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personal | business | wealth management | insurance | mortgage

800.399.5919  *  sandyspringbank.com

1.   Don’t work after work – Even Realtors need to set hours -
     finish your project the next morning when possible!
 
2.  Don’t confuse “mobility” with “always connected.”
     a.  “Mobility” is about productivity and flexibility.
     b.  “Always connected” takes away from family, friends and free time!
 
3.  Email Rehab – Start gradually; ignore your phone/email for
     15 minutes in the morning and 15 minutes in the evening for a week.
     Increase your “rehab” time by 5 minutes a week until you have reached
     the number you originally planned for when doing your business plan.
 
4.  Find the perfect “referral partner” – Tired of chasing down answers?
     Having updates before you ask for them, that is my promise to you when
     I am your Lender Partner so you can move onto something else!

Find a Good
Work Life Balance

Tina
Del Casale
Mortgage Banker
Office: 301.850.1326
Cell: 301.523.1893

tdelcasale@sandyspringbank.com
NMLS# 191852
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Quality People, Quality Products, Quality Service.

vitoservices.com  |  301-637-6926

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

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

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

24
HOUR

EMERGENCY
SERVICE

Book Your
  It’s Fall

 
Inspection Time!

Furnace Check Up Today!

We are your experts for all these great services:

Get a New Furnace 
Installed Starting

at $2995

Silicon Valley Style
Home Warranty. Reinvented.Home Warranty. Reinvented.

hellosuper.com/realestate

844-55-SUPER

This section has been created to give you easier access when searching for a trusted real estate 

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These 

local businesses are proud to partner with you and make this magazine possible. Please support 

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

APPOINTMENT SETTING

Centralized Showing 

Service

(866) 949-4277

Showings.com

CARPET CLEANING

Normandy Carpet

(301) 740-2005

NormandyCarpet.com

CLEANING SERVICE

Santos Maid Services

(240) 242-4844

CLOSING GIFTS

Strategic Gifting

(313) 971-8312

StrategicGifting.com

CONTRACTOR /

HOME STAGER

Parker Interiors

Tiffany Parker

(202) 431-1229

www.parkerinteriorsdc.com

ESTATE SALES

EstateMAX

(301) 332-5585

EstateMAX.net

FINANCIAL

Commission Express

Capital

(443) 302-9595

CommissionExpress.com/

Capital

FINANCIAL PLANNING

Foresters Financial Services

(386) 214-5823

ForestersFinancial.com

Socium Advisors

(203) 848-4870

Tripp-Kelly.com

FLOORING

Floormax

(301) 206-2200

Floormax.us.com

FURNITURE RENTAL

Churchill Living

(973) 636-9400

www.ChurchillLiving.com

HEATING, AIR AND

PLUMBING

Vito Services

(301) 251-0211

VitoServices.com

HOME INSPECTION

A To Z Inspection Services

(301) 916-2811

AtoZInspectionService.com

Donofrio Property 

Inspections

(703) 771-8374

Donofrioinspections.com

ProTec Inspection Services

(301) 972-8531

ProTec-Inspections.com

Top To Bottom Services

(301) 938-9100

TTBServices.com

US Inspect

(703) 293-1400

USinspect.com/maryland

washington-dc

HOME RENOVATION

Curbio

(240) 406-4616

www.curbio.com

HOME WARRANTY

HMS Home Warranty

(703) 587-0094

HMSNational.com

Super Home, Inc.

(844) 997-8737

HelloSuper.com

JUNK REMOVAL

123JUNK

(703) 400-7645

123JUNK.com

LANDSCAPING

Rolling Acres Landscaping

(301) 421-9600

RollingAcresLandscaping.com

MORTGAGE

BMIC Mortgage

Amy Goldstein

(301) 928-0300

Chad Loube Mortgage Team

Chad Loube

(301) 452-7399

ChadMortgage.com

Fairway Independent

Mortgage (Derek Harman)

Derek Harman

(703) 309-4886

Fairway Independent

Mortgage Corporation

Chong Yi

(301) 332-1810

First Home Mortgage

Rob Mercer

(301) 332-2745

First Home Mortgage

Scott Story

(301) 275-8660

First Washington Mortgage

Chanin Wisler

(301) 526-0020

FitzGerald Financial Group

Kasey Martin

(301) 251-0938

www.fitzgeraldfinancial.

net/kaseymartin

Monarch Mortgage

Richard Early

(301) 332-2184

Next Home Mortgage

Craig Jenkins

(410) 903-6610

Sandy Spring Bank

Tina Del Casale

(301) 523-1893

Wells Fargo

Pat Bowman

(301) 641-3436

MOVING COMPANY

Bargain Movers

(301) 685-6789

BargainMoversInc.com

JK Moving Services

(240) 405-7027

JKMoving.com

Moyer & Sons Moving

& Storage

(301) 869-3896

MoyerAndSons.com

Town & Country Movers

(301) 670-4600

TownAndCountry

Movers.com

PHOTOGRAPHY

Picture Perfect

(301) 788-8871

PicturePerfectLLC.com

P
R
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T
N

E
R

S Randolf Images

(301) 641-4802

RandolfImages.com

Ryan Corvello Photography

(757) 685-2077

CorvelloPhotography.com

PRINTING, DIRECT

MAIL SERVICES

My Marketing Matters

(301) 590-9700

MyMarketingMatters.com

STAGING

Town & Country Movers

(301) 670-4600

TownAndCountryMovers.

com

STAGING &

HOME DESIGN

MK Staging and Design

(301) 657-9795

MKStaging.com

TITLE SERVICES

Eastern Title &

Settlement

(240) 660-2278

EasternTitle.net

GPN Title, Inc.

(301) 294-4055

GPNTitle.com

Michaels Title & Escrow

(240) 425-0008

MichaelsTitle.com

RGS Title

(703) 877-7521

RGSTitle.com

Title Town Settlements

(301) 840-3910

TitleTownSettlements.com

Village Settlements Inc.

Leslie Childs

(301) 590-9300

www.villagesettlements.

com

TRANSACTION

COORDINATOR

Capital Real Estate

Support

(240) 780-8506

Facebook.

com/

CapitalRealEstateSupport

HomeFile Transaction

Coordination

(202) 847-6931

HomeFile.co

VIDEO SERVICES

CoCreate Studios

(703) 516-0043

cocreatestudios.com

HDBros

(540) 840-1388

HDBros.com

Real Estate Video Company

(301) 728-3624

RealEstateVideoCompany.com

VIRTUAL

ASSISTANT

Best Agent Business

Steve Kantor

(202) 297-2393

www.bestagentbusiness.com
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CapitalRES.TC@gmail.com  

Slava Mordehaev 
Director of Operations 

TRANSACTION MANAGEMENT 

facebook.com/CapitalRealEstateSupport

DISCOUNT 

 
 20%

ON YOUR 3rd 

FILE 

(240) 780-8506 

c a p i t a l
Real Estate Support 

Customized closing checklist 

Review every document to verify correct dates, initials and 

signatures 

Handle closing documents 

Constantly in contact with all parties

Submit all files to Broker for compliance 

Act on your behalf as a part of YOUR TEAM 

 

To our Real Producers who have been with us 
from the beginning: Congratulations on being an 
annual Real Producer! For those who made the top 
500 this year and are receiving this publication 
for the first time: Congratulations on becoming a 
Real Producer!

Our mission is to inform and inspire industry 
professionals, such as yourselves, within the DC 
Metro area. It is a badge of honor to be a Real Pro-
ducer. Receiving this publication means you are in 
the top 0.05 percent of your industry.

Who are we? We are a local, Realtor-centric 
publication and platform covering the lifestyle, 
growth, and development of top producing real-
tors. We accomplish this by providing exclusive, 
top realtor focused content for our best and 
brightest agents!

This publication is for you. We want your opin-
ion! What topics and/or columns would help you 
achieve your 2019 goals?

Without our Preferred Partners, none of this 
would be possible! We are thankful for their par-
ticipation and all they do for our community. The 
publication, realtor features, and most events are 

free because of our partners. Thank you! All of our 
partners are referred to us by our Real Producer 
community. To my Real Producer community, 
thank you for the amazing referrals!
  
We recently had our first annual Awards Gala! 
This was an amazing event that celebrated the suc-
cess of our Real Producers community. Check out 
the photos on Facebook and in our upcoming May 
2019 edition of this Real Producers publication.

Look for upcoming event invites! These are amaz-
ing opportunities for you to network with your 
friends and colleagues, as well as meet with pre-
ferred partners within the local industry.
  
For more information about our publication, part-
ners, and future events, check out www.DCMetro-
RealProducers.com, our private Facebook group, 
or email us at info@dcmetrorealproducers.com.

With Gratitude,

Kristin Brindley
Publisher DC Metro Real Producers
 (313) 971-8312
 Kristin.Brindley@RealProducersMag.com

publisher’s note

DEAR DC METRO REAL PRODUCERS,

Angela Clemons 
Events Manager

Mark Celeste 
Publishing Assistant

Karla Bowling 
Staff Writer

Bobby Cockerille 
Videographer

Ryan Corvello 
Photographer

Rodney Rice  
Photographer

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

Kristin Brindley 
Publisher 

Kristin.Brindley@
RealProducersMag.com

(313) 971-8312

Barry Katz 
Videographer

Idolina Walker 
Asst. Editor

Zach Cohen 
Staff Writer

Howard Lansat 
Photographer

Kellie Brindley 
Chief Operating 

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

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

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

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

YOU CAN DEPEND ON OUR SPOTLESS REPUTATION!

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

Gaithersburg, MD 20879

(301) 740-2005
Info@normandycarpet.com

www.normandycarpet.com

844-378-MAX1
EstateMAXOPS.com

20 Years Providing Professional Services DC Metro
Turn-Key Services, All Details Handled!

• Estate & Downsizing Sales - Specialists in Set-Up, 
  Marketing, Pricing & Managing Your Sale & Follow Up! 
  We Pay You within 5 days of Sale Completion.
• Complete Clean-Outs - Donating, Recycling & Trash
  We Leave No Corner Unexplored!
• Move/Transitions Management - Your Right Hand in 
  Sorting, Packing, Moving Day Liaison & Set-Up
• Seniors, Boomers, Downsizing and Estates - All Types! 
• Licensed, Vetted, Insured - Your positive review is
  your sign off on our work!
• Angie's List Super Service Award 4 Years!

Classic On-Site Sales since 1999
Now providing ONLINE AUCTIONS too!
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Kasey Martin
FitzGerald Financial Group

“To be able to do what you love and love 
what you do!”

“Leaving a legacy for my grandchildren so 
that they will also respect hard work and 
learn to be kind to others.”

Malena Kaplan
MK Staging & Design

“But these things I plan won’t happen 
right away. Slowly, steadily, surely, the 
time approaches when the vision will be 
fulfilled. If it seems slow, do not despair, 
for these things will surely come to pass. 
Just be patient! They will not be overdue a 
single day!” Habakkuk 1:3-5 (TLB)

Harrison Beacher
The Harrison Beacher Group

“Success means having the freedom to live 
life on your terms and empower those who 
work with you to do the same.”

Presents

Golden Nuggets

Brent Jackson | 
Rob Sanders
The Rob & Brent Group

“In real estate, everyone has an ego. 
Everyone wants to be important. What’s 
most important is to be kind.”

Eboneese 
Thompson
Thompson Premier Homes Group

“Great things never came from 
comfort zones.”

“If you want to achieve great things, you 
need to go beyond what you think you can 
do to reach your full potential.”
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it’s as easy as point and pick up
Just point to the junk and let uniformed 123JUNK drivers pick it up.  We load, haul and dispose of your 

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

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

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

Proudly Serving DC, MD & VA

800-364-5778
www.123junk.com

Have JUNK? We can help!

We are a broker partner
a Realtor® can rely on

Customer Service is Our Top Priority
GCAAR Member
1.6 Billion in Funded Loans

AMY GOLDSTEIN
NMLS: 184642
301-928-0300 
amy@bmicmortgage.com

www.nmlsconsumeraccess.org

All Available Loan
Products Offered!
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By Zach Cohen 

Entrepreneurship and 

real estate: it’s in Kasey 

Martin’s lineage.

“I come from an 

entrepreneurial family,” 

Kasey begins. Her father, 

now 82 years old, ran a 

structural engineering firm 

in Rockville, Maryland, until 

recently. He also chaired 

the International Standards 

Committee (ISO TC170 2018) 

meetings in Moscow. Her 

mother is a licensed real 

estate broker in Maryland 

who started with District 

Maryland Realty way back 

in the 1970s. She still works 

there today -- although 

her focus has shifted to 

investment properties. 

Kasey’s husband Steve 

owns a State Farm office 

in Germantown, Maryland. 

He has been an insurance 

agent for 37 years.

A native of Iowa, Kasey grew up with small-town values and a strong 
work ethic. Her family moved often during her childhood and teen-
age years. “That makes me more empathetic to the families I help 
today, especially those that are relocating,” Kasey explains.

“Being surrounded all my life by these hard-charging business own-
ers led me to want to blaze my own path. Mortgage lending was the 
perfect combination of number crunching and involvement with 
people. I couldn’t be happier with this career choice,” shares Kasey.

partner spotlight

M O R T G A G E S  M A D E  E A S Y .  C L I E N T S  M A D E 

KASEY MARTIN,
FitzGerald Financial Group

Photos by Ryan Corvello Photography
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Most of her adult life has been in Maryland. She graduated from 
Wootton High School in Rockville and completed her degree at the 
University of Maryland, College Park.

With FitzGerald Financial Group, Kasey self-describes herself as 
a “realtor’s lender.” She focuses on residential mortgages that are 
custom tailored to suit each client.

“I understand that your needs aren’t 9-to-5, so I make myself avail-
able to pre-qualify or answer questions as needed. You should know 
that behind my façade of good cheer, there is a tough and determined 
advocate for expediting each and every loan.

“I cultivate, nurture and respect relationships,” Kasey continues. 
“Realtors expect attention to detail, and I aim to ensure there are no 
surprises during the loan process. We thoroughly review the client 
applications and documentation up front. It’s enough for realtors to 
deal with negotiations, home inspections, and other details.  I want 
to be the one piece of the equation they don’t have to worry about.”

Kasey and her team at FitzGerald Financial Group engage a host of 
top-notch technology to ensure that their clients and partners have 
the best experience possible. SimpleNexus is a phone app that allows 
clients to apply for a loan, upload documents, and follow the prog-
ress of their mortgage application in real time, all from their mobile 
phone. This software can also be shared with partners and realtors, 
allowing them the opportunity to follow along in the mortgage pro-
cess from their smartphone. It’s one extra step of connectivity that 
streamlines the mortgage process.

Kasey and her team also employ a number of co-branded marketing 
pieces that create a cost-benefit analysis of owning versus renting. 

It’s an exceptional tool to pass along to clients, and hopefully, to 
convert leads into buyers.

Outside the office, Kasey’s greatest joy is spending time with her 
family, while relaxing with a cup of tea and chatting with good 
friends comes in as a close second. Kasey and Steve have three 
grown children -- twin daughters and a son. “They have gifted us 
with five grandchildren and our granddog Maggie. Steve and I both 
come from large families with lots of sisters and brothers, aunts and 
uncles, nieces and nephews.  There is always someone to share time 
and activities.”

Cheering on her grandkids’ sporting activities keeps Kasey busy, 
and she’s learned that she does have cell service on every ballfield in 
Maryland. Her parents have a second home in Costa Rica, and Kasey 
loves to find quick getaways for some sun and fun when her schedule 
permits. “And yes, I have a fully operational office in the house in 
Costa Rica,” she adds with a smile.

With a passion for her business and a love for her family, Kasey finds 
joy in every nook and cranny of her life. So, how does she define 
success?

“To be able to do what you love and love what you do!” Kasey ex-
claims. “Leaving a legacy for my grandchildren so that they will also 
respect hard work and learn to be kind to others.”

To partner with or get more information about FitzGerald Financial 
Group and Kasey Martin, visit www.KaseyMartin.com.

With their grand dog, MaggieKasey with her husband, Steve
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Eboneese is the team leader of Thompson Premier Homes Group 
powered by RE/MAX Fine Living in Rockville, Maryland. She 
ventured into real estate just five years ago, prompted by an un-
expected life event that ended up being the catalyst for redirect-
ing her life’s pathway.

At the time, Eboneese was enjoying a successful career in the 
medical field as a financial services manager for Adventist 
HealthCare. However, she couldn’t quell a nagging feeling that 
she might be happier doing something else, working for herself. 
She decided to enroll in real estate classes and took the exam in 
2013. She was planning to gradually venture into real estate on a 
part-time basis.

In April of 2014, she purchased her first home in Montgomery 
County with the intention of finally planting roots in a community 

rising star

EBONEESE 

A Sense of Purpose

When meeting Eboneese Thompson, the first thing you notice 

is her beautiful smile, but it is her infectious personality and 

enthusiasm that makes it easy to figure out why she has 

quickly become a rising star in real estate.

T H O M P S O N

she loved. Then in May of that same year, she unexpectedly lost 
her job. “I was devastated. I thought, ‘What am I going to do? I am 
40 years old.’ And because I had been a hiring manager before, I 
was well aware of the marketplace competition from new college 
graduates who would work for a lower salary. Then it hit me — I 
already had my real estate license. So, I felt it was a sign that I 
should take a leap of faith and go for it. It was now or never!”

By November of that year, Eboneese had her first contract and fin-
ished the year strong in sales and volume numbers. Her first year’s 
volume (2014) was more than $4 million with 27 properties sold. 
In 2015, she reached $3.7 million with 11 properties sold.

“I couldn’t believe I was already making six figures. I didn’t even 
realize I knew enough people to make those connections and 
get off to such a great start. The past few years, my numbers 
decreased a little when I was between brokerages; but now, they 
have evened out and are on the way back up. More importantly, 
I have learned how to balance those fluctuations and survive 
them,” Eboneese explains.

Photos by Randolf Images
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Reflecting on her decision to switch brokerages at the 
risk of affecting her sales, she confides, “After several 
years in the business, I knew it was important for me 
to find a broker that would work with me as a partner, 
who would help me grow. I wanted to find someone 
who would appreciate what I’m trying to do with my 
business and is knowledgeable enough to help me get 
there. It took me a while to find that combination. 
Now, I’m with RE/MAX Fine Living, and it’s been a 
great collaboration.”

Eboneese is also confident of the strengths she brings 
to the partnership. She says it’s essential to be self-
assured about the skills you have honed from previous 
work and life experiences, and how those transfer into 
your real estate career.

“In my former job, I had a big title with big responsi-
bility and big budgets. So when I got into real estate, 
I was confident in my ability to transfer the customer 
service skills I had learned. I was experienced in keep-
ing the momentum going for large groups of individu-
als and understanding temperaments and personalities 
— which all make me a better manager. I knew I could 
bring that into real estate,” Eboneese shares.

She says one of her favorite quotes is, “Great things 
never came from comfort zones.” She realizes that if 
you want to achieve great things, you need to go beyond 
what you think you can do to reach your full potential.

Her vision of success would be to build a business of 
powerful women supporting each other. “For me, suc-
cess has never been a financial 
goal. It’s personal. Obviously, 
if I do well in my business, 
I’m going to be financially 
successful. But, it would be 
so much more rewarding if I 
could develop a business full 
of strong, successful women 
lifting each other up. I can 
already see that vision — a 
powerhouse brokerage of con-
fident, accomplished women!”

She says, like most people, 
she sometimes questions 
whether she has what it takes 
to get where she wants to 
go. However, she turns that 
doubt into an opportunity to 
learn. “I’m not afraid to be a 
student, to ask questions, to 

be uncomfortable, and seek help. When my fears take 
hold of my ambition, I know it’s an opportunity for 
growth. That is one of the reasons why I love the Real 
Producer Mastermind Classes. They remind me that 
I’m not by myself reinventing the wheel. It helps to 
keep me engaged and connected.”

Eboneese believes in the power of positive thinking. 
She knows that by visualizing your goals and writing 
them down, it sets the wheels in motion for achieving 
them. “Last year, I took a picture at one of the Real 
Producer events and posted it online with the caption 
‘Future feature in DC Metro Real Producers!’ At the 
time, it had been a rough year for me. I wasn’t doing 
as well as I had been and hadn’t closed on anything 
in a while. Since then, things have completely turned 
around. My numbers have come back up, and here we 
are — I’m being featured in the magazine!”

For Eboneese, one of the most gratifying aspects of 
being a realtor is the connection she feels with her cli-
ents and the communities she finds for them. “Before I 
was an agent, when I drove down the streets in a com-
munity, I was just passing through. Now, I see things 
from a completely different perspective. I look at areas 
through the eyes of my clients and their needs — 
whether they would appeal to millennials, families, or 
empty-nesters. When I see the properties I’ve sold, I 
realize that I am putting families in homes where they 
are becoming part of the fabric of that community. 
That’s amazing when you think about it. Real estate is 
bringing me closer to this world we live in. I’m not just 
driving through anymore.”

Eddie Jackson, Alexes Haggins, Eboneese Thompson and Tangent Askew

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

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

corvellophotography.com  |  ryancorvello@gmail.com
757-685-2077 

A Leader in Cleaning Services 
& Property Preservation

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

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

Professional Home & Business Cleaning
Maid Services

Move-in/Move-out Services

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

Performance Every Time

Call Maria

SANTOS MAID SERVICES
(202) 299-8069

santosandassociates@hotmail.com

Serving Montgomery, Howard, and Prince George Counties

Licensed | Bonded | Fully Insured

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

Call Us to Begin Your Video
Marketing Campaign!

Real Estate Video Company 
301-728-3624

Barry Katz 
barrybsk@gmail.com

www.realestatevideocompany.com

301-421-9600 | RollingAcresLandscaping.com

Carpentry
Water Features
Drainage and Soil Work
Irrigation and Lighting
Snow Removal
Landscape Maintenance

Knowledge and
Craftsmanship
Are the Key Differences.

Landscape Design
Specimen Plantings
Pools and Spas
Hardscapes
Outdoor Kitchens
Fire Pits and Fireplaces
Retaining Walls

With 40 years of experience in landscape 

architecture and construction, Rolling 

Acres has provided landscaping and 

outdoor living solutions for residences, 

commercial properties, and communities 

throughout Maryland, Virginia, and the 

District. Our dedicated staff of landscape 

architects, designers, managers, and 

skilled craftsmen will create a beautiful 

environment that will increase the value 

of your property and can be enjoyed for 

years to come.
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Christina Daves is he founder of PR For Anyone®. She has trained 

thousands of real estate agents in gaining visibility by using 

traditional and social media together for maximum effectiveness. 

Agents she has worked with have appeared in national magazines, 

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

strategy session with her at www.ChatwithChristina.com, and learn 

more about her at www.ChristinaDaves.com.

P – Prepare
When preparing to pitch the media, make sure you do your 
homework. You are an expert in the real estate field, but if you 
are discussing a niche or specific topic in the industry, gather 
statistics, or see what studies have been done. Get what you need 
from credible sources to support your idea. Inman, Realtor.com, 
and NAR regularly release data in the real estate space. Use that 
to support your media pitch.

U – Understand
It is imperative that you understand who the audience is. What 
media outlet are you pitching, and who is their audience? You 
always want your story idea to resonate with the demographic of 
the media outlet. Google is a great resource to research demo-
graphics and then craft your pitch accordingly.

B - Be Ready
Be ready when the media calls. When you pitch the media or 
provide a quote, always use your cell phone number and make 
sure you are prepared to answer it immediately. Many journal-
ists are on tight deadlines. Even if you pitch the idea, if you aren’t 
available, they will likely go to another source.

L – Listen
When being interviewed, listen to what the journalist is asking. 
You want to make sure that you are providing a relevant answer 
and putting you in your best light. Always listen intently to the 
question(s) a journalist asks you.

I – Intentional
Be intentional with your media pitches. You are providing value 
to an audience and sharing your expertise, but make sure that 
you are intentional with what you provide so that you can benefit 
from the story and attract more listings and buyers.

C – Care
Care about the audience. The best way to have a pitch accepted is 
to show that you care about their audience. You want to provide 
value and be meaningful and caring in the information you offer. 
This comes through in the story and benefits you as an agent.

I – Inquire
Gather information and inquire about your topic so you are 
thoroughly knowledgeable on the subject matter. As mentioned 
above, gather studies and statistics from reliable sources (prefer-
ably national) to help with your credibility.

T – Timely
The news is timely. Make sure you are pitching timely stories to 
the media. Take into account seasonality, what’s happening in 
the world, and breaking news when putting together your media 
pitches.

Y - Yes!
Enjoy the, “Yes!” Taking the above into consideration when 
pitching the media should help you get the “yes” to your pitch.

Christina Daves
PR for Anyone

GET SEEN IN 2019

By Christina Daves 

Publicity

Follow this Publicity acronym to have the best success when pitching the media

Virtual Assistant
and Calling Services
for Top Agents
Let us help you grow your
business to the next level.

Marketing • Lead Management
Calling • Listing Management
Closing Management
Database Management
Accounting • and more

Focus Your Unique Talent
and Delegate Everything Else!
Stop Wasting Leads
We Call Leads and Clients

Billion Dollar Agent – www.billiondollaragent.com

Call/text Steve Kantor at 202-297-2393
sales@billiondollaragent.com

Steve is author of Billion Dollar Agent Manifesto and 
has interviewed over 1,000 top agents to build a Billion 
Dollar Agent Team of Assistants and Callers using our 
systems to help top agents.
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Top 1% Mortgage Originator in America 2013-2016
Mortgage Executive Magazine

ROB MERCER
Branch Manager

Office: 240-479-2302
Cell: 301-332-2745
RMercer@firsthome.com

www.robmercermortgage.com
www.firsthome.com

NMLS ID #147453

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

This is not a guarantee to extend consumer credit. All loans are subject to credit approval and property appraisal.
First Home Mortgage Corporation NMLS ID #71603 (www.nmlsconsumeraccess.org) Rob Mercer, a licensed MLO in DE, DC, MD, PA, VA.

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

closing services in MD, DC and VA.

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

WHY DC METRO REAL PRODUCERS
CLOSE WITH MICHAELS TITLE?

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

Boutique Service

Jill Pogach Michaels, Esq. is an award-winning
woman owned small business.

Settlements conducted in MD, DC & VA.

Celebrating
11 years!
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we ask the questions, you submit your answers

JUDY CRANFORD

“No doubt I’d like to have dinner with Stefon 
(Saturday Night Live character) as I’d never 
stop laughing.”

PAT CUNNINGHAM

“That’s easy! I adore Richard Branson! 
Or locally, Jose Andres. They are both 
extraordinary humans.”

MALENA KAPLAN

“I’d like to have dinner with Ina Garten (Barefoot 
Contessa). I love her story: from gov’t worker to 
uber-successful businesswoman who has made 
an incredibly positive impact on millions of 
people, all the while being a part of a successful 
marriage relationship and social network. I’d like 
to know more about her failures in the process 
of becoming successful, and how she made it 
through the tough days and balanced it all. Plus, 
I would just LOVE to be in her kitchen and cook 
a fabulous meal with her.”

DAN DEIST

“I would enjoy a casual dinner with Jeff Bezos, 
president of Amazon. Being a business owner 
myself, I’m curious about his opinion on cultural 
stability during exponential growth. I would ask 
specifically how to engage employees through 
the introduction of additional client services, and 
how to navigate personality indifference that ac-
companies the hiring of new employees. Essen-
tially, how does he maintain Amazon’s produc-
tive culture during the turbulence of growth?”

JEREMY LICHTENSTEIN

“I would most like to have dinner with Barack 
Obama. He was the best president in my lifetime. 
He speaks eloquently and is just so cool. It would 
be a treat just to sit and pick his brain and listen 
to the stories he could tell.”

ANNE-MARIE FINNELL

“Hands down Ellen Degeneres. She is the most 
positive, full-of-love person around!”

Which Celebrity Would 

You Want To Have Dinner 

With And Why?

EBONEESE THE REALTOR

“Oprah Winfrey. While this was a hard ques-
tion to answer because I’ve never considered it, 
I’m strongly pulling towards Oprah. Why? Her 
rocky beginnings turned into a solid mountain. I 
see her as someone that took life’s obstacles and 
America’s prejudices and built an empire bridge 
over it. I would love to have an in-depth five 
points to grow and live by dialogue with her.”

KASEY MARTIN

“Author of the Harry Potter series J.K. Rowling. 
Like Ms. Rowling, I wanted to become a writer 
when I was young. She actually succeeded — 
and in a big way. I read all of her books with my 
son and nephews. I hope to enjoy them someday 
with my grandkids.”

ROB MERCER

“Am I too late to tell you it would be Dwayne 
“The Rock” Johnson? Cause everyone wishes 
they could be as cool as The Rock.”

BARGAIN MOVERS
Family Owned & Operated for 36 Years

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

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

MOVERS WHO CARE

Residential & Commercial | Local & Long-Distance

FREE
In-Home 
Estimates

301.685.6789 | 7579 Rickenbacker Drive, Gaithersburg, MD 20879

“I would enjoy a casual dinner with Jeff Bezos, president of 

Amazon. Being a business owner myself, I’m curious about his 

opinion on cultural stability during exponential growth.
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Rodney R. Rice, Jr.
www.randolfimages.com
rodneyrice@randolfimages.com
@randolfimages.rrrice

For All of Your
Photography Needs:
Weddings
Dance
Events 
High School Sports
Portraits

Where the Beauty
of it all is You...
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HARRISON 
BEACHER

By Karla Bowling 

making a difference

L E A D I N G  W I T H 
C H A R I S M A  A N D 
C H A R A C T E R

Harrison Beacher, the founder of The Harrison 
Beacher Group and managing partner of Coalition 
Properties Group, Keller Williams Capital Proper-
ties in DC, is known for his charismatic personality 
and generous spirit. He is a natural motivator and 
has embraced the leadership role of his dynamic, 
community-focused, full-service real estate teams.
 
The Harrison Beacher Group is enjoying the rewards 
of their comprehensive team approach to real estate. 
They finished the 2018 calendar year with 70 trans-
actions, $30 million in sales volume, and just over 
$800,000 in gross commission income earned. 

Harrison expanded his brand and joined forces with 
two friends to form Coalition Properties Group. 
This new alliance combines the momentum of three 
ambitious, forward-thinking partners to maximize 
exposure and opportunities in the DC, Maryland, 
and Northern Virginia markets.
 
Harrison has worked as a full-time realtor since 
graduating from college. He says being a native 
Washingtonian has been an advantage for ex-
panding his business. “My superpower is building 
relationships, and when I do that right and provide 
value to people, I earn their referral business,” 
he asserts. “I’m so fortunate to have a larger than 
normal network from being a native Washingtonian 
who stayed in town for high school and college.” 
 
Harrison graduated from St. John’s College High 
School and later from Georgetown University. He 
earned a bachelor’s degree, majoring in studio art 
with a concentration in photography and digital art 

and a minor in theology. He also carved out time to play football 
and held leadership roles in numerous student organizations, 
all while working at the campus bar The Tombs and running a 
supply delivery business. He currently lives in the Michigan Park 
neighborhood of Northeast DC with his wife, Lindsay, and their 
two dogs, Andi and Ziggy.
 
Harrison has a talent for bringing people together and building 
relationships through shared experiences. He is tireless in his 
service to the DC community and the real estate industry as a 
whole. Harrison is a highly sought after national speaker, travel-
ing across the country to share insights on real estate marketing, 
young professionals, real estate sales maximization, networking, 
social media optimization, and reaching millennials by capitaliz-
ing on that demographic’s mindset.
 
When he joins an organization, he is not content to blend into the 
background. He jumps in at full speed with the same commitment 
and contagious energy he brings to all aspects of his personal and 

professional life. His goal is to positively change lives, 
careers, and communities through real estate and the 
opportunities it provides.
 
Harrison was appointed to the 2017–2019 board of 
directors for both the Greater Capital Area Associa-
tion of Realtors® (GCAAR) and the DC Association 
of Realtors® (DCAR), where he assists with coordi-
nating professional development, networking, and 
community service events for local realtors. He was 
honored by the National Association of Realtors® 
(NAR) and included in Realtor® Magazine’s “30 Un-
der 30” Class of 2016. Harrison was also appointed 
to the National Association of Realtors® Young Pro-
fessionals Network (YPN) National Advisory Board 
for the 2019–2020 term as the RPAC participation 
chair. In 2015, Harrison was honored by the DC 
Housing Finance Agency (DCHFA) as their “Realtor 
Partner of the Year” for his efforts to promote the 
DC Open Doors program, which offers affordable 
mortgage solutions and down payment assistance 
for first-time buyers in DC.
 
In addition to striving to make a social impact on 
his industry, Harrison also devotes his energies to 
serving the people of his community, especially the 
youth. Harrison sits on the board of directors and 
is a founding member for FILS (First in Life Science 
program), a non-profit that focuses on providing 
STEM educational opportunities to underserved 
elementary school students of color in DC.
 
In January 2019, Harrison was named vice presi-
dent of NextGen, a Keller Williams initiative which 
focuses on cultivating a group of innovative young 

leaders to get involved within their community, as well as the DC 
metro area real estate market. The initiative serves as a vehicle to 
facilitate networking and professional and personal development 
within that group. “As we prep for the future of the real estate 
industry, we are looking to attract Realtors® who are connected, 
conscientious, hungry, and prefer to be in a growth-focused 
environment. We’re working to create a place where they want to 
be, then provide them with the tools and support to achieve their 
goals,” Harrison explains.
 
As he approaches his 11th year in real estate, he reflects on the 
success and the importance of being an engaged and productive 
member of the community. “Success means having the freedom 
to live life on your terms and empower those who work with you 
to do the same,” he says. 
 
Harrison and his sales teams are passionate about giving back 
to the communities they serve. They frequently participate in 
clothing and food drives, volunteer for numerous charity events 

Photos by Randolf Images
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throughout the year, and raise thousands of dollars through their 
combined efforts. 
 
Harrison is most passionate about connecting real estate profes-
sionals with organizations and non-profits that serve individuals 
experiencing homelessness. “We are the stewards of homeown-
ership. It makes sense that in an industry dedicated to finding 
homes for people, we should be committed to finding homes for 
everyone.”
 
He also points out that a natural by-product of the real estate 
industry is tremendous excess and waste, such as building materi-
als from renovations and new construction, as well as household 
items, pantry goods, and discarded furniture from moving and 
downsizing. Partnering with several organizations provides a way 
to reuse, donate, or repurpose those items. Harrison’s ability to 
see the needs of others and coordinate within his business and 
personal networks is the key to making those transactions happen.
 
Harrison’s approach to community service is not “all work and no 
play.” On the contrary, he shares that for almost every event he 
organizes, whether it’s for business or fun with friends and fam-

ily, his goal is to make it a fun experience while raising awareness 
and collecting donations for a charity. “We call it ‘Party With a 
Purpose!’” he smiles. 
 
“It makes sense. Real estate is an industry built on networking, 
and it’s an efficient way to combine both goals. My wife and I also 
host several events at our home with the same objective,” Har-
rison says. 

His tacky sweater theme is the one that seems to generate the 
best response at his parties. “We’ll have client appreciation get-
togethers, Realtor® association events, and holiday parties with 
family and friends, all centered around who can come up with 
the tackiest sweater. But, we also ask them to bring a sweater or 
clothing item to donate as well — a normal sweater!” he laughs. 
In addition to collecting items to donate to local charities, the 
event serves as a way to raise awareness of the needs of that 
organization and how others can help.
 
Another fundraising favorite that Harrison and his wife love 
to host is the “One-Pot Supper Night,” which benefits Martha’s 
Table. This city-wide annual campaign is organized by Martha’s 

Table of DC to make people aware of 
the hundreds of people who go hun-
gry every day and address the reality 
of food insecurity that confronts 
thousands of families in the DC area. 
The organization has worked for 
nearly 40 years to support healthy 
children, strong families, and thriving 
communities by increasing access to 
quality education programs, healthy 
food, and family support. 
 
Harrison’s business philosophy is 
simple: Focus on building relation-
ships and helping other people. He 
lives his truths by example and has 
learned that achieving your goals is a 
natural result when you live by your 
core principles. Just mix in an outgo-
ing personality, charismatic disposi-
tion, and positive outlook, and you’ve 
got the perfect recipe for success.

Harrison has a talent 

for bringing people 

together and building 

relationships through 

shared experiences. He 

is tireless in his service 

to the DC community 

and the real estate 

industry as a whole.
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At Foresters Financial, we believe in doing more. For   
families. For communities. It’s been our purpose since 
1874, and we still live it today.

That’s why every Foresters Financial Representative takes the long view. No matter where 
you are in life – young family or close to retirement, single or single parent – we o�er 
fresh thinking and a personalized approach to helping you achieve goals:

•  Save and invest for retirement, college and other goals

•  Create your own retirement income strategies

•  Protect your family and loved ones

• Plan your legacy

It’s never too early, or too late, to plan your tomorrow. Contact your Foresters Financial 
Representative to learn more about our personalized approach.

Investment Planning

•  Portfolio Management 
& Risk Analysis

•  Asset Allocation 
& Diversification

•  Concentrated Stock 
Analysis

•  Asset Location

•  Investment Risk 
Control Strategy

•  Second Opinion Reviews

•  Portfolio Stress-Testing

Retirement Planning

•  Retirement Goal Setting

•  Social Security Analysis

•  Business Planning

•  IRA Contributions 
& Conversions

•  401(k) Management 
& Employer-Sponsored
Plans

•  Annuities & Pensions

•  RMDs & Withdrawal
Strategies

Estate Planning  
& Philanthropy

•  Charitable Giving

•  Guardians for Minor
Children

•  Asset Protection Analysis

•  Marital Deduction 
Planning

•  Planning for Children
with Special Needs

•  Charitable Trust Reviews
•  Gifting

Risk Management  
& Insurance

•  Review of Existing Policies

•  Life Insurance Needs

•  Long-Term Care 
Insurance

•  Disability Insurance

•  Beneficiary Reviews

•  Tax Advantages of
Life Insurance

•  Critical & Chronic
Illness Planning

Cash Flow & Budgeting

•  Cash Flow Analysis

•  Expenses & Budgeting

•  Debt Management

•  Planned Purchases

• Emergency Savings

•  Mortgage Review

Lines of Credit Review  Family Services

•  College Savings Planning

•  529 College Savings Plans

•  Benefits of Roth IRAs
for Children

•  Gifting

•  Elderly Planning

•  Legacy Planning

•  Divorce & Widowhood
Services

Tax Management

•  Review of Cost Basis

•  Review Realized Gains

•  Deductions & Credits

•  Potential Roth 
 Conversions

•  Asset Location

Paul Coroneos
Vice President, Chairman’s Council
Foresters Financial Services, Inc.

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

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

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

For more information about First Investors Funds or variable products from Foresters Financial Services, Inc. you may obtain a free prospectus by contacting your 
Representative, calling 800 423 4026 or visiting foresters.com. You should consider the investment objectives, risks, charges and expenses carefully before investing. 
The prospectus contains this and other information, and should be read carefully before you invest or send money. An investment in a fund is not a bank deposit and is 
not insured or guaranteed by the Federal Deposit Insurance Corporation (FDIC) or any other government agency. Foresters Financial Services Inc, does not offer tax or 
legal advice. Please consult your personal tax and legal advisers before making any tax-related investment decisions. Foresters Financial™ and Foresters™ are the trade 
names and trademarks of The Independent Order of Foresters, a fraternal benefit society, 789 Don Mills Road, Toronto, Canada M3C 1T9 and its subsidiaries, including 
Foresters Financial Holding Company, Inc. (FFHC). Foresters Financial Services, Inc. is a registered broker-dealer and subsidiary of FFHC. All securities, life insurance 
and annuity products are offered through Foresters Financial Services, Inc. Insurance products are issued by Foresters Life Insurance and Annuity Company or The 
Independent Order of Foresters. Foresters Financial Services, Inc. | 40 Wall Street | New York, NY 10005 | 800 423 4026 | foresters.com 17 -00664

...saving
   ...investing
     ...protecting

Curbio delivers turnkey renovations for a hassle-free experience.  

We’re experts in getting homes move-in ready, 
and we wait until settlement to get paid.

Call us Today for a Free Estimate

844-944-2629
www.curbio.com

Pre-Sale Renovation Pre-Sale Renovation with Curbio

and visit us at

www.curbio.com/vip
to join our exclusive program for top agents
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MALENA KAPLAN,
“But these things I plan won’t happen right away. Slowly, 

steadily, surely, the time approaches when the vision will 

be fulfilled. If it seems slow, do not despair, for these 

things will surely come to pass. Just be patient! They will 

not be overdue a single day!” Habakkuk 1:3-5 (TLB)

“I always knew I loved all things design related,” Malena Kaplan 
begins, “despite growing up in a loving but linear home.”

For a decade and a half, Malena worked her way up the ladder 
in the mortgage finance world building a successful career. Yet, 
slowly and surely, she came to a definitive realization: she was 
never entirely happy with her job. Early in 2007, with the real 
estate market heading into a downward spiral, Malena found 
herself jobless.

“I automatically got my real estate license thinking that was the 
natural next step in my career,” Malena recalls, “and I figured 
that would also allow me flexibility for my young daughter.”

However, it didn’t take long for Malena to realize that selling 
homes was not what she wanted to do. When a former colleague 
asked her to help him rehab foreclosed properties, she jumped at 
the chance. “[He] had just landed a deal to help a major bank re-
coup some of the foreclosed properties in the area by fixing them 
up, and he offered to hire me as a consultant,” Malena explains.

Eleven Years and Counting

When Malena got into the business, the staging industry was in 
its infancy. “There was not much information available, but I was 
able to find a few certification courses, joined a staging organiza-
tion, applied for a business license, and grew my clients by help-
ing the realtors I had gotten to know through mortgage finance,” 
Malena says.

The rest, as they say, is history.  

Eleven years later, MK Staging and Design has built a reputation 
for making a difference in the lives of their clients, streamlining 
the staging process, and helping to increase the value of homes.

Malena and her team connect houses with their next owners by 
offering vacant property staging for resells and new construction. 
They create and execute a custom design plan using furniture, 
art, and accessories from their 5,000-square-foot warehouse, 
tailored to each unique property. Pre-listing consultations pro-
vide customized guidance for owners living in the property, and 

By Zach Cohen

Photos by Kelci Alane Photography

partner spotlight

BEYOND STAGING

Megan deMayo, Malena Kaplan 
and Tammy Pasquinelli
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their concierge services 
provide advice to agents 
and owners in the cases 
where the house needs 
some extra work before 
it can be staged.  

Above and Beyond

“We’re here to make a 
positive difference in the 
lives of those we serve,” 
Malena says. “We’ve been 
in business for 11 years 
and plan to be around 
for a long time. We’re 
not perfect, but we’re 
always striving for that 
extra mile, always trying 
to stay a step ahead of 
trends and the needs of 
our clients so we can support them and 
their clients as their businesses grow.”

A few years ago, Malena noticed that 
agents required resources to help 
their clients “beyond just guidance,” 
as she says. “They needed hands-on 
help.” As a result, Malena and her 
team launched MK Staging Concierge 
Service, a segment that gives clients 
access to referrals for professional 
organizers, estate liquidators, down-
sizers, and junk removal compa-
nies, as well as services for project 
management. From painting to floors, 
light refreshes to full renovations 
of kitchens and baths, MK Staging 
Concierge Services gives real estate 
agents access to all the services they 
need before the house can be staged.

“We literally have clients hand us the 
keys, and then we hand the keys back 
to the agent when the house is ready 
to go live. We’ve had a lot of success 
with this service and really see it as a 
continuing need as sellers get busier 
and busier.”

Staging as Guidance

“We believe staging begins the minute 
the conversation starts about how to 
prepare to list a property. Our job is to 
offer guidance and support throughout 
the process. We offer safe, objective, 
non-judgmental council delivered in a 
gracious way,” Malena says.

Malena has a passion for seeing her 
projects from start to completion, all 
the while knowing that the quality 
with which she does her job affects 
the lives of homebuyers and sellers. 
When asked about what it means to 
find success, she immediately turns 
her attention away from real estate 
and back to the basics: her faith and 
love for building relationships.

“[Success is] having significant 
relationships, being highly respected 
and well-loved,” Malena says. And the 
reason for her success? “The grace of 
God, hard work, and perseverance.”   

To learn how you can benefit from a 
partnership with MK Staging Concierge 
Service, visit www.mkstaging.com, 
call 301-657-9795, or email 
hello@mkstaging.com.

Call Rick Tancreto for more information 

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

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

Receive your commissions
before closing

with a commission advance.

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

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

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

Picture
Perfect, LLC

Virtual Staging Social Media Blast Drone Photography

Brochures/Flyers

3D Matterport Tours Virtual Tours
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700 King Farm Boulevard, Suite 620
Rockville, MD 20850

Phone: (240) 268-1918
Cell: (301) 452-7399
Fax: (703) 653-8157 

Email: cloube@gmmllc.com

Chad Loube
SVP, Branch Manager
NMLS#: 675038

KNOWLEDGEABLE.
EXPERIENCED.

"Chad and his team vastly exceeded our expectations! They led us through every step with 
exceptional knowledge and communication. The entire process went smoothly and quickly. Using 

Chad as our local lender was a huge advantage in this competitive market."
- STEFANIE K.

“What a total professional team and the easiest and probably the best % vs. market re-fi ever. I 
will have no problem recommending the Loube team to anyone exploring a mortgage.

100% Satisfied - Five Stars"
- CHRISTOPHER K.

ADVERTISING NOTICE - NOT A COMMITMENT TO LEND - SUBJECT TO PROGRAM AVAILABILITY
This is not a commitment to lend. All loan applications are subject to credit and property approval. Annual Percentage Rate (APR), programs, rates, fees, closing costs, terms and conditions are 
subject to change without notice and may vary depending upon credit history and transaction specifics. Other closing costs may be necessary. Flood and/or property hazard insurance may be 

required. To be eligible, buyer must meet minimum down payment, underwriting and program guidelines.

The HMS Home Warranty works                             
for buyers, sellers and YOU.

We are committed to making home management 
easy by working with real estate professionals, 
home sellers and buyers to provide affordable 
coverage for mechanical failures of major home 
systems and appliances.

Contact your local Account Executive for HMS 
consultations, trainings, and service needs. 

Over 30 years of trusted experience

Protection & Value with coverage for 
    major systems & appliances

Over 2.5 million customers

24/7/365 Customer Care

©2017 HMS National, Inc. All Rights Reserved.

Visit www.hmsnational.com for more information 
or call 800.843.4663. 866-512-7659

www.ParkerInteriorsDC.com
staging.parkerinteriors@gmail.com

We are the most robust staging service in 
the area, offering the following:

Staging vacant and occupied homes
Variety of design styles | DIY staging packages

Staging furniture aftermarket sales

· Staging homes since 2009
· Over $5M in staged homes
· Over 400 homes staged annually

Serving Washington, DC, MD & VA

usinspect.com
888.USINSPECT

Our reputation is built on decades of honesty, integrity and 
excellent service to our customers at one of the most important 
decisions in their lives – buying or selling a home.

@usinspectUS Inspect or US Inspect (Maryland/DC) @us_inspect

Get to know us here

In addition to our team’s more than 250 combined years of experience 
in the industry, our guaranteed inspections with 24 hours’ notice, and 
our easy to use agent dashboard for scheduling – we offer Infrared 
Scans at no extra charge with each inspection!

The use of Thermal Imaging Technology allows us to identify air and 
moisture leaks that are invisible to the naked eye, which makes our 
inspections one of the most thorough around! 

Our goal is to protect your clients’ interests by utilizing the best 
technology available. Our knowledgeable inspectors will provide a 
thorough inspection of the property and educate your clients on home 
maintenance and any defects found.  With friendly faces, years of 
experience, and the best technology – why not call us today?!?

Why US Inspect?

Water from improperly sloped window unit.
Condensation running into the house. 
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By David Parker 

PROPERTY LINES

Somewhat dazed by the early 7:00 in the morning call, 
Grandma Sue instinctively asked if everything was 
OK.  At this point, the story gets a bit mystifying, but 
somewhere in the explanation was something about 
a road trip to Vegas,  Grandson Joey getting arrested,  
his wallet being stolen and a desperate need for cash 
so that  Grandson Joey could be set free on bail and 
purchase a plane ticket to fly home.   To New York.  
Where he was a college freshman.  Which leads to 
some incredibly obvious questions such as:  How did 
Grandson Joey take a road trip to Vegas on a Wednes-
day in February when he was in the middle of his 
freshman year of college in New York?  Or perhaps:  
Why was Grandson Joey calling his Grandma for bail 
money, and not his Mom and Dad? 

I tell you this story because it is real.  And it gets 
worse.  Grandma Sue was instructed to go to a store 
and buy Visa gift cards.  She was then instructed to 
call back the number where Grandson Joey was being 
held in “prison” so that the gift cards could be used 
for bail.  So Grandma Sue went to the local Safeway 
to buy the gift cards, but she could not find them.  She 
asked a cashier for help, which led to a discussion as 
to why she needed $5,000 in gift cards, which led to a 
look of shock and disbelief on the part of the cashier 
and thankfully led to the end of the Grandma Scam.  
For the most part.  Because Grandma Sue still felt the 
need to call Grandson Joey’s Mom, who also seemed 
to fall for the Grandma Scam, and Joey’s Mom then 
tried to reach Joey who wasn’t answering his phone 

because it was now 8:00 a.m. on a cold Wednesday morning in 
New York and Joey was sleeping in. Because he was probably 
hung over, or tired from staying up all night studying, or maybe 
just sleeping in because that is what college freshmen do.   And 
thus, the Grandma Scam became the Daughter in Law Scam until 
the Daughter in Law finally reached her son who, as it turns out, 
wasn’t answering his phone because he didn’t really want to talk 
to his Mom at 8:00 a.m. in the morning. Or at noon. 

I am sure that many of you are wondering what this story about 
the Grandma Scam could possibly have to do with a real estate 
transaction and if you are, then that is the reason why I am tell-
ing you about the Grandma Scam.  Because the Grandma Scam 
is just one step away from the I’m Ignoring All of the Warnings 
About Wire Fraud Scam that has infected our industry.  Every 
settlement attorney, every real estate agent, every loan officer 
and even the local plumber has inserted a warning on their e-mail 
signature line, or their letter head, or their website  imploring 
buyers and sellers NOT TO TRUST ANY WIRE INSTRUCTIONS 
THAT THEY RECEIVE VIA E-MAIL.  For those of you who may 
have missed it, we are experiencing a bit of a problem wherein 
the fraudsters, who I am fairly certain are the same people who 
called Grandma Sue, or perhaps they are the Finance Minister of 
a faraway country, are sending phony wire instructions to Buyers 
who are then wiring their life savings to a small bank in the Cay-
man Islands  because that seems like a logical place for a Mary-
land title company to do their banking. 

Many of you loyal readers know that I always end the column 
with some strange twist or magical piece of advice or valuable 
learning tool that will help to make you a better Realtor. And 
thus, I offer you this final thought.  Share this column with all of 
your buyers and sellers so that they understand that they should 
always call a trusted phone number to make sure that the wire 
instructions that they received are indeed correct and that their 
life savings are not going to be sent to the Cayman Islands.  And 
when your buyers and sellers make the call to their settlement at-
torney, you might want to suggest that they try not to call at 7:00 
a.m. on a Wednesday morning. 

Other than the fact that it was 7:00 a.m.  on a Wednesday  

morning in the middle of February, it seemed like a routine 

phone call.  “Grandma?” the caller said.  “Joey?” responded 

Grandma Sue.   “Yes, Grandma, it’s me, Joey,” said the caller.  

And the Grandma Scam was on. 

David Parker is an attorney and the President of Village Settlements, Inc. His columns 

have appeared regularly in local newspapers, magazines and newsletters. He is the 

co-author of the book, “Real Estate Practice in DC, Maryland and Virginia.” This column, 

Property Lines, will take a look at the lighter side of real estate transactions. Readers 

are encouraged to contact him with topics that they would like to see discussed. He 

can be reached at dparker@villagesettlements.com.
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Brent Jackson & 
Rob Sanders

Brent Jackson & 
Rob Sanders

By  Karla Lutz Bowling 

Often with partnerships, opposites attract. 
Individuals with opposing talents and diverse 

strengths merge to form a union which becomes 
more powerful than if those individuals would be 

on their own. This is true for Rob Sanders and Brent 
Jackson, principals of The Rob & Brent Group at 

TTR Sotheby’s International Realty.

Rob and Brent admit they are opposites in many ways. However, 
when it comes to real estate, they are unified in their shared pas-
sion for redefining real estate in the Washington, D.C. metro-
politan area. They are both hard-working and driven to provide 
clients with an unparalleled real estate experience.

Their vision took shape immediately once they established their 
partnership in 2007. The duo quickly went to work laying the 
foundation and building their team of hand-picked professionals. 
Today, The Rob & Brent Group is well known in the region and 
consistently ranks among the area’s top producers. Last year, the 
team had more than $100 million in sales with over 100 trans-
actions. In 2017, they had sales of over $115 million. They are 
licensed in D.C., Virginia, and Maryland.

cover story

Rob and Brent met through a mutual friend. “When he partnered 
us up together, he said we would be a perfect fit because we’re 
night-and-day different,” Brent recalls. “Rob is a people person, 
very animated and expressive, full of energy, he’s an ‘in-your-
face’ type, and isn’t afraid to say what’s on his mind,” he laughs.

Rob agrees. “I’m constantly on the go, non-stop. Having a mili-
tary background taught me a lot about time management — what 
needs to be done just needs to get done. Brent is a hard worker, 
very analytical, with a driver personality. He is a hard-nosed, 
down-to-business guy.”

Their work and personal styles differ as well. Brent is an early riser 
and prefers to stick to a strict schedule: up by 4 a.m., in the office by 
8 a.m., and working the phone between 9 and 11 a.m. For lunch, he 
likes to relieve stress with a game of basketball at least four days a 
week, and in the afternoon, he is usually back in the office.

“I have an open-door policy because it’s important to be available 
to your team as a resource and encourage approachable commu-
nication,” Brent reports. He makes an effort to leave his evenings 
free between 6 and 8:30 p.m. to spend time with his family — 
wife Andrea, son Finn (5), and daughter Isabella (20 months).

On the other hand, Rob frequently burns the midnight oil. He 
comes in later, around 9:30 or 10 o’clock in the morning, but often 

works until midnight or later making sure clients’ needs are met 
— even if it means responding to an email at 2:30 a.m. Rob man-
ages to carve out time in his day for his stress relievers — run-
ning, weightlifting, and recently golf, which for now may or may 
not prove to be much of a stress reliever!

“Because of our different work habits, our clients can reach us 
from 4 a.m. to midnight every day, virtually around the clock — 
me in the early morning and Rob late at night,” Brent points out. 
“We’re focused on customer service first and results second. If 
your main focus is on the customer, results will naturally fall into 
line. We like to say that we’re ‘customer service-oriented and re-
sults driven.’ Most importantly, our approach is team based. Even 
though individuals can shine, we all work together cohesively as 
a team. It’s vital because everyone has different roles.”

Rob mentions that it is this targeted teamwork approach which 
sets The Rob & Brent Group apart. He states that each person 
brings his or her unique strengths to the table, whether it’s 
expert negotiating techniques, the ability to produce exceptional 
advertising and marketing pieces, the knowledge to handle 
technology and research, or the enthusiasm for working an open 
house. “We all have different skill sets, but we complement each 
other perfectly, so you’re getting the best of all worlds when you 
hire our team.”

Photos by Ryan Corvello Photography
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Both Rob and Brent bring a wealth of experience from various 
careers to the partnership. Brent has been selling residential real 
estate in the D.C. area for almost fourteen years. His interest in 
the industry began during his college days at West Virginia Uni-
versity in Morgantown, West Virginia. He started buying prop-
erty as an investment while he earned a BS in Business Adminis-
tration with a concentration in finance. He later went on to earn 
an MBA from the University of Maryland.

When his wife, Andrea, was accepted to NYU after graduating 
from law school, they decided to keep the properties even though 
they were moving to New York. While there, Brent was a phar-
maceutical representative for GlaxoSmithKline, winning several 
awards and recognition for his leadership and marketing skills. 
It was after his wife was offered a position in a D.C. law firm that 
they decided to sell the West Virginia properties and bought their 
first home in Northern Virginia — sight unseen. While still in 
New York, Brent took the real estate exam, passing the Virginia 
portion, and jumped head first into real estate full time after they 
moved, never looking back.

Rob’s foray into real estate came somewhat serendipitously. He grew 
up in Glenn Dale, Maryland, graduating from DeMatha Catholic High 
School followed by the University of Maryland. As he ventured out 
on his own and began looking for apartments, he knew he wanted to 
be in the heart of D.C. He found a property in Dupont Circle that was 
a perfect fit — with a bonus rooftop pool sealing the deal.

Shortly after moving in, one of the first things he did was head up 
to the pool and dive in, splashing a girl sitting next to the edge. 
After their unconventional introduction, they hit it off right away. 
As they were talking, she mentioned she was a real estate agent 
and invited him to come with her as she was showing properties 
later that day. By the end of the evening, Rob had not only signed 
a contract on one of the properties they toured, but had also 
agreed to partner with her to sell real estate part-time. That part-
nership lasted a few years until he met Brent, and he then began 
working exclusively with him.

Rob retired as an Allstate Agent, but he balanced the demands 
of both jobs for a few years before forming The Rob & Brent 
Group. “Working both careers was one of my biggest challenges. 
Realistically, I worked two full-time jobs for several years. I think 
I only took one ‘real’ vacation during that time. However, I was 
always able to prioritize what needed to be done and still meet 
high expectations for both jobs,” Rob shares.

Since forming The Rob & Brent Group, they have been top pro-
ducers and the No. 1 team with the most transactions year after 
year. Each of the last two years, their total sales volume was well 
over $100 million, and their total career volume is over $750 
million. Brent states that once the two of them decided to form 
The Rob & Brent Group, their year-over-year growth had surged 
exponentially, sometimes up to 40 percent in the early years.

Honors include recognition as a 
Washingtonian Magazine Very 
Best Agent and Top Producer, and 
also ranking on the Wall Street 
Journal Real Trends Top 150. 
They have won TTR Sotheby’s 
International Realty Awards an-
nually since 2006.

For Brent, one of the challenges he 
has had to overcome is that he is a 
perfectionist. “I have had to learn 
that I can’t control every aspect 

of a transaction. Sometimes a deal will fall apart for different 
reasons. We have to learn from those transactions and move on 
to the next. We’re constantly in improvement mode — assessing 
how we can become better. I am passionate about furthering my 
knowledge in all aspects of the industry, continually reading, go-
ing to seminars, listening to podcasts.”

It isn’t surprising to hear Rob and Brent suggest that, when start-
ing a team, an agent should match up with a partner who has the 
same work ethic as they do, but with a different personality style. 
“Embrace diversity,” adds Rob.

For up-and-coming top producers, as well as new agents, Brent 
advises that they maintain a daily schedule and are systematic 

with the methods they utilize for growing their business, i.e. mar-
keting systems, open houses, prospecting, previewing properties, 
letter writing, etc. “Have a systematic marketing campaign and 
review it quarterly. Many agents send one flyer and don’t get a 
response, then never hit that target market again. Be the master 
of something, whether it’s your building, your block, or your 
neighborhood. Corner that niche.”

Rob agrees. “Farm certain buildings, start with your friends or 
neighbors and market the buildings in which you live. Send out 
mailers, set goals and stick with them. Give out at least five busi-
ness cards a day.”

Brent encourages new agents to be a sponge and learn as much as 
they can from as many people as they can. “Every agent wants to 
be interesting, but it’s more important to be interested,” he says. 
He adds that it is equally important for the top 500 agents to 
remember to give back and help young agents succeed. “Applied 
knowledge is powerful.”

Rob and Brent attribute their success to their determined work 
ethic, knowledge of the industry, and drive for success. They 
acknowledge that even though parts of their personalities may 
differ, it’s their shared core value of simply being nice guys that 
most likely is the main reason for their success. Brent concludes, 
“In real estate, everyone has an ego. Everyone wants to be impor-
tant. What’s most important is to be kind.”

Shannon Hettinger, Grant Steerzer, Doug Richards, Rob Sanders, Brent Jackson, Mattia D’Affuso, Charles Krampf and Peter Lane

Brent’s wife Andrea, daughter Isabella, son Finn, and Brent
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Call For your Free Estimate:
D.C. Metro Area- 301-869-3896
Baltimore Metro Area- 410-525-2300

Second Location Now Open in Elkridge, MD
to Better Serve the Baltimore Metro Area!

MoyerAndSons.com | DOT #222787 | MC #147853

LO C A L  •  LO N G  D I S TA N C E  •  I N T E R N AT I O N A L  •  C O M M E R C I A L  •  PAC K I N G  •  S TO R AG E

Let us make your next listing
feel like their next home

(301) 657-9795 
www.mkstaging.com

O�ering professional 
property staging 
services for your 

occupied and vacant 
listings in the 

Washington DC 
Metro area since 2007

hello@mkstaging.com

NEW CONSTRUCTION?
WE HAVE YOU
COVERED!

•  FOOTERS AND FOUNDATION INSPECTIONS
•  PRE-DRYWALL INSPECTIONS
•  FINAL WALK-THROUGH INSPECTIONS
•  1st YEAR BUILDER WARANTY INSPECTIONS

Call us today to schedule with the experts!
ASK ABOUT OUR SPECIAL BUNDLE PRICING!

703.771.8374
www.donofrioinspections.com
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TOP 250 STANDINGS
Teams and Individuals Closed Date From Jan. 1 to Feb 28, 2019

Rank Agent Office List # Sell # Total # Total $ 

1 Nancy Taylor Bubes Washington Fine Properties 6.5 2 8.5 $25,450,000

2 Michael Rankin TTR Sotheby's International Realty 3 1 4 $16,385,000

3 Oluwatumininu Demuren Central Properties 6 4 10 $12,957,500

4 Nathan Guggenheim Washington Fine Properties 6 5 11 $12,250,000

5 David Getson Compass 6.5 15 21.5 $11,993,805

6 Jennifer Smira Compass 8 11 19 $11,809,950

7 Alejandro Luis Martinez RE/MAX Elite Services 10.5 22 32.5 $11,707,950

8 Lee Murphy Washington Fine Properties 2 3 5 $11,315,000

9 John Kirk Tower Hill Realty 20 0 20 $10,464,690

10 Avi Galanti Compass 5 2 7 $10,202,824

11 Barak Sky Long & Foster Real Estate 3.5 7 10.5 $9,808,500

12 Trent Heminger Compass 12.5 1 13.5 $9,571,747

13 James C. Peva Washington Fine Properties 1 3 4 $9,224,900

14 Thomas Reishman Compass 16 0 16 $8,286,250

15 Marc Fleisher TTR Sotheby's International Realty 3 0 3 $7,625,000

16 Alyssa Crilley Washington Fine Properties 3 3 6 $7,195,000

17 Charles Burger Coldwell Banker Residential Brokerage 1 2 3 $7,181,775

18 David Bediz Keller Williams Capital Properties 7 4 11 $7,157,400

19 Dana Rice Compass 4.5 2 6.5 $6,972,000

20 Marjorie Dick Stuart Keller Williams Capital Properties 6 1 7 $6,900,000

21 D'Ann Lanning Compass 9.5 2 11.5 $6,895,600

22 Rina Kunk Compass 3 3 6 $6,879,900

23 Thomas Hennerty Netrealtynow.Com 13 2 15 $6,786,850

24 Ginette R. Winston Winston Real Estate 1 3 4 $6,483,500

25 Kira Epstein Begal Washington Fine Properties 2 3 5 $6,398,000

26 Jonathan Taylor TTR Sotheby's International Realty 0.5 1 1.5 $6,395,000

27 Heidi Hatfield Washington Fine Properties 0 2 2 $6,275,000

28 Meredith Margolis Compass 1.5 5 6.5 $6,215,000

29 Joel Nelson Keller Williams Capital Properties 4 2 6 $6,209,900

30 Nancy Itteilag Washington Fine Properties 4.5 1 5.5 $6,160,000

31 James Bass Real Estate Teams 8 7.5 15.5 $6,032,900

32 Anne Weir Washington Fine Properties 1 1 2 $5,925,000

33 Jennifer Chow Long & Foster Real Estate 3 1 4 $5,893,694

34 Barbara Nalls TTR Sotheby's International Realty 6 1 7 $5,856,400

Disclaimer:   Information based on reported numbers to MLS as of March 5, 2019. Numbers not reported to MLS within the date range listed are
not included. MLS is not responsible for submitting this data. Some teams may report each agent individually. If you had any sales outside of the DC
Metro Real Producers service area (DC, Montgomery, Prince Georges, and Frederick counties), that could also account for a discrepancy. DC Metro
Real Producers does not compile this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

Home Inspections

Mold Services

Lead Paint Testing

Termite Inspections

Pre-Listing / Pre-Offer
Inspections

Pool Inspections

Commercial Inspections

Chimney Inspections

• It's valid for home inspections performed for home 
buyers only by participating InterNACHI® members.

• The home must be listed with a licensed real estate agent.

• The Guarantee excludes homes with material defects 
not present at the time of the inspection, or not 
required to be inspected, per InterNACHI's Residential 
Standards of Practice.

• The Guarantee will be honored for 90 days after closing.

• We'll pay you whatever price you paid for the home.

BUY-BACK GUARANTEE
We offer the Buy-Back Guarantee
with all of our inspections.

A TO Z®
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TOP 250 STANDINGS
Teams and Individuals Closed Date From Jan. 1 to Feb 28, 2019

Rank Agent Office List # Sell # Total # Total $ 

35 Erich Cabe Compass 1.5 5 6.5 $5,739,900

36 Frederick Roth Washington Fine Properties 1.5 2 3.5 $5,601,500

37 Mehrnaz Bazargan Redfin Corp 7 2 9 $5,537,350

38 Troyce Gatewood RE/MAX Results 5 8 13 $5,515,400

39 Kimberly Cestari Long & Foster Real Estate 4 1 5 $5,510,000

40 Paul Newton Washington Fine Properties 2.5 1 3.5 $5,490,000

41 Lisa Stransky Brown Washington Fine Properties 2 2 4 $5,305,000

42 Corey Burr TTR Sotheby's International Realty 2.5 1 3.5 $5,257,500

43 Anslie Stokes Milligan Mcenearney Associates 5 1 6 $5,256,000

44 Mansour Abu-Rahmeh TTR Sotheby's International Realty 1.5 4 5.5 $5,247,000

45 Joseph Zorc Coldwell Banker Residential Brokerage 3 1 4 $5,244,000

46 Thomas Paolini Redfin Corp 3 4 7 $5,030,500

47 Michael Brennan TTR Sotheby's International Realty 6 2 8 $4,997,500

48 Ira Hersh Long & Foster Real Estate 1.5 2 3.5 $4,926,400

49 Theresa Burt Washington Fine Properties 2 2 4 $4,920,000

50 Sarah Grinder The One Street Company 0 2 2 $4,915,000

51 Katrina Roeckelein Coldwell Banker Residential Brokerage 0 1 1 $4,890,000

52 Michael Seay Long & Foster Real Estate 1 1 2 $4,800,000

53 Carlos Garcia Keller Williams Capital Properties 5 4 9 $4,793,500

54 Bryan Kerrigan Redfin Corp 9 0 9 $4,777,900

55 Melinda Estridge Long & Foster Real Estate 3 3.5 6.5 $4,717,750

56 Elizabeth D'Angio Washington Fine Properties 1.5 1 2.5 $4,682,000

57 Eric Steinhoff Exp Realty 6 3 9 $4,643,000

58 Norman Domingo Xrealty.Net 8 0 8 $4,636,804

59 Chelsea Traylor Redfin Corp 9 0 9 $4,610,900

60 Jill Balow Greystone Realty 2 2 4 $4,558,800

61 Koki Adasi Compass 3.5 3 6.5 $4,552,899

62 Renee Peres Compass 4 2 6 $4,541,000

63 Robert Hryniewicki Washington Fine Properties 0.5 3 3.5 $4,534,000

64 Peter Ferguson Compass 1 5 6 $4,525,000

65 John Coplen Long & Foster Real Estate 2 5 7 $4,495,500

66 Jay Day Real Estate Teams 10.5 3 13.5 $4,493,085

67 Lise Courtney Howe Keller Williams Capital Properties 3 6 9 $4,484,500

68 Tamara Kucik Tower Hill Realty 5 2 7 $4,449,140

69 Matthew Mchugh Washington Fine Properties 1 2 3 $4,435,950

70 Evelyn Branic Coldwell Banker Residential Brokerage 5 1 6 $4,425,500

71 Lee Goldstein Rlah Real Estate 3 2 5 $4,408,000

Rank Agent Office List # Sell # Total # Total $ 

72 Tim Barley RE/MAX Allegiance 3 2 5 $4,407,750

73 Mary Noone Compass 0.5 3 3.5 $4,363,147

74 John Lee RE/MAX Success 3 3 6 $4,334,500

75 Asif Qadir RE/MAX Premiere Selections 2 4 6 $4,289,700

76 Jeremy Lichtenstein RE/MAX Realty Services 3 1 4 $4,275,250

77 Natalie Hasny Capital Residential Properties 1 0 1 $4,275,000

78 Elaine Koch Long & Foster Real Estate 5 2.5 7.5 $4,246,900

79 Victor Llewellyn Long & Foster Real Estate 2 5 7 $4,209,400

80 John Taylor Chatel Real Estate 2 1 3 $4,200,000

81 Bradley Rozansky Long & Foster Real Estate 2.5 2 4.5 $4,187,500

82 Robert Sanders TTR Sotheby's International Realty 2.5 2.5 5 $4,165,425

83 Robert Jenets Stuart & Maury 4 0 4 $4,154,000

84 Amanda Provost Compass 0 2 2 $4,154,000

85 Ronald Sitrin Long & Foster Real Estate 4 0.5 4.5 $4,145,000

86 Lori Leasure Washington Fine Properties 2 0 2 $4,123,000

87 Samuel Davis Long & Foster Real Estate 2 1 3 $4,103,000

88 Lance Horsley Keller Williams Capital Properties 1 6 7 $4,087,750

Disclaimer:   Information based on reported numbers to MLS as of March 5, 2019. Numbers not reported to MLS within the date range listed are
not included. MLS is not responsible for submitting this data. Some teams may report each agent individually. If you had any sales outside of the DC
Metro Real Producers service area (DC, Montgomery, Prince Georges, and Frederick counties), that could also account for a discrepancy. DC Metro
Real Producers does not compile this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

Professional Service
Competitive Products
Local Decision Making
Great Rates

Richard Early, Executive Vice President
NMLSR# 698683

Monarch Mortgage,
A Division of Blue Ridge Bank N.A. NMLS #448992

1 Research Court, Suite 345  |  Rockville, MD
301-332-2184  |  monarch1893.com/rearly
rearly@monarch1893.com
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TOP 250 STANDINGS
Teams and Individuals Closed Date From Jan. 1 to Feb 28, 2019

Rank Agent Office List # Sell # Total # Total $ 

89 Leslie White Redfin Corp 0 7 7 $4,066,195

90 John Lesniewski RE/MAX United Real Estate 10 1 11 $4,057,875

91 Eric Murtagh Long & Foster Real Estate 4 0 4 $4,034,000

92 Maxwell Rabin TTR Sotheby's International Realty 1.5 2 3.5 $4,026,000

93 Thomas Faison RE/MAX Allegiance 4 0 4 $4,001,750

94 Nathan Dart RE/MAX Realty Services 7 2 9 $4,000,000

95 Christine Reeder Long & Foster Real Estate 5.5 8 13.5 $3,996,994

96 Robert Myers RE/MAX Realty Services 7 3 10 $3,984,100

97 Lynn Bulmer TTR Sotheby's International Realty 1 2 3 $3,950,000

98 Suzanne Desmarais Compass 2 2 4 $3,929,000

99 Cheryl Leahy Long & Foster Real Estate 4 0 4 $3,927,500

100 Nurit Coombe RE/MAX Elite Services 5 4 9 $3,898,475

101 Matthew Maury Stuart & Maury 2 2 4 $3,885,000

102 Stan Kelly TTR Sotheby's International Realty 4 0 4 $3,879,000

103 Eva Davis Compass 0 3 3 $3,869,000

104 Jacob Abbott Berkshire Hathaway Homeservices Penfed Realty 2 2 4 $3,838,500

105 Margaret Babbington Compass 1.5 5.5 7 $3,800,000

Rank Agent Office List # Sell # Total # Total $ 

106 Carl Becker Premier Properties 2 1 3 $3,759,000

107 Daniel Heider TTR Sotheby's International Realty 0 3.5 3.5 $3,715,900

108 Matthew Zanolli Compass 4 1 5 $3,678,500

109 Phyllis Young Coldwell Banker Residential Brokerage 2 1 3 $3,668,713

110 Russell Brazil Long & Foster Real Estate 2 6 8 $3,625,400

111 Theresa Robinson Long & Foster Real Estate 1 4 5 $3,624,000

112 Theresa Helfman Taylor Keller Williams Capital Properties 3 3 6 $3,624,000

113 Mynor Herrera Keller Williams Capital Properties 6 2 8 $3,617,400

114 Cheryl Abrams RE/MAX United Real Estate 4 3 7 $3,581,700

115 Jason Townsend Keller Williams Capital Properties 3 3 6 $3,563,885

116 Matt Ackland Washington Fine Properties 0 1 1 $3,550,000

117 Eric Stewart Long & Foster Real Estate 3.5 3.5 7 $3,547,500

118 Wendy Banner Long & Foster Real Estate 2 4 6 $3,540,500

119 Rory Obletz Redfin Corp 0 6 6 $3,540,000

120 Peggy Lyn Speicher Long & Foster Real Estate 1.5 5 6.5 $3,533,500

121 Marin Hagen Coldwell Banker Residential Brokerage 1.5 1 2.5 $3,525,000

122 Michael Bowers Long & Foster Real Estate 1 1 2 $3,525,000

123 Carmen Fontecilla Compass 5 1 6 $3,512,000

124 Kelly Williams TTR Sotheby's International Realty 2 1 3 $3,486,500

125 Daniel Register Northrop Realty, A Long & Foster Company 8.5 0 8.5 $3,478,623

126 Dana Scanlon Keller Williams Capital Properties 1 3 4 $3,440,999

127 Luis Vivas Keller Williams Capital Properties 4 1 5 $3,411,000

128 Timothy Brooks Keller Williams Realty Centre 8 5 13 $3,409,900

129 Christopher Bulka Compass 1.5 1.5 3 $3,347,148

130 Guiying Pan Signature Home Realty 2 5 7 $3,341,000

131 Mandy Kaur Redfin Corp 4 2 6 $3,327,500

132 David Sprindzunas Evers & Co. Real Estate, A Long & Foster Company 1 2 3 $3,295,000

133 Kathleen Slawta Stuart & Maury 1 2 3 $3,292,500

134 Katri Hunter Compass 0 5 5 $3,280,350

135 Benjamin Puchalski Compass 1.5 3 4.5 $3,267,349

136 John Barry Compass 2.5 2 4.5 $3,253,900

137 Loic Pritchett TTR Sotheby's International Realty 2 2 4 $3,248,900

138 James Coley Long & Foster Real Estate 1.5 2 3.5 $3,236,640

139 John Fazio TTR Sotheby's International Realty 1.5 1 2.5 $3,232,500

140 John Mammano Compass 3 3 6 $3,228,000

141 Joshua Ross RE/MAX Realty Services 0.5 3 3.5 $3,198,650

142 Cecelia Leake Compass 1 2 3 $3,180,000

Disclaimer:   Information based on reported numbers to MLS as of March 5, 2019. Numbers not reported to MLS within the date range listed are
not included. MLS is not responsible for submitting this data. Some teams may report each agent individually. If you had any sales outside of the DC
Metro Real Producers service area (DC, Montgomery, Prince Georges, and Frederick counties), that could also account for a discrepancy. DC Metro
Real Producers does not compile this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.
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143 Sebastien Courret Compass 1 2 3 $3,168,750

144 Sheena Saydam Keller Williams Capital Properties 2.5 5 7.5 $3,150,700

145 Salem Rihani M Squared Real Estate 7 0 7 $3,141,700

146 Rima Tannous Long & Foster Real Estate 3 1 4 $3,140,355

147 Antonia Ketabchi Redfin Corp 1 4 5 $3,133,950

148 Steve Agostino Compass 2 1 3 $3,125,000

149 Graham Grossman Rlah Real Estate 1 3 4 $3,093,000

150 Richard Morrison Redfin Corp 0 5 5 $3,075,000

151 David Desantis TTR Sotheby's International Realty 1 1 2 $3,075,000

152 Christopher Leary Washington Fine Properties 0.5 2 2.5 $3,060,000

153 Harrison Beacher Keller Williams Capital Properties 2 4 6 $3,050,699

154 Kymber Lovett-Menkiti Keller Williams Capital Properties 4 0 4 $3,049,000

155 Elizabeth Hughes Compass 2 2 4 $3,048,250

156 Jeffrey Brier Compass 0 2 2 $3,047,650

157 Katherine Wellborn Compass 0 3 3 $3,044,000

158 Marcus Wilson Redfin Corp 0 6 6 $3,039,900

159 Andrea Alderdice Long & Foster Real Estate 3 2 5 $3,034,000

160 Mary Saltzman Compass 2 1 3 $3,016,000

161 Daniel Brewer Compass 2 1 3 $3,001,750

162 Eileen Mcgrath Washington Fine Properties 1.5 0 1.5 $2,992,500

Rank Agent Office List # Sell # Total # Total $ 

163 Marjorie Halem Compass 0 3.5 3.5 $2,989,950

164 Katherine Scire Redfin Corp 0 4 4 $2,980,830

165 Kathleen Eder Compass 1.5 1 2.5 $2,980,750

166 Michele Scardina TTR Sotheby's International Realty 1 1 2 $2,972,000

167 Michael Patrick RE/MAX United Real Estate 9 0 9 $2,968,500

168 Adrian Small TTR Sotheby's International Realty 2 2 4 $2,944,650

169 Traudel Lange Washington Fine Properties 2 0 2 $2,944,000

170 Charisse Callender-Scott Desiree Callender Realtors And Associate 8.5 3 11.5 $2,937,250

171 Patricia Mills RE/MAX Achievers 7.5 3 10.5 $2,922,490

172 Jan Brito Compass 3 2 5 $2,921,500

173 Steven Cline Coldwell Banker Residential Brokerage 1 1 2 $2,900,000

174 John Peters Compass 1.5 1.5 3 $2,887,248

175 Eldad Moraru Long & Foster Real Estate 1 1 2 $2,849,999

176 Debora Edwards Long & Foster Real Estate 1 3 4 $2,845,000

177 Michael Shapiro Compass 2 2 4 $2,819,950

178 Fleur Howgill TTR Sotheby's International Realty 1 2 3 $2,807,500

179 Craig Rosenfeld RE/MAX Realty Group 4 1 5 $2,806,500

Disclaimer:   Information based on reported numbers to MLS as of March 5, 2019. Numbers not reported to MLS within the date range listed are
not included. MLS is not responsible for submitting this data. Some teams may report each agent individually. If you had any sales outside of the DC
Metro Real Producers service area (DC, Montgomery, Prince Georges, and Frederick counties), that could also account for a discrepancy. DC Metro
Real Producers does not compile this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

Investor Loans

FHA/VA  |  Jumbo  |  Doctor Loans

Self-Employed Loans

Creative Solutions

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

NMLS #206900

Chanin Wisler
Mortgage Loan Officer

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

Let me help your buyers with more choices, low rates, and less stress. 
You’ll love my first class service!



64 • April 2019 www.realproducersmag.com • 65

TOP 250 STANDINGS
Teams and Individuals Closed Date From Jan. 1 to Feb 28, 2019

Rank Agent Office List # Sell # Total # Total $ 

180 Michelle Hodos Long & Foster Real Estate 2.5 5 7.5 $2,803,600

181 Jaime Willis Compass 0 4 4 $2,785,800

182 Michael Fowler Compass 0 2 2 $2,775,000

183 Nicole Roeberg Redfin Corp 0 4 4 $2,774,900

184 Tyler Jeffrey Washington Fine Properties 0.5 3 3.5 $2,772,500

185 Margot Wilson Washington Fine Properties 1 1 2 $2,770,000

186 Albert Elliott Long & Foster Real Estate 4 1 5 $2,763,000

187 Christopher Chambers The One Street Company 3 0 3 $2,760,000

188 Michael Matese Long & Foster Real Estate 2 0 2 $2,760,000

189 Anne Killeen Washington Fine Properties 2 1 3 $2,759,099

190 Anthony Mason Keller Williams Preferred Properties 3 3 6 $2,745,520

191 Roby Thompson Long & Foster Real Estate 4.5 1 5.5 $2,745,375

192 Matthew Paschall Long & Foster Real Estate 2.5 1 3.5 $2,730,000

193 Lauren Davis TTR Sotheby's International Realty 2 1 3 $2,725,000

194 Ethan Drath Washington Fine Properties 0 2 2 $2,714,000

195 Cheryl Kurss Compass 1 1 2 $2,705,000

196 Jason Martin Rlah Real Estate 2 2 4 $2,679,000

197 Lisa Sabelhaus RE/MAX Town Center 3.5 3.5 7 $2,676,550

198 Thomas Williams Mcenearney Associates 0 1 1 $2,665,000

199 Kelly Kelley Compass 0.5 4 4.5 $2,664,500

200 Sarah Funt Long & Foster Real Estate 1 1 2 $2,660,000

201 John Breast TTR Sotheby's International Realty 1 1 2 $2,649,000

202 Karen Rollings Berkshire Hathaway Homeservices Penfed Realty 5 2 7 $2,646,500

203 Tina Cheung Exp Realty 2 5 7 $2,633,105

204 Brooke Myers City Houses 2 1 3 $2,630,000

205 Thomas Mathis Redfin Corp 3 1 4 $2,628,000

206 Frances Mcglaughlin RE/MAX Realty Services 4 3 7 $2,625,700

207 Margaret Ferris Compass 1.5 2 3.5 $2,623,500

208 Jean Bourne-Pirovic Long & Foster Real Estate 5 0 5 $2,623,000

209 Lori Maggin Rory S. Coakley Realty 1 1 2 $2,594,880

210 Brent Jackson TTR Sotheby's International Realty 2.5 0.5 3 $2,590,425

211 Hazel Shakur Redfin Corp 6 0 6 $2,590,000

212 Jt Powell Coldwell Banker Residential Brokerage 6 1 7 $2,580,000

213 Craig Smith Redfin Corp 4 1 5 $2,575,000

214 Dustin Borzet RE/MAX Realty Group 3 3 6 $2,562,900

215 Charles Dudley Compass 1 2 3 $2,549,000

216 Juan Umanzor Long & Foster Real Estate 6 4 10 $2,533,000

Rank Agent Office List # Sell # Total # Total $ 

217 Brett West Mcenearney Associates 0.5 4 4.5 $2,524,950

218 Kerry Fortune Washington Fine Properties 0 2 2 $2,523,750

219 Sherri Anne Green Coldwell Banker Residential Brokerage 2 2 4 $2,509,000

220 James Brown Turning Point Real Estate 3.5 2 5.5 $2,501,500

221 Louis Cardenas TTR Sotheby's International Realty 0.5 1 1.5 $2,494,500

222 Jacob Anderson Coldwell Banker Residential Brokerage 1 2 3 $2,490,000

223 Elysia Casaday Compass 1 2 3 $2,490,000

224 Judith Seiden Berkshire Hathaway Homeservices Penfed Realty 1 1 2 $2,481,500

225 Taylor Huffman Long & Foster Real Estate 6.5 0 6.5 $2,474,000

226 Tammy Gale Washington Fine Properties 1 1 2 $2,469,000

227 Jonathan Lahey RE/MAX Fine Living 3.5 5 8.5 $2,468,900

228 Elizabeth Lavette Washington Fine Properties 1 0 1 $2,467,650

229 Marlene Aisenberg Coldwell Banker Residential Brokerage 2 2 4 $2,463,000

230 Alecia Scott Long & Foster Real Estate 3 2 5 $2,447,950

231 Sonny Arora Evergreen Real Estate, Inc 0 2 2 $2,432,500

232 Mark Ellington Keller Williams Preferred Properties 3 1 4 $2,420,000

233 Joseph Mascio Redfin Corp 6 0 6 $2,419,000

Disclaimer:   Information based on reported numbers to MLS as of March 5, 2019. Numbers not reported to MLS within the date range listed are
not included. MLS is not responsible for submitting this data. Some teams may report each agent individually. If you had any sales outside of the DC
Metro Real Producers service area (DC, Montgomery, Prince Georges, and Frederick counties), that could also account for a discrepancy. DC Metro
Real Producers does not compile this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

MOVING CAN BE STRESSFUL. WE MAKE IT EASIER.
What matters most to you, matters most to us.

JKMoving.com | 703-260-3031 LOCAL | LONG DISTANCE | GLOBAL | PACKAGING | STORAGE

When you choose JK Moving 
Services, you’ll be working with an 
international relocation leader who’s 
moved U.S. presidents, Fortune 500 
companies, and hundreds of 
thousands of families—a company 
with more than 17.5 million cubic 
feet of secure storage space and 
our own modern fleet of GPS 
enabled vehicles.

Trust your household goods to
the residential mover of diplomats
and presidents—and enjoy VIP
service from door to door.
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234 Shelley Gold Compass 1 2 3 $2,412,400

235 Christopher Coppola Compass 4 1 5 $2,404,508

236 Marco Stilli TTR Sotheby's International Realty 1 2 3 $2,403,000

237 Vanessa Patterson Berkshire Hathaway Homeservices Penfed Realty 2 2 4 $2,400,455

238 James Kim Mcenearney Associates 0 2 2 $2,400,000

239 Annette Sante Redfin Corp 6 0 6 $2,396,000

240 Kenneth Germer Compass 1 2 3 $2,394,900

241 Cailin Monahan Washington Fine Properties 0.5 2 2.5 $2,387,500

242 Lynn Dubin Long & Foster Real Estate 0.5 1 1.5 $2,377,500

243 Katie Nicholson RE/MAX Achievers 4 1 5 $2,376,000

244 Edward Dumitrache Redfin Corp 0 6 6 $2,369,500

245 Shari Gronvall Compass 1 1 2 $2,362,500

246 Katrina Schymik Abjornson Compass 1 2 3 $2,358,500

247 Teresa Burton Long & Foster Real Estate 3 0 3 $2,352,400

248 Desmond Mckenna Long & Foster Real Estate 1 3 4 $2,338,800

249 Balaram Owens Rlah Real Estate 2 3 5 $2,333,400

250 Stuart Naranch Redfin Corp 0 5 5 $2,322,500

Disclaimer:   Information based on reported numbers to MLS as of March 5, 2019. Numbers not reported to MLS within the date range listed are
not included. MLS is not responsible for submitting this data. Some teams may report each agent individually. If you had any sales outside of the DC
Metro Real Producers service area (DC, Montgomery, Prince Georges, and Frederick counties), that could also account for a discrepancy. DC Metro
Real Producers does not compile this data nor claim responsibility for the stats reported to/by MLS. Data may vary up to 3 percent.

ClientCare@ProTec-Inspections.com
www.ProTec-Inspections.com

(301) 972-8531

           RADON TESTING •  MOLD SAMPLING •  INFRARED SCANS •  POOL INSPECTIONS •  TERMITE IN
SPECTIO

NS •  SEWER SCOPES & MORE!

EXPERIENCE
Over 30,000 inspections 
performed since 1986–we have 
seen it all! ProTec stands above 
the rest with the best team of 
inspectors in the industry!

TIME SAVING
Saving Realtors® countless hours 
each transaction with our one-stop 
shop and full-time support staff!

INTEGRITY
Although no home 
inspection company 
can provide a 
complete list of 
house defects, we 
do expect to find all 
visible problems in 
excess of $500 and 
stake our reputation 
on it with our 
ProTec Promise!

SOLUTIONS
With access to thousands 
of local contractors, 
Porch Home Assistant 
has helped millions of 
homeowners ease the 
pain of moving. Free to 
your client forever with 
every ProTec Inspection!

RESIDENTIAL & COMMERCIAL INSPECTIONS
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“
At RGS, we believe that for every real estate transaction a well-organized, swift and 
secure closing is critical. We stand behind our company’s professionalism and 
consistently deliver positive and compliant real estate settlement experiences. Our 
company prides itself on its ability meet the needs of its clients with impeccable 
service and industry expertise, as well as the lasting relationships it has built with 
thousands of local real estate agents. 

We’ve Got You Covered anywhere in the DC Metro area.  To find an office near you, visit www.RGSTitle.com

“

We’re more than just a title company,  
  WE’RE YOUR TITLE PARTNER.


