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PARTNER SPOTLIGHT

—

MAKING A DIFFERENCE

L
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TOP 200




NEVER TAKE A CHANCE WHEN
PURCHASING REAL ESTATE

. f'\e; 9}

l g

FIND OUT WHY THE BEST AGENTS AND
EXPERIENCED CONSUMERS RECOMMEND US

CHICAGO
BUILDING
INSPECTIONS

317 North Francisco Avenue, Chicago, IL 60612
havenhomestager.com | 312.380.1276

inspectingchicago.com | 312.INSPECT info@inspectingchicago.com
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Shapiro Strane’s goal is to provide our clients with the highest quality legal ¢LI f
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Business: ]

Cocktail q Sy Difference:
Parties =l 48 Volunteers
By Katie i Ll \ of America

Hutchens ) - 4 Illinois representation we can deliver. VWhether buying or selling a home, commercial real

estate, or negofiating a new business lease, we stand ready to provide the fast,

responsive and affordably priced representation needed fo close your deal.

For HighQuality, Responsive Justin’s Recent Accomplishments Include:

and Affordable Counsel, eod o1 ) A | |
. e Selected to the 2017/t 2019 lllinois Rising Stars list
CG" JUShn Strane! bj zipe)er Loowf/ers. o9 ot Feing w1

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

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

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

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

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the

author(s). The publication contains paid advertisements by local companies. These companies are not endorsed or specifically recommended by N2 Publishing or the publisher.
Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies. NOTE: When community events take place, photog- s
raphers may be present to take photos for that event and they may be used in this publication.
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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!

NMLS:

Your Mortgage Consultant

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

228873

www.urmortgage.com

"RAIE

MORTGAGEE

PREFERRED PARTNERS

Chicago Real Producers community!

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

APPRAISAL
Appraisal Solutions Group
(773) 236-8020

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) 7011022

Shane E. Mowery,
Attorney at Law
(773) 279-9900
MoweryLaw.com

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

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

CLIENT AND
REFERRAL GIFTS
Cut Above Gifts
Daron Wooding
(312) 344-3477
CutAboveGifts.com

Silver Spoon Desserts
(630) 618-7102
SilverSpoonDesserts.com

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

CUSTOM CLOSETS
Crooked Oak

(708) 344-6955
CrookedOak.com

DEVELOPER
Townes Glaser
Development
(773) 558-4452
TownesGlaser.com

FINANCIAL ADVISOR
Northwestern Mutual
Jon Dickinson

(847) 969-2585
Jonathan-Dickinson.com

GARMENTS, GROOMING
& EVENTS

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

HAIR SALON & MAKEUP
SYstyled
(312) 952-2241

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

HEALTH & WELLNESS
Sunny Biggy Fitness
(219) 851-0170
SunnyBiggyFitness.com

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

HOME INSPECTION
Building Specs

Property Inspections

(847) 281-6605
BuildingSpecsChicago.com

Chicago Building
Inspections

(773) 849-4424
InspectingChicago.com

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

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
Producers. These local businesses are proud to partner with you to make this magazine and our
entire social platform possible. Please support these businesses and thank them for supporting the

Heartland Home Inspections
(708) 785-3868
HeartlandHomelnspections.
net

Straightforward Home
Inspections, LLC

(773) 998-0386
StraightforwardHomeln-
spections.com

HOME WARRANTY
HWA Home Warranty

of America

(888) 492-7359
HWAHomeWarranty.com

Super

Dilyana Lupanova
(202) 750-1618
HelloSuper.com

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

Kevin Smith

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

State Farm

Robert Archibald
(630) 501-1670
RobertArchibald.com

Weer Insurance Group
(847) 278-1099
WeerYourAgent.com

INTERIOR DESIGN
Hubbard Design Group
(312) 600-6974
HubbardDesignGroup.com

www.realproducersmag.com - 7



PREFERRED PARTNERS

LIGHTING & HOME
FURNISHINGS
Hortons Home Lighting
(708) 352-2110
HortonsHome.com

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

CrossCountry Mortgage
(847) 636-9397
ManglardiMortgages.com

CrossCountry Mortgage
(312) 651-5352
AlexMargulis.com

Draper & Kramer
Mortgage Corp

(847) 226-8293
dkmortgageteam.com

Guaranteed Rate,
Christin Luckman
(773) 290-0522
MortgageBarbie.com

Guaranteed Rate,
Joel Schaub

(773) 654-2049
rate.com/JoelSchaub

Guaranteed Rate,
Michelle Bobart

(312) 379-3516
rate.com/MichelleBobart

8 - November 2019

Movement Mortgage
(312) 607-1111
www.movement.com

Neighborhood Loans
(773) 960-2278
MortgageBencks.com

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

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

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

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

Wintrust Mortgage
(224) 770-2021
BillsLoans.com

MOVING COMPANY
Move-tastic!

(773) 715-3227
move-tastic.com

PAINTER

McMaster Painting

& Decorating, Inc.
(773) 268-2050
McMasterPainting.com

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

Renovation Sells
(773) 301-9125
RenovationSells.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
(847) 923-9015
monotelo.com

TITLE INSURANCE
Chicago Title

(312) 223-2270
ctic.com

Saturn Title
(847) 696-1000

SaturnTitle.com

VIDEOGRAPHER

Chicago Video Dude Inc.

(419) 503-0417

ChicagoVideoDude.com

Happy Thanksgiving!

Don't forget to set your scale
back 10 lbs tonight! &

. MICHAEL BEMCKS

loans

www.morigagebeancks.com
NMLSH: 1202417 =t

Give your home

the protection
it deserves.

#\.
Kevin Smith, State Farm
2827 W Belden Ave Unit 1B
Chicago, IL 60647
T73-T72-2244

Kevin@kevinsmithagency.com
Starbe Faerm Fire and Casualty Company, State Farm General Insurance Company, Blooméngton, IL

o StateFarm

1708136 State Farm Lioyds, Richardson, TX

Your home is where you make some of your best memories,
and that’s worth protecting. We're here to help.

LET'S TALK TODAY.

™| Raimondi Law Group
‘; w  Proven Knowledge & Legal Expertise

For All of Your Real Estate Law Needs

Your Real Estate Needs
Are My #1 Priority.

F

Lisa M. Raimondi
15774 S. LaGrange Road, #161

Orland Park, Illinois 60462
312-701-1022 | Imr@raimondilawgroup.com




HOME FINISHINGS

LINCOLN PARK

1617 N. CLYBOURN 60 S. LA GRANGE RD.

312-337-9172
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LA GRANGE

708-352-2110

www.hortonshome.com

‘{ Trivedi & Khan

4.. ATTORNEYS AT LAW

RESIDENTIAL & COMMERCIAL REAL ESTATE
BUSINESS TRANSACTIONS | COMMERCIAL LITIGATION

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.

300 North Martingale Rd. 550 W. Washington Blvd.

Suite 725 Suite 201
S A—— Schaumburg, IL 60173 Chicago, IL 60661
Parter (224) 353-6346 (312) 612-7619 @@

www.TrivediKhan.com

78 Tt Soadore

SILVER SPOON DESSERTS ARE A
PERFECT GIFT FOR THE HOLIDAYS!

AWVISREs BLE IN 4, 6 80R 12 P SEFK'S

SILVER | SPOON

AT 448 L4

TAMARA TURNER
FOUNDER/CEO
TAMARA®SILVERSPOONDESSERTS.COM

cartif ed

SILVERSPOONDESSERTS.COM LWB E NC}

BRANDING AVAILABLE

{NY OR PERSONAL NAME) 630.618.7102

www.realproducersmag.com - 11



JUST
CALL
JOEL

CLIENTS
& REALTORS

KNOW

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

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

- 15+ years of lending experience

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

- Honest service and real advice from a
dependable mortgage professional

guaranteed Rate

(773) 654-2049

JOEL@RATE.COM

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

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

P> publisher’s note

Thank You,

VETERANS!

We are extremely proud to present our first veterans issue to the
Chicago Real Producers community. Every REALTOR® fea-
tured in this issue is based here in Chicago and has served in the
military in some capacity. We thought it was important to honor
REALTORS® who put our great country first. I encourage you to
read every single article. Be mindful of the recurring themes and
character traits that have allowed these people to be success-

ful in two different career paths. Spoiler alert: Real estate is a
service-driven industry and there are so many parallels of one’s

attitude in joining the armed forces.

Our dedicated staff enjoyed crafting this special issue. Please thank
our amazing photographers, Carlos Miranda and Heather Love,
next time you see them at a future event. Melissa Lopez and Emily
Burton did such a good job coordinating everything to make sure
we hit all of our deadlines. Christine Thom, Chris Menezes, and
Jennifer Mitchell put forth extra effort to ensure we captured the
military background of each REALTOR® who was featured.

In the spirit of expressing gratitude, I am eternally grateful for
Jason Chmielewski with JMC Law Group, Joel Schaub with
Guaranteed Rate, Phoenix Rising, and TESLA Gold Coast for
making our fall event a hit. Our publication and events don’t hap-
pen without loyal partners like these. Event photos will appear
in the December issue and be on the lookout for the details of our

winter 2020 event soon!

Fighting the good fight,

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

9 facebook.com/ChicagoRealProducers

@ChicagoRealProducers

Home Inspection Inc.
847-888-3931

We Inspect Commercial
Properties too!!!

Commercial Inspections Include:
* Apartment Buildings

Churches

Warehouses
Factories

Office Buildings
Retail Stores

* Medical Buildings

: Realtor, Attorney & :

: Veteran Discounts
_____________ 1

Call ECHO, Where Integrity Leads the Way!!!

www.realproducersmag.com - 13



Celebrate all life's moments
knowing the ones you love
are protected.

Auto * Home ¢ Life * Health * Business

Weer & Woellert

Insurance Agency

Home Warranty. Reinvented.

Silicon Valley Style

14 - November 2019

THE RENOVATION
KING OF CHICAGO!

Contact me today to learn more about
renovation loans for vour clients!

JOHN MANGLARDI

SVP of Mortgage Lending

0 312-319-8632

M B47-636-0387
John.Manglardlimmyccmorigage.com
manglardimortgages.com

Contact me for renovation loans
and all your fending needs!

Crassﬂauntry

TOWNES
e GLASER
16D DEVELOPMENT

Our homes are timeless on the outside.
Modern and built for urban family living on the inside.

wiww.carlosshotyou.com

Caros
SHOTyou

PHOTOGRAPHY

carlos@carlosshotyou.com

@carlos_shot_you

Your WORLD

THROUGH MY LENS

- HEADSHOTS

- TEAM PHOTOS

- LISTINGS

- EvENT

- AERIAL PHOTOGPAPHY

Sgth Homes FasT

Home Staging & Redesign

Mia Hable, Designer

Aty Areanged miahable@artfullyarrangedstaging.com

oy g

Call (872) 903-3591 today for a consultation.

WWW. artfullyarrangedstaglng com
T

g ";"_. -

www.realproducersmag.com - 15
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IN CHICAGO REAL ESTATE

Photos by Carlos Miranda and Heather Allison Love Photography

JENNIFER
DUNCAN

JAIME
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CLOSE ON TIME Zﬂ'] Qb SERVICE PLUy,
GET PAID ON TIME ¢ . ¢

Aand N mortgage
STOP WASTING TIME

-"il
!

Damaged sewer lines - / .
can lead to costly repairs and ) iy

added stress to new homeowners.
LOVE PHOTOGRAPHY

|

: il Y

Call us to learn

| LRI : ILLUMINATING YOUR AUTHENTIC SELF

. _ = | 773.951.8158 = — THROUGH OUR UNIQUE ARTISTIC LENS
RYAN PIERCE ML e V7 el

SENIOR MORTGAGE CONSULTANT wwwdacmechamcalchlcagncom @heatherallisonlove | heatherallisonlove.com
773.255.2793 | RYANP@ANMTG.COM Offering full service plumbing and sewer expertise v

WWW.ANMTG. CGMJ’RYANP for residential and commercial properties (872) 240_4257
B e R T PR AL e SeeA sy @ Family Owned & Operated e

.;1'.-.-I4.':J-¢£-r.l -m-v-\-sq. \'mv\.\
P, L AR, A, 13,9 e P AL P, 10 8 ot et l'.w.n-pr.-

FALL CAN Business Breakthrough MONOTELO Real World Tax Expertise

YOU WITH DAMAGELE SCHOLARSHIP

WE GAN PROTEGT Youn HOME Invitation for Chicago Real Producers Community

FREE Business Breakthrough Session (Value $2,000) Because it doesn't matter how much you make, it matters how much you keep!

S for Real Estate Agents

In this min session, top business strategist Scott Hansen will: :
s i e i _ £\ WHICH BUSINESS STRUCTURE will save you the most on your tax
» Provids you o 12 month business growth map' for doubling your revenue _ = & bill S-Corp, LLC, or 1099 Independent Contractor?
* Share siratagies thl wil DXOMINATE your compatifion b = :
SR e Do - A HOW WILL THE NEW TAX LAWS impact you as a Real Estate Agent?
* Help you find in ewcess of $100,000 in unhapped revanue in your business — L = "
o Provide sucoass pinciphes o closs more chents =2 § - ARE YOU PAYING YOURSELF ENOUGH salary to reduce the risk of
= Share shrategies on how 1o become more produstive > . /‘ﬁfﬁmﬂﬂdm by the IRS?
Claim Your Scholarship Today! | . -
www.sixtyminutebreakthrough.com - Call Monotelo today and let us provide you with a tax and salary review that can save you
r— - AR AT $8,000 - $12,000 per year while decreasing the risk of a painful IRS audit.
(773) 283-7675 | Info@LindolmRoofing.com (vac Tnveprenenr Ine. @
FoX 2 @ Forbes

monotelo.com | 312-757-5151 | info@monotelo.com

18 - November 2019 www.realproducersmag.com - 19




" z : e 79 " “He would come home with these

amazing stories about the people he

worked with from the Peace Corps
and the families that he helped,” says

Jennifer. “My dad was a pretty im-

A ‘ pressive man. He overcame so many
| I i obstacles to get an education and
b >> d g ent | make a pretty successful career for
fe ature 4 himself at a time when it wasn’t the

norm for black people.”

By Chris Menezes
Photos by
Carlos Miranda ‘When the time came, Jennifer
decided to join the Air Force mainly
because she liked the recruiter’s out-
fit. “It was silly, but I was a teenager,”
she says. During her four years in the
military, she was deployed for at least
six months out of the year, every year.
Within the ground aerospace control
and warning systems career field, she
specialized as an interface control
technician for the 726th Air Control
Squadron at Mountain Home AFB,

Mountain Home, ID.

While Jennifer had many interesting
experiences in the Air Force, on one

of her deployments to Kuwait, there

was a period of two weeks where the
' entire base was in MOPP 4, mean-
| ing they had to wear full chemical
warfare gear, including gas masks,
! . due to the threat of chemical weapons
; 4 = being used. “Having to be okay with

3 vy ! i what could be the inevitable ‘end’ of
L . : ) Iy : - - everyone on our airbase was pretty
; ' : tense,” she says.

“I think the military made me realize

how small I am in the grand scheme

H E L P I N G T o e \ of things. I can do big things, but it’s
" Jennifer and her not JUST about me. I also realized

B . Viaimir, that people are the same everywhere

you go. We are all just trying to make
n addition to being able to pick up and properly use any weapon—from a hunting knife  a better life for our babies and keep
to a grenade launcher—Jennifer R. Duncan is also running a successful real estate food on the table. And speaking of
business and loves to sing and dance. (She’s also secretly working on her standup, but food, food is so good everywhere!”
you didn’t hear that here.) While much of her worldview was strengthened during her time
in the U.S. Air Force, her confidence to become a successful businesswoman grew after After leaving the Air Force, she at-
becoming a mother. tended Northeastern Illinois Univer-

sity and the University of Missouri,

Jennifer was born in East St. Louis, Illinois. Due to some disturbing experiences at the hands  St. Louis where she studied inter-

4 of the adults in her life, she was placed in foster care at age 6. At age 9 she was adopted. This  national business, marketing and
was also the time that Jennifer decided she would join the military when she was old enough.  Spanish. She became a makeup artist
. \ I Her father, a Navy man who was later commissioned into the Army as a medic, inspired her. and also worked as a server/bartend-
& L X
i
e — " www.realproducersmag.com - 21



| THINK THE MILITARY MADE V I DEO
R B ME REALIZE HOW SMALL |
' ‘ gy
¢ mng BIG THINGS, BUT IT’S
nrm NOT JUST ABOUT ME.

- N AM IN THE GRAND SCHEME
L]
| ALSO REALIZED N B
e F

“ OF THINGS. | CAN DO
THAT PEOPLE g &

ARE THE SAME
EVERYWHERE I o
YOU GO.

SIGNATURE SERIES

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

er, but throughout those 15 years, real ~ Jennifer, her husband, Vladimir, and her daughter, current situation. The past does not
estate kept calling to her, too. “I took Gabriella have two pet hamsters — Rockwell and dictate what’s possible for the future.”
advantage of every adventure that Teddy. “We work very hard to support one anoth-
was presented to me and ended up in er and laugh until our sides hurt. We, of course, Jennifer has learned and fully be-
Chicago,” she says. have bad days and hard times, but that’s when we lieves that true success is the ability
make it a point to laugh harder and snuggle longer to not only savor every single ounce
Jennifer was traveling for work as (although I hate the hamsters). We sing a lot, dance  of your life but also to appreciate who
a makeup artist about three times a often, and love to read together,” says Jennifer. you are without regret.

week when she learned that she would
ALl

o,

become a mother. Everything changed  In the community,

after Gabriella was born. She knew Jennifer supports -y
she had to do something different. Spark, One Heart b

One Soul, CASA, j
“I wanted to be her mom full-time. and Adult Adop- :'1

¥

———

And more than that, I wanted to have tees of Illinois in

control over my income and to build a ~ Chicago. “I remem-

business that I could potentially hand ber what life was a . | . “ | ; . W SERVICES INCLUDE \/ldeo Producer Crecmve Edlfor

down to my daughter. I want her to like in foster care,

grow up with choices,” says Jennifer. and the challenges K = WYl ) : : I_H(e SWle / | HTI’O \/| deOS 47 9_503_04 1/

of being a single y .
She obtained her real estate license in ~ mom,” she says. “I . PFO pe rfy S h OWCAases C h iCGgO\/i deo DU de@g mai | .COm

2014 and has been passionate about want to help even

helping people realize a path to finan-  just one family & _ ' E\/e nT /\/\O rkeh n 9

cial freedom ever since. She cherishes  or person realize — i i . -

the opportunity that real estate offers  that it is possible i G reen S creen /\/\O rkeh n 9 WWW. Ch ICag oVi d eoDu d e.com

to change her family’s life. to change their CONTACT ME FOR A FREE CONSULTATION !
22 - November 2019




By Jamie Book

Does this sound familiar? You have had good
assistants, bad assistants, and mediocre assistants,
but they all have one thing in common: they keep
leaving. The fact is, assistants rarely stick around
for more than a couple of years. The best assistants
are motivated by their own goals to become great
agents, too, like you. You can either resent that fact
or use it to your advantage.

I'HE NEXT

FOR YOUR

Part Two: Traits of a Good Boss

24 - November 2019

The most prosperous route would be to use it to your advantage.
Create a role that is meant for only two, three, or four years and
uses future earning potential as the motivator. With this struc-
ture, all parties are motivated to support each other, and that
increases everyone’s chance for success. The formula for keeping
and grooming a great assistant is simple: Be prepared, organized,

respectful, and honest.

Be prepared. It is up to you to provide a structure and to set
tasks. In the busy months, this is easy. There is plenty to do and
keep up on in the spring, but when the market slows down you
still need to pay your assistant, so have a plan. Have a set of con-
structive and beneficial projects in place that can be completed
during the downtime, such as lining up your marketing materials,
getting your taxes in order, and the like. Have a schedule. For ex-
ample, have your assistant enter open houses into the MLS every

Wednesday and remove past open houses every Monday.

Be organized. Don’t expect your assistant to be organized if you do
not have a system in place. Everyone stays organized in different
ways, so allow some freedom in that sense. However, you will
need to be clear about what the existing system is or what the
system you want to create is, and then you and your assistant will
both need to follow and feed that system to keep it functioning. If
_you are unclear and inconsistent, expect your assistant’s work to
reflect that. It’s easy to get caught up in micro-managing, espe-
cially if your assistant is new or if you’ve never had an assistant
before. This is why being clear about what you want, and about the
process and system itself, is so important. Give your assistant a di-
rection and allow them to run with it, and give them the freedom to
learn in their own way with your guidance. In the end, this will set
them up to be able to function independently and complete tasks
without having to bother you, which is the ultimate goal—to have
an assistant that can do anything and everything that you can but

better, so you will have the time to grow your business.

Be a mentor. Remember, this relationship is a two-way street
that is motivated by future earning potential for both of you. This
requires you to be a teacher. Your assistant wants to see the way
you function and how you run your business so that one day, they
can do the same. Be open about sharing what you know, explain
transactions, let them listen in on phone calls, let them read

emails, and more.

Be respectful. Respect is the single most important aspect of a
good relationship. If you respect your assistant they will respect
you, and the correlation will produce far more fruitful results for
both of you. Expect that there will be a learning curve. Everyone
is different. However, how well and how soon your assistant is
able to work independently is highly dependent on you, on your
ability to teach them (i.e., be prepared). Understand that many
things will be new to them and mistakes will happen. Speed in
learning will increase tenfold if a mistake is addressed without
anger or contempt on your part. Approach problems directly and

honestly, with the goal of having a positive outcome. Point out the

error, explain its importance, offer feedback and solutions
on how to avoid it, ask that it doesn’t happen again, and

move on. Always be honest.

It is on you to nourish this relationship. Do not expect
someone to bend over backward for you if you do not pro-
vide the backbone to support that bend. Everyone’s needs
are different and what you need from an assistant may

be different than the next person. That’s absolutely fine.
Just remember that honesty, kindness, and generosity go

a very long way. Additionally, when it’s time for your great
assistant to move on, they will have the structure, tools,
and knowledge to become a great agent. Whether they join
your team or go off on their own, at least you know there
is one more REALTOR® out there who is doing a good job
(one whom you can be proud to call your colleague), and not

giving agents everywhere a bad name.

About the Author:

As a young professional in the real estate field, Jamie works
to produce the best experience for her clients when buying,
selling, and renting real estate. Originally from New Mexico,
Jamie moved to Chicago three years ago and has been as-
sisting Danielle Dowell and The Dowell Group for almost two
years as she simultaneously works on building and support-
ing her own business.

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 CrossCountry Mortgage, Inc!
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THE DELJO DIFFERENCE

Buying, selling
and living well.

When it comes to keeping your heating and coaling systems
in good working order, you can always count on Deljo Heating
and 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 & 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 CHICAGOLAND

CALL OR CLICK #thedeljodifference

773.663.4923 deljoheating.com




P> agent
feature

By Chris Menezes
Photos by
Carlos Miranda

. MARINE STRONG

‘ ‘ would not have had the successes I have had in only five
Iyears of business if it had not been for the strong char-

acter traits instilled in me during my fifteen years in the

Marine Corps. Discipline, tenacity, and the ability to execute

and follow through on a plan to completion are the greatest

advantages I have in business,” says Paul Barker.

Paul Barker entered the Marines when he was 18 years
old, ready to give it his all. He had worked as a boat
carpenter throughout high school, building high-end
cabinets, decks, and trim on pleasure yachts on the Ches-
apeake Bay in Maryland, and always enjoyed physical
labor. The summer before his senior year, he was select-
ed to attend a summer camp called “Boys State,” where
he learned the values of the Marine Corps by volunteer

recruiters and was instantly all about it.

“The Marine Corps is the hardest branch of the military to

get in to. It has the toughest boot camp and produces the best

fighting servicemen. I wanted to prove to myself that I could

succeed as one of the best warriors America has,” says Paul.
28 - November 2019

Paul joined the Marines as an infantryman. After attending
boot camp in Parris Island, South Carolina, and the School of
Infantry at Camp Lejeune, North Carolina, he was assigned
to be a machine gunner with the 2nd Battalion, 3rd Marine
Regiment. He served there for three years and was deployed

to Thailand, Okinawa, South Korea, Japan, and Australia.

After being promoted to sergeant, Paul transferred to the Basic
School in Quantico, Virginia, where he instructed officers on
the proper techniques of utilizing and employing machine guns
effectively for both attack and defense. He also became a Rope
Master and trained other Marines on the proper techniques
for repelling and fast-roping out of helicopters as they hovered

hundreds of feet above the ground.

In 2004, he was deployed to Baghdad, Iraq, as a combat instruc-
tor and was imbedded into a platoon of new Iraqi troops. His role
was to advise them on proper combat techniques and strategies
while engaging insurgents and terrorists that were determined
to undermine the rebuilding of the country. Paul saw a lot of

combat on that tour. He received and returned small-arms rifle

T T L

fire, endured mortar and rocket attacks on his base
weekly, and survived a roadside bomb detonation

on a convoy on the road to Baghdad.

After returning to the United States, he transferred
to the 2nd Battalion, 23rd Marine Regiment, and
was deployed for a second combat tour to Ra-
madi, Iraq. That tour was much more peaceful,
however—only a few random mortar rounds were
launched at their base. They spent most of their
time acting as a police force for the surrounding
villages and protected the main supply route from
Baghdad to Ramadi.

Paul moved to Chicago in 2009 and finished his
military career with the 2nd Battalion, 24th Marine
Regiment, where he served as a platoon sergeant
and platoon commander, in charge of the training,
discipline, and welfare of over forty Marine infan-
trymen. His final deployment was to the Republic
of Georgia in Eastern Europe in 2013, where he was
once again tasked to train Georgian troops on U.S.
and NATO military tactics and techniques, prepar-
ing their battalion for a combat tour to Afghanistan

to support NATO operations.

Before this last deployment, Paul’s brother asked him
if he wanted to invest with him in buying the three-
flat that his brother was living in from his landlord.
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Rather than using a REALTOR®, Paul pulled the area’s sales data for similar
homes and calculated the CAP rate and projected ROI based on rent. Using

that data, they presented an offer, which was accepted after a brief negotia-
tion. Paul enjoyed the process and experience so much that when he returned

from his last deployment, he dedicated himself to getting his broker’s license.

Paul left the Marine Corps in 2014 with a Joint Service Commendation
Medal, five Navy and Marine Corps Achievement Medals, four Good

Conduct Medals, and a Presidential Unit Citation. He went directly into
real estate and began building his business. Since he really didn’t know

many people in Chicago at all, he launched an aggressive direct mail mar-
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keting campaign that evolved into a
well-executed lead generation system
over the next five years. Today, those
direct mail campaigns are responsible
for bringing in about 75 percent of his

yearly business.

“The most rewarding part of my
business is knowing that my success
and failures are a direct result of my
decisions, hard work, and knowl-
edge. There is no one else to blame
when things don’t go correctly, but
at the same time, success is a direct reflection
of the time and effort that I put into my busi-
ness. That feeling is very freeing, and directly
opposite to life in the military, where a Marine
has very little say about the situations and cir-

cumstances he is put in,” says Paul.

‘While Paul’s time in the Marine Corps shaped him into
the disciplined, decisive, and determined businessman
he is today, he emphasizes the fact that it does not
define him. He does not run his business like a Marine
Corps platoon, which stresses “instant obedience to
orders,” to survive the chaos of combat. Rather, Paul
likes to encourage ideas, free thought, and discussion

with those he works with in his business.
30 - November 2019

around Roscoe Village.

66 >

DISCIPLINE,
TENACITY, AND
THE ABILITY TO
EXECUTE AND

FOLLOW THROUGH

ON A PLAN TO
COMPLETION ARE
THE GREATEST
ADVANTAGES |
HAVE IN
BUSINESS.

Paul, Ava, and lain enjoying a bike ride Paul Barker, Alan Barker (Brother), Paul and his daughter, Ava, at

and Erin Barker (from left to right) at ~ Wrigley Field (August 2019).
Soldier Field 10-Miler.

Paul and his wife, Erin, have two children—Ava (4) and Iain (2.5). He and Erin
are passionate about fitness. Erin is a personal trainer and they like to chal-
lenge each other with difficult workout routines that they create. As a family,
they enjoy riding bikes together, traveling to the country for long weekends in

Wisconsin or to Lake Michigan, and going to the Caribbean during the winter.

“The Marine Corps has had a huge influence on my outlook on life,” says Paul.
“Tough training taught me that I can always handle more stress and hardship
than I thought possible. The horrors of combat made me realize that life,
situations, and circumstances could always be worse than the present. Life can
be snuffed out in an instant of horrible violence, so one must treasure every
moment one has. And finally, work hard to change the things you can, and work
hard to adapt to the things you can’t change. Stressing about things beyond
your control just makes things worse and takes away your ability to make the

best of the situation.”

Give your
home the

protection

it deserves.

Your home is where
you make some of
your best memories,
and that's worth
protecting.

I'm here to help.
LET'S TALK TODAY.

Robert Archibald, Agent
IL-100731962

623 W North Avenue, Suite 4
Elmhurst, IL 60126

Bus: 630-501-1670

Fax: 630-501-1739
www.robertarchibald.com

Mon-Fri: 9:00am - 5:00pm | Sat: 10:00am - 1:00pm
Evenings by appointment

o StateFarm’

State Farm Bank, F.S.B., Bloomington, lllinois ("Bank"), is a Member FDIC and Equal Housing Lender.

NMLS ID 139716. The other products offered by affiliate companies of State Farm Bank are not FDIC

insured, not a State Farm Bank obligation or guaranteed by State Farm Bank, and may be subject to
investment risk, including possible loss of principal invested.
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Om’r 3.) years experience
closings real estate transactions.

CHICAGO REAL ESTATE EXPERTS.

Gerard D. Haderlein, Esq.

773-472-2888
jerryhaderlein@ameritech.net
3413 N. Paulina Chicago IL 60657

www.gerardhaderleinlakeviewlawyer.com
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By Andy Shiparski

few weeks ago, I had
the privilege to sit
down with my friend
Andy Burton for a
collaboration session. We were
able to accomplish an insane
amount of productive work,
but through our discussions, an
idea was hatched. What we both
realized is that while we have
many things in common, at the
forefront is our committed, daily
effort to empower, inspire, and
impact as many people as possi-
ble. To “pay it forward,” as that

gift was given to both of us.

Andy asked me about my
strength and where it comes
from. My immediate response

was that it comes from my faith.

As you can imagine, our conversa-

tion then went to another level.

‘We realized we also have a common

bond regarding faith, but here is
where this could take a different

direction. Faith by definition can

mean a couple of things. The first—
what I personally believe, and what

I believe most people would say—is

that it is a strong belief in God or

in the doctrines of a religion, based

on a spiritual concept rather than
proof. Another would be having
complete trust or confidence in

someone or something.
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For me, both definitions ring true and are

foundational pillars in my daily life. Let’s
get this out of the way: we are all human
and we make mistakes daily, whether we
admit it or not. I try to live by the golden
rule/rules, but at times, I succumb to the

pressures and expectations of life.

With that said, I also try to be reflective
and make my wrongs right by circling
back, apologizing, and owning up to when
I have not been at my best. I also try not to

use the words “ever,” “never,” or “always”

because no one can live up to them.

Now, let’s dive deeper. Growing up, I was
a very gifted athlete. I played football

and baseball at high levels. I also played
tennis, basketball, and golf. Plus I ran track in
high school. Here is the transparent, vulner-
able moment: I was NOT blessed with being a
great student in the classroom. However, what
Ilearned through sports—through my efforts
and time spent in my world of passions—was
that with teamwork and the ability to realize
the team was always bigger than the individ-
ual, you can succeed. With this mindset, we

could move mountains.

When we all focused on our unique individual
strengths and came together as a team, the unex-
pected could become reality. This repeated expe-
rience is what led me to adopt that second defi-
nition of faith. I had to have faith: The belief that

my teammates would execute their roles and have my back as
I had theirs. When a group of individuals comes together for
the betterment of the whole, that is when we can truly impact
the world and affect the change we want to see and be. I also
needed to have faith in myself, knowing that if I focused and

committed to my role, I could accomplish anything I wanted.

Faith/belief in other human beings is something that is in my
DNA. I try to live my life choosing to believe in the good-
ness of all people until they demonstrate differently, which
is when I hope my faith (in both definitions) kicks into full

throttle and is even more evident.

These principles have carried over into my professional life.
I know I wouldn’t have been able to have the career I've had
in real estate without having had faith in the company I work
for, the leaders of the company, or all the others involved

or employed by the company. I also feel the same about the
associations we belong to as REALTORS®.

What drew me to the company I am currently associated
with was its vision and core principles, as well as the good
character I saw within the leadership and every staff mem-

ber and agent associated with the firm.

I love our company’s tagline of “helping everybody find their
place in the world”! What a profound and all-encompassing
statement. We as REALTORS® have the immense privilege
to help people’s dreams of homeownership come true. We

as people have an obligation and duty to accept the unique-
ness of each individual we cross paths with and realize that
those unique differences create the exact fuel that makes the
world, and life itself, such a blessing. Imagine how boring

life would be if these unique differences didn’t exist.

Our CEO was blessed to have many impactful roles during
his career when he worked at major corporations and even
the White House. Seeing his courage to be vulnerable when
he told us that he never fully felt comfortable being his true
self until he started his own company resonated so deeply
with me. After reflecting on this, this is one of the key rea-
sons why I chose to work here and feel blessed in doing so.
Our leader is committed to helping all of us become the best
versions of ourselves by supporting each unique employee to

be the best versions of themselves, by BEING themselves.

Being immersed in a culture that truly reflects, accepts, and
encourages the differences each individual possesses, allows
us to work together in a place of acceptance and non-judg-

ment, which ultimately means that we get to work in an atmo-

sphere of comfort

and mutual respect.

If you don’t have faith from ei-

ther of the two definitions hopefully

this will help lead you to have faith in
yourself, your company and co-workers, hu-

manity itself, or something larger than yourself.

If I could give one piece of advice that applies to your
life or work journey, it would be to TRUST THE PROCESS!
Maybe translated, that could also mean, HAVE FAITH!

Andy Shiparski started his career 30 years ago. He is widely
recognized as one of the most respected managing brokers in
Chicago and is an industry ambassador. Throughout Andy’s career
path, he has learned the value of listening and focusing on the
needs of others to ultimately serve them. He is fiercely committed
to building strong relationships knowing he can ultimately impact,
empower, and inspire each individual he communicates with. He
has served on the Board of Directors at the Chicago Association
of REALTORS® since 2017 and is fulfilled by serving others.
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SECURING YOUR FREED
AND YOUR FINANCE

ore than anything else, Kevin Tatum

values security and makes it his goal to

provide security for others—whether
that’s keeping our country safe through serving in
the U.S. Air Force or helping his clients achieve

real financial security through homeownership.

After graduating from high school, Kevin knew

he wanted something other than the traditional
college education. He wanted a different challenge
and an adventure. With a brother in the Air Force,
he had a glimpse into military life and decided to
enlist in the U.S. Air Force, too.

“I was lucky enough to grow up in a household full of

great love and affection,” says Kevin. “But there were

also alot of rules and expectations. I was attracted to
the structure of the military and the idea of a dis-
ciplined, orderly, results-oriented environment. I
thought it would provide a great foundation for life,

and enlisting was the best decision I ever made.”

During his time serving, Kevin learned the
power of discipline and preparation. The
training not only prepared him for the
potential challenge of defending our
country, but also for the challenges he
faced on a daily basis. His incred-

ible discipline combined with the
mental preparation to meet life’s
challenges is what makes him so

successful today.



After leaving the military, Kevin purchased a prop-

erty in Chicago and quickly realized that real estate

ownership can be a vital step in achieving financial

security and preparing for a prosperous future.

“I was always good with money and was willing to
sacrifice to save, but buying property convinced
me that real financial security comes through
homeownership and knowledgeable real estate
investment,” explains Kevin. “I approached my
own real estate purchases in a methodical way and
recognized that my philosophy might work well for
others if I shared it.”

Hoping to help others achieve the same financial
security he found, Kevin dove into the world of real
estate and he hasn’t looked back. He loves helping

his clients make a sound investment in their life and

their future. When considering his success, Kevin

chalks it up to his ability to match people to their

ideal property based on their needs and finances.

66

REAL FINANCIAL
SECURITY COMES
THROUGH HOME OWNERSHIP
AND KNOWLEDGEABLE REAL
ESTATE INVESTMENT. %

“When someone purchases property, they’re not
just buying a home—they’re buying a sanctuary
from an increasingly hectic world,” notes Kevin.
“There are no bad properties, just properties that

might not be appropriate for a person’s needs.”

He advises REALTORS® who are struggling to
satisfy clients, to step into their clients’ shoes so
they can fully understand what their clients need
most. Is this their first purchase? Do they hope this
will be their last purchase or will this property be
somewhere in between? That will dictate how the
client will approach the process and what they’ll

ultimately require in a home.

Kevin also notes that buying and selling real estate
can be a very emotional and stressful process, so
REALTORS® need to do their best to set realistic
expectations and educate clients about the process
of buying or selling property, so their clients will

have a positive experience.
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Which kitchen would
you rather scll?

We handle everything so you don't have to. Including the on-trend design,
materials, and construction.

Our goal is to help realtors drive traffic to their listings.

Outside of the office, Kevin loves working out. The reason? If you exercise correct-

ly and often enough, it will yield the results you want over time—not unlike owning

a property. He’s also an active supporter of the National Ovarian Cancer Coalition.

After losing his mother to ovarian cancer, he joined the organization to honor her
and all the women who confront this horrible disease. And with the little bit of free

time he has outside of working, working out, and volunteering, he loves to travel.

Construction + Design Team specializing in updating homes to sell.

“Travel is another thing that drew me into the military and real estate,” says
Kevin. “I bl h iti dh le live. Seei i- . .
evin. “l was able to see other communities and how people live. Seeing vari REHDUEI['IDHSE”S.CDM I r@ @renﬂvatlﬂnseus | Cﬂntact us thaY [??3] 301_9125

ous villages and communities reaffirmed my sincere belief in the unique power

of home ownership.”
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LOOK WHAT PEOPLE ARE SAYING
ABOUT AGNES AT SATURN TITLE!

“The Saturn Title team is absolutely fabulous,
and its staff of 15 ready to jump on a moment’s
notice to help you on a file. ALTA, CD and title
work received very quickly (with no delay)
upon request by the attorneys and lenders. A
friendly work staff that creates a professional
closing environment. Can't get any better.
Highly recommended”

Kevin Dillon, Attorney at Law

773-430-4100

“We choose to work with Saturn Title, LLC and Agnes
because of the customer service, professionalism and
personal relationships with each department. From the CD
and title examining department to the closers at the table
- communication, knowledge, quick turn-around times all
lead to successful closings and happy clients and agents.
In our industry, customer service is key to success and
Agnes has implemented this throughout Saturn Title, LLC. |
would recommend to place a title order and experience
the difference of a company that cares.”
Whitacre & Stefanczuk Law Office
773-622-6100

“Saturn Title LLC is the most
efficient title company that | have
ever worked with. They hit the
ground running with precise
precision on all the files. | always
know my clients are in good hands
with Saturn Title, L.L.C. on our side”
Law Offices of Jesse K.

Myslinski, P.C.
630-351-9905

“Saturn Title is a company that
can provide the services of a
national title company with small
business service, where your
questions and concerns do not
get lost in a department but get
one on one attention.”

Law Offices of Beata Valente, LLC

773-688-4790

“Title companies are always competing for an
attorney’s business so I've used many of them in my
career. However, early on | decided to stick with Saturn
Title because they are incredibly responsive and
competent. Unlike many other title companies, Aggie
and her staff are very accessible to answer any
questions. They understand that the goal of both
parties is to close the transaction and they sincerely
care about getting that accomplished.”

Lucas Fuksa, Attorney at Law
312-266-2221

“I've worked with Saturn Title for more than ten years and
their level of service is excellent. The Manager, Agnes
Mroczkowski, instills in her team great attention to detail
and thoroughness, while providing a fast turnaround for
documents and closings. Agnes is prompt to return calls and
e-mails and goes above and beyond to solve a problem for
one of her agents. She stays informed with industry changes
and provides seminars and guidance to agents to stay on
top of current trends.”

Agnes Debicki, Attorney at Law
847-398-6500

Agnes Mroczkowski

Manager

Email: agnes@saturntitle.com

Mainline: 847-696-1000 | Fax: 847-696-1001
1030 W. Higgins Rd #365 Park Ridge, IL 60068

SATURN

TITLE LLEC

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

guaranteecw | Positvely Different

YOU’RE ALWAYS A

WINNER

WHEN YOU WORK WITH ME!

No matter what team you're rooting for, you'll
receive a $1000 closing cost credit when you
finance your home loan with Christin in 2019!*
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.
YOU HELP THEMEIND A HOME.
WE'LL HELP MAKE IT THEIRS.

* CORPORATE DINNERS = COCKTAIL PARTIES = EXPERIENTIAL EVENTS

e Mention “REAL PRODUCERS” and get
Visit a branch near you Penthouse,

2 111 W Jackson Blvd,
and meet up with a ™ k)
local Home Lending Advisor. CHASE G

lorna@gentsco-op.com  (® 312-361-1166 @) www.penthouselll.com
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FROM TOP
SECURITY<CLEARANCE
TO TOP Egnonucen

inding success in real estate takes a lot of effort,
willpower, and confidence, but John Lyons is
not one to shy away from a challenge. A for-
mer member of the United States Marine Corps, John
served as a cryptographic technician, a position held
by only 28 Marines when he graduated from the Basic
Electronics School of the Marine
Corps, a job typically only
given to the top of the
class. He was quickly
promoted to
sergeant within
three years and
picked up two
additional
jobs within
his unit.
First, as his
unit’s nucle-
ar, biological,
and chem-
ical warfare
non-commission
officer and then
as 2nd Detachment
Electronics Mainte-
nance Company’s Platoon
Sergeant. John also completed
the first six-week session of Officer Candidate School—
the most physically challenging test he has ever en-
countered. After serving in the Marine Corps Reserves
for six years, John spent 11 years in corporate sales

before deciding to launch a career in real estate.

Though he may not have taken a traditional path to
become a REALTOR®, each stage in John’s life has
helped pave

the way to his

becoming a top

producer. That

journey started

with his time in

the military.

Since John was

10 years old, he

knew he wanted

to serve his country. His grandfather (whom he was
named after), flew the P40 Warhawk in WWII and
survived being shot down in North Africa. A family
friend served in the Marine Corps in Vietnam as a
recon officer and saved his platoon by taking a grenade
blast, being shot and stabbed with a bayonet, and
living to tell the tale. After hearing these stories, John
knew he wanted to be next in line to serve.

During his time in the Marine Corps, John cyphered
and deciphered communication and information over the
airwaves, built wiring harnesses for bombs and missiles at the
Naval Air Warfare Center as a civilian, and had one of the top
security clearances. The demands of the Marine Corps and his

high-pressure role made him the person he is today.

“The Marine Corps will forever be a part of my character,” said
John. “In the Marine Corps, you’re put through the fire, over
and over again, and that builds confidence, and burns off bad
habits and character flaws. It taught me to lead by example, have
a strong sense
of integrity, and
constantly work to

improve myself.”

Not only does
John still focus
on self-improve-
ment, but he has
loved the process
of building a team
at his real estate business and helping his teammates improve
their lives. Because he developed a solid organizational struc-
ture and repeatable processes for his business, he can focus on
helping others find success too. He encourages his team, and
all REALTORS®, to constantly improve themselves by learn-

ing new things.
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“Read as many books, take as
many courses, and invest in your-
self as much as you can,” notes
John. “Investing in yourself will al-
ways give you the greatest payout

and return.”

His desire to improve the lives of
the people around him extends to
his clients as well. In fact, his fa-
vorite part of being a REALTOR®
is the ability to make a very
direct and positive impact on
someone’s life by helping them

buy or sell a home.

At the end of the day, when John
returns to his own home, he’s a
true family man and loves spend-
ing time with his wife, Irina, and
his 3-year-old daughter, Dagny.
Together, they love to explore and
experience new places. John also
loves to ski, play golf, and work-
out. In October of this year, his
workouts paid off—literally—after
he ran the Chicago marathon and
was one of the top fundraisers for

Lurie Children’s Hospital.

“When my daughter was born, she
experienced complications and
needed to be transferred to Lurie
Children’s,” explained John. “What
Ilearned from that experience was
that not all hospitals have a high
standard of care. Lurie Children’s
is an amazing institution with
unparalleled care, and I want to do
whatever I can to help this world-

class hospital in our city.”

Looking into the future, John
wants to constantly learn and
grow so he can help more people,
including his family, his team, and
his clients. And with the training
and discipline he learned in the
military, along with a number of
civilian professional accomplish-
ments, he will no doubt continue
to have a positive impact on the

people around him.
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John with his wife, Irina, and daughter, Dagny.

John at the Chicago Marathon.
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John at the Lurie Children’s Charity Marathon pasta dinner.
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TAKE YOUR LIFE TO
A HEALTHY NEW LEVEL.

Personal Training Programs are perfectly tailored
to your precise needs.

We will create a program for you if you have a specific
health and wellness goal to make sure that you achieve it.

Our personal training programs lead to faster
progress and higher satisfaction.

OFFERING WELLNESS AND FITNESS TRAINING TO RESIDENTS AND EMPLOYEES IN THE DOWNTOWN CHICAGO AREA TOWERS

219.851.0170 * SunnyBiggyFitness@gmail.com « www.sunnybiggyfitness.com GO
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Always Here To Win F

Tammy Hajjar Miller
Senior Vice President, NMLS# 981615

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

Member

o] g

Our Services:

- Pressure Washing - Block & Brick Sealing
. Carpentry - Cabinet Painting

- Wrought Iron Painting - Deck & Fence Refinishing
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PAINTING & DECORATING

- Interior & Exterior Painting - Wall Coverings
- Drywall & Repair - Spraying
- Staining & Varnishing - Faux Finishes
- Snow Removal - Aerial Work- Bosuns Chairs,
Lifts, Swing Stages

Kevin McVicker, Owner

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

Serving Chicago & Suburbs

SHERWIN-WILLIAMS

A

Benjarnrn Moore’
Paints

McMgs‘ter
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BUSINESS + GENERAL CIVIL MATTERS - REAL ESTATE

LAW OFFICES OF
PAUL A. YOUKHANA
SUBURBAN OFFICE
4819 Main St., Ste., D

Skokie, L 60077
(B47) 213-1008

CITY OFFICE

541 N. Fairbanks Ct., #2200
Chicago, IL 60611
(312) 809-7023

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

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

Michael . elgh. | ~ orders@appraisalsolutionsgrp.com

PRIME CREDIT
ADVISORS

ARE YOUR CLIENTS MORTGAGE READY?

We make the journey towards great credit
g smooth ride!

primecreditadvisors.com

Why our clients choose us:

+ 100% Maney-Back Guarontee %

- Ho Monthly Fees - )

- Highest Removal Rates
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Zach with some of his team at ZKG: Laura Davis (middle) and Sarah Jenema (Left). Other team members not pictured:
Demeko Taylor, Michael Mauro, Donna Gelmanovich, and JR Nones. Photo by: Alina Tsvor

ach Koran has spent his entire career serving others. The
number one tenet of his company, the Zach Koran Group,

is service, and that includes serving his clients, the com-

munity, and his team.

“For me, service is number one,” says Zach, “My job is to focus
on people’s problems and come up with the best solution to their

housing needs.”

But Zach’s commitment to service started long before his time in
real estate. He served as a staff sergeant in the United States Air
Force from 1996 to 2002, working as a financial analyst. He spent
three years overseas in Europe, then served in the Air Force

Reserves stateside.
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His admirable
desire to serve
his country
started when he
was young. Zach
has a long line of
family members
who served,
including his
grandfather and
several cousins.
He knew as soon
as he graduat-
ed high school
that joining the
military to serve
his country was
something he

needed to do.

His time in the
military taught
him a number of
valuable skills
and lessons that he has applied to his life as a civil-
ian. Working side by side with others taught him
to be part of the greater “we.” He also sharpened
his team-building skills and learned how to build

camaraderie from within.

Zach also appreciated the discipline required of
military personnel, specifically the strict adherence

to an early morning routine.

“I still get up early and start my day in a really spe-
cific way,” notes Zach. “Accomplishing a few tasks
in the morning sets me up for success and kicks off

the day in a positive way.”

Not only did his time in the military affect how

he lives his day-to-day life, but it affects how he
approaches his real estate business. Working in
real estate, you get pulled in so many different
directions throughout the day. You’re managing a
team, responding to client demands, and putting
out a lot of fires. But you can’t let the chaos of the
inbound requests distract you from the tasks like
prospecting and follow-ups. Zach attributes his
success to his ability to start his day by tackling the

money-making tasks first—without fail.

With a career volume of more than $30 million,

Zach is undeniably a success. But when asked how

he defines success, he said, “It’s constantly learn-

ing and growing.” He argues that you don’t want to
LN )
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FOR ME, SERVICE IS
NUMBER ONE. MY JOB
Sl CIF@EES. ON

RECOPLE'S FROBLEMS
AND COME UP WITH THE
BEST SOLUTION TO THEIR

HOUSING NEEDS.

put a dollar amount or a number on success because you never
want to put a cap on what success can be. But if you’re constantly

growing, you know you’re moving in the right direction.

Helping his team grow and feel successful is incredibly important
to Zach, and it has been the most rewarding part of running his

own business.

“I never realized
how rewarding it
would be to build up
ateam,” says Zach.
“But the best parts
of coming to work
are the coaching
sessions, the one-on-
ones, and the team
outings and confer-
ences. It’s great to
spend time with my
team and help them
be the best versions

of themselves.”

Zach also notes

L O8 that team bonding
_ &E 7 = | e \ and helping others

R = é@{“ e Y 2 is something he
o E e E O carried over from
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the military, and he wishes more people understood that military

personnel and veterans are friendly and personable.

“I think people associate military personnel with the cold and
harsh “Yes, Sir, No, Sir’ persona,” explains Zach. “But we’re peo-

ple too—just like everyone else.”

Zach not only brings his positive energy to work, but he also
makes sure to share it with his 10-year-old son, Miles, and their
French Bulldog, Frank. Together they travel and explore the food
scene in Chicago, constantly trying new places. He also loves to

workout and golf whenever the Chicago weather cooperates.

A strong supporter of Volunteers of America, an organization
that helps house homeless veterans, Zach notes how large and
widespread the problem of homelessness is among veterans. He
firmly believes that no one should be without a home, and every-

one deserves a second and third chance to get back on their feet.

When it comes to guiding up-and-coming producers, Zach has a few
pieces of advice: “If you put in the hard work, you will be successful.
It takes time to get your first few deals. But you can’t just sit at your
desk and wait for the phone to ring; you need to start by putting your
name out everywhere. Pound the pavement, hit social media hard,

and don’t be afraid to hound friends and family for referrals.”

He also notes the importance of approaching your work with a
service mindset. By focusing on serving others to the best of your

ability, you're bound to succeed.
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COMPLIMENTARY 3D RENDERING
PROVIDED FOR EVERY PROJECT

1920 BEACH ST, BROADVIEW, IL

Helping clients take control
of their financial future.

Finandal Planning - Retirement Planning
Education Funding - Estate Planning
Business Planning
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Chicago | Downers Grove | Naperville | Schaumburg
1475 E Woodfield Rd #900, Schaumburg, IL. 60173

Jonathan G 847-969-2585

www.jonathan-dickinson.com

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

CROOKED OAK

Custom Closets, Wall Beds,
Mudrooms, Pantries & Storage

for Chicago’s Finest Homes

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

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

CHOOSE FROM A LARGE SELECTION OF
SOLID WOOD & MELAMINE MATERIALS

708.344.6955 WWW.CROOKEDOAK.COM

STACIE YAROSZ,
STYLIST & MAKEUP ARTIST
SYSTYLED@GMAIL.COM
312.952.2241
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here’s nothing Jason Chmielewski loves more

than helping others and building relation-

ships. As a real estate attorney, he gets to do
just that. Whether it’s helping people buy their first
home, upgrading to a better property, or purchasing
the home in which they plan to retire, he has the plea-
sure of working with clients during one of the most
important events in their lives.
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ELEWSKI
OWNER OF JMC LAW GROUP

Helping Clients

by Building Relationships

Jason is able to help so many people buy and sell their homes because he has
the experience and work ethic to make sure every transaction is a worry-free
and smooth one as it is a very stressful time for his clients. In college, he
worked on construction sites during the summers with his father doing hard la-
bor. Jason’s father emphasized the importance of staying in school and working
hard. The lessons he learned from his father drove him to study hard in college
and to go on to law school.

partner €4
spotlight

By Jennifer Mitchell
Photos by Carlos Miranda




As is evidenced by the

number of bad lawyer

jokes out there, we

get a bad rap for poor

service and leaving

clients hanging. | know

the key to success is

communicating with your

clients in a timely manner

and building a relationship

with them, so they feel

comfortable coming to

you with any issues.

“I strive to be a good role model for my
children every day. I want to teach my
children that in order to be successful
they need to study and work hard.
Nothing will be handed to you,” says
Jason. “I've brought my daughter to
work several times because I think it’s
important for my children to see me at
my workplace and maybe even imagine

themselves here with me one day.”

Jason knew early on that he either
wanted to practice law or go into
politics, so he saw law school as a
natural fit. Several internships in both
fields solidified his desire to practice
law, specifically real estate law.

After law school, he landed a job at a

two-man firm and worked to become
58 - November 2019

a partner. As a partner, he got a taste of what it is
like to run a firm and found that it was something
he really enjoyed. So in 2008, he founded JMC
Law Group, which he has built from the ground

up. Every year for the last 10 years the firm has
increased its business exponentially and is on track

to have another record-breaking year in 2019.

Jason loves real estate law because he’s able

to combine two of his passions: practicing law
and building relationships with others while
helping them through some of the most import-
ant events in their lives. Real estate law allows
Jason to interact with his clients during some
of the most positive and exciting times in their
lives. Most often, a new home means growth
and new opportunities, and he’s grateful to be a
part of these momentous and exciting times in

his clients’ lives. Real estate law also allows him

to work with clients on multiple
occasions at various stages of their
lives, maintaining positive ongoing
relationships with his clients as well

as their families.

“Attorneys often work with clients
for extended periods of time, but then
they never see them again after their
case is complete,” explains Jason.
“But I cross paths with many of my
clients several times at various stages
of their lives. And I always encourage
them to call with any questions they
may have, or if they need referrals—
even after they’ve closed on their
home. For me, it’s not just about the
transaction, it’s about the relationship
with the client(s).”

The Chmielewski Family.
Photo by: Waffles and Honey Photography

Being of service is so important to
Jason that he has made it his firm’s
tagline: “Service is the key to my
success.” And he strives to make his
firm one that stands out for its level
of responsiveness and acute atten-

tion to client needs.

“As is evidenced by the number

of bad lawyer jokes out there, we
get a bad reputation for imperson-
al service and for leaving clients
hanging,” says Jason. “I know the
key to success is communicating
with your clients in a timely man-
ner and building a relationship with them so they feel comfort-
able coming to you with any issues they may encounter. It might
seem like a simple thing, but I think a lot of attorneys fail to do

that for their clients.”

At JMC Law Group, the team’s philosophy is to treat every deal
like it’s a big deal—whether it’s helping someone purchase a
starter home or helping investors develop and lease commercial
and residential properties. JMC Law Group strives to make every

client feel protected and taken care of.

“I care about what I do, and I care about my clients,” notes
Jason. “I treat every real estate deal as if it were for my mom
and dad.”

He encourages green lawyers to keep the lines of communication
open and be true to their word. His advice: Follow through on
your promises and try to work with people who are as passionate
as you are about the work. Jason encourages REALTORS® to

surround themselves with a strong team.

Jason’s four children (Vincent, 8, Bella, 6, Grace, 4, and Charlotte, 2)
Photo by: Waffles and Honey Photography

“As areal estate agent, clients will take your referrals
without question,” Jason explains. “So be sure that the
people you work with, such as attorneys or lenders,
are high performers and truly care about their clients.

Otherwise, it can sour the whole experience.”

While he is very passionate about his work, Jason
has another motive for working as hard as he does:
his family. With four kids under the age of 8, there’s
never a dull moment in Jason’s life. He spends his
free time with his wife, Gina, and their four chil-
dren, Vincent (8), Bella (6), Grace (4), and Charlotte
(2), exploring Chicago and going to the zoo, the

beach, and the aquarium.

“I work hard every day. After work, I like to be in-
volved with my children’s activities and have dinner
as a family. I’ve volunteered to coach both baseball
and softball teams for my kids, which was a blast.
Ilove what I do, I love my family, and I love being
able to support my family,” states Jason. “And for
that, I feel very lucky.”

For more information about JMC Law Group, please visit
www.JMCLawGroup.com.
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PEST INSPECTION EXPERTS SINCE 1860

Schedule More,

Save More! U1 = Stralghtforward

Ask us how you can

qualify for our 4" Home Inspections LLC
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“Working for you, fair and square.”

UPGRADE THE
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N2 Publishing - the company behind every Real Producers magazine - believes in T h e b e St re p 0 rtS i n t h e b u S i n e S s !

a future where everyone is free. This year, we donated 2% of our revenue, or $3
million, to support nonprofits that rescue and rehabilitate victims of sex slavery
and forced labor. And it was only possible because of the support of our industry
partners and engaged readers. Because of you.
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aime Luevano joined the military
J out of both gratitude and duty.
His parents immigrated to Chicago
from Mexico in the 1960s and
instilled a great deal of pride in their
children about being both Mexican
and American. “l felt it was my duty
to give back to a country that gave
my family everything,” says Jaime.
“When 9/11 happened, | enlisted six
months later.”

Jaime joined the U.S. Army National
Guard as an 11-Bravo (an infantry-
man). He was 20 years old and he
did not want to sit behind a desk. “I
wanted to be ‘boots-on-the-ground.
As strange as it sounds, I wanted to

be in the action,” he says.

During his six-year active contract
and eighteen-month deployment to
Iraq, Jaime saw plenty of action. While

on deployment, he was a lead driver

in convoys and patrols or served as a gunner or a
dismount. As a driver, he would call out their routes,
call out dangers, and set up security. As a gunner, he
would sit in the turret of the truck or military vehicle
and be the first line of defense against suicide drivers
and ambushes. As a dismount, he would sit with his
fellow soldiers in one of the Humvees until they were
signaled to dismount and patrol the area. At that
point, they’d get out, go door-to-door, and talk to the
nationals to give them a sense of security and try to

rid the area of terrorists.

“I have so many memories from my deployment,
both good and bad,” says Jaime. “A good one would
be getting a shipment of soccer balls and being able
to hand them out to the kids while I was on patrol.
Seems like nothing really, but these kids had nothing,
and their homes were being torn apart so bad that a
soccer ball gave them an opportunity to play and just

forget about what was going on around them.”

‘When his service ended in 2010, Jamie was a com-
pletely different person. “My experience changed

everything about me,” he says. “I stopped sweating

the small stuff—traffic, bad cell ser-
vice, not having my favorite coffee . . .
everything just seemed trivial. When
you go out every day, for months,
worried about dying and the peo-

ple around you dying, and then you
transition to civilian life, you realize
that we are blessed and have such a
wonderful life. I wake up happy and
positive and know that no matter
what the day throws at me, it could be

so much worse.”

‘When Jaime left the service, he start-
ed working as a valet attendant, moved
up to account manager within the
company, and eventually left to start
his own valet parking business. Pulling
on his savings to stay financially afloat,
he started going into every restaurant
to pitch himself and his service. He
was given one “no” after another and

had doors literally slammed in his face
o0
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before he finally found one restaurant
that was willing to take a chance on
him. It was all he needed. His business
snowballed through the referrals and

reputation he generated.
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| stopped sweating the small stuff—

Although his business was growing successfully,
Jaime started to feel burned out. He loved grow-
ing the business and building relationships, but
he found he hated the day-to-day operations. The

breaking point came on one Saturday night when

my favorite coffee . .. everything
just seemed trivial. | wake up
happy and positive and know that
no matter what the day throws

at me, it could be so much worse.

traffic, bad cell service, not having

one of his valets was a no-show for
his shift. Jaime broke down. “I hated
relying on employees to grow my
business. I told myself I would never

feel like that again,” he says.

That Monday, Jamie began working
on getting his real estate license.
Jaime was first introduced to real
estate as a kid. His friend’s grand-

mother was a real estate agent and

over the holidays, she would have

them lick stamps for the mailers
she’d send out. “I saw how happy
her clients were and how happy she

was at the end of the day. I knew
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Jaime and his wife, Maureen, on their Honeymoon at the
Grand Canyon.

then that was what I really wanted to do,”

he says.

Jaime got his license just a year-and-a-half ago,
and he has loved every moment since. He loves
the fact that he could work 24 hours a day and
his business would directly reflect that effort.
He also loves how the foundation of the business
is to just help people—to take a situation that is
overwhelming and stressful and to turn it into a

memory to look back on and be thankful for.

Jaime has found that his time in the military—
learning how to control his emotions and remain
even-keeled, and to make personal sacrifices—
has benefited him tremendously in real estate.
“In the military, you cannot do your job and
support the soldiers around if you are down or
up. You have to stay in the moment and do what
you’re trained to do. I feel that in real estate,
there is also a lot of up and down, and I feel real-
ly prepared to handle it. Every situation is what
it is. You strap on your boots and deal with it and

keep on moving forward,” he says.

At the end of a long day, all Jaime wants to do is
go home to his wife, Maureen, and give her a big
hug and tell her how much he loves her. Jaime
and Maureen are expecting their first child in
March. Jaime enjoys having game night at his
family’s house and bowling. With a high bowling
score of 273, he is pretty slick on the lanes.

As Jaime keeps marching forward in life, build-
ing his real estate business and family with the
same integrity, dedication, and compassion he
gave to his service in the Army National Guard,
there is no doubt he will continue to see much

success and happiness in the future.
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COCKTAIL
PARTIES:

In-person or Online, Be There This Holiday Season!

With the fall market in full swing and the holidays on the
horizon, we’re all thinking about what we need to do to
bring 2019 to a successful close, as well as fine-tune our
visions and plans for 2020.

One of the most impactful things we can do at the end of ¢Ais year
is to get out and work the holiday party circuit where we can
secure meaningful relationships for the beginning of next year!
At a time when many people’s businesses are cooling down and
they’re feeling ready to let loose, we have the opportunity to heat
66 - November 2019

By Katie'Hutchens

things up by making key face-to-face contact with more clients
and potential clients in these upcoming weeks than we’ve had in
our last several busy months. So, get out your suits and sequins.

It’s time for you to shine!

Don’t blow this off. Consider this: at what other point in the year do
so many of your clients, friends, family, neighbors, referral partners,
and vendors invite you to come mingle with them—and everyone
else they’ve invited—in a relaxed, celebratory social setting? You

can connect and catch up with people you already know, meet and

make great impressions on new contacts, and take mental notes of
who you want to reach out to in the future. Holiday party invitations
are a direct call for you to interact and genuinely connect not only
with the party host, but also with the other guests who understand

that simply because you are there, the host endorses you.

So, monitor your snail mail, your e-mail, your junk mail, and your
social media direct-message mail for party invites. Open your
calendar and strategize. Figure out how to attend as many events
as possible. Treat it as part of your job so you can keep your busi-

ness hot during our cold holiday months.

But it’s important to keep the fact that we view these parties as
business opportunities to ourselves. There is an art to attending

such events:

1. Be engaging, listen, and ask people about themselves. Terry
Gross, host of NPR’s Fresh Air knows a few things about talking
to people. Her go-to icebreaker is only four words long: “Tell me
about yourself.” This approach will not only provide you with
insight about a potential client, but it also keeps you from being

“that person” who does all the talking and forgets to listen.

2. Don’t use this setting to be “salesy.” You don’t want people to
avoid you like a bad holiday sweater because they know you're

just going to ask them when they want to buy or sell!

3. Be intentional. Take strong mental notes about the people you

meet and take the time to establish a rapport.

4. Casually and conversationally, ask people for their social
media contact information. This is a way to connect on a more
personal level than something like LinkedIn or simply asking
for business cards. Send a direct message later saying that you
enjoyed connecting and touch on a few points from your conver-
sation. By deliberately building Instagram contacts, you are able
to use it like a database/CRM.

But what do you do if you’re not able to physically make it to
some of those parties this holiday season? You do the next best
thing. You “attend” by catching up with people on social media!
As my managing broker and high-performance coach, Jim Miller,
would say, “Social media is essentially a cocktail party— you’re

either at that party or completely missing out.”

Here’s what he means: Clients, friends, and other contacts are
serving up the perfect conversation starters for you on Instagram
and Facebook all year long, but especially during the holidays.

In their daily posts and stories, they announce accomplishments
from the year, holiday plans, new babies, vacations, engagements
and weddings, birthdays and anniversaries, gaining or losing a
pet, family members achieving something great, and hitting major
milestones. If you are not present on social media, you miss being
able to reach out immediately to your sphere at the most mean-
ingful times in their lives with a DM, a card, a gift, or an invita-

tion to get coffee or lunch.

According to the National Association of REALTORS® more than 80
percent of home sellers consistently say they would be likely to work
again with the real estate agent who sold their last home. This makes
it clear that the foundation of our business development plans should

be staying in touch with past clients and our sphere of influence.

Social media is a crucial platform for doing just that. It gives you
the unique opportunity to closely monitor the people most im-
portant to your business and be present. So, attend their “cock-

tail parties” online this holiday season!

Cheers, party people! For more details on how to be present and

proactive via an Instagram “cocktail party,” DM me!

About the Author:

Katie Hutchens is head of the Hutchens Home Team at Jameson
Sotheby’s International Realty. She is consistently a top producing
Chicago real estate broker, who has been providing her clients
unparalleled representation and guidance for fifteen years. Her
clients describe her as “smart, honest, experienced, connected,
insightful, detail-oriented, and accommodating.”

Genuine connection, relationships, and trust are the foundation for
Katie’s business. Leveraging Sotheby’s cutting edge technologies,
international marketing exposure, and her personal social media
platforms, Katie successfully reaches and identifies the most quali-
fied buyers for her listings.
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VOLUNTEERS OF

AMERICA
ILLINOIS

VOA lllinois is one of the largest providers of affordable housing in the country with an innovative
network of support for people of all ages.

olunteers of America (VOA)

Illinois is one of the oldest

affiliates of the Volunteers of
America family, a national, nonprof-
it, faith-based organization that was
founded in 1896 by social reformers
Ballington and Maud Booth. They
envisioned a movement dedicated to
“reaching and uplifting” the American
people. On behalf of the organization,
the Booths pledged to “go wherev-
er we are needed and do whatever

comes to hand.”

Since 1896, VOA Illinois has been
there to make an immediate, tangible
impact for the people we serve in our
communities. VOA Illinois works to
correct life’s greatest financial inequi-
ties. We serve individuals and families
who need help the most, and when

they need it most, by ensuring they
68 - November 2019

have a place to call home and the support they need
to thrive. We believe that when the people we serve
can thrive today, our communities will be stron-

ger tomorrow. We are committed to bringing real
solutions and lasting change to the lives of those we
serve, including creating and establishing new begin-
nings for veterans and families who are struggling or
are in crisis, a bright future for children and families
in the foster care system, and a better quality of life

for seniors and adults with disabilities.

The True North Project for Veterans is a compre-
hensive program for veterans who are struggling,
or in crisis, or at-risk of experiencing serious
instability in their lives. The program provides
veterans with the support, resources, and hope
they need to successfully win the ‘war’ that

often follows many soldiers home. Many soldiers
return from war with experiences that civilians
will never understand. There are cases where
they experience PTSD and/or moral injury,

mental health and physical injuries. This project

Did you know a report of child abuse is made
every 10 seconds? At VOA lllinois we are
committed to providing every child with a home
free of abuse and neglect.

P

making a €4 2
difference

VOA's dedicated staff is trained to help those they
serve at every step of their life.

helps soldiers win the ‘war’ at home
by providing direct services they
need to integrate back into society

and become successful.

In 2012, we created our Home

for the Brave continuum. This
program provides housing and

a full continuum of supportive
services and interventions for 200
veteran families every day, fostering
transformational and lasting change
in the lives of these veterans

and their families. Our services
include counseling and clinical
support, coaching, and professional
development, and these services are
individually tailored to meet each

veteran’s own unique needs.

Each year VOA Illinois also

provides safe, nurturing homes

Every year VOA lllinois serves over 500 veterans and their families.

for more than 200 children who have needed, for various
reasons, to be removed from their biological families. We offer
therapeutic services for the whole family. We are committed
to the children we serve. Our dedicated team creates
thoughtful service plans to meet the needs of every child

and to ensure happy, healthy lives. These plans are based on
the child’s sense of time, attachment, and best interests. We
pursue the best permanency option for each child, whether
that’s reunification, adoption, guardianship with a relative, or,
based on age, independence.

Finally, VOA Illinois provides a better quality of life for
seniors and adults with disabilities. Through our supportive,
high-quality housing communities, residents gain an
opportunity to live with dignity and independence in a place of
their own. Our communities provide a unique and integrated
system of support to address specific resident needs and meet
any challenges they may have so that they can continue to

live independently. For example, we provide assistance with
shopping or transportation to some senior residents, and for
our residents with disabilities, we prepare meals and help

them communicate with their medical providers.

At VOA Illinois, we deliver strength-based, trau-

ma-informed, gender-responsive, and culturally

sensitive programs and services at the highest

standards of excellence for these individuals and

families. And throughout our history, we’ve never
stopped reinventing our services. We continuously
innovate our work and programs based on our com-

munities’ evolving needs.

VOA Illinois is dedicated to living out our values in
all we do and we are always looking for people to

get involved. Here are just a few ways:

* Get educated. Learn more about us at voaillinois.
org or take a tour of our program sites to see our
programs in action.

* Get involved. Become a volunteer or attend our
events to help the people we serve.

* Give. Become a donor and help us transform lives.
Your gift makes an immediate impact and provides
resources that help people overcome life’s greatest
challenges and reach their full potential. Every
dollar we raise goes directly to support high-qual-
ity, outcome-driven services for more than 2,000

individuals and families every year.

* Organizing
» De-cluttering
» Closet Design

* Filing Systems

» Paper Management

For more information about how to get
involved with VOA visit www.voaillinois.org

» Office System Integration

* Move Management
» Organized Packing
» Unpacking

773.830.4070

www.Mission20rganize.com

Mission20rganize@gmail.com

EFEEEEFG

www.realproducersmag.com - 69




1h

ARZT:

The A of Remodefing
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3821 W MONTROSE AVENUE, CHICAGO, IL 60618
773.610.4551 » ARETEREMOVATORS.COM

CONTACT METODAY TO SEE HOW | CAN HELP GROW YOUR BUSINESS!

BILL KATSOOLIAS

i s & wp WINTRUST
DIRECT: 247702021 MORTGAGE

Bratsoolias@WintrustMortgage.com
BillsLoans.com

231 5. LaSalle 5t., Chicago, IL 60604

507 M. Milwaukee Ave. Libertyville, IL #0048
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3 Winerust Commurity Bank NVLS 445042, & 201 Wintruss Mortgage.  LENDER

Attorney. Homeowner. Parent.

Bringing together the knowledge and expertise in the three
roles | embrace the most, | impart finesse and proficiency
to a fast-paced and challenging real estate market.

There is no transaction where speed and accessibility
matter more. | understand, and | deliver.

SHANE E. MOWERY
ATTORNEY AT LAW
smowery@mowerylaw.com

(773) 279-9900 MoweryLaw;com

DESIGN BUILD + KITCHEN AND BATH REMODELING » NEW CONSTRUCTION

FLOOR INSTALLATION « HARDWOOD REFINISHING = PAINTING
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TOP 200 STANDINGS

Teams and individuals from January 1, 2019 to September 30, 2019

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

1 Jeffrey Lowe 129 $136,147,432 61 $66,213,196 190 $202,360,628 35 Layching Quek 2 $1,180,000 51 $31,736,634 53 $32,916,634
2 Matt Laricy 153 $64,471141 165 $84,760,877 318 $149,232,018 36 Joanne Nemerovski 17 $24,070,500 9 $8,145,000 26 $32,215,500
3 Emily Sachs Wong 67 $83,512,500 37 $52,654,499 104 $136,166,999 37 Julie Busby 25 $17,474,550 18 $14,303,500 43 $31,778,050
4 Timothy Sheahan 82 $103,246,692 19 $21,712,000 101 $124,958,692 38 Barbara O'Connor 44 $21,547,447 19 $9,974,400 63 $31,521,847
5 Mario Greco 153 $83,814,168 46 $34,241,101 199 $118,055,269 39 Katherine Malkin 7 $14,430,000 5 $15,815,000 12 $30,245,000
6 Elizabeth Brooks 56 $110,964,575 2 $1,954,900 58 $112,919,475 40 Erin Mandel 22 $24,716,750 8 $4,410,800 30 $29,127,550
7 Erin Ward 18 $66,212,500 9 $38,175,000 27 $104,387,500 4 Aaron Sklar 9 $8,369,000 12 $20,471,500 21 $28,840,500
8 Leigh Marcus 15 $73,840,252 22 $13,463,900 137 $87,304,152 42 Danielle Dowell 35 $15,763,600 17 $12,221,230 52 $27,984,830
9 Scott Newman 7 $28,906,650 101 $56,367,802 172 $85,274,452 43 Debra Dobbs 14 $13,897,500 18 $13,431,500 32 $27,329,000
10 Jennifer Ames 37 $47,905,385 15 $19,118,535 52 $67,023,920 44 Emily Phair 18 $5,503,400 43 $21,509,501 61 $27,012,901
1 Melanie Giglio 54 $34,968,564 59 $31,362,747 13 $66,331,311 45 Hayley Westhoff 25 $14,059,201 16 $12,867,500 4 $26,926,701
12 Karen Biazar 91 $48,969,958 21 $11,840,388 12 $60,810,346 46 Phil Byers 18 $9,249,600 23 $17,607,650 4 $26,857,250
13 Sophia Klopas 52 $39,143,375 37 $20,040,970 89 $59,184,345 47 Lauren M. Wood 27 $9,210,000 34 $17,547,450 61 $26,757,450
14 Chezi Rafaeli 23 $31,926,000 13 $25,126,325 36 $57,052,325 48 Margaret Baczkowski 13 $12,095,500 9 $14,611,500 22 $26,707,000
15 Millie Rosenbloom 26 $30,138,750 19 $22,190,250 45 $52,329,000 49 Lucas Blahnik 21 $9,297,500 26 $17146,900 47 $26,444,400
16 Philip Skowron 19 $38,073,500 5 $13,596,000 24 $51,669,500 50 Weston Harding 20 $12,521,040 23 $13,355,390 43 $25,876,430
17 Sam Shaffer 23 $12,834,000 57 $37,247,688 80 $50,081,688

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 Nancy Tassone 18 $44,490,026 3 $1.411.000 21 $45,901,026 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 Carrie McCormick 36 $26,649,400 35 $21,003,000 U $47,652,400

20 Brad Lippitz 44 $26,837,085 27 $17,616,400 7 $44,453,485
21 Jennifer Mills 38 $26,417,532 22 $15,462,400 60 $41,879,932
22 Colin Hebson 32 $28,614,696 20 $13,244,697 52 $41,859,393
23 Joshua Weinberg 40 $17,281,536 a5 $23,970,400 85 $41,251936 |] U YU I_I H |] EA |_S N EE |] SAV I N I}?
24 Natasha Motev 13 $26,477,944 3 $14,449,395 16 $40,927,339 | Do you have deals that were denied by another lender?
Do you have clients with low credit scores?
25 Eugene Fu 23 $34,357,500 4 $5,970,000 27 $40,327,500 MOVEMENT Do you have deals that needed to close yesterday?
26 Timothy Salm 20 $25,514,000 7 $11,579,013 27 $37,093,013 MORTGAGE
27 Jill Silverstein 14 $8,643,500 37 $28,138,450 51 $36,781,950 Ryan Cotter | highly recemmend Ryan and ; i After my clients received a denial
MARKET LEADER his entire team at Movement fram ancther lender, Ryan and his

28 Ryan Preuett ° $16,912,500 13 $19,843,098 22 $36,755,598 ML S#: 22435 M ioe. Thay aro Hhassiars cntite tasi at Moverment Mortasge
29 Katharine Waddell 27 $15757,500 33 $20,683,372 60 $36,440,872 direct: 312.607.11 * Christophe DuPont, Broker T steppes. I tosava.the day

yan tar@mevamant com = Andrew Perkins, Realtor
30 Konrad Dabrowski 39 $24,703,700 20 $11,572,388 59 $36,276,088 movement m/ryan Lie
3 Gwen Farinella 7 $23,600,000 3 $12,275,000 10 $35,875,000 =
32 Matthew Liss 49 $27,726,392 17 $7,488,050 66 $35,214,442
33 Kathleen Malone 20 $16,183,850 18 $18,141,000 38 $34,324,850
34 Jason O'Beirne 44 $26,334,523 21 $7,492,400 65 $33,826,923 ‘
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TOP 200 STANDINGS

Teams and individuals from January 1, 2019 to September 30, 2019

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

51 Elizabeth Ballis 12 $11,029,000 17 $14,766,540 29 $25,795,540 85 Noah Birk 7 $16,026,000 4 $3,896,000 1 $19,922,000
52 Bari Levine 25 $11,458,000 26 $14,154,650 51 $25,612,650 86 Nancy Hotchkiss 28 $11,287,830 20 $8,517,810 48 $19,805,640
53 Joe Zimmerman 31 $14,884,300 18 $10,501,900 49 $25,386,200 87 Bruce Glazer " $5,578,900 15 $14,057,062 26 $19,635,962
54 Nicholaos Voutsinas 4 $1,910,900 47 $23,171,700 51 $25,082,600 88 Kelly Angelopoulos 12 $14,619,999 8 $4,951,029 20 $19,571,028
55 Daniel Close 8 $4,092,500 34 $20,808,242 42 $24,900,742 89 Douglas Smith 7 $4,265,000 8 $15,123,500 15 $19,388,500
56 Amanda McMillan 31 $12,886,825 29 $11,587,460 60 $24,474,285 90 Barbara Proctor 9 $15,202,500 3 $3,640,000 12 $18,842,500
57 Nicholas Colagiovanni 18 $13,445,500 12 $10,941,000 30 $24,386,500 91 Amy Duong 14 $9,350,500 18 $9,466,900 32 $18,817,400
58 Melissa Siegal 27 $10,831,500 22 $13,294,400 49 $24,125,900 92 Michael Rosenblum 20 $11,273,647 8 $7,329,500 28 $18,603,147
59 Frank Montro 100 $19,617,490 31 $4,142,451 131 $23,759,941 93 Melanie Everett 12 $3,916,800 42 $14,648,700 54 $18,565,500
60 lan Schwartz 20 $15,729,500 9 $7,318,900 29 $23,048,400 94 Helaine Cohen 8 $7,290,000 9 $11,245,400 17 $18,535,400
61 Alishja Ballard 21 $9,807,025 24 $13173,400 45 $22,980,425 95 Ryan Smith 14 $18,496,674 0 $0 14 $18,496,674
62 Santiago Valdez 31 $10,900,200 33 $12,054,257 64 $22,954,457 96 Elena Theodoros 20 $9,961,250 14 $8,280,600 34 $18,241,850
63 Megan Tirpak 8 $7,629,000 8 $15,255,555 16 $22,884,555 97 D Waveland Kendt 23 $13,470,787 8 $4,574,000 3 $18,044,787
64 Dennis Huyck 21 $10,443,500 19 $12,291,000 40 $22,734,500 98 Cynthia Sodolski 10 $7,193,000 14 $10,752,750 24 $17,945,750
65 Eudice Fogel 13 $10,215,000 n $12,485,787 24 $22,700,787 99 Marci Trick 0 $0 34 $17,912,736 34 $17,912,736
66 Nadine Ferrata 21 $15,304,000 9 $7,352,000 30 $22,656,000 100 Karen Schwartz 21 $8,597,400 18 $9,222,999 39 $17,820,399
67 Joel Holland 19 $7,680,900 33 $14,943,650 52 $22,624,550

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

69 Scott Curcio 26 $11.237.900 31 $11.215,900 57 $22.453.800 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.

68 Ivona Kutermankiewicz 20 $16,550,550 6 $5,987,000 26 $22,537,550

70 Gary Lucido 22 $9,606,800 15 $12,724,388 37 $22,331,188
71 Sara McCarthy 25 $13,806,200 15 $8,312,000 40 $22,118,200
72 Steve Meyer 45 $21,036,500 2 $997,428 47 $22,033,928 F ] ] ] ] t l °
73 Michael Battista 17 $19,507,498 2 $2,480,000 19 $21,987,498 rom anasnake to ¢ OSIng"'
74 Keith Brand 0 $0 44 $21,954,400 44 $21,954,400 ou can turn to our Chica 0 Real ES tate
75 Robert Picciariello 54 $19,806,200 2 $1,640,000 56 $21,446,200 y A . h g d
76 Michael Hall 31 $16,166,050 10 $5,116,000 4 $21,282,050 ttorne)/ s wit Confi ence.
77 Richard Kasper 20 $18,452,500 7 $2,655,899 27 $21108,399
78 Nancy Huetteman 48 $20,264,100 1 $825,000 49 $21,089,100
79 Mark Icuss 12 $13,977,000 6 $6,986,567 18 $20,963,567
80 Owen Duffy 35 $17,456,740 6 $3,270,000 4 $20,726,740
81 Michael Maier 22 $10,571,150 8 $9,783,961 30 $20,355,111 ] Onathan M° Aven
82 Ryan McKane 50 $19,441,650 1 $850,000 51 $20,291,650 Law Offices of Jonathan M Aven, LTD
180 N. Michigan Ave. Ste. 2105
83 Lance Kirshner 32 $13,217,850 15 $6,971,400 47 $20,189,250 Chicago, IL 60601
312-251-8777
84 Landon Harper 23 $18,206,640 3 $1,815,000 26 $20,021,640 www.AvenLaw.com
Jonathan@AvenLaw.com
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Experienced Real Estate Attorneys
you and your clients can trust when it's time to

buy or sell your home!

M/M/IZ/&‘M‘ <5 the \%e/tf Lo ey Srccces s/

THE PLATINUM

MORTGAGE EXPERIENCE
with Michelle Bobart

Partner with Michelle for a calm,
creative mortgage experience with
an outside-the-box approach.

The right mortgage partner can take your business

with _,A) Dlgltchocs
Contact me for more information! to the next level. Equipped with over 20 years of
e —— proven experience, Michelle Bobart delivers financing
office 312.332.5020 fax 312.332.5021 solutions for all your clients — even those with the most
JASON CHMIELEWSKI J1a1sj"\‘/(v‘§2:§\'laagi:’:t:;°s:eet suite 1500 - Chicago. 1L 60602 challenging scenarios. Michelle has been consistently
| Managing Attorney 9661 W. 143rd Street, Suite 201 - Orland Park.IL 60462 recognized with the industry's top accolades:
LAW GROUP jmclawgroup.com
Top Producers - Five Star Professional
National Mortgage ~-Chicago Magazine
News 20M-2018°
2018
INSURANCE YOU CAN Top 1% Mortgage
| 75 Elite Women - Originators
US Mortgage Banking in America - Mortgage
- DESIGN TO MEET YOUR 207-2018 Executive Magazine
2012-2018*

EVER CHANGING NEEDS

® Homeowners insurance

Contact Michelle today
for a lender you can trust.

m lLandlord/Vacant/Vacation home insurance

m  Umbrella coverage

Adrian Rivas

Your Local Agent
3201 SUNSET AVE, WAUKEGAN, IL&80087Y

The Home Michelle Bobart
Purchase Experts’  syp of Mortgage Lending

ARIVAS@FARMERSAGENT.COM guaranteed ZEIG Presiminrs gy Coun
Call 847.672.9710 today! m 0: (312) 379-3516 C: (312) 953-7365
Let me help you get the most value out of your :
insurance goyveragge, ’ FARMERS ., Michelle@Rate.com
0 A A A e T e 1 INSURANCE Rate.com/MichelleBobart

N 220 W, Ohio St Suites 1E & 410, Chicago, IL 60654
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TOP 200 STANDINGS

Teams and individuals from January 1, 2019 to September 30, 2019

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

101 James Athanasopoulos 50 $17,453,005 1 $137,200 51 $17,590,205 135 Joanna Olszynska 21 $12,908,500 2 $1,489,000 23 $14,397,500
102 Cindy Weinreb 8 $4,475,000 31 $13,026,900 39 $17,501,900 136 George Selas 23 $9,823,148 8 $4,453,400 3 $14,276,548
103 Melissa Govedarica 17 $14,075,850 4 $3,260,500 21 $17,336,350 137 Christopher Mundy 1 $6,700,000 8 $7,537,900 19 $14,237,900
104 Michael Shenfeld 17 $9,125,400 13 $8,014,000 30 $17,139,400 138 David Heck 2 $1,166,000 24 $13,066,601 26 $14,232,601
105 Pamela Rueve " $7,458,500 n $9,651,000 22 $17,109,500 139 Steve Otwell 0 $0 27 $14,232,100 27 $14,232,100
106 Rubina Bokhari 16 $10,286,645 10 $6,660,000 26 $16,946,645 140 Elizabeth Lothamer 12 $6,976,325 17 $7188,344 29 $14,164,669
107 Sam Jenkins 12 $7,057,000 18 $9,830,750 30 $16,887,750 141 Hasani Steele 39 $10,955,607 10 $3,155,215 49 $14,110,822
108 Stephanie Loverde 15 $7174,400 15 $9,624,000 30 $16,798,400 142 James D'Astice 7 $3,080,500 17 $11,028,643 24 $14,109,143
109 Camille Canales 14 $6,617,000 22 $10,173,800 36 $16,790,800 143 Nick Rendleman 16 $4,354,358 37 $9,743,458 53 $14,097,816
10 Eric Hublar 3 $1,770,000 33 $15,016,798 36 $16,786,798 144 Stephen Hnatow 15 $6,252,500 14 $7,843,400 29 $14,095,900
m Nathan Wilks 16 $5,055,400 38 $11,557,895 54 $16,613,295 145 Rachel Krueger 10 $7,182,500 8 $6,889,000 18 $14,071,500
12 Danny Lewis " $6,098,400 17 $10,397,900 28 $16,496,300 146 Sarah Ziehr 31 $13,105,000 1 $916,000 32 $14,021,000
13 Stephanie Cutter 22 $7,091,100 19 $9,324,500 4 $16,415,600 147 Stacey Dombar 32 $12,702,225 3 $1,296,000 35 $13,998,225
14 Jacqueline Colando 39 $15,664,600 2 $707,500 4 $16,372,100 148 Lisa Huber 14 $5,515,340 19 $8,470,400 33 $13,985,740
15 Kieran Conlon 12 $8,548,250 7 $7,594,000 19 $16,142,250 149 Haley Levine 12 $3,660,001 29 $10,284,370 4 $13,944,371
16 Steven Jurgens 8 $7,507,000 7 $8,400,500 15 $15,907,500 150 Karen Ranquist 13 $12,346,800 4 $1,561,000 17 $13,907,800
17 Tanni Wong 13 $9,061,500 9 $6,842,000 22 $15,903,500

. Dawn McKenna 6 $9.261.500 4 $6.589.003 10 $15.850,503 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
119 Kristi Gunther 1 $13,630,500 3 $2,055.000 14 $15.685,500 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.

120 Qiankun Chen 17 $5,075,250 30 $10,358,000 47 $15,433,250

121 Sharon Kay Rizzo 4 $1,067,500 50 $14,340,035 54 $15,407,535

122 Darrell Scott 9 $4,423,000 17 $10,966,000 26 $15,389,000 o .

123 Todd Szwajkowski 17 $5,875,900 15 $9,487,500 32 $15,363,400 _ , A" C l le nt S ITED
124 Samantha Porter 15 $10,689,000 2 $4,625,000 17 $15,314,000 P ' ' m
125 Laura Meier 14 $5177,500 18 $10,093,450 32 $15,270,950 ] 2 . Ne e d ot Srkars FERE

126 Ashley Carter 18 $7,251,000 15 $7,882,890 33 $15,133,890 . 3 [ L ' Mor e IT'S MORE THAN A MORTGAGE

127 Philip Schwartz 19 $7,363,000 20 $7761,900 39 $15,124,900 - pet } )
128 Brooke Vanderbok 13 $7371,250 12 $7,496,500 25 $14,867.750 AR N - : Space A Chris Kinsella
129 Deborah Hess 19 $9,318,100 13 $5,449,399 32 $14,767,499 ' - Sr. Mortgage Banker
Chris Kinsella can hel cell: 630.564.5272
130 Emily Smart Lemire n $8,293,050 8 $6,464,250 19 $14,757,300 _ .p NMLS #872091
- ot ik , 10228500 .y 54 436000 . 514662500 them with the attention ckinsella@uhloans.com
eitl ilkey X s X X | s .
to all their loan needs. uhloans.com
132 Lawrence Dunning n $6,759,000 14 $7,887,900 25 $14,646,900
133 cl S 12 9,502,624 2 5,065,000 14 14,567,624 .
are partz $ $ $ 4 Westbrook Corporate Center, 1000 N. Milwaukee Ave,
134 Michael Linden 30 $12,915,500 4 $1,559,750 34 $14,475,250 Suite 650, Westchester, IL 60154 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 September 30, 2019

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

151 Greg Vollan " $10,470,500 6 $3,312,500 17 $13,783,000 185 Coleen Karpf 14 $5,272,500 12 $7,077,800 26 $12,350,300
152 Daniel Glick 13 $8,852,500 7 $4,919,400 20 $13,771,900 186 Stefanie Lavelle 27 $10,413,900 7 $1,924,000 34 $12,337,900
153 Beth Gomez 14 $10,217,425 7 $3,521,500 21 $13,738,925 187 Richard Anselmo 10 $7,289,500 6 $5,042,000 16 $12,331,500
154 Andreas Holder 3 $2,638,750 9 $11,080,750 12 $13,719,500 188 Lisa Kalous 5 $4,040,000 9 $8,174,400 14 $12,214,400
155 Christopher Norton 1 $9,854,339 8 $3,847,900 19 $13,702,239 189 Christopher Pertile 10 $5,175,500 6 $7,007,000 16 $12,182,500
156 Danielle Inendino 0 $0 32 $13,682,350 32 $13,682,350 190 Benyamin Lalez 4 $1,435,400 23 $10,721,650 27 $12,157,050
157 Edward Jelinek 17 $8,850,500 7 $4,638,400 24 $13,488,900 191 Laura Topp 20 $7,756,500 6 $4,392,500 26 $12,149,000
158 Helen Chatzis 2 $6,400,000 5 $7,065,000 7 $13,465,000 192 Alexa Hara 2 $1,982,500 8 $10,143,499 10 $12,125,999
159 Mark Bystrowicz 7 $8,065,000 n $5,388,000 18 $13,453,000 193 Jason Hortin 0 $0 27 $12,081,400 27 $12,081,400
160 Nathan Binkley 9 $4,083,000 15 $9,213,616 24 $13,296,616 194 Peter Moore 10 $4,183,200 16 $7,843,709 26 $12,026,909
161 Christopher Helland 0 $0 29 $13,228,000 29 $13,228,000 195 P Corwin Robertson 7 $12,018,306 0 $0 7 $12,018,306
162 Jennifer Liu 28 $12,137,500 4 $1,049,929 32 $13,187,429 196 Leslie Glazier " $8,150,500 4 $3,852,155 15 $12,002,655
163 Paul Mancini 12 $4,960,500 19 $8,198,250 3 $13,158,750 197 Krystal Sauber 0 $0 31 $11,967187 3 $11,967,187
164 Mary Haight Himes 17 $9,518,900 8 $3,574,150 25 $13,093,050 198 Colleen Berg 33 $11,965,327 0 $0 33 $11,965,327
165 Janelle Dennis 19 $7,526,050 12 $5,547,900 3 $13,073,950 199 Rory Fiedler 0 $0 31 $11,895,530 3 $11,895,530
166 Morgan Sage 14 $6,489,500 13 $6,495,500 27 $12,985,000 200 Allen Johnson 7 $9,301,500 3 $2,587,500 10 $11,889,000
167 Jeffrey Proctor 13 $6,089,100 7 $6,880,000 20 $12,969,100

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 Mario Barrios 8 $3.539.900 22 $9.394,253 30 $12,934153 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.

168 Kelly Parker 15 $8,464,000 8 $4,476,432 23 $12,940,432

170 Dominic Irpino 13 $3,931,578 24 $8,999100 37 $12,930678
171 Christina Delgreco 17 $8,715,000 6 $4,215,000 23 $12,930,000
172 Paul Barker 18 $8727,288 7 $4,56,638 25 $12,883,926
173 George Furla 7 $5,676,075 5 $7136,325 12 $12,812,400
174 Laura Rubin Dresner 4 $11150,000 1 $1,650,000 5 $12,800,000
175 Chris Bauer 12 $5,265,500 1 $7,506,500 23 $12,772,000
176 Angelo Labriola 1 $8,809,500 4 $3,902,500 15 $12,712,000
177 Matthew Engle 4 $1768,500 24 $10,903,650 28 $12,6721150 We know that agents like you drive our business. Therefore, we
178 Shay Hata " $6.320,500 0 $6.307300 26 $12.627.800 want your clients to be amazed at how easy their transaction is
and, as a result, be inclined to use you again on their next
179 Christie Ascione 7 $4,579,000 12 $8,036,000 19 $12,615,000 ' e . Y 9 :
transaction. That's where Miles & Gurney, LLC shines.
180 Boris Lehtman 20 $12,070,500 1 $525,000 21 $12,595,500
If you have a buyer or seller in Chicagoland, we're ready to prove to

181 Joh Berd 5 2,251,050 23 10,330,900 28 12,581,950 . " B

e erdan $ $ $ you why Miles & Gurney should be your “go-to” real estate attorney.
182 Peter Angelo 12 $12,565,050 0 $0 12 $12,565,050
183 Pasquale Recchia 12 $5,993,975 1 $6,543,339 23 $12,537,314 ADAM GURNEY, ESQ 3/' 2 9 29 097 4
184 Alexandre Stoykov 6 $2199,000 22 $10,217,652 28 $12,416,652 adam @lawfitmmiles.con

vwvw.milesgurneylaw.corﬂ 150 S WACKER DR. SUITE 2400 | CHICAGO, IL 60606
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PEOPLES

HOME EQUITY ! I 'I I I j

Powered By Peoples Home Equaty, Inc. MORTGAGE LENDING

YES ,WE PUT OUR MONEY GUNDERSON

ERE OUR MOUTH IS LAW FIRM

o Buyer On-Time Glosing Protection 9 Deposit Protection

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

-
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|Chad Lubben i

Sr. Mortgage Adviser
S NMLS # 447796

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

TR

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

2

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

o

Michael J. Gunderson

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

Rubina Bokhari 1915 N Damen Ave, Unit A, Chicago, IL 60647

Jameson | Sotheby’s Under contract in just 8 days after staging!
Congratulations Rubina!

INTERNATIONAL REALTY

; ! Iﬂ ..?” :"_".: it .'. - B [ i iy
Ay,
¢ PHOENIX RISING
|'~t HOME STAGIMG - INTERIOR DESIGN - FURNITURE SALES
j)ﬂ@;u zhal 7, z-:ﬁw?r
WY .CHICAGOSTAGING.COM 312-450-8365

Phoenix Rising Home Staging helps our clients sell their homes faster and for more money!

Call today to schedule your staging consultation




