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"I have been working with the Chicagoland Home Staging team for several years now.
They consistently make my listings look fantastic! They are my go to staging company."

Matt McCollum
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Before staging: This Glen Ellyrll property went UNSOLD for over 12 month!

After staging: This property was under contract in JUST 19 DAYS! ' .I \— 4 KATRIS | THE S Q

Vacant Home Staging + Occupied Staging & Consultation ' -'.Hij & 630-425-4222 .
CHS 1s your results-driven marketing partner! 1 WWW.KATRISLAW.COM
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Construction Group Inc.

Residential & Commercial Remodeling
View Our Project Gallery | www.BuildBylmagine.com | (@) @imaginecginc
877-209-9435 | Serving Chicagoland For Over 15 Years
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PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real es-
tate affiliate. Take a minute to familiarize yourself with the businesses sponsoring your maga-
zine. These local businesses are proud to partner with you and make this magazine possible.

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

ATTORNEYS

Fry Law Group LLC
(630) 563-5383
FryLawGroup.com

Hawbecker & Garver, LLC
(630) 789-6833
HGLegal.com

Katris Law Group LLC
(708) 655-7932
KatrisLaw.com

Law Office of Scott A.
Brower

(630) 753-0008
BrowerLawOffice.com

Law Office of Stuart D.
Polizzi

(708) 476-6852
StuartPolizziLaw.com

CARPET/DRAPERY/
UPHOLSTERY CLEANING
Bella Custom Cleaning
(708) 579-3182
Bella-Cleaning.com

CONCRETE REPAIR
Raise-Rite Concrete Lifting
(630) 665-1345
RaiseRite.com

CONSTRUCTION &
REMODELING

Imagine Construction Group
(877) 209-9435
BuildBylmagine.com
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ESTATE SALES &
APPRAISAL SERVICES
The Perfect Thing
(630) 665-5200
ThePerfectThing.net

GROUT AND TILE / CLEAN,
REPAIR, SEAL

Grout Medic

(844) 444-7688
GroutGuy.com

HEATING & AIR
CONDITIONING

State Automatic Heating &
Cooling

(630) 879-8600
StateAutomatic.com

HOME INSPECTION
Castle Home Inspection
(630) 462-1050
Castlelnspectors.com

White Glove Building
Inspections

(630) 428-4555
WhiteGlovelnspections.com

HOME STAGING & DESIGN
Chicagoland Home Staging
(815) 577-2233
Chicagoland
HomeStaging.com

Johnson-Berghorst Interiors
(630) 440-1344
JohnBerglnteriors.com

Phoenix Rising Home
Staging

(312) 450-8365
ChicagoStaging.com

HOME WARRANTY
Achosa Home Warranty
(630) 209-2888
AchosaHW.com

Home Warranty of America
(888) 492-7359 x404
HWAHomeWarranty.com

INSURANCE

Dutch Van Rossum - State
Farm

(630) 289-9850
DutchSF.com

MOLD REMEDIATION
Above Board Indoor
Environmental

(630) 973-6099
Aboveboard.Solutions

MORTGAGE / LENDER
Fifth Third Bank

(312) 962-2850
53.com/mlo/TonyLupescu

MOVING & STORAGE
Boerman Moving & Storage
(630) 972-1000
boerman.com

ORGANIZING & STAGING
DeClutter Box Organizing &
ReDesign Staging

(630) 968-7557
DeClutterBox.com

RADON MITIGATION
DuPage Radon Contractors
(630) 836-1918
DuPageRadon.com

REAL ESTATE
TECHNOLOGY &
MARKETING

Proposed Properties
(312) 500-9900
Proposed
Properties.com/RPINFO

REAL ESTATE VIDEO &
PHOTOGRAPHY

Fio Creative

(630) 550-0706
FioCreative.com

KDE Photography Inc.
(630) 244-9959
KDEphotography.com

Portraits of Home
(630) 536-9870
POHphotography.com

TITLE INSURANCE
Chicago Title Insurance
Company

(224) 242-6848
ctic.com

I write this a day after my children’s schools were
all closed for several weeks and the President
declared a national state of emergency. Store
shelves are void of water and cleaning supplies,
and we are all trying to determine how to con-

front the economic fallout.

Every American is dealing with the COVID-19
pandemic. I pray that you, your loved ones, and
all of your relations remain healthy through this
crisis. I pray by the time you read this, the pan-
demic curve has flattened and declined, and we

are assured the worst is behind us.

It’s times like these that test our resolve not only
as a nation but also individually. I encourage you
to read our cover story on your peer, Matt McCo-
[lum. Matt overcame a major economic setback,
and currently perseveres daily through a health
trial that could send the strongest among us to
the brink of despair. Instead, Matt is living life

to his fullest potential, a Top 50 performer who

stays focused on the most important things.

— e ——

State Automatic

Family Owned & Operated Since 1929
HEATING & COOLING Corp

£30-879-8600 - stateautomatic.com
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Repair-Install-Maintain ANY Furnace/Air Conditioner/Boiler

Publisher’s

NOTE

In our last issue, we announced our LAUNCH PARTY. We've
postponed the event and will communicate new details as
soon as ethically possible. This event is free for Top 500
DuPage agents, and we’re excited for a great cocktail party
with your fellow premier brokers from all corners of the
county. Look for a personal invitation in your email when
we reschedule as well as on our social media pages. I look

forward to seeing you there!

Joseph D’Alessandro

Publisher, DuPage Real Producers
joe.dalessandro@realproducersmag.com
630.404.3869

facebook.com/DuPageRealProducers

@DuPageRealProducers

Duct Sealing * Radiant Flooring
Water Heaters (Approved Servicing Agent)
Trained/Certified Technicians * Geothermal Systems
Indoor Air Quality for a Healthier Home  Insured & Bonded
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CHICAGO TITLE CAN HELP YOU

RISE TO THE TOP
OF THE LIST

DATA + CONTENT + DESIGN

Highly-Targeted Lead Generation
Effective Listing Acqguisition Programs
Strategic Marketing, Branding & Design

Discover the Possibilities Today

CastleMarketinginfo@ctt.com

() CHICAGO TITLE

630-665-1345 « Www.raiserite.com
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Increase the Curb Appeal
and Sale Price of a Home!

Patios » Garages * Sidewalks ¢ Driveways
Stoops ¢ Interior Floors  Porches « Pool Decks

Save up to . the Cost of
Concrete Replacement

Raising Sunken Concrete
Since 1974
- AR

Your clients have hired the best to sell their real estate.

They should also have the best to sell their furnishings.
1 RR m T i

e T T e O WL

~ Over 30¥ears of Expetience wh]m Glove Service

“Turn key Operation from Start to Finish
Let us take the worry out ofselling your clients’ personal property.
"HE PERFECT THING

THE PERFEC G

Consign rniture, Decorative Accessories, and Antiques

Drive * Downtown Wheaton
5200 * ThePerfectThing.net

Repair Sunken Concrete
with RRISE-RITE

RESCHEDULING

New Date Will Be In Personal Invitation
And on our Facebook Page




PATTI & CHASE MICHELS

P» all in the family

Written by Lauren Young
Photography by Katherin Frankovic
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For Patti Venard Michels, you could
say Downers Grove and its real estate

market are “in her blood.”

Her grandfather, Mike Venard, served
as Downers Grove Police Chief for 20
years. Many family members have lived
in Downers and still live there. Her
parents ran their own home construc-
tion business in the area. There’s even
a Venard Road here, named after her
family. That hometown legacy is one
she shares with her son, Chase, her
partner in one of the most respected
REALTOR® teams in DuPage County.

Downers Grove REALTOR® was a
natural career path for Patti. During
her childhood, she spent untold
hours visiting local homes for her
parents’ construction and remod-

eling business. Each weekend, she

would accompany her parents to
open houses and watch them demon-
strate hard work to a job’s comple-
tion. Since those days, the area has
changed drastically.

“There used to be a large number of
farms in the immediate area,” says
Patti. “In fact, my father’s family and
many of his relatives owned farms in
the neighborhood. Part of my father’s
farm was sold to the school district.
Today, Highland Elementary School
is located on that property. It’s ful-
filling that I now make my living and
have my home in the same area where
my father grew up. My parents even
met at Downers North. It gives me

great pride.”

LN
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Since becoming a REALTOR® in 1997, Patti has grown her
business almost entirely through referrals. “I got to the
place where I was selling about 25 homes a year, which
can be complicated with all the paperwork going back and
forth,” says Patti. Eventually, she shifted to larger and
luxury homes. That’s when her son, Chase, became more
curious about real estate. They’d frequently “talk shop”

together on his visits home from college.

“Chase would have all this amazing insight into the branding
of my listings,” says Patti. “His ideas and experience with
technology were a nice benefit to my business.” By then, Chase
had caught the family real estate bug. “I was always drawn to
real estate, especially the cold calling on the commercial side,”
explains Chase. “And the possibility of no earnings ceiling; you

could put in unlimited hours and create your own income.”

After graduating from the University of Illinois in 2011, he
started his career as a broker in commercial real estate.
During those four years, Chase would share tips for Patti to
increase her market on the residential side using the lessons
he had learned. “It was a natural progression for us to work
together,” reflects Chase. “Every time we talked, there were
marketing experiences and things I'd seen selling commer-

cial real estate that I would pitch to her.”

By 2015, Patti’s business had grown beyond her limits. She had
more client requests than hours to serve them all. That’s when
Chase surprised Patti with a monumental decision. “One day,
I'went into my brokerage office and told them I was going to
do something else,” remembers Chase. “Then, I drove over to

mom’s and said ‘Let’s do this together. She was shocked.”

After overcoming reservations about working together as
family, Patti and Chase had an amazing first six months. The
two quickly fell into complementary roles and work sched-
ules. Since then, they’ve achieved Top 15 Team in DuPage
County 2018; #1 Sales Volume in Downers Grove 2018; and
Nextdoor Favorite Winner 2019. With a total sales volume
of 392 units (248 of those homes in Downers Grove), $145
Million in Downers Grove sales, and $195 Million career
volume, it’s no wonder they’re seen as leaders in the indus-
try. Together at Baird & Warner Hinsdale, they now have
over 31 years of combined REALTOR® experience, Patti
with 23 years, and Chase eight years.

And there’s no stopping them now, with the family real estate
tradition set to continue. Brecken, Patti’s 2%%-year-old grand-
daughter, regularly attends open houses and even gives tours
to visitors. Patti’s Cockapoo, Cooper, also joins the team, on oc-
casion. “I bring him on walks to area open houses,” says Patti.
“I get my dog walk in and am able to tour homes with other
REALTORS®. He can’t come into the homes, of course, but he

loves all the attention from the in-and-out traffic outside.”
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Patti Michels with Her Family at the Beach. Pictured Left to Right: Son Colin, Son

Chase, Patti, Husband Shane, Daughter Callie Rummel, Granddaughter Brecken
Rummel, and Son-in-law Jared Rummel.

Patti and her husband Shane moved to Downers 30 years ago and
have raised all three of their children, Callie, Chase, and Colin,
there. “When you live in the same place you work, you take pride
in taking care of your neighbors and friends,” says Patti. “We
focus on long-term relationships and having our clients become

lifetime customers.”

“We want to do a good job for them,” echoes Chase. “We want to
be able to sell our neighbors a house, become friends, and stay

friends with them. That’s why we work so hard at what we do.”

UP
Contra&)ors

Radon mitigation services designed
specifically for real estate transactions

- Less Phone Tag - Quicker Delivery
- Less Delays - Less Surprises

Driven to keep radon issues from delaying a closing

A a CSLLNACR]oDm OF ELALIOEL" |

A Rated!
.l h. r
BEB Affiliate Partner

Don’t Let Radon Kill (the dear)

030-836-1918

Schedule Online 24/7

www.WhiteG]ovelnspections.com

MAINSTREET

Residential & Commercial Inspections
Residential Radon Testing

Mold and Air Quality Testing
Thermal Imaging

Synthetic Stucco (E.I.E.S./Dryvit®)
Inspections

Sign Installation & Management

And More!
Plus Over $10,000

In Warranty Coverage & Services

WHITE GLOVE

BUILDING INSPECTIONS, INC.

oV iy FREE IN-HOME ESTIMATES
o 1o\@\  LOCAL & LONG DISTANCE MOVING
CUSTOM CRATING
CLIMATE CONTROLLED STORAGE
oM‘o
PACKING SERVICES

www.boerman.com

2420 DAVEY ROAD - WOODRIDGE, IL 60517

The Fry Group, LLC

b

Vanessa Cici Fry, Attorney at Law

Residential & Commercial Real Estate Law

ONE LINCOLN CENTER
18W140 Butterfield Road, Suite 1100 | Oak Brook Terrace, IL 60181

Phone 630-563-5383 | Fax 630-629-9767
vanessa@frylawgroup.com
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P> partner spotlight

Written by Lauren Young
Photography by Katherin Frankovic

GARVER

On A Mission To Take The

Stress Out

Not even the most devoted REALTORS® build vaca-
tions around real estate. But Paul Garver’s parents
did. His childhood holidays in Florida were often
devoid of calm oceans or sandy beaches. Instead,
the Garvers followed a set agenda of open house
tours and REALTOR® meetings.

The Garver parents were determined to retire in
Florida and took every opportunity to scout for
their future home. These vacations and his parents’
constant talk of wealth building through property
investment inspired an early interest in real estate
and Paul’s eventual, if unusual, route into real es-

tate law as a career.

Paul is part of a military family and he was born in
Germany while his family was stationed there. By
the time he was five years old, they had settled out-
side of Columbus, Ohio, where Paul became a de-
voted fan of The Ohio State University. The young-
est of four children with the closest being ten years
older than him, Paul was always haggling with his
much older siblings. His family loved to tell him at
an early age that he would make a great attorney.

He headed to Miami University of Ohio for his un-

14 - April 2020
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Of Closings

dergraduate and graduate studies. At Miami, he was
president of the student body, but also helped to
take the school paper online for the first time in its
history. After college Paul had committed to joining
the Ohio Army National Guard but had about nine
months until he was to leave for Basic Training. He
took advantage of this time by working for Thomas

Newspaper, traveling southwest Ohio and transi-

tioning all of its newspapers to online formats.

“ | had committed to go to Army basic training
and planned to go into the National Guard,

After law school, a random set of circumstances led
him to meet his future wife, Nancy, a fellow Miami

University graduate. Paul and his roommate arrived
but | also had the possibility to go into active at a military friend’s bar in Columbus when fate
duty,” explains Paul. “Coming from a military
family, it's something that | always wanted to
do. | always thought about law school, but

after college | wanted to experiment and try

intervened. “My roommate and I walked up to the
front door and a group of girls on the patio were
staring at us in disbelief and called us over,” he
remembers. “Turns out a girl my roommate met at a
different paths to make sure it was the right wedding drove down from Cleveland to try and find
fit for me.” After his training, he decided him in Columbus, and all her girlfriends in Colum-
to join the Ohio Army National Guard as a bus went out with her to find him. It’s almost like a
military paralegal to help explore his interest
in the law, and to continue on to law school
at The Ohio State University Moritz College

of Law from which he graduated in 2000.

fluke meeting that we would all be at the same place
at the same time. My roommate ended up marrying
that girl and I ended up marrying her best friend
that I met with her that night. It was meant to be!”

Paul and Tom Settling an Argument

DuPage Real Producers - 15



Hard at Work on a Project, Left to Right: Paul, Paralegal Lilibeth Cardona, Para
Listecki, Attorney Lynn Graham, Attorney Amanda Venditti, and Partner To

Meet the Garvers
- Paul and Nancy

LT
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After law school, Paul couldn’t find any legal po-
sitions that actually felt like they fit. He ended up
writing a technology training curriculum for a tech-
nology training company. “It was a perfect fit,” says
Paul. “I was able to work from anywhere, as long as
I had a computer. I wasn’t using my law degree, but

it gave me the flexibility I was looking for.”

In the fall of 2002, Paul’s wife was offered a
position at Aldi’s corporate headquarters. They
got married in November and when they got back
from their honeymoon, they moved into their new
house in Naperville in early December. They settled
in Naperville with help from a family friend and
REALTOR®. During the purchase process, Paul be-
came friends with the closing real estate attorney,
Mark Irpino, bonding over their shared military
experience, as Mark had been a marine for a short
time. “Mark said I was wasting my law degree and
that I should pick up his extra real estate con-
tracts,” recalls Paul. “He said there was extra space
at his office, and I should come by to discuss rent
with the attorney who owns the building. When I
walked into the office with all my files and folders

16 - April 2020

in a box, ready to move in, the attorney that owned
the building just looked at me confused. Turns out,
Mark had forgotten to tell him anything. We had a

good laugh and agreed to a ‘pay-what-you-think-is-
fair’ monthly rent.”

With ever-increasing real estate contracts, Paul
reached out to his old law school roommate, Thomas
Hawbecker, to share the workload. They moved two
desks into a cozy 10’x10’ room and got to work. “It was
really fun starting out together,” says Paul. “When
things were slow, we would toss a little rubber ball
against the wall back and forth. It almost felt like we

weren’t even working.”

As time went on, Paul and Tom gained more and
more clients. Their firm hired more people to join
the team. Their office space grew, too, from that
one cozy office with two desks, to two offices, and
then a third. Today, Paul and Tom have developed
a work family, focused on a team approach to pro-

viding an excellent customer experience.

with their children
Natalie and Grant

WE'VE GOT
YOU COVERED.

Give your buyers and sellers piece of mind —
always ask for the Orange 13-month company!
Call us today about our current promotion!

YOUR LOCAL REPRESENTATIVES

Liane Luckett Kirmbedly Chalekian-Bisalllan | Tia Stutz Duderstadt
Aceound Executive Ascounl Exesute Account Executive
708-705-5183 B4P-212-RETS 847-271-7968

uchen@mahomewstramy com | kehaleila i P P T B Dy £ Tia.D@hwahomewarranty.com

HWAHomeWarranty.com

Exclursions apply, Ses coniract document for detaiin. 2048 Home Warranty of Ameriza, e

the Board of Directors for the Illinois Real Estate Lawyers Association.

“Buying and selling a home is one of the
most stressful situations we experience in
life,” he explains. “We try to give everyone
involved an elevated and relaxed experi-
ence.” The firm brings their “fun-of-work”
approach into every closing. Paul and his
team see it as their opportunity to make
every interaction into a celebration of

a new start or fresh adventure for the

homeowner.

“It’s our goal to turn every closing and

engagement into one that benefits every-

That philosophy has put Hawbecker & Garver consistently in the Top 10 for the  one at the table, achieves mutual gain, and
number of transactions conducted and the Top Five in total transaction amount  relieves that pressure of strain,” he says.
in the five-county area. Paul is active on many councils and groups: the Multi- “Ultimately, we are a service provider. In
board Real Estate Committee; Mainstreet Organization of REALTORS®; and the end, we want to take good care of our

customers and do the best job for them.”

www.POHphotography.com  630-536-9870

Loy of

real estate phullyr,raph}f

Standard and premium photo packages
Twilight shoots

Virtual staging

Virtual tours

Drone phatos and videos

Less than 24 hour tumaround

Free blue skies in all exterior photos
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| don’t ¥ b %
just see a '0 0’
customer. 9 \
| see you. “"'0’0
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Dutch Van Rossum Ins Agey Inc While other insurance
Dutch Van Rossum, Agent cnmpani% leSl gpp 3
978 5 Bartlett Road :
3 customer, | see a neighbor
Bartlett, IL 60103 : ik
Bus: £30.289.9850 in my community. I'm here — HOME WARRANTY, LLC

to get to know who you really
are so | can help life go right.
LET'S TALK TODAY

You choose Char process: Prm
your own contraoctors move valus fo your
{:r alt required servicesy local community b
Phone: (630) #09-7888 JINA BOERMAN Emaik: shia b actios st
& st t F Senior Sales Execulive
aterarm (888) 509-2916 ,
1706838 Bli:i:fn;?::-: iL WWW.ACHOSAHW.COM

4 De-Clutterfox.com

Sell your home quickly
by de-cluttering and downsizing!

Organizing & ReDesign Staging Services Since 1994

WE DO ITALL!

DECLUTTERING

REDESIGN & STAGING USING
WHAT YOU HAVE

MOVE-IN,
ORGANIZED UNPACKING

Professional, Healthy & Courteous

You never get a 2nd chance Seautifol Cicantn

to make a 1st impression!

CALL TO SCHEDULE
630-542-8782 630-960-9422
www.DeClutterBox.com To find all our services, go to www.bella-cleaning.com
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HAWBECKER HGLEGAL.COM | 26 BLAINE STREET, HINSDALE, IL 60521
(ARVER, PHONE 630-789-6833 | FAX 630-230-1119

LLC

SIX ATTORNEYS | SIX PARALEGALS
THOUSANDS OF SUCCESSFUL CLOSINGS

Pretty’s
not enough.
JDI = Ao

jahngon - herghorst INTRICRS

|| True staging isn't just fresh paint and a nice couch. When done
right, staging transforms a space so that it speaks directly to
potential buyers.

Theresa Johnson & Nora Berghorst are trained interior
designers and certified color consultants that know how to take
your client's home from so-so to SOLD. Their high-end decor

- inventory and unique design perspectives transform spaces to

e — - - appeal to your target buyers. In fact, the majority of their staged
' homes sell within 30 days for 98% of the asking price.

i  CALL OR EMAIL TODAY TO EXPERIENCE THE
DIFFERENCE JOHNSON-BERGHORST STAGING

CAN BRING TO YOUR BUSINESS.

Johnson-Berghorst Interiors - nora@johnberginteriors.com - (630) 440-1344
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: P> cover story
| Written by Lauren Young
Photography by Katherin Frankovic
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_ : : Unwavering Determination
e - In The Storms Of Life

Growing up in Indianapolis, the heart of basketball country, Matt McCollum “BEvery young kid interested in sports firm and learned about Globex, an electronic trading platform. began designing and building their dream home

learned not only how to swish a crisp jump shot, but to approach most management wanted this job,” Matt It was the leading online trading software of its kind, and his in Glen Ellyn, Jessica’s home town. Success was

things in life with a healthy dose of competitiveness. After continuing his recalls. “There were hundreds of firm was putting it to use with great success. Matt jumped at the everywhere for Matt and his young family.

basketball career at DePauw University, an athletic booster recruited him applicants, so they knew they didn’t chance to join a winning team.

to the Mercantile Exchange in Chicago. As a clerk, he was able to thrive in have to pay much. It was fun to meet However, things changed when the integration of

the intense environment of the trading floor but his love for hoops made it the players and teams, but the job “Fortunately, it was one of the things that clicked quickly and it computers began to play a bigger role in the trad-
impossible to turn down an offer to work with the Chicago Bulls in the midst of  didn’t have the potential for career took off,” says Matt. Matt had a successful eleven-year run in an ing industry. Algorithmic trading programs were

their mid-1990s championship runs. The internship was the job of his dreams advancement.” Feeling limited, he incredibly competitive marketplace. Having married and started introduced and developed to trade at lightning speed,

and the dream of many other sports-crazed college grads. reconnected with his former trading a family, Matt and his wife Jessica moved to Glen Ellyn. They taking away any advantage from the human trader. oo
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With the implementation of these new programs, the
firms using quantitative software began outperform-
ing their smaller rivals, including Matt. “On June 8,
2011, T had an extremely bad trading day and realized
I was doing more harm than good,” Matt recalls. “I
called my clearing firm and told them to freeze my

account. I stopped trading cold turkey.”

The losses of his final trading year forced Matt
and his family into bankruptcy. To add insult to
injury, Matt and Jessica moved into the home they
had painstakingly built, only to immediately list

it for sale. “My wife and I were building a beau-
tiful custom home in Glen Ellyn,” says Matt. “We
had to sell the home right after we moved in. It
was heart-breaking, to move out of the home we

dreamed up and built, and into a rental property.”

On the rebound and looking for a new job, Matt
heard that real estate licensing requirements would
soon change from 45 hours of training to over 100
hours. Before the deadline, he quickly signed up
while he continued his career search. “It was just
in case I wanted to do something in the future,”
Matt says. “But as the job hunt continued, it became
clear that my trading experience didn’t translate

to other industries. I told myself that if I was still
looking for a job by a certain date, I would go ‘all in’

on building a real estate business.”

As his deadline came and went, Matt poured his
competitive energy into real estate. It wasn’t long
before he realized the similarities between financial
trading and the real estate market. Time and effort
are keys to success. “Trading experience gives me
insight into how markets move and what causes
markets to change,” Matt explains. “I'm able to look
at economic indicators for the housing market and

understand why it’s impacted.”

But the similarities didn’t mean his early days as a
REALTOR® were easy. He still had many lessons
to learn the hard way. “When I was just starting
out, I took a rental listing in Aurora. I was so broke
I couldn’t even afford a lockbox,” Matt chuckles.
“When people called to see it, I would drive 25
minutes to Aurora just to show it.” After realiz-

ing his inefficient work patterns, he borrowed a
lockbox from a nearby REALTOR® to reduce his
trips. Working smarter would be a lesson that Matt

learned often in his early years.
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“I knew I had to provide for my family, so I worked
nonstop,” reflects Matt. “I missed my kids’ games,
activities, and family dinners. In the beginning, you
feel like you have to do whatever it takes to get the
business going. It’s like I ran around with my hair
on fire.” Over time, Matt began working on smarter
processes and earning referrals. He was in constant
connection with his friends and family, and that’s
when business started accelerating. His inventory
of homes began scaling and expanding, allowing
him to prove his credibility with closed deals and

successful sales.

“I was about a year into my career as a REALTOR®
when it started moving,” says Matt. “I finally got a
true ‘big listing,” which launched my reputation for
selling luxury properties. Once I gained confidence
that I could perform at that level, business took off.”
Years of achievement followed, with Matt’s team

ranking in the top ten in DuPage County.

And just like that, Matt was given another hurdle to
overcome. In 2016, he was diagnosed with ocular
melanoma in his left eye. Radiation treatments
were effective for one year but, in 2017, they found
that the tumor had grown aggressively enough to

affect his vision.

“In December 2017, I had my left eye removed at my
doctor’s recommendation,” recalls Matt. “The next
day, I was on the phone doing work, taking care of
business. A few days later, I traveled on a business
trip. I just put on a pair of glasses and a bandage
over my eye for meetings. I was more determined
than ever not to let cancer or the lack of a left eye

slow me down.”

In 2019, determination pushed Matt forward to
have his best year, individually, as a REALTOR® at
Keller Williams Premiere Properties in Glen Ellyn.
Matt has his family and God to thank for his moti-
vation to keep moving forward despite the obsta-
cles life has thrown at him. “My wife, Jessica, has
been my rock,” says Matt. “She is my emotional and
psychological support.” Jessica manages the kids’
schedules and all of Matt’s medical appointments
while also working full-time. Their three children
have inherited the competitive athlete gene. Jack,
15, plays baseball. Erin, 12, is a soccer nut. Case, 11,

plays multiple sports, depending on the season.

The McCollum Family at Lake Ellyn,
Left to Right: Jessica, Jack (15), Case
(1), Erin (12), and Matt
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The cancer fight is ongoing for Matt,

but it is not slowing him down. In
April 2018, Matt was told the cancer
had moved to his liver and was at
stage four. He is receiving ongoing
treatments while remaining dedicated

to his clients.

“These challenges don’t define me,”
Matt says. “I'm not letting cancer
affect my goals. And I'm more deter-
mined than ever to make a difference

in the lives I get to touch every day.”

Matt with Team Members
pe Hannon, Left, and

Reflecting on his life and the challenges he’s faced time after time
with his career path, finances, and health, Matt sees a greater
purpose in his journey. Having endured these experiences, Matt
is able to empathize with his clients as they too are often making
amove in the midst of challenging circumstances. “It’s amazing
when I look back at situations in my life that I couldn’t under-
stand or find purpose in at the time,” says Matt. “Now I truly feel
that God has something bigger in mind. I don’t know what that is
yet, but I see that I am able to encourage and connect to people
based on these life experiences. From overcoming all that’s hap-
pened; the loss of a job where I thrived, losing our dream house,
bankruptcy, starting from scratch, building a real estate business.

And then cancer hit. But we’ll overcome this, as well!”
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THE DOCTOR
(LOAN) IS IN.

Tony Lupescu « NMLS #224410
312-962-2850
mortgageadvisors.53.com/tony.lupescu
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FIFTH THIRD BANK

Loans sishjiect to cradit review and approval. Fifth Third Bank, National Association, 38 Fountain Spuare Piaza, Cincinnati, OH 45263, NMLS# 403245, Member FDIC, @ Equal Housing Lender. Fifth Third and Fifth
Third Bark are registered senvice marks of Filth Third Banconp.

"BREATHE EASY WITH HELP EROM
ABOYEBOARD INDOORENVIRONMENTAL, INC.

CAN'T SAY ENOUGH POSITIVE THINGS
ABOUT ABOVE BOARD. THEY WERE
VERY RESPONSIVE, PROFESSIONAL AND
INCREDIBLY KNOWLEDGEABLE. THE
WORK PERFORMED WAS OUTSTANDING
PLUS THEY DIDN'T TRY TO SELL
SERVICES THAT WEREN'T NEEDED

I HIGHLY RECOMMEND THEM!

- Steve W

Mold Remediation
Attic Re-Fitting & Re-Insulation
£ Asbestos Abatement

| Above Board Indoor Environmental

Cell: gl e Eaar!

e . . i [
barton@alboveboard.solutions | www.aboveboard.solutions
_—

~ Timely delivery on
every commitment.
@ Friendly and responsive team.

(« D ) Consistent professional

communication.

@ Experience you can trust.

630-753-0008
BrowerLawOfhce.com

608 S. Washington, Suite 311
Naperville, IL 60540

BROWER LAW OFFICE

F Need a low cost solution for this?

The Grout Medic has been helping homeowners
remove mold and restore their TILE, STONE, GROUT,and CAULK
at reasonable prices since 1996.

I
GROUT

Bringing Tile & Grout-¥Back To Life

h Before), Sy A Before ‘

844.44GROUT
GroutGuy.com

LET US HELP YOU AND YOUR CLIENTS 3 =
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POPLAWSKI

Devotion to Family, Service,

and Puerto Rican Heritage
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Some of Carmen Poplawski’s fondest memories
revolve around growing up in Puerto Rico with a
large extended family. Carmen comes from a long
line of strong women with one sibling, 36 cousins,
and innumerable aunts and uncles. Every weekend

became a party celebrating someone or something.

A packed schedule of both hard work and family
activities has always been a constant for Carmen.
After she graduated high school, her immediate
family moved back to the Chicago area, and she
quickly filled her time with career pursuits. While
attending college to be a medical secretary, Car-
men put in hours at her aunt and uncle’s grocery
store. And after graduating, she worked both
full-time at a hospital and part-time at a private

physician’s office.

As she continued to prove her high professional
capacity, Carmen gained more responsibilities and
medical training. Over the years, she learned pa-
tient billing, phlebotomy, delivery, and even surgery
observation, all of these functions fitting well with

her passion for helping others.

‘When Carmen met her husband, Michael, and
started a family, they began rethinking their
living situation. “We decided to move to Naper-
ville because we wanted a better education for
our girls,” says Carmen. “We had them in public
and private schools in Chicago, but decided that
a move to the suburbs would be better for their

learning environment.”

Following the birth of her son a few years later,
Carmen decided to leave her medical positions and
stay home until he reached kindergarten. She was
drawn to a new career through an unusual pastime
shared with a friend. “A girlfriend and I had this
weekend hobby where we’d travel around Naper-
ville and visit open houses,” says Carmen. “On Sat-
urdays, I'd bring the kids with us, but on Sundays it
would be just her and me. We’d observe the interac-
tion between the REALTOR® and the clients. We’d
listen to what the clients were saying about the
homes. We’d look at how the signs were displayed
outside. A lightbulb went on, and I just knew that

this is what I wanted to do as my next job.”

Making the Shot! Pictured Left to Right: Husband Michael, Daughter Heather, Son Adam, Carmen,
and Daughter Nicole

Carmen got to test the waters when her cous-

in was in the market to buy a family home. She

eagerly offered to assist him to get an inside look

at the industry. Confirming her passion, she took

courses at the College of DuPage and earned her

real estate license in 2006. Carmen joined Cookie
Hanson’s Century 21 Affiliated in Naperville team

just when the housing market took a hit. The

downward turn left her doubting her decision to

become a REALTOR®. oo
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“Cookie was an amazing mentor,” recalls Carmen. “I asked
her if this was the wrong time for me to get started in real
estate because everything was moving so slowly. She told
me this was actually the best time because I could go slowly,
learn to avoid mistakes, and grow a credible base of refer-

rals.” Carmen took Cookie’s advice to start part-time.

Not surprisingly, Carmen also poured herself into an addi-
tional job at School District 204. For the next nine years,
she would finish her full-time job at 3:00 and shift to her
real estate business on evenings and weekends. Her first
hosted open house was at a home that hadn’t received many
showings. To generate interest, she arranged a full-day open
house. It just happened to be on one of the coldest days of
the season.

“My husband thought I was crazy to be hosting on such a
freezing day. He asked me why I was going to put it on since
it was likely no one would visit,” she laughs. “I told him that
if just one person showed up, it was more than none, and I

will have done my job for that person.”

Arriving at the home, Carmen found it surrounded by
mounds of snow blocking a clear view from the street. “The
plows had pushed a pile in the front yard,” recalls Carmen.
“I grabbed my sign, climbed to the top of that hill, and
staked it in deep so everyone would be able to see it as they
drove down the street.” As predicted, one couple did arrive
that day. They also couldn’t believe she was still hosting un-
der the weather conditions. Together, they had a good laugh
about the cold, toured the home, and made a connection

thanks to the unique situation.

“I always like to ask people if they have a REALTOR®, espe-
cially at open houses,” says Carmen. “This couple did, but I
asked for their contact information so I could send a thank
you for visiting on such a cold day. A few days later, they
reached out and asked me to show them more listings. They
enjoyed the time they had spent with me, and they weren’t
completely comfortable with their current agent.” Carmen
quickly compiled a list of homes and scheduled tours for
the next weekend. The first one they walked into the couple
said was “the one.” They bought the home and still live in it
to this day.
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“That story is just a reminder to myself
that hard work pays off,” she says. “Rainy,
snowy, hot, cold, you never know. Con-
necting with just one person could lead

to success!” Carmen has a reputation for
honesty, and she is completely devoted to

her clients.

Among her achievements, Carmen has
received the Quality Service Award for
superior customer service scores for five
straight years, and Ruby, Emerald, and Dia-
mond awards for production. Designations
and certifications include Pricing Strategy
Advisor (PSA), Seller Representative Spe-
cialist (SRS), member of National Associa-
tion of Hispanic Real Estate Professionals
(NAHREP), Best of Zillow and Century 21
Affiliated — Naperville Top Agent.

Just like during Carmen’s childhood,
regular family gatherings are of utmost
importance. Her husband Michael and
grown children pride themselves in eating
together regularly, especially for their
large Sunday meal. Michael is an insur-
ance broker. Daughter Nicole is a mother
of two who teaches math and science in
Chicago Public Schools. Daughter Heather
works at a restoration company in Rolling
Meadows. Son Adam attends Benedictine
University full time while working part-
time, which should sound familiar. Wrig-
ley, her Border Collie, is also part of the
family. Carmen likes to say that Wrigley is
like Century 21; he doesn’t know when to

stop and is very loyal.

As Carmen looks forward to what 2020
brings, she is determined to be more
involved in the National Association of His-
panic Real Estate and her local community.
And becoming more deeply connected with

her Century 21 “family” of colleagues.
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64% of Buyers are Interested in New Construction*

Are You Taking Advantage?

Our Approach Reaches More Buyers

The Lot2Home® Solution provides the tools and offerings needed
to supercharge listings and sell them fast for top dollar.

As an agent, do you: Get Your Free Information Pack

www.proposedproperties.com/rpinfo
* Want to provide more value

to your clients?
* Want to double your listings?
* Want to triple your commissions?

* Want to get paid up front?

PARTNER WITH PROPOSED PROPERTIES
WWW.PROPOSEDPROPERTIES.COM/RPINFO

Jim Pesavento, CEO

Proposed Properties

222 W. Roosevelt Rd

Wheaton, IL 60187

¥ www.proposedproperties.com/rpinfo

Whether you have a vacant lot listing or a teardown,
challenges to sell it can be great and market fimes
. often exceed 1 year.The Lot2Home® Marketing
(5} Solution gives your property more exposure, and
p r /;\ pcse dramatically increases the chances of selling it with
no additional risk or cost.
PROPERTIES *Source - Zillow Consumer Housing Trends Report 2019
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WWW.CASTLEINSPECTORS.COM | 630.4621050

EVERY INSPECTION INCLUDES OVER 100K IN FREE WARRANTY COVERAGE!
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630-550-0706 » fiocreative.com ® {'t'f-'fiof:reati\.-'e

Photo, Video, and Multimedia for your Real Estate Listings
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*a HOMESTAGING INTERIOR DESIGN - FURNITURE SALES

Phoenix Rising Home Staging

We are in the business of helping our clients sell their homes faster and for money!
For years we have helped homeowners, real estate agents, developers, remodelers,
and financial institutions maximize their property value.

773-433-3888
773-433-3888 = 105 E Oakton St, Des Plaines, IL 60018 » www.chicagostaging.com



