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HOME STAGING CONSULTATIONS
OCCUPIED HOME STAGING
VACANT HOME STAGING
REDESIGN

HAVEN

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

Phone: 312-380-1276
www.havenhomestager.com

CHICAGO
BUILDING
INSPECTIONS

SBETTER AGENTS USE
BETTER INSPECTORS

I'T BUILDS YOUR BUSINESS

FIND OUT WHY AT INSPECTINGCHICAGO.COM/REASONS

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

PROFESSIONAL INSPECTIONS. PROFESSIONAL REPORTS. PROFESSIONAL RESULTS

’ ACCREDITED
BBB BUSINES:!
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MORTGAGEE

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

ULTIMATERATE

PREFERRED PARTNERS

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

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

APPRAISAL
Appraisal Solutions Group
(773) 236-8020

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

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

Raimondi Law Group
(312) 7011022

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

AUTOMOBILE
DEALERSHIP

Mancuso Motorsports
(312) 624-8586
MancusoMotorsports.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

DEVELOPER
360-366 Superior LLC
(312) 252-9230

these businesses and thank them for supporting the REALTOR® community!

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-ltd.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

HOME WARRANTY
HWA Home Warranty

of America

(888) 492-7359
HWAHomeWarranty.com

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

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

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

www.realproducersmag.com -



PREFERRED PARTNERS

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

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

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

MOVING COMPANY
Move-tastic!

(773) 715-3227
move-tastic.com

PAINTER

McMaster Painting &
Decorating, Inc.

(773) 268-2050
McMasterPainting.com

Heather, Allison

LOVE PHOTOGRAPHY

PHOTOGRAPHY
Carlos Shot You
(773) 807-4485
CarlosShotYou.com

Heather Allison

Love Photography

(872) 240-4257
HeatherAllisonLove.com

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

PROFESSIONAL
ORGANIZING

Mission 2 Organize
(773) 830-4070
Mission20rganize.com

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
MarkInk.Business.Site

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

ILLUMINATING YOUR AUTHENTIC SELF

THROUGH OUR UNIQUE ARTISTIC LENS

@heatherallisonlove | heatherallisonlove.com
(872) 240-4257
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ROOMS REDUX CHICAGO

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

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

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

Tue DELGRECO TEAM

Tne Key 10 YOUR SUCCESS

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

Philip George Popowici, Owner
Email: Philip@roomsreduxchicago.com



CLIENTS
& REALTORS

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!

- 15+ years of lending experience

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

- Honest service and real advice from a
dependable mortgage professional

(773) 654-2049

guaranteed Rate

JOEL@RATE.COM

@EQUAL HOUSING LENDER Joe| Schaub NMLS ID: 224512; IL - 031.0008503 - MB.0005932 * Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) * 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

*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.

P> publisher’s note

Back in January of 2017, I had a vision of
connecting top producing agents and the best
vendors in the city. Our first issue dropped
in October. Matt Laricy graced the cover of

a 28-paged publication with an article titled

“Always Chasing a Better Version of Himself.”
In March of 2018, we had our launch party at
a private wine club in Lincoln Park. The turn-
out was more than expected with over one hundred REALTORS®

and thirty of our preferred partners in attendance. One memory

By Andy Burton

that resonated with me at this event was Leigh Marcus coming to
me and saying, “I'm glad you’re connecting this group Andy, our

industry really needs this.”

Many of you have communicated to me you collect every issue and
hoard them like the days of encyclopedias. This issue marks the one
year anniversary of Chicago Real Producers and we are honored to
have Frank Montro on the cover. Frank is one of most impactful peo-
ple in the real estate industry and is a dynamic human being outside

of the business. (His Facebook posts are quite entertaining too.)

There are various factors that contribute to why the magazine
and our community support has grown so rapidly. The primary
reason is that REALTORS® are bombarded on a consistent basis
from people who want their money. Many of you reading this
know that my background is from the vendor side. The fact that
this publication is free to the top 500 agents and that they pay
nothing to be featured is counter-intuitive. We do all of our fea-
tures based on merit and hard work. We don’t accept payment or
give the cover to the highest bidder. Also, being on our distribu-
tion list is a badge of honor. During some of my interviews, I have
had REALTORS® tell me they are going to sell more real estate

next year because they want a shot at being on the cover.

Our team has worked extremely hard over the past twelve months.

The product and platform have grown, but it is even more reward-

EARANNIVERSARY!

g

ing to see the growth of our people. Everyone has played a role in
our success, from the REALTORS® we feature, to our in-house
staff, to our partners who advertise. I am grateful to all of you and
look forward to seeing everyone on October 18th from 5:00pm-
7:30pm at our one year anniversary event at Mancuso Motorsports
in River North (677 N. Clark St. Chicago, IL 60654).

ECHO

Home Inspection Inc.
847-888-3931

EchoHomelnspections.com

Inspections We Offer: \hey

- Pre-purchase inspections :

- Pre-listing inspections Expe”ence
- 5-point precision inspections ﬁaﬂe\%
- Commercial inspections

- Short sale & foreclosure inspections

- Roof Certifications
- Radon testing

- Mold testing

“Providing peace of mind one

home at a time from 1989” pm ?a;i,m

www.realproducersmag.com - 11



Photography & Fine Art
Lindsay E Schirk

¥ Photographer/Artist

'~ 630.508.6575
schirkle@hotmail.com
linzartcollection.com

AKA THE CHICAGO
VIDEO DUDE

is an Experienced Professional in Real Estate Video
Marketing/Production and Creative Social Media Branding

Services include
Life Style / Intro Videos
Property Showcases
Branded Video Content
Event Marketing
Website Videos

¢c I've used Justin for numerous listing and sales videos and I can't say enough

about the work he does. His professionalism, creativity and quality of work is
second to none. I don’t plan on using any other video producers anytime soon
and I highly recommend using Justin for all of your video needs!

Danny Lewis
THE LEWISREAL ESTATE GROUP
EXIT Strategy Realty

Getting a quote for homeowners,
condo or renters insurance

€¢ Justin’s videos are fun and
engaging! More importantly,

is as simple as caIIing ' — o . weareabletoconvert views
. <~ : = =, ¥ toleadswhen weaddacall
\ T e - to action.
4 7 2 2 1 1 A\ ; ) ? A Marki Lemons-Ryhal
- - ' ra n W a r e n e S S Real Estate Keynote Spea ker,
: 1 Emcee, & Event Host

YOU WORK HARD... Also offering One of a kind Green Screen
* The Scott Weer Agency is the top Home & Condo

insurer in the market areal BUT ARE YOU MAXIMIZING Marketing Videos with State of the Art Editing.
» Team of 8 fully licensed agents to support, with OVER 50 years Y.OUR INCOME AND PROFITS? Be the STAR of your Brand. ﬁr !z; RTFE = gi.

of experience
WE DELIVER SPECIALTY CPA SERVICES FOR
HIGH PRODUCERS AND BROKERAGE FIRMS.

X i n“?i
rm "";"i"'
I' EI- E:.Er;-l‘ km i Emﬂi.

e Our home owners product is the best product on the market

» We strategically priced well in the Chicagoland market

Contact us to learn why so many successful & I ; : l—._- HEE . —1 =

agents prefer our services - and put our ' 2D A vl e k= w S Ty m’*«'{ﬂ
oo StateFarm’ cxpeiencet wark o you. CON & ia,
- 0 gl G Lalg |
- - = | 1 . .I .._ _—

Soottoer Hechtman Group _ i WY ok
www.weeryouragent.com Exceptional CPA services for | Justin Barr_ Owner o j}-"i_ { F IFW"E JiL:r'#:r*J-

small businesses with big plans . .
LIKE A GOOD NEIGHBOR, Wil AhehEehtman BTG UBCom ggf;gg_gﬁ‘;o LG www.ChicagoVideoDude.com
SCOTT WEER / STATE FARM IS THERE! AR T _ . A ! . .

. ChicagoVideoDude@gmail.com www.GreenScreenMarketing.com
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partner spotlight

By Chris Menezes
Photos by Jennifer Catherine Photography

CHICAGO

Real Thorough, but Real

Being great at your job can sometimes be annoying to
certain people, especially if your job is to be an extremely
thorough and meticulous inspector. Ross Neag and Andrew
Danner of Chicago Building Inspections have encountered

that conundrum.

“A lot of agents don’t like to see us walk through the door on their
listings, and we get it. We’re tough. But we’re fair. What a client
does with a subject property is not our decision: our job is to in-
form them, first and foremost, and help them see things with eyes
wide open. Steady, professional, and insightful information is what

we broker,” says Ross.

Chicago Building Inspections performs traditional real estate in-
spections for residential and commercial properties, and they have
the horsepower to handle significant multi-family buildings, ware-

houses, and light industrial buildings, as well as, meet the needs

14 . October 2018

of investor and management companies. In addition to traditional
inspections, they offer a myriad of services like moisture intrusion,
quality assurance, phase inspections for new builds or renova-
tions, energy consults, HOA or Association common areas, PCAs,

reserve studies, expert witness work, radon testing, and more.

Ross entered the inspection industry after renovating homes for
about eight years. Andrew came from new construction with ex-
tensive development and construction management experience.
He helped develop over 4,000 single-family homes, including a
high-rise condominium in Streeterville, where he has sat on the
board of directors since 2007.

With a background and history in forensic work, not only is
Chicago Building Inspections good at finding things, but they can
also make calculated and educated inferences from their findings.
“Are we always right? Of course not. Although we’re not often
wrong, we're reasonable. We try very hard to instill a non-emo-
tional approach to our work because tempers and emotions get

our clients, and us, nowhere,” says Ross.

ATION

|
2
.,

]

“It’s not who’s right, it’s what’s right,” has become the slogan

that Chicago Building Inspections operates on. They are well
aware that the home inspection has become a pivotal point of

the transaction, providing ammunition for negotiations. Reports
are rarely read by clients and are often boiled down to potential
credits and reductions. “It’s about leverage,” says Ross. Money
can get muddy, which is why Chicago Building Inspections built a
team of impartial, inspection experts who bring over 125 years of

combined experience and knowledge to the table.

“A lot of our clients are entering the buying phase and had a less
than pleasant experience with a previous inspector or inspec-
tion outfit. They want someone who’s really on their side and

we provide that. There’s nothing more satisfying than knowing

our clients leave the inspection or complete the viewing of their
report, feeling that they had a true partner in the process. Many

of our reviews tell that tale,” says Ross.

“We’d love for those who haven’t worked with us to give us a
shot. When a client is well represented on the inspection side,
it strengthens the agent’s reputation and increases their odds of
getting quality referrals, [with clients] knowing that they didn’t
hire some tire-kicking inspector. We’re really thorough, but

real,” says Ross.

Contact Chicago Building Inspections at info@inspectingchicago.com,
www.inspectingchicago.com, and www.radoniseverywhere.com.

www.realproducersmag.com - 15



THE FEDERAL SAVINGS BANK

Always Here To Win For

Tammy Hajjar Miller
Senior Vice President, NMLS# 981615

direct: (312) 667-1965
tammy@thefederalsavingsbank.com
www.thefederalsavingsbank.com/tammyhajjar

Member

g

McMaster Serving Chicago & Suburbs

PAINTING & DECORATING

Kevin McVicker, Owner

GET A QUOTE
773-268-2050
info@mcmasterpainting.com
www.mcmasterpainting.com

16 - October 2018

Our Services:

- Pressure Washing

- Block & Brick Sealing

- Carpentry

- Cabinet Painting

- Wrought Iron Painting

- Deck & Fence Refinishing
- Interior & Exterior Painting
- Wall Coverings

- Drywall & Repair

- Spraying

- Staining & Varnishing

- Faux Finishes

- Snow Removal

- Aerial Work- Bosuns Chairs,

Lifts, Swing Stages

A

Benjamin Moore’

Paints

é SHERWIN-WILLIAMS.

Do you want to:

Increase Cash Flow?
Improve the profitability of your business?
Reduce your Federal and State tax liabilities?

Contact Monotelo today and let us provide you with

a tax review that can save YOU

per year.

Because it doesn't matter how much you make, it matters how much you keep!

Jim Allen, EA
Director

IME MONOTELO

ADYISORS

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

|

Kitchen, bathroom, basement,
painting, additions & more

Slawek

‘Construction; Inc. \ 773-520-7788

sbconstruction9@yahoo.com

- 2
Home Warranty. Reinvented.

Silicon Valley Style

hellosuper.com/realestate Contact: Morgan Bertler
844-55-SUPER 847-951-0961 | morgan@hellosuper.com

www.realproducersmag.com - 17




P» rising star

By Chris Menezes
Photos by Carlos Miranda

Making a Difference One
Interaction ata Time

“FEven the smallest interaction or act of kindness can

have an immense impact,” says Kelly Angelopoulos

Kelly has based her life on that guiding prin-
ciple, and it has produced great success in
everything she has done. Kelly comes from
alarge family in Arlington Heights that has
always prided itself on having close bonds and
on giving back. From a young age, her father
always told her that relationships were the

key to living a successful life.

“He led by example and taught us that if

you work hard and help others, you will
always be surrounded and supported in
life,” says Kelly.

Kelly looks back on these lessons and the
times she spent exploring open houses

as a child with her mother, searching for

her dream kitchen, as harbingers of her

dream job in real estate.

Kelly’s previous career in hospitality
also served as a springboard into
real estate. “Hospitality is about

taking care of people and creat-
ing a ‘home away from home,’ so
it was a natural progression for

me,” she says. Before becoming a

REALTORE®, Kelly worked in luxury
service and hospitality management
at Trump Hotel Chicago. Kelly was
groomed through a variety of man-
agement roles at the Forbes 5-star
hotel including VIP Relations, Food
& Beverage, Sales and Banquets, and
Front Office. But seeing the glass
ceiling ahead of her, Kelly decided to
transition into real estate so that she
could build a business that wouldn’t
cap her potential. “I knew if I worked
hard, I would achieve my own suc-

cess,” she says.

So in 2014, Kelly obtained her license
and took her strong interpersonal
communication skills into the down-
town condo market. “I certainly had

a good dose of beginner’s luck and
was able to close $3 million in three
months. But as a rookie, I didn’t real-
ize how long it would take for my next

deal,” says Kelly.

Beginners luck aside, in just four
years Kelly has sold a career volume
of over $50 million. Last year, Kelly
sold $15 million and was named a Top
Producer by Chicago Association of
REALTORS® and a James Sotheby’s
Top 20 Producer. She also made the
Chicago Agent Magazine’s “Who’s
Who” in 2017 and 2018.

www.realproducersmag.com - 19



From a young age, her father always told her that
relationships were the key to living a successful life.

“The most rewarding part of my career I ! “/_/e /ed by eXOmD/e Oﬂd ta ughf /S
is the people I work with every day. | .
I am lucky to surround myself with L that /fyOU work hard and he/p

an amazing team, clients that I love

others, you will always be

to work with, and the opportunity to
grow at my own pace,” says Kelly. ! . | surrounded and

Kelly is focusing on growth and i S i supported in life,”
development. “My clients’ needs are ' i ‘ :
expanding and evolving — the market
is in transition, and I like to consid- : o X
LR v
er myself cutting-edge and ahead of : Y J T ‘ TR 2 A R !“H
trends,” says Kelly. Kelly is exploring : '
new opportunities in investment prop-

1 )
erties, development, and continued L] " a .

. \ ] | ;
| [

education in real estate, nationwide. —= ¥ +u [ :'I f I Ll l'-’ . |
Having learned the importance of - M ] - __! 44 !'
work-life balance, Kelly is looking for- . : '
ward to empowering younger agents . . L
and building a team that resembles ' I I 4
the pillars and ethics she has learned . TR

from her family to serve her clients,
no matter how active she is. “Real
estate is an amazing industry because
you can ramp it up or down depending
on the amount of time you want to

dedicate,” she says.

In addition to helping people find
homes, Kelly is passionate about
helping homeless animals find forever
homes. She serves as the co-chair of
events for the Anti-Cruelty Society.
When Kelly isn’t working or volun-
teering, she enjoys exploring new
restaurants throughout Chicago, ap-
preciating the culinary flare, skill, and
variety of cuisines that can be found

in every neighborhood of the city.

We are looking forward to seeing the
impact that Kelly will continue to
make in Chicago’s real estate commu-

nity and market.

20 « October 2018




One of the buzzwords in our industry for the last ten years or so has been “teams.” If your business

business

is growing to the point where you know that you need to consider creating a team yourself, or if
By Richard Cebulak

you already have a team in place, you are probably a rainmaker and there are a lot of the things to
consider. Many seminars, articles, and even whole chapters in self-help books have been written on this subject. Although we’ll
recap the basics of such teams in this short article, I believe one of the key aspects of the success of these kinds of teams is the
rainmaker’s emotional motivation for making the decision to start a team, and what that will look like starting out as well as
further down the road. Like any business, teams in real estate need to be sure there are enough dollars in the bank today to pay

the bills and have some profit margin to make the venture worthwhile.

Mission 2 Organize

Urban Organizing & Concierge Service

HOME

Organizing
De-cluttering
Closet Design

OFFICE

Filing Systems
Paper Management 4
Office System Integration ™

MOVE
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Should you create a team? Is it time? Okay, as a solo agent you've
got enough to pay the bills and more, and your business actually
is looking pretty good. But you are finding that you are hating

the business: you're getting overwhelmed, you have no work-life
balance, and you’re just about ready to crawl into a hole until

it’s safe to come out. What now? It’s time to take stock of your
business and decide what you want it to look like in three, five,
and ten years from now. And ultimately, you need to decide if
you want to build a business that can be sold when you are ready
to retire or step away and move onto other ventures. But before
you make the move to create a team, you have to ask yourself
some serious questions: “Do I like to manage people?,” “Do I have
the patience to be a good trainer?,” “Am I good at holding others
accountable?,” “Can I give up control of every detail of a trans-
action?,” “Could the team approach lower the delivery of excep-
tional service that has been the core of my success?,” and “Have I

been building systems or is that going to be a huge priority?”

Of course, then there is knowing that you’ll have to make the

leap of faith that forming a team will actually put more dollars in
your pocket, and give you those intangible rewards like work-life
balance, as opposed to being an expense that you wish you hadn’t

taken on.

Some of the fears and concerns that some agents who are con-
sidering creating a team have are: “What if I train someone to

be a great salesperson and in two years they leave me with the

skill sets and systems that I showered upon them? I’ll have to
start from scratch with someone new,” and “Do I overpay to keep
someone’s loyalty or underpay because they will probably leave
me anyway? What is fair compensation? How do I get someone’s
buy in?” Compensation is certainly a very important factor,

but we need to recognize that set standards, ongoing training,
accountability, feedback, and recognition also create loyalty and
may actually be stronger reasons for staying than financial com-
pensation. Individuals want to be part of a winning team and get

the recognition that goes with it.

You’ve probably heard of the steps to starting a team: hire an
unlicensed administrative person part-time or full-time, or if
your company provides the service, utilize a Broker Assist and
buy their time on demand until you are ready to hire a dedicated
person. Have systems and checklists in place — you should have
been building them from day one, so it should not be a daunting
task once you've made the decision to hire. From here, you would
usually look for someone licensed whether that’s a showing
agent, a buyer’s agent or perhaps a second buyer’s agent, and fi-
nally, a seller’s or listing agent. If you really get big, you may need

a manager to run the entire operation while you are out doing

your job: being the rainmaker.

ANTONIA L. MILLS

‘AII'GHNE\' AT LAW
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AntonialMillsEsg@gmail.com

Having the right people on your team is critical. Luckily, there
are many ways to determine if someone has the talent for the job
you're looking to fill and wants to have that position as a career.
Whether you use a DISC test or other hiring systems, what does
their body language say to you? Remember: hire slow and fire
fast in case you did make a bad decision, don’t worry, you are not

alone, many of us have been there more than once.

Finally, make sure you are compliant, and remain in compliance,
with state license laws as well as your company’s policies. The
last thing you want to happen is have the entire business collapse
because of a license law infraction. Teams aren’t for everyone, but
if it is for you, it can be very lucrative. Give it the right amount of

thought, talk it over with a coach or mentor, and good luck.

ABOUT THE AUTHOR:

Richard has worked for Baird & Warner Residential Sales Inc. as
the managing broker of the City North office for 25 years. He
was a managing broker at a small propriety in the Ravenswood
area for 14 years and in the industry as a sales associate for four
years starting out with his dad who was a broker-owner — in
total he has been a REALTOR® for 43 years.
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The Neil Hackler Group (from left to right): Neil, Matt Franks, Amy Ganbold, and Holly Wolack
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By Chris Menezes
Photos by Heather Allison Love Photography

hen Neil Hackler first became a REALTOR®, he wasn’t

sure if he would completely like it. He had always

worked within the real estate industry, but in differ-
ent capacities, never in sales. However, after his first year as a
REALTOR®, as Neil was walking into work one day he realized
he really loved what he did, but if he really wanted to be success-
ful, then that meant he would be tied to Chicago for the rest of
his life. After a few seconds of contemplation, a smile stretched
across his face, and he thought, “I am good with that!”

Neil always wanted to live in a big city, having grown up in Rush-
ville, a small town in Indiana. After graduating from Ball State
University in Muncie, Indiana, with a degree in interior design
and marketing, he moved to Indianapolis to start his career in

property management.

Neil worked for Walden Residential as a leasing agent for a 240-
unit property. When that property was sold in 1999, he began
working for AMLI Residential as an assistant manager. While

there, Neil was highly recommended for a promotion at their
corporate office in Chicago. He was offered and accepted the
promotion, and in 2001, he became AMLI’s Utility Program Man-
ager, overseeing utility programs for 80 apartment communities,

holding a total of about 30,000 units, around the country.

After working at the corporate office for over five years, Neil was
ready to move on to something else. His best friend once told
him, “To stay on a career path, stick to what you know.” Since
Neil’s background was in real estate, becoming a REALTOR®
seemed like a natural next step. Just three years prior, when pur-
chasing his first condo, Neil had a couple of bad experiences with
a few agents, and he thought at the time, that he could probably
do really well if he was ever in a situation where he was compet-

ing with them.
Neil started his career in real estate sales in 2006. Since then,

he has sold a total volume of $100 million. He has been a Chica-
go Association of REALTORS® (CAR) Top Producer every year
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since 2011, and he has ranked #34 in Closed Units
nationwide within his company (Real Living City
Residential) and #72 in total Gross Commissionable
Income (GCI), winning a Top 100 Agent Award. He
also achieved the REAL LIVING 360 SERVICE*
for the highest level of customer service—Diamond
Agent, in 2016 and 2017.

Currently, Neil is very passionate about growing his
team. He always enjoys teaching people and seeing
them succeed. When he was younger, he taught
swimming lessons for four years; when he was in
property management, he was always training new
leasing agents; and when he was at AMLI’s corpo-
rate office, he would train groups of 1-75 people at
a time. Right now, Neil has two people on his team
who are primarily working with buyers, and he’s
looking to bring on a new buyer’s agent and a new

showing agent.

“I really enjoy mentoring my team and being there
to support them. It’s such a wonderful feeling,
seeing the look on their faces when my advice
helps them put a deal together and go to the closing
table,” says Neil.

Another way that Neil enjoys helping people is by
giving back to the community. The Neil Hackler
Group is a proud sponsor of the Neighborhood Par-
ents Network (NPN), where Neil has served on the
board since 2013. Neil is also on the board of Proud
To Run which is an annual 10K run and 5K run/
walk along the lakefront, focused on celebrating
pride in a healthy way and raising funds to support
the LGBTQ+ community of the greater Chicago
area—he’s directed the race for two years, and is a
current sponsor. Every November, he does an annu-
al coat and toy drive to benefit Cradles to Crayons
Chicago. And he has sponsored Feed My Starv-

ing Children and the Lakeview Pantry. Neil also
donates food to Cornerstone Community Outreach
in Uptown, an organization that is willing to take in
food from events. “If you have leftovers after any
of your events, they can be dropped here instead of

thrown away,” says Neil.

Neil and his partner, Shaun, have been together for
almost nine years. They enjoy traveling together
and trying new restaurants all over the city. They
have a 13-year-old cat named Zack, who loves
treats and waking them up every morning by walk-

ing all over them.
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Neil and his partner Shaun Vanderhoef
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I was never a fan of history class in school. The older I get,
though, the more I glean from the parallels of the past and pres-
ent. I had the pleasure this summer of taking a trip to Williams-
burg, Virginia with my wife and three daughters. Hearing stories
of the colonists’ four-month journey from Europe to America was
truly amazing. The oversized map that outlined their winding,
6,000-mile path across the Atlantic under rigorous conditions
and unbelievable odds was fascinating to me because it helped me
understand the immensity of their journey. That, coupled with
the experience of walking on the ships and seeing the quarters
and cannons, gave me a newfound appreciation for their insur-

mountable bravery and fortitude.
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How does my summer vacation story relate to real estate and
investing in Chicago’s South Side neighborhoods? Just like this
country’s first settlers, it takes people who have entrepreneurial
spirits, an optimistic vision for a new life, and a hope for what

can be. As I mentioned in the first article of this three-part series,
investors and homebuyers mulling over a South Side purchase
may ask, “Am I the doing the right thing? Is this a smart decision?”
Many have been disenchanted by the false starts and tales told of
empty promises by the “explorers” who’ve gone before them. And
they may think that they are alone in their interest in this venture.
They may think people like them don’t even exist. However, my

company can tell them, from our years of experience, “Yes, they do
indeed exist.” Surgeons, lawyers, creatives — many types of pro-
fessionals are migrating from both the north and the south, from
neighborhoods such as South Loop and Hyde Park.

Investors from many areas are interested too. But they need
knowledgeable REALTORS® to help them navigate what is for
them, “unchartered” and new territory. My team and I have
frequent discussions with investors on how the construction
financing model is unique here. In other areas of the city, a larger
percentage of the acquisition price is allocated towards location
and land value. On the South Side, however, construction costs
exceed the land acquisition by many times over. Investors have a
hard time comprehending that unbalanced equation. Ultimately,
they must accept that a model of simply purchasing, flipping,

and consequently raising acquisition costs for the next investor
(thereby reducing subsequent property construction funds) is
not sustainable. In building a market on the South Side over the
years, my team has learned that buyers’ purchase decisions are
driven by the property itself. Therefore, the integrity of construc-
tion (and/or capital improvements) is critical. When an investor
puts the necessary funds into a project and sells to an end-buyer
who resides in the home for several years because they truly love

it, the community wins.

Related to how proper construction has long-term benefits for
communities, consider stocks that have done well over their life.
Amazon, Inc. is a recent example. You could have purchased
shares at $1.50 in 1997 and they are now (at the time of pen-
ning this article) trading at over $1,950. The stock has certainly
experienced its share of volatility over the years, most notably
in the dot-com bust era. With that in mind, I found an intriguing
perspective from an investor who purchased shares in ‘97 and

held them despite the fluctuations:

“It’s mostly looking at the business, not the stock ... I think a lot
of the world doesn’t think about things that way. Every time I
watch financial television ... I'm reminded again of how people
are thinking too much about stocks; wigs, wags, and short-term
moves, and they’re not really looking at the business. While
Amazon’s stock dramatically declined over that, the business did
not.” (Brian Stoffel, “Amazon Stock’s History: The Importance of
Patience,” The Motley Fool, updated on Jan. 8, 2018, https://www.
fool.com/investing/2016/06/26/amazon-stocks-history-the-im-

portance-of-patience.aspx)

That investor’s thoughts tie back to an integral part of the
market-making process: neighborhoods can have their fluctua-
tions but will inevitably succeed when homes are thoughtfully
designed — from the materials, to the floorplan, to the finishes.
Further, that focus on construction will make an agent’s job that

much easier; buyers will write contracts on your listings. (If you

deal with many resales, the same concept applies when advising

clients on necessary improvements to their home.)

In wrapping up this three-part series, my team and I sincerely
hope our commentary has been both thought-provoking and
insightful to those not familiar with the South Side — an area
full of rich history and full of promises being realized before our
very eyes. This is a pivotal time in Chicago’s real estate history.
From my trip to Williamsburg, thoughts on the importance of
travel and experiencing new lands and cultures were renewed. I
was reminded to look at history and embrace it, and to reject the
instinctive hesitations that can arise toward people and places

that differ from who we are and what we know.

For those who are wondering about South Side market values
increasing or becoming “overpriced,” we encourage you to seek un-
derstanding about why others are now considering the investment.
A comparison to what one’s budget can obtain on the city’s north
side will offer clarity. Just like putting a face to a name, or traveling
to a place you've only heard about then experiencing it for yourself,
we’ve seen that those who’ve had even the slightest exposure to

the South Side have changed their perspective completely.

Have questions about South Side real estate? Email my team at
marketing@whatasteele.com.
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Real Estate Valuation & Consulting
With Specific Emphasis on Renovation &
New Construction Analysis

Appraisal Solutions Group
Chicago | Lake Forest | Waukegan
312-800-1025 Main Office

Michael S. elgh. | ~ orders@appraisalsolutionsgrp.com

i | WE WANT

YOUR

= [FUNIKIN
OUR

&l (PFRUINIK]

STORAGE

BOOK YOUR MOVE TODAY!
WWW.MOVE-TASTIC.COM - 773-715-3227

MOVE-TASTIC!

ICC MC#: 158678

Argfully Apranged

Staging

www.artfullyarrangedstaging.com
miahable@artfullyarrangedstaging.com

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

CONSTRUCTION

ax
ROCRRARGSR 6L " aner

J

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.

i f
www.ronanconstruction.com

www.realproducersmag.com -« 31



Protect your property rights

......

: it z .

| |

..f _____ !1?.£.i
P

— with Saturn Title.

e k]
F o
; - '..‘.-- -
e | & ek :
i
# = -

-
i - -

-4

Ilh"...' " W‘a-.#-l-il_im <¥

et L o= . . )

*

" Saturn Title Insurance Comp':fnty isa str§egically competitive title agency, underwritten by
~ some of the leading title insurers in the industry: Chicago Title, Fidelity Title, Old Republic
Title and Stewart Title. The Company delivers services that are required by real estate and
mortgage industries for settlement of transactions. We work to ensure you buy your home
with confidence and help protect your property rights.

How We STAND OUT:

Full spectrum of products, commercial and Residential closing,

including general and specialized services and departments.

Advanced technology, resulting in exceptional quality | Streamline every process

Communicate faster and more accurately with all parties involved

Outstanding service and accountability | Highly skilled individuals

\SATURN

TITLEE LLE

Agnes Mroczkowski

Manager

Email: agnes@saturntitle.com
Mainline 847-696-1000
Fax 847-696-1001

1030 W. Higgins Rd #365
Park Ridge IL, 60068

Go to our website for additional locations: www.saturntitle.com

|

-

Find out what
everyone’s
talking about.

ol

Ben Cohen is a mortgage magician. -
Professional, courteous and diligent. -

- Shelley L.

Ben’s team is a well-oiled machine.
- Joseph R.

Ry

We felt like we were his only client.
- Spencer K.

Ben just gets things done.

= Mitchell K.

This homebuying process was a walk in
the park!

= Justin W.

The H
guaranteecw ‘ Pu?ch((zlr:?eeExperts®

Ben delivers a smart, simple and streamlined mortgage process.

Ben Cohen See for yourself!

Senior VP of Mortgage Lending O: (773) 654- 2055 C: (312) 339-5533

3940 N Ravenswood Ave
Chicago, IL 60613 Rate.com/bencohen

ben.cohen@rate.com

@EHUALHUUSING LENDER Ben Cohen NMLS ID: 217528; IL-031.0004101 - MB.0005932, IN - 23968 - 11060, Wl - 217528 - 27394BA

NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) * 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 * WI - Lic #27394BA & 2611BR



SUPERIOR. | S
: B - S

DESIGN. FINISHES. LIVING.

4

i

it ; A = b

il S =l S
-1 = T =R i
 — - o E i—;:

= {E

Ui
i T

J3 -
| REEL i

Carlos Miranda

Custom Closets, Wall Beds,
Mudrooms, Pantries & Storage

for Chicago’s Finest Homes

r I I A collection of 34 light-filled corner condominium residences with et Crooked Oak has helped countless Chicago area
. . . . . ! homeowners bring new life to their kitchen, bathroom,
spacious plans and impeccable interior design by Gary Lee Partners. wners bring new i e amr
4 home office or master closet. Our comprehensive
’ I I TWO, three, and four bedroom residences from $995,000 i design, fabrication and installation process ensures
quality and complete customer satisfaction.
SUPERIOR HOUSE SALES GALLERY NOW OPEN .
66 WEST SUPERIOR / RIVER NORTH ] Trust the team so many Chicago homeowners have
405 W Superior Street; Tues 11-1pm, Sat & Sun 12-4pm relied on for their storage needs.
superiorhouse.com To schedule a private showing, call 312.626.0366

COMPLIMENTARY 3D RENDERING
PROVIDED FOR EVERY PROJECT

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

CHOOSE FROM A LARGE SELECTION OF
SOLID WOOD & MELAMINE MATERIALS

Superior House is developed by 360-366 Superior LLC. In an effort to continuously improve product, Superior House requires that all specific designs, specifications, dimensions, features and materials are

.
subject to change without notice. All dimensions shown are approximate and may vary depending on residence selected. Floor plans,landscaping, styling and rendered images are only an artist’s interpretation. @ propertle S“‘ @ [E

Furniture shown for scale only. The depicted information is not warranted or guaranteed. Developer license #2560442. © 2017 360-366 Superior LLC.

1920 BEACH ST, BROADVIEW, IL 708.344.6955 WWW.CROOKEDOAK.COM

Ascend
Real
Estate
Group

www.realproducersmag.com - 35



»» business

By Grigory Pekarsky
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Never Make Less Than Six Figures Again!

“Give us two years and you will never make less
than six figures again for the rest of your life.” This
is my brokerage’s motto and we stick to it. This is a
saying that came to us after years of our own strug-
gles to become the best agents we could be. Since
opening our doors in September of 2009, we have
been on a constant hunt for what motivates indi-
viduals to be their best selves. We have spent a lot
of time tinkering with the model and testing it out
on the agents that we have been fortunate enough
to manage over the past ten years. We are now con-
fident enough to state our motto to anyone coming

through our doors and know that it will work.

When we first developed our “easy” formula for
success and partnered it with training, it was a
no-brainer to us. We were going to teach anyone
who wanted to listen how we do what we do, and
how everyone would make a ton of money. Howev-

er, what we quickly came to realize is that teaching

the formula is the easy part. Finding agents willing

to commit for the long run is the challenge.

Success itself, though, is not an elusive beast in a
mythical forest that only a righteous few are lucky
enough to encounter. Most people understand what
it takes to be successful. We hear the core concepts
of success repeated over and over again throughout
our lives. Think about it. As kids, our success in
school was judged by our grades and accolades. It
was never a secret as to why one student did better
than another on a test. Generally, the successful
student spent (on average) more time studying and
worked harder for better grades. There is little
doubt that the students who put in the extra effort
would see their grades rise. Now as adults, the
same concept is true that greater effort put in will
equal greater reward. In any job if we put in the
effort and time to improve, we will inevitably get

better results.

Here is how our brokerage firm paints the pathway
to success: We don’t see success as a destination;
we see success as the daily work an agent invests.
Our focus is on the daily activities and never the

result. Focusing on what you can control.

Success is the result of a collection of daily activ-
ities executed well over a long period of time. The
journey to success sometimes feels repetitive, and
it’s definitely not sexy and often, it’s boring. It’s not
that the pathway is a difficult one, it’s just long and
tedious. However, our need for immediate gratifica-
tion is real and more intense now than ever before.
It is becoming more difficult to find people with a
true understanding of what it will take to make it in
this business. Agents come in seeing real estate as
a quick pathway to that Bravo million dollar listing
money. What they do not grasp is the hard work
and daily grind that it takes to get there.

Activity-based coaching is like chess. It’s easy to un-
derstand but very difficult to master. We put a plan
in place for agents to know exactly what they need
to do and provide them with the tools and resources
to allow them to do it. We call these tools MMAs:
“Money Making Activities.” They are simple actions
such as making thirty phone calls a day, posting a
certain amount of ads online, and make sure to touch
base with current clients. With focused effort, an
agent can knock out the daily plan in a matter of
hours. There is not much more to it than that. In a
nutshell, this is what I have been doing for the last
ten years of my career. Of course, there are other
niche strategies that develop over time, and those
strategies, along with a vast transactional knowledge

of real estate, help me land bigger clients.

Everyone starts without having even one deal under
their belt. As long as you make a daily effort to get
yourself in front of as many people as possible, you
will be successful. I like the phrase “real estate is

a contact sport.” The more contacts you make, the
greater your chance of success. At the most basic
level, this attitude is the foundation of anyone’s real
estate business. So why do most agents fail within
the first six months of their career? They don’t
stick to the plan. The daily grind is too redundant
and stagnant. They don’t believe the process will

work for them so they fall off.

Over the course of my career, I have come to under-
stand how one action echoes another in this busi-

ness. Our plan works but you can’t fall off of it. No

matter what is going on in your life, you have to get
your daily activities done. Vacation? Sorry, but you
can’t fall off. Sick in bed? Nope, you still can’t drop
your commitment to the plan. Picture success like
an overflowing bucket of water. When the bucket

is overflowing, things are going great and money

is coming in. Each activity you do is a drop you

put into that bucket, and it needs constant inflow

in order for it to overflow. However, beware! This
same bucket has a hole at its base, so it’s constantly
draining out water (success), and if you don’t put
the right amount of activities in on a consistent ba-
sis, your bucket won’t overflow. If you don’t stick to
the plan to ensure that your bucket is at a constant
overflow state, success will feel consistently out of
your reach and you will just watch that kid next to
you in class get that A+.

ABOUT THE AUTHOR:

Grigory is the Managing Broker and Co-Owner of
Vesta Preferred which is celebrating its ten year
anniversary next year. His team is recognized as a
top 1 percent producing team in the city of Chicago.
Last year his team did over $50 million in sales and

600+ leases.

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

Programs » VA and USDA Loans

PERL

YOUR LENDER FOR LIFE

VP of Mortgage Lending

312.651.5352 office

847.529.8100 cell
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- Proven Knowledge & Legal Expertise
For All of Your Real Estate Law Needs

T~= Raimondi Law Group
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Jacqueli

From Prosecutor to Top Producer

By Chris Menezes
Photos by Heather Allison Love Photography

“It was exciting trying drug dealers in front of judges and juries, but
the most interesting part of my job was arguing in front of the Illinois
Appellate Court on two occasions and setting precedent law. It was

like the movies, just without the fancy offices,” says Jacqueline.

Along with her lifelong interest in the law, Jacqueline was always
interested in real estate and she actually obtained her license the
same year that she passed the bar (2008). However, she didn’t
seriously consider using it until 2013, when she was about to be

assigned to a rather dangerous assignment.

Jacqueline was told she was going to be assigned Felony Review
that would require her to head into the most dangerous areas of
Chicago in the middle of the night. Prosecutors in Felony Reviews

have to collect and evaluate evidence before a defendant can be

charged with forcible felonies, such as murders, rapes, or armed
robberies. So Jacqueline would essentially have had to act as
pseudo-detective and take statements from defendants, witness-
es, and victims as well as visit crime scenes to evaluate evidence.
The assignment was going to take two years to complete, and
her schedule would switch from day shifts to night shifts every

month. “There was no way I was doing that!” says Jacqueline.

Instead, Jacqueline took up her real estate license and became an
Associate Agent for Redfin on the evenings and weekends while
she continued to work full-time as a Cook County Prosecutor.
She quickly realized real estate was what she wanted to do, and

became a full-time real estate agent seven months later.

“I pursued a career as a prosecutor because I felt like I was doing
a small part to help society. However, convicting people and put-
ting them in jail was a very negative space that didn’t mesh with
my personality. When I decided I was going to pursue a different
career, real estate had always seemed like a positive, fun space

where I would get to help people,” says Jacqueline.

Many of the skills that Jacqueline developed as an attorney have
benefited her as a REALTOR®. As an attorney, Jacqueline knew
contracts well and had tons of experience negotiating plea deals.
She also had over 60 cases at once in various stages of litigation
that she had to keep organized which helped contribute to her
ability to keep multiple real estate deals moving smoothly. She
knows where each deal is and what needs to happen next with
each, simultaneously maintaining the ability to stay organized.

Pl rad -
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Jacqueline also found that her degree in psychology from the
University of Illinois was an asset in real estate as well. “Under-
standing people and their emotions has always come naturally to
me. Selling or buying a home, moving someone’s entire life, that’s
a very stressful and overwhelming time. By being supportive and
empathetic, I feel that this has made my clients so much happier.
Also, I'm able to anticipate their frustrations or stress and do my
best to alleviate it with communication and support by lending an

ear. This goes a long way with clients,” says Jacqueline.

Jacqueline’s favorite part about what she does now is when her
clients hug her after the close, and she loves seeing the look of
relief and happiness in their faces. “That’s when I know I’ve done

my job,” she says.

Every year since 2015, Chicago Association of REALTORS®
(CAR) has named Jacqueline a Top Producer. Last year, she was a
CAR Silver Level Top 1 Percent Producer in residential sales vol-
ume between $31-$43.9 million, and 65-99 units. She also made
the Redfin President’s Club in both 2017 and 2018.

Jacqueline and her husband, Paul have been married for three
years and just welcomed a baby boy, Cody, into the world on May
25, 2018. “It’s been a wild ride since he’s been here! Cody has
loved the outdoors since the day we left the hospital. It’s so much
fun taking him out in nature to explore and showing him around

this beautiful city,” says Jacqueline.

Paul enjoys skiing and Jacqueline loves Apres Ski. Cody will get a
big dose of the outdoors when his parents take him on their annual
ski trip this winter. Cody also likes it when Jacqueline plays the

piano for him and she is looking forward to teaching him one day.
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EVERYTHING BUT THE HOUSE (EBTH) the world's premier
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stake in your success than a service provider.”

Adele Lang | Chicago Association of Realtors 2017 Rookie of the Year | Baird & Warner
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How to Make an Impact




With 35 years in the Chicago real estate

market and closing over $1 billion in
total deals, to say that Frank Montro
is a heavy hitter would be an
understatement. All of his success
as a REALTOR® can be boiled down

to two things: an ability to work hard

Frank and part of his team at their weekly team meeting

Frank really looked up to his father as he was grow-
ing up. “A lot of what I believe and act on today
came from watching my dad for years and years
working his butt off, treating people with respect,
and helping others. He was a quiet, hard-working
man with a sweet soul that provided value to peo-

ple’s lives,” says Frank.

Frank first learned the value of hard work when
he was eight years old. His first year on the little
league baseball team he had joined in his home
state of Connecticut was horrible. He was one of

the worst players on the team. So Frank decided to
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and a sincere desire to help people.

g
kw | WI4C2TS

T-HE: KELLER

WILLIAMS REAL
—— Belief System ——===

Win-Win: or no deal

Integrity: do the right thing
Customers: always come first

Commitment: in all things

Communication: seek first to understand
Creativity: ideas before results
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Success: results through pecple

religiously practice on his own, and he became the
third-best player on the team. He clearly remem-
bers stepping on stage at the end of the season to
receive the award for having made no errors and for
not striking out, an award that his coach had never
given out before, and realizing that all of his hard
work had paid off. In that moment, Frank knew he
could accomplish anything he applied himself to.

Before becoming a REALTOR®, Frank was an
accountant for Arthur Andersen. He loved working
there, but he just wasn’t happy doing what he was
doing. He wanted to find something that better suited
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“Frank emerged from this experience determined

to educate and help each and every ﬁrst-timeT.
I

T a mua
mission were born in that moment.”

;|_ " IF'|
ol s,
R |

Frank teaching at his weekly team meeting

his talents. Once he discovered that real estate was a job that could

really help people, he knew it would be a more fulfilling career.

Frank started his real estate career in 1983. Two years later, he

had a life-changing experience with a buyer. She had been denied a
mortgage from her own personal bank for practices that are discrim-
inatory today. Outraged at this injustice, Frank worked hard to find
a lender for this buyer, and he was able to help his client close on the
purchase of her home. Frank emerged from this experience deter-
mined to educate and help each and every first-time homebuyer in

the Chicago area. His vision and mission were born in that moment.

For the past 35 years, Frank has worked relentlessly to revitalize
the South Side of Chicago, earning many accolades and awards
in the process. In addition to working with buyers, Frank also
sources properties for sellers, investors, and he even handles
sales of REALTOR®-owned properties as well. These clients call
Frank because of his sterling reputation for honesty and hard

work, and his unwavering commitment to his mission.

Frank’s passion and specialty is working with low-to-moderate
income buyers. He is an expert in D.P.A. programs and has closed
countless transactions with many other programs, several of which
no longer exist today. “I am proud to say that I now have a team of

over 20 agents who are also on fire with this vision,” says Frank.

The most rewarding part about being a REALTOR® for Frank is
finding someone who doesn’t know how to get a loan, or a grant,

or how to fix their credit, and then helping them get what they

want. “There are so many people that want to own but don’t
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homebuyer in the Chicago area. His vision and

Photo Submitted: Frank and his family

know how. There is no greater joy than to see someone who has
rented for years become a homeowner through my relentless
hard work and knowledge of the [finance] programs. When I see

their tears of joy, it is a rush I can’t even explain,” says Frank.

Over the years, Frank has supported many charities and orga-
nizations. He has served on the boards of, and contributed to,
Big Brothers, Veterans, the Chicago Police Memorial Trust, and
Autism, among others. He has also organized and run many golf

fundraisers for non-profits, which he loves doing.

Frank and his wife, Donna, have two sons—Spencer (17) and Ma-
son (15). Donna is a paralegal and Mason works for an attorney
over the summers. Spencer loves sports, and Frank has coached
all but one of his teams. As a family, they enjoy playing board

games and card games together.

“Success is making a difference in this world,” says Frank. “It is
learning to balance your life — raising a great family while relent-
lessly helping others and yourself in the process. It is doing what

you love every day and making a positive dent in this world.”
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TOP 200 STANDINGS

Teams and Individuals from January 1, 2018 to August 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 130 $132,706,435 53 $63,596,211 183 $196,302,646 35 Robert Picciariello 68 $27,278140 0 $0 68 $27,278,140

2 Nancy Tassone 45 $167,875118 6 $6,977,500 51 $174,852,618 36 Ryan Preuett 10 $7,517,500 9 $19,327,500 19 $26,845,000
3 Colin Hebson 89 $84,941,623 43 $34,537723 132 $119,479,346 37 Lance Kirshner 43 $17,937,382 17 $8,818150 60 $26755,532
4 Matt Laricy 98 $46,257,800 153 $71,920,466 251 $118,178,266 38 Scott Newman 42 $12,186,850 36 $14,299,307 78 $26,486,157

5 Emily Sachs Wong 61 $77,527,500 22 $31,842,000 83 $109,369,500 39 Owen Duffy 36 $20,354,900 9 $5,660,000 45 $26,014,900
6 Mario Greco 131 $71731,462 50 $27,880,242 181 $99,611.704 40 Elizabeth Ballis 14 $15,807,000 14 $9,386,730 28 $25193730

; Jennifer Ames 43 $61,578.800 25 $24.136,250 68 $85.715,050 a1 Joanne Nemerovski 1 $14,323,000 9 $10,809,640 20 $25132,640

8 Leigh Marcus 105 $63708,283 18 $1186118 123 $74.894,401 42 Joe Zimmerman 29 $12.116,350 29 $12,750,840 58 $24,867190

9 Karen Biazar 102 $61172,515 19 $11,837,400 121 $73,009,915 43 Sam Jenkins 26 $17,592,000 9 $7.258,750 35 $24,850750
10 Kathleen Malone 29 $41675,838 16 $23,563,775 45 $65,239,613 a4 Jeffrey Proctor 19 $11152,250 1 $13,445750 33 $24,598,000
1 Melanie Giglio 49 $38,174,305 36 $21130,075 85 $59,304,380 45 Michael Maier 32 $20757,235 7 $3,534,500 39 $24,291735

0 Brad Lippitz 2 $34,047245 2 $22.845,000 56 $56.802.245 46 Helaine Cohen 1 $440,000 13 $23,749,533 14 $24189,533

3 Elizabeth Brooks 51 $53.492,959 1 $935,081 52 $54,428.040 47 Naomi Wilkinson 9 $12180,000 9 $11,922,500 18 $24,102,500
“ Sophia Kiopas 2 $23,622.500 43 $29.920,295 77 $53,542.795 48 Brooke Vanderbok 16 $11,639,448 16 $12,451,900 32 $24,091,348

5 Sam Shaffer 28 $16.707.900 69 $36,464,985 97 $53172.885 49 Eudice Fogel 10 $8,268,000 13 $15,810,000 23 $24,078,000
16 Jennifer Mills 46 $31160,000 23 $19191,900 69 $50,351,900 50 Layching Quek 3 $1,463,500 32 $21,922,788 35 $23,386,288
17 Barbara O'Connor 49 $31,532,963 29 $18170,594 78 $49703,557

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 Chezi Rafaeli 20 $29,307,500 10 $19,617,500 30 $48,925,000 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 on Chicago proper

19 Carrie Mccormick 50 $25,803,555 42 $22,266,405 92 $48,069,960 only and may not match the agent's exact year to date volume.
20 Tommy Choi 36 $19,196,400 37 $22,666,950 73 $41,863,350
21 Debra Dobbs 14 $9,394,750 18 $31,832,579 32 $41,227,329
22 Timothy Sheahan 28 $28,622,100 13 $10,423,610 M $39,045,710 R EA LTO Rs
23 Elena Theodoros 32 $16,690,000 36 $21,027,300 68 $37,717,300 Ca | | C K fo r
24 Julie Harron 10 $21,595,125 8 $13,598,568 18 $35,193,693 ' L " = a d l ffe re n t
25 Timothy Salm 16 $25798,250 4 $8,383,628 20 $34,81,878 ( } r \/ | C( } & ' client lendi ng
26 Amanda Mcmillan 39 $19,940,700 22 $14,160,400 61 $34,101,100 — . ' \ ex p er | ence |
27 Braden Robbins 13 $4,920175 64 $27,836,606 77 $32,756,781 X p e rt | S e
28 Millie Rosenbloom 23 $18,625,750 12 $13,544,400 35 $32,170,150
L ]

29 Katharine Waddell 30 $18,106,000 23 $13,234,632 53 $31,340,632 . .

Solutions TED
30 Frank Montro m $20,126,140 65 $10,674,666 176 $30,800,806 Sr. Mortgage Banker
3 Melissa Govedarica 38 $25,500,600 5 $4,168,700 43 $29,669,300 Cell: 630.564.3272 m

NMLS #872091 HOME STARTS HERE
B 4 Westbrook Corporate Center, .
32 Jason O'Beirne 32 $25,203,800 18 $4,362,177 50 $29,565,977 ' uhloans.com IT'S MORE THAN A MORTGAGE
Suite 650, Westchester, IL 60154
33 D Waveland Kendt 28 $21,323,326 10 $6,375,450 38 $27,698,776 )
1000 N. Milwaukee Ave, Copyright © and Trademark ™ 2017 United Home Loans, Inc. All Rights Reserved.

34 Michael Rosenblum 18 $19,262,244 12 $8,277,500 30 $27,539,744 Chicago, IL 60642 | (708) 531-9060 An lllinois Residential Mortgage Licensee, #MB.0006479 | NMLS# 207546
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TOP 200 STANDINGS

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

# First Name Last Name List # List$ Sell# Sell$ Total # Total $ # First Name Last Name List # List$ Sell# Sell$ Total # Total $
51 Janet Owen 4 $18,935,000 2 $4,321181 6 $23,256,181 85 Hayley Westhoff 20 $12,259,900 10 $5,497,800 30 $17,757,700
52 Matthew Liss 30 $16,353,100 1 $6,675,401 M $23,028,501 86 Steve Meyer 36 $16,080,875 3 $1,645,400 39 $17,726,275
53 Philip Skowron 9 $10,101,900 8 $12,520,142 17 $22,622,042 87 Scott Curcio 28 $10,949,200 20 $6,652,500 48 $17,601,700
54 Daniel Close 4 $2,459,650 33 $19,752,358 37 $22,212,008 88 Rubina Bokhari 16 $12,592,500 9 $4,999,500 25 $17,592,000
55 Dennis Huyck 27 $13,128,310 14 $8,981,800 M $22,110,110 89 David Schraufnagel 6 $8,781,600 6 $8,781,600 12 $17,563,200
56 Ivona Kutermankiewicz 20 $13,954,500 9 $8,083,708 29 $22,038,208 90 Christine Paloian Fixler 1 $16,304,000 2 $1,055,000 13 $17,359,000
57 Michael Shenfeld 21 $14,667,150 12 $7,190,900 33 $21,858,050 91 Beata Gaska 15 $12,395,332 3 $4,955,000 18 $17,350,332
58 Peter Moore 13 $6,054,500 23 $15,525,400 36 $21,579,900 92 Stephanie Cutter 27 $11,462,400 14 $5,678,000 41 $17140,400
59 Julie Busby 13 $7,401,500 17 $14,133,600 30 $21,535,100 93 Lauren Mitrick Wood 17 $7,109,000 17 $9,829,350 34 $16,938,350
60 Peter Krzyzanowski 23 $10,347,850 19 $10,877,200 42 $21,225,050 94 Santiago Valdez 29 $8,356,600 28 $8,449,200 57 $16,805,800
61 Melissa Siegal 25 $10,316,100 15 $10,826,243 40 $21,142,343 95 Erin Mandel 10 $6,286,000 14 $10,401,271 24 $16,687,271
62 Scott Berg 49 $20,490,750 1 $544,500 50 $21,035,250 96 Philip Schwartz 23 $11,286,825 14 $5,107,250 37 $16,394,075
63 Michael Hall 32 $13,647,650 20 $7,314,400 52 $20,962,050 97 lan Schwartz 20 $9,580,500 9 $6,633,850 29 $16,214,350
64 Gary Lucido 23 $12,556,990 17 $8,268,336 40 $20,825,326 98 Samantha Porter 18 $14,564,000 3 $1,642,000 21 $16,206,000
65 Weston Harding 24 $14,180,314 13 $6,588,714 37 $20,769,028 99 Alishja Ballard 18 $8,441,400 17 $7,626,500 35 $16,067,900
66 Laura Topp 19 $12,186,500 17 $8,312,000 36 $20,498,500 100 Stacey Dombar 26 $10,794,400 1 $5,231,750 37 $16,026,150
67 Kevin Hinton 18 $7,797,873 26 $12,566,400 44 $20,364,273

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 Jacqueline Colando 35 $15,155,700 6 $4,956,900 41 $2012,600 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.
69 Nicholaos Voutsinas 0 $0 37 $20,093,460 37 $20,093,460 g:ll;‘(;i(; }:nea(j /:;?ifacti;stic;e;gr;zttzlt:;ac;rt ;c;r:rptll)edtztlz (\:Ilztlimn:r claim responsibility for the stats reported to/by the MLS. Data is based on Chicago proper
70 Katherine Malkin 3 $4,675,000 5 $15,389,500 8 $20,064,500
7 Robert Sullivan 13 $11,570,500 10 $8,366,000 23 $19,936,500
72 Nicholas Colagiovanni 17 $9,900,000 13 $9,818,792 30 $19,718,792
73 Zane Jacobs 37 $19,692,150 0 $0 37 $19,692,150 A 5 s T A R C |_| | C A G O
74 Stefanie Lavelle 18 $8,786,900 25 $10,880,000 43 $19,666,900 *
75 William Goldberg 20 $13,593,693 9 $5,956,001 29 $19,549,694 R E A |_ E S TAT E |_ A W F | R I\/I
76 Bruce Glazer 14 $6,928,500 17 $12,597,500 31 $19,526,000 * 1 i
77 Nadine Ferrata 15 $9,838,547 9 $9,642,220 24 $19,480,767 i ﬁ *
78 Alex Brusha 1 $9,700,000 1 $9,700,000 2 $19,400,000 $ :
79 Phil Byers 15 $6,819,200 18 $12,490,900 33 $19,310,100 BE—-.
80 Jill Silverstein 12 $6,243,000 20 $12,828,175 32 $19,071175 * ool
81 Meredith Manni 6 $7,420,000 7 $11,638,375 13 $19,058,375 Patrick J. Loftus
82 Edward Jelinek 22 $9,015,000 16 $9,705,900 38 $18,720,900 Chicago x* lllinois
83 Alfredo Medina 35 $18,460,035 0 $0 35 $18,460,035 * < 7736328330 ¥
84 Lisa Mcmillan 18 $16,731,075 3 $1,184,000 21 $17,915,075 a patl’ICk@|OftUS-|aW.C0m LOFTU S

www.loftus-law.com
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What is LeadWorks with Digital Docs?
soo N ! the property they sold. LeadWorks will
automatically e-mail you the leads so
you can get started immediately on
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Smart Leads, Continuaus Grawth With DigitalDocs all parties within a

with Dh) Dig“ﬂlDOCS 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.
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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

e

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!

MICHELLE BOBART  TEAM

A step ahead of the rest.

jmclawgroup.com

Yo U TA KE CARE You may not think about insurance until something goes wrong, As one of the nation’s tOp 1% of mortgage TOp 1% 75 Elite Women
but getting the right coverage can make all the difference when .- . .. -
it comes to protecting your hard-earned dreams. And | can help. originators,* Michelle Bobart stands apart. Mortgage Originators  US Mortgage Banking
OF YO U R H 0 M E- Let's talk today. Over 2,500 clients agree’ - Michelle and her team ~ IN America 2012-2017*  2017***

have a reputation for honest, responsible advice

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

WE'LL TAKE CAl E

and outside-the-box solutions in every scenario.
Michelle’s team is committed to providing The
Platinum Experience for each client.

Gary Gilardi, Agent
1026 Maple Ave
Downers Grove, IL 60515

Bus: (630) 243-0665 Contact Michelle today for a lender you can trust.

ggilardi@amfam.com
garygilardi.com
-
guaranteed The Home Michelle Bobart
® -
2 Purchase Experts SVP of Mortgage Lending
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TOP 200 STANDINGS

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

# First Name Last Name List # List$ Sell# Sell$ Total # Total $ # First Name Last Name List # List$ Sell# Sell$ Total # Total $
101 Armando Chacon 14 $8,811,968 10 $7182,266 24 $15,994,234 135 Daniel Glick 9 $10,636,800 6 $3,469,750 15 $14,106,550
102 Michelle Berger 9 $7,551,500 9 $8,440,247 18 $15,991,747 136 Nancy Hotchkiss 22 $8,810,300 15 $5,292,800 37 $14,103,100
103 Susan Kanter 16 $8,567,000 14 $7,326,000 30 $15,893,000 137 Paul Barker 21 $9,947,531 8 $4,133,500 29 $14,081,031
104 Juliana Yeager 20 $11,055,800 9 $4,765,000 29 $15,820,800 138 Mariah Dell 10 $6,635,250 12 $7,385,000 22 $14,020,250
105 Christie Ascione 13 $7,374,475 10 $8,407,000 23 $15,781,475 139 Rory Fiedler (o] $0 32 $13,964,900 32 $13,964,900
106 John Berdan 9 $3,580,000 28 $12,159,000 37 $15,739,000 140 Izabela Sloma 13 $10,262,300 7 $3,616,000 20 $13,878,300
107 Kimberly Gleeson 6 $5,606,001 3 $10,100,001 9 $15,706,002 141 Arthur Cirignani m $12,676,972 6 $1,149,400 17 $13,826,372
108 Thomas Moran 10 $11,023,400 1 $4,462,500 n $15,485,900 142 Pamela Rueve 8 $6,881,902 9 $6,927,000 17 $13,808,902
109 Melanie Stone 10 $3,647,000 35 $11,747,500 45 $15,394,500 143 Hasani Steele 26 $10,205,300 9 $3,487,200 35 $13,692,500
10 Deborah Hess 21 $9,118,950 14 $6,212,900 35 $15,331,850 144 Pearce Lashmett 14 $8,919,750 9 $4,772,625 23 $13,692,375
m Kevin Wood 3 $8,030,378 4 $7,210,000 7 $15,240,378 145 Natalie Renna 4 $1,234,000 28 $12,434,700 32 $13,668,700
12 Randy Nasatir 17 $8,271,000 17 $6,797,400 34 $15,068,400 146 Steven Powers 10 $6,015,000 12 $7,613,000 22 $13,628,000
13 Randi Pellar 3 $8,904,000 2 $6,115,000 5 $15,019,000 147 John Vossoughi 7 $5,992,500 8 $7,558,000 15 $13,550,500
14 Eric Hublar 0 $0 30 $14,843,000 30 $14,843,000 148 Nancy Mcadam 18 $12,494,500 3 $990,500 21 $13,485,000
15 Joshua Lipton 13 $8,090,500 1 $6,737,000 24 $14,827,500 149 Megan Tirpak 7 $5,099,000 12 $8,358,249 19 $13,457,249
16 Ryan Smith 74 $14,629,732 3 $166,500 77 $14,796,232 150 Barbara Proctor 6 $10,105,000 2 $3,100,000 8 $13,205,000
17 Danielle Dowell 17 $9,945,650 12 $4,758,500 29 $14,704,150

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.
8 Qiankun Chen 4 $1,250,000 43 $13,442,488 47 $14,692,488 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.
19 lan Halpin 8 $5,893,500 9 $8779.000 17 $14,672,500 g:ll;c;iz I:ne;i// /:;ct)crigacti;stic;e;gr;ttzlt:;ac;rt ?/Z:rptll,edtztlse (\:Ilztlimn:r claim responsibility for the stats reported to/by the MLS. Data is based on Chicago proper
120 Brett Novack 13 $5,478,900 17 $9,163,800 30 $14,642,700
121 Ryan Huyler 14 $7,393,899 13 $7,211,750 27 $14,605,649
122 Margaret Baczkowski 12 $8,679,500 8 $5,884,400 20 $14,563,900
123 Nick Nastos 9 $4,680,900 19 $9,866,850 28 $14,547,750 Singa 1209
124 Radim Mandel 15 $7,408,900 15 $7,066,300 30 $14,475,200
125 Ken Jungwirth 13 $6,656,500 10 $7,811,500 23 $14,468,000 ADD ITIONs %
126 George Morgan 13 $8,926,000 9 $5,513,500 22 $14,439,500 /A

127 Gail Spreen 24 $11,191,500 9 $3,232,500 33 $14,424,000 DRI VEN T A H’E VE M RE
128 Brady Miller 12 $5,875,000 23 $8,532,901 35 $14,407,901 REN OVATIONS O C O

129 Mary Mac Diarmid 5 $4,699,000 7 $9,643,000 12 $14,342,000

130 Pasquale Recchia 18 $8,086,169 10 $6,224,000 28 $14,310169

131 Ted Guarnero 7 $2,238,500 18 $12,066,700 25 $14,305,200 c U STOM H 0 M Es

132 Beth Gomez 17 $8,518,500 8 $5,782,500 25 $14,301,000

133 Terri Mcauley 5 $4,565,000 8 $9,624,500 13 $14189,500 t t 8

134 Brian Cargerman 0 $0 25 $14146,415 25 $14146 415 p ry o rc o n s r u c I o n 2z c o m
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TOP 200 STANDINGS

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

# First Name Last Name List # List $ Sell # Sell $ Total # Total $

151 Stephanie Loverde 15 $6,985,000 1 $6,166,750 26 $13,151,750
152 Jennifer Liu 25 $12,292,577 2 $775,000 27 $13,067,577
153 Michael Vrielink 15 $7,086,000 16 $5,945,643 31 $13,031,643
154 Jeremiah Fisher 1 $5,599,050 12 $7,401,950 23 $13,001,000
155 Andrea Hebner 8 $8,418,342 3 $4,558,487 1 $12,976,829
156 Sara Mccarthy 7 $4,457,300 20 $8,494,910 27 $12,952,210
157 Suzanne Gignilliat 5 $7,977,000 2 $4,950,000 7 $12,927,000
158 Kathryn Schrage 31 $12,919,400 0 $0 31 $12,919,400
159 Lisa Huber 12 $7,708,000 8 $5,199,000 20 $12,907,000
160 Michael Linden 18 $6,657,400 15 $6,185,300 33 $12,842,700
161 Camille Canales 8 $2,985,000 18 $9,835,400 26 $12,820,400
162 David Heck 0 $0 25 $12,819,500 25 $12,819,500
163 Jane Shawkey-Nye 2 $4,785,000 3 $8,027,000 5 $12,812,000
164 Nicholas Apostal 14 $5,269,600 13 $7,526,000 27 $12,795,600
165 Janelle Dennis 20 $8,053,900 1 $4,740,950 31 $12,794,850
166 Brooke Daitchman 10 $4,304,500 14 $8,480,250 24 $12,784,750
167 Lisa Sanders 25 $10,218,600 9 $2,536,000 34 $12,754,600
168 John Huebner 15 $6,812,700 14 $5,941,700 29 $12,754,400
169 Sarah Ziehr 30 $12,655,940 0 $0 30 $12,655,940
170 Emily Smart Lemire 5 $5,089,000 12 $7,500,81 17 $12,589,8M
17 Sarah Maxwell 21 $8,150,598 9 $4,389,400 30 $12,539,998
172 Jason Rowland 13 $6,869,550 9 $5,662,900 22 $12,532,450
173 Natasha Motev 6 $6,061,900 5 $6,397,400 1 $12,459,300
174 Ryan Douglas Wells 1 $4,930,400 16 $7,522,000 27 $12,452,400
175 Doug Harter 5 $2,975,000 8 $9,441,900 13 $12,416,900
176 Nathan Brecht 28 $11,716,900 1 $642,000 29 $12,358,900
177 Theodora Jordan 1 $6,468,500 1 $5,880,000 22 $12,348,500
178 Shay Hata 9 $4,878,500 10 $7,443,000 19 $12,321,500
179 Amy Duong 13 $6,648,300 12 $5,651,924 25 $12,300,224
180 Olivia Carlson 13 $10,398,000 4 $1,882,000 17 $12,280,000
181 Keith Tarasiewicz 3 $904,900 29 $11,287,250 32 $12,192/150
182 Joseph Kotoch 15 $7,536,361 9 $4,636,000 24 $12,172,361
183 Ryan Gossett 19 $7,345,000 12 $4,809,400 31 $12,154,400
184 Marlene Granacki 8 $9,061140 3 $3,071,140 11 $12,132,280
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# First Name Last Name List # List $ Sell# Sell$ Total # Total $
185 Keith Brand 1 $415,000 20 $11,662,180 21 $12,077,180
186 Marci Trick 0 $0 24 $11,997,500 24 $11,997,500
187 David Smith 0 $0 22 $11,951128 22 $11,951,128
188 Elizabeth Lothamer 14 $6,213,500 14 $5,672,500 28 $11,886,000
189 William Vezo 0 $0 27 $11,819,500 27 $11,819,500
190 Caroline Druker 7 $7,929,000 6 $3,844,000 13 $11,773,000
191 Gina Purdy 18 $8,003,900 9 $3,669,000 27 $11,672,900
192 Sam Boren 0 $0 18 $11,571,000 18 $11,571,000
193 Cindy Weinreb 1 $515,000 22 $11,054,648 23 $11,569,648
194 Patrick Natale 14 $6,488,750 10 $5,061,500 24 $11,550,250
195 Elizabeth Amidon 10 $4,448,000 12 $7,086,000 22 $11,534,000
196 Karen Peterson 4 $9,194,000 2 $2,300,000 6 $11,494,000
197 Cynthia Sodolski 12 $8,757,000 4 $2,667,000 16 $11,424,000
198 Melinda Jakovich 6 $6,959,500 3 $4,410,000 9 $11,369,500
199 Leslie Glazier 9 $5,093,500 1 $6,267,900 20 $11,361,400
200 Xinlong Xia 2 $681,000 24 $10,669,500 26 $11,350,500

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.
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 on Chicago proper
only and may not match the agent’s exact year to date volume.

DON’T LET YOUR
LENDERS BE A

DRAG

CALL SHIMMY BRAUN
1-844-SHIMMYB

3940 North Ravenswood, Chicago, IL 60613

@EDUAL HOUSING LENDER NMLS ID: 112849 IL - 031.0000Z48=MB:0005932
NMLS ID #2611 (Nationwide Mortgage Licensing System wwiltnmisconsumeraccess:org) = IE=Residential MortsageLicenseeIDFPRI122 SouthiMichiganAvenue; Stite 1900, Chicagoyl linois, 60603, 312-793-3000, 3940 N.
Ravenswood Ave., Chicago, IL 60613 #MB.0005932 y
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THE LUBBEN GROUP
&=
Powered By Peoples Home Equaty, Inc.
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o For Chicagoland's Real Estate

Buyers & Sellers,

% LA we provide personalized legal guidance

and counsel from Contract to Closing
and Beyond.

v 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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