $12,869,150
56 Ivona Kutermankiewicz 16 $10,984,500 5 $5,536,208 21 $16,520,708 90 Lauren Mitrick Wood 12 $4,439,000 15 $8,427100 27 $12,866,100
57 Philip Skowron 7 $6,986,900 6 $9,405,142 13 $16,392,042 91 Alfredo Medina 26 $12,855,535 0 $0 26 $12,855,535
58 Melissa Siegal 18 $7,532,100 1 $8,656,343 29 $16,188,443 92 Scott Berg 32 $12,819,500 0 $0 32 $12,819,500
59 Peter Krzyzanowski 17 $7,494,000 13 $8,544,700 30 $16,038,700 93 Jane Shawkey-Nye 2 $4,785,000 3 $8,027,000 5 $12,812,000
60  Dennis Huyck 19 $8,741,810 10 $7136,800 29 $15,878,610 94  Meredith Manni 4 $3,840,000 6 $8,878,375 10 $12,718,375
61 Nicholaos Voutsinas 0 $0 27 $15,689,960 27 $15,689,960 95 Mariah Dell 9 $6,378,000 10 $6,318,000 19 $12,696,000
62  Beata Gaska 12 $10,684,432 3 $4,955,000 15 $15,639,432 96  Lisa Mcmillan 13 $11,823,408 2 $844,000 15 $12,667,408
63 Steve Meyer 31 $13,813,875 3 $1,645,400 34 $15,459,275 97 lan Schwartz 12 $6,058,000 8 $6,506,850 20 $12,564,850
64 Christine Paloian Fixler 10 $14,929,000 1 $475,000 N $15,404,000 98 Stephanie Cutter 18 $7,841,900 10 $4,692,500 28 $12,534,400
65  Julie Busby 12 $7,321,500 12 $7,887,600 24 $15,209100 99 Beth Gomez 13 $7,294,500 7 $5,237,500 20 $12,532,000
66 Weston Harding 18 $11,783,814 6 $3,415,714 24 $15,199,528 100  Terri Mcauley 3 $2,880,000 8 $9,624,500 1 $12,504,500
67 Hayley Westhoff 16 $9,861,400 9 $5,232,800 25 $15,094,200

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
68 Zane Jacobs 29 $14,914,650 0 $0 29 $14,914,650 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.

Chicago Real Producers does not alter or compile this data, nor claim responsibility for the stats reported to/by the MLS. Data is based off of Chicago proper
69 Kimberly Gleeson 5 $5,206,001 2 $9,700,001 7 $14,906,002 only and may not match the agent’s exact year to date volume.
70 Helaine Cohen 1 $440,000 10 $14,143,878 i $14,583,878
7 Gary Lucido 15 $9,036,990 1 $5,531,586 26 $14,568,576 )
72 William Goldberg 16 $10,462,293 7 $4,017,001 23 $14,479,294 we S‘.l.l l, e ‘.0
73 Stefanie Lavelle " $6,322,000 22 $8,135,000 33 $14,457,000
74 Debra Dobbs 8 $4,095,000 9 $10,122,400 17 $14,217,400 S‘a n d 0 “‘
75 Nicholas Colagiovanni 10 $7,087,000 7 $7,126,792 17 $14,213,792
76 Danielle Dowell 16 $9,430,650 12 $4,758,500 28 $14189,150 °®
77 Edward Jelinek 19 $7,345,000 12 $6,640,900 31 $13,985,900 lalss law group
78 Kevin Hinton 10 $4,698,373 21 $9,250,400 31 $13,948,773 3 , .
79 Scott Curcio 22 $8,469,200 15 $5,276,500 37 $13,745,700 La W Oﬁlces o f M’ Ch el’e La ’SS
80  Pasquale Recchia 17 $7,893,669 9 $5,729,000 26 $13,622,669 M iChel |e A. Laiss & Wi | | iam D. lversen
81 Ted Guarnero 5 $1,936,000 16 $11,569.700 21 $13,505.700 Attorn eys at Law
B2 Alshia E $7687.500 ' $e670500 F $E8000 1530 West Fullerton'Avenue | Chicago, IL.60614 | (773) 755-5600
53 Semente ot N 1678000 ’ $1642000 ° 13321000 MLaiss@MLaissLaw.com | Wilversen@MLaissLaw.com | FAX: (773) 755-6633
84 Kevin Wood 2 $7,517,378 3 $5,610,000 5 $13,127,378
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| HAVE THE BEST TOOLS FOR

REALTORS

COMING
SOON!
LeadWorks i,

Smart Leads, Continuous Growth

TMC

LAW GROUP

Service is the Key to my success!

Real Estate Agents get access to the
LeadWorks program which delivers
targeted leads right to their inbox. This
program analyzes over 21 life-event
triggers from a specific radius around
the property they sold. LeadWorks will
automatically e-mail you the leads so
you can get started immediately on
growing your business!

With DigitalDocs all parties within a
with Dh) Dig“ﬂ[DOCS real estate transa?ction.recieve leading

technology that is designed to create
marketing automation post-closing to
stay in touch with past clients, while
offering their clients a safe and secure
document storage solution and valuable
reports.

JASON CHMIELEWSKI
Managing Partner
office 312.332.5020 fax 312.332.5021

jason@jmclawgroup.com
10 S. LaSalle Street, Suite 3500 - Chicago, IL 60603
9661 W. 143rd Street, Suite 201 - Orland Park, IL 60462

Contact me for more information!

jmclawgroup.com

N

SHALL FASS

We specialize in:

Fire and Smoke Damage
Water Damage

Mold Remediation

Sewer Back-Up

Bio-hazard Clean- Up
Removal of Asbestos & Lead
Death Clean-Up

General Construction Services

. —

Tri-State Fulfills The Need For 24/7 Instant Response!
We provide efficient 24-hour response to water damage, fire, and specialty
cleaning situations for industrial, commercial, and residential structures.

There When You Need Us.

TRI-STATE
RESTORE

DISASTER SERVICES
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Call us toll-free at 1-888-839-6917 or visit us on the web at www.TriStateRestore.com for help whenever you need it.

The H
guarantee(m Pu?chgrsneeExperts@

*Top 1% of Mortgage Originators in America by Mortgage Executive Magazine (2012-2017)
**Five Star Professional by Chicago Magazine (2011-2016)

***75 Elite Women in US Mortgage Banking by Mortgage Professional America (2017)
***\Report’s Women in Housing (2017)
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- FR-0018846 & SR-0018847, VA - MLO-13110VA - MC-3769, WI - 137164 - 27394BA « Guaranteed Rate NMLS ID #2611
(Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) * CO - Guaranteed Rate, Inc. Regulated by the Di-
vision of Real Estate, 773-290-0505  DC- Lic #MLB2611 « FL- Lic# MLD1102 « IL - Residential Mortgage Licensee - IDFPR,
122 South Michigan Avenue, Suite 1900, Chicago, Illinois, 60603, 312-793-3000, 3940 N. Ravenswood Ave., Chicago,
IL60613 #MB.0005932 ¢ IN - Lic #11060 & #10332 « MD - Lic#13181 « MI - Lic #FR0018846 & SR0018847 * VA - Guar-
anteed Rate, Inc. - Licensed by Virginia State Corporation Commission, License # MC-3769 « WI - Lic #27394BA & 2611BR

The Platinum Experience
with Michelle Bobart

Calm, creative financing solutions for every client.

More than 2,500 real estate agents and clients agree — Michelle
Bobart stands apart.

As one of the nation’s top 1% of mortgage originators,* Michelle
offers insight on maximizing property investment opportunities in
every scenario.

Her outside-the-box approach to mortgage lending has earned
her the reputation as a well-tested, trusted advisor throughout
Chicagoland.

o Top 1% o 75 Elite Women
Mortgage Originators US Mortgage Banking
in America 2012-2017* 2017***

 Five Star Professional + Leading Women
Chicago Magazine in Housing
2011-2017** MReport 2017****

Contact Michelle today
for alender you can trust.

Michelle Bobart
SVP of Mortgage Lending

guarantee(@3 ‘ PrESIDENT'SYY CLUB

O: (312) 379-3516  C: (312) 953-7365
michelle(@rate.com

Rate.com/michellebobart
320 W. Ohio St Suites 1E & 410, Chicago, IL 60654



TOP 200 STANDINGS

Teams and Individuals from January 1, 2018 to May 31, 2018

# First Name Last Name List # List S Sell# Sell$ Total # Total $ # First Name Last Name List # List $ Sell# Sell$ Total # Total $
101 Robert Sullivan 9 $7,587,500 7 $4,874,000 16 $12,461,500 135 Rory Fiedler (6] $0 23 $10,708,400 23 $10,708,400
102 George Morgan 8 $6,938,500 9 $5,513,500 17 $12,452,000 136 Stephanie Loverde 13 $5,598,000 8 $5,102,000 21 $10,700,000
103 Andrea Hebner 7 $7,893,342 3 $4,558,487 10 $12,451,829 137 Ken Jungwirth 10 $4,758,500 7 $5,916,500 17 $10,675,000
104 Joshua Lipton 10 $6,340,500 10 $6,077,000 20 $12,417,500 138 Janelle Dennis 14 $5,883,900 1" $4,740,950 25 $10,624,850
105 Margaret Baczkowski 8 $6,394,500 8 $5,884,400 16 $12,278,900 139 Natalie Renna 4 $1,234,000 19 $9,371,500 23 $10,605,500
106  John Vossoughi 6 $5,200,000 7 $7,050,500 13 $12,250,500 140 Ryan Douglas Wells 7 $3,349,400 15 $7,229,500 22 $10,578,900
107 Nancy Hotchkiss 18 $6,937,400 15 $5,292,800 33 $12,230,200 141 Jennifer Liu 21 $10,281,077 1 $210,000 22 $10,491,077
108 Michael Shenfeld 13 $6,928,150 10 $5,247,900 23 $12,176,050 142 Joanne Nemerovski 7 $6,624,000 6 $3,816,000 13 $10,440,000
109 Randy Nasatir 12 $7,093,000 12 $5,074,900 24 $12,167,900 143 John Berdan 4 $1,570,000 22 $8,831,500 26 $10,401,500
110 Eric Hublar 0 $0 22 $12,075,000 22 $12,075,000 144 Theodora Jordan 10 $5,393,500 9 $4,994,000 19 $10,387,500
m Deborah Hess 15 $6,177,550 13 $5,887,900 28 $12,065,450 145 Nancy Mcadam 14 $9,385,500 3 $990,500 17 $10,376,000
12 Bari Levine 5 $3,027,500 13 $8,790,385 18 $11,817,885 146 Sara Mccarthy 4 $3,318,300 15 $6,984,500 19 $10,302,800
13 Izabela Sloma n $8,167,400 7 $3,616,000 18 $11,783,400 147 Terry Mister 5 $7,354,170 2 $2,943,330 7 $10,297,500
14 Ryan Smith 59 $11,678,200 2 $105,000 61 $11,783,200 148 Nick Nastos 5 $3,163,500 13 $7112,450 18 $10,275,950
15 Melanie Stone 8 $3,162,000 27 $8,569,500 35 $11,731,500 149 Hasani Steele 20 $8,111,400 5 $2,113,500 25 $10,224,900
116 Elizabeth Lothamer 13 $6,011,000 14 $5,672,500 27 $11,683,500 150  Megan Tirpak 5 $2,684,000 10 $7,513,249 15 $10,197,249
n7 Erin Mandel 7 $4,128,000 n $7,544,271 18 $11,672,271
Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
18 Paul Barker 15 $7,889,531 6 $3,763,500 21 $11,653,031 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.
Chicago Real Producers does not alter or compile this data, nor claim responsibility for the stats reported to/by the MLS. Data is based off of Chicago proper
19 Natasha Motev 5 $5,884,900 4 $5,634,900 9 $11,519,800 only and may not match the agent’s exact year to date volume.
120 Radim Mandel 10 $5,406,000 12 $6,084,900 22 $11,490,900
121 Santiago Valdez 20 $5,663,700 20 $5,825,000 40 $11,488,700 R E A LTO R s
122 Steven Powers 9 $5,545,000 10 $5,881,000 19 $11,426,000 Ca | | C K fO r
123 Naomi Wilkinson 5 $4,605,000 6 $6.792,500 n $11,397,500 . : a different
124  Melinda Jakovich 6 $6,959,500 3 $4,410,000 9 $11,369,500 ; e r \/ | < e _— ; ] f Cl | ent |end | ng
125 Rubina Bokhari 10 $8,000,000 7 $3,354,500 17 $11,354,500 = : .
— . experience!
126 lan Halpin 6 $5,355,000 5 $5,959,000 1 $11,314,000 — X e r t | E 5 e
127 Susan Kanter n $5,771,500 10 $5,468,000 21 $11,239,500
128 Jill Silverstein 7 $4,122,500 10 $7,043,400 17 $11,165,900 .
129  Moni Pi 6 $7783,000 3 $3,287,500 9 $11,070,500 O u | O | I S Chris Kinsella TED
onique ieron 783, ,287, ,070,
q Sr. Mortgage Banker
130 Edward Thilman 5 $9,468,000 2 $1,548,000 7 $11,016,000 Cell: 630.564.3272 m
NMLS #872091 HOME STARTS HERE
131 Amy Duong 1 $5,648,300 10 $5,224,924 21 $10,873,224 4 \Westbrook Corporate Center,
9 Suite 650. West E ter IL 60154 uhloans.com IT'S MORE THAN A MORTGAGE
132 Brett Novack 9 $3,816,400 14 $7,034,900 23 $10,851,300 uite » vvestenester,
133 Pamela Rueve 7 $6.512,902 7 $4.337000 14 $10,849,902 ]OQO N. Milwaukee Ave, Copyright © and Trademark ™ 2017 United Home Loans, Inc. All Rights Reserved.
Chicago, IL 60642 | (708) 531-9060 An Illinois Residential Mortgage Licensee, #MB.0006479 | NMLS# 207546
134 Karen Peterson 3 $8,435,000 2 $2,300,000 5 $10,735,000
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TOP 200 STANDINGS

Teams and Individuals from January 1, 2018 to May 31, 2018

# First Name Last Name List # List $ Sell# Sell$ Total # Total $ # First Name Last Name List # List $ Sell# Sell$ Total # Total $
151 Stacey Dombar 17 $7,334,900 7 $2,848,250 24 $10,183,150 185 Danny Lewis 9 $3,181,500 12 $5,793,500 21 $8,975,000
152 Juliana Yeager 15 $8,184,800 4 $1,984,500 19 $10,169,300 186 Ben Bodelson 1 $4,262,400 7 $4,656,768 18 $8,919,168
153 Bruce Glazer 9 $3,292,500 12 $6,863,500 21 $10,156,000 187 Dympna Fay-Hart 21 $6,882,550 5 $2,029,000 26 $8,911,550
154 Lisa Sanders 21 $8,069,100 7 $2,054,000 28 $10,123,100 188 Sohail Salahuddin 17 $7,904,550 3 $984,000 20 $8,888,550
155 Christie Ascione 9 $5,667,000 7 $4,433,500 16 $10,100,500 189 Michael Saladino 1 $4,382,000 " $4,407,000 22 $8,789,000
156 Arthur Cirignani 91 $9,806,203 4 $262,400 95 $10,068,603 190  Marci Trick 0 $0 18 $8,784,500 18 $8,784,500
157 Gail Spreen 18 $8,627,000 5 $1,404,000 23 $10,031,000 191 Armando Chacon 10 $5,833,968 6 $2,947,266 16 $8,781,234
158 Kathryn Schrage 23 $9,985,900 0 $0 23 $9,985,900 192 Thomas Moran 6 $4,307,400 1 $4,462,500 7 $8,769,900
159 Ryan Gossett 16 $6,499,000 8 $3,474,900 24 $9,973,900 193 Suzanne Gignilliat 2 $3,805,000 2 $4,950,000 4 $8,755,000
160 Ryan Huyler 10 $5,012,899 8 $4,899,250 18 $9,912,149 194 David Heck 0 $0 18 $8,695,000 18 $8,695,000
161 Shay Hata 5 $3,575,000 9 $6,243,000 14 $9,818,000 195 Derek Disera 8 $4,682,000 6 $3,992,000 14 $8,674,000
162 Jeremiah Fisher 8 $4,706,150 9 $5,044,450 17 $9,750,600 196 Michael Vrielink 9 $3,919,000 13 $4,749,643 22 $8,668,643
163 Cara Buffa 12 $8,484,498 2 $1,222,000 14 $9,706,498 197 John Huebner 10 $4,059,700 1 $4,591,500 21 $8,651,200
164 Michael Linden 12 $4,040,500 14 $5,618,300 26 $9,658,800 198 Camille Canales 4 $2,013,500 13 $6,627,000 17 $8,640,500
165 Cynthia Sodolski 10 $6,984,000 4 $2,667,000 14 $9,651,000 199 Sam Boren 0 $0 13 $8,637,000 13 $8,637,000
166 Sarah Maxwell 17 $6,875,698 6 $2,737,000 23 $9,612,698 200  Mariana Knittle 5 $3,608,500 7 $4,976,525 12 $8,585,025
167 Michelle Berger 6 $4,121,500 7 $5,485,247 13 $9,606,747

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
168 David Smith 0 $0 17 $9,556,128 17 $9,556,128 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.

Chicago Real Producers does not alter or compile this data, nor claim responsibility for the stats reported to/by the MLS. Data is based off of Chicago proper
169  Leslie Glazier 7 $4,476,500 8 $5,012,900 15 $9,489,400 only and may not match the agent’s exact year to date volume.
170 Olivia Carlson 1 $8,003,000 3 $1,452,000 14 $9,455,000
17 William Vezo 0 $0 21 $9,385,000 21 $9,385,000 y
172 Keith Tarasiewicz 1 $455,000 23 $8,919,750 24 $9,374,750 D O N T L ET YO U R
173 Elizabeth Amidon 7 $2,973,000 1 $6,391,000 18 $9,364,000 L E N D E R s B E A
174 Qiankun Chen 1 $375,000 29 $8,927,688 30 $9,302,688
175 Collin Walker 7 $3,295,000 15 $5,978,500 22 $9,273,500
176 Jason Rowland 12 $6,257,550 6 $3,005,500 18 $9,263,050
177 Mary Mac Diarmid 4 $4,009,000 5 $5,218,000 9 $9,227,000
178 Patrick Natale 1 $5,421,750 8 $3,797,500 19 $9,219,250
179 Linda Levin 3 $1,451,000 9 $7,745,573 12 $9,196,573 CALL SH I MMY B RAU N
180  Cadey O'Leary 4 $2,263,000 6 $6,900,000 10 $9,163,000 1 — 844 - S H I M MYB
181 Emily Smart Lemire 4 $2,689,000 9 $6,456,811 13 $9,145,811
182 Pamela Sage 3 $3,487,500 2 $5,592,000 5 $9,079,500
183 Lisa Kalous 6 $3,235,000 7 $5,821,250 13 $9,056,250 %’E”E‘Eﬂi“ﬁh"ﬁ.ﬁ?&’fge ?'a?ﬁili 1Li1ci-iiﬁétéy(s'?élﬁwoxgaevT:r}]l;ni.s()l?n?esrgaifess.org) « IL - Residential Mortgage Licensee - IDFPR, 122 South Michigan Avenue??lﬁeoil;l(;?)',‘t:ic':?: ﬁ\ﬂi?ioogag?lzc%gooét63831»13
184  Brendan Murphy 6 $3,680,000 7 $5,375,000 13 $9,055,000 e '
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Located on the top of
111 West Jackson, our
Penthouse provides the
ultimate retreat...

PENTHOUSE

CHICAGO

...and enjoy the most

elevated experience in
Chicago for garments,
grooming, and events.

From individual services to memberships and

corporate programs - we have an array of

offerings to fit your needs.

Ladies, we have you covered as well. We
specialize in custom professional attire, with
thousands of combinations we can tailor to

your specific fit, versatility, and style.

r,

d

GENTLEMAN’S
COOPERATIVE

{}?urun'vnfi, f'}fzﬂrur'r.r/ﬂ
i - o

.
& Careredi

Gentlemans Cooperative and Penthouse 111 had
the honor of hosting Real Producers real estate
community in our space last month.

This month we’d like to show our gratitude by
extending you the following promotion:

Garments: $100 credit on a custom purchase*

Grooming: first service half off*

Events: 20% off space rental fee*

Mention “Real Producers™ when booking your appointment.
*promotion ends August 31, 2018

gentsco-op.com | 312.361.1166



THE LUBBEN GROUP
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LAW FIRM
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2 0 o "I‘_ S L o {4 !‘ e : S ; C.J. Lamb Michael J. Gunderson
7 s *’ﬁ - For Chicagoland's Real Estate
N Buyers & Sellers,
S Sy we provide personalized legal guidance
== e e and counsel from Contract to Closing
and Beyond.
4 D OCL
THE GUNDERSON LAW FIRM, LLC

2155 W. Roscoe St. Chicago, IL 60618

www.gundersonfirm.com

312-600-5000 | info@gundersonfirm.com
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