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CHICAGO
BUILDING
INSPECTIONS
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YOU ONLY
GET ONE
CHANCE T0 D A
MAKE A FIRST -
IMPRESSION.

And Stop the Merry Go-Round with Properties Under Contract!

Now Offering 1-Visit Estate Inspections
HVAC, Building, Radon, Sewer and any other trade needed for your building — all in 1 visit

Chicago Building Inspections now has a full time booking manager and team of 6 inspectors,

handpicked andvetted by Ross Neag. Our extensive experience means your inspection will provide more information,

HOME STAGING CONSULTATIONS
OCCUPIED HOME STAGING
VACANT HOME STAGING
REDESIGN

thoroughness and preparation for building performance, with the added convenience of

one visit - if desired — to complete all needed trade inspections.

Mention this ad for $50 any standard inspection

and $150 off any estate inspection service

Professional Inspections. Professional Reports.
Professional Results.

Ross Neag | Andrew Danner | Morgan Hughes | Robert Clemens | Robert Brown | William Bruckner

456 N Oakley Blvd Chicago, IL 60612

HAVEN

] Home Staging and Redesign, Inc

www.inspectingchicago.com | www.radoniseverywhere.com | 312-INSPECT | info@inspectingchicago.com

S

Home Staging and Redesign, Inc.
323 N. Hoyne Ave. ¢ Chicago, IL 60612

Phone: 312-380-1276
www.havenhomestager.com
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Fix ItPeople oo
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If you are interested in contributing or nominating Realtors for certain stories,
please email us at andy.burton@realproducersmag.com

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the
author(s). The publication contains paid advertisements by local companies. These companies are not endorsed or specifically 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, photog
DRYWALL CARPENTRY PLUMBING

® raphers may be present to take photos for that event and they may be used in this publication.
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Angies list

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

www.realproducersmag.com - 5

4 . February 2018



') PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate affiliate. Take a minute to familiarize your-

ULTIMATERATE

self 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!

MORTGA GjE

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
guestions. 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

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

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

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

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

COPY EDITOR
Stardust Editorial
Chrstine Thom

(773) 992-6142
StardustEditorial.com

CUSTOM CLOSETS
Closet Works

(312) 999-0356
closetworks.com

GARMENTS, GROOMING
& EVENTS

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

GENERAL CONTRACTOR
Midwest Remodeling &
Builders, Ltd

(847) 888-7777
midwest-remodeling-and-
builders-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

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

Fifth Third Bank
(708) 351-6416
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

Ultimate Rate
Mortgage Company
(773) 796-2464
urmortgage.com

United Home Loans
(708) 531-8300
uhloans.com

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

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

ROOFING

Lindholm Roofing
(773) 628-6511
LindholmRoofing.com

STAGING

Artfully Arranged Staging
(872) 903-3591
artfullyarrangedstaging.com

Exit Stage Right Chicago
(773) 329-8837
ExitStageRightChicago.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

www.realproducersmag.com -



Why Chicago
Real Producers
Magazine?

P» publisher’s note

by Andy Burton

CLIENTS
& REALTORS

KNOW

When your buyers
work with Joel, they

Our team is ecstatic to bring you the February issue of Chicago Real Producers! In October, we were half the size —

the content and sponsorships have doubled in less than six months. It was an enormous risk, and in the beginning |
encountered a handful of skeptics who questioned if this platform “would work.” It definitely wasn't easy. It took perseverance,
determination, and an abundance of faith. As | write this, | am reminded of a Tony Robbins quote, “As soon you truly commit to
making something happen, the ‘how’ will reveal itself”

Ponder those words for a few minutes. Every great achievement

1 I I r 1 1 5 0 o that has ever occurred followed a moment when an individual o’5 Like us on Remember to like Chicago Real
W I e Ce I Ve a allowed a perception of themselves to precede reality. If you’re Facebook Producers on Facebook:
reading this and thinking about how to achieve your goals for facebook.com/ChicagoRealProducers

2018, don’t wait for reality to prove you can achieve them.

Start by committing. Think about how you want to feel six to 12

months from now and let that be your motivation.

So, why Chicago Real Producers? Community. There is no
network that consistently brings together elite Realtors® and
affiliates. There is no platform that connects Realtors® across

all brokerages who are consistently performing at a high level.

closing cost credit.”

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

- 15+ years of lending experience
We are building this community, creating that network, and

L
curating that platform through this publication and our events. H ome I nsp eCtlon I nc °

Speaking of events, be sure to RSVP for our launch party

on March 13th. Details are on page 30. There are an infinite 847 -8 8 8 -3 9 3 1

amount of stories to be told, strategies to share, connections to EchoHomeInspections com

« Top 1% of all loan officers nationwide for
annual volume

- Honest service and real advice from a
dependable mortgage professional

make and relationships to build in this powerhouse market.

Inspections We Offer: \hey
- Pre-purchase inspections Experience

Six months ago, we didn’t have a magazine. We didn’t have

the readership, social proof, advocates or raving fans. We also

didn’t have to wait for reality to prove the concept could be - Pre-listing inspections
real. The person you are today may be unrecognizable to the - 5-point preCiSion inSpeCtions Watt&‘s
person you become by 2019. Thus, I propose you ask yourself - Commercial inspections
this question: . .
7 7 3) 65-209 guaranteed Rate ! - Short sale & foreclosure inspections
Who Do I Want To Be On January 1, 20199 - Roof Certifications :
J o E L@ RA I E CO M Commit to the process now. - Radon testing
. -
) - Mold testing
Yours in success,
@EOUAL 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 - Andy Burton « T B
Residential Mortgage Licensee - IDFPR, 122 South Michigan Avenue, Suite 1900, Chicago, lllinois, 60603, 312-793-3000, 3940 N. Ravenswood Ave., Chicago, IL 60613 #MB.0005932 Publisher PrOVIdlng peace of mind one Doty Dosé

*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
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
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.

H 7
Andy.Burton@RealProducersMag.com home at a time from 1989 President & Foundern

www.realproducersmag.com - 9



sponsor spotlight

by Brian Ramsey

Monotelo — If you were to investigate the meaning behind the word, you would find the literal concepts

of singular and purpose or mission. Though that strategically defines the nature of the business, the

best insight into Monotelo Advisors lies in the people and the work that they accomplish. Monotelo’s

“one mission” is simple: “to make a difference with meaningful and actionable financial solutions that

positively impact their clients’ lives.” The beauty lies not only in their desire but in the reality of how they

accomplish such great goals.

Monotelo Advisors was created in the fall of 2013
by Jim Richter. Richter, who has a background and
degree in finance, worked in the capital markets
where he developed an expertise in stocks and
bonds. In 2008, Jim launched a hedge fund that
invested in distressed bonds, and that fund eventu-
ally grew to become an investment firm with over
$1 billion in assets. As Richter traveled the coun-
try, his meetings with ultra-wealthy families led to
some key observations. One strategic concept that
he identified was that many of these families were
quite adept at navigating the tax code. Some of
them even had in-house staffs to help them in their

affairs to minimize their federal tax liability.

10 - February 2018

Richter began to consider where there were profes-
sions or large groups of people that could benefit
from a more disciplined application of the tax code
to their individual situation. His first observation
was what they now call their “Public Servants”
channel which includes the police, fire fighters,
nurses and teachers. The second area of opportu-
nity is what they now call their “Independent Con-
tractor/Small Business” channel, which includes
agents who receive a 1099 and small business
owners. Monotelo finds that most small business
owners fail to structure their business in a way that

minimizes their federal tax liability.

In the early days, Monotelo focused most of'its
effort on public servants. Knowing there would be
a lack of trust for a start-up company asking for
tax information from people they did not know,
Monotelo met with union leaders across the Mid-
west and told them that their members would only
pay Monotelo if the firm could make a difference
in the lives of their membership. Monotelo has
now recovered over $2 million for public servants

across the country.

As their public servant’s channel began to grow,
Monotelo then shifted much of their marketing and
research efforts onto small business owners. Know-
ing that small business owners spend enormous
efforts seeking to grow their revenue while mini-
mizing their expenses, Monotelo saw that these
same business owners often failed to consider how
they were structuring their businesses to maximize
what they keep in their pocket. And while most

tax professionals do a reasonable job to prepare an
accurate tax return, they fail to address how their

clients can minimize their tax liability.

‘When new clients are introduced to the firm, Mono-
telo makes it a priority to review each new case with
their wealth management team. After the review,
they create a game plan to help clients order their
affairs and structure their business in a tax-efficient
manner. “Every dollar you pay to the government is
one less dollar available for you to reinvest back in

your business,” said Jim Allen.

Clients can upload their information in a mat-
ter of minutes, where the team at Monotelo can

then review the new case and create a strategy for

HANT
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successful savings. On average, the amount saved
ranges between $15,000 and $50,000 over a three-
year window. Agents love the fact that they do not
have to waste time visiting Monotelo’s office and
that Monotelo does all the up-front work with no

up-front financial commitment from the agent.

Both Richter and Allen note that 95 percent of

the realtors and small business owners that they
meet are paying more than needed to the Federal
government. Although they have a significant tax
consulting and tax preparation practice, they are
certainly not just “tax guys.” Monotelo incorporates
a holistic approach to wealth management, focusing
not only on asset allocation but asset location. “It’s
one thing to focus on the mix of investments in your
portfolio, but when you fail to address the 23 to 43
percent toll that the government is going to take

on that income, you are missing the lowest hanging
fruit available to the average retail investor,” notes
Jim Allen.

Jim Allen has been married to his wife, Eliza-
beth for 24 years. They have three children and
one grandchild. Elizabeth leads worship at their
church and is a member of an acoustic coffee-
house band. Jim enjoys fishing and riding his
Harley. Jim Richter and his wife of 20 years,
Marianne, have two boys, and they enjoy boating,

snowmobiling and skiing.

Don’t allow your finances to be so taxing! (humor
intended). Monotelo Advisors is poised for contin-
ued growth as they continue to make a difference
with meaningful and actionable financial solutions

that positively impact their clients’ lives.

For a pain-free review and more information, contact them at 312-757-5151 or check out their web site at www.monotelo.com.

www.realproducersmag.com - 11



Chezi Rafaeli is bold and confident, and though he has a military background, it is not the source of his
c H E z I strength. Knowledge is Rafaeli’'s power. Chezi understands his market niche, and he knows everything

about it so that he may serve his clients well. In the first eight months of selling in Chicago, Rafaeli sold

$15 million, and he has been making a mark ever since. To Chezi, knowing everything that is possible in

your work brings confidence, and people love to work with confident people.

RAFAELI

Knowledge: No Reason To Fear

P> cover story

By Brian Ramsey
Cover Photo by Lindsay Schirk

Rafaeli is from Israel, and served in the army and
special forces there for four years. He traversed to
America in the late ‘80s and spent some time tak-
ing classes at Columbia University and New York
University. While doing research for a medical
project in conjunction with a Hebrew University,
Chezi put his spare time to good use by obtain-
ing his license and beginning work in real estate.
He learned a lot selling in New York, but after
having twins, his wife convinced him to move to
Chicago where her family lived. Chezi has been
in the world of Chicago real estate for almost two

decades, and he loves every minute.

Chezi referred to his work as an “amazing trea-
sure.” Chicago is architecturally organized and
beautiful to him. He especially enjoys the relation-
ships he has established and the great people that
he has met over the years. Since he did not know
anyone upon moving, Rafaeli started hanging out
in coffee shops and places with a lot of people so
that he could “promote” his work. That discipline
forged a special kind of work ethic and skill set
that has served him well. He has always made

it his passion to know the buildings in which he
frequents. He learns the floor plans of every high
rise, and he focuses on the key features such as
price, exposure, layout, size, parking and ameni-
ties. His work in New York taught him to never
hang up until he had booked an appointment, so
this skill really helps him to establish rapport and

is vital to servicing his clients’ needs.

When asked about his obstacles, Chezi struggled

to find them. Of course, he has surely had difficult
tasks, but that is what often motivates him. Every
day brings new solutions, and Rafaeli loves to edu-
cate his customers with the information that he has
accumulated. He also strives to keep his clients and
others in an open dialogue. He notes that it stimu-
lates people and that it provides time for emotions
to calm. Chezi is not in a hurry and never tells the
client to move fast. He explains that the biggest
question is, “Will it work for you?” If not, then

another place will open.

Rafaeli has some sensible advice for newer agents.
He challenges them to not take their work for
granted. He encourages them to learn their inven-
tory just like someone in the grocery store or a
hardware store. Knowing that a building was cre-
ated for condos or that it was renovated for them
makes a big difference. He explains that if an agent
learns all that can be learned about a listing, then
it will help their clients make the best choice. To
those seasoned producers, Chezi encourages them
to enjoy their families, achieve a balance in their
work and to give back — through seminars, com-

munication and other service-oriented paths. For

www.realproducersmag.com - 13
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Chezi, life is one big opportunity to give back to the
community. Whether it is someone in need or a fel-
low agent in distress, he tries to serve others’ needs

every opportunity that presents itself.

Chezi has been married to Susan for 27 years. They
have twins — a boy and a girl, and the family loves

to travel, especially to Europe. They love the out-

doors with activities such as hiking or biking, and
the warmer climates are preferable. He is glad that
they moved to Chicago and appreciates the differ-
ent lessons that he has learned in each city. He also
appreciates the support that he receives at work
(for ten years) from those who assist him: Maureen,
Susan and Julia.

"' ed i H errals is of ! i) Jj_]f";)ﬁhl;éw Glients

still find things to learn,” quips Chezi. As a life-long y = .-- L

*"er ln p closet demg 4 _.];.ii'l"j

“If I could work in real estate 200 years, I would

learner, Rafaeli believes it gives him the skills to
adapt to new situations and experiences. Nego-
tiations are the best part of his job because they o

require strategy and are complex. There are a few LA M a d o |f'1 i ]'Ira.- clok
things he is willing to change about his business, -

but what Rafaeli would not change, however, is the

consistent effort to know his work and his clients.

Complimentary In-Home besign'Consultations ~

fear in real estate! rih \

Visit Our Showroom: 2112 N. Clybourn Ave. Chicago IL 60614

‘With that commitment, there is no reason to ever

14 - February 2018
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Loving Chicago

Diana Delegge loves her job, the people and the very city
that she serves. She included it in her definition of success
which is “being happy doing what you’re doing while
making friends and being there to help them with their
needs.” With less than four years in the industry and over $4
million in sales last year, it appears that DeLegge has made
a great career choice!

Diana attended community college for a couple of years and
continued to work in the food service industry as she had done
since she was fourteen years of age. Starting, of course, at the
entry level, DeLegge went on to work at various chains and then
later family-owned restaurants. She had the opportunity to learn
a variety of jobs and the privilege to train and manage many em-
ployees. The experience taught her to love new challenges, enjoy
creating solutions and to appreciate a variety of people. Those

skills would later serve her well in her work with real estate.

DeLegge considers her work an adventure, as she journeys into
the diverse neighborhoods and pockets of the city to find prop-
erties of interest. She has not limited herself to one area but
instead sells all around Chicago. Despite the great opportunities
and success, Diana notes that learning a new business comes
with adjustment. She remembers having to learn the “language”
of real estate sales as well as the processes which are quite differ-

ent from the food service industry. She observes that creating an

“image” was a bit challenging but that aligning herself with “like-

minded” agents became a key element in her survival.

Diana challenges other new agents to view real estate as a full-
time job. Her most important task personally has been to devote
considerable effort to the development of her mind to stay in

a healthy, good mental place. She accomplishes this by eating
healthier foods and exercising. The most helpful choice to sup-
port this effort comes from “hanging” with positive people. The
business provides plenty of opportunities to ride an emotional
rollercoaster, so Diana avoids those tracks as much as possible.
She also notes that being willing to work all the time really helps.

DeLegge does enjoy some personal time as she loves to find

new places to eat in the city or even cook at home. She often
snowboards, rides a skateboard and plays the piano. Enjoying
the culture of Chicago is very important to her, and it provides
excitement and motivation for her to better herself in her work.
Diana also places a premium on professional development which

includes reading and interaction with good mentors.

Diana tries to improve client relationships by teaching them things
that help them to navigate the process. She explains that clients
must learn to select agents they trust. She wants them to be honest
and even blunt, for clear communication is a key. The more open a
client is, the better DeLegge can understand how to help them.

The next time you are out exploring the city, look for Diana
DeLegge. She will be there enjoying Chicago and thinking about
how to help that next client find a special place to build memories

— in a city that is not just windy, but full of life.

www.realproducersmag.com - 17



in a hospital. Now, would you like to work with more nurses? If like you, but I'm not sure of the best way to accomplish this. If

the answer is yes, then proceed to step two. you were me, how would you do it?”

Step Two- Call Mary (do not email or text) and use this exact Since Mary works with nurses, odds are she’ll know exactly

language on the phone: what to do to get you in front of them. You might hear a response
like, "Well, we all go to lunch in the hospital cafeteria at noon on

"Hi Mary! I'm going to be over by you this week — are you free Tuesdays. You should drop by and I'll introduce you!” Or maybe

for a few minutes to meet for coffee? I am in the process of put- Mary will say, "We're going out for happy hour tonight. Come

ting my business plan together for 2018 and I could really use with us!”

your advice.”

Step Four- Write down whatever Mary says and go do it! I know

Wait for her to accept the offer. If Mary asks what you need advice  this sounds simple, because it is.
with, just say, "I wanted to get your opinion on an idea I have.”

Your client will provide you the exact blueprint on how to get in

Asking someone for advice is incredibly flattering. By simply say-  front of more clients like them. Because you asked for their ad-

ing you need their help, you're already paying them a compliment  vice, they will feel honored to help you. In essence, they will have

by suggesting they have wisdom that could assist you. created your 2018 marketing plan for you. And all it cost you was
a cup of coffee. Good luck!

Step Three- You and Mary are sitting across from each other at

the coffee shop. Here’s what to say next:

) . . To get more insight from other Chicago Real
"Thanks, Mary, I really appreciate you taking a few minutes to

meet with me. I am currently working on my 2018 business plan, Producers, catch up on some of the latest episodes at

and this year I would really like to work with more nurses just keepingitrealpod.com.
I host a weekly podcast called Keeping it Real (KeepingltRealPod.com) where I interview top Chicago real Y v ! Ping P

By DL, Pari estate brokers to find out what theyre doing to achieve high levels of success.
y D.J. Pari

As top producers you deal with a wide variety of client personali-
Exce I I ence & P rofes S i onha I | sm ties. Some buyers and sellers are fun and satisfying and others,
well, are not. What if there was a simple strategy that would get

you in front of more of the clients you want to work with? Well,

Why use Ryan Pierce? there is!

Communication + Dedication « Understanding 14 ’%l
I call it "Cloning Your Best Clients.” Don’t worry, you won't need

President’s Club 2005 - 2016 a background in gene splicing or biotechnology. I'll walk you
through these simple, yet effective steps:

Staging

Top 1% Mortgage Originators in America

Step 1 - Decide on which client you want to clone

” Step 2 - Take that client out for coffee
Step 3 - Ask them for help meeting more people just like them
‘ Step 4 - Do what they suggest
AandN mortgage Let’s get more specific. I'm going to dive into each step to provide .
.I.w m more detail and context to help you master this technique. Don’t
0 let its simplicity throw you.
Producer’s Ciub MORIGALE P y y
Step One- Pick out a favorite real estate client. Got one selected? .www.urtfu||yurrungeds|ugmg..com
Next, ask yourself these two questions: miahable@artfullyarrangedstaging.com
Ryan Pierce  Senior Mortgage Consultant 1. What is unique about this client?
2. Do I want to work with more clients like this? Entrances - Kitchens living Rooms

Here’s an example. Let’s say you have a favorite client named

Outdoor Spaces

Mary. What's unique about Mary? Well, she’s a nurse and works

18 - February 2018 www.realproducersmag.com - 19



(773) 342-7424
info@manicmaids.com
manicmaids.com
Licensed e Bonded e Insured
Commercial
Residential
Post-Construction

MANIC MAIDS
INCORPORATED

Ghicago’s Finest Maid Service, Since 1990.

it covered!

i,
Chicago cleaning services inc ude. ‘
Longevity and Trust. We've been servicing
ommercial, residential, and post construction clients

ince 1 990.1 . ==
Over 5,000 Satisfied Clients

* Our services will meet or exceed your expectations
e ® Easy and secure online payments with digital invoicing
Q
v -* NG contracts required ‘ 4 ‘
AR« Satisfaction Guaranteed. If you are not completely
satisfied, we will make it right on our dime. |
| "M \

. Bottom Line: We Do ALL the Dirty Work For You!
o o

Providing Quality Maid Services to Over 5,000 Satisfied Customers Since 1990
We serve most of Chicagoland including, but not limited to, these fine neighborhoods:
Andersonville - Boystown « Bucktown « Edgewater « Gold Coast « Humboldt Park « Irving Park
Jefferson Park « Lakeview « Lincoln Park - Logan Square « The Loop - Mag Mile
River North « Rogers Park « Roscoe Village - Streeterville « Uptown « Wicker Park e Wrigleyville

| SS&% idl erlm ‘, ‘ "
Stephen Spanola CPA

Swidler Spanola & Company, LLC

Swidler Spanola & Company, LLC provides a wide range of services to
individuals and businesses in a variety of industries. At Swidler Spanola &
Company, LLC, we strive to meet each client's specific needs in planning for
the future and achieving their goals in an ever-changing financial and
regulatory environment.

Our professional services include:
* Real Estate Income Tax Transactions * Primary Residence Sales

* Rental Property Sales * Section 1031 Like Kind Exchanges ¢ Bookkeeping/Write-up ¢ IRS Representation

* Advice In the Areas of Pension and Profit-Sharing Plans ¢ Financial Projections and Forecasts

* Accounting Services & Compilations * Estate and Trust Tax Preparation
* QuickBooks Accounting Help and Assistance * Payroll Services * Cash Flow and Budgeting Analy

343 West Erie St. Suite 510 * Chicago, IL 60654
Phone (312) 981-4141 e Fax (312) 981-4145
www.swidlerspanola.com

#joyfilledphotography

ShaeVon Fueds | 951.956.6942 | 1f!ecoreanaicon
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Kitchen, bathroom, basement,
painting, additions & more

Slawek

Constructlon, lnc. - 773= 520-7788

sbconstruction9@yahoo.com

YOU WORK HARD...
BUT ARE YOU MAXIMIZING
YOUR INCOME AND PROFITS?

WE DELIVER SPECIALTY CPA SERVICES FOR
HIGH PRODUCERS AND EROKERAGE FIRMS.
Contact us to learn why so many successful

agents prefer our services - and put our
experience to work for you.

Hechtman Group

Exceptional CPA services for
small businesses with big plans

www.thehechtmangroup.com

EXIT www.exitstagerightchicago.com

STAG E "CHICAGO'S BEST
RIG HT HOME STAGER"

773-942-7308
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J\Lindholm

Roofing

“Our family has your family covered”™

THE DOCTOR
(LOAN) IS IN.

Tony Lupescu e NMLS #224410 ;/)
312-962-2850
FIFTH THIRD
www.53.com/mlo/tony-lupescu MORTGAGE

Loans subject to credit review and approval. Fifth Third Mortgage s the trade name used by Fifth Lindholm Roofing P: 773-283-7675 ,
Third Mortgage Company (NMLS #134100) and Fifth Third Mortgage-MI, LLC (NMLS #447141). Fifth 3588 N Milwaukee Ave  E: Info@LindholmRoofing.com
Third Bank, Member FDIC. €2 Equal Housing Lender. ¥ Chicago, IL 60641 W: LindholmRoofing.com

AL KA IR UL
I
etog 'i”.-' L4 |_F_l|.|'ll.|-- J .

anEny LRI JERERRA AT BY
We are CELEBRATING 20 years of superior
quality construction.

Ronan Construction, LLC strives to keep our excellent
reputation and quality to customer service a top priority.
We treat every project with personalized attention. With
over thirty years of combined construction and property
development experience, we deliver superior quality
construction. We develop QUALITY not quantity!!!

Contact us today for all your construction needs!!!

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.

www.ronanconstruction.com
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guaranteed Rate

Team up with an
industry leader

Boost your business by working
with Ben Cohen!

As the #5 ranked loan officer in the country according to
Mortgage Executive Magazine* and the best loan officer in
Illinois according to the lllinois Mortgage Bankers Association,
Ben Cohen is a trusted, knowledgeable and respected veteran
of the industry.

Working with him means:

Access to Guaranteed Rate's platform, which includes a
dedicated marketing department and videography team
to help referral partners grow their business.

An elite level of service from start to finish.

A fast, easy and transparent process that will benefit
you and your clients.

‘ ‘ Ben Cohen continuously delivers results and exceeds the expectations of every client | refer to him. His team of
business development experts combined with Guaranteed Rate's referral partner platform have been an invaluable
asset for me and the growth of my business.” —Carrie McCormick, real estate broker, {@properties

Your clients deserve the best in the business and so do you. Contact Ben today!

Ben Cohen O: (773) 654-2055 C: (312) 339-5533

Senior Vice President of Mortgage Lending Ben(@rate.com « Rate.com/bencohen

3940 North Ravenswood, Chicago, IL 60613

SR, IN - 212568 - 11060, W- 217538« 2719464
« 1L~ Resldenital Momgage Licenses - I0FPR, 122 Souts Michigan Avesoe, Sulte 1900, Chlcagn, Ninels, 60603, 312-793-3000. 3940 N, Ha-

@{Duil HOUSME LEWDER Ben Coben RMLS
NS ID 82611 rizmvdide AL

VENSWOOD A

T Fepodt B funded loans ia Bile
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Leveraging Your Reputation 10

Grow Your (S5
BUSINESS

The key to a successful real estate business is
continuing to acquire new clients, month after month
and year after year. Any good real estate agent can tell
you that, and most bad ones probably can too. What
they can’t all agree upon is the best way to do that —
they cannot outline a foolproof path to success.

‘We can.

Not so long ago, all of an agent’s new business came from referrals
and word of mouth. One client, satisfied with the work you did for
them, told their friends, family, and colleagues, and, sure enough,

some of them would give your business a call when the time came.

The most
used place
in the home
is the kitchen.

Quality custom
engraved gifts,
that last forever.

Mike Parsio

Cutco Closing Gifts

"Cut Above Gifts”

Independent Field
Representative

//—\

(773) 769-7812
Mike@CutAboveGifts.com
CutAboveGifts.com

¥ 0O in
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And the reality is that plenty of real estate brokers and salespeople
still solicit the bulk of their business from personal referrals. After
all, people are never going to stop talking to each other face-to-

face, no matter how much time we spend on our smartphones.

But here’s the thing... Today, people aren’t only chatting with
each other over coffee or at dinner parties. They’re also taking

their referrals and recommendations online.

There’s a way that you can guide the online conversation around
your brand for the better, helping to make sure that reviews,
rankings, and testimonials all work in your favor — helping you
gain new leads on the backs of your existing, satisfied clients. We
call this strategy "reputation management,” and it’s a must-have

for any business in any industry — from sales to design.

Generally, we break down successful reputation management
into three interrelated parts, each of which has a major role to
play in making your business stand out — for the right reasons

— on the internet.
Step One: Reviews and Testimonials

As you may have observed in your own everyday searching,
Google no longer just presents a list of website rankings and calls
it a day; instead, results pages now also come with a “Knowledge
Graph” card in the right-hand corner, offering location informa-
tion, reviews, photos, and everything else Google knows about
the business. Facebook, too, now emphasizes reviews and testi-

monials on business profile pages.

And this is to say nothing of the industry-specific spaces that
aggregate reviews and rankings about you and your competitors,
including Zillow, Trulia, Realtor.com, Yelp, HomeAdvisor, Redfin,
and Houzz, among others. Today, in fact, many people start their
search for a Realtor® (or a designer, architect, or other service
provider) by going straight to one of these listing sites. What’s
more, your potential clients really do base their purchasing deci-
sions around sites like these; in fact, 88 percent of consumers say
they trust online reviews as much as personal recommendations,
and 72 percent say that a positive review can improve their opin-

ion of a local brand, according to SearchEngineLand.com.

With that in mind, it’s important that you position your brand
highly within these online spaces, where reviews, testimonials,
and client feedback can be the difference between getting that
new client, or having them move on to the next agent.

The key is to make sure that these sites work for you (and not
someone else) by continuing to garner new “five-star” reviews on
aregular basis and to avoid the negative ones. Aside from the old

adage of pleasing all the people all the time, how can you do that?

Well, here at Geek Chicago, we partner with a national reputation
management service to offer our clients access to a review man-
agement tool with a proven track record of success. Essentially,
we’ll set up a workflow that lets you automatically reach out to
your clients via text or email after they’re under contract (either)
for sale or purchase, encouraging them to rate and review your
place on a variety of sites.

Establishing this line of communication early will help you
encourage your happiest clients to post glowing reviews. At the
same time, reaching out like this allows you to “park” negative
reviews; to that end, just giving less-satisfied clients a chance to
vent privately to you over email could well prevent them from

ever posting a negative public review in the first place.

The most important thing to know is that you don’t have to leave
the word-of-mouth about your business up to chance! Instead,
have a process to steer the conversation in the right direction.
Even better, once you’ve accrued customer reviews, stories, and
testimonials, you can always repurpose them as user-generated

content. (Hint: see step three!)
Step Two: Search Engine Optimization, or SEO

According to a report from Zillow, a full 87 percent of homebuy-
ers use “online resources” to begin the search for their home, and
a quarter of all buyers find the agent that they end up working

with online.

And among “online resources,” search engines such as Google
and Bing will always be a solid launching point for consumers
looking for help and guidance when it comes to their home. Is
your real estate business reaching this massive audience of eager

searchers, ready to do business?

In order to dominate the conversation on Google search ranking
pages, you'll need a solid, local SEO strategy in place. Like any
great dish, successful SEO requires a few different ingredients
working in harmony, including:

* A responsive, well-designed website

+ Compelling content, optimized for searches

* Accurate and up-to-date location tags and information

* An emphasis on mobile design

That last point, in particular, is worth noting. Today, more users
are using smartphones than ever before: 56 percent of those

looking for a home use their smartphone to research and contact

home professionals, for instance. If your site isn’t attractive,
responsive, and functional on mobile devices—and according to
Yahoo Small Business, up to 91 percent of business’s websites
aren’t—users won’t hesitate to move on to the home pro who

makes a better first impression.

Step Three: Social Media and Email Marketing

So far, we've talked about reputation management in terms of
what it takes — and what it can do — to get new customers to
your brand for the first time. But what about those who you can
turn into lifelong friends and partners, ready to turn to you for

the next project, the next home or the next consultation?

Can reputation management and digital marketing actually help
keep your clients coming back? Yes! There are a ton of things
your local business can do to encourage loyalty and retention —
and it’s important that you do since a loyal customer is worth up
to 10-times as much as the value of their first purchase! Most of
these strategies take place over two main digital channels: social

media and email.

When it comes to social media, including Facebook, Twitter, and
Instagram, it’s important that you remain active on your pages
and profiles and really foster a sense of community between your
brand and your existing and former clients; remember, after all,

that it takes a village, not just one house.

To that end, take care to respond to positive and negative feed-
back and answer any customer queries; pose questions and polls;
offer up interesting blog posts and fresh visual content; and don’t
be afraid to give your dedicated fans a “peek behind the curtain”

with behind-the-scenes stories or insights.

You can also use social media, particularly Facebook, as a paid
advertising channel; the platform’s sophisticated targeting tools
make it easy to identify and appeal to a narrow audience, includ-
ing users who’ve already searched for, or otherwise showed an

interest in, your brand, a process that we call "remarketing.”

Email marketing is also a powerful tool for retention and reputa-
tion management; hitting up your past clients in their inbox with
compelling deals, blog content, or community-focused event in-

vitations can be a great way to make sure that you’re top of mind

the next time they need help with their home.

Curious about what it would take to execute this three-part repu-
tation management plan for your real estate

business? Drop us a line with any or all of

your digital marketing concerns! We’re
here and always ready to help you set

up your internet “forever home.”

For any or all of your digital marketing
concerns drop us a line at GeekChicago.com.

eek

CHICAGO
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Dennis

agent feature €€

By Brian Ramsey Photos by Lindsay Schirk

Dennis Huyck has built a career helping people as a real estate
advisor. Sure, he does what most realtors do, but with an attitude
that no job is too large or small. Huyck has been a long time
consistent producer (over $35 million in 2016) helping families
with their moving needs and with the navigation of the often
“tricky” developments that accompany real estate sales. For

Huyck, the attitude toward clients drives his servant spirit.
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Huyck

A PASSION, NOT A JOB

Huyck moved to Chicago after high school to study business

and marketing at Loyola University. Upon graduation, Dennis
worked in the licensed apparel clothing and promotional prod-
ucts business. He even had the privilege of working with men
who eventually led some well-known companies. In time, the
market forced Dennis to shift his focus to technology sales.
He began with a large data storage company and ended with

a small technology re-sale business. Throughout this time,
Huyck was establishing his path and learning about how busi-
nesses functioned. At the urging of his brother-in-law, who
was a small developer, Dennis obtained his license in 2001 and

started selling real estate part-time.

Dennis’ connections to his brother-in-law and a local builder
spawned some quicker growth to his real estate work. It was
enough time for him and his wife to enjoy the spoils of real estate
success before the market crashed. When the real estate market
took the downturn, it was a wake-up call for Huyck. From 2008
to 2009, his business dropped to one third. Dennis notes that

all too often, agents can become victims of their own success.
He made some major business philosophy changes that in time
have only strengthened his family and work. As time progressed,
Huyck also became aware of the need for expanding his work-
force, so he started a team. He observes that managing others
requires much more wisdom and a new skill set that he labors

hard to develop.

Huyck defines success as something that is captured in the expe-
rience of the clients. He knows that his reputation is “on the line”
and that pleased customers lead to more business and referrals.
He tries to help clients by keeping the communication lines open,
telling the truth and by giving families that facts regardless of

how they might feel about them. He notes that agents sometimes

try to become too “strategic” and that most people want to under-

stand exactly where they stand.

Dennis has been married to his wife, Kathleen, for 17 years. They
have two children: Dylan (daughter, 8) and Kieran (son, 6). He
has the privilege of coaching soccer for both children’s teams,

so the Huyck family is often found near a soccer field when not

concentrating on real estate.

For those who are considering real estate, Huyck gives some
pointed advice. The job is not as flexible as many may think. He
always feels “on call.” Newer agents must commit to systems be-
fore the business comes. That way, they can be proactive and not
just reactive. Dennis explains, “It sounds too simple, but every
agent must let everyone know what he or she does. We have all
been caught by that neighbor or friend who says that they did not

know that we sold real estate.”

One can discover the passion of Dennis Huyck through conversa-
tion or better yet, through engaging him in business. For Huyck, it

is what he loves to do, and it has never seemed like work.
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CHICAGO

LLaunch Party

Tuesday, March 13, 2018 ~ 12:00pm-2:00pm

Tuesday, March 13, 2018 - Noon-2pm

Birch Road Cellar

Lincoln Park, Chicago

Private Event -

Must RSVP for Address

Heavy Hors D’oeuvres & Drinks included
Door Prizes, Raffles & Giveaways

Network with Chicago’s

REAL Producers

BIRCH ROAD

CELLAR

If you are receiving this publication, you are

automatically invited. You should have received

This space represents the 60%
that’s left after you
pay your tax bill.

an invite via email. If you didn’t see the email,
would like for us to resend the invitation, or need
to update your email address please contact us at:
andy.burton@realproducersmag.com

government i But it doesn’t have to be this way
e L. .
; aklng from our with Monotelo’s help.
payc‘hetk If you are a top-performing Realtor earning over r
" (*for single fllers‘maTng”$500“OOO/year) $500,000 a yea,r’ you could be paying mo*re
than $199,000 in income taxes each year*. e
Wiady City
Call Monotelo today and have our real estate Dl £ B oroent iwsrrcTion awe.
specialist help you structure your business to - ' I )l
maximize your take-home earnings. Because it Our Goalis to Educate...Not Just lnspect www.WINDYCITYHOME.com
doesn’t matter how much you make, it matters * Each member of our team of inspectors is certified, licensed, and insured. 847 926 HOME (4663)
' We pride ourselves on our customer service and look forward to helping you with : :
how much you keep! , , . ,
all of your inspection needs! We offer flexible scheduling 7 Days a week, and your **Mention This Ad to Receive
inspection report will be emailed to you the SAME day! $ 50 off of your next Inspection!**
MO N OT E L O * We are your One-Stop-Shop for all of your inspection needs:
ADVISORS Pre-Purchase, Pre-Listing, Commercial, Mold Inspections and Testing, Radon | L sccrenmen
y | B

Testing, Termite/Pest Inspections, Thermal Imaging, and More. Gy PUSNEES

HEE Rating: A+

Call Jim AllENKati212-757-5151 | www.monotelo.com
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TOP 200 STANDINGS

Teams and Individuals from January 1, 2017 to December 31, 2017

# First Name Last Name List # List$ Sell# Sell$ Total # Total $ # First Name Last Name List # List$ Sell# Sell$ Total # Total $
1 Jeffrey Lowe 175 $165,749,763 77 $83,963,842 252 $249,713,605 35 Robert Picciariello 108 $39,865,755 2 $1,180,250 10 $41,046,005
2 Emily Sachs Wong 85 $112,222,000 45 $55,820,500 130 $168,042,500 36 Frank Montro 173 $32,473,250 59 $8,498,997 232 $40,972,247
3 Mario Greco 191 $111,695,865 65 $43,209,493 256 $154,905,358 37 Michael Shenfeld 29 $19,287,725 29 $19,266,000 58 $38,553,725
4 Matt Laricy 108 $45,180,940 183 $90,838,450 291 $136,019,390 38 Nicholas Colagiovanni 27 $18,895,750 26 $19,364,000 53 $38,259,750
5 Leigh Marcus 196 $113,111,358 34 $22,745,217 230 $135,856,575 39 Amanda Mcmillan 35 $14,453,000 44 $23,639,040 79 $38,092,040
6 Jennifer Ames 71 $70,189,500 43 $44,913,000 14 $115,102,500 40 Jason O'Beirne 48 $31,944,775 19 $5,504,100 67 $37,448,875
7 Karen Biazar 144 $87,036,027 28 $14,695,700 172 $101,731,727 4 Philip Skowron 13 $16,901,000 17 $20,251,117 30 $37152,117
8 Barbara O'Connor 79 $50,880,515 41 $23,983,900 120 $74,864,415 42 Ryan Preuett 16 $22,089,500 15 $15,033,000 31 $37122,500
9 Colin Hebson 43 $45,153,412 22 $24,087,592 65 $69,241,004 43 Sam Jenkins 33 $28,440,1M 9 $8,501,500 42 $36,941,611
10 Chezi Rafaeli 32 $47,459,500 15 $21,348,000 47 $68,807,500 44 Ilvona Kutermankiewicz 38 $27,076,899 12 $8,947,900 50 $36,024,799
n Sophia Klopas 65 $44,278,763 39 $23,944,426 104 $68,223,189 45 Katharine Waddell 4 $18,826,300 32 $16,835,300 73 $35,661,600
12 Jennifer Mills 68 $42,181,950 40 $23,489,235 108 $65,671,185 46 Christine Paloian 27 $32,370,250 7 $3,159,500 34 $35,529,750
13 Joe Zimmerman 63 $32,904,018 55 $32,071,650 18 $64,975,668 47 Melissa Siegal 38 $17,183,600 32 $17,995,415 70 $35,179,015
14 Timothy Salm 34 $47,873,550 10 $16,231,500 44 $64,105,050 48  Layching Quek 1 $769,000 52 $33,473,500 53 $34,242,500
15 Melissa Govedarica 73 $54,435,850 4 $6,604,900 77 $61,040,750 49 D Waveland Kendt 31 $19,762,500 33 $14,245,550 64 $34,008,050
16 Millie Rosenbloom 30 $35,712,150 22 $22,700,760 52 $58,412,910 50 Julie Harron 9 $11,218,000 8 $22,090,000 17 $33,308,000
17 Bari Levine 45 $22,742,575 62 $34,731,368 107 $57,473,943

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 Melanie Giglio 56 $37,966,069 32 $18,057,309 88 $56,023,378 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 Brad Lippitz 48 $33,895,733 28 $21,660,800 76 $55,556,533 only and may not match the agent’s exact year to date volume.
20 Joanne Nemerovski 22 $38,752,500 1 $15,711,856 33 $54,464,356
21 Timothy Sheahan 43 $42,530,650 14 $8,634,400 57 $51,165,050
22 Joshua Weinberg 34 $15,421,500 52 $35,538,547 86 $50,960,047 Since 1990
23 Kathleen Malone 37 $39,389,250 9 $11,154,000 46 $50,543,250
24 Grigory Pekarsky 22 $7,935,650 107 $39,456,118 129 $47,391768 ADD ITIONs %
25 Scott Newman 82 $22,006,325 60 $25,067,847 142 $47,074,172 /A
26 Marlene Granacki 19 $25,998,613 1 $19,763,563 30 $45,762176
27 Elizabeth Brooks 54 $45,549,497 0 $0 54 $45,549,497 REN Ov ATI ON s DR " VEN TO A CH’ E VE M ORE
28 Debra Dobbs 13 $17,870,000 22 $26,479,750 35 $44,349,750
29 Lisa Madonia 13 $32,480,000 6 $11,292,500 19 $43,772,500
30 Nancy Tassone 20 $23,946,000 16 $19,295,000 36 $43,241,000
31 Matthew Liss 40 $22,444,400 32 $20,643,550 72 $43,087,950 c U STOM H 0 M Es
32 Sam Shaffer 27 $11,071,000 67 $31,496,594 94 $42,567,594 "
33 Carrie Mccormick 53 $32,969,074 18 $8,480,854 Yl $41,449,928 p ry o rc o n st r u ct I o n [ ] c o m
34 Daniel Close 6 $2,345,000 63 $38,798,052 69 $41143,052
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TOP 200 STANDINGS

Teams and Individuals from January 1, 2017 to December 31, 2017

# First Name Last Name List # List $ Sell# Sell$ Total # Total $ # First Name Last Name List # List $ Sell# Sell$ Total # Total $
51 Rachel Krueger 15 $17,465,250 1 $15,093,500 26 $32,558,750 85 Natasha Motev 14 $16,954,750 8 $7,782,000 22 $24,736,750
52 lan Schwartz 31 $18,676,900 13 $13,773,010 44 $32,449,910 86 Cindy Weinreb 7 $3,168,775 42 $21,509,050 49 $24,677,825
53 Michael Rosenblum 23 $15,210,150 20 $17,143,500 43 $32,353,650 87 Chris Bauer 30 $12,252,800 25 $12,304,125 55 $24,556,925
54 Owen Duffy 43 $24,078,600 15 $7,933,300 58 $32,011,900 88  Karen Ranquist 16 $19,758,155 5 $4,702,760 21 $24,460,915
55 Jacqueline Colando 69 $29,169,750 5 $2,649,000 74 $31,818,750 89 Lisa Sanders 51 $17,764,627 22 $6,582,700 73 $24,347,327
56 Beata Gaska 28 $26,332,000 10 $5,128,000 38 $31,460,000 90 Deborah Hess 30 $10,607,450 31 $13,714,945 61 $24,322,395
57 Elizabeth Ballis 26 $22,948,500 " $8,376,500 37 $31,325,000 91 Jennifer Liu 59 $24163,458 0 $0 59 $24163,458
58 Nadine Ferrata 31 $20,889,500 14 $10,134,000 45 $31,023,500 92 Gail Spreen 34 $15,738,425 1 $8,364,000 45 $24,102,425
59 Amy Pritchard 22 $20,156,702 9 $10,823,070 31 $30,979,772 93 Jeanine Wheeler 26 $15,007,700 15 $9,061,500 41 $24,069,200
60 Margaret Baczkowski 20 $18,359,000 1 $12,222,100 31 $30,581,100 94 Elizabeth August 20 $21,557,751 5 $2,461,065 25 $24,018,816
61 Michael Tolliver 5 $15,015,000 6 $14,957,900 1 $29,972,900 95  Jason Vondrachek 37 $21,366,600 3 $2,258,500 40 $23,625,100
62 Michael Hall 45 $23,291767 15 $6,432,500 60 $29,724,267 96 Daniel Glick 16 $19,681,400 3 $3,937,000 19 $23,618,400
63 David Wiencek 16 $26,265,000 4 $3,431700 20 $29,696,700 97 Danny Lewis 24 $10,833,088 22 $12,469,525 46 $23,302,613
64 Anthony Madonia 26 $24,635,981 5 $3,868,250 31 $28,504,231 98  Radim Mandel 28 $14,316,300 18 $8,892,500 46 $23,208,800
65 Juliana Yeager 25 $13,750,500 13 $14,740,150 38 $28,490,650 99 Sam Boren 0 $0 44 $23,068,600 44 $23,068,600
66  Zane Jacobs 54 $28,030,583 0 $0 54 $28,030,583 100  Philip Schwartz 33 $11149,025 27 $11,652,388 60 $22,801,413
67 Dennis Huyck 42 $20,703,500 15 $7,265,900 57 $27,969,400

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 Scott Berg 58 $25,925,900 4 $1,947,500 62 $27,873,400 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 Scott Curcio 44 $14,833/158 30 $11,798,003 74 $26,631161 only and may not match the agent’s exact year to date volume.
70 Alishja Ballard 29 $12,001,199 30 $14,604,523 59 $26,605,722
7 Gary Lucido 24 $11,276,500 26 $15,249,250 50 $26,525,750 )
72 Eudice Fogel 14 $11,021,450 17 $14,998,250 31 $26,019,700 we S‘.l.l l, e ‘.0
73 Linda Levin 12 $15,698,500 13 $10,271,500 25 $25,970,000
74 Bruce Glazer 15 $6,834,500 35 $18,941,660 50 $25,776,160 S‘a n d 0 “‘
75 Joel Holland 18 $6,809,400 35 $18,837,741 53 $25,647141
76 Michael Vrielink 17 $7,083,400 19 $18,529,339 36 $25,612,739 PY
77 Sarah Ziehr 59 $25,216,122 1 $368,500 60 $25,584,622 lalss law group
78  Joshua Lipton 13 $7,841,680 31 $17729,650 44 $25,571,330 E i g
79 Janet Owen 9 $19,580,000 4 $5,840,000 13 $25,420,000 LaW Oﬁlces Of M’Ch el’e La’ss
80  Lance Kirshner 32 $12,325,600 25 $13,002,600 57 $25,328,200 M iChel |e A. Laiss & Wi | | iam D. lversen
81 Nicholaos Voutsinas 0 $0 54 $25,307,972 54 $25,307,972 Atto rn eys at LaW
82 Fugene R 20 $18:298.000 6 seswm00 6 $217000 1530 West Fullerton'Avenue | Chicago, IL.60614 | (773) 755-5600
s rowers " s0015900 0 209800 s $24,885,700 MLaiss@MLaissLaw.com | Wilversen@MLaissLaw.com | FAX: (773) 755-6633
84  Steve Meyer 52 $23,483150 2 $1,398,350 54 $24,881,500
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One of the first things | think of when
preparing a house for sale is staging. It is so
important to have the right stager and | am
so pleased to work with Rooms Redux for
staging services. | am a firm believer that
homes that are staged sell faster and for
more money than those that have not been
staged. I’ve been working with Rooms
Redux for the past 6 years and would
strongly recommend their services. Once
Philip and his team preform their magic, my
average time to sell a listing is 27
days on market. Philip and his
team do a fantastic job and offer
impeccable service. They
transform an otherwise drab
listing into a home with real
pizzazz.

-Morgan Sage, Broker with
Berkshire Hathaway HomeServices
KoenigRubloff Realty Group

ROOMS REDUX CHICAGO

Corporate Address:
6033 North Sheridan Road, Unit 25D
Chicago, lllinois, 60660

Office & Warehouse:
4257 West Drummond Place
Chicago, lllinois, 60639

Phone: 773-561-7411
Fax: 773-561-0496

Philip George Popowici, Owner

Email: Philip@roomsreduxchicago.com

Michelle Bobart
SVP of Mortgage Lending

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

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

Serving Chicagoland
real estate agents and
their clients for 20 years

Partner with Michelle to take your
business to the next level.

TOP 1%

of Mortgage Originators in America 2012-2016*

FIVE STAR
PROFESSIONAL

by Chicago Magazine 2011-2016**

S50 ELITE
WOMEN

in US Mortgage Banking 2017***

MREPORT’S
LEADING WOMEN

in Housing 2017****

The H
guaranteecw ‘ Pu(rechgg]eeExperts®

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

***50 Elite Women in US Mortgage Banking by Mortgage Professional America (2017)
***MReport’s Women in Housing (2017)

@EQUAL HOUSING LENDER Michelle Bobart NMLS ID #137164; CO - 100035767 - Licensed, DC - MLO137164
- MLB2611, FL - 1017860 - MLD1102, IL - 031.0002302 - MB.0005932, IN - 14945 - 11060, MD - 06-20408
- 13181, MI - 137164 - 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 Division 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, IL 60613 #MB.0005932 « IN - Lic #11060 & #10332
* MD - Lic #13181 « MI - Lic #FR0018846 & SR0018847 * VA - Guaranteed Rate, Inc. - Licensed by Virginia State
Corporation Commission, License # MC-3769 « WI - Lic #27394BA & 2611BR



TOP 200 STANDINGS

Teams and Individuals from January 1, 2017 to December 31, 2017

# First Name Last Name List # List $ Sell# Sell$ Total # Total $ # First Name Last Name List # List § Sell# Sell$ Total # Total $
101 Carol Ann Edwards-Nasser 9 $11,842,250 9 $10,627,540 18 $22,469,790 135 Brent Hall 25 $16,394,037 4 $2,653,400 29 $19,047,437
102 Edward Jelinek 21 $8,491,900 22 $13,919,750 43 $22,411,650 136 Brady Miller 18 $5,983,500 40 $12,995,050 58 $18,978,550
103 Greg Whelan (6] $0 40 $22,317750 40 $22,317,750 137 Mark Zipperer 20 $8,338,150 25 $10,601,844 45 $18,939,994
104 Sara Mccarthy 21 $9,120,800 26 $13,09,150 47 $22,229,950 138 Hasani Steele 42 $14,729,450 15 $4,204,150 57 $18,933,600
105 Nicholas Apostal 26 $11,660,300 17 $10,463,834 43 $22124134 139 John Huebner 13 $6,658,000 22 $12,247,000 35 $18,905,000
106 Kristi Gunther 14 $15,379,375 5 $6,740,625 19 $22,120,000 140 Arthur Cirignani 150 $18,327,526 6 $569,671 156 $18,897197
107 Santiago Valdez 46 $14,478,500 25 $7,566,000 71 $22,044,500 141 Pamela Rueve 19 $12,948,000 1" $5,847,900 30 $18,795,900
108 Helaine Cohen 5 $2,837,500 20 $19,184,500 25 $22,022,000 142 Jeffrey Proctor 26 $10,835,050 13 $7,921,900 39 $18,756,950
109 Ryan Huyler 13 $9,643,725 20 $12,353,900 33 $21,997,625 143 Connie Engel 18 $9,131,000 19 $9,507,000 37 $18,638,000
110 Terri Mcauley 16 $10,931,000 16 $10,918,579 32 $21,849,579 144 Jill Silverstein 5 $5,170,000 18 $13,445,750 23 $18,615,750
m Armando Chacon 18 $14,162,000 13 $7,634,000 31 $21,796,000 145 Nancy Mcadam 16 $13,003,000 7 $5,594,600 23 $18,597,600
12 Julie Busby 10 $7,297,000 18 $14,476,950 28 $21,773,950 146 Cynthia Sodolski 15 $11,608,025 9 $6,987,900 24 $18,595,925
13 Naomi Wilkinson 10 $14,140,000 5 $7,615,000 15 $21,755,000 147 Samantha Porter 24 $16,122,500 5 $2,447,694 29 $18,570,194
14 Christopher Mundy 19 $9,759,250 18 $11,670,486 37 $21,429,736 148 Alfredo Medina 38 $18,559,300 0 $0 38 $18,559,300
15 Katherine Malkin 8 $16,705,612 2 $4,425,000 10 $21130,612 149 Weston Harding 20 $10,301,600 18 $8,190,000 38 $18,491,600
16 Chaz Walters 16 $10,143,400 15 $10,767,000 31 $20,910,400 150 Nick Rendleman 14 $4,487,300 34 $13,991,400 48 $18,478,700
n7 Ryan Gossett 18 $7,889,875 25 $12,956,697 43 $20,846,572
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 Harold Blum 21 $15,829,000 7 $4,816,400 28 $20,645,400 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 Richard Anselmo 21 $14,135,500 n $6,465,000 32 $20,600,500 only and may not match the agent’s exact year to date volume.
120 Nathan Brecht 46 $20,458,200 0 $0 46 $20,458,200
121 Patricia Young 16 $14,227,700 7 $6,008,888 23 $20,236,588 I I ED
122 Thomas Moran 16 $15,797,000 7 $4,195,000 23 $19,992,000
123 Greg Nagel 18 $9,919,750 12 $9,989,000 30 $19,908,750 H D M E L D AN 5
HOME STARTS HERE
124 Richard Kasper 15 $17,795,313 2 $2,105,000 17 $19,900,313
o 3
125 Michael Vesole 47 $14,687,040 7 $5,176,100 54 $19,863,140 ”0‘/ Happy/ W‘iﬁ/ ym Wh’lg?
126 Andrea Hebner 14 $14,943,432 5 $4,808,500 19 $19,751,932
127 Brooke Vanderbok 18 $8,895,500 17 $10,851718 35 $19747,218 Chris Kinsella
Sr. Mortgage Banker
128 Michael Maier 24 $13,765,100 1" $5,968,500 35 $19,733,600 Cell: 630.564.3272
129  Danielle Dowell 20 $12,216,703 15 $7,447715 35 $19,664,418 NMLS #872091
uhloans.com
130 Keith Tarasiewicz 0 $0 41 $19,492,700 41 $19,492,700
131 Harry Maisel 15 $8,974,080 9 $10,516,500 24 $19,490,580 IT'S MORE THAN A MORTGAGE
132 Leila Zammatta 6 $8,838,000 8 $10,427,500 14 $19,265,500 . o t £ / f 3 Y f L% ¥ COpyf/ght © and Trademark ™ 2077 Un/ted
. Home Loans, Inc. All Rights Reserved.
133 Laura Topp 15 $6,035,500 18 $13,57,000 33 $19,192,500 4 Westbrook Corporate C nt_er, Suite 65 An Illinois Residential Mortgage Licensee,
- Mandel 1 $11188.130 0 $7928,082 3 $19116.212 1000 N. Milwaukee Ave, Chicago, IL 60642 | (708) 531-9060 #MB.0006479 | NMLS# 207546
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TOP 200 STANDINGS

Teams and Individuals from January 1, 2017 to December 31, 2017

# First Name Last Name List # List $ Sell# Sell$ Total # Total $ # First Name Last Name List # List $ Sell# Sell$ Total # Total $
151 Jennifer Teadt Long 17 $6,804,018 27 $11,634,640 44 $18,438,658 185 Suzanne Gignilliat 1 $13,148,000 2 $2,985,326 13 $16,133,326
152 Susie Pearson 18 $11,427,500 12 $7,010,215 30 $18,437,715 186 Gwen Stark 21 $8,787,100 12 $7,324,775 33 $16,111,875
153 Lisa Mcmillan 22 $15,496,778 5 $2,880,000 27 $18,376,778 187 Phil Byers 19 $7126,200 19 $8,929,399 38 $16,055,599
154 Erlend Candea 23 $13,898,500 3 $4,431,000 26 $18,329,500 188 Tara Leinenweber 43 $16,040,991 [0] $0 43 $16,040,991
155 George Morgan 21 $9,064,125 15 $9,163,268 36 $18,227,393 189 Landon Harper 12 $8,833,500 13 $7,160,000 25 $15,993,500
156 Michael Olszewski 107 $15,336,869 13 $2,828,250 120 $18,165,119 190 Pasquale Recchia 19 $7,657,150 16 $8,330,900 35 $15,988,050
157 Rizwan Gilani 16 $7,467,000 20 $10,654,935 36 $18,121,935 191 Kenneth Dooley 13 $8,973,769 10 $6,992,000 23 $15,965,769
158 Beth Wexner 4 $4,635,000 7 $13,376,340 1" $18,011,340 192 Alice Berger 14 $8,377,500 9 $7,584,000 23 $15,961,500
159  John Berdan 12 $4,154,900 34 $13,832,350 46 $17,987,250 193 Paul Barker 23 $12,565,400 7 $3,298,000 30 $15,863,400
160 Christie Ascione 17 $9,531,600 9 $8,383,400 26 $17,915,000 194 Lucas Blahnik 12 $6,712,000 17 $9,117,500 29 $15,829,500
161 Hunter Andre 8 $7,263,000 12 $10,546,300 20 $17,809,300 195 David Smith 1 $220,000 32 $15,608,750 33 $15,828,750
162 Robert Safranski 19 $10,682,500 15 $7121,900 34 $17,804,400 196 Monique Crossan 6 $5,258,000 5 $10,567,500 n $15,825,500
163 Hayley Westhoff " $5,908,500 13 $11,809,085 24 $17,717,585 197 Charese David 19 $10,271,900 10 $5,541,500 29 $15,813,400
164 Gregory Goldstein 0 $0 48 $17,677,500 48 $17,677,500 198 Michael Kelly 19 $8,063,000 15 $7,724,900 34 $15,787,900
165 Ken Jungwirth 16 $7,780,499 1 $9,697,500 27 $17,477,999 199 Mark Keppy 21 $6,465,350 19 $9,321,500 40 $15,786,850
166 Amy Duong 17 $7,075,000 12 $10,390,500 29 $17,465,500 200 R. Matt Leutheuser 9 $7,988,500 6 $7,774,500 15 $15,763,000
167 Qiankun Chen 1 $2,673,000 51 $14,717,288 62 $17,390,288
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 Brian Grossman 17 $11,623,700 6 $5,687,000 23 $17,310,700 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 Nancy Hotchkiss 36 $11,969,900 16 $5,253,500 52 $17,223,400 only and may not match the agent’s exact year to date volume.
170 Ted Guarnero 1 $4,537,800 27 $12,682,800 38 $17,220,600
171 Sundeep Lamba 56 $13,592,070 28 $3,580,901 84 $17172,971
.
s emesow o sswmes w s To be the best, work with the best!
173 Rubina Bokhari 1 $7,127,000 17 $9,837,000 28 $16,964,000
174 Brett Novack 22 $11,284,200 12 $5,633,900 34 $16,918,100 g g a
Shimmy Braun has consistently ranked in the top 5 for most purchase
175 Melanie Stone 6 $2,218,000 36 $14,573,800 42 $16.791.800 mortgages in lllinois and he can help boost your business.*
176 Stephanie Cutter 27 $10,634,500 14 $6,146,500 41 $16,781,000
177 Robert Sullivan 14 $6,675,500 14 $10,049,500 28 $16,725,000 . . . .
Contact Shimmy for a reliable, productive partnership!
178 George Selas 19 $7,905,200 18 $8,779,000 37 $16,684,200
SHIMMY BRAUN
179 Phillip Buoscio 23 $11,673,864 9 $4,910,400 32 $16,584,264 Senior VP of Mortgage Lending (773) 290-0344 g uaran te e d
180  Beth Gomez 12 $7,665,500 9 $8,865,200 21 $16,530,700 Rate.com/shimmy (844) SHIMMYB (844-744-6692) -
181 Michael Saladino 21 $7,017,900 30 $9,473,000 51 $16,490,900 Py shimmy(@rate.com 3940 North Ravenswood « Chicago, IL 60613
182 Monique Pieron 17 $12,287199 5 $4,033,199 22 $16,320,398 *As ranked among the top originators on Scotsman Guide’s Top Dollar Volume list 2012-2016.
TVeawcrousncewen NMLS 1D: 112849 IL - 031.0000741 - MB.0005932
) ; NMLS 1D #2611 (Nationwide Mortgage Licensing Syst .l .org) * IL - Residential Mortgage Li - IDFPR, 122 South Michigan Avenue, Suite 1900, Chicago, Illinois, 60603, 312-793-3000, 3940 N.
183 Les“e GIaZIer 12 $8,574,000 12 $7,617,777 24 $16,191,777 Ravensmod Ave(-’ ZhI:JcI'Wang’EIL 6%%%3333,\,:;3888}593\/25 em www.nmisconsumeraccess. org) esidential Mortgage Licensee oul ichigan Avenue, Sulte Icago, Illinols,
184 Tim Litchford 149 $16,139,463 [0] $0 149 $16,139,463
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Air Conditioning System/Cooler - : REMODEUNG & BU/LDERS, LTD GU N D E RS O N

Kitchen Refrigerator w/ Ice Maker o
Door Bells, Burglar & Fire Alarm Systems i I AN-X/ FIRM

Heating System/Furnace

Washer/Dryer Package .\‘\“
o) ‘Iﬂj Sy
And 1 i

*Covered by Platinum & Diamond Plans. Terms and Conditions apply
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Cell: 847.212.8635 Cell: 708.205.5193 . GENERAL CONTRACTOR * BUILDING * REMODEL
kchalekian@hwahomewarranty.com lluckett@hwahomewarranty.com | REHAB = BATHS = KITCHENS = ROOF TOPS

HWAHomeWarranty.com 888.492.7359 | (847) 888-7777

24 Hayes Ave. La Grange, IL 60525 = Fax: 630-595-1175
midwestlech@yahoo.com * midwest-remodeling-and-builders-Itd.com

C.J. Lamb Michael J. Gunderson

Photography & Fine Art
& Lindsay E Schirk

Photographer/Artist FOI‘ ChicagOland'S Real Estate

630.508.6575
schirkle@hotmail.com

fnzartcollection.com Buyers & Sellers,

S we provide personalized legal guidance

and counsel from Contract to Closing
and Beyond.

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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