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BETTER AGENTS USE
BETTER INSPECTORS

IT BUILDS YOUR BUSINESS
FIND OUT WHY AT INSPECTINGCHICAGO/COM/REASONS

CHICAGO
BUILDING
NSPECTIONS

= Home Staging Consultations

HAVEN

me Staging and Redesign, Inc. = Occupied Home Staging

HAVEN Home Staging and Redesign, Inc. = Vacant Home Staging
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
Ready To Close STRANE

That Deal?

Shapiro Strane’s goal is fo provide our clients with the highest quality legal
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,
C " Justin St | e Selected to the 2017 through 2019 lllinois Rising Stars list
all Justin Jrrane. by Super Lawyers.
(312) 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
JUSH“ C. S'rune 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.
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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
GerardHaderleinLakeview-
Lawyer.com

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

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

Trivedi & Khan
(312) 612-7619
TrivediKhan.com

BUILDER

Ronan Construction
(773) 588-9164
RonanConstruction.com

BUSINESS

COACHING

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

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

Josh Moulton

Fine Art Gallery

(773) 592-3434
JoshMoultonFineArt.com

CREDIT

RESTORATION

Prime Credit Advisors
(708) 761-4844
PrimeCreditAdvisors.com

CUSTOM CLOSETS
Crooked Oak

(708) 344-6955
CrookedOak.com

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

DISTILLERY

Rhine Hall Distillery
(312) 243-4313
RhineHall.com

ELECTRICIAN
SDI Electric Group LLC
(773) 433-0750

sdiElectricGroupLLC.com

GARMENTS,
GROOMING &
EVENTS

Gentleman’s Cooperative

(312) 361-1166
gentsco-op.com

GENERAL
CONTRACTOR

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

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

HEATING &

COOLING

Deljo Heating & Cooling
(224) 410-7432
DeljoHeating.com

This section has been created to give you easier access when searching for a trusted neighborhood
vendor to use. Take a minute to familiarize yourself with the businesses sponsoring Chicago Real
Producer. These local businesses are proud to partner with you and make this magazine possible.
Please support these businesses and thank them for supporting Chicago Real Producers!

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
rcisllc.com

Straightforward Home
Inspections, LLC

(773) 998-0386
StraightforwardHomeln-
spections.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

www.realproducersmag.com -



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

Kevin Smith

State Farm Agency
(773) 772-2244
KevinSmithAgency.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.blueleaflending.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) 607-1M
www.movement.com

Neighborhood Loans
(773) 960-2278
MortgageBencks.com

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

Perl Mortgage
(312) 651-5352
amargulis.com

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

Ultimate Rate Mortgage
Company

(773) 636-4441
urmortgage.com

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

Wintrust Mortgage
(224) 770-2021
BillsLoans.com

MOVING COMPANY
Coffey Bros Moving
(773) 628-7798
CoffeyBrosMoving.com

Move-tastic!
(773) 715-3227
move-tastic.com

PAINTER

McMaster Painting &
Decorating, Inc.

(773) 268-2050
McMasterPainting.com

PEST SOLUTIONS
Rose Pest Solutions
(815) 871-2733
RosePestControl.com

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

Heather Allison Love
Photography

(872) 240-4257
HeatherAllisonLove.com

PLUMBING

Doc Mechanical

(773) 951-8158
DocMechanicalChicago.com

PROFESSIONAL
ORGANIZING

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

REMODELER

Arete Renovators
(872) 302-4170
AreteRenovators.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

STAGING

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

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

Phoenix Rising
Home Staging

(312) 450-8365
ChicagoStaging.com

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

TITLE INSURANCE
Chicago Title

(312) 223-2270
ctic.com

Saturn Title
(847) 696-1000

SaturnTitle.com

VIDEO MARKETING

Chicago Video Dude Inc.

(419) 503-0417
ChicagoVideoDude.

GUARANTEED

FAST CLOSINGS
OR THEY GET $1,000

HELP YOUR CLIENTS CLOSE IN AS SOON AS THREE WEEKS
WITH THE CHASE CLOSING GUARANTEE.

You're dedicated to helping your clients find just the right home; we're committed to helping
clients move in on time. And for current Chase customers, they can take advantage of our
on-time closing guarantee when they purchase a home. With our guarantee, we will help them

close on time or give them $1,000 cash back.

Visit a branch near you and meet up with a local advisor.

CHASE ©

This offer is for Chase customers, Ask me about eligibility, timing and documnentation requirements, Contract closing date must be at least 21 calendar days after receipt of

a complated morigage application, supporting documents and a fully-executed purchasa confract. Loan type, property type and other restrictions and limitations apply. This
offer is subject to change at any time without notice, All home lending products are subject to credit and property approval, Rates, program terms and conditions ane subject to
change without notice. Not all products ang available in all states or for all amounts, Other restrictions and limitations apply. The Chase Closing Guarantee may be reported an
Form 1099-MISC. Your clients should contact their tax advisor or the IRS for mare datails. For real estate and lending professionals only and not for distribution to consumers.
This document is not an advertisement for consumer cradit as defined in 12 CFR 1026.2(2)(2).

Home lending products offered by JPMorgan Chase Bank, N.A.

tenoer  ©2019 JPMorgan Chase & Co. 85167C | 9593022
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will receive a $1500

closing cost credit.”

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

-

It is harvest time for most of us. Open houses are in full effect

and the market is swarming with activity. This is the time when

©} 3

we implement our business plan we created several months ago.
How well you trained and prepared for the spring and summer

will soon be on full display. It was an honor to provide an envi-

ronment at our winter event where everyone in our community

could come learn practical tools to foster growth in their busi- lm

nesses during this season. - ———
r_4 —a—

I would be remiss if I didn’t mention all of our extraordinary

- 15+ years of lending experience E
Moms out there. Being a full-time Mom is a labor of love that Home Inspection Inc.

doesn’t even scratch the surface of the credit and recognition we S847-8588-3931

give it. That being said, most of you who follow me on Facebook

know that we are expecting our forth child! We are expecting a Ce I ebrati n g 3 0 Years

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

: : girl and we actually found out on April Fool’s Day (no joke) which
- Honest service and real advice .from a is so fitting for our family! .é;_— Of Service!!! ..é_—
dependable mortgage professional - i
Growth is painful a lot of the time and there are many ways we
experience it—family, business, spirit, relationships, etc. When
I'm going through a growth phase, I don’t like it. However, I know
it will be better and more productive in the long run, so I embrace We Offer: When
the process. 'm grateful and blessed to have both a growing fam- » Pre-Purchase Inspections Experience
(773) 6 54 -2 o 4 9 u a ra n te e d R a te ily and business. Our Chicago Real Producers team is expanding * Pre-Listing Inspections Matters!!!
g in June and I'm excited for what is in store for the rest of our * Pre-Drywall Inspections Call

community in 2019! » Commercial Inspections ECHO
J O E L RA I E Co M e » 5-Point Precision Inspections
. l ‘L Fighting the good fight, | o o i e . mmmemmee—me—me——eooo-

L Realtor, Attorney &
- BB

* Roof Certifications | Veteran $25.00 Discount
Andy Burton (et enpsiybntyt

Publisher, Chicago Real Producers “Providing peace of mind one home at a time since 1989

@EQUAL HOUSING LENDER Joe| Schaub NMLS ID: 224512; IL - 031.0008503 - MB.0005932 * Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) * IL -
Residential Mortgage Licensee - IDFPR, 122 South Michigan Avenue, Suite 1900, Chicago, Illinois, 60603, 312-793-3000, 3940 N. Ravenswood Ave., Chicago, IL 60613 #MB.0005932

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

andy.burton@RealProducersMag.com

www.realproducersmag.com - 11



P\ Lindholm
Roofing

“Our family has your family covered”™

|

Residential Kitchen, bathroom, basement,
& Commercial painting, additions & more

Slawek

‘Construction; Inc. \ 773-520-7788

3588 N Milwaukee Ave P: 773-283-7675
Chicago, IL 60641 E: Info@LindholmRoofing.com

W: LindholmRoofing.com sbconstruction9@yahoo.com

e 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.

12 - May 2019

malBEam R . A T

The Attorney for
Real Estate Investors.

847-361-0079

AntoniaLMillsEsq@gmail.com |

goosehead

INSURANCE

People are Talking about the
Goosehead Difference. ..

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

stake in your success than a service provide

goosehead

INSURANCE
“The Power of Choice”

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

[ |SMOOTH
MOVING M@VES

<> |AREN'T JUST
PACKING FOR THE

| |DANCE

7@ FLOOR.

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

1CC MC#: 158678

Home Warranty. Reinvented.

Silicon Valley Style

wellosuper.comfrealestate Morgan Bertler

4-55-SUPER

www.realproducersmag.com - 13
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P> agent feature

Jason FINN

By Chris Menezes
Photos by Heather Allison Love Photography

Like a true strategist, Jason Finn has always
looked two steps ahead. He’d anticipated his
path from the time he was in kindergarten,
growing up in Birmingham, Michigan, all the
way through graduating from University of
Michigan’s Business School, and even into his
first career—management consulting. The first
major surprise in his life came when he decided
that he was going to quit consulting and get his
real estate license. Without a clear roadmap,
the real journey began.

As a consultant, Jason was traveling four to five days a week.
After eleven years as a Chicago resident, and rarely being
able to enjoy the city, he knew something had to change.
With an uncanny ability to adjust to new situations and learn

just about anything, Jason set his sights on real estate.

When he and his wife, Tracy, bought their first home, they
worked with an agent who was “a nice enough guy, but did

us no favors when it came to negotiations and dealing with

i\The Real Group Team
at Baird & Warner®

a developer who struggled with commitment and deadlines,”
says Jason. “ [The agent’s] direction was almost always ‘what-
ever you think,” and as a consultant, I felt an agent should pro-
vide more guidance and more strategy. The relationship should

be a consultative one, and I knew I could provide that.”

When Jason got into the business in 2006, he made sure all
his cards were in a row, and that he knew every facet of the
industry. He took classes in home inspection, home systems,
mortgage finance, etc., in order to be able to give good advice
to his clients. He also found a great mentor and “followed her
around like a puppy” until he knew he was ready to thor-

oughly take care of his clients.

As the market began to slide into recession, Jason became
concerned that he wasn’t going to be able to “carry his own
weight,” financially speaking, which was another first for
him. Tracy had a salaried position with benefits and was sup-
portive of him, even when he began to aggressively pursue

another newfound passion: poker.

What started out as a weekly poker game with a few consult-

ing colleagues and a couple clients, “playing for fun” quickly

www.realproducersmag.com -

15



evolved into an obsession of sorts.

Jason read dozens of poker strategy
books in less than two months, and
before long, was making part of his
living playing poker. In fact, in 2007,

he was playing so much poker that he
sold more homes, and negotiated more
contracts, while physically seated in the
Venetian Poker Room in Las Vegas than
he did while in the state of Illinois.

As Jason’s real estate business began
to grow, poker returned to a hobby of
passion, and real estate became his
primary source of income, as it was
intended to be. However, in 2010,
Jason believed that real estate was
only going to be a five-year career
for him. So he was pursuing outside
business interests that he thought
would eventually supplant his real

estate practice. In 2011, he founded

Geek Chicago, a marketing agency
and digital consultancy that supports
small to medium-sized businesses and

the political world.

“Geek Chicago is a website develop-
ment, SEO, and social media man-
agement business. We're fortunate to
have worked with political candidates,
including a current mayoral candidate,
aldermanic candidates, and officials

at the city and county levels. We

also work with law firms, insurance
companies, home inspectors, mortgage
lenders, private clubs, and a large real

estate brokerage,” says Jason.

With two major businesses competing
for Jason’s time and attention, he kept
trying to reconcile the two profes-
sions. He often thought to himself,

“What kind of successful agency own-

er needs to sell houses on the side?”
And alternately, “What successful
real estate agent is spending time
building websites for other people?”
Then, he heard digital marketing guru
Gary Vaynerchuk say, “A successful
real estate practice is just a digital
marketing agency that happens to sell

houses,” and a light went on.

Jason concluded that the two busi-
nesses should be supporting each
other, and, in fact, that’s exactly what
they were doing. In the early days,
Jason’s real estate income allowed
him to build his marketing practice
without using outside capital. Today,
his digital marketing work generates

business for his real estate practice.

“More importantly, the two business-

es help to satisfy different parts of my

brain. I suppose it’s fair to say that I need a lot of
stimuli to stay engaged, productive, and ulti-

mately, happy,” says Jason.

Although Jason’s varied professional interests
help to maintain his happiness, his family is
the major source of it. He and Tracy met on

a train between Amsterdam and The Hague
in 2000. They were both working in Europe,
and living in two different cities—Jason was
in Chicago and Tracy was in New York. Tracy
moved to Chicago in 2004 and they were
married in 2006. They have to two “dynamic,
passionate, and brilliant” kids—Liam (9) and
Ruby (5). With no other family in Chicago,
they tend to do a lot of traveling, both for lei-

sure and to visit family.

When Jason is able to set aside his business
for a bit, and when he isn’t focused on his fam-
ily and traveling, then he is still an avid poker

player. He’s actually parlayed his passion for

poker into a third job of sorts, albeit
a very part-time one. For the past
decade, Jason has been hosting Windy

City Poker Championship, which televises
charitable poker tournaments and airs on NBC
Sports Chicago, and is syndicated across the
U.S. As part of his work on the show, alongside his
annual trips to the World Series of Poker, he has ex-

panded his network of friends, acquaintances, and the list

of people he’s been fortunate to play poker with, including
stars of the stage and screen, athletes, difference makers, and

an untold number of real estate agents.

‘While Jason could have never predicted how his life would unfold, he
couldn’t be happier with how it has all played out. “Being successful
in real estate, like in most things, is a journey, and consistency is key,”
says Jason. “Figure out what you do well, and what you enjoy doing,

and make those two things a core part of your business.”



THE FEDERAL SAVINGS BANK

BEING SUCCESSFUL

IN'REAL ESTATE LiKE
IN MOST THINGS |
ISA JOURNE\,_( AND
CONSISTENCY IS KEY,
FIGURE OUT WHAT YOU
DO WELL, AND WHAT
YOU ENJOY DOING,

DON'T GET HUSTLED BY ANOTHER LENDER,
WORK WITH AN

Tammy Hajjar Miller
Senior Vice President, NMLS# 981615

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

Member

AND MAKE Tﬁosel'rwo B sl
THINGS A CORE PART AFFORDAEBLE & RELIAEBLE MOVING COM PAN
OF YOUR BUSINESS.”
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STAGING SERVICES
@ LOCAL MOVING @ PACKING TO HELP BUILD YOUR BUSINESS
& OFFICE MOVING & LABOR ONLY REFER YOUR CLIENTS AND
& LONG DISTANCE MOVING & STAGING
& STORAGE & JUNK REMOVAL CALL US TODAY AT

1-833-GET-MOVED

AND MAKE ANY MOVE
LESS STRESSFUL!

3236 North Pulaski Road - Chlcago. IL 60641
Locally Owned & Operated - www.coffeybrosmoving.com

American Moving & I overs
ﬁﬁﬁw . Rm‘g E v [m“ 5 Aﬂ%ﬁm g‘n‘?‘n"mme Commission
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Q Blueleaf Lending ] ( SAN CI‘E c MS|
.R CI S i Custom Mirrors & Shovl;]egé

st g Sommey v :
| i i Good Craftsmanship
cAL ‘ | . L PAUL A. YoukHat Takes Time! |
METODARSS *'— .2 =, A ! 4 | = 0B We believe in quality, not q ntit
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SOLUTIONS ' ""i' vs know who will be perform No matter the situation let The Law Offices of

Paul A. Youkhana lead you in the right direction.

Business General Civil Matters Real Estate
GEORGE KAMBEROS
A b Ao e i P MBS

Q) Blueleaf Lending CITY OFFICE SUBURBAN OFFICE
| b | F 541 N, Fairbanks CL, #2200 4819 Main Streel. Ste.. D
Blueleal Lending = A subsidiary of Midwest Community Bank i b Chicazo. Illinois 60611 Skokie. Illinois 60077
I d 1 A s~ i 1 v

112$. Sangamon Street, Chicago, IL 60607 Tel: (312) 809-7023 Tel: (847) 213-1008 Julio Sanchez (773) 255-7586
0:312-546-3297 | C: 708-307-6812 Pre-Parchase Inspection = Pre-listing Inspection - Commercial Property Assescmest Fax: (312} 809-3995 Fax: (847} 213-0779 Owner juliosanchez464@gmail.com

GeorgeK@blueleaflending.com @ ’ﬁlﬁﬁ

5 ialf rcial/M | Lending! Bthi ) : : i
Residential/Commercial/National Lending = _ K3 Check Us Out on Facebook @ Shower Doors & Mirrors

info@youkhanalaw.com  www.youkhanalaw.com

with Home Staging & Redesign

“There have been countless times where I have had

to overcome hurdles with difficult listings that were

not selling. When this happens I immediately turn

to Mia. She is a true professional and has helped

my clients in many different precarious situations. L O V E P H O T O G R A P H Y
Each and every time resulted in a sale of their

home. Do not hesitate to call her whether an entire

home needs to be staged or just a room. She will
put her skills to work while being sensitive to your

e st gt ILLUMINATING YOUR AUTHENTIC SELF

THROUGH OUR UNIQUE ARTISTIC LENS

Mia Hable, Designer
miahable@artfullyarrangedstaging.com | Call (872) 903-3591 today for a consultation.

www.artfullyarrangedstaging.com @heatherallisonlove | heatherallisonlove.com

(872) 240-4257
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Speaking

Eifectively

With Your Clients About the Market:

The 2019 North Side Chicago real market in March showed up
so far (statistically speaking) very similar to 2018: the number of
contracts written and closings each month are down (and have
been down month after month and month OVER month since
the middle of 2018). And through February, in the condo market,

prices have started to fall.

The US housing market peaked in 2005 when I was a brand-new
agent. The following year, the market in Chicago’s North Side
neighborhoods had hit its own peak. What followed for the next
six years was a historically unprecedented value decline in hous-
ing. While weathering the storm in 2008, I noticed that the buy-
er-side of my business had been growing steadily since I started,
but I couldn’t sell my listings! I sold just seven of the twenty-six
listings I took in 2008.

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 b WA and USDA Loans

BERT

MYPERLTEAM COM

312.651.5

B47.529
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Understand the Market!

Upon digesting those numbers, I had an important realization:
what I thought I knew, and what I ACTUALLY knew were not the
same. I thought I knew how to sell listings. I thought I knew how
to help sellers. I thought I knew the right things to say, and at the
right times, to get the job done.

In reality, I didn’t know how to price homes correctly (it hurt to real-
ize this). I also didn’t know how to BEGIN to understand the real es-
tate market (and every single client was asking me about it). I didn’t
have ANY skills (my market had been doing all the heavy lifting for

me). It had been too easy for too long to sell listings.

| KNEW | NEEDED TO DO THREE THINGS TO GET ME
THROUGH THE SHIFTING MARKET:

1. UNDERSTAND THE REAL ESTATE MARKET BETTER

Let’s stop pretending that a couple of graphs and charts on our
Facebook pages means that we actually KNOW something. Last
month I talked about that dirty word I can’t stand: “stats.” Posting
“stats” doesn’t do anything to help you understand the market.
And it often doesn’t fool your clients either. In fact, agents I've
coached have often told me they’re terrified of the possibility that

their clients will ask follow-up questions!

Facing the music is hard, but important: we, as agents, just don’t
always know as much as we should about how the market works.
But the good news is it’s easy! There are two things you can pull
(on your own, just by searching) anytime from the MLS that will
give you a quick thermometer: (1) the NUMBER of sales occur-
ring, and (2) PRICES.

If you picture the real-estate market as a roller coaster, the
front car is the NUMBER of sales (our leading indicator). You
can tell a lot about what’s happening, and what’s GOING to
happen in any market (Chicago, just Lakeview, just the North
Side neighborhoods, or whatever micro-market you want to
explore) by comparing the NUMBER of sales (closings) in any
given month to the NUMBER of sales made in the same period

of time the previous year.

For instance, if I go to MRED and look at the number of closed
condos in Lakeview and Lincoln Park in January of 2018, that
number is 136. If I look at that same number for 2019, the number

is 112 (down almost 18 percent!).

If you did the same thing for Decem-
ber, February, and March, and started
to see a downward trend, it’s reason-
able to predict that prices will get
soft. Because PRICES sit in the last
car of the rollercoaster—they come
over the top after sales have already

started to decline.

The same is true in reverse: if more
sales are occurring for months in a
row, prices should start to rise. Imag-
ine the roller coaster is at the bottom
of a hill now, but it’s starting to climb
back up the hill—the front car (NUM-
BER of sales) is pointing up, while
the back car (PRICES) is still sitting
at the bottom of the hill or “pointing
down.” This phenomenon happened
in Chicago in 2012: the NUMBER of
sales started to rise rapidly in 2012,
but PRICES were down in 2012 (and
didn’t start rising until 2013).

2. EXPLAIN THE MARKET BETTER
As professionals, we’re often

asked: “How’s the market?” And
we’re taught through habit to say,
“GREAT!” And I’'m here to say that
that answer is the lamest, small-talk,
cocktail-hour nonsense answer ever.
We’re supposed to be experts. We
have to do better.

“There’s no such thing as a good
market, or a bad market. There is only
a buyer’s market or a seller’s market.” -

Unknown (seriously, I can’t remember)

That quote blew my mind when I heard
it! How “no duh” is that? It’s totally
spot on! Someone ALWAYS has the ad-

vantage in a market. Our job as agents

is to help our clients understand their oppor-
tunities! The market is never just “great.” It’s
ADVANTAGEOUS for buyers OR for sellers
(and at times, it can be for both).

How many times have you been asked

“When should we sell?” or “We’re thinking
about waiting another year. What do you think
the market is going to be like in a year?” What if
you could answer that question by showing your
client a few key numbers about the
market, explain how those num-
bers relate, and give them a clear
hypothesis for what should or will
most likely happen? Wouldn’t

that make you an expert?

If we understand the mar-
ket (see above), and we

can explain the market
mechanics to our clients
(so THEY understand),
we’re considered “experts.”
And when we’re experts,
our clients trust us to help
them make smart, informed

decisions.

3. DELIVER VALUE
When we’re able to deliver
information and expertise
beyond our clients’ (typically
basic) expectations (robot
voice: “Make flyer. Put sign
in yard.”), the relationship
becomes VALUABLE! When they
consider the relationship valuable,
they do crazy things like refer their

friends and write glowing reviews (with-
out being asked). And sometimes they even
ask my favorite question: “What do you think
we should do?” And that’s when you know

you're really going to make an impact.

ABbout the Author:

Phil Byers graduated from Ohio University in 1995 with a Bachelor’s Degree in Journalism
and went on to a successful nine-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 neighborhood market expertise available anywhere in
Chicago. Along with a focused operations team, Phil is able to make sure every detail is con-
sidered 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.

business €4

By Phil Byers
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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.

COMPLIMENTARY 3D RENDERING HUNDREDS OF COLORS & STAINS AVAILABLE CHOOSE FROM A LARGE SELECTION OF
PROVIDED FOR EVERY PROJECT OR WE CAN CREATE ONE JUST FOR YOU SOLID WOOD & MELAMINE MATERIALS

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

Ronan Construction, LLC
has the experience to
execute your construction
goals. We develop
QUALITY not quantity.
Exceptional work ethic and
quality, and luxurious
finishes that far exceed
the industry standards.
With a full time crew of
skilled craftsmen of
carpentry, brick laying, and
design we are experts at
handling any scope and
size project.

We offer a full range of
property development
services.

A family owned construction company.
nmna n 4415 N Drake Ave. Unit # 1F, Chicago, IL 60625 773-588-9164

CONSBTRUCTION info@ronaninvestors.com www.RonanConstruction.com

"'( Trivedi & Khan

_, ATTORNEYS AT LAW

RESIDENTIAL & COMMERCIAL REAL ESTATE
BUSINESS TRANSACTIONS | COMMERCIAL LITIGATION

r" At Trivedi & Khan our attorneys and paralegals have
' years of experience helping individuals, families,
investors, developers and business owners in every
aspect of residential and commercial real estate.
Our attorneys will ensure that the client’s
interests are protected. will deftly move the
negotiation process along. and get to closing.

1345 Wiley Rd. 550 W. Washington Blvd
sh ivedi Ste. 110 Ste. 201
e Schaumburg. IL 60173 Chicago. IL 60661
www.TrivediKhan.com {zzt' ] 353-6346 {31 2 ] 612-7619 o @
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WHICH BUSINESS STRUCTURE will
save you the most on your tax bill?
S-Corp, LLC, or 1099 Independent
Contractor?

HOW WILLTHE NEW TAX LAWS
impact you as a Real Estate Agent?

ARE YOU PAYING YOURSELF ENOUGH
salary to reduce the risk of being
audited and penalized by the IRS?

Real World

Tax Expertise
for Real Estate Agents

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

CALL MONOTELO TODAY and let us provide you with a tax and salary review that can
save you 58,000 - $12,000 per year while decreasing the risk of a painful IRS audit.

MONOTELO

ADYISORS

monotelo.com 312.757-5151 info@monotelo.com
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SOCIAL
SELLING
MADE
SIMPLE

Mission 2 Organize

Urban Organizing & Concierge Service

* Organizing
» De-cluttering
» Closet Design

* Filing Systems
» Paper Management
» Office System Integration

* Move Management
» Organized Packing

» Unpacking We LOVE Organizing
ek 773.830.4070

www.Mission20rganize.com
Mission20rganize@gmail.com

KN EERE N
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By Marki Lemons-Ryhal

Social Selling Made Simple With Marki is the
place for REALTORS® to learn how to use
social media and tech, so they can sell more
homes and help more people. We hold real
conversations with industry leaders, success-
ful agents, coaches, and social media experts,
who break down their best strategies to

attract clients online.

Our industry is behind when it comes to
leveraging social media and technology for
marketing, and it’s affecting our businesses

in a major way. Many agents are intimidated
by it because they feel like they are never in
enough places online or posting enough to
enough people. How do you overcome this
fear? What easy strategies can you imple-
ment into your social media usage to generate
leads? And why is engaging through social

media worthwhile?

Here’s what I know: People are telling you all of
their business, and in real time on social media,
about every major life occurrence that could

lead to a successful real estate transaction.

Social media is overwhelming for most agents
because they fear that they aren’t doing
enough. It’s all about using social media to
listen—allowing you to implement these
cost-effective strategies and tools that can

increase your leads:

1. Invest 60 minutes per day on social media:
listening, updating your database, and finding

out what’s important

2. Outsource your routine social media prac-

tices, not your messaging

“An ambassador is someone who speaks high-
ly of you and refers you willingly.” - Michael
Mabher, entrepreneur, speaker, trainer, and
best-selling author of 74e 7 Levels of Commu-

nication.

Personal ambassadors are rare, but they are certainly worth the
search. They are the people who will multiply our relationships,
reach, and impact. But they don’t just show up on their own. We
have to nurture them by giving value, and care about them be-
cause that bleeds into the kinds of questions we ask, the things
we say, and the way we treat them. Ultimately, it’s about being
strategic and tactical with direct methods that lead to a conver-

sation that leads to referrals.

“People resonate the most with you, your authentic self, and your
real life.” -Dustin Brohm, REALTOR® in Salt Lake City, Utah;
host of Massive Agent Podcast, and national speaker and trainer.

Every element of real estate has a tech component, and now-
adays, every part of our marketing and branding has to have

a social media aspect. The way we utilize social media is very
important. If we’re constantly posting content that just sells to
people, doesn’t pique their interest, and doesn’t authentically
show who you are, you won’t make an impact. The relevance
and authenticity of your content is how people make a connec-

tion with you, and it makes them want to buy from you.

“The goal of a chatbot isn’t to replicate or replace the conversa-
tion—it’s to start the conversation.” -Zach Hammer, real estate
marketing consultant, productivity coach, author, lead-gen

wizard, and founder of Real Estate Growth Hackers.

If we don’t use chatbots correctly, they’ll end up going the way
of the phone tree: no one will engage with them, and they won’t
achieve anything. If we want the technology to succeed, we
have to always remember its goal: it’s not meant to completely
replace the conversation, but to start it off so that we’re more
likely to get potential clients on the phone. We have to be in-
tentional and targeted with what we’re trying to do so that the

chats flow naturally and feel good to the end user.

“If you know what your intention is for your social media mar-
keting and your business, everything else falls into place a lot
easier.” -Tracey Hicks, founder and owner of All Things Real
Estate. All Things Real Estate was started back in 2014 as the
dream of one small team (one REALTOR® and one designer)
that was dedicated to the idea that real estate marketing materi-

als didn’t have to be ugly, boring, or one-size-fits-all.

The most important thing you need to have in all your market-
ing and business development is the intention. Ultimately, if
your intentions are good and you want to really help people,
that attitude will show through in all of your content and social
media posts. Make sure everything you do has a strategy behind
it, and be consistent. The strategy that works is the one that
you follow through on.

‘ ‘ PEOPLE

RESONATE

THE MOST WITH
YOU, YOUR
AUTHENTIC
SELF, AND

YOUR REAL LIFE.”

You may listen to our latest interview at "
www.socialsellingmadesimplepodcast.com. 0N
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J0 DIFFERENCE

Buying, selling
and living well.

When it comes to keeping your heating and cooling system in good
working order, you can always count on Deljo Heating & Cooling.

Since 1922, generations of Chicagoland residents and business
owners know that Deljo provides the highest quality HVAC
products and services available.

Deljo keeps you and your property warm in the winter, cool in the
summer and comfortable year round.

HEATING AND COOLING INSTALLATION AND MAINTENANCE
INDOOR AIR QUALITY TESTING AND IMPROVEMENT
DUCTLESS SYSTEMS INSTALLATION AND MAINTENANCE
EMERGENCY HVAC SERVICE 24/7

FINANCING AVAILABLE

SERVICING ALL OF GHICAGOLAND

CALL OR CLICK #thedeljodifferance

773.663.4923 deljoheating.com




By Chris Menezes

Photos by Carlos Miranda
“Success is when
you become mean-
ingful to the people
around you,” says
Daniel Xia. Daniel
discovered the truth
of that statement
after becoming a
REALTOR® in 2014.
Before that, he was
working from 5 p.m.
to 5 a.m., five days

a week as a bond
trader for a prop
trading firm, staring
at numbers on eight
computer screens for
twelve hours a day,
not realizing he had
a hidden passion for
working with people.
“I had no idea what I truly
wanted to do back then, not

until I started working as a real

estate broker,” says Daniel.

Up until that point, Daniel
was just walking the path that
was being laid out in front of
him. He grew up in China and
came to the United States to
attend Ohio State University,
where he double majored

in math and economics. His

father always wanted him to
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become a professor, so
that’s what he worked
towards, until grad-
uate school, when he
realized that he didn’t
want to end up writ-
ing papers and doing

research every day.

After graduate school,
Daniel put his master’s
degree to work by se-
curing a well-paying job
in the trading business.
Although being a trader
paid well, he just didn’t
have the passion to
devote himself to it for
the long term. Then, he
bought his own condo,
and the whole experi-
ence fascinated him. As
he considered becom-
ing a REALTOR®, he
thought to himself,
“Meeting a lot of people
sounds way more fun
than sitting all day

in front of computer

screens.”

Although Daniel loved
meeting and helping
people, he had a tough
time when he first
became a REALTOR®.
And going from a
well-paying job to mak-
ing nothing put a lot of
pressure on him. As he
came close to emptying
his savings account,

he slept less and less,
staying up and thinking
about how to get deals
done. After several
months of struggling
and exploring the busi-
ness, he finally broke
through and started
making consistent
money, becoming a Chi-
cago Top Producer in
2016, 2017, and 2018.
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Daniel and his Pembroke Welsh Corgi, Poyo

As a strong networker, Daniel
not only loves meeting new peo-
ple, but he also loves connecting
people to each other. “I like the
feeling of being helpful to people,
being valuable to them. Not only
do I'love helping my clients find
their dream home, which is ex-
citing, but I love that I get to help
them choose the best investment

for their future as well,” he says.

Daniel also loves that he gets to
spend time exploring the city ev-
ery day and learn the history of
all the different communities. He
has familiarized himself with the
city so well that his close friends
call him the “Human Yelp.” He
always knows the best restau-
rants and places to go, no matter
the neighborhood.

You can often find Daniel and his
wife, Celia, with their Pembroke
Welsh Corgi, Poyo, at the dog
parks in the south loop or hang-
ing out at Montrose Beach in the
summertime. Winter is Daniel’s
favorite season because he loves
to ski, which works out well with
real estate—winter being the

slow season.

Daniel supports the colleges he
attended as a way to show his
gratitude for preparing him for
his future. He also donates to
quite a few Chinese student orga-
nizations at several Chicago col-
leges, like DePaul, Loyola, SAIC,
Columbia College of Chicago,
and others. “They are literally
connecting and serving the minor
group of international students,
which I believe is very difficult,

but important,” says Daniel.

Daniel feels grateful to be part
of the top producer community
and to be recognized within “this
talented group,” he says. “I am
trying to learn as much as I can
from them and work harder so
that I can be one of the best bro-

kers in Chicago one day.”
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Give your home

the protection
it deserves.

2 ® CALL US TODAY:
OSE (800) GOT-PESTS

PEST SOLUTIONS

PEST INSPECTION EXPERTS SINCE 1860

Kevin Smith, State Farm

A h el iy Your home is where you make some of your best memories, Schedule More,
ooy com and that's worth protecting. We're here to help. Save More!

& StateFarm LET'S TALK TODAY. Ask us how you can
qualify for our
s, ) 1) e et discounted rate’

ROSEPESTCONTROL.COM

Working With Contractors Shouldn't Be Harc
We Deliver On Time and Within Budget.

-

Whether you're having electrical problems,
adding outlets, upgrading a panel to accommodate
a new appliance, wiring a new home, or installing
Smart Home Automation, you'll need to hire a
reliable licensed electrician.

Contact SDI Electric Group for all your needs!

i

We want to be your “Go To” inspection company...
We're not going to fit every broker’s style.
But...

SDI Electric Group, LLC.
(773) 433-0750

WWW,SDIeleCtrngroupllC,Com "Great people! Honest Company!! are yﬂll tll'ﬂd Of iﬂﬁpﬂc‘tﬂrs that...

F = 24/7 Emergency Response W Fantastic quality!!" -Marcel P.

s L

» quote code like they're pretending to be municipal inspectors?

» rush through the Client inspection experience so they can get
to their 3rd, 4th (or do we dare say) 5th inspection of the day?

* know a lot, but communicate poorly with Clients, or even condescend?
= know a lot, and overwhelm Clients until their eyes glaze over?
» furnish complicated, hard to understand Reports that confuse Clients?

We don't do any of that stuff. We keep it simple.
We offer the best inspection expereince on both sides of the fence.
Try us once, you might like us, a lot.
773-998-0386

Eis (]
- p-.r_

__‘-ﬂ;h- !
20

MICHAEL BENCES

www.morigagebeancks.com
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What started as two investment bankers in Chicago wanting to save a small, fine art specialty
mounting business called Lamin-8 Services, all while transitioning into business ownership in a
niche market, has evolved into one of the most expansive groups of artisans that can handle the

breadth of a client’s artistic needs—whether they be an amateur iPhone photographer, professional

36 - May 2019
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By Chris Menezes
Photos by Heather Allison Love Photography

artist, fine art connoisseur, interior designer, homeowner, art gallery, or museum.

“The art services business is very fragmented. There
are a number of people operating within it who have
a particular area of expertise that they excel at.
However, many clients have broader needs, and have
a difficult time navigating the industry and finding
the right solution for their situation or project. The
evolution of our company illustrates this fragmenta-
tion as we have sought to unify them,” says Joe Liss,

co-owner of Artmill Group.

From the acquisition of the original fine art mounting
business, Artmill Group gradually expanded into fine
art photography printing, custom art and picture
framing, wood carving, specialty custom finishing,
gold and silver leafing and gilding, specialty furniture
fabrication and restoration, custom mirror silvering

and fabrication, and art handling and installation, all
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ooo with the goal of being able to meet more

of the existing needs of their clients.

All of these specialty services were operat-

ing as independent businesses when they

were acquired by Artmill Group, and now

they operate together as one collective.

These businesses include: Seaberg Picture
Framing, Artmill.com, Armand Lee &

Co, Prints Unlimited Galleries, the Frame

Forum and Princeton Frame.

Seaberg Picture Framing, acquired in

2014, primarily focuses on serving the

professional art community, including

local and national art galleries, museums,

Sk
N i
QH

——

art dealers and designers, and profession-

al artists.

Artmill.com launched in 2014 as an
e-commerce website providing a range
of contemporary framed and frameless
finishing alternatives for digital photog-
raphy.

Armand Lee & Co, acquired
in 2016, provides custom
fabricated frames, antique
mirror and specialty glass-
work, specialty finishing, and
art and furniture restoration

services. Their primary cus-

Sl

R

tomers include designers and high-net-worth families,

individuals, and private art collectors.

Prints Unlimited Galleries, acquired in 2017, provides
traditional and contemporary picture framing services
from Artmill Group’s gallery location in the Lincoln
Park neighborhood of Chicago. It also has a corporate
art division providing art sourcing, and design and
installation services to corporate clients, primarily in

the healthcare and hospitality industries.

The Frame Forum and Princeton Frame, acquired in
2015 and 2017 and located in Lake Forest and High-
land Park respectively, provide custom framing and art

services to the Chicagoland North Shore communities.

Customers of Artmill Group have access to this col-

lective of highly skilled craftsman and profession-
als. While this list of specialty services is impres-
sive as is, Artmill Group hopes to continue adding
new services and more specialists to their growing
team. The great part about Artmill Group operating
as one cohesive business is that it can offer quality
products and services at affordable prices to their

ever-expanding base of customers.

“Our range of services is aimed at helping virtually ev-
eryone with all of their art, decorating, and wall décor

needs,” says Liss.

To learn more about Artmill Group’s extensive services or to
contact them for a consultation, visit www.artmillgroup.com, call
312-455-1213, or email them at info@artmillgroup.com.
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PRIME CREDV
[.I=. ADVISORS 7 ‘:_-;_.::"_-‘

ARE YOUR CLIENTS MORTGAGE READY?

We make the journey towards great credit
g smooth ride!

CHICAGD TITLE @AM HELF YOU

RISE TO THE TOP
OF THE LIST

primecreditadvisors.com

Why aur dlients choose us:

 100% Maney-Bock Guarontes %
- Ho Monthly Fees )

- Highest Removal Rates :

- Fostest Credit Repuir Mtk B
(3060 doys)
+ Professionol ond
Personal Approoch & .
+ Industry Leading Services d iscover the Poss
- Debt Settlement Assistance C Marke
- Requstered ond Bonded
- A+ Rafing with BBB

| DATA + CONTENT + DESIGN

Ighly rgeted d Generation
Effectiv sting Acquisition Programs

Strategic Marketing, Branding & Design

||||||||||||||||

ibilities Today

----------

wIEH,LHIR

» CORPORATE DINNERS = COCKTAIL PARTIES = EXPERIENTIAL EVENTS
SPRING EVENT @ RHINE HALL DISTILLERY

Thursday, May 23 from 12PM - 2:30PM

FOOD & DRINKS PROVIDED « MUST RSVP; LIMITED CAPACITY

Mention “REAL PRODUCERS?” and get

10% off your showroom rental.rate PRIVATE EVENT FOR CHICAGO REAL PRODUCERS AND PREFERRED PARTNERS ONLY
CONTACT ANDY.BURTON@REALPRODUCERSMAG.COM
111 WJackson Blvd, - : Shize MLt Pirtillery Lo locsig in St Tulton mrier gued ¢ openatee by latnergenter oo
Penthouse} production of fruit brandy with an emphasis on how it is produced throughout Europe. Come check us out!
Chicago, IL 60604

BRHINE HALL
© lorna@gentsco-op.com (W 312-361-1166 www.penthouselll.com -O®00+

2010 W. Fulton St. e Chicago, IL 60612
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Protect your property rights
with Saturn Title.

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

How We STAND OUT:

Full spectrum of products, commercial and Residential closing,

HICAGDO

"Delicious from starter drinks to the meal, then dessert and coffee after.

: : L . Attentive service, helpful staff and a great evening.” - Kaf L., Facebook Review
including general and specialized services and departments.

Advanced technology, resulting in exceptional quality | Streamline every process
Lunch
TLES - SUN: 1AM - 3PM

(Closed Monday)

Brunch
FEi = SUN: 10AM - 3PM

Communicate faster and more accurately with all parties involved

Outstanding service and accountability | Highly skilled individuals

. Dinner Bar
Agnes Mroczkowski SUN & TUES: 5PM — 9PM UN & TUES:11AM - 9PM

Manager v (Closed Monday) WED & THURS: T1AM - T2AM

SATU RN Email: agnes@saturntitle.com ' WED - SAT: 5PM - 10PM (Closed Monday)
: Mainline 847-696-1000 FRI & SAT: TIAM - 1AM
w TITLE LLC Fax 847-696-1001
1030 W. Higgins Rd #365
Park Ridge IL, 60068

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

L

872.888.8776 | www.onwardchicom 'f1v]O)
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NOW UNDER CONSTRUCTION
(‘ l l DELIVERING SPRING 2020

A collection of 34 light-filled corner condominium residences with

' I I spacious plans and impeccable interior desien by Gary Lee Partmers,

Two, three, and four bedroom residences from £999 500)
SUPERIOR HOUSE
MeumratmRi ool GALES GALLERY
405 W Superior Street; Tues 1lam-2pm, Sat & Sun 12-4pm

To schedule a private showing, call 312.626.0366

supe rio ]'E 1OUSC.COIT
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Real
Estate
Group

-~ (@properties am

SIGNATURE SERIES

A 3 Camera Set Up that offers a
Professional, Educational, and
Personal branding approach.

JUSTIN BARR

Video Producer / Creative Editor

419-503-0417
ChicagoVideoDude@gmail.com

www.ChicagoVideoDude.com

CONTACT ME FOR A FREE CONSULTATION'!
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By Chris Menezes
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Photographed at Schubas Tavern

GIVING HER ALL

Born into a real estate family from
Milwaukee, WI, Erin Mandel has
been around real estate and de-
velopment her entire life. Perhaps
it was the indoctrination of the
business that sent her running

far away from it as a young adult.
Instead of embracing what she had
unintentionally been primed to

do, she pursued a career in music
instead, working in international

publicity for Universal Records.

After an incredible experience with
Universal Records in both Los Ange-
les and Paris, Erin decided that she
would leave her passion for music so
it could remain just that, a passion.
She decided to enter real estate in
2005. And she found that her music
industry experience added to her

ability to succeed as an agent.

Having received a bachelor’s degree
in journalism and mass communica-
tion from the University of Wis-
consin-Madison and a certificate in
French language and culture from
the Université Paris Sorbonne-Paris
IV, Erin had cultivated exceptional
interpersonal, verbal communica-
tion, and interactive skills that lent
itself to helping people within real

estate. In addition to that, Erin grew

up between two families, the dynam-
ic of each drastically different, per-
haps this equipped her with the tools
to quickly adapt to ever-changing
scenarios. Together, these experi-
ences enabled her to effectively work
with buyers, sellers, and agents in

even the toughest of negotiations.

“I like to help people make good de-
cisions. I also love being a part of the
process in their major life changes.
It’s with great pride that I assist my
clients as they buy and sell real estate
to accommodate their ever-evolving

lives,” explains Erin.

Erin gives all of herself to every
transaction. In fact, she puts so much
of herself into her business—each
transaction requiring a personal effort
of asserting her skillset to the next
level—that she’s found separating
herself from the brokerage can often
be a challenge. At times, she needs to
remind herself that real estate is cy-
clical and that every transaction will
inherently have its own challenges
that might be out of her control. The
last dislocation of the market helped

Erin see this very clearly:

“I learned so much. It gave me the

tools I needed to plan for the most

stressful and unplanned set of
circumstances. From that, I know
that there is always a solution, and
to trust the process. It is the key
to managing expectations for all

parties,” she says.

Erin joined @properties in 2010
and has been perennially ranked
among the top 1 percent of Chi-
cago REALTORS® ever since. In
2012, the Women’s Council of
REALTORS® named her Entrepre-
neur of the Year. In addition to the
many awards and recognitions she
has received over the years, Erin
served as a director of the Chicago
Association of REALTORS® (CAR)
from 2014-2017, and in 2018, she
received the REALTOR® Achieve-
ment Award in recognition of her
leadership within CAR.

“No one agent can accomplish
greatness alone. I have the most
incredible team,” says Erin. “They
assist me in every way to assure
that our brokerage is maintained,
our clients remain informed, and
no detail is overlooked. There is
no task too small. It is with con-
fidence and a cohesive approach
that we garner the desired out-

come for each and every client.”
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I find inspiration everywhere. In my family, in my
friends, in my mentors, in my team, in my clients,

my developers, in e
me with their tal
always choose to

musician that has graced
he says. “Without a doubt, I
round myself with people that

are extraordinary—for that, I am eternally grateful.”

The best gift that real estate has

given to Erin has been meeting her
“better half,” Geoff. One day, Geoff’s
father, Buzz (Erin’s greatest mentor),
sent Erin to check out one of Geoff’s
listings, “I left that showing forever
changed for the better. It’s remarkable
what happens when your passion and

your heart align as one,” says Erin.

Outside of the business, Erin loves in-
dulging in music, whether it’s discov-
ering new music or going to a concert
or music festival. This is often coupled
with her passion for travel and seek-
ing new experiences. You can often
find her watching bands perform at
Schubas Tavern, “one of the best small
music venues in the country,” Erin
says. She loves the range in style and
size of each band that plays there, as
well as the rich history of the venue,
which extends back over 100 years.

Erin is also very close to her fam-
ily, especially her siblings, Jordan
and Edyn. Jordan’s wife, Kimmy,
is also a successful REALTOR®.
They welcomed their first daugh-
ter, Aubrey, last year. Becoming
an aunt has been an incredible
experience for Erin. Edyn just
moved to Chicago and Erin is
looking forward to seeing Chicago
again through her eyes.

Erin is very passionate about
giving back to the community. She
supports several non-profit organi-
zations that include Children’s Spe-
cial Charities & Special Olympics
of Chicago, MARWEN, Children’s
Hospital, The Greater Chicago
Food Depository, Ronald McDonald
House, Step Up Chicago, JUF, No
Kid Hungry, @properties charities,
and Habitat for Humanity.
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Elite 6: Rachel Frangos Scheid, Scott Gerami, Nykea Pippion McGiriff,
Amir Syed, Erin Mandel, Mike Del Preto (Photo Submitted).

Erin volunteering with Habitat for Humanity with Liz Miller, Alison Victoria,
and Emily Ahlering (Photo Submitted).

As Erin plans for the future, she is filled with both
excitement and gratitude, being able to do what she
loves the most. “I love real estate. I love everything
about it. The market is shifting again, and it will
give me some new opportunity to refocus on acqui-
sition. The brokerage will always be the foundation
of my business practice. With that, the next four
years will lend an opportunity to grow a greater
portfolio of assets and long-term profit sharing for

my team, which I am very excited about.”

50 - May 2019

For now, Erin will go on enjoying her life in Chi-
cago, from the places she loves to frequent, to the
people she loves sharing life with, and always finding
inspiration to give her all in everything she does.

“I find inspiration everywhere. In my family, in my
friends, in my mentors, in my team, in my clients,
my developers, in every musician that has graced
me with their talent,” she says. “Without a doubt, I
always choose to surround myself with people that

are extraordinary—for that, I am eternally grateful.”
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Patrick J. Loftus
Chicago *lllinois

“A Father and Son inspection team” Two sets of eyes "' ??3-‘{?32'333{}
at every inspection for attention to detail along with Call or text for pricing and availability patrick@loftus-law.com

reducing inspection times. 847-281-6605 www loftus-law.com

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 GPE(1€
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We have conducted over 10,500 inspections since 2002. l’rﬂpl&rﬁf lllﬁ])ﬁl!ﬁﬂlls
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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
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’ By Grigory Pekarsky
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Retirement Plan

Real estate is all fun and games until you start thinking about your retirement
plan. There is no golden parachute promised to anyone in this business.
Without an end goal in sight, real estate can feel like an endless game
of the movie Groundhog’s Day—the same story restarting every single
day, year, or decade. | make a joke of it that we are only as good as our
next deal. Real estate is a full-commission business and your next

sale is never promised. It’s a terrifying premise, and we all
have to be a little nuts to do this. The more brokers | meet,
the more | realize that we each have a few screws loose,
some more than others!

The sooner you begin to think about your exit strategy the
better. The reason is that it doesn’t happen overnight and
there are many possible pathways to choose from regard-
ing how you will retire. | will lay out some traditional and
some not-so-traditional ways of approaching this. There
are, of course, many other paths to choose from. This arti-
cle is meant to kick-start the thinking process for you.

Being in the business now for over ten years, I've met
a whole range of brokers that have been working for
many more years than | have. My consensus is that
some of these brokers have had the right idea, finan-
cially, from the start and are now working for the fun

of it. While the others are miserable and act like the
Grinches of real estate. They have no financial plan
that allows them to back off from the grind without tak-
ing a dramatic step down in income. The Grinches are
the ones that didn’t have a plan. Don’t be in that cate-
gory! And if you are behind in planning for the future
and don’t have a financial exit plan in place, now’s the
time to sit with your advisor and discuss some options.

THE TEAM ROUTE

One of the most traditional routes is to run your busi-
ness like a corporation where you hire administrative
staff, buying/listing agents, and, eventually, executives.
This pathway should be used if you plan to make the
actual business of real estate your primary source of
income. The team model is becoming a lot more popular
and it allows agents to compete on a larger scale. It’s
true that one agent can’t be in more than one place at
the same time. However, to get your business to a level
where it can support a staff, you essentially need to

be. So this is the natural way to do it, but you better be
ready to build a strong brand for consumers to refer to
with their real estate needs. Where agents mess up in
their thinking with this is that they believe this is an “if
you build it they will come” model. If it were only that
simple. This model requires years of hard work, diligent
focus, and business savvy to pull off. However, if you
can do this, you can step away from the day-to-day and

manage your business from anywhere.

THE INVESTMENT ROUTE

You’re in the business every day, and you consult clients
on where to buy the best real estate. A very wise and
practical retirement plan is to treat yourself as if you
are a client with a multi-year investment strategy. If you
plan to buy even one building every year for the next ten
years, by the end of that decade, you can have enough
passive income to live very comfortably. This strategy
requires a diligent savings plan and a savvy investment

approach. Sacrifice today for a better tomorrow.

THE EMERGING

TRENDS ROUTE

This approach is meant for those of us who are truly
out-of-the-box thinkers. Real estate as an industry
has so many affiliated businesses that benefit and feed
directly off of it. Think about construction as an exam-
ple: A general contractor that has a good relationship
with a few of the top brokers can run a very successful
business just from the work they get referred. Interior
designers, title providers, and mortgage brokers are
just a few of the hundreds of off-spring businesses that
work hand in hand with the industry. New offshoots

are created every day by creative individuals.

Every day, we work in a business that hosts limitless
opportunities for millions of individuals across the
country. Who better to know what this industry needs
outside of us, the brokers? If you keep a keen eye on
trends, and look at a niche where you can provide a

service better then those currently providing them

or, better yet, a service that no one else is providing, jump on
that opportunity. I’ve always said, for example, that if I quit
real estate tomorrow, I’ll go into the real estate lead genera-
tion business. I have become a professional at mining for real
estate leads. I service those leads today, but could very easily
just sell them off for a nice profit. In other words, create a val-

ue-add for brokers and you will have a very profitable future.

If you have one take away from this article, let it be my plea
for you to think about your exit strategy. Selling houses is
fun, but being on call 24/7 starts to get to you after a while.
Do real estate with a purpose and reason. Don’t kick the
retirement can down the road for too long or you won’t have a

choice in the matter. Think about your retirement plan today!

ABOUT THE AUTHOR:

Grigory is the managing broker and co-owner of Ves-
ta Preferred. He co-leads the RNP Team at Vesta Pre-
ferred who are ranked among the top 10 teams in the
Chicago area. Last year his team did over $50 million
in sales and 600+ leases. Vesta was founded in 2009
and celebrates its 10 year anniversary in 2019.
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Painting & Drywall | General Handymen
www.fixitpeople.com

FixItPeople

HANDYMEN PAINTING ELECTRICAL
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T\ ‘
A ROIn\TING YEIP.i:

Angies list
CARPENTRY PLUMBING Bievicwns pou can ines

of 2

DRYWALL

2837 N. Halsted, Chicago IL, 60657

Our Services:

- Pressure Washing

- Block & Brick Sealing

- Carpentry

- Cabinet Painting

- Wrought Iron Painting

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

- Drywall & Repair

- Spraying

- Staining & Varnishing

- Faux Finishes

- Snow Removal
- Aerial Work- Bosuns Chairs,

Serving Chicago & Suburbs Lifts, Swing Stages

Kevin McVicker, Owner A
Benjamin Moore
GET A QUOTE Paints

773-268-2050
info@mMmcmasterpainting.com
www.mcmasterpainting.com
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Your Real Estate Needs Are My #1 Priority.

T Raimondi Law Group

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

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

IPWARKETING FOR CHICAGO-BASED REALTORS
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‘| HAVE HIRED CARA:NOT ONCE, BUT TWICE, TO GIVE
HER INSTAGRAM 1071 PRESENTATION TO A GROUP OF
INVITED REALTORS. HER PRESENTING STYLE IS
ENGAGING, ENTERTAINING AND SHE DOESN'T HOLD
BACK ON GIVING AWAY HER BEST INSTAGRAM
SECRETS. I HIGHLY RECOMMEND BRINGING HER INTO
YOUR 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. "

- JILL BEDA DANIELS, ATTORNEY AT LAW

v Qv N

Ready to Take Your Marketing
to the NEXT Level?

Connect with us!

312-770-0565

CARA@INSTAGRAMFORREAL.COM
WWW.INSTAGRAMFORREAL.COM
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HARD WORKING, DRIVEN,
AND DETERMINED TO
MAKE A DIFFERENCE

P> agent feature

By Chris Menezes
Photos by Heather Allison
Love Photography

As an entrepreneur by
nature with a passion
for helping others, Julie
Busby loves how real
estate allows her to use
her business acumen to
make a direct difference
in the lives of others

on a daily basis. Ever
since she was a kid,
growing up in Houston,
Texas, Julie wanted

to be an entrepreneur.
She completed most of
her high school courses
early, which allowed
her to do half days at
school, while working
at an insurance broker-
age in the afternoon.
At the brokerage, she
worked closely with
REALTORS®, and that
sparked her initial
fascination with the

profession.

Julie always admired
her father’s career.

He was the managing
director of internation-
al B2B advertising for
AT&T—a job which
moved their family to
AT&T Headquarters in
New Jersey, and helped
broaden Julie’s view

of the world. But more
than his professional
success, Julie admired
her father’s ability to
work with integrity and
always put his family
first, and that influenced
how she would later run
her own business. Julie
recalled how when her
grandmother became ill,
her dad took a different
role at AT&T that took

him away from corporate office expo-
sure so that he could move his family

back to Texas and take care of her.

‘While Julie was attending Baylor Uni-
versity, in Waco, Texas and majoring
in marketing communications, she in-
terned with the athletic department’s
marketing program and launched
several successful strategies to grow
attendance at the school’s sporting
events. She also won a marketing
competition for the local zoo, and
they launched her campaign, “Putting
a New Face on Family Fun.” These
experiences helped to sharpen Julie’s
marketing skills, which she still utiliz-

es in her business every day.

While at Baylor, Julie also managed
the school’s recruitment initiatives.
She traveled to different cities across
the nation to recruit high school
students to the university. She also
studied abroad in London, and was
able to spend a lot of time in Italy as
well, which not only further broad-
ened her worldview, but later inspired
the names she chose for her two

daughters: Siena and Sloane.

After college, Julie moved to San
Diego, California, where she first
worked as a recruiter and then be-
came a marketing project manager at
a dot-com company. During this time,
she began thinking about opening her
own business. As she started explor-
ing various business opportunities,

she kept circling back to real estate.

Julie decided to approach a woman
she knew at her church who was

a REALTOR® and ask if she could
intern with her while she got her
license. Unbeknownst to Julie, this
woman was the third highest-ranked
broker in all of Coldwell Banker at the
time. Julie observed as much as she
could—how her mentor handled dif-
ficult conversations, showed a home,
and negotiated while staying true to
her values and ethics—and gained a
great deal of insight that shaped how

she would later run her own business.

Photo by:
Cassandra
Eldridge

Julie obtained her license in Cali-
fornia in 2003, and her business grew
exponentially. She decided to create
her own brand, which was successful
for a number of years and she won
numerous awards. After some time,
the financial crisis occurred and it

hit the San Diego market hard. Julie
shifted her business and started
focusing on short sales, and at one
point, she remembers mostly having
short-sale listings in San Diego. How-
ever, as short sales grew in populari-
ty, it became increasingly difficult for
banks to keep up and close on them in

a timely manner.

Short-sale listings began eating up
her marketing dollars, so Julie had
to shift her thinking again and figure
out how to keep her business afloat
with money running out. She started
studying up on pharmaceuticals and
landed a sought-after sales position
at one of the top pharmaceutical com-
panies in the world— AstraZeneca.
This move ended up being one of the
best decisions she ever made for her
real estate business: it gave her more

formal sales training, she learned

different tracking systems and overall

management systems that still help
her today, and she was able to inter-
act with top doctors in the San Diego
area who eventually became clients.
Overall, she was able to financially
support her real estate business while
also growing her sales and marketing
skillsets and expanding her sphere of

influence.

Julie continued growing her success-
ful real estate business and planned
to always live in San Diego. However,
plans are apparently meant to be
broken. About this time, she met her
husband, Justin. Justin, a Chicago
native, was a helicopter pilot in the
Navy. They met through friends and

eventually started dating.

After retiring from the Navy due

to medical injury, Justin decided

to return to Chicago to be closer to
his family and to attend the Kellogg
School of Management at Northwest-

ern University for graduate school. Xy
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Not willing to give up her business
without knowing what Justin was going
to do after graduate school, Julie decid-
ed to stay in San Diego. They main-
tained a long-distance relationship for
two years. Even after Justin proposed,

Julie stayed in San Diego.

After Julie and Justin got married and
Justin began working in Chicago, Julie
figured it was time to move. Believing
that she had already reached the pin-
nacle of what the real estate industry
could offer her business, she did not
plan to pursue real estate in Chicago.

She was ready for another business

LN

venture. So that she could find her own
commercial space for this new venture,
she decided to get her Illinois real estate
license. However, after receiving her li-
cense and closing over $10 million in sales
in her first year in Chicago, she decided

to continue building her business. Shortly
after, she entered the Top 1 percent of
REALTORS® in CAR.

Today, Julie is passionate about develop-
ing a very close team that is supportive of
each other, both personally and profes-
sionally. “The goal is to be able to tap

into everyone’s skillsets so that we are all

helping each other and supporting each

other to LIVE (AND LOVE) LIFE, while
also helping our clients in their big
moments. This isn’t just a profession.
This is a calling to help others on their
journey, and to help families at critical
times in their lives. I don’t know any-
thing more rewarding than that! The
future holds big life moments for my

team and our clients,” says Julie.

“This industry can consume a lot of
your time and I am grateful to have a
very supportive family, including my
husband who has become Mr. Mom on
the weekends,” explains Julie. Julie and

Justin have been married for seven of

Photo by
Cassandra
Eldridge: Busby
Real Estate

the ten years they’ve been together. Julie
loves that their three-year-old daughter,
Siena, can watch her mother run a fun
and successful business, much like Julie
was able to watch her father in his career.
Siena says that when she gets older, she
is going to work with mommy and sell
houses. Their second daughter, Sloane,

is only eight months old and already has
a very laid-back personality, which Julie
admires and hopes to adopt one day. As

a family, they enjoy cooking together (al-
though Julie admits that Justin does most
of the cooking), listening to music, being
outside as much as possible, traveling,

and entertaining friends and family often.

One thing people may not know about
Julie is that she is an old soul. “I val-
ue old-school values, especially treat-
ing others as you wish to be treated
(the Golden Rule). Plus, being an old
soul, I also love old-school music. I'd
rather listen to an oldie station than
today’s music. Some of my favorites
are Ottis Redding and Etta James.”
Julie describes a time in 5th grade,

“I wrote a paper and did a presen-
tation on Etta James, when others
were writing on Abraham Lincoln
and Alexander Bell.” She loves Frank
Sinatra and music of his era and con-

stantly has music playing in the house

THIS INDUSTRY CAN
CONSUME A LOT OF YOUR
TIMEANDIAM GRATEFUL TO
HAVE A VERY SUPPORTIVE
FAMILY, INCLUDING MY
HUSBAND WHO HAS BECOME
MR. MOM ON THE WEEKENDS.”

all day. “We have Sonos speakers in
every single room (including our ga-
rage!). Our daughters now love music

too and we dance all the time.”

Julie is a woman who values balance
in her life and works hard to achieve it
every day. She loves her career and all
that it encompasses. “I am thankful for
all the top producers in this incredible
city,” says Julie. “I think it’s great that
we all challenge each other, yet respect
each other at the same time and help
share ideas. Let’s keep growing this
industry, supporting each other, and
kicking butt while we are at it.”
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Business Breakthrough
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FREE Business Breakthrough Session (Value 52,000)
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TRUE TO

THYSELF

Brad Lippitz fits real estate so well that he almost makes
it look easy. In fact, he is so comfortable doing what he
does, and with who he is, that he has negotiated some of
his best deals from his bathtub at five in the morning.

Selling real estate encompasses all of Brad’s passions:
business, design, architecture, law, and Chicago. As a
lifelong Chicagoan, Brad intimately knows the various
neighborhoods and what makes them special. He spent
the first ten years of his life just around the corner from
his storefront office on Broadway, and only three blocks

away from where he lives now.

When Brad’s family moved to Glencoe, he attended public
schools and New Tier East. After high school, Brad went
on to the University of Illinois in Urbana/Champaign

and received his bachelor of science in business. He then
obtained his J.D. from the University of Chicago Law

School. Since he always had a passion for design and

architecture, he decided to focus his formal education on

business and law, to be better rounded.

“My mother always encouraged me to follow my own path
and to make every moment count. Her untimely death
drove this lesson home for me, which I now try to instill in

my own children,” says Brad.

Before getting into residential real estate, Brad prac-
ticed corporate and commercial real estate law in a large
downtown law firm. He ultimately decided to take a leave
of absence from the law firm to pursue his artistic pas-
sions—making furniture art and decorative accessories.
As alicensed agent, he also began helping his friends buy
and sell their homes on the side.

As alawyer, designer, and businessman, Brad found that
his background offered something unique to his clients,

and he realized that he had a special niche in the industry.
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Brad’s Community Engagement

His real estate business began to
flourish organically. Ultimately,
Brad decided not to return to the
law firm, but to go into residential

real estate full-time.

“Without kids or much debt, I was
able to take entrepreneurial risks
as a young adult. I realized that

I could always return to law, and
even if I couldn’t, I was prepared
to bag groceries at the local
grocery store if selling real estate

didn’t work out,” says Brad.

Standing out as a REALTOR® in
the Chicago marketplace with
thousands of other agents clamor-
ing for a slice of the pie, is not an
easy feat. However, Brad carved
out his niche by simply dialing into
his true self and leaning into his
unique strengths. “I have always
stayed true to myself, making sure
my clients got the best of me and
what I offer: sound judgment, great
negotiating skills, candor, terrific
vision, and an unwavering commit-

ment to their well-being,” he says.

Brad opened his own brokerage in
1994, and built it up to the point
where he eventually merged with
Compass Real Estate. Today, the
Brad Lippitz Group is based out of
his boutique office on Broadway.
He has intentionally kept his team
tight-knit in order to best serve his
clients. The group includes Yoni
Pizer, Stewart Smith, Brittany
Shapiro, Bracken Foster, and
Maria Campuzano, each of whom
is intimately involved with every

aspect of client care and service.

In his twenty-five years in residen-
tial real estate, Brad has estab-
lished himself as one of the most
prominent figures in the industry.
He is perennially in the top 1

percent and has produced nearly
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$1 billion in total volume—$80

million last year alone.

“I love my team, Compass, my
storefront office on Broadway,
and partnering in business with
my partner-in-life, Yoni Pizer. We
have accomplished so much to-
gether: thirty-two years together,
two teenage sons, a cool house,
and countless adventures. Team-
ing up in business has been more
rewarding than I could imagine.
It’s our family business, and we
enjoy working for the common

good,” says Brad.

Brad supports numerous human
rights organizations, such as the
ACLU, Lambda, Human Rights
Campaign, Equality Illinois, and
Human Rights Watch, and he
has served on the boards of a
number of them. He and Yoni are
passionately involved in politics
on both the local and national
levels, hosting events in their
home, fundraising, and promot-
ing solid candidates. “When the
rights of minorities and the dis-
enfranchised are scapegoated or
marginalized, it’s incumbent upon
all of us to step up to the plate

to ensure that our freedoms are

preserved,” says Brad.

Outside of real estate and politics,
Brad enjoys traveling, biking, spin-
ning, playing piano, and submitting
entries to the New Yorker Cartoon
Caption Contest. His son, Max (18),
is a concert pianist and a freshman
at the University of Chicago. Jack
(16) is an all-around sports person
and a sophomore at Northfield
Mount Hermon boarding school in

Massachusetts.

The best advice that Brad offers
others within real estate (and in
general) is, “Be true to yourself
and what you bring to the table.
Don’t overplay or underplay your

talents—it’s best to be spot on.”

Be true to yourself and
what you bring to the
table. Don’t overplay or
underplay your talents—
it’s best to be spot on.
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TOP 200 STANDINGS

Teams and individuals from January 1, 2019, to March 31, 2019

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

1 Jeffrey Lowe 24 $25,521,500 n $15,577,500 35 $41,099,000 35 Carrie McCormick 2 $1,732,500 8 $5,809,500 10 $7,542,000
2 Matt Laricy 36 $15,082,276 40 $20,871,600 76 $35,953,876 36 Ivona Kutermankiewicz 8 $5,649,750 1 $1,780,000 9 $7,429,750
3 Emily Sachs Wong 12 $18,056,000 6 $7,655,000 18 $25,711,000 37 Frank Montro 30 $5,804,149 10 $1,420,871 40 $7,225,020
4 Mario Greco 30 $16,782,940 9 $8,662,500 39 $25,445,440 38 Barbara O'Connor " $4,961,900 3 $2,210,000 14 $7,171,900
5 Nancy Tassone 4 $24,489,497 0 $0 4 $24,489,497 39 Scott Broene 5 $4,158,703 3 $2,875,139 8 $7,033,842
6 Jennifer Ames 8 $15,085,000 5 $6,037,000 13 $21,122,000 40 Craig Isacson 1 $630,000 3 $6,328,500 4 $6,958,500
7 Melanie Giglio 15 $12,444,300 9 $7,051,000 24 $19,495,300 4 Randi Pellar 1 $6,958,000 0 $0 1 $6,958,000
8 Scott Newman 15 $5,514,000 22 $13,591,301 37 $19,105,301 42 Michael Maier 2 $622,750 4 $6,140,961 6 $6,763,711
9 Erin Ward 4 $11,295,000 2 $6,325,000 6 $17,620,000 43 Santiago Valdez 9 $4,047,000 8 $2,457,500 17 $6,504,500
10 Timothy Sheahan 14 $12,346,000 6 $4,705,000 20 $17,051,000 44 Justin Penn 1 $3,700,000 1 $2,785,000 2 $6,485,000
1 Natasha Motev 3 $5,090,000 1 $11,274,395 4 $16,364,395 45 Wayne Beals 8 $4,441,548 4 $2,019,628 12 $6,461,176
12 Sam Shaffer 10 $5,515,500 16 $9,446,814 26 $14,962,314 46 Helaine Cohen 3 $4,330,000 3 $2,107,900 6 $6,437,900
13 Leigh Marcus 23 $12,220,166 4 $2,050,500 27 $14,270,666 47 Peter Angelo 5 $6,354,050 0 $0 5 $6,354,050
14 Chezi Rafaeli 6 $7,462,000 3 $4,615,000 9 $12,077,000 48 Karen Ranquist 6 $5,748,500 1 $320,000 7 $6,068,500
15 Ryan Preuett 3 $5,330,000 6 $6,302,500 9 $11,632,500 49 Hayley Westhoff 4 $1,432,901 4 $4,630,000 8 $6,062,901
16 Colin Hebson 8 $8,242,250 6 $3,219,250 14 $11,461,500 50 Michael Battista 4 $4,746,250 1 $1,305,000 5 $6,051,250
17 Karen Biazar 19 $9,474,058 3 $1,763,000 22 $11,237,058

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

19 Jason O'Beirne 14 $8147.900 6 $2,091,000 20 $10,238.900 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.

18 Sophia Klopas 9 $8,146,075 6 $2,778,500 15 $10,924,575

20 Gwen Farinella 2 $6,025,000 1 $4.150,000 3 $10175,000
21 Clare Spartz 3 $5,562,500 1 $4,350,000 4 $9,912,500
22 Jill Silverstein 4 $2,722,500 7 $7150,000 1 $9,872,500
23 Alexa Hara 2 $1,982,500 3 $7,578,000 5 $9,560,500 |] U YU I_I H |] EA |_S N EE |] SAV I N E?
24 James Athanasopoulos 32 $9,106,007 1 $137,200 33 $9,243,207 | Do you have deals that were denied by another lender?
Do you have clients with low credit scores?

25 Philip Skowron 4 $3,515,000 2 $5620,000 6 $91135,000 MOVEMENT Do you have deals that needed to close yesterday?
26 Emily Smart Lemire 6 $3,978,000 5 $5,031,250 1 $9,009,250 MORTGAGE
27 Konrad Dabrowski 10 $6,523,000 3 $2,160,000 13 $8,683,000 Ryan Cotter | highly recommend Ryan and i After my clients received a denial

) MARKET LEADER his entire team at Movement from another lender, Ryan and his
28 Ryan Smith 48 $8,229,637 0 $0 48 $8,229,637 NMLS# 224353 Blifiauoe They are lifesaieis. entire teaim at Movement Mortaage
29 Bruce Glazer 6 $2,872,500 2 $5,266,062 8 $8138,562 direct: 312607111 = Christophe DuPont, Broker L - steppad in to:save.the day,

yan tar@mevamant com - = Andrew Perkins, Realtor

30 Katharine Waddell 8 $4,038,500 8 $3,987,250 16 $8,025,750 movement.com/ryan.cotte
3 Phil Byers 3 $1,359,900 5 $6,620,000 8 $7,979,900 =
32 Nicholaos Voutsinas 2 $1,035,900 15 $6,735,800 17 $7.771700
33 Joshua Weinberg 6 $2,232,000 10 $5,449,000 16 $7,681,000
34 Nadine Ferrata 9 $5,661,000 3 $1,985,000 12 $7,646,000 i
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TOP 200 STANDINGS

Teams and individuals from January 1, 2019, to March 31, 2019

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

51 Sharon Gillman 2 $4,744,500 1 $1,295,000 3 $6,039,500
52 Lucas Blahnik 6 $3,527,500 5 $2,499,900 " $6,027,400
53 Mary Haight 5 $4,287,500 4 $1,572,400 9 $5,859,900
54 Lawrence Dunning 3 $1,885,000 6 $3,824,900 9 $5,709,900
55 Daniel Close 3 $1,248,000 10 $4,451,400 13 $5,699,400
56 Douglas Smith 1 $850,000 1 $4,837,500 2 $5,687,500
57 Lauren Mitrick Wood 8 $2,804,500 5 $2,867,000 13 $5,671,500
58 Bari Levine 5 $2,277,500 5 $3,344,900 10 $5,622,400
59 Julie Busby 5 $3,767,400 3 $1,809,000 8 $5,576,400
60 Suzanne Gignilliat 2 $2,695,000 1 $2,875,000 3 $5,570,000
61 Sarah Taich 2 $3,335,000 2 $2,225,000 4 $5,560,000
62 Matthew Liss 8 $4,244,500 3 $1,284,000 " $5,528,500
63 Michael Hall 8 $3,832,700 4 $1,662,000 12 $5,494,700
64 Nancy McAdam 4 $3,018,000 2 $2,467,000 6 $5,485,000
65 Dawn McKenna 4 $5,461,500 0 $0 4 $5,461,500
66 Timothy Salm 4 $3,637,500 1 $1,775,000 5 $5,412,500
67 Emily Phair 7 $2,007,500 8 $3,292,900 15 $5,300,400
68 Brad Lippitz 4 $3,126,500 2 $2,130,000 6 $5,256,500
69 Nicholas Colagiovanni 3 $2,225,000 2 $3,000,000 5 $5,225,000
70 Amanda McMillan 8 $3,064,500 5 $2,093,900 13 $5,158,400
7 Doug Harter 2 $2,255,000 4 $2,870,500 6 $5,125,500
72 Stephanie LoVerde 4 $2,355,500 4 $2,742,000 8 $5,097,500
73 Daniel Nierman 13 $5,090,000 0 $0 13 $5,090,000
74 Michael Shenfeld 5 $1,537,500 5 $3,539,000 10 $5,076,500
75 Lisa Huber 5 $2,367,340 5 $2,670,000 10 $5,037,340
76 Sohail Salahuddin 13 $5,013,799 0 $0 13 $5,013,799
77 Laura Rubin Dresner 1 $5,000,000 0 $0 1 $5,000,000
78 lan Schwartz 5 $4,282,000 1 $690,000 6 $4,972,000
79 Kathleen Malone 3 $3,502,500 2 $1,435,000 5 $4,937,500
80 Steve Meyer 10 $4,353,750 1 $562,428 1 $4,916,178
81 Sam Jenkins 2 $1,502,500 2 $3,411,000 4 $4,913,500
82 Ryan Gossett 7 $3,541,200 3 $1,365,000 10 $4,906,200
83 Stefanie Lavelle 1 $4,617,400 2 $280,000 13 $4,897,400
84 Nancy Huetteman 12 $4,869,500 0 $0 12 $4,869,500
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# First Name Last Name List # List $ Sell # Sell $ Total # Total $
85 Margaret Baczkowski 3 $3,110,000 1 $1,740,000 4 $4,850,000
86 Jennifer Mills 6 $3,813,132 2 $1,022,500 8 $4,835,632
87 Joe Zimmerman 8 $3,433,100 3 $1,390,500 1 $4,823,600
88 Alishja Ballard 3 $1,622,000 5 $3,176,000 8 $4,798,000
89 Joanna Olszynska 7 $4,259,000 1 $539,000 8 $4,798,000
90 John Wyman 8 $2,654,165 3 $2,113,000 1 $4,767,165
91 Robert Picciariello 14 $4,764,300 0 $0 14 $4,764,300
92 Danny Lewis 2 $967,000 5 $3,763,900 7 $4,730,900
93 Maria Casciaro 6 $4,335,000 1 $317,500 7 $4,652,500
94 Melissa Siegal 4 $1,915,000 3 $2,700,000 7 $4,615,000
95 David Smith 0 $0 7 $4,612,900 7 $4,612,900
96 Brent Hall 7 $4,511,412 0 $0 7 $4,511,412
97 Joel Holland 4 $1,865,000 5 $2,620,900 9 $4,485,900
98 Harold Blum 4 $3,285,000 1 $1,175,000 5 $4,460,000
99 Mark Fischer 5 $3,837,769 1 $594,900 6 $4,432,669
100 Nichole Dinino 2 $776,000 8 $3,649,699 10 $4,425,699

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, IL 60601

= A Laww.co % Our clients are important to us! We promptly return
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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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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
triggers from a specific radius around
the property they sold. LeadWorks will
automatically e-mail you the leads so
you can get started immediately on
growing your business!

With DigitalDocs all parties within a
real estate transaction recieve leading
technology that is designed to create
marketing automation post-closing to
stay in touch with past clients, while
offering their clients a safe and secure
document storage solution and valuable
reports.

Contact me for more information!

Tri-State Fulfills The Need For 24/7 Instant Response!

We specialize in:

Fire and Smoke Damage
Water Damage

Mold Remediation

Sewer Back-Up

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

General Construction Services
R

=

TRI-STATE We provide efficient 24-hour response to water damage, fire, and specialty
R E s T o R E cleaning situations for industrial, commercial, and residential structures.
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There When You Need Us.

DISASTER SERVICES Call us toll-free at 1-888-839-6917 or visit us on the web at www.TriStateRestore.com for help whenever you need it.
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‘ ‘ Michelle Bobart is
someone you want to add to
your preferred lender list and
contacts now.

She is skilled, organized, results and solution-orientated, detail-
driven, personal, precise, speedy, accurate and drama-free.

She ‘bats a thousand’ while delivering a high level of customer
service. Michelle deftly handles the last-minute task that,
honestly, no one feels can be done.”

-Karen Biazar - North Clybourn Group

More than 2,500 real estate agents and clients agree.
Michelle Bobart provides a calm, creative approach to
delivering financing solutions in every scenario.

= Top 1% Mortgage = Five Star Professional
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+ Top Originators - Mortgage Banking
Scotsman Guide 20M7-2018
2014-2018

Work with the best.

Contact Michelle today

for a lender you can trust.

Michelle Bobart

SVP of Mortgage Lending

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

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



TOP 200 STANDINGS

Teams and individuals from January 1, 2019, to March 31, 2019

# First Name Last Name List # List $ Sell # Sell $ Total # Total $
101 Courtney Welsch 6 $2,213,000 5 $2,206,500 1 $4,419,500
102 Beth Wexner 1 $1,160,000 1 $3,255,000 2 $4,415,000
103 James Sheehan 3 $3,565,500 1 $809,000 4 $4,374,500
104 Mark Zipperer 5 $1,030,950 7 $3,257,000 12 $4,287,950
105 Tuwanna Dennis 2 $2,020,000 2 $2,264,000 4 $4,284,000
106 Amy Duong 3 $810,000 4 $3,467,400 7 $4,277,400
107 Jason Davis 2 $1,405,000 7 $2,864,600 9 $4,269,600
108 Elena Frankel 2 $975,000 3 $3,237,500 5 $4,212,500
109 Elizabeth Lothamer 4 $2,708,325 5 $1,412,900 9 $4,121,225
10 Keith Wilkey 1 $4,120,000 0 $0 1 $4,120,000
m Radim Mandel 6 $2,878,150 4 $1,217,000 10 $4,095,150
12 Sarah Ziehr 6 $3,162,000 1 $916,000 7 $4,078,000
13 Augusto Panlilio 0 $0 14 $4,050,150 14 $4,050,150
14 Marci Trick 0 $0 10 $4,038,500 10 $4,038,500
15 Ken Jungwirth 5 $3,158,000 2 $880,000 7 $4,038,000
16 Pamela Rueve 2 $2,285,000 1 $1,750,000 3 $4,035,000
n7 Michael Rosenblum 5 $3,986,500 0 $0 5 $3,986,500
18 Evan Peng 0 $0 7 $3,979,000 7 $3,979,000
19 Deborah Hess 6 $3,076,900 2 $874,400 8 $3,951,300
120 Christina Mcnamee 4 $1,241,500 4 $2,708,250 8 $3,949,750
121 Christopher Helland 0 $0 9 $3,886,000 9 $3,886,000
122 Richard Kasper 3 $2,403,000 4 $1,470,900 7 $3,873,900
123 Danielle Inendino 0 $0 9 $3,872,500 9 $3,872,500
124 Gary Lucido 6 $2,733,500 3 $1,124,500 9 $3,858,000
125 Steve Otwell 0 $0 7 $3,836,900 7 $3,836,900
126 Sara McCarthy 3 $2,735,000 4 $1,101,000 7 $3,836,000
127 Camille Canales 2 $1,365,000 6 $2,457,500 8 $3,822,500
128 Layching Quek 0 $0 7 $3,810,500 7 $3,810,500
129 Karen Schwartz 3 $1,330,000 4 $2,469,000 7 $3,799,000
130 Laura Meier 7 $2,924,500 1 $825,000 8 $3,749,500
131 Margaret Daday 2 $731,000 6 $3,007,000 8 $3,738,000
132 James Kinney 3 $2,885,000 1 $835,000 4 $3,720,000
133 Brian Duggan 6 $3,715,701 0 $0 6 $3,715,701
134 Sharon Glickman 0 $0 1 $3,700,000 1 $3,700,000
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# First Name Last Name List # List $ Sell # Sell $ Total # Total $

135 Dennis Huyck 1 $550,000 3 $3,100,000 4 $3,650,000
136 Chris Bauer 5 $1,847,000 3 $1,793,000 8 $3,640,000
137 Eudice Fogel 2 $2,377,500 1 $1,250,000 3 $3,627,500
138 Lynn Weekley 6 $3,092,000 1 $482,000 7 $3,574,000
139 Danielle Dowell 6 $2,307,500 3 $1,266,000 9 $3,573,500
140 Melissa Govedarica 3 $2,370,000 2 $1,200,000 5 $3,570,000
141 Sharon Kay Rizzo 0 $0 12 $3,540,535 12 $3,540,535
142 Jodi Serio 4 $2,622,000 1 $894,000 5 $3,516,000
143 Amy Mei 3 $1,802,800 3 $1,675,800 6 $3,478,600
144 Jane Shawkey-Nye 0 $0 1 $3,460,000 1 $3,460,000
145 Rubina Bokhari 3 $1,597,000 3 $1,849,000 6 $3,446,000
146 Christopher Norton 3 $3,430,000 0 $0 3 $3,430,000
147 Amber Kardosh 5 $1,717,000 4 $1,711,500 9 $3,428,500
148 Debbie Maue 2 $703,000 5 $2,715,500 7 $3,418,500
149 Mitch Gordon 3 $1,815,000 1 $1,590,000 4 $3,405,000
150 Pasquale Recchia 3 $2,798,000 2 $605,000 5 $3,403,000

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.

Clients
Need
More

Space?

Chris Kinsella can help
them with the attention
to all their loan needs.

4 Westbrook Corporate Center,
Suite 650, Westchester, IL 60154

[UNITED

IT'S MORE THAN A MORTGAGE

HOME STARTS HERE

Chris Kinsella

Sr. Mortgage Banker
Cell: 630.564.3272
NMLS #872091
ckinsella@uhloans.com
uhloans.com

1000 N. Milwaukee Ave,
Chicago, IL 60642 | (708) 531-9060

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, 2019, to March 31, 2019

# First Name Last Name List # List $ Sell # Sell $ Total # Total $ # First Name Last Name List # List $ Sell # Sell $ Total # Total $
151 Hasani Steele 9 $2,785,791 2 $609,800 " $3,395,591 185 Kimberly Rizzo 0 $0 12 $3,085,000 12 $3,085,000
152 Owen Duffy 6 $3,087,940 1 $305,000 7 $3,392,940 186 Keith Brand 0 $0 9 $3,084,500 9 $3,084,500
153 Scott Curcio 5 $2,023,500 3 $1,307,500 8 $3,331,000 187 Alex Wolking 4 $1,485,000 5 $1,559,000 9 $3,044,000
154 Michael Drommerhausen 4 $3,301,500 0 $0 4 $3,301,500 188 Janelle Dennis 2 $871,000 4 $2,157,000 6 $3,028,000
155 Gary Weglarz 48 $3,294,550 0 $0 48 $3,294,550 189 Brendan Murphy 2 $1,680,000 2 $1,345,000 4 $3,025,000
156 Benjamin Tregoning 7 $2,378,700 3 $907,900 10 $3,286,600 190 April Moon 4 $3,023,700 0 $0 4 $3,023,700
157 Jeffrey Stewart 2 $1,574,900 3 $1,710,000 5 $3,284,900 191 Anthony Disano 1 $3,017,328 0 $0 " $3,017,328
158 Dominic Irpino 2 $630,000 8 $2,649,500 10 $3,279,500 192 Jay Koverman 3 $1,223,900 4 $1,788,000 7 $3,011,900
159 Andreas Holder 0 $0 2 $3,270,000 2 $3,270,000 193 Cory Tanzer 4 $1,622,000 4 $1,378,500 8 $3,000,500
160 Michael Zuker 6 $2,454,900 1 $810,000 7 $3,264,900 194 Arthur Cirignani 20 $2,620,103 2 $377,267 22 $2,997,370
161 Michael Linden 5 $2,217,500 3 $1,043,750 8 $3,261,250 195 Val Laborevitch 26 $2,956,161 0 $0 26 $2,956,161
162 Greg Vollan 2 $2,165,000 2 $1,092,500 4 $3,257,500 196 Jeffrey Proctor 5 $1,925,500 2 $1,027,000 7 $2,952,500
163 Mark Markarian 1 $3,255,000 0 $0 1 $3,255,000 197 Jennifer Liu 7 $2,949,400 0 $0 7 $2,949,400
164 Jennifer Schreiber 4 $1,440,500 4 $1,811,500 8 $3,252,000 198 David Olaoye 4 $1,949,000 2 $995,000 6 $2,944,000
165 Stephanie Cutter 5 $1,717,000 4 $1,522,500 9 $3,239,500 199 Kevin Green 5 $1,522,999 3 $1,420,000 8 $2,942,999
166 David Heck 0 $0 6 $3,239,000 6 $3,239,000 200 Greg Whelan 0 $0 4 $2,929,000 4 $2,929,000
167 Tiffeny Meyers 0 $0 8 $3,222,900 8 $3,222,900

168 Eugene Abbott 3 $1150,000 4 $2.068,000 7 $3.218.000 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
169 Juliana Yeager 2 $745,000 4 $2.472.000 6 $3.217000 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
’ ’ ’ o Chicago proper only and may not match the agent’s exact year-to-date volume.

170 Cindy Weinreb 1 $775,000 6 $2,439,900 7 $3,214,900
171 Kaylin Goldstein 2 $1,485,000 1 $1715,000 3 $3,200,000
172 Steven Jurgens 2 $2,680,000 1 $490,000 3 $3,170,000 We know that agents like you drive ‘
173 D Waveland Kendt 4 $2,402,787 2 $747,500 6 $3150,287 our business. Therefore, we want \ [
174 Lital Avnet 0 $0 3 $3,148,000 3 $3,148,000 your cl1cfnts to be gma.zed at how A -’
easy their transaction is and, as a
175 Brooke Vanderbok 2 $990,000 3 $2,147,000 5 $3,137,000 result, be inclined to use you again MILES & GURNEY LLC
. . & ORMNEYS & AW
176 Brent J. Rosenbower 5 $3,042,000 1 $91,000 6 $3,33,000 on their next transaction. That’s ATTORMEYS AT |
177 Matthew Engle 0 $0 7 $3124,250 7 $3,124,250 where Miles & Gurney, LLC shines. "Adam and bis associates at Miles & Gurney
give all of my clients top notch service. Adam's
178 Janet Robertson 5 $2,543,500 2 $578,000 7 $3121,500 If you have a buyer or seller in response time is impeccable. He is available to
179 Eileen Marie O'Grady 5 $3120,000 0 $0 5 $3120,000 Chicagoland, we’re ready to prove my 'Cllents n'lornmg, noon and night. No matter
n the issue, Miles & Gurney solves the problem not
_ to you why Miles & Gurney should o - ;
180 Paul Ragi 2 $1,370,000 2 $1,735,000 4 $3,105,000 B R Just in a timely manner but ethically - always
be your “go-to” real estate attorney. leaving their clients bappy. I strongly
181 Andrea Butcher-Thomas 21 $3,098,641 0 $0 21 $3,098,641 recommend this law firm to anyone in need."
182 Boris Lehtman 5 $3,095,000 0 $0 5 $3,095,000 RGN O o
183 S Glascott 3 1,570,000 3 1,517,500 6 3,087,500 Apam GURNEY, Es
ean asco $ $ $ @ el Q 150 S WACKER DR. SUITE 2400
184 Alice Tse 6 $3,086,000 0 $0 6 $3,086,000 adam@lawfirmmiles.com CHICAGO, IL 60606
www.milesgurneylaw.com 312-929-0974
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PUT OUR MONEY M
HERE OUR MOUTH IS GUNDERSON
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€ Deposit Protection
Under the same closing protection,
we will akso reimburse you for any lost

@ Buyer 0n-Time Closing Protection
We are so confident in closing your loan
on or before the closing date that we will

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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|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
lcgal guidance and counsel from Contract to Closing and Beyond.

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

Michael J. Gunderson

C.J. Lamb

www.gundersonfirm.com | 312-600-5000 | info@gundersonfirm.com
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Phoenix Rising Home Staging can help you sell ﬁ%& PH O E N |x R| S| N G

your home faster and for more money.
HOME STAGING - INTERIOR DESIGN - FURNITURE SALES

Call and schedule your FREE consultation now __):Mymr Zhal ——’5"*?""”’""'
with Chicagoland’s largest home staging company. o gt 312.450,8365



