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BETTER AGENTS USE
BETTER INSPECTORS

IT BUILDS YOUR BUSINESS
FIND OUT WHY AT INSPECTINGCHICAGO/COM/REASONS
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= Home Staging Consultations

HAVEN

me Staging and Redesign, Inc. = Occupied Home Staging

HAVEN Home Staging and Redesign, Inc. »Vacant Home Stqging
317 M. Francisco Ave. » Chicago, IL 60412
Phone: 312-380-12746 | www.havenhomestager.com . REdESIQH

inspectingchicago.com - 312INSPECT - info@inspectingchicago.com
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Shapiro Strane’s goal is to provide our clients with the highest quality legal
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representation we can deliver. Whether buying or selling a home, commercial real
estate, or negofiating a new business lease, we stand ready to provide the fast,

responsive and affordably priced representation needed fo close your deal.

For HighQuality, Responsive Justin’s Recent Accomplishments Include:

and Affordable Counsel, eod o1 | | b
. e Selected to the 2017 and 2018 lllinois Rising Stars list by Super Lawyers
Call Justin Strane! (no more than 2.5 percent of lawyers in lllinois are selected)

(31 2) 638-0871 ® Received the Awo Clients’ Choice Award in 2016 and 2017

www.shapirostrane.com | jusfin@shapirostrane.com | 53 West Jackson Blvd, Ste 1760, Chicago, IL, 60604

The choice of a lawyer is an important decision that should not be based solely upon advertisements. The Supreme Court of Illinois does not recognize certifications of specialties in the practice of law. Certificates,
awards and recognition are not requirements to practice law in lllinois. Justin C. Strane is responsible for this content. Shapiro Strane’s principal place of business is 53 W. Jackson Blvd, Ste. 1760, Chicago, IL 60604.

If you are interested in contributing or nominating Realtors for certain stories,
please email us at andy.burton@realproducersmag.com

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the
author(s). The publication contains paid advertisements by local companies. These companies are not endorsed or specifically recommended by N2 Publishing or the publisher.
Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies. NOTE: When community events take place, photog-
raphers may be present to take photos for that event and they may be used in this publication.

Justin C. Strane
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MORTGAGEE

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

service experience possible through her understanding of client needs.

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

Thank you!! -Julie D. , ,

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

excellent services.
-Michelle B. , ,

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

Your Mortgage Consultant

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

www.urmortgage.com

ULTIMATERATE

PREFERRED PARTNERS

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

APPRAISAL
Appraisal Solutions Group
(773) 236-8020

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

ATTORNEY

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

Gerard D. Haderlein,
Attorney at Law

(773) 472-2888
GerardHaderlein
LakeviewLawyer.com

JMC Law Group
Jason M. Chmielewski
(312) 332-5020
jmclawgroup.com

Law Offices of
Jonathan M. Aven Ltd.
(312) 259-4345
AvenLaw.com

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

Miles & Gurney, LLC
(312) 929-0974
MilesGurneyLaw.com

Raimondi Law Group
(312) 701-1022

Shapiro Strane, LLC
(312) 638-0871
ShapiroStrane.com

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

The Law Offices of
Paul A. Youkhana, LLC
(312) 809-7023
youkhanalaw.com

BUILDER

Ronan Construction
(773) 588-9164
RonanConstruction.com

BUSINESS COACHING
Scott Hansen Consulting
(310) 254-0136
ScottHansenConsulting.com

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

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

Josh Moulton

Fine Art Gallery

(773) 592-3434
JoshMoultonFineArt.com

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

COPY EDITOR
Stardust Editorial
Chrstine Thom

(773) 992-6142
StardustEditorial.com

CUSTOM CLOSETS
Crooked Oak

(708) 344-6955
CrookedOak.com

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

ELECTRICIAN

SDI Electric Group LLC
(773) 433-0750
sdiElectricGroupLLC.com

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

ebth.com

GARMENTS,
GROOMING & EVENTS
Gentleman’s Cooperative
(312) 361-1166
gentsco-op.com

GENERAL CONTRACTOR
Midwest Remodeling &
Builders, Ltd

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

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

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

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

HOME INSPECTION
Building Specs

Property Inspections

(847) 281-6605
BuildingSpecsChicago.com

Chicago Building
Inspections

(773) 849-4424
InspectingChicago.com

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

Residential &
Commercial Inspection
Service, LLC

(630) 248-1371
rcislic.com

HOME WARRANTY
HWA Home Warranty

of America

(888) 492-7359
HWAHomeWarranty.com

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

INSTAGRAM MARKETING
Instagram For Real, LLC
(312) 770-0565
InstagramForReal.com

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

www.realproducersmag.com « 7



PREFERRED PARTNERS

Kevin Smith

State Farm Agency
(773) 772-2244
KevinSmithAgency.com

Scott Weer Agency
(309) 303-2698
SkyLightlnsurance.com

MIRRORS & SHOWERS
Sanchez CMS Inc. Custom
Mirrors & Showers

(773) 255-7586

MORTGAGE / LENDER
A&N Mortgage

(773) 255-2793
anmtg.com/ryanp

Blue Leaf Lending
(312) 546-3297
georgek.blueleaf
lending.com

Chase
(312) 732-3584
Chase.com

Guaranteed Rate,
Joel Schaub

(773) 654-2049
rate.com/JoelSchaub

Guaranteed Rate,
Michelle Bobart

(312) 379-3516
rate.com/MichelleBobart

Movement Mortgage
(312) 607-11M

www.movement.com

Neighborhood Loans

8 - February 2019

(773) 960-2278
MortgageBencks.com

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

Perl Mortgage
(312) 651-5352
amargulis.com

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

Ultimate Rate
Mortgage Company
(773) 636-4441
urmortgage.com

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

Wintrust Mortgage
(224) 770-2021
BillsLoans.com

MOVING COMPANY
Move-tastic!

(773) 715-3227
move-tastic.com

PAINTER

McMaster Painting &
Decorating, Inc.

(773) 268-2050
McMasterPainting.com

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

Heather Allison Love
Photography

(872) 240-4257
HeatherAllisonLove.com

PROFESSIONAL
ORGANIZING

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

RESTAURANT
Onward

(872) 888-8776
OnwardChi.com

RESTORATION
SERVICES

Tri-State Restore
(331) 425-3706
Tri-StateRestore.com

ROOFING

Lindholm Roofing
(773) 628-6511
LindholmRoofing.com

SIGNS, BANNERS
& PRINTING

In Sight Sign Company Inc.

(773) 267-4002

insightsigncompany.com

STAGING

Artfully Arranged Staging

(872) 903-3591
ArtfullyArranged
Staging.com

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

Phoenix Rising
Home Staging

(312) 450-8365
ChicagoStaging.com

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

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

TITLE INSURANCE
Saturn Title

(847) 696-1000
SaturnTitle.com

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

Artmill.com

Create Wall Decor from Your Photos
or Browse Our Image Library

Recommended for: -Home Stagings
- Client Gifts

20% OFrfF witH CoDE:
REALPRODUCERS

ARMAND LEE

an Artmill Group company

CALL TO SCHEDULE A COMPLIMENTARY CONSULTATION.
REFER YOUR CLIENTS; 20% DISCOUNT WITH MENTION OF REAL PRODUCERS AD.

312-455-1200 ¢ ARMANDLEE.COM e INFO@QARMANDLEE.COM
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KNOW

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

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

Photo by: Heather Allison Love Photography

Publisher’s

- 15+ years of lending experience

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

- Honest service and real advice from a
dependable mortgage professional

We are humbled and honored this month to bring you
the first “Influential Couples” issue based on YOUR
nominations. Every REALTOR® in this issue works
closely with a spouse in their business. We address the

challenges and nuances of running a business with a

773 654 20 9 spouse or partner while simultaneously maintaining a
-204 teed Rat
g Uaran ee a e healthy and loving relationship.
This takes a tremendous amount of intentional
= effort, planning ahead, and commitment. I have the
utmost respect for the people featured in this issue

as I too have the opportunity to work alongside my

@EOUAL HOUSING LENDER Joel Schaub NMLS ID: 224512; IL - 031.0008503 - MB.0005932 « Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) © IL - . .
Residential Mortgage Licensee - IDFPR, 122 South Michigan Avenue, Suite 1900, Chicago, Illinois, 60603, 312-793-3000, 3940 N. Ravenswood Ave., Chicago, IL 60613 #MB.0005932 wife, Emily, our beloved content manager. 1 have

*Lender Credit valid through Guaranteed Rate for applications submitted after 1/1/18 and prior to 06/30/18. Coupon/Credit must be presented/mention at time of application. $1500 credit will be applied at time
of closing and is factored into the rate and APR. Applicant subject to credit approval. If loan does not close for any reason, costs will not be refunded. This offer and/or receipt of application does not represent an
approval for financing or interest rate guarantee. This coupon cannot be redeemed for cash/has no cash value. Restrictions may apply, contact Guaranteed Rate for current rates or more information.

learned more about myself over the past 16 months
working with Emily and raising three small kids
than any other point in my life. A lot of weeks are
chaotic as we navigate how to juggle it all, but most
weeks are rewarding as the opportunity to become
a dynamic partnership has grown our marriage in

ways unimaginable.

As you read this issue, you'll notice that carving out
time for each other beyond the office and encour-
aging one another in your strength areas are some
of the reoccurring themes. I have found these to

be true in my business relationship with my wife.

I gleaned so much from reading through each of
these articles. I hope you have as much fun reading

this issue as we did putting it together!
Yours in Success,
Andy Burton

Publisher, Chicago Real Producers
andy.burton@RealProducersMag.com

facebook.com/ChicagoRealProducers
@ChicagoRealProducers (for I1G)

ECHO ==

Home Inspection Inc.
847-888-3931

Celebrating 30 Years
-  Of Service!ll! <

- =

We Offer: When
* Pre-Purchase Inspections Experience
» Pre-Listing Inspections Matters!l!
» Pre-Drywall Inspections Call
* Commercial Inspections ECHO

* 5-Point Precision Inspections
* Radon & Mold Testing
» Roof Certifications

i
1 Realtor, Attorney &

| Veteran $25.00 Discount
[ —————

“Providing peace of mind one home at a time since 1989"

www.realproducersmag.com -

il



(ESANCIECMS Inc.

Custom Mirrors & Showers

Good Craftsmanship

i

Real Estate Valuation & Consulting
With Specific Emphasis on Renovation &
New Construction Analysis

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

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

Julio Sanchez (773) 255-7586
Owner juliosanchez464@gmail.com

[ Check Us Out on Facebook @ Shower Doors & Mirrors
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| AW OFFICES OF
PAUL A. YOUKHANA

'Delicious from starter drinks to the meal, then dessert and coffee affer.
Aftentive service, helpful staff and a great evening.” - Kat L., Facebook Review

445 . F F@oﬁﬂi Lunch

p— a ......
o Mon-Thurs: 1AM - 3 PM

Paul A Yuukhana lead you in the right direction.

Dinner
Sun-Thurs: 5PM - 11PM
Fri-Sat: 5PM - 2AM

Business General Civil Matters Real Estate

CITY OFFICE SUBURBAN OFFICE =5 = - —

541 N, Fairbanks C1., #2200 4819 Main Streel. Ste., D f Prowdmg El:ucegos s Top Realtors with custom framed

Chicago, Illinois 60611 Skokie, [llinois 60077 - .-.' paintings and prints for closing gifts for over 15 years.

Tel: (312) 809-T023 Tel: (847) 213-1008 = :
Fax: (312) 809-3995 Fax: (847) 213-0779 2218 N Clark St - Chlcago, IL 60614 .

T SR ¥ joshmoultonfineart.com - 773.592.3434 872.888.8776 | www.onwardchicom fIv]o
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Brunch
Fri-Sun: 10AM - 3PM

www.youkhanalaw.com
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partner spotlight €4

By Tina Coleman
Photos by Heather Allison Love Photography

BART

GUARANTEED RATE

Most people know Guaranteed Rate’s Michelle Bobart by her 20+-year reputation as a

mortgage miracle worker. Because of her modest nature, they may have little idea that

Michelle is also a thrill-seeker who swam with sharks and climbed Mt. Kilimanjaro,

14 - February 2019

the tallest mountain in Africa.

-

S &

A

A city girl who has called Chicago
home for half of her life, Michelle
finds beauty in the art of Chicago’s
old and new architecture. She began
her business here after discovering
her passion for client-focused service
and decided to tie it to helping people
finance homes in the beautiful build-

ings she admires.

“No two days as a loan officer are
alike. Every client comes with a
unique set of circumstances. Creating

customized solutions for them while

navigating their personal scenarios

is what keeps me challenged. The
industry itself has done a 360 since 1
started in the late 90s. We have gone
from a paper-heavy process to [being]
virtually paperless, which brings
speed and precision. Forty-five days
was the common closing timeline, but
now my team frequently closes loans
in as little as three weeks—cutting

the contract to close time in half!”

Providing fast, efficient results for
clients and REALTOR® partners

has been the driving force behind
Michelle’s success formula for most
of her career. However, in an indus-
try known for a negative work-life
balance, she found the need to shake

up her approach to work.

Michelle realized early on that to
keep her life balanced, she needed
to push herself physically. She dives
headfirst into outdoor experiences
that take her out of the big city buzz
and offer her up-close encounters

with wide-open nature. “Nature really

www.realproducersmag.com - 15



is God’s artwork for us. In my down-
time, I like to spend as much time
appreciating that as possible. I am

a mountain girl at heart. Skiing and

hiking are my favorite pastimes.”

Michelle’s heart for adventure leads
her to places where she can test her
mettle. But whether she’s training to
climb Mount Kilimanjaro, swimming
with sharks in the Pacific Ocean, or
hiking in a Grand Canyon whiteout,
Michelle most enjoys getting to know
the new people she meets, who often

turn into lifelong friends.

“Life is meant to be shared with com-
munity—which is hard to participate
in when you stay behind your desk.”

Following this philosophy, Michelle
jumped at the chance to participate in
the Love Hope Strength Foundation’s
recent Rock the Canyons Charity
Adventure this past October. Itching
for another challenge, Michelle heard
about the weeklong hiking and camp-
ing trek through Sedona, the Grand
Canyon, and the Bryce and Zion
National Parks from a friend.

“The Love Hope Strength Foundation
is committed to giving hope to people
living with cancer across the globe.

I have a personal connection to their
mission since my father and several
close friends have succumbed to can-
cer. This trip was a perfect marriage
of my two passions—adventure and

serving others.”

Michelle did not know a soul partici-
pating in this trip when she headed out
west, but that wasn’t the greatest chal-
lenge on this encounter since she often
travels alone. “I can hike 8-10 hours a
day, but I do prefer a hot shower and
bed at night. When it was 20 degrees
and I found myself pitching my own
tent for the first time . . . that was a
new skill I didn’t expect to learn! We

had prepared for warmer weather.”

16 - February 2019

“The common
thread in my life is
service. I’'m thankful
to have found ways
to tie my work and
personal adventures
to serving. | think
staying focused on
others is really the
secret to happiness

A and peace in life.”

5

| 8 ‘,‘

Every park on Michelle’s trip had its

own unique beauty. One standout
moment for Michelle was seeing the
sunset-colored hoodoo rock forma-
tions of Bryce Canyon that brought to
mind a combination of ancient ruins
and Narnia. She also loved the peace
of Sedona and the overwhelming

expanse of the Grand Canyon.

Hiking the Bright Angel Trail in the

Grand Canyon came with a warning:

“Your trip can be a vacation or a
challenge, a revelation or an ordeal.”
Michelle found this hike awe-inspir-
ing but also had to laugh at how its

warning parallels other parts of life.

“Whatever I am participating in, wheth-
er a difficult mortgage scenario, a new
project I’ve been called to lead, or an
adventure trip, it can either be posi-
tioned as an opportunity for self-discov-

ery, which leads to personal growth, or

an ordeal, depending on how I approach it. I choose

the revelation mindset at every turn.”

Whenever she returns to the city from her trips,
Michelle always feels a renewed commitment to her

personal and professional goals.

“There are endless opportunities to give back in a
large metropolitan city. A huge part of our population
is underserved, in need, and often forgotten. Look-
ing them in the eye and telling them they matter can
provide hope and change the course of their lives. I've
seen this when I've helped someone get a mortgage
who thought they would never own a home. I've also
seen it in the faces of folks behind bars as I speak with
them while serving in the jail ministry program.”

Above everything, Michelle feels the most blessed
in the moments she finds connections with the
people she meets. When she began in the mortgage
business, she regularly met face-to-face with her
clients. While those meetings are rare in these
days of technological communication, as a chal-
lenge-seeker, Michelle has found ways to use the
additional time technology provides to maximize

her relationship-building moments.

Because of her commitment to relational business
practices, Michelle’s client base continues to grow.
Over the past three years, she concentrated on assem-
bling the perfect team to maintain her high standards.
A firm believer in hiring people who are talented and
strong in the areas she needs support, Michelle sought
out team members who could help her find ways to
get out of the office and into the community that she
loves. She says, “Part of maturing is knowing what
isn’t life-giving for you and playing to your strengths.
As aresult, I am enjoying the greatest quality of life

that I have ever had in my twenty-year career.”

Currently, Michelle uses her time out of the office
to partner with real estate agents to give back to

the Chicagoland community and beyond.

“The common thread in my life is service. I'm
thankful to have found ways to tie my work and
personal adventures to serving. I think staying
focused on others is really the secret to happiness

and peace in life.”

To hear more about Michelle’s adventures or to partner with her
to provide your clients with her signature Platinum Mortgage
Experience, please call 312-379-3516, email her at Michelle@
Rate.com, or visit her website at www.MichelleBobart.com.

www.realproducersmag.com - 17
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By Phil Byers
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Something weird is happening in real estate: listings are struggling to sell. Yet market times are up in

Chicago. As agents, we overuse this vague proclamation: “The market is changing.” But what does that

actual'ly mean? And how do we explain it to our clients?

=

Aand N mortgage

Why use Ryan Pierce?

PLATINUM Producer's Club
President's Club 2005-2018
Top 1% Maortgage Originators in America

Ryan Pierce
Senior Mortgage Consultant
773.255.2793 | ryanp@anmtg.com
www.ANmtg.com/ryanp T0P100
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History will help explain . ..

The peak of the US housing market was 2005.
Average home prices grew as it became easier to
finance that giant home you couldn’t afford. The
plethora of financing options meant more and more
people could buy a home. In 2005, the US home-
ownership rate hit 70 percent (after historically
hovering in the mid-60s).

Meanwhile, because home loans are “foolproof”
investments (people always pay their mortgages,
right?), banks created, and invested in, bonds made
up of home loans (aka mortgage-backed securities)
thinking people would never default en masse. The
risk for banks seemed very low and historically
consistent. They dumped money into these “secure”
bonds and even made commission when they sold

them to you and me.

The bonds were secure because, duh, houses don’t
LOSE value! In the 50 years leading up to 2005,
average home prices in the United States had never
seen a negative year (well, in 1983 prices fell by less
than 1%, but that was due to out-of-control interest
rates). Your grandparents’ strategy until 2006 was
rock solid: buy a home, live in it, and collect your

double/triple/quadruple equity when you retire.

I like to call 2006 “The Year of Denial” because everyone refused
to see what was happening: the number of home sales was
dropping. I can specifically remember thinking “nothing’s going
on—this is just a blip.” But the housing market was maxed out.
Everyone who could reasonably (and unreasonably) afford a
home had bought one (or two, or three). Reality was ignored, new

homes continued to be built in 2006, and inventory rose sharply.

In 2007, you might remember how frustrating and confusing
it was to have unsold listings—this hadn’t happened before!
Fewer people were buying homes, and the people who were
still buying had lots to choose from. Supply was up, demand
was down, and home prices were declining for the first time in
modern US history.

There’s a saying: “When housing gets a cold, the economy gets
the flu.” In 2008, the default rate on loans rose sharply (people
couldn’t afford the homes they had over-leveraged). Those bonds
that banks had created that were “backed” by home loans started
to tank. Housing had the flu. And the economy had pneumonia.
The stock market crashed in late 2008. People lost their homes
to foreclosure; they sold short and lost their equity and credit.
Banks shuttered, unemployment rose, and all of this seemed to go

on forever.
But it didn’t go on forever—it stopped suddenly in 2012.

In early 2012, housing markets all over the US started seeing an
uptick in buyer demand. Credit rules had eased as the econo-
my stabilized following the aggressive Fed policy of lowering
interest rates and the government “bailout” of major banks

and companies. Americans had spent six years living a less
credit-driven, and a more cash/budget-driven lifestyle. Buyers
flowed back into the housing market armed with cash savings

and better financial habits.

As the demand increased, inventory became a problem. After six
years of losing value, sellers didn’t have the equity they needed
or wanted. Homeowners stayed on the sidelines—renting their
homes, or waiting until prices recovered. Inventory remained
tight, which was great for sellers! Prices have risen every year
(including 2018) since 2013.

But the number of home sales stopped increasing in early 2018.
Year-over-year sales have dropped every month since the spring.
Prices have not yet started a decline, but they are VERY likely to
follow the downward trend starting in 2019. The number of home

sales is our leading indicator of this prediction.

So “the market is changing.” What does that mean? Prices are peak-
ing now but should start dropping following the decreased number
of home sales in 2018.

Now that we know how to spot a changing market (and not just
“feel” it), we can be prepared. But the more important skill we
need as agents is the ability to explain it to our clients. Next
month, I’ll talk about the strategy for packaging this information
for your clients so they can make good decisions about when to

sell, and how to price their homes.

About the Author: Phil Byers graduated from Ohio University

in 1995 with a bachelor’s degree in journalism and went on to a
successful 9-year career in public relations and consulting. He left
consulting behind in 2003 and launched Byers Home Team with a
mission to provide the best possible customer service and neigh-
borhood market expertise available anywhere in Chicago. Along
with a focused operations team, Phil is able to make sure every
detail is considered during a client’s purchase or sale. With superb
customer service and an obsessive focus on “knowing the market,”
Phil has become a Top 1 percent Realtor® in Chicago.

Your Real Estate Needs Are My #1 Priority.
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Photography

Duong Kim Global

influential couples

I think each person should work on their strengths. It has been
fantastic that Howard and I have different strengths. We really

can feed on each other’s energy in that way.

I think initially [it was] communication: where we were at in
deals, who was taking care of what... But like anything, it comes
with time and practice. We used a public checklist with each
other so we would know what each other was working on. That

helped a ton!

We see each other all the time! So I think it’s good that each of us
has our own things going on. Howard has a group of close friends

that he spends time with. I like working out and reading.

The most rewarding thing is spending time with our family! We
love being able to have some flexibility in our schedule to travel

and spend time with our two children.

We do family activities [like] day outings, going to the zoo, and
children’s museums. Date nights too. We like to go to Cubs

games, see shows, and try new restaurants.

Founding agents of Compass, Howard and Amy Kim are one of
Chicago’s real estate power couples. Upon striking up a conversa-
tion with the pair, their remarkable energy levels are evident. A
deft balancing act, their success is the result of their complemen-
tary relationship. With Howard’s ability to streamline processes,
build effective systems, and cheerful personality, and Amy’s cool
equanimity and ability to skillfully handle any client with ease
and grace, they have become one of Chicago’s most dynamic real

estate teams.

In 2008 and 2009, Amy was doing a ton of short sales and fore-
closures while Howard was looking for a job. Howard slowly be-
gan helping Amy out with organizing her deals. Over time, he just
stopped looking for another job. They realized they made a great

team and real estate became his job. Howard explains, “Amy

went from $5 million to $20 million in sales that year because

we became more work efficient.” Amy chimes in, “Howard does a

lot of things I'm not really good at, such as the attention to detail
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and making sure we have all the systems in place to become more

efficient.” The couple married in 2011.

Amy is front and center with the clients all the time, and How-
ard, who describes himself as an artist at multitasking, manages
all the work behind-the-scenes. He put together a system so
they can track their deals at each phase of the process. Howard
explains, “This snowballed into bigger and better things. The
next thing you know, we had to start building a team. That’s the

trajectory we’ve been going on.”

They clearly work well together as a husband and wife team,
balancing each other’s strengths and weaknesses. Howard ex-
plains, “Working together is an art. We understand when one of
us needs space or [when] even though she’s not going to say ‘I'm
overwhelmed,’ I can sense it and I'm already two steps ahead of
her.” Amy continues, “I definitely could not be where I am right
now without Howard.” Howard continues: “It’s also made our
marriage better, and it’s made us better parents. It’s made us
more intimate and stronger than ever. No day is the same. Our
kids love it. [And] There’s not a day that goes by that I don’t learn

something from Amy.”

They bring to their relationship a willingness to learn from each
other and their experiences every day. Amy and Howard ap-
proach everything with a learner’s mindset. They keep the focus
on improvement, and it pays off. Howard relays, “When you can
show more and more humility toward your spouse and your chil-

dren, you're going to be a better parent and partner.”

A team of seven, they did $45 million in sales in 2017, and Amy
personally sold $35 million. As much as they work, the couple’s
dedication to their family is unwavering. As Howard explains,
“Amy did $35 million and did not miss a single field trip. Each
school year, the first thing Amy does is get the field trip schedule

and [she] signs up as a chaperone.”

They partially attribute their phenomenal success to being pres-
ent and not wasting time. When they are with their kids, they
are focused on being with their kids and they don’t pick up their
phones. They don’t waste time surfing the internet or social me-
dia. When they are with their clients, they are with their clients.
They are both highly efficient with their work and time.

They set annual and quarterly goals together. They evaluate
where they have excelled and where they need improvement,
and then they create an action plan on how to improve identified
weaknesses. “We plan and execute, and if something is not work-

ing the way we want it, then we adjust.”
Juggling raising a six-year-old, Izzy, and a four-year-old, Mason,

while working full time as partners means that they are always

busy. They tag-team so that one of them can always be home with
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the children. Howard explains: “We are both really family orient-

ed, and we didn’t want to sacrifice time with our children. This
field allows us to have a certain level of flexibility. You get out of

it what you put into it.”

Amy’s advice to agents just starting out is “to take everything be-
cause you never know where something will lead. Anything is good
practice.” She tells agents to treat every deal as if it were their own
house that they are buying or selling. Amy continues, “Then you’ll
see things more clearly. It also helps you to do a really good job.”
Amy guides her team and enjoys mentoring them while Howard

dedicatedly monitors, tweaks, and manages the system.

Their advice to new agents dovetails into their advice to becoming
successful: focus on doing your best with whatever is in front of you.
Amy explains why: “When the market tanked, I did a lot of short
sales and foreclosures. I didn’t like it, but I did it, and I became really
good at it. It led to where I am now. It was a stepping stone. You
never know where something is going to lead as long you do a great

job. Focus on doing a great job and the rest will follow.”
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SENJAMIN
& JULIANA

YEAGER

By Nora Wall
Photos by Carlos Miranda

What advice would you give to a couple looking to go into
business together?

Know your role! You must be willing to adjust the roles that you
have in marriage to roles that will better suit each of you in busi-
ness. You have to look at the qualities that you found attractive
in your partner and adapt them to the roles that will give you a
competitive edge in business.

What has been your most difficult challenge and how did you
overcome it?

Turning it off! real estate can be all-consuming, and you have to
have a work/life balance—the ability to turn off work for a short
period of time and concentrate on things that brought you together
in the first place.

What is your secret to working together?

Communication. We are one another’s perfect/favorite person, and
having someone as a sounding board that you trust and under-
stands the business is invaluable. Together, using our years of
experience, we can find a solution to the most complex problems.

What is the most rewarding part of working together?
We get to work with our best friend. There is no one that we would
rather spend our days with than one another.

What is your favorite activity or hobby that you like to

do together?

Day dates! We have three kids and work a lot. We do have eve-
nings out with friends, but meeting up for a bite to eat between
appointments is one of our favorite things to do. We always try to
choose a unique restaurant around one of our appointments that
we are coming from, and we can focus on one another.
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Benjamin and Juliana Yeager met the old-fashioned way: in a bar
through mutual friends. Over the last fifteen years, the pair has
built a multi-million dollar real estate business, also the old-fash-

ioned way: through referrals.

The Yeagers have become a beacon for Chicago families, a trusted
source of information, and advocates of the city. They have
formed one of Chicago’s most successful real estate partnerships
with career sales of over $175 million—a pretty outstanding
number for a team of two. Their consistent growth led them to
expand their team in 2018 with the addition of Francesco Fioren-
tino. Juliana and Benjamin are humble, straight shooters with a
lot of integrity. The couple’s success is the result of hard work,

grit, relationship building, and integrity.

Juliana was in her early 20s and shopping for her first condo
when she fell in love with real estate. She became obsessed with
the process and ended up doing a lot of the work on her own. She
was hooked. She decided to take a chance. Twenty-four years old
and working full time in the banking industry, Juliana went to
school at night to get her real estate license. Over the next four
years, as Juliana advanced her real estate career and became

busier and busier, Benjamin was working and traveling a lot as a
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Catastrophe Adjuster in the insurance industry. They were think-
ing about starting a family and wanted to have a little more time
together, so in 2008, Benjamin also made the leap into real estate

and joined Juliana.

Now in their late 20s, their friends were beginning to buy homes
and enlisting their services. They worked with many of other
first-time home buyers too, because the first-time homebuyer
credit came into play at that time. Juliana reflects: “In 2004, I
had to really pound the pavement. I didn’t know anyone who

had money to buy property even though it was the height of the
market. I had to work really hard to find clients and get them to
trust me with one of the biggest investments of their lives. Once I
started to really make a name for myself, things started to snow-
ball.” In 2008, even though the market was crashing and burning,
they were able to power through it.

In addition to first-time home buyers, they worked with people
who were trying to move during a horrible economy. “We were
going into listing presentations, and it was really bad, so the first
thing we would do was pull up people’s mortgages and then we
would pull up the market value. We would have to ask the hard

question of, ‘Can you afford to sell?”” Juliana continues, “This

question would often times produce many emotions for our
clients. We would become more than just their REALTOR®, we

were an emotional support system, a listening ear, and a sound-
ing board for decision making. We had to help mitigate their fears
so their goals could be achieved. After all of that, still a lot of

people had to write checks to move, and many did.”

Benjamin and Juliana truly work as partners. They tag team and
swap out roles. They decide who will be the point person based
on whoever connects with the client the best. Juliana describes
herself as the more type-A analytical one, whereas Benjamin

is very social. They have worked hard to really fine-tune their
partnership. It took four years for them to really find their groove
working together. They are able to read each other so well that

their relationship is symbiotic.

Juliana and Benjamin have always been committed to living and
raising their children in the city. Their passion for this has made
them the go-to team for other families who are considering stay-
ing in the city. With more and more two-income families juggling
the pressures of working full-time and raising children, shorter
commutes become a priority. We live in an age where time has
become a real commodity, and for many families, staying in the

city offers a way to have it all.

Juliana has a website, Raising Kids in Chicago (raisingkidsinchi-

cago.com). And as Benjamin and Juliana discover and test out

all the city has to offer families for themselves, they share what
they’ve learned with other families and the benefits of living in
the city. They have also committed to sending their children—
Holden, 8; Ava, 5; and Ethan, 2—to Chicago’s public schools.

As a team, they work with their clients to find out what is the
best decision to meet their particular needs. So, while Benja-
min and Juliana love the city, they are open-minded and they
understand that for some families, the suburbs are the best
option. Benjamin explains, “We still take clients out to the
suburbs because they want an unfiltered view of the suburbs.”
Benjamin continues, “We go on a fact-finding mission to figure
out what area works best for the clients.” The pair shares their
insights and experiences with clients to guide them to make the
decisions that will best meet their needs. They focus on serving
their clients’ interests and needs no matter where they want to

live in the Chicago area.

It’s to this attitude that they attribute to their business being
95 percent referral-driven. They define success based on their
ability to develop and maintain relationships. Building a strong
marriage and partnership, being parents, staying active in their
community, and serving their clients is how they measure their
success. “Every year, we’ve grown.” Juliana observes, “At the
end of the year, we have a lot of happy clients, great kids, and a

stronger marriage. That’s what matters.”
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»» rising stars

Joe & Kim Howard

By Nora Wall
Photos by Carlos Miranda

What advice would you give to a couple looking to go into
business together?

Kim: Focus on each other’s strengths and cover each other’s
weaknesses. Additionally, we planned ahead realizing that we
were taking somewhat of a financial risk for Joe to quit his full-time
job with great pay and benefits, so we saved accordingly.

Joe: We realize that work-life integration is a necessary part of our
lives, and we don’t expect it to be separate since we are building a
business together.

What has been your most difficult challenge and how did you
overcome it?

Kim: Training. Because | was already knee-deep in the business
when Joe came on. It's very hard for one partner to “tell the other
what to do” all the time, so we had to manage that delicately as
Joe and | are equals in life and in our business.
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Joe: Understanding each other’s different personality types and
how we work differently. | always say that we are perfect life part-
ners because we balance each other out. | am more detail-oriented
and thrive in planning, while Kim is more of a high-level thinker and
is great at execution.

What is your secret to working together?

Kim: Appreciating each other’s strengths, always encouraging
each other, and realizing we are so blessed to be building some-
thing together.

Joe: Being grateful that we are a team together in both life and
business and always being thankful for that, even when business
is stressful.

What is the most rewarding part of working together?
Kim: Spending time together and having someone | trust and love
by my side each and every day.

Joe: Being together and growing together.

What is your favorite activity or hobby that you like to

do together?

Kim: Honestly, with how much we network and are “out and
about,” it’s really great when we just get to stay home and just
cook and watch Netflix together.

Joe: Walking our dog and working out together.

A rising Chicago real estate power couple, Joe and Kim Howard
met on Tinder in 2014 and married in 2016. They’d been mar-
ried for about a year when they started working together. Now
serving hundreds of clients, they have created a thriving business

partnership and marriage.

They began with a number of of corporate buyers who were
referred to them through their previous corporate jobs. Kim was
with Allstate, and Joe was selling fitness equipment to real estate
developers. In 2016, Kim started selling real estate, and Joe

continued working in his sales job. Joe would introduce Kim to

developers he met and knew through his sales job. Kim also did a
lot of rentals because that’s where her network was at the time.
They were young and most of their friends were not in a position
to buy at that point. Kim explains: “I was in the business first. I
did twenty-six deals my first year. I sold twelve houses and did
fourteen rentals. So when Joey came into the picture, it was hard
at first because I somewhat already knew what I was doing. I did
not want to be that controlling wife who is telling her husband
what to do. [But] He on-boarded rather quickly because he trust-

ed me, and he knew the systems well enough.”

Kim and Joe work hard to figure out the rules and dynamics that
work best for them as a couple. Embracing each other’s positive
personality traits, they let each other fly to do their own thing.
Kim works as the listing agent working with sellers, and Joe
works with buyers and renters. Kim is the networker, and Joe
nurtures their client relationships. They work together to set
goals and plan out their year: “We have a goal-setting retreat
once a year. We have individual goals and then we create team
goals. We also touch base [with each other about these goals]

once a month.”

They have strict rules about working with clients, are commit-
ted to their business goals, and maintaining the foundational
actions that grew their business from the beginning. Recognizing
that they are different people, they give each other space. Kim

o0 0
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explains, “He’s more laid-back and
I'm not. It’s all about talking things
through and finding that balance. If
we get a text at midnight, I want to
answer it, whereas Joe is like ‘this is

395

family time, let it wait.

To continue developing their lead-
ership and sales abilities, they hired
a formal real estate coach, and they
also have a go-to mentor at Keller
Williams, Tommy Choi. When others
are looking for a coach or mentor,
they suggest finding that one person
you can connect with who does things
as you do. Joe explains, “There are
times when I'm in a meeting, and

I ask myself, “‘What would Tom-

my do?”” Kim’s involvement in the
industry, and her own professional
development, includes being on the
board of the Young Professionals
Network of the Chicago Association
of REALTORS® as well as an elected
member to the Keller Williams Agent
Leadership Council in 2018. She was
also on the board of Women’s Council
of REALTORS® in 2018.

They focus on socializing to build

their business. They enjoy networking
and connecting people together even
outside of real estate. Kim explains,
“We’re out all the time. We try to touch
as many people as possible at events.
People reach out to us for things they
need outside of the home search too.

It’s really fun connecting people.”

Kim describes their process as, “We
take everything. We have million
dollar clients and $1,200 rentals. We
serve everybody, and I think that’s
been fundamental to our success.

We treat everyone equally.” Super
networkers, Kim and Joe Howard
connect clients and work hard to
master relationships, including their
own. As Kim says, “My happiness and
joy are tied to the people we serve.
We’re passionate about our business.”
Their advice to agents just starting
out: “Focus on relationships first and

trust that the numbers will come.”
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By Nora Wall
Photos by Heather Allison Love Photography

Joey Chiappetta

Adam Ordi

36 - February 2019

(-

/)

What advice would you give to a couple looking to go into
business together?

Joey: Make sure that your personal relationship remains the top
priority. My marriage to Adam is more important than our work-
ing together. I can find other work. I can’t find another Adam.

Adam: Be open and honest with each other about any hesitations
or concerns you have going into it. Agree on an exit strategy if it
is not working out or proving to be too hard on the relationship.
For example, Joey and I agreed that I would go back to another
job if it didn’t work out for us.

What has been your most difficult challenge and how did you
overcome it?

Joey: I've heard many times that working for yourself has higher
highs and lower lows than working for other people. It’s so true!
Adam and I have great successes together in business. But if we
miss out on a business opportunity that we’ve worked really hard
on, we feel that “low” together. It can be difficult to pick each oth-

er up because we’re both feeling the burn as business partners.

i

We let ourselves feel down for a little while. Then we sit over
morning coffee and refocus. I suppose that all just comes down to

communication. We’re pretty darn good at that!

Adam: Honestly, nothing really. It happened very naturally for us
and I have loved every minute of it. I think we had a few challeng-
es with adapting to the way each other works in the beginning,
but we were able to identify those differences and adapt our

working styles to suit.

What is your secret to working together?

Joey: I don’t think there’s much “secret” to speak of. Adam and I
have such great respect for each other. Also, we laugh. We laugh
A LOT! I think that’s good for life in general.

Adam: Number one for me is that it has to be fun as much as pos-
sible. We try to make this sense of fun flow on to our clients and
other people we deal with. Secondly, open and honest communi-
cation is really important, both in terms of setting expectations of
each other, and also in handling challenging and/or conflict-rid-

den situations.

What is the most rewarding part of working together?
Joey: Sharing our success together is so rewarding. We've
worked hard to build our business and our young brokerage into

our dream—for our clients and for ourselves.

Adam: For me, it is the sense of creating something together.
This feeling has been especially true for us this year [2018] as we
opened our own brokerage. Being able to make decisions that af-
fect our entire business and gaining satisfaction from the success
of those decisions is an amazing feeling.

What is your favorite activity or hobby that you like to

do together?

Joey: Really anything involving food. I went to culinary school
years ago and I love to cook. We also love travel: road trips,
camping, off-roading, traveling outside the country. During
summers in Chicago, we’re out with friends and clients on our
boat enjoying the lake—whether cruising the river or fishing for

salmon, it’s such a beautiful place to be.

Adam: We both love food! Whether creating a huge feast for friends
or just trying out some new cocktails and light bites, we are always
planning the next gathering. Honestly, our mutual obsession with

food and drink is one of the main pillars of our relationship!

With an estimated $11.8 million in sales in 2017, Joey Chiappetta
and Adam Ordish launched their own brokerage firm in 2018:
Property of Chicago. Working the north-end of Chicago, they sell

everything from one-bedroom condos to single-family homes and
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multi-unit buildings, serving the area’s residents. They’re com-

mitted to helping their clients achieve their dreams.

It was 2009, and Joey was working sales at the Drake. Joey

explains: “I was selling weddings, and I really wanted to work for
myself. Everyone was saying I would be a great wedding planner.
My last year at the Drake I did forty weddings plus another nine-
ty events. It was kind of hell on earth. It was a lot of work for not

alot of money, and I really wanted to work for myself.”

So Joey quit his sales job at the Drake and launched his career

as a real estate agent, and he waited tables at night to make ends
meet while building his business. Although the market and econ-
omy were plummeting at that time, Joey discovered he was really
good at selling properties. His career quickly took off. “I felt like
in my old job there was a glass ceiling that I was never going to
surpass. I wanted to do my own thing, and see if I could make it,”
Joey reflects. And he did.

Joey was a committed bachelor before he met Adam. But upon
meeting Adam, he had this shocking epiphany that “I'm going to
marry this guy.” As their relationship developed and Joey got
busier, Adam started helping Joey with his business. Adam ex-
plains: “I was in Chicago temporarily doing sales and operations
for an IT company. I tried to stay as long as I could, and at the
same time, Joey was getting quite a bit busier. So I followed him
into real estate. That was in 2014.”

Their business coach tells them, “You don’t like it, so don’t do it.”
They follow this sage advice and stick to what they are passion-
ate about. Their enthusiasm is contagious. It’s their passion that
drives their success and keeps their clients coming back and

referring new business to them.
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While Adam hangs quietly in the background guiding things, Joey
is the salesman managing client relationships. They counter-
balance each other’s strengths and weaknesses. Adam relays,
“The secret to working together successfully is being open and
honest.” They are also careful not to let conflict interfere with
their work. Adam continues, “The ability to put aside differences
and prioritize is critical. We trust each other implicitly.” They
both got their managing brokers licenses last year, and it really
strengthened their partnership. They are now building a broker-
age together as equal partners with equal responsibility for the

business succeeding.

They both love to entertain and draw upon their culinary back-
grounds. Joey went to culinary school, and Adam owned a cafe
in Australia. Known for throwing fabulous dinner parties, food is

always the main focus when it comes to entertaining for the pair.

They like to have fun and enjoy building business and network
relationships. When Joey first started, he really emphasized the
numbers. Now ten years later, he puts more emphasis on how
successful he is with developing client relationships. Most of
their clients have become their friends. “It’s about being a con-
nector and giving people referrals, and it’s through that that our

business grows. It’s more about getting people into our lives.”

Joey reflects: “I'm so proud that we’ve built a business that’s
referral-based with happy clients that keep coming back and keep
referring us out. We get to work with people we really enjoy and
do well by them and treat them honestly, and we make a decent
living at it.” Today Adam and Joey have made it their dream to
help others live their dreams. That’s their secret. It’s a recipe for

ongoing success.

P> home matters

By N2 Staff Writer, Megan Weatherly Lynn

Carpet Refresher

Revitalize carpets and rugs with a homemade powder that will
leave your entire home smelling fresh and bright. Mix baking
soda with dried rosemary and sprinkle it onto the surface of your
floor covering. You can also add a few drops of essential oils into
your mixture to enhance the scent. Lavender oil pairs well with
the aroma of the rosemary, but you can also use Tea Tree oil,
which is thought to have an anti-microbial effect. Just be sure
that whatever essential oil you use is pet and child safe. After al-

lowing the powder to sit for about half an hour, vacuum it up.

Diffuser Blends

One of the most efficient and healthy ways to spread a fresh scent
throughout your home is by using a diffuser. Ranging in styles
and costs, essential oil diffusers are now widely available. By
mixing water and a blend of essential oils and adding it to your
diffuser, you can spread the essential oils directly into the air.
There are countless blends that can be made with various oils,
but it’s a good idea to do research and learn how different oils af-
fect the environment and your body before diffusing them. Many

Natural Ways To Make
Your Home Smell Great

The winter months can leave your home feeling
stuffy and stale. While it may not be springtime
yet, you can freshen up your home with some of
these purifying and scent-enhancing tricks.

blends can purify the air as well as help relieve headaches and

respiratory discomfort.

Deep Clean

Many odors in the home can be eliminated by pinpointing the
source and cleaning it up. Obvious sources may be pet beds, litter
boxes or bathrooms. Keep these tidy and sanitized. Baking soda
and vinegar is a great odor-neutralizing combination that is safe
to pour into bathroom and kitchen drains. Wash linens regularly
and vacuum furniture often. It is also a great idea to have air
vents and returns professionally cleaned annually. Be sure to toss

out expired food from your pantry and refrigerator weekly.

Bake Something

Even if you don’t feel up to baking fresh cookies, you can utilize
your oven to get your home smelling great very quickly. Set your
oven to 300 degrees, and bake a few capfuls of vanilla extract for
an hour. To vary the scent, consider adding herbs like rosemary
or mint. Your home will be filled with a cozy aroma that will last

for hours.
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Drew and Jonathan know a lot about teamwork, and so do we,
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20% COMMISSION PAID UPFRONT®

NEXT 4 CONDOS ONLY. FINAL PRE-SALE PRICING

r I I A collection of 34 light-filled corner condominium residences with
spacious plans and impeccable interior design by Gary Lee Parmers.
) I I Two, three, and four bedroom residences from $995,000

SUPERIOR HOUSE

B WELT TUPTRION J WIVES NORTH

SALES GALLERY NOW OPEN
405 W Superior Street; Tues 11am-2pm, Sat & Sun 12-4pm
superiorhouse.com

Ascend
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Group
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About This Magazine

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

is designed to be your voice!

Q: Who receives this magazine?

A: The top 500 producing agents of Chicago proper. We only
count transactions within the city limits of Chicago (606 zip
codes) to keep it true to the name of Chicago Real Producers. Our
distribution list for 2019 is the top 500 producing agents of 2018.
The distribution will continue to reset annually with a fresh list
of Real Producers. All of our rising star features and Preferred

Partners receive a copy as well.

Q: Why am | not listed on the standings?

A: There are a number of reasons why that could be the case.
First, be sure to read the disclaimer in its entirety. We have the
data pulled on the exact date listed in the disclaimer. If the closed
transaction is not submitted by that date to the MLS, it will not be
included. As our disclaimer states, some teams report their data
under one MLS ID, and other teams report each agent individually,
which alters the ranking. Please keep in mind that we only count
Chicago proper. For example: If an agent closes a transaction in
Evanston, it will not count toward the standings. If you have fur-
ther questions, please email me at andy.burton@realproducersmag.

com. We all want the standings to be as accurate as possible.

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

nomination currently looks like this:

1. Email andy.burton@realproducersmag.com with the subject line
“Nomination: (Name of Nominee).”

2. In the body of the email, explain in three sentences or less why
you are nominating them to be featured. It could be for any rea-
son. Here are some examples:

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

They are an exceptional leader.

They consistently give back to the community.

3. We then interview them in person to find out if it’s a good fit.

4. Assuming that everything works out, we set the wheels in mo-
tion to connect them with our photographer and writer.

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

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

Q: How can | write an article to be printed?

A:Ifyou are interested in writing an article to give back to the
Chicago Real Producers community, please email me. Even if you
don’t consider yourself a prolific writer, but have great ideas to
share, let’s talk!

Q: Who are the preferred partners?

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

so we can all grow together.

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

works with local top Realtors, send us an email.

The perfect home
deserves the perfect loan.

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

» Portfolio Loan Options » Down payment

b Special Doctor assistance programs

Programs » VA and USDA Loans

PERL

YOUR LENDER FOR LIFE

VP of Mortgage Lending
312.651.5352 office

847.529.8100 cell

NMLS #: 192878

PERL Mortgage, Inc is an lllinois residential mortgage licensee (MB0004358) and equal housing lender. Licensed by the California Department of Busi-
ness Oversight under the California Residential Mortgage Lending Act. NMLS #19186 - lllinois Residential Mortgage Licensee - Department of Financial
and Professional Regulation, Division of Banking, 100 West Randolph, 9th Floor, Chicago, lllinois, 60601, 844-768-1713, 2936 W Belmont Ave, Chicago,
1L 60618 MB0004358 - NMLS #19186 - NMLS #: 192878; IL: 031.0019230; CA: CA-D0C192878; CO: 100021676; DC: ML0192878; FL: L020818; GA: 45827;
IN: 19874; KS: 1L0.0031429 MI: 192878; MN: MN-ML0-192878; WI: 192878
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goosehead

INSURANCE

People are Talking about the
Goosehead Difference. ..

“I trust Kristine to help my clients with the same level of care and
dedication | would. | can stake my reputation on her service.
Working with Kristine is more like having a business partner with a
stake in your success than a service provider.”

Adele Lang |

goosehead

INSURANCE
“The Power of Choice”

Kristine Pokrandt | Agency Owner
Kristine.pokrandt@goosehead.com | 708-858-1246
Gooseheadinsurance.com/agents/kristine-pokrandt/

& =
Home Warranty. Reinvented.

Silicon Valley Style
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BOOK YOUR MOVE TODAY?!
WWW.MOVE-TASTIC.COM - 773-715-3227
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BOVE
Gifts.con

CUT

The most
used place
in the home
is the kitchen.

Quality custom
engraved gifts,
that last forever.

Mike Parsio

Cutco Closing Gifts

"Cut Above Gifts”

Independent Field
Representative

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

JUSTIN BARR

AKA THE CHICAGO
VIDEO DUDE

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

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

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

Danny Lewis
THE LEWISREAL ESTATE GROUP
EXIT Strategy Realty

€€ Justin’svideosare fun and
engaging! More importantly,

Need More SN s
Jrand Awareness”?

Also offering One of a kind Green Screen
Marketing Videos with State of the Art Editing.

Be the STAR of your Brand.

s

Marki Lemons-Ryhal
Real Estate Keynote Spea ker,

Emcee, & Event Host
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= (773) 769-7812 Justin Barr- Owner
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By Nora Wall
Photos by Carlos Miranda

.57

o —

* Wi
Slha Lea

Photo Submitted: The Marcus Family

Leigh & Lindsey

What advice would you give to a couple looking to
go into business together?

Our best advice is to not have overlapping re-
sponsibilities. Divide up tasks to each person’s
strengths and then put that person in charge of
decision-making in that area to prevent stepping

on each other’s toes.

What has been your most difficult challenge and
how did you overcome it?

Our biggest challenge was when we were both in a
selling role rather than complementary roles, and it

was putting undue stress on our relationship. After

a tough conversation, we decided it was better for
Leigh to take the reigns. I got out of Leigh’s way and
our business really took off. With the time to de-
compress, we also decided it was the perfect chance
to start our family, which we did. My favorite part
of the story is when Leigh begged me to come back
to work a year later to help him. I happily obliged

as I missed him!

What is your secret to working together?
Make time at the office to meet together so that you
don’t talk about work all night at home.
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What is the most rewarding part of working together?
We love dreaming together and then having equal
part in our achieved success. When we come up
with super exciting big dreams, we put a plan
together and then go out and get it together. Every
success we have, we say “we,” as Leigh does the
selling but I do all the laying of the groundwork to

get us there, so it is always a “we.”

What is your favorite activity or hobby that you like
to do together?

We love to take one-day adventures outside of the
city. We will take the kids on a whim when Leigh
doesn’t have a busy day on a weekend, and go for

a long drive and stay overnight at a random hotel.
We spend the day exploring the area, trying a new
restaurant, or ordering room service and using the
pool if we find somewhere with amenities. Just one
night, as that’s possible to do spontaneously, and
then get back to work!

Leigh and Lindsey Marcus met in 2004 through
Friendster, the precursor to Facebook, and ten
months later, they were engaged. Their secret to
working together: no overlap. They have different
responsibilities and decision-making roles. Leigh
relays, “Lindsey’s strengths are dreaming big, and
the overall big picture. 'm more practical. I look at
how we can make this great idea work in reali-
ty.” Lindsey interjects, “Leigh is about the cost of
things and the numbers. I like to dream big, throw
big parties, and exceed client expectations.” Their
phenomenal success in business is proof of a well-

matched couple.

For Lindsey, real estate was in her blood. Lindsey’s
father worked in commerecial real estate. After
college, she started in commercial and then switched
to residential. A master of creating and maintain-
ing relationships, she discovered she didn’t like

the transactional nature of commercial real estate.
Residential real estate is about relationships, so she
was able to use her strengths and excel. Lindsey
went into real estate knowing from the beginning
that she needed to treat it as a business. “I built my
business on networking and hosting events. I got
people excited about building things with me.” Leigh
watched Lindsey work while they were dating. Al-

ready in sales, he caught the real estate bug from her.

They tossed around the idea of working together but

waited until they were married to make it happen.

48 - February 2019

The core focus of their business is having the stron-

gest relationships possible, with as many people as
possible, coupled with delivering the highest level
of service. They treat people how they would like to
be treated. As Lindsey describes Leigh’s approach,
“As thoughtful and conscientious as he is with me,
his wife, he is just as kind to his clients and cares

for them just as well as he does for his own family.”

And Leigh just doesn’t stop. Lindsey continues,
“People come to Leigh from all over the country to
shadow him, and they are blown away by his work
ethic and remark that they’ve never seen anyone

work so hard with so much passion for what they

are doing.” Leigh adds, “I just work and work until
my client’s homes are sold—that’s what I promised

I would do!”

Showing appreciation is a big priority for both of
them, as well as doing what they say they are going
to do. They focus on consistently raising their level
of client service. Lindsey explains, “I send cards for
everything to show that I really appreciate any little
thing someone does for me.” Lindsey continues the
thought: “Leigh raised his level of service due to my
feeling that service is so important. We do the warm
and fuzzy things. ‘Let’s make sure we send them
cupcakes because you had a good meeting with them.
Let’s send their kids something.”” This commitment
to showing appreciation to everyone—from the po-

tential client to the delivery guy—pays off.

This attitude of gratitude extends to their staff.
Showing their staff their appreciation for what they
do and treating them well is another top priori-

ty. The team maintains very high standards and
makes sure that anyone who will be associated with
the team is a good fit for their work culture. And
their success—through their commitment to high
standards, service, and showing appreciation—is
self-evident: 80 percent of their business comes
from referrals. In 2017, they closed 235 deals and

$135 million in sales.

Lindsey continues, “I don’t know if for us it really is
about the numbers, as much as it is about being hap-
py. We both want an easy, enjoyable lifestyle where
we can spend more time together and with our chil-
dren. We’re serving our clients and doing the things
we need to do to make their lives easier.” Leigh con-
tinues, “You actually have an easier life when you tell
people exactly what they need to know, and you’re
honest, upfront, and do what you say you’re going
to do.” Operating with high levels of integrity means
delivering on their promises to their clients.

One of the best things that happened in their rela-
tionship: the time when Leigh suggested Lindsey
should go home and take some time off! The next,
very best thing was when he asked her to come
back. Lindsey explains, “When the market tanked, I
got really stressed whereas Leigh was energized by
it. He knew that if he worked ten times harder than
anybody else, he was going to get more than his fair
share. I got stressed. And he said, “You know what,

why don’t you go home.” I went home, enjoyed some

R&R and realized it was perfect timing to start a
family. When Leigh asked me to join him back at
the office a year later, I took on a new role behind-
the-scenes running the team and handling market-
ing. Before, we had both been in sales, and com-
peting with each other. When he asked me to come
back, we separated duties.” It was this division of
roles that helped them to really excel—making it
much easier to work in sync with each other rather

than be in competition with each other.

With three girls—ages seven, six, and three—they
are very involved in their daughters’ school, and
they sponsor many events at the school. They also
participate in their neighborhood events as well

as sponsoring events. For example, they give out
free pumpkins for Halloween every year. They also
made their office kid-friendly. Their girls can come
to their office after school, and their clients are able
to bring their children to the office too. A fami-
ly-friendly office was a big priority for both of them.
Their daughters have their own desk, complete
with art supplies. They love to play at the office
pretending they’re taking calls like their daddy.

Leigh and Lindsey are also committed to their own
self-improvement, both in terms of professional and
personal development. They look at how they can
keep growing as a couple and improve their mar-
riage. They work on their relationship. They also
attend Tony Robbins seminars, and Leigh attends

a lot of real estate training courses. And they have

a morning ritual together that includes exercise,

meditation, and a daily gratitude list.

Their commitment to raising the bar in their own
lives as well as in their business is paying in divi-
dends. They just moved into an office that they built
across the street from their home, so from work or
home, they can now walk their daughters to school.
Their success demonstrates that the sky really is
the limit if you are willing to put in the work and
hold true to the values that drive you in both busi-
ness and life.

Their advice to new agents: “Your chances of
making it are slim. You better be prepared to
work harder than everyone else because it’s
going to be 100-times harder than you think.”
Service, love, and hard work sum up their credo.
They love what they do, they love their clients,
and they love their family.
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Dave & Dave

“A Father and Son inspection team” Two sets of eyes
at every inspection for attention to detail along with Call or text for pricing and availability

reducing inspection times. 847-281-6605

Same day digital reports with pictures included. inspections@buildingspecschicago.com

Educating clients to help make a confident and well
informed decision on their new home purchase. BUILDING SPE (1€
[ o b

We have conducted over 10,500 inspections since 2002. l’l‘ﬂp[&l‘l“ lnsp{actinns
)

Services provided: Additional services: Special tools used:

* Pre purchase inspections « Mold/air quality testing « Aerial drone footage (for restricted areas)
» Pre-listing inspections « Radon testing » Moisture detector
» New construction inspections + Infrared camera

« Small commercial inspections

www.buildingspecschicago.com

Top Home Producer
in lllinois.

Business Breakthrough
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FREE Business Breakthrough Session (Value $2,000) the best quote possible
for your clients.

Mention “REAL PRODUCERS?” and get e i ety Licensed in 20 states.

* Provide you a 12 month "business growth map' for doubling your revenue

10% off your showroom rental.rate < Sl L DA i

* CORPORATE DINNERS = COCKTAIL PARTIES = EXPERIENTIAL EVENTS

* Help you find in ewcess of $100,000 in unhapped revanue in your business 'ﬁt Scﬂtt weer Agency
i » Provide success principhes ko closa more clients Scott Weer, Insurance Agent
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Claim Your Scholarship Today!

Your . A\ 773-353-6600
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Chicago, IL 60604
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What advice would you give to a couple looking to
go into business together?

We think that anyone considering going into
business together should focus on four important
aspects: 1) an open mind willing to be challenged
and to expect the unexpected 2) the ability to bring
different aspects of the business to the table 3)
complete trust in each other and 4) lots of patience.
Being “in the trenches” together and working to-
wards a common goal—strengthen our partnership

and lead to more successful endeavors.

What has been your most difficult challenge and
how did you overcome it?

Our greatest challenge has always been taking a va-
cation. With real estate being a 24/7 business, it is
hard enough to get away as a single agent, let alone
as a couple. Our best advice: put it on the calendar
and make sure it happens. We used to manage our
business from afar when we went on vacation. Now
we have very talented team members who can keep
things moving in our absence. This structure benefits

everyone...our clients, our team, and us.

What is your secret to

working together?

We agree on the “why”: to provide

a superior level of service to our
clients. Our track record proves if
we focus on providing a high level
of service in everything we do, the
sales follow. Serving our clients has
to be our top priority. We have abso-
lute respect for each other and value
what we individually contribute to
our business. We do not measure or
criticize each other. We each give

100 percent.

What is the most rewarding part of
working together?

‘We love to share our successes with
each other. Our strong work ethic
helps us realize our goals together and
creates a very dynamic and fulfilling
work environment. The most reward-
ing part of working together is being
able to experience the successes to-
gether. We both work so hard toward
achieving the same goals for our busi-
ness, and when we reach them, the
success is that much better, because

we both worked on it together.

What is your favorite activity or hob-
by that you like to do together?

We love to travel and actually met
while we were both working in the
corporate incentive travel industry.
‘We made fantastic friendships all
over the country and continue to stay
in touch with friends through our
travels, exploring new places together

whenever we can get away.

Sara McCarthy and Julie Dorger met
while working in corporate travel and
made the move to real estate in 2004.
After 9/11, it became harder to travel,
their industry was suffering, and they
wanted to be in the same city. They
moved to Chicago knowing only five
people. Julie was familiar with the
real estate industry as her father was
a home builder and her mother was a

real estate agent. She had grown up
o0 o0
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the Dorger McCarthy group

in the business. So when they were looking for a new industry
for their careers, Sara and Julie decided to shift into real estate
together. They built their business from the ground up with
hardly any connections in a brand new city. Fourteen years later,
they have built a successful business partnership, and they are
members of the top 1 percent of REALTORS®. With a team of
five, they did $32 million in sales in 2018.

What they love about Chicago is that it is a city where you can do
anything and be anything you want to be, and you will find people
to help you and support you along the way. They feel that they
are examples of “if you love what you do, and you work really

hard, you can be successful at it despite the odds.”

Part of their secret to remaining successful is staying humble and
grateful. To make it in real estate, you have to be a self-motivated
individual. And Julie and Sara have built their business through

a dedication to customer service. Today, 95 percent of their
business is through referrals. Sara explains, “We are all about the
relationships, and I think that is something that has really helped
us.” They discovered in the beginning that if they focused on ser-
vice, then the sales would come. They have developed wonderful

friendships with many of their clients.

Sara and Julie offer this advice: agents coming into the real estate
business must understand that it is a 24/7 job and a lifestyle. As
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areal estate agent, you do not work in a “clock-in and clock-out”
manner. You get back what you put into it. For every transaction,
we are motivated and committed to completing each step in the

process at the highest level of client service.

The two have built a strong partnership and their clients trust
them. Sara explains, “Julie is more of the CEO and handles oper-
ations. I am more of the marketing and creative side. But we are
both client-facing.” They work together with their clients, and
their clients know that they have their backs and are committed

to serving them in the best way possible.

At the heart of their practice is a deep gratitude and respect

for each other. Sara relays, “Honestly, I don’t know how single
agents do it. I am so grateful that I have someone I admire and
fully trust to work with.” Julie interjects, “When you’re in busi-

ness together, you always have someone to bounce things off of.”

It’s clear that they love what they do, and they love the fact that
they never live the same day twice. The ripple effect of their
mutual trust and respect for each other, their inspiration for
what they do, their love of having great business and personal
relationships, and their dedication to their clients and business
has created a very successful partnership. Sara McCarthy and
Julie Dorger are two of Chicago’s top performers and are one of

the city’s most successful real estate teams.
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CHICAGO'S FINEST CLEANING SERVICE

113.342.1424

BONDED, LICENSED & INSURED

MIDWEST

INFOGMANICMAIDS.COM  MANICMAIDSCOM | REMODELING & BUILDERS, LTD

I NC ORPORATTETD
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CONSTRUCTION

24 Hayes Aye'lLa Grange, IL 60525 * Fax: 630-595-1175
m/dwestlech@nyma com * midwest- remodelmg -and-builders-Itd.com
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Experts in Real Eslate Accounting gl

EVERYTHIHNG BUT THE HOUSE LOFTUS LAW
THE MOST TRUSTED ESTATE SALE

AND CONSIGNMENT SERVICE. Patrick J. Loftus
Chicago =lllinois
% 773.632.8330
patrick@loftus-law.com

www.loftus-law.com

With over 20 years specializing in real estate accounting
and tax strategies, our team of experts can guide you in
achieving maximum return and growth for your business.
From commercial and residential developers, to agents and
investors, we understand the complexities of your business.
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= www.thehechtmangroup.com 1 million munthry shoppers.

COIZZ{ICZ 7 75@% @ info@thehechtmangroup.com

- Pressure Washing

- Block & Brick Sealing

- Carpentry

- Cabinet Painting

- Wrought Iron Painting

"N\ Lindholm
Roofing
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- Deck & Fence Refinishing

“Our family has your family covered”™

- Interior & Exterior Painting

- Wall Coverings

- Drywall & Repair

- Spraying

- Staining & Varnishing

- Faux Finishes
- Snow Removal

& INSTALL
IN-HOUSE

] . - Aerial Work- Bosuns Chairs,
Residential

Lifts, Swing Stages

& Commercial

» Cedar » Gutters & Downspouts
» Flat Roofs » Slate & Tile . .
* Insulation * Tuckpointing Kevin McVicker, Owner . AM{}
* Shingles » Window & Doors E“JE'“'“ ore’
. Sidingg GET A QUOTE Paints
773-268-2050 ;
@ 3910 W Grand Ave, Chicago, IL 60651 Q . .
3588 N Milwaukee Ave 773-283-7675 \. 773.267.4002 R info@Mmcmasterpainting.com é SHERWIN-WILLIAMS.
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LindholmRoofing.com 4 chris@insightsigncompany.com
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FRANK & CHERYL

What advice would you give to a couple looking to
go into business together?

Have complementary skills. Trust each other.
Bounce problems and ideas off of each other. Two
heads are better than one most of the time. Always
have each other’s back. Compliment and give credit

and celebrate your success.

What has been your most difficult challenge and
how did you overcome it?

‘We owned our own realty company for twenty-five
years and someone always had to mind the store.
For the first ten years, we could not take vacations
together. So, we hired additional agents and an

assistant to help out.

What is the secret to working together?

Open communication and talking about issues. It
really helps to bounce ideas and thoughts off of
another person that is in your same industry and

understands the client, or situation, in-depth.

What is the most rewarding part of working together?
Doing an exceptional job for our clients and getting
repeat referrals. We are going on [working with/
serving] three generations of some families; they
have turned into our friends. Also, having time for

each other and family.

What is your favorite activity or hobby that you like
to do together?

Taking long walks with our Jack Russell terriers
and going to our lake home and going boating. It is

very relaxing.

With over thirty-five years in real estate, Frank and
Cheryl Mitrick have seen and experienced it all.
Through diversification and a commitment to devel-
oping client relationships, they have built a thriving
business as top producers. Their longevity through
the ups and downs of the market, continual growth,

and high regard among their peers are all testa-

ments to their success. They are among Chicago’s

very best in real estate.

They built their business from the ground up. Frank
was just out of college and a budding golf pro when
he got into the business through the encouragement
of a friend who was a developer. Frank asked him,
“Why should I get into a real estate?” His friend
replied, “Because I've doubled my income every
year since I got into the business.” That was enough
to convince Frank to give it go. He caught the bug
quickly. Frank’s friend took him under his wing, and
Frank cut his teeth in the industry converting high-
rise rentals into condominiums.

Frank and Cheryl met through Cheryl’s mother,
who was working for Frank as an agent. Cher-
yl was a finance whiz with a background that
includes working on the mercantile exchange
handling cash-to-futures arbitrage and trading
commodities. She had a knack not only for num-
bers, but also for sales. The two joined forces in

real estate and marriage.

Cheryl explains, “It was [at the] time when interest
rates had gone from 9 percent to 21 percent. A lot
of doctors and bankers would buy condos as invest-
ments. When interest rates jumped, they started to
rent those properties. We started a rental business
in Chicago. That was our first endeavor. I would get
on the phone and get ten listings at a time.” Their
business grew organically. During this time, their
only child, Lauren, was born. They would bring her

along to open houses when she was old enough.

When the market normalized again, they worked to
convert their rental clients into buyers. Their goal
was to keep all their clients. That was their top pri-
ority then, and it remains so today. “It’s a lot easier
to keep clients than it is to get new ones,” Frank
reflects. This strategy had a snowball effect on their
business. Today, it’s booming.
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But Frank and Cheryl went through some of the
worst years in the market, and their rental business
is what sustained them, so they know its value.
Cheryl, who has been active with the Chicago
Board of REALTORS® these many years, reflects,
“During the 2008 downturn, we lost over 2,000
members because they couldn’t survive. That’s

why we’re still doing rentals even though our main
business is sales.” It has kept them steady through

turbulent times.

When asked to compare the 21 percent interest rates
from the 1980s to the financial crisis of 2008, they
agree 2008 was much worse. The market wasn’t in-
flated in 1980, so people weren’t losing their homes.
They agree that “In 2008, we saw a lot of people who
overpaid and ended up upside down. They couldn’t

sell, and many properties went into foreclosure.”

They refer to themselves as the original flippers.
Frank bought his first rehab property in 1980 for
$28,000 and sold it six months later for $39,000.
When he met Cheryl, he had already bought and
sold seven properties. Cheryl and Frank continued
to buy properties and rehab them. Cheryl is also
an appraiser, and people trust the Mitricks to do
their due diligence and make sure that they won’t
overpay for properties. These combined experienc-
es—as agents and as investors themselves—have
made them excellent at appraising a property’s true
value. A skill many of their clients rely on them for,
especially when it comes to buying multi-units and

rehabbing properties.

Even now, after thirty-five years in the business
and having to reinvent themselves several times

to adapt to changing marketplaces, they are still
learning. It’s their ability to adapt that has been piv-
otal to their ongoing success, along with maintain-

ing great client relationships.

The couple works together and swaps roles as
needed. While Cheryl tends to handle the financ-
es since that is her area of expertise, they go to
initial client meetings together, and whoever hits
it off best with the client will take on the client

management role.

Each year, they work to do better than the year be-
fore. And they love the opportunity to help people
with one of the biggest decisions of their lives: buy-

ing a home. Fifty percent of their business comes
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through referrals, and they still work with quite a
few first-time buyers, holding their hands through

the process.

That little girl, who they used to drag to open houses
with them on the weekend, is now grown up. Lauren,
working alongside her husband Charlie, have joined
the family business. Frank and Cheryl say their
daughter got the best qualities of the two of them.
Following in the family footsteps of a dynamic hus-
band-and-wife team, Lauren and Charlie have picked

up the baton and they are leading the team.

Last year, the Mitrick team made the switch to
Compass as founding agents. True to their values,
they keep learning, adapting to the market, and
reinventing themselves and their business. They’ve
built a loyal, dependable, and trustworthy brand. It’s
those values that have kept their business booming—
from an analog world well into the digital age. Their
legacy proves that diversification, adaptability, and

a commitment to service are the keys to achieving

outstanding success.
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COMPLIMENTARY 3D RENDERING
PROVIDED FOR EVERY PROJECT

1920 BEACH ST, BROADVIEW,
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Custom Closets, Wall Beds,
Mudrooms, Pantries & Storage

for Chicago’s Finest Homes

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

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

CHOOSE FROM A LARGE SELECTION OF
SOLID WOOD & MELAMINE MATERIALS

708.344.6955 WWW.CROOKEDOAK.COM
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We deVEIOp quahty “| would absolutely

choose Ronan again.
| always recommend
them very highly,

and I'm considering

Arfully Arranged

Staging

partnering with
them on future
developments.”

www.artfullyarrangedstaging.com

michable@artfullyarrangedstaging.com REDRDADND

CONSTRUCTIOMN

' 4415 N Drake Awve Unit # 1F Chicago, IL 60625
773-588B-9164
info@ronaninvestors.com

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

www.RonanConstruction.com

Offering a full range of property development services.
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What advice would you give to a couple looking to go into

business together?

Be good listeners and team players. It all comes down to that.

What has been your most difficult challenge and how did you
overcome it?

For me personally, it was difficult trying to learn the business and
catch up when Lauren had about a ten-year start on me. There
was so much to learn, so I always felt behind. So it was hard to
swallow my pride and admit I didn’t, and couldn’t, know every-
thing. It took time and patience, but I think I am finally catching
up to her!

What is your secret to working together?

We are a great tag-team because we both share similar strengths
so we can kind of trade-off and fill in for each other if the other is
unavailable. We learn from each other and know when to let one
lead in a given situation. I think this is simply because we have
an unspoken understanding of each other due to our personal

relationship, and that helps a ton in business.

What is the most rewarding part of working together?

Being able to celebrate success with your partner in life doesn’t

get any better. It makes achievements more special because you
have an intimate knowledge of the business and the transactions

being worked on.

What is your favorite activity or hobby that you like to
do together?

We love to hike together whenever we are on vacation.

‘When the only child of a superstar Chicago real estate team who

made the Forbes Top 30 Under 30 list on her own joined forces

with an easy going, successful actor/model, they quickly rose to
become one of Chicago’s most dynamic real estate duos. These
stars, Lauren Mitrick Wood and Charlie Wood, achieved over $30
million in sales last year with the help of their team, the Mitrick
Group, which includes her parents and several other agents.
Committed to providing their clients with white-glove service,
they continue the Mitrick family tradition of serving Chicago’s

real estate market while also making it their own.

For Lauren, a third-generation REALTOR®, real estate is in her
blood. Her father and grandmother worked together at a develop-
ment company in Glenview. When her parents met, they started
their own real estate business together. Lauren helped out her
parents on weekends, and she grew up watching them run their
business and host open houses. While she never thought she’d
join the family business, after finishing college she thought she
would give real estate a try. After becoming a REALTOR® and
earning $75,000 her first year, she never looked back.

Lauren and Charlie met in 2011 while Charlie was home for the
winter holidays from Los Angeles. The two started dating long
distance, but it wasn’t too long before Charlie packed up his
things and moved back to Chicago to be closer to Lauren. While
they were dating, Charlie happened to have some downtime
from work and got his rental license to help Lauren out, who was
slammed with business. He was hooked and went on to get his
real estate license to be able to take on more clients. The pair

soon became solid business partners.

There’s an understanding that clients expect more today, and real
estate is a relationship business. Lauren explains, “We genuinely
care about our clients and want to make them happy. We put a
big emphasis on creating relationships, and we put that first.”
Lauren and Charlie believe their success is largely due to their
ability to create and sustain successful relationships by offering

their clients top service.

Lauren continues, “If you do a good job, then your business grows
organically.” Their marketing efforts include seasonal tickets,
reservations around town, dinner parties with a private chef,

and events at their home. They aim to produce as many different
forms of engagement as possible, and they make that and custom-

ized gifting a top priority.

Charlie relays, “It’s ultimately about being able to wake up every day
and enjoy what you do. Our clients have become our friends.” Char-
lie manages much of the paperwork and the behind-the-scenes work
while Lauren remains front and center as the face of the team. With
deep roots in Chicago and a love for the city, both Charlie and Lauren
are carrying on the Mitrick family legacy of serving Chicago’s real
estate buyers and sellers. Lauren reflects, “My grandfather used to
pour concrete in the city, and if you look closely sometimes you can
find Mitrick stamped on some of the sidewalks.” Today, the Mitrick
Group is committed to helping Chicago continue to develop into one

of the world’s finest 21st Century cities.
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Fallin love &
WITH YOUR LENDER

neighborhood fﬁﬂnS

‘I HAVE HIRED C 010
HER INSTAGRAM 101 PRESENT
INVITED REALTORS. HER PRES
ENGAGING, ENTERTAINING AND SHE DOESN'T HOLD
BACK ( GRAM
ECRETS. | HIGHLY RECOMMEND BRINGING HER INTO
R OFFICE TO EDUCATE YOUR BROKERS.
THE TIME FOR INSTAGRAM MARKETING IN REAL
ESTATE IS NOW AND CARA WILL MAKE SURE YOU
ARE ON THE RIGHT PATH. "

Ready to Take Your Marketing
to the NEXT Level?

Connect with us!

s .

- 312-770-0565

CARA@INSTAGRAMFORREAL.COM
L WWW.INSTAGRAMFORREAL.COM

$3 MILLION:

@ Q ’

BUY A UPGRADE THE OFFICE WITH FANCY GIVE THE C-SUITE A ENABLE THE RESCUE OF THOUSANDS
PRIVATE JET FURNITURE AND GADGETS NICE RAISE OF HUMAN TRAFFICKING VICTIMS
WORLDWIDE

N2 Publishing - the company behind every Real Producers magazine - believes in a future where
everyone is free. This year, we donated 2% of our revenue, or $3 million, to support nonprofits that
rescue and rehabilitate victims of sex slavery and forced labor. And it was only possible because of

the support of our industry partners and engaged readers. Because of you.
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Over 35 yvears experience
closings real estate transactions.

) CHICAGO REAL ESTATE EXPERTS.
Kitchen, bathroom, basement,

painting, additions & more
' Gerard D. Haderlein, Esq.

773-472-2888
jerryhaderlein@ameritech.net

A 3413 N. Paulina Chicago IL 60657
Slawek

‘Construction; Inc.’, 773-520-7788
- 'sbconstruction9@yahoo.com . www.gerardhaderleinlakeviewlawyer.com
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TOP 200 STANDINGS

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

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

1 Jeffrey Lowe 176 $185,265,213 66 $79,626,214 242 $264,891,427 35 Katherine Malkin 7 $13,075,000 10 $24,134,500 17 $37,209,500
2 Nancy Tassone 60 $221,516,343 6 $6,977,500 66 $228,493,843 36 D Waveland Kendt 35 $28183,256 17 $8,765,450 52 $36,948706
3 Colin Hebson 129 $134,664,823 50 $41,832,723 179 $176,497,546 37 Michael Rosenblum 24 $25,354,744 15 $11,550,000 39 $36,904.744
4 Matt Laricy 140 $63,673,800 21 $94,219,552 351 $157,893,352 38 Jason O'Beirne 39 $29,030,450 25 $6,384,428 64 $35,414,878
5 Emily Sachs Wong 80 $96,262,500 36 $42,028,500 116 $138,291,000 39 Melissa Govedarica 46 $29,545,600 9 $5,858,700 55 $35,404,300
6 Mario Greco 169 $95,029,681 72 $42,070,242 241 $137,099,923 40 Bruce Glazer 24 $12,015,250 27 $23,064,500 51 $35,079,750
7 Jennifer Ames 58 $72,904,050 32 $31,389,250 ) $104,293,300 ol Matthew Liss 43 $23,486100 16 $10.364,301 59 $33,850,401
8 Leigh Marcus 137 $81,532183 29 $17.985.618 166 $99,517.801 42 Meredith Manni 8 $11,630,000 12 $21,948,375 20 $33,578,375
5 Karen Biazar 15 475,486,815 >7 $17.349,400 152 $92.836.215 43 Lance Kirshner 52 $21,290,882 24 $12,277,550 76 $33,568,432
10 Kathleen Malone 35 $51790,338 21 $29157,775 56 $80,948/113 44 Michael Hall 52 $23.071450 27 $10,389,300 79 $33.460750
1 Brad Lippitz 46 $47302,245 27 $30,696,400 73 $77.998,645 45 Dennis Huyck 37 $21,592,310 18 $11,756,800 55 $33,349110
12 Melanie Giglio 64 $46,252,805 49 $28,663,607 13 $74,916,412 46 Gary Lucido 39 $19.614.728 29 $13,698,986 68 $33,313.714
13 Sophia Klopas 49 $36,197,686 54 $38,310,795 103 $74,508,481 4 Daniel Close 5 $2,995,650 52 $30,224,258 57 $33,219,908
% Carrie McCormick 73 $39,364,555 54 $28,829,405 127 $68193,960 48 Elizabeth Ballis 22 $22,845,500 16 $10,329,630 38 $33175130
15 Barbara O'Connor 67 $43,731,414 40 $23,593,934 107 $67,325,348 49 Michael Shenfeld 28 $17.9101150 22 $14,604,400 50 $32,514,550
16 sam Shaffer 38 $21,082,800 87 $44,823,985 125 $65,906,785 50 Owen Duffy 45 $251101,600 12 $6,855,900 57 $31,957,500
17 Timothy Sheahan 49 $44,133,030 24 $20,066,885 73 $64,199,915

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
18 Jennifer Mills 58 $39,559,500 29 $23,061,400 87 $62,620,900 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.
Chicago Real Producers does not alter or compile this data nor claim responsibility for the stats reported to/by the MLS. Data is based on Chicago proper

19 Tommy Choi 49 $26,453,800 60 $35,482,950 109 $61,936,750 only and may not match the agent’s exact year to date volume.
20 Chezi Rafaeli 26 $37,942,500 n $21,342,500 37 $59,285,000
21 Elizabeth Brooks 51 $53,492,959 1 $935,081 52 $54,428,040
22 Amanda Mcmillan 56 $30,603,475 33 $21,655,400 89 $52,258,875 |] I] Yn U H |] EA lS N EE |] SAV I N I}?
23 Elena Theodoros 44 $21,941,500 53 $29,965,240 97 $51,906,740 ¥ 3
Do you have deals that were denied by another lender?
24 Debra Dobbs 21 $13,602,750 25 $34,852,579 46 $48,455,329 | Do you have clients with low credit scores?
i

25 Julie Harron 16 $31,627,625 1 $16,763,568 27 $48,391193 MOVEMENT Do you have deals that needed to close yesterday?

MORTGAGE
26 Braden Robbins 22 $8,263,413 92 $38,392,712 14 $46,656,125

Ryan Cotter L amso thankful for Ryan and all i
27 Philip Skowron 16 $17,944,400 14 $26,767,642 30 $44,712,042 MARKET LEADER af his help with my first home b We have known and used him for

ML S 99435 buying experience! | appreciate ; years. His service is unsurpassed.
28 Frank Montro 156 $28,929,690 89 $14,741,067 245 $43,670,757 ek SR QTR all of his help and support. . - i Sltls S owl mnd e

o : =Allson Chemellk w -
29 Millie Rosenbloom 31 $26,395,750 17 $16,502,400 48 $42,898,150 ryan cotterigmovement s
movyamant AT an

30 Katharine Waddell 39 $23,268,003 31 $18,701,382 70 $41,969,385
31 Robert Picciariello 92 $40,565,840 0 $0 92 $40,565,840
32 Timothy Salm 19 $28,067,878 7 $11,380,628 26 $39,448,506
33 Melissa Siegal 39 $17,330,100 32 $20,865,743 71 $38/195,843 "
34 Joanne Nemerovski 14 $20,842,688 n $16,628,328 25 $37,471,016
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TOP 200 STANDINGS

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

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

51 Layching Quek 5 $2,688,500 41 $29,241,788 46 $31,930,288
52 Eudice Fogel 13 $11,906,750 19 $19,830,683 32 $31,737,433
53 Scott Newman 51 $13,485,956 43 $18,035,807 94 $31,521763
54 Ryan Preuett 12 $10,387,500 1 $20,827,500 23 $31,215,000
55 Jeffrey Proctor 25 $13,439,650 19 $17,070,750 44 $30,510,400
56 Ivona Kutermankiewicz 30 $21,985,600 9 $8,083,708 39 $30,069,308
57 Nadine Ferrata 26 $18,381,547 12 $11,079,220 38 $29,460,767
58 Joe Zimmerman 34 $14,147,850 35 $15,280,340 69 $29,428,190
59 Sam Jenkins 28 $19,999,500 13 $9,067,500 M $29,067,000
60 William Goldberg 27 $18,917,693 14 $10,138,401 1 $29,056,094
61 Michael Maier 44 $25,371,735 7 $3,534,500 51 $28,906,235
62 Scott Curcio 42 $17,614,200 31 $10,774,750 73 $28,388,950
63 Jill Silverstein 18 $10,678,000 30 $17,350,193 48 $28,028,193
64 Deborah Hess 38 $16,380,350 28 $11,476,450 66 $27,856,800
65 Julie Busby 19 $11,266,000 19 $16,504,100 38 $27,770,00
66 Laura Topp 26 $16,466,500 22 $11,289,999 48 $27756,499
67 Naomi Wilkinson 12 $13,865,750 1 $13,810,000 23 $27,675,750
68 Helaine Cohen 2 $1,060,000 15 $26,554,533 17 $27,614,533
69 Susan Miner 8 $21,051,000 3 $6,530,000 11 $27,581,000
70 Beth Gomez 25 $13,613,300 14 $13,696,000 39 $27,309,300
71 Nicholas Colagiovanni 22 $14,049,000 18 $13,190,542 40 $27,239,542
72 Brooke Vanderbok 20 $13,848,448 18 $13,311,900 38 $27160,348
73 Kevin Hinton 28 $11,839,373 31 $14,350,150 59 $26,189,523
74 Robert Sullivan 18 $16,285,500 1 $9,676,000 29 $25,961,500
75 Nicholaos Voutsinas 0 $0 47 $25,954,860 47 $25,954,860
76 Weston Harding 28 $17176,414 16 $8,733,714 44 $25,910,128
77 Janet Owen 6 $21,540,000 2 $4,321,181 8 $25,861,181
78 Danielle Dowell 28 $17,352,674 19 $8,461,400 47 $25,814,074
79 Stefanie Lavelle 22 $10,919,900 30 $14,595,000 52 $25,514,900
80 Scott Berg 62 $24,881,750 1 $544,500 63 $25,426,250
81 Peter Krzyzanowski 25 $11,029,850 24 $13,872,700 49 $24,902,550
82 Hayley Westhoff 23 $15,574,900 15 $9,315,800 38 $24,890,700
83 Melinda Jakovich 10 $11,904,500 7 $12,780,000 17 $24,684,500
84 Phil Byers 22 $10,003,100 22 $14,590,300 44 $24,593,400
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85 Lisa Mcmillan 27 $22,465,288 5 $2,089,000 32 $24,554,288
86 Zane Jacobs 42 $22,305,150 1 $1,710,000 43 $24,015,150
87 Beata Gaska 25 $17,843,258 5 $5,844,800 30 $23,688,058
88 Joshua Lipton 21 $14,090,095 15 $9,556,000 36 $23,646,095
89 Peter Moore 17 $7,234,000 25 $16,143,400 42 $23,377,400
90 Armando Chacon 16 $10,356,968 15 $12,994,166 31 $23,351,134
91 Lauren Mitrick Wood 19 $11,348,000 22 $11,752,250 41 $23,100,250
92 R. Matt Leutheuser 7 $10,224,900 7 $12,825,550 14 $23,050,450
93 Sara Mccarthy 17 $8,530,700 32 $14,439,415 49 $22,97015
94 Marlene Granacki 13 $16,072,202 5 $6,878,202 18 $22,950,404
95 John Berdan n $4,253,000 43 $18,614,500 54 $22,867,500
96 Philip Schwartz 34 $14,897,825 22 $7,812,250 56 $22,710,075
97 Hasani Steele 51 $16,898,178 20 $5,781,154 7 $22,679,332
98 Edward Jelinek 26 $10,325,000 22 $12,120,400 48 $22,445,400
99 Nancy Hotchkiss 36 $13,624,800 22 $8,674,750 58 $22,299,550
100 Alfredo Medina 42 $22,297,785 0 $0 42 $22,297,785

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.
Chicago Real Producers does not alter or compile this data nor claim responsibility for the stats reported to/by the MLS. Data is based on Chicago proper
only and may not match the agent’s exact year to date volume.

[ BN BN B\ WS Tired Of Waiting for Your
Lawyer To Call You Back?

You Shouldn’t Have To!

Law Offices of Jonathan M Aven, LTD
180 N. Michigan Ave. Ste. 2105
Chicago, 1L 60601

= A Laww.co % Our clients are important to us! We promptly return
W -. Fis AW, =i - o g 4
www.avenLaw.com . phone calls, emails, texts, (even tweets} and strive to
Jonathan®@AvenlLaw.com . ; meet all deadlines!

If you are purchasing or selling property in
Chicagoland, you can turn to our Chicago Real

P | Estate Attorneys with confidence.

Real Estate Legal Services
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HAVE T?—]E BEST TOOLS FOR

LAW GROUP

Service is the Key to my success! . : . 1
What is LeadWorks with Digital Docs? #&
Real Estate Agents get access to the
LeadWorks program which delivers
targeted leads right to their inbox. This
program analyzes over 21 life-event X
triggers from a specific radius around L
the property they sold. LeadWorks will
automatically e-mail you the leads so
you can get started immediately on

Lead Wo rks .—lﬂ‘ gr'owin‘g %/our business!

3 ; i With DigitalDocs all parties within a
Smart Leads, Continuous Growth. ; ) ;
real estate transaction recieve leading

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

J 1

JASON CHMIELEWSKI
Managing Partner

office 312.332.5020 fax 312.332.5021
jason@jmclawgroup.com

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

Contact me for more information!

jmclawgroup.com

You may not think about insurance until something goes wrong,
but getting the right coverage can make all the difference when
it comes to protecting your hard-earned dreams. And | can help.

Let’s talk today.

YOU TAKE CARE
OF YOUR HOME.

WE’LL TAKE CARE

Gary Gilardi, Agent
1026 Maple Ave
Downers Grove, IL 60515
Bus: (630) 243-0665
ggilardi@amfam.com
garygilardi.com

AMERICAN FAMILY
[ INSURANCE

®

American Family Mutual Insurance Company, S.I. and its Operating Companies,
American Family Insurance Company, 6000 American Parkway, Madison, Wl 53783

014811 - 5/18 ©2018 - 8695076
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MICHELLE BOBARTCATEAM

A step ahead of the rest.

As one of the nation’s top 1% of mortgage
originators,* Michelle Bobart stands apart.

Over 2,500 clients agree' - Michelle and her team
have a reputation for honest, responsible advice
and outside-the-box sclutions in every scenario.

Michelle's team is committed to providing The
Platinum Mortgage Experience for each client.

Top Producers - Five Star Professional

Mational Mortgage - Chicago Magazine -
News - 2018 2011-2018

75 Elite Women - US Top 1% Mortgage
Mortgage Banking - Originators in America
2017-2018 - Mortgage Executive

Magazine - 2012-2017

Contact Michelle today for a lender you can trust.

The Home

guaranteed Purchase Experts’

|:| r-\?-'ﬂl-."r:
Bamiing by Morigage F

1 agr Professiona| America 0171
I'ﬁ?ﬂr.o'lt.ﬁ e b I¢ ing (2017}
"'%.nww- Rt Arrow Consect: 775 50 Bormwers, 4163 l6ans and 4,57 7 comtacts
E:llmmumn Michelle Bobart NRLSID 8337 164 00 - 100095767 l e, W BLO137 104 l'lHJL
L~ 0310007307 - BB COOSTEL, 1M - 14945

- ML 290 10, - M-
1] St wenamiscansumertbes oo
Yo0-0%0% = DC- Lic SMLERG11 = L~ Li
ue, Siiln 1900, (Bcagn, Minos, G0
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Al 1.1P;  Ini. ll| .1:- oy Vinginia State Corporation (ommis

e § NG 1769+ W1 - Lic 137 4944 % 361 10

Michelle Bobart
SVP of Mortgage Lending

guafanteed‘m PresiDENTS Y CLUR

0O: (312) 379-3516  C: (312) 953-7365
michelle(@rate.com

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



TOP 200 STANDINGS

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

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

101 Santiago Valdez 35 $9,925,000 40 $12,310,200 75 $22,235,200 135 Samantha Porter 22 $17,294,000 4 $2,232,000 26 $19,526,000
102 Pamela Rueve i $9,660,902 12 $12,527,000 23 $22,187,902 136 Alex Brusha 1 $9,700,000 1 $9,700,000 2 $19,400,000
103 Jacqueline Colando 38 $16,558,700 7 $5,275,400 45 $21,834,100 137 Danny Lewis 19 $7,325.750 23 $11,907670 42 $19,233,420
104 Izabela Sloma 17 $16,233,300 10 $5,479,500 27 $21712,800 138 Lisa Sanders 37 $14,715,350 13 $4,351,000 50 $19,066,350
105 Alishja Ballard 24 $12,113,800 24 $9,522,000 48 $21635,800 139 Melanie Stone i $4,677,000 43 $14,332,500 54 $19,009,500
106 Stephanie Cutter 32 $13,956,200 19 $7668,500 51 $21624,700 140 Kevin Wood 4 $11,736,978 4 $7,210,000 8 $18,946,978
107 Steve Meyer ” $19.218.075 4 $2.399725 48 $21617.800 1 Caroline Druker 9 $12,729,000 8 $6,169,000 17 $18,898,000
108 Christine Paloian Fixler 14 $19,967,000 3 $1,289,900 17 $21,256,900 142 Jennifer Liu 38 $17.795.777 3 $1,060,000 il $18,855.777

109 Rubina Bokhari 18 $14137.500 - $6,948,500 30 $21,086.000 143 Paul Mancini 1 $3,465,100 30 $15,293,650 # $18,758,750
110 Ryan Preuett 13 $10,957,500 1 $10,097,500 24 $21,055,000 144 Paul Barker 28 $14,592,531 8 $4,133,500 36 $18,726,031

M Susan Kanter 20 $11,227.000 19 $9789,500 39 $21.016,500 145 Steven Powers 15 $7,337,900 19 $11,369,400 34 $18,707,300

. Ryan Smith . $20796,073 3 $166.500 16 $20.962,573 146 Mark Dollard 12 $7,553,000 10 $11150,000 22 $18,703,000
3 Ryan Huyler 19 $10,683,399 . $10.244.750 36 $20.928149 147 Arthur Cirignani 154 $17,358,506 7 $1,311,400 161 $18,669,906
1 Daniel Glick “ $16.217,550 8 $4.667.250 2 $20.884.800 148 Cynthia Sodolski 18 $12,787,000 10 $5,805,388 28 $18,592,388
115 Qiankun Chen 10 $2,732,000 58 $18,119,488 68 $20,851,488 149 Kelth Brand 2 $618,000 37 $17.902,350 39 $18,520,350
116 Juliana Yeager 25 $13,477,050 12 $7,358,250 37 $20,835,300 150 Harold Blum 17 $15,501,500 5 $2,999,000 22 $18,500,500
17 Erin Mandel 14 $8,076,000 17 $12,721,271 31 $20797,271

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
18 John O'Neill n $12,400,951 8 $8,120,000 19 $20,520,951 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.
Chicago Real Producers does not alter or compile this data nor claim responsibility for the stats reported to/by the MLS. Data is based on Chicago proper

19 George Morgan 19 $12,240,500 13 $8,063,000 32 $20,303,500 only and may not match the agent’s exact year to date volume.
120 Ken Jungwirth 18 $9,571,500 13 $10,646,500 31 $20,218,000
121 Lisa Huber 18 $9,800,000 16 $10,290,904 34 $20,090,904

122 Stacey Dombar 33 $13,754,150 13 $6,265.750 46 $20,019,900 j I Cl (] IT'ED
123 Andrew Glatz 69 $10,805,000 68 $9150,400 137 $19,955,400 vy " : le nts
124 Christie Ascione 17 $9,971,975 13 $9,966,500 30 $19,938,475 . - 3 - Ne e d m

HOME STARTS HERE

125 Brett Novack 20 $8,812,526 22 $11,094,300 42 $19,906,826 A : - _

o - it i IT'S MORE THAN A MORTGAGE
126 Kimberly Gleeson 8 $8,651,001 4 $11,245,001 12 $19,896,002 | _ i : ’
127 Thomas Moran 12 $13,200,400 4 $6,636,750 16 $19,837150 A | - )

R U . : ace Chris Kinsella
128 Mariah Dell 13 $8,880,250 18 $10,867,000 31 $19,747,250 A - = Sr. Mortgage Banker
129 Margaret Baczkowski 15 $11,674,500 10 $8,069,400 25 $19,743,900 - - : Cell: 630.564.3272
; Chris Kinsella can help NMLS #872091
130 Janelle Dennis 29 $12,312,301 17 $7,402,300 46 $19,714,601 J ) them with the attention ckinsella@uhloans.com
131 Megan Tirpak 1 $7,983,500 15 $11,688,749 26 $19,672,249 . | : g to all their loan needs. uhloans.com
132 Camille Canales 14 $5,046,000 27 $14,596,900 4 $19,642,900
133 Stephanie Loverde 22 $9,238,400 21 $10,336,100 43 $19,574,500 4 Westbrook Corporate Center, 1000 N. Milwaukee Ave,
Suite 650, Westchester, IL 60154 Chicago, IL 60642 | (708) 531-9060

134 Eric Hublar 2 $775,000 40 $18.766,800 42 $19,541,800

Copyright © and Trademark ™ 2017 United Home Loans, Inc. All Rights Reserved. An Illinois Residential Mortgage Licensee, #MB.0006479 | NMLS# 207546
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TOP 200 STANDINGS

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

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

151 Brady Miller 18 $7,414,300 34 $11,079,401 52 $18,493.701 185 Natalie Renna 4 $1,234,000 33 $14,940,200 37 $16174,200
152 Gail Spreen 32 $14168,250 10 $4,282,500 42 $18,450,750 186 David Smith 0 $0 3N $16130,128 31 $16130,128
153 Randy Nasatir 24 $10,713,000 20 $7.706,400 44 $18,419,400 187 Brooke Daitchman 14 $6,337,000 16 $9,705,250 30 $16,042,250
154 Randy Mcghee 8 $11,832,750 7 $6,458,000 15 $18,290,750 188 Christina Delgreco 15 $6,989,400 15 $8,993,937 30 $15,983,337
155 Ashley Cox it $4,499,500 16 $13764,319 27 $18,263,819 189 Nathan Brecht 37 $14,991,400 2 $991,000 39 $15,982,400
156 lan Schwartz 23 $10,940,500 10 $7.239,345 33 $18179,845 190 Keith Tarasiewicz 3 $904,900 37 $15,070750 40 $15,975,650
157 Jeremiah Fisher 17 $9,534,550 15 $8,599,950 32 $18,134,500 191 Lindsey Richardson 19 $6.581750 18 $9,376,800 37 $15,958,550
158 Michael Linden 26 $11131700 16 $6,755,300 42 $17,887,000 192 Sherri Hoke 6 $4,674,000 9 $11,245,000 15 $15,919,000
159 Amy Duong 17 $8,227,300 17 $9,627,424 34 $17.854724 193 Joseph Kotoch 17 $8,024,361 10 $7,886,000 27 $15,910,361
160 Michael Vrielink 19 $8,580,500 20 $9,253,545 39 $17,834,045 194 Natasha Motev 8 $7,846,900 6 $7,997,400 14 $15,844,300
161 Nancy Mcadam 22 $16,032,000 5 $1762,250 27 $17794,250 195 Lissa Weinstein 4 $5,687,500 9 $9,887,500 13 $15,575,000
162 Radim Mandel 3 $10,638,400 5 $7.066.300 38 $17704700 196 Sohail Salahuddin 26 $12,577,950 7 $2,938,800 33 $15,516,750
163 John Vossoughi 1 $8,763,500 9 $8,933,000 20 $17,696,500 197 Jane Shawkey-Nye 3 $5.579175 4 $9,877,000 7 $15,456,175
164 David Schraufnagel 6 $8,781,600 6 $8,781,600 12 $17,563,200 198 Barbara Proctor 7 $10,990,000 3 $4,450,000 10 $15,440,000
165 Rory Fiedlor o $0 42 $17.506,900 42 $17506,900 199 Shay Hata 16 $7,990,500 10 $7,443,000 26 $15,433,500
166 Kathryn Schrage 40 $17,505,350 0 $0 40 $17,505,350 200 Suzanne Gignilliat 6 $8,727,000 4 $6,700,000 10 $15,427,000
167 Emily Smart Lemire 9 $7,560,000 15 $9,861,311 24 $17,421,311

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not included.
168 Sarah Ziehr M $17,375,940 0 $0 M $17,375,940 The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the entire team.
Chicago Real Producers does not alter or compile this data nor claim responsibility for the stats reported to/by the MLS. Data is based on Chicago proper

169 Nick Nastos 9 $4,680,900 26 $12,648,850 35 $17.329750 only and may not match the agent’s exact year to date volume.
170 Pearce Lashmett 21 $11,397,750 12 $5,822,625 33 $17,220,375
17 Michelle Berger 10 $8,679,500 9 $8,440,247 19 $17119,747
172 Pasquale Recchia 23 $9,568,669 14 $7,429,000 37 $16,997,669 We kIlOW that agents hke p dI’lVC 1
our business. Therefore, we want
173 Sam Boren 0 $0 28 $16,796,150 28 $16,796,150 your clients to be amazed at how _L "'
174 Marci Trick 0 $0 34 $16,767,400 34 $16,767,400 easy their transaction is and, as a
incli i MILES & GUBNEY LLC
175 Terri Mcauley 6 $5,410,000 9 $11,259,500 15 $16,669,500 result, .be inclined to Fse you again ATTORKEYS AT LAW
on their next transaction. That’s e U i
176 Collin Walker 12 $6,085,500 24 $10,570,500 36 $16,656,000 ; :
where Miles & Gurney, LLC shines. "Adam and bis associates at Miles & Gurney
177 Brian Cargerman 0 $0 30 $16,639,415 30 $16,639,415 give all of my clients top notch service. Adam's
I i response time is impeccable. He is available to
178 Elizabeth Lothamer 18 $7,838,500 21 $8,697,900 39 $16,536,400 fyou have a buyer or seller in P g ] P ] [
Chicagoland, we’re ready to prove my clients morning, noon and night. No matter
)
. the issue, Miles & Gurney solves the problem not
179 Ted Guarnero 7 $2,238,500 21 $14,257,700 28 $16,496,200 to you Why MllCS & Gurney ShOUld o o4 : § . .). ’ b
B R Just in a timely manner but ethically - always
180 Mary Mac Diarmid 5 $4,699,000 1 $11,774,500 16 $16,473,500 be your “go-to” real estate attorney. leaving their clients bappy. I strongly
_ recommend this law firm to anyone in need."
181 James Kinney 8 $13,507,500 4 $2,960,000 12 $16,467,500 2 ) -
- Sam K., REAL ESTATE BROKER
182 John Huebner 21 $9137,700 18 $7,328,700 39 $16,466,400 G E
ApAM URNEY, ESQ
183 Doug Harter 5 $2,975,000 1" $13,381,900 16 $16,356,900 adam@lawﬁrmmiles com 150 S WACKER DR. SUITE 2400
: CHICAGO, IL 60606
184 Eugene Fu 16 $10,627,500 7 $5,677,429 23 $16,304,929 Www.milesg_lrneylaw'com 312-929-0974
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PEOPLES

HOME EQUITY ! I 'I I I j

Powered By Peoples Home Equaty, Inc. MORTGAGE LENDING

YES ,WE PUT OUR MONEY GUNDERSON

ERE OUR MOUTH IS LAW FIRM

o Buyer On-Time Glosing Protection 9 Deposit Protection

We are o confident in closing your loan Under the same closing protection,
on or before the closing date that we will we will akso reimburse you for any lost
issue a 5500 closing credit, solely Earnest Money Deposit up to $5000.
J 3
LA - k e i | e O Agent Protection
€ Sclier On-Time Closing Protection ?\‘ " R When we issue a fully underwritten
We will close the nan on or before the closing &\\ b % approval and are unable to close your
date or we pay the sefler a $100 per day v, transaction solely from our ermor, we will
closing credit e y. i pay up ta $1000 for related inspections,
. : 9 - 7 '.H' appraisals or relocation expenses
! - e ¥ you have incurred.
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TLLLLLE

|Chad Lubben i

Sr. Mortgage Adviser
S NMLS # 447796

(312) 731-4939
- Chad@TheLubbenGroup.com
e www.TheLubbenGroup.com

TR

For Chicagoland's Real Estate Buyers ¢ Sellers, we provide personalized
legal guidance and counsel from Contract to Closing and Beyond.

2

THE GUNDERSON LAW FIRM, LLC
2155 W. Roscoe St. Chicago, IL 60618

o

Michael J. Gunderson

R e i CJ. Lamb
© 2018 Peoples Home Equity, Inc. NMLS# 63371 (312) 778-6088 | 358 W. Ontario St 1W, Chlcagio. Iif\ﬂﬁid . @ . WWWg u nd erso nﬂ rm.com | 3 'l 2_600_5000 | | nfo@g u nd erso nﬂ rm.com
Hlireoiis Residential Mortgage Licensee Mo, MB.GTS0717 B



PRSRT STD
US POSTAGE PAID
WILMINGTON NC
PERMIT NO. 40

s192npo.d vy 06edyd |

Phoenix Rising Home Staging can help you sell W,
your home faster and for more money. %%7

Y
Call and schedule your FREE consultation now "a Home Stasing & lrterior Design

PHOENIX RISING

with Chicagoland’s largest home staging company. WWW.CHICAGOSTAGING.COM 312-450-8365



