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RADONISEVERYWHERE.COM

PROTECT YOUR FAMILY AND INVESTMENT.
Schedule a professional inspection.

CBI enacts strict CDC / Covid-19 safety protocols during inspections.

Also performing radon testing via 
Chicago Radon Testing, Inc., a CBI Company.
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www.shapirostrane.com | justin@shapirostrane.com | 53 West Jackson Blvd, Ste 1760, Chicago, IL, 60604

Agents,
Ready To Close
That Deal?

For High-Quality, Responsive
and Affordable Counsel,

Call Justin Strane!
(312) 638-0871

Shapiro Strane’s goal is to provide our clients with the highest quality legal 

representation we can deliver. Whether buying or selling a home, commercial real 

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

responsive and affordably priced representation needed to close your deal.

Justin C. Strane 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 Illinois. 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.

• Selected to the 2017 through 2019 Illinois Rising Stars list 
   by Super Lawyers.

• Received the Avvo Clients’ Choice Award in 2016 and 2017

Justin’s Recent Accomplishments Include:

Melissa Lopez
Operations and 

Content Specialist

Michelle Medeiros
Ad Strategist

Emily Burton
Editor-in-Chief

Christine Thom
Managing Editor

Andy Burton
Publisher

Carlos Miranda
Photographer

Heather Love
Photographer

Justin Barr
Videographer

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

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

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

The Hechtman Group Ltd

(847) 853-2599

TheHechtmanGroup.com

APPRAISAL

Appraisal Solutions Group

(773) 236-8020

ATTORNEY

Antonia L. Mills,  

Attorney at Law

(847) 361-0079

Camden Law Office LLC

(630) 789-5896

CamdenLawOffice.com

Gerard D. Haderlein, 

Attorney at Law

(773) 472-2888

GerardHaderleinLake

viewLawyer.com

Gurney Law Group

(312) 929-0974

GurneyLawGroup.com

JMC Law Group

Jason M. Chmielewski

(312) 332-5020

jmclawgroup.com

Law Offices of  

Jonathan M. Aven Ltd.

(312) 259-4345

AvenLaw.com

LoftusLaw, LLC

(773) 632-8330

Loftus-Law.com

Raimondi Law Group

(312) 701-1022

Shane E. Mowery,  

Attorney at Law

(773) 279-9900

MoweryLaw.com

Shapiro Strane, LLC

(312) 638-0871

ShapiroStrane.com

The David Frank Law Group

(773) 255-6499

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

BRANDED MARKETING 

MATERIALS

iCandee

(773) 649-3790

iCandeeMarketing.com

CHARITY

The 77 Diversity Committee

(317) 695-7893

ChicagoRealtor.com

CLIENT AND  

REFERRAL GIFTS

Cutco Closing Gifts/ 

Cut Above Gifts

Daron Wooding

(312) 344-3477

CutAboveGifts.com

DEVELOPER

Townes Glaser  

Development

(773) 558-4452

TownesGlaser.com

FASHION STYLING

tristinstyling, Inc

(312) 291-4480

tristinstyling.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

HANDYMAN

Fix It People

(312) 898-9300

FixItPeople.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

Heartland Home Inspections

(708) 785-3868

HeartlandHomeInspections.net

HouseCall Inspections

(773) 426-0458

HouseCallInspections.net

Inspection Concepts, LLC

(773) 851-9667

InspectionConceptsLLC.com

Straightforward Home 

Inspections, LLC

(773) 998-0386

StraightforwardHome

Inspections.com

INSURANCE

Goosehead Insurance

(708) 858-1246

Goosehead.com

Kevin Smith  

State Farm Agency

(773) 772-2244

KevinSmithAgency.com

INTERIOR DESIGN

Hubbard Design Group

(312) 600-6974

HubbardDesignGroup.com

We work to ensure you buy your home with confidence and help protect your property rights.

Protect your property rights
with Saturn Title.

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

Email: agnes@saturntitle.com
Mainline 847-696-1000

Fax 847-696-1001
1030 W. Higgins Rd #365

Park Ridge IL, 60068

Agnes Mroczkowski
Manager

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 Chicago Real Producers community!

Pool is a game, Lending is serious...
Let Team Tammy give you a Break!
Tammy Hajjar Miller 
Senior Vice President, NMLS# 981615

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

Alex Margulis

(312) 651-5352

AlexMargulis.com

CrossCountry Mortgage  

Dan Krucek

(847) 226-8293

dkmortgageteam.com

Guaranteed Rate,  

Christin Luckman

(773) 290-0522

rate.com/Luckman

Guaranteed Rate,  

Crystal Kurzynski

(773) 435-0667

rate.com/Crystal

Guaranteed Rate,  

Joel Schaub

(773) 654-2049

rate.com/JoelSchaub

Guaranteed Rate,  

Michael Bencks

(773) 960-2278

rate.com/MichaelBencks

Guaranteed Rate,  

Michelle Bobart

(312) 379-3516

rate.com/MichelleBobart

Movement Mortgage

(312) 607-1111

www.movement.com

The Federal Savings Bank

(773) 726-4374

TammyHajjar.com

United Home Loans

(708) 531-8300

uhloans.com

Wintrust Mortgage  

Bill Katsoolias

(224) 770-2021

BillsLoans.com

Wintrust Mortgage 

George Kaiser

(847) 784-1390

GKaiserTeam.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

Sonya Martin Photography

(847) 732-0507

SonyaMartin.com

PLUMBING

Doc Mechanical

(773) 951-8158

DocMechanicalChicago.com

PROFESSIONAL 

ORGANIZING

Neat Method

(319) 404-2314

NeatMethod.com

REAL ESTATE VIDEO & 

PHOTOGRAPHY

Fio Creative

(630) 550-0706

FioCreative.com

REMODELER

Arete Renovators

(872) 302-4170

AreteRenovators.com

Renovation Sells

(773) 301-9125

RenovationSells.com

RENOVATION 

CONSULTING

Wanderlust Design Co.

(773) 896-5855

WanderlustDesignCo.com

RESTORATION SERVICES

Tri-State Restore

(331) 425-3706

Tri-StateRestore.com

SOCIAL MEDIA  

MARKETING/ MANAGEMENT

The Social Broker

(312) 771-9201

TheSocialBroker.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

773-896-5855 • wanderlustdesignco.com
WANDERLUSTDESIGNCHI@GMAIL.COM

@wanderlustdesignchi

FREE
ONE HOUR

CONSULTATION

Reimagine. Refresh. Repeat.
Introducing professional planning
and renovation management to

help you sell homes fast!
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I never thought that back in January we would have to postpone 
a couple of our events. Things have definitely changed over the 
past six months and I am in awe of how society has adapted. I 
am intrigued by the methods people are using to engage with one 
another which shows that humans have an innate desire to be in 
connection. The level at which each individual strives for connec-
tion obviously fluctuates, but as John Donne said, “No man is an 
island, entire of itself; every man is a piece of the continent.”

Going through 2020 has reminded me how blessed I am to be 
surrounded by so many successful entrepreneurs. This includes 
my fellow Real Producers publishers across the country, the RE-
ALTORS® here in Chicago, and our talented Preferred Partners. 
Entrepreneurs are used to solving problems, moving things for-
ward, getting from A to Z, overcoming obstacles, staying focused 
to achieve a goal, and doing seemingly insignificant daily tasks that 
will ultimately produce a beneficial outcome for their business.

There are immediate unknowns for our organization like what 
our future events will look like or how we can add value to our 
community. In my personal life, I think about how Chicago Public 
Schools will approach the 2020/2021 school year or how I will 
continue to be successful while working shorter weeks. Some-
times I bombard myself with these types of thoughts that con-
sume my mental energy. Waiting is sometimes the most difficult 
skill to master, but being surrounded by a community who seems 
to really understand the concept of waiting, makes the task an 
enjoyable experience instead of something that feels like a chore.

NOTE
PUBLISHER’S Fighting the good fight,

Andy Burton
Publisher, Chicago Real Producers

andy.burton@RealProducersMag.com

@ChicagoRealProducers

facebook.com/ChicagoRealProducers
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Four Ways to Create

It’s just past 9:30 p.m. on a Friday night, and my phone is 
aglow on the coffee table. I reach for it, not really wanting to 
at that hour, and mindlessly scroll through incoming texts and 
emails. Most of the messages are from clients or agents. 
 
This is the life of a REALTOR®—we all know it! Most days 
I don’t mind, and I’ll respond to my buyers and sellers as 
fast as my fingertips will let me. But there are certainly 
moments when I feel overwhelmed by the constant com-
munication. This is just one of the reasons why I’ve learned 
to set boundaries to protect my own mental health. 
 
Maybe you’re not bogged down with emails. Maybe, instead, 
you feel like you are spending countless hours taking buyers 
on unsuccessful showings. Or perhaps you find yourself 
playing REALTOR®, lender, financial planner, attorney, 
and inspector, instead of committing to your own role and 
referring your clients to others for their specific services. 
Wherever you’re at, I hope I can provide you with a few 
ideas for how to reduce your stress and provide the best 
possible service to your customers. 
 
Boundary #1: Set ground rules. After nearly six years of 
learning lessons and improving systems, I’ve discovered 

business
By Melanie Everett 

GOOD BOUNDARIES
the importance of expectations. For my firm’s buyers, we 
always start with an initial consultation (usually in-per-
son, but lately, over FaceTime or Google Hangouts). At this 
meeting, we explain the entire buying process from top-to-
bottom, and we establish a few ground rules: we require 
them to be pre-approved before we begin showings; we ask 
them to narrow their favorite properties down to their top 
five to ten homes in priority order; and we remind them that 
nothing lasts forever in real estate, so if they love a particu-
lar listing and cannot live without it, we instruct them to let 
us know that ASAP. I can’t begin to tell you how much time 
these “rules” have saved my team and me. Instead of run-
ning all over the city like crazy ladies, we clearly and kindly 
explain our process, and the buyers follow suit. This same 
system can be used with sellers and renters too!
 
Boundary #2: Don’t sleep next to your phone. This is a per-
sonal boundary that I implemented this year. Instead of staring 
at my texts or Instagram feed until my eyelids are heavy, I read 
before bed. My phone stays in the kitchen, charging, so I don’t 
feel tempted to grab it. Then, in the morning, I wake up with 
a clear mind. I check my phone when I’m fully awake, coffee 
in hand. This small tweak to my evening and morning routine 
has been a total game-changer for my peace of mind. I’m still 

very responsive during working hours, but when bedtime rolls 
around, I love to unplug for the night. 
 
Boundary #3: Know when to refer. My brokers and I 
can talk comps all day long. We can tell you our opin-
ion on construction, design, and value. We can give you 
a high-level explanation of the pre-approval and loan 
process. But whenever our clients have a question to 
which we do not know the answer because it’s not within 
our scope of practice, we’re quick to point them to their 
attorney, lender, inspector, or another expert. Last year, 
I created a company vendor guide, and I’ve since filled it 
with the names of professionals we like and recommend 
in almost every industry. Need an estimate on a kitchen 
reno? I’ve got a guy. Looking for an electrician to give you 
a quote on your inspection findings? I’ve got a guy for that, 
too. This list comes in very handy, and our clients can 
refer back to this guide post-closing as well. 
 
Boundary #4: Embrace REALTOR® referrals. I know, I 
know . . . we want to close all the business that comes our 
way! But there are instances where it just doesn’t make 
sense. For example, one of my brokers was working with 
clients in Logan Square last month. They suddenly changed 

direction and set their sights on Oak Park. My broker took 
them on a showing or two, but very quickly she realized 
that she was not the best person to serve them in this 
particular suburb. Instead, she found a rockstar Oak Park 
agent for them, and that agent ended up representing these 
clients. Even though I know my broker would have loved to 
get her clients to the finish line, she ultimately knew what 
was best for them. They needed a neighborhood expert. 
These days, I’m very quick to refer a client out if I don’t 
think my team can fully serve them. We’re great at what 
we know—city condos—and that’s that! Not only has this 
practice helped me and my team be able to stay focused and 
on task, but it shows our business integrity and allows us to 
cultivate relationships with REALTORS® we may not other-
wise have had the opportunity to get to know.

About the Author: 
Melanie Everett is an award-winning Chicago broker and 
founder of her boutique real estate firm, Melanie Everett & 
Company (M&Co.). She is a writer, negotiator, thinker, mar-
keter, teacher, reader, and leader in her industry. Melanie’s 
small-but-mighty team is the secret to her success. 2019 
marked M&Co.’s first year as an independent brokerage 
and Melanie’s best one yet with over $25 million closed.GOOD BOUNDARIES
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BRINGING TOGETHER THE KNOWLEDGE 

AND EXPERTISE IN THE THREE ROLES I 

EMBRACE THE MOST,

I IMPART FINESSE AND PROFICIENCY TO A 

FAST-PACED AND CHALLENGING REAL 

ESTATE MARKET.

Attorney.
Homeowner.

Parent.

smowery@mowerylaw.com

There is
no transaction

where speed and 
accessibility matter more.

I understand, and I deliver. (773) 279-9900
MoweryLaw.com

VIDEO
BARR

THIS BARR MEANS BUSINESS

JUSTIN BARR
VIDEO BARRTENDER

PRODUCER / EDITOR / CONTENT CREATOR

SERVING ALL REAL ESTATE AGENTS AND BUSINESS PROFESSIONALS
PLEASE CHECK OUT THE MENU OF SERVICES AT THEVIDEOBARR.COM 
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Working Locally, Thinking Globally

cover story 
By Jennifer Mitchell

Photos by Heather Allison Love Photography 

The team at RNP is unlike any in Chicago—and not just because 
they’re one of the top five residential broker firms in the city. 
The firm’s three partners—Grigory Pekarsky, Brad Robbins, and 
Scott Newman—are driven by a shared ideology. They want the 
same things for their business, their industry, their community, 
their families, and their children, so they partnered together to 
make a bigger impact. 

“We are humanitarians and strive to be more globally-minded cit-
izens,” says Scott. “We value diversity and believe in giving back 
to the community. Because we own the business and aren’t part 
of a larger corporation, we can be more transparent and vocal 
about our beliefs and how we run our business.”

Brad echoes Scott’s sentiment, saying, “All three of us have ex-
tremely different personalities but live our lives in the same way, 
so we have a very positive and productive work environment.” 

RNP’s three partners each bring unique skills to the table, result-
ing in a harmonious relationship. They claim their business is like 
a three-legged chair, with equal weight on residential transac-
tions, foreclosures, and rentals. With this approach, regardless of 
market changes and geopolitical issues, they’re able to continue 
working to restore and repair neighborhoods.

The firm first emerged after Brad and Grigory worked together 
at a larger brokerage. They branched off to form Vesta Pre-
ferred Realty. Grigory met Scott through the Young Profession-
als Network with the Chicago Association of REALTORS®, and 
the two quickly became friends. At the time, Scott was heading 
up Newman Realty. Because both brokerages were top perform-
ers in the city, and since Brad, Scott, and Grigory had comple-
mentary skills, they decided to merge the two firms to form 
RNP Real Estate Group.

Thanks to the partners’ dedication to clients, and the systems 
they put in place, the firm is thriving.

“Not only is it important to build a network of clients, but you 
need to create a systematic way to stay in touch with them and 
remain top of mind,” notes Grigory. “If you create a group of 
fifty VIP clients that want to send business your way, you’ll be 
set for life. That starts with calling twenty to thirty people ev-
ery day for eighteen months, and working harder than you ever 
imagined possible. But if you stick with it, those systems will 
pay you back dividends.” 

“Once you’ve built that machine, it never turns off,” adds Scott. 
“If you invest in systems, software, and staff early on, they’re in 
place when your business grows and you need them. Otherwise, 
you’ll never be able to take a break, and you risk burning out.”

RNP Real Estate Group
Grigory Pekarsky, Brad Robbins, 

and Scott Newman 
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“We are 
humanitarians 
and strive to be 
more globally-
minded citizens. 
We value 
diversity and 
believe in giving 
back to the 
community.”  
– Scott Newman

Though RNP’s partners are strategi-
cally aligned, their journeys into real 
estate were quite different. 

“My family immigrated to the United 
States from Russia when I was five 
years old,” notes Grigory. “The strug-
gle my family endured to give me the 
best chance of success is the reason I 
am the person I am today. Whenever 
I feel like giving up, I remind myself 
what true struggle looks like, and I 
keep pushing forward.”

In college, Grigory was studying to 
become a veterinarian but changed 
paths to focus on business. 

“I started a few businesses in high 
school and college, and have always 
had an entrepreneurial spirit,” states 
Grigory. “I kind of fell into real estate 
and didn’t know much about selling 
at first. But I understood how to run 
a business and treat clients well, so 
once I learned the ins and outs of the 
industry, everything clicked.”
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Scott and his family.

Brad with his 
wife, Ashley.

Grigory and his family.
Brad began his career in real estate immediately after 
graduating from Miami University in 2008. With a 
heavy entrepreneurial thirst and a background in busi-
ness, Brad thought real estate would be a perfect fit. “I 
found real estate to be a great opportunity,” says Brad. 
“It’s a profession where you get out of it what you put 
in. There are no politics and no favorites; the success 
you have is solely based on your work ethic”

Meanwhile, Scott was working for a private client 
group at Merrill Lynch, but felt wealth management 
wasn’t speaking to his soul. His mom gifted him the 
book Rich Dad Poor Dad by Robert Kiyosaki, which 
he read twice in eight hours. After watching his dad 
attempt to flip a few houses back in the day, Scott 
always felt there was something comfortably tangible 
about investing in real estate, and that book awak-
ened an unrealized passion in him for the industry. 

Together, the RNP partners not only help people find 
“home,” but they also help raise funds for those less 
fortunate than they. They run the Chicago Real Estate 
Rumble, now in its eighth year, which raises money for 
charities supporting children such as Big Brothers Big 
Sisters of America and Mercy Home for Boys & Girls. 

“More than anything, we’re passionate about family,” 
notes Grigory. “Supporting our families is the num-
ber one driver of the work we do. And it’s this shared 
purpose that makes us great partners.”
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219.851.0170 • SunnyBiggyFitness@gmail.com • www.sunnybiggyfitness.com 

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

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.

Real Estate Valuation & Consulting
With Specific Emphasis on Renovation &

New Construction Analysis

Appraisal Solutions Group
Chicago  |  Lake Forest  |  Waukegan

312-800-1025 Main Office

orders@appraisalsolutionsgrp.comMichael S. Leigh,
Owner
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agent feature

Kirshner
STAYING ON TOP BY ADAPTING AND EVOLVING

By Jennifer Mitchell

Photos by Carlos Miranda

Lance Kirshner is all about growth and the 

understanding that goals change as you  

evolve. Whether it’s personal growth, 

professional growth, or encouraging his team 

to grow, Lance is always looking to the future 

and finding ways to improve.

When speaking about his upbringing, Lance likes 
to say he grew up in the northwest suburbs with a 
“healthy dose of Chicago.” His father worked for, 
then purchased, a small extermination business in 
the Jefferson Park/Mayfair neighborhood.

“Throughout much of my youth, I watched as 
my father expanded the business with a part-
ner, then eventually bought out his partner to 
become the sole owner,” reminisces Lance. “My 
father’s entrepreneurial drive had a strong influ-
ence on my desire to have complete control over 
my own business.”

To jump-start his career, Lance earned a degree 
in entrepreneurship from the University of 
Illinois at Urbana-Champaign, where he was 
heavily influenced by adjunct lecturers who 
were also successful business people. One such 
lecturer suggested that Lance go into real estate 
because he felt Lance’s drive, ability to connect 
with people, and business acumen would serve 
him well as an agent. That vote of confidence 
was the push Lance needed.

After college, Lance spent two years as a leasing 
agent, which allowed him to learn Chicago’s neigh-
borhoods and the ins and outs of the business. 

“Leasing parallels sales in many ways,” notes 
Lance. “It provided a great training ground for 
my sales career.”

After spending two years as a leasing agent, 
Lance acquired his real estate appraisal 
license to expand his knowledge base. 
While working as an appraiser, he sold 
real estate part-time. He moved to 
selling real estate full-time at the 
end of 2009.

“As a real estate appraiser, I 
honed the skills needed to value 
property, which is incredibly 
valuable when it comes to pric-
ing my listings and analyzing 
potential homes  
for my buyers,” states Lance. 
“Now that I’m working as a 
REALTOR® full-time and am run-
ning a team, I’m constantly looking 
to improve and add more tools to 
my team’s toolbelt, so we continue to 
add value for our customers.”

KirshnerLance 
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Lance’s current focus is on 
creating a better marketing 
plan, as well as initiatives  
for his team and his clients, 
but he plans to dive into de-
velopment next. 

“I flipped a condo in Logan 
Square and a house in the 
North Shore, and both were 
very positive experiences,” 
says Lance. “I think getting 
more involved in a small 
condominium or single-fam-
ily home development would 
complement the services my 
brokerage already offers.”

Lance is very strategic about 
the way he goes about grow-
ing his business. “I never set 
out to build a huge real estate 
team, but rather to perfect our 
systems and methodologies so 
we can provide concierge-level 
real estate services to our cli-
ents as our business expands.”

As Lance adds on services 
and areas of expertise, he 
continues to set new goals 
and measurements of success 
for his firm and for himself. 
Originally, success meant per-
sonally selling $10 million in 
a year, then $30 million. But 
then, something changed. 

“I had been burning myself out 
and I knew I couldn’t keep up,” 
remembers Lance. “I was often 
working seven days a week, 
and when I asked myself what 
I wanted more of, it was time 
and balance I was craving.”

Lance with his team (from left 
to right): Cristina Tu, Nancy 
Gordon, Lance Kirshner, Joanne 
Balbarin, and Laura Lando.

“As I move into new stages in my career, my 

definition of success changes. If you ask me in 

another ten to fifteen years what success looks like, 

my answer will most likely have changed again.” Lance with his wife, Amanda, and their two dogs.
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Lance adjusted the way he worked, fully throwing himself into the 
work during the busy seasons, and scaling back during the slower 
months. He now takes anywhere from six to ten vacations a year and 
feels more balanced mentally. 

“As I move into new stages in my career, my definition of success 
changes,” says Lance. “If you ask me in another ten to fifteen years 
what success looks like, my answer will most likely have changed 
again.” And that’s what makes Lance so successful—his ability to adapt 
and evolve. That, and the value he places on his relationships with 
clients, team members, and other brokers. 

“I love collaborating with other brokers in the industry,” says Lance. 
“Winning the 2019 Industry MVP Award from Chicago Agent Maga-
zine, and knowing my peers view me as someone they want to work 
with, was one of my proudest moments. When two brokers come 
together and work collaboratively to get a deal done, everyone wins.”

The most important relationship in Lance’s life is the one with his wife, 
Amanda, who he has been with for seventeen years. Together, they 
love exploring Chicago’s neighborhoods, traveling to new places, taking 
their two Goldendoodles to dog parks across the city, and supporting 
local pet organizations like One Tail at a Time and PAWS Chicago. 

“From a personal growth perspective, I’d like to continue to travel exten-
sively and see new places,” says Lance. “Whether it’s traveling with my 
wife, taking a ‘guys’ trip,’ or heading out on a solo adventure, I hope there’s 
a lot of exploring in my future.”

Lance in Maui, HI.

Lance enjoying a trip in New Zealand.
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agent feature

B u i l d i n g  a n  E m p i r e

By Chris Menezes

Photos by Heather Allison Love Photography

Ambitious, tenacious, and industrious, Ro Malik refuses to settle 

for your average real estate business. Ro is the team leader of 

Chicago Homes 360 in Chicago. He is also the CEO and co-founder of 

Conversion Monster, a company in Buffalo, New York, that helps real 

estate agents all over the country convert internet leads into closings. 

And as if that weren’t enough, he just launched an expansion real 

estate team in Buffalo and has plans to establish a third expansion 

team and a second Conversion Monster office in Southern California.

MalikMalik
RoRo Ro with his 

wife, Nila, and 
their daughter, 
Avainna (six).
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You might think Ro is just a natural businessperson with ex-
tensive experience and education in building large companies, 
but you’d be mistaken. 

“I was born and raised in a science family, and spent my entire 
childhood around other families that discussed science not 
business,” he says. “I am not a ‘natural’ when it comes to busi-
ness at all. Everything I’ve learned has been from failing and 
making mistakes. I’ve been fortunate to have ‘failed forward.’”

Ro grew up in Michigan thinking he was destined to follow 
in his father’s footsteps and become a doctor. His father 

emigrated from New Delhi as a doctor in the 1960s. The 
majority of family members on his father’s side are doctors 
as well. Ro entered Michigan State University as a pre-
med major, but changed paths because, as he says, “I was 
drawn to business like a magnet.” Ro graduated with a 
degree in marketing and finance but explains, “I wasn’t that 
interested in textbooks or school. However, I developed an 
absolute thirst for knowledge and self-improvement well 
after leaving college.”

Ro started his career on the mortgage side of the real 
estate business in 2003. Prior to that, he was in IT, 

providing support for financial software and 
systems. During the Great Recession, he 
began buying foreclosures, renovating them, 
and selling them as an investor, which led to 
him obtaining his real estate license. He left 
his position as a director of mortgage bank-
ing for inside sales and became a REALTOR® 
just eight years ago.

“I initially became a REALTOR® because I 
have an absolute passion for real estate and 
helping others. Like many others, I love the 
freedom and flexibility. You’re in control of 
your destiny, and you have uncapped earning 
potential in this business,” says Ro.

Although Ro had extensive experience as 
an investor and mortgage lender, he made 

a miscalculation starting out as a REALTOR® by 
partnering with the wrong person.

“I am a naturally trusting person, and I got burned 
early in my real estate career by someone I 
considered a close, personal friend. I had to start 
completely over from scratch and, brick by brick, 
built my business back up alone,” says Ro.

After rebuilding his business, in late 2015 he de-
cided to start another company—Conversion Mon-
ster—in Buffalo, New York, with a new business 
partner who had the needed infrastructure already 
in place in Buffalo. Ro’s daughter was only a year 
old at the time, and he was still trying to grow his 
real estate business in Chicago. While you might 
suppose this was another miscalculation, Ro was 
determined to make it work.

“I JUST KEPT TELLING 

MYSELF ONE THING: 

‘YOU’VE ONLY FAILED 

IF YOU GIVE UP.” 
Ro with his family visiting New York City.
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Renovate to Sell

Minor Renova�on, Major Visual Impact
We recognized a need among sellers for a turnkey service offering light and stylish 

renova�ons at an approachable cost. By working with the original space, we rapidly make 
minor renova�ons that have a major visual impact. Our mission is to enhance a home's 

appeal to buyers, reduce its �me on the market, and increase the overall sales price.

(773) 217-0581 | michael@renova�onsells.com | www.renova�onsells.com | @renova�onsells

BEFORE

AFTER

“I definitely underestimated the amount of energy, time, 
money, and stress that launching a start-up so far away 
would have on myself and my family,” he says. “I just kept 
telling myself one thing: ‘You’ve only failed if you give up.’ 
Trust me, there were plenty of times when my checking 
account balance was negative because I had to put more 
money into my start-up; plenty of times I thought to myself, 
‘Why am I doing this to myself and my family?’ Luckily for 
me, I have a very supportive wife who’d always say, ‘It’s 
your dream . . . you can’t give up on it.’ My business partner 
at Conversion Monster also remained positive [believed in 
their ability to succeed], and worked just as hard. We lifted 
each other up during some of the low points.”

Outside of business, Ro loves spending his time with his wife, 
Nila, and their daughter, Avainna (6). He has a passion for 
non-profit organizations that focus on children. A former 
president of the Young Associates Board at Lurie Children’s 

Hospital, he went on to become the president of the Thalas-
semia Action Board at Lurie Children’s Hospital as well.

Now that Conversion Monster is thriving, Ro is in hy-
per-growth mode for both companies. The main challenge 
he faces now is keeping up with demand (especially after 
winning Keller Williams’s futuRE tech pitch battle in Decem-
ber of 2019)—hiring enough licensed agents as inside sales 
agents for Conversion Monster, and more agents to handle all 
the leads he has coming in at Chicago Homes 360. Of course, 
those are great challenges to have at this point in his career.

“I’m passionate about helping agents succeed, and providing 
them with leverage, so they don’t feel like they need to work 
24/7 to be successful in this business,” says Ro. “My goal is 
to have a top 1 percent real estate team, and for Conversion 
Monster to help other real estate agents have top-perform-
ing businesses all across the country.”
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business

“COVI-QUENCES” 

By Jennifer Duncan 

After over three months of staying at home due to 
the new Coronavirus, I realized that I didn’t really 
have everything as together as I previously thought.

After my March transactions fell apart, I spent 
about a week crying. I was literally in bed, an 
absolute pathetic mess, responding as if the world 
were going to end. I often say there is a day or a 
moment in a person’s life when they realize, “If I 
don’t make the right decision here, I’m making the 
decision to allow things to fall apart.” I saw that I’d 
hit that moment. So I decided to take a microscope 
to the most important parts of my life. I started 
with my time-blocked days. I forced myself to 
analyze how realistic that rigid schedule was for 
my life and my business. That microscope showed 
me that I had scheduled myself far away from 
self-care. I had let my business take control of my 
personal relationships, as well as my me time, and 
that needed to change. It was this revelation that 
gave me a “legitimate to me” reason to schedule 
a day off. Sounds silly, right? Having to prove to 
myself that taking a day off was okay? This new 
day off each week gives me an opportunity to con-
front the things I feel are stressors. I gave myself 
permission to acknowledge, confront, resolve, or 
just walk away from things that distract me from 
my values and what I want to focus on. 

®
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“I trust Kristine to help my clients with the same level of care and 
dedication I would. I can stake my reputation on her service. 

Working with Kristine is more like having a business partner with a 
stake in your success than a service provider.”

Adele Lang  |  Chicago Association of Realtors 2017 Rookie of the Year  |  Baird & Warner

My daughter is still really little, and 
during that same, rough week, as 
much as I thought she was pulling 
away, she was still hanging on. As 
I struggled to keep my business 
and sanity intact, I was also un-
successfully attempting to balance 
home, school, and precious mommy 
time. I noticed that she was feeling 
overwhelmed, but didn’t have the 
vocabulary to communicate those 
feelings. She had gone from very lim-
ited technology time before the start 
of the shutdown to suddenly being 
asked to spend endless hours online 
with very little support, because 
mom was so busy. I was able to give 
her my sole attention on a couple of 
days, and on those days, I confess to 
typing everything she needed to do 
for school for her. It was on those 
same days, though, when I realized 
how much my setting aside laser-fo-
cused time intended only for #TheT-
inyExecutiveAssistant changed her 
ability to handle the hard stuff. It was 
then that we decided to have a night-
ly manicure and Netflix binge, so that 

we could spend more dedicated time 
together. I had forgotten how much 
we both enjoyed all things girly, and 
giggles. As much as she’s become my 
“super big girl,” she is also very much 
still my baby girl. Oh boy, she’s going 
to have to move out when she’s older 
to avoid doing things like this with 
me all the time in the future!

As my week-long pity party drew to a 
close, I was forced to look at my real-
ity. Did I really lose anything? Nope. 
Was I, or anyone in my immediate 
circle, sick? Nope. Did I lose my busi-
ness? Nope. Most importantly, I saw 
that I was still surrounded by love and 
support—neither the pandemic, the 
sudden economic halt, nor my week-
long upset had taken that away. Going 
to bed with a grateful heart each night 
led to waking up with a grateful heart 
each morning. Why hadn’t I seen how 
impactful this small intentional act 
was before? I mean, I knew the im-
portance of gratitude, and sometimes 
intentionally focused on it, but with 
very little consistency. It was at that 

point that I decided to really dig into this void. I had had very 
little patience in the past, and being forced to slow down made 
it clear that all the rushing and panic was of my own doing. 
 
These past three months have also revealed that some prac-
tical things needed attention and changes too. Three months 
of asking myself, “Do I need XYZ enough to endure standing 
in line, and possibly too close to others in public?” has really 
been a blessing for my budget. All of the time I’ve spent ana-
lyzing, redirecting, and rebuilding showed me that I had a pret-
ty extensive list of spending leaks, as well as reasons for the 
additional pounds I’ve been carrying on my hips (chips, I just 
don’t know how to quit you). So, after weeks of fewer snacks, 
and zero Uber rides, I have saved an embarrassing amount of 
money—to the tune of a couple of paid-off credit cards. 

I realize these admissions may invite others’ judgment, but I 
don’t mind. And that’s because I am so very happy for these 
changes. I feel more connected to myself, I have more struc-
ture in place that’s serving me far better now and will in the 
long-term too. And I imagine I’m not alone in seeing that some 
of the “Covi-quences” have become very beautiful blessings.

About the Author:
Jennifer R Duncan is a veteran of the United States Air Force. 
She studied international business, marketing, and Spanish at 
UMSL, and considers her joining the real estate industry as 
her third and best chapter.

IMPORTANT LESSONS I LEARNED 

DURING THE STAY-AT-HOME ORDER 
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Now let's make this simple! 

Melissa Jesse Peter
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Give us a call today 312-701-1022Give us a call today 312-701-1022

Lisa M. Raimondi
15774 S. LaGrange Road, #161
Orland Park, Illinois 60462
lmr@raimondilawgroup.com

Giving you
PEACE OF MIND
from CONTRACT

to CLOSING.

Raimondi
Law Group

Proven Knowledge & Legal 
Expertise For All of Your Real

Estate Law Needs

Did you know there are more victims held against their will today than 
ever before? That’s why N2 Publishing, the company behind this 

magazine, is financially committed to helping end human trafficking. 

And through their advertising partnerships, the businesses seen 
within these pages are helping us break these chains, too. Learn 

more about our cause by visiting n2gives.com.

$3MILLION$3MILLION$3MILLION$3MILLION
DONATED THIS YEAR TO HELP BREAK THE 

CHAINS OF MODERN-DAY SLAVERY.
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By Chris Menezes

Photos by Carlos Miranda

Going into real estate law 
was a natural choice for Paul 
A. Youkhana because he 
already knew so much about 
the industry. His father, an 
entrepreneur with an eye 
for real estate, exposed Paul 
to the real estate world at 
a young age, giving him 
the opportunity to meet 
with various players in the 
business, including many 
attorneys, who Paul admired. 

From the time Paul was in high 
school, he knew he wanted to become 
a lawyer. After graduating from 
DePaul University in 2003, however, 
he did not go directly into law school. 
Instead, he followed in his father’s 
entrepreneurial footsteps, working 
and growing numerous businesses, 
including a public parking company, a 
hotel, and multiple restaurants. 

By 2009, Paul already had many 
friends in the real estate industry—
lenders, investors, and REALTORS® 
alike—and he felt the time was ripe 
to finally fulfill his childhood goal. 
He took a job with a law firm and 
was accepted into the, now, UIC 
John Marshall Law School in 2010. 
He served as a clerk leading into law 
school and during his final two years 
of law school and envisioned starting 
his own firm someday. 

Paul and his wife with their 
three children—Olivia Grace 
(seven), Pierce Alexander 
(three), and Alexis Lilly (two).
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For more information about the Law Offices of Paul A. Youkhana, visit 
YoukhanaLaw.com or call 312-809-7023.

I GIVE EACH 

CLIENT THE 

SAME LEVEL OF 

ATTENTION AND 

QUALITY SERVICE 

THEY EXPECT 

AND DESERVE.

Paul’s dedication to fulfilling his goal of combining his pas-
sions for real estate, law, and running his own business did 
not come without its share of sacrifice. He married his wife, 
Arbella, while in law school, and they were expecting their 
first child during his final year. In fact, the due date was a 
week before he was to sit for the Illinois bar exam. But the 
baby decided to time her arrival with Paul’s big day.

Paul stayed with Arbella in the hospital until 1:00 a.m., be-
fore leaving her in the care of her family to get some sleep 
before taking the exam at 8:00 a.m. His daughter, Olivia 
Grace, was born during that first morning session of the 
test on July 30, 2013.

“There was a one-hour lunch [break] after the morning 
session, so I decided to race to the hospital and see my 

wife and daughter for five minutes before having to race 
back to the test center for the next session. I made it back 
to my seat with only a couple of minutes to spare,” he says. 
“Seeing my daughter and my wife for those few minutes 
brought me such joy and a sense of relief that I was able to 
finish out the bar exam knowing that regardless of the out-
come, this would be one of the happiest times in my life.”   

Although he was sad to miss the birth of his daughter, Paul 
passed the bar and soon after started the Law Offices of Paul 
A. Youkhana, showing the same kind of dedication to his cli-
ents and new business as he does to everything important to 
him. In fact, when his second child, Pierce Alexander, was 
born on October 31, 2016, at around 5:45 a.m., he still made 
it to his 11:00 a.m. closing that day, and then returned to the 
hospital to be with his family again.   

Most of Paul’s clients are referred 
to him through REALTORS®, 
so he understands that, when it 
comes to his business, it’s not only 
his reputation on the line, but also 
the reputation of the referring RE-
ALTOR®. That’s why he strives to 
ensure everything goes as smooth-
ly as possible while protecting the 
interests of his clients at all times. 

“My clients’ interests always come first,” says Paul. “It’s very important to 
me to be available to my clients to answer questions, talk through issues, and 
provide legal guidance when needed. I give each client the same level of atten-
tion and quality service they expect and deserve. Knowing I can help someone 
through a transaction and get them to closing is very gratifying.”

Of course, Paul tries to spend as much time as he can with his family when 
he is not working. He and Arbella have been married for nine years now 
and have three children—Olivia Grace (seven), Pierce Alexander (three), 
and Alexis Lilly (two). 

“I don’t expect REALTORS® to work with me for no reason,” says Paul. “All 
I ask for is the opportunity to prove myself.”

Paul with his 
wife, Arbella.
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HIGHLY TRAINED AND EXPERIENCED ATTORNEYS
COMPLETELY DEDICATED TO THEIR CLIENTS

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'sinterests are protected, will 
deftly move thenegotiation process along, and get to closing.
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Suite 201
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(312) 612-7619
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Home Organizing
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Imagine 
                A LIFE LESS     CLUTTERED...
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S A M E  DAY  D I G I TA L  R E P O R T S  W I T H  P I C T U R E S  I N C L U D E D .

847-281-6605 • inspections@buildingspecschicago.com • www.buildingspecschicago.com

We have conducted over
 15,500 inspections since 2002.

SERVICES PROVIDED:
• Pre-Purchase Listing
• Pre-Listing Inspections
• New Construction Inspections
• Small Commercial Inspections

ADDITIONAL SERVICES:
• Mold/Air Quality Testing
• Radon Testing

SPECIAL TOOLS USED:
• Aerial Drone Footage

(For Restricted Areas)
• Moisture Detector
• Infrared Camera

A professional home inspection from 
Building Specs Property Inspections 
will give your clients peace of mind.
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THE ART AND SCIENCE OF  

WINNING THE BID 
FOR YOUR BUYER

By Sam Shaffer

Every good REALTOR® wants to find their client the 

perfect home, and negotiate the best price and terms on 

their behalf. However, that is easier said than done. There 

are many nuances that go into crafting an offer that will 

showcase your client’s financial wherewithal without 

tipping your hand too much, or losing your competitive 

edge in the eyes of the seller.  

It should be fairly obvious to the seller that your client 
loves the home, right? I mean, you’ve only submitted an 
offer to actually purchase the property (duh). But don’t shy 
away from that narrative. I feel it’s important to commu-
nicate to the listing agent that your client absolutely loves 
the home. A nice touch is to include a personal letter about 
how much your client could see themselves living and 
growing in the home. Go ahead and pull on those heart-

strings of the seller. Sappy? 
Yes. Effective? Undoubtedly. 
It’s also important to align 
your buyer with a great lender 
who is able to advocate for the 
buyer’s financial qualifications 
to the listing agent. The right 
lender can really help solidify 
a deal if they take a proactive 
approach. The lender should 
make themselves easily accessi-
ble to the listing agent, and have 
a track record of closing deals. 
Heck, encourage the listing 
agent to reach out directly to 
the lender to make the case for 
your buyer. It takes a village!

When presenting an offer, 
it’s incredibly important to 
highlight the full package. This 
means putting together a metic-
ulously prepared offer, con-
sisting of all of the disclosures, 
information for all parties 
(including attorneys’ contact 
information and brokers’ 
license numbers), as well as an 
updated pre-approval state-
ment. Don’t rush to fire this 
thing off; measure twice, cut 
once. After all, there is nothing 
worse than receiving a sloppy 
offer that you yourself need 
to clean up before presenting 
it to your own sellers, right? 
Furthermore, I find it helpful to 
include an offer summary that 

business

highlights the high-level terms of the offer. By pro-
viding a clear and concise summary, a complete 
offer package, and a personal letter, you’re setting 
yourself, and your client, apart from the competi-
tion. The goal is for the listing agent and the seller 
to view your offer as the more favorable offer. 

I know what you might be thinking: doesn’t it all 
come down to price? In some cases, yes. However, 
a good listing agent knows that there is more value 
in working with a buyer’s broker who’s organized 
and comes across as a total pro versus an agent 
who didn’t take an extra few minutes to present 
their client’s offer in the best possible light. Think 
of your offer as the first impression that the sellers 
get from the right buyer. You’ve done the work: 
you’ve found the right home, you’ve cleaned up 
nicely, and you’ve shown up to the dance. Don’t get 
caught without your dancing shoes! 

About the Author:
Sam Shaffer, managing broker/owner of Chicago 
Properties Firm, is a top 1 percent REALTOR® in 
Chicago providing white-glove service to buyers, 
sellers, and investors for the past 18 years!
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thesocialbroker.com
maris@thesocialbroker.com

the.social.broker

SOCIAL MEDIA DONE FOR YOU

SOCIAL MEDIA MANAGEMENT | CONTENT MEMBERSHIPS | SOCIAL MEDIA COACHING | SOCIAL MEDIA CLASSES

"I am so lucky to 
have found 

The Social Broker..."

"This has been
the best  investment

 I’ve made to enhance
my business!"

“The Social Broker 
is a game  changer!..."

Painting & Drywall | General Handymen

HANDYMEN PAINTING ELECTRICAL

DRYWALL CARPENTRY PLUMBING

Painting & Drywall | General Handymen

312.898.9300 | info@fixitpeople.com 2837 N. Halsted, Chicago IL, 60657

www.fixitpeople.com

“A” RATING
on

Read our reviews!
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Sharial Howard
on the rise

Sharial Howard
When Purpose Meets Passion

Written by Chris Menezes

Photos by Sonya Martin

Sharial Howard became a 

REALTOR® just two years ago 

and has already seen much 

success. Before that, she 

worked in real estate law for 

over fifteen years. Although her 

focus on helping people has not 

changed, she has found a way 

to use her previous experience 

to help others and plans to do a 

lot more in the future.

After graduating from the University of Illinois at Urba-
na-Champaign in 2003 with a degree in speech commu-
nication, Sharial originally planned to attend law school. 
She attained a job at a residential law firm, where her 
mother also worked, in order to gain practical experience 
and to see if law school would be a good fit.

Sharial always appreciated her mother for instilling 
her with a strong work ethic. “My mom somehow 
raised my sister and me as a single parent working 
three jobs, and made every band concert, basketball 
game, softball game, award ceremony, chorus event, 
and talent show. She taught me to work hard for what 
I want and for those I love,” says Sharial.  

Sharial chose to obtain a paralegal certificate from 
Northwestern Business College instead of going to law 
school. She went on to become a senior real estate 
paralegal at the residential law firm, where she worked 
for five years, and then at the Walgreens Corporation, 
the McDonald’s Corporation, and Athletico Physical 
Therapy. The more she worked in real estate law, 
the more her fascination with real estate grew. She’d 
frequently drive around different cities just to look at 
homes and attend open houses. 

When Purpose Meets Passion S
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Ultimately, Sharial decided to combine 
her love of helping people with her 
passion for real estate, and she became 
a REALTOR® in 2018. Although she had 
an extensive background in real estate 
law, she experienced an exponential 
learning curve during her first year as a 
REALTOR®, only making $500 that year. 
However, she established many connec-
tions and gained a tremendous amount of 
knowledge that has since allowed her to 
flourish and produce over $4 million in 
volume. Sharial is passionate about con-
tinuing her education to better serve her 
clients, and plans to double her volume 
in the upcoming year. Looking into the 
future, she hopes to start a foundation 
that will offer paid internships to children 
to learn about real estate.

Sharial and her husband, Damien, have 
been actively involved in the commu-
nity for years. Damien even started a 
ministry to address socio-economic 
needs in the community, and together 
they support a number of organizations. 
The couple’s daughter, Gabrielle (9), is 

Photo Credit: Ollie Photography

an avid dancer, and wants to teach people “the chemistry 
of dance.” Sharial explains that a day with the Howard 
family consists of watching movies, bike riding, shop-
ping, laughing, a little drama, good eating, and sleeping. 
During her free time, Sharial personally enjoys shopping 
and fine dining at Chicago’s best restaurants. 

Sharial is ready to continue 
building her business 
with her focus on helping 
others, prioritizing healthy 
relationships, and community 
altruism so that she can make 
a positive impact not only 
within the local real estate 
industry, but within the local 
community as well.
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www.sonyamartin.com

Schedule your session today

(847) 732-0507(847) 732-0507

@smartinphotoSonya Martin Photography

sonyamartinphotography
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Laura McGreal and Karen 
Schwartz have been running 

a real estate business in 
Chicago for six years, 

but this dynamic duo 
first started working 
together in 2005. The 
two met while selling 
new construction 
developments at 
Pulte Homes, a na-
tional homebuilder. 
After selling multiple 
developments with a 

volume totaling more 
than $325 million, they 

decided to branch off and 
start their own brokerage. 

“When we first started our 
careers in 2005, it was like Can-

dyland,” explains Karen. “At grand 
opening events for new developments, 

we’d have hundreds of people sleeping 
overnight in parking lots, waiting to sign contracts 

and purchase new homes. Then the market crashed in 
2008 and it taught us what it meant to work insanely hard. 

Every deal was incredibly difficult to put together, and even 
more difficult to keep together.”

But learning how to hustle, and developing a good work ethic 
early on, paid off when it came time to start their own brokerage, 

which was no easy task. Both Karen and Laura note that they learned their 
work ethic from their parents, and were able to take a leap of faith and start their own 
business thanks to the support of their families. 

“At the time, I was pretty scared to leave a good job with a large company and a steady 
salary,” says Laura. “But we learned a lot at Pulte Homes and were ready to take the 
next step. We put together a plan and made it happen!”

The BFFs of Real Estate: 
Building Each Other Up while 

Building a 
Client Base

agent feature
By Jennifer Mitchell

Photos by Sonya Martin

&Karen Schwartz
Laura McGreal
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Because Karen and Laura cut their teeth 
selling new construction, it still re-
mains a big part of their business 
today. But they’re also pas-
sionate about helping clients 
find the right home. In fact, 
they’ve carved out a niche 
for themselves in helping 
people make the transi-
tion from the city to the 
suburbs—something with 
which Laura has person-
al experience. Although 
Karen and Laura both 
love their work and their 
clients, the thing they love 
most is working together. 

“Laura is the best work partner 
and friend, ever,” claims Karen. “The 
best part of running our business is the 

fun we have together! We can commis-
erate on the bad days and celebrate 

the wins on the good days. We 
were trained by the same 

builder, so our work ethic 
is very similar, but our 

strengths and weakness-
es complement each 
other well. It’s amaz-
ing to have a business 
partner [who] you want 
to hang out with all the 
time, and is also some-
one you look up to.”

“Karen is the hardest 
worker I know,” notes Laura. 

“You face a lot of challenges in 
this business, but we support each 

other, and I can’t imagine surviving 
[in] this business without Karen.” 

Laura McGreal Karen Schwartz
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Laura with her husband, Roger, and their 
two daughters, Ceili (seven) and Ellie (six).

Not only do these two women 
build each other up, but 
they volunteer their time to 
help build up other women 
as well. They are team lead 
volunteers for Women Build 
through Habitat for Human-
ity, which brings women 
together to build homes, and 
stronger, safer communities.

Though these fierce women 
spend much of their time to-
gether, they do (occasional-
ly) spend time apart. Karen 
enjoys playing tennis, eating 
good food, and spending 
time with friends and family. 
Laura loves spending time 
with her husband and two 
daughters, whether they’re 
going out to dinner or 
relaxing at home. She also 
started playing volleyball 
this past year with a group 
of women and is loving ev-
ery minute of it.

Beyond working hard and 
finding a great partner, 
Karen stresses the impor-
tance of having and showing 
respect for everyone you’re 
working with. “Respect all 
parties, including the bro-
kers on the other side, and 
the lenders, attorneys, and 
inspectors. It will make the 
transaction much smoother 
and you can learn something 
in the process.” 

Laura adds that, at the end 
of the day, it’s best to focus 
on being a good person. And 
based on the great mutu-
al respect and friendship 
between these two women, 
it seems like they’re both 
succeeding at that.

Karen with her family.
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LINCOLN PARK   1617 N. CLYBOURN  |  312-337-9172   •   LA GRANGE   60 S. LA GRANGE RD.  |  708-352-2110

Hortons Makes Your Home Uniquely You

www.hortonshome.com

Northwestern Mutual is the marketing name for The Northwestern Mutual Life Insurance Company, Milwaukee, WI (NM) (life and disability insurance, annuities, and life insurance with 
long-term care bene�ts) and its subsidiaries. Jonathan Galen Dickinson is an Insurance Agent of NM and Northwestern Long Term Care Insurance Company, Milwaukee, WI, (long-term 
care insurance) a subsidiary of NM, and a Registered Representative of Northwestern Mutual Investment Services, LLC (NMIS) (securities), a subsidiary of NM, broker-dealer, registered 

investment adviser and member FINRA and SIPC. Representative of Northwestern Mutual Wealth Management Company®, Milwaukee, WI (�duciary and fee-based �nancial planning 
services), a subsidiary of NM and federal savings bank.

Financial Advisor
Jonathan G Dickinson

1475 E Wood�eld Rd #900, Schaumburg, IL. 60173

847-969-2585
www.jonathan-dickinson.com

Helping the Elite Real Estate 
professionals with their Financial 
HOMES while they help people get 

into their dream homes.

Over 35 years experience
closings real estate transactions.

CHICAGO REAL ESTATE EXPERTS.

Experience
Matters

www.gerardhaderleinlakeviewlawyer.com

773-472-2888

jerryhaderlein@ameritech.net

3413 N. Paulina Chicago IL 60657

Gerard D. Haderlein, Esq.
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virtual events

CONNECTING!

Chicago Real Producers and 

Preferred Partners Engaging VirtuallyCOVID-19
Hasn’t Prevent Us From

As an organization, we are fully aware of the need 
to continue to connect, inspire, elevate, and add 
value to both our REALTORS® and Preferred 
Partners during a time when we are unable to host 
in-person events. We have found creative ways to 
encourage our Chicago Real Producers community 
to continue to engage in a virtual way. 

We started with a virtual mastermind called 
“Pivoting in the Pandemic” where panelists 
shared what they were doing to capitalize and 
shift the way they do business during the stay-
at-home order. 

Another thing we are doing and will continue to 
do, are virtual jam sessions. These small group 
Zoom calls were designed to get a handful of ex-
perts on a call (both REALTORS® and Preferred 
Partners) to discuss what they are seeing in 
their industry and to help add value to the indi-
viduals who are able to attend. This is a great 
way to meet people on a more personal level 
and to get to know what’s happening in different 
industries in the real estate community. 

The final thing we’ve done during this time was 
have an unscripted and very real panel discus-
sion about race in real estate. This was a way 
to bring awareness to a topic that doesn’t get 
discussed enough on our platform. This was an 
enlightening conversation that will help guide 
future decision-making in our organization. 

The conversations we’ve had during these virtual 
masterminds, jam sessions, and panels have been 
insightful and constructive. Plus, the opportunity 
to build relationships has been a great experience.

We are excited to share a handful of screenshots 
from some of our recent virtual events.

A huge thank you to all our amazing RE-
ALTORS® and Preferred Partners for your 
willingness to join together as a community and 
maintain our human connection!

We have received great feedback about these 
types of events so we are continuing to put them 
together! Want to join one or have a topic you 
would like us to discuss? Let us know by emailing 
us at andy.burton@realproducersmag.com
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partner  
spotlight
By Chris Menezes

Photos by Carlos Miranda

As we’ve all learned in recent months, disaster can 

strike at any moment. Although there is little we 

can do to prevent natural catastrophes from hitting 

us at home (outside of measures like sandbagging, and 

addressing the causes of climate change), businesses 

like Tri-State Restoration Group, also known as Tri-State 

Restore, can help breathe new life into affected properties, 

and bring a sense of normalcy back to people’s lives.

TOM
HERBST
and Tri-State Restore

HELP IN TIMES OF TROUBLE

“We are here to help,” says Tom Herbst, pres-
ident of Tri-State Restore. “From full-service 

water and fire restoration, mold remediation, and 
biohazard clean up, to just offering expert advice to 

help you get through whatever your property needs, 
we are here for you.”

Helping people has always been Tom’s 
priority in life. There were two ele-
ments he looked for in a career after 
graduating college: a recession proof 
industry that truly helped people. Res-
toration hit it right on the head.
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For more information regarding Tri-State Restore or to contact Tom, 
visit www.tri-staterestore.com or call 888-839-6917.

“
”

We approach 

every situation 

with two 

fundamental 

credos: treat 

others as we want 

to be treated, and 

serve others.

Tom and brother, Scott.

Growing up on a dairy 
farm, Tom became 
accustomed to hard 
physical labor. His 
strong work ethic, ability 
to solve problems, and 
willingness to take on large 
tasks were perfect traits for 
starting his own business. 
His parents always stressed 
the importance of education, 
as well as working for what 
you get. So, finding like-mind-
ed people to join Tri-State 
Restore was essential for Tom. 

“What really sets us apart is our 
people,” he says. “We approach ev-
ery situation with two fundamental 
credos: treat others as we want to be 
treated, and serve others. ‘Help is on 
the Way,’ is one of our sayings.” 

Tom finds great enjoyment in turning 
a wrecked property into a brand-new 
space. The ultimate joy for him, how-
ever, is making a positive impact on the 
lives of everyone with whom he works. 
It’s what keeps him going. 

“Success to me is how you make other 
people feel,” he says. “I love having a 
client tear up when [they see how] we 
are able to transform their home or space. 
When you walk out of a room, people will 
always remember how you made them feel. I 
always keep that fact top of mind.”

Tom devotes the majority of his time to his 
business, making sure his employees have what 
they need and that their clients are well taken 
care of. Outside of work, he enjoys going to the 
Art Institute of Chicago, where, he says, he could 
walk around all day. He has also been to the Field 
Museum over 300 times and still gets inspired. His 
eight nieces and nephews keep him on his toes, and 
he loves spending time with his family. 

“I hope to be remembered as just a great employer, 
brother, and friend,” he says.
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630-550-0706 • fiocreative.com •       @fiocreative

You only have 8 seconds 
to grab the attention of a buyer online.

Don’t sell your listing short with 
anything but the best photo and video.
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Teams and individuals from January 1, 2020 to June 30, 2020

TOP 250 STANDINGS

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

1 Jeffrey Lowe 65 $71,466,500 32 $42,199,000 97 $113,665,500

2 Matt Laricy 90 $40,603,564 98 $47,492,800 188 $88,096,364

3 Emily Sachs Wong 35 $39,544,875 19 $25,668,875 54 $65,213,750

4 Mario Greco 71 $36,769,100 29 $16,668,000 100 $53,437,100

5 Leigh Marcus 68 $40,646,500 20 $10,692,200 88 $51,338,700

6 Karen Biazar 70 $35,849,984 14 $8,601,000 84 $44,450,984

7 William Goldberg 34 $24,491,527 17 $10,120,208 51 $34,611,735

8 Carrie McCormick 28 $18,101,400 17 $15,460,000 45 $33,561,400

9 Melanie Giglio 26 $16,973,300 38 $16,583,350 64 $33,556,650

10 Grigory Pekarsky 32 $9,187,414 48 $24,327,550 80 $33,514,964

11 Sophia Klopas 30 $18,738,000 14 $6,725,000 44 $25,463,000

12 Steve Genyk 13 $16,551,500 7 $8,076,500 20 $24,628,000

13 Nathan Wilks 21 $10,251,325 34 $14,279,200 55 $24,530,525

14 Daniel Close 12 $6,295,000 28 $17,985,387 40 $24,280,387

15 Keith Brand 10 $4,187,150 37 $18,846,749 47 $23,033,899

16 Millie Rosenbloom 8 $8,771,500 17 $14,167,500 25 $22,939,000

17 Sam Shaffer 10 $5,037,500 33 $17,875,899 43 $22,913,399

18 Timothy Sheahan 28 $18,925,000 9 $3,589,950 37 $22,514,950

19 Barbara O'Connor 25 $11,760,500 15 $9,849,000 40 $21,609,500

20 Hayley Westhoff 19 $10,481,000 14 $11,092,000 33 $21,573,000

21 Benyamin Lalez 9 $6,032,000 31 $15,328,600 40 $21,360,600

22 Tommy Choi 19 $9,192,000 22 $11,141,850 41 $20,333,850

23 Katharine Waddell 17 $8,189,500 22 $11,341,000 39 $19,530,500

24 Kimber Galvin 22 $13,636,950 9 $5,257,800 31 $18,894,750

25 Brad Lippitz 16 $9,592,000 14 $9,151,000 30 $18,743,000

26 Bari Levine 18 $10,027,400 12 $8,193,000 30 $18,220,400

27 Matthew Liss 23 $13,791,900 7 $4,409,000 30 $18,200,900

28 Jennifer Ames 16 $12,981,000 7 $5,201,450 23 $18,182,450

29 Layching Quek 1 $243,000 29 $17,774,500 30 $18,017,500

30 Melissa Siegal 16 $9,840,500 10 $7,974,909 26 $17,815,409

31 Nicholaos Voutsinas 10 $5,143,250 24 $11,847,300 34 $16,990,550

32 Jill Silverstein 10 $5,954,500 15 $10,858,000 25 $16,812,500

33 Daniel Glick 9 $8,769,000 12 $7,933,650 21 $16,702,650

34 Jennifer Mills 20 $11,401,400 7 $5,297,000 27 $16,698,400

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

35 Kevin Hinton 17 $7,419,682 24 $9,033,400 41 $16,453,082

36 Joel Holland 17 $8,756,500 14 $7,556,800 31 $16,313,300

37 Ivona Kutermankiewicz 18 $12,265,650 6 $3,772,250 24 $16,037,900

38 Ryan McKane 35 $13,936,600 4 $2,015,000 39 $15,951,600

39 Gwen Farinella 4 $14,170,000 1 $1,229,900 5 $15,399,900

40 Melanie Everett 8 $3,620,500 26 $11,416,200 34 $15,036,700

41 Richard Kasper 7 $4,770,000 15 $10,257,015 22 $15,027,015

42 Scott Curcio 15 $4,972,084 22 $9,928,400 37 $14,900,484

43 Amanda McMillan 15 $7,263,000 11 $7,532,001 26 $14,795,001

44 Julie Busby 14 $9,115,250 11 $5,468,100 25 $14,583,350

45 Ryan Preuett 10 $13,190,000 1 $1,370,000 11 $14,560,000

46 Santiago Valdez 24 $8,997,900 15 $5,282,000 39 $14,279,900

47 Lauren M. Wood 13 $6,847,000 13 $7,405,000 26 $14,252,000

48 Lance Kirshner 17 $7,378,900 13 $6,668,150 30 $14,047,050

49 Sara McCarthy 12 $5,012,500 14 $8,834,900 26 $13,847,400

50 Kelly Angelopoulos 11 $8,266,500 9 $5,531,000 20 $13,797,500

Disclaimer: Information is pulled directly from the MLS. New construction or numbers not reported to the MLS within the date range listed are not 
included. The MLS is not responsible for submitting this data. Some teams may report each agent individually, while others may take credit for the 
entire team. Chicago Real Producers does not alter or compile this data nor claim responsibility for the stats reported to/by the MLS. Data is based on 
Chicago proper only and may not match the agent’s exact year-to-date volume.
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Jonathan M. Aven
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Teams and individuals from January 1, 2020 to June 30, 2020

TOP 250 STANDINGS

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

51 Jason O'Beirne 23 $11,613,300 4 $1,272,000 27 $12,885,300

52 Natasha Motev 3 $7,925,000 2 $4,875,000 5 $12,800,000

53 Nadine Ferrata 12 $8,230,000 8 $4,549,499 20 $12,779,499

54 Erlend Candea 15 $10,975,000 2 $1,770,000 17 $12,745,000

55 Darrell Scott 7 $3,667,000 18 $8,984,000 25 $12,651,000

56 Suzanne Gignilliat 3 $6,283,000 1 $6,250,000 4 $12,533,000

57 Danielle Dowell 17 $8,699,000 10 $3,819,500 27 $12,518,500

58 Chezi Rafaeli 10 $10,425,000 3 $2,033,900 13 $12,458,900

59 Frank Montro 47 $9,135,099 20 $3,312,475 67 $12,447,574

60 Debra Dobbs 8 $7,799,000 9 $4,536,500 17 $12,335,500

61 P Corwin Robertson 9 $12,295,843 0 $0 9 $12,295,843

62 D Waveland Kendt 15 $7,348,400 7 $4,934,500 22 $12,282,900

63 Cynthia Sodolski 9 $6,262,000 10 $5,905,900 19 $12,167,900

64 Camille Canales 11 $5,180,900 14 $6,856,513 25 $12,037,413

65 Kelly Parker 11 $5,785,500 10 $6,193,000 21 $11,978,500

66 Alexa Hara 1 $8,400,000 8 $3,552,400 9 $11,952,400

67 Paul Barker 9 $6,426,600 7 $5,426,700 16 $11,853,300

68 Laura Meier 11 $5,672,500 14 $6,065,250 25 $11,737,750

69 Amy Duong 11 $4,527,300 11 $7,173,000 22 $11,700,300

70 Stephanie Cutter 12 $6,710,000 11 $4,765,000 23 $11,475,000

71 Mark Icuss 4 $8,684,000 5 $2,775,500 9 $11,459,500

72 Lisa Sanders 18 $7,804,500 7 $3,640,000 25 $11,444,500

73 Karen Schwartz 13 $6,520,500 8 $4,779,900 21 $11,300,400

74 Alishja Ballard 15 $8,638,001 4 $2,566,500 19 $11,204,501

75 Philip Skowron 10 $7,948,500 3 $3,195,000 13 $11,143,500

76 Robert Picciariello 27 $11,084,934 0 $0 27 $11,084,934

77 James D'Astice 6 $2,463,000 19 $8,488,000 25 $10,951,000

78 Christopher Engelmann 1 $326,000 23 $10,570,600 24 $10,896,600

79 Brent Hall 16 $10,515,400 1 $376,000 17 $10,891,400

80 Joseph Kotoch 5 $2,626,000 15 $8,204,500 20 $10,830,500

81 Timothy Salm 3 $10,300,000 1 $445,000 4 $10,745,000

82 Nicholas Colagiovanni 10 $6,382,000 5 $4,359,000 15 $10,741,000

83 Paul Mancini 7 $2,783,500 12 $7,754,000 19 $10,537,500

84 Lindsay Everest 5 $4,303,000 4 $6,224,500 9 $10,527,500

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

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

85 Colin Hebson 12 $7,158,939 8 $3,328,000 20 $10,486,939

86 Joshua Lipton 8 $6,282,500 5 $4,116,000 13 $10,398,500

87 Ronda Fish 3 $4,142,500 4 $6,244,400 7 $10,386,900

88 Deborah Hess 17 $7,496,000 7 $2,780,900 24 $10,276,900

89 Kathleen Malone 5 $2,873,500 9 $7,287,000 14 $10,160,500

90 Reve' Kendall 22 $8,918,000 1 $1,240,000 23 $10,158,000

91 Deanne Thomas 2 $4,875,000 2 $5,225,000 4 $10,100,000

92 Melissa Govedarica 15 $8,929,200 2 $1,040,000 17 $9,969,200

93 Joanne Nemerovski 6 $6,430,000 4 $3,495,000 10 $9,925,000

94 Samantha Porter 14 $9,203,750 1 $618,557 15 $9,822,307

95 Steve Otwell 0 $0 21 $9,651,838 21 $9,651,838

96 Scott Stavish 9 $7,637,500 3 $1,992,500 12 $9,630,000

97 Rubina Bokhari 4 $3,520,000 7 $6,046,900 11 $9,566,900

98 Ian Schwartz 8 $4,371,000 8 $5,127,500 16 $9,498,500

99 Elizabeth Brooks 6 $9,497,432 0 $0 6 $9,497,432

100 Lucas Blahnik 11 $6,323,513 8 $3,139,750 19 $9,463,263
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reports.  

Contact me for more information!

office 312.332.5020 fax 312.332.5021
jason@jmclawgroup.com
111 West Washington Street, Suite 1500 - Chicago, IL 60602
9661 W. 143rd Street, Suite 201 - Orland Park, IL 60462
jmclawgroup.com

Service is the Key to my success!

Experienced Real Estate Attorneys
you and your clients can trust when it 's t ime to

buy or sell your home!
JASON CHMIELEWSKI

Managing Attorney

We remain open for business, and here to help you during this challenging time. We continue to 
work diligently on files and communicate regularly with our clients. Our staff is experienced with 

remote work, and we are fully prepared to continue to work at our normal pace and volume.

100% Remote Closing.
I keep you and

your clients safe!
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Chris Kinsella
Sr. Mortgage Banker
Cell: 630.564.3272
NMLS #872091
ckinsella@uhloans.com
uhloans.com

IT'S MORE THAN A MORTGAGE

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

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

Clients
Need
More
Space?
Chris Kinsella can help 
them with the attention
to all their loan needs.

Teams and individuals from January 1, 2020 to June 30, 2020

TOP 250 STANDINGS

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

101 Michael Rosenblum 11 $6,409,000 4 $3,025,000 15 $9,434,000

102 Coleen Karpf 9 $4,635,500 5 $4,794,039 14 $9,429,539

103 Alexandre Stoykov 3 $1,083,000 20 $8,196,000 23 $9,279,000

104 Akos Straub 13 $5,693,500 11 $3,564,500 24 $9,258,000

105 Emily Smart Lemire 6 $3,495,000 6 $5,744,500 12 $9,239,500

106 Dennis Huyck 12 $5,424,000 4 $3,732,533 16 $9,156,533

107 Michael McGuinness 1 $410,000 19 $8,727,400 20 $9,137,400

108 Steven Acoba 4 $5,399,000 4 $3,725,000 8 $9,124,000

109 Margaret Baczkowski 4 $3,973,000 3 $5,150,000 7 $9,123,000

110 Rizwan Gilani 13 $5,769,775 5 $3,291,000 18 $9,060,775

111 Beata Gaska 12 $9,047,800 0 $0 12 $9,047,800

112 Pamela Rueve 8 $5,177,500 5 $3,847,500 13 $9,025,000

113 Sam Jenkins 8 $6,069,500 4 $2,851,498 12 $8,920,998

114 Owen Duffy 11 $5,625,000 9 $3,263,500 20 $8,888,500

115 Vincent Anzalone 9 $6,031,000 6 $2,849,900 15 $8,880,900

116 Eric Hublar 3 $1,178,000 16 $7,693,650 19 $8,871,650

117 Michael Maier 12 $7,631,125 4 $1,227,000 16 $8,858,125

118 Nathan Binkley 7 $3,495,500 9 $5,341,000 16 $8,836,500

119 Brooke Vanderbok 14 $7,308,000 2 $1,524,900 16 $8,832,900

120 Shay Hata 8 $4,701,750 9 $4,048,500 17 $8,750,250

121 Kieran Conlon 7 $4,965,250 6 $3,771,000 13 $8,736,250

122 Mark Tranter 14 $7,560,400 2 $1,158,000 16 $8,718,400

123 Bruce Glazer 9 $3,369,250 9 $5,297,500 18 $8,666,750

124 Katherine Malkin 5 $7,605,000 2 $957,500 7 $8,562,500

125 Jodi Serio 11 $8,213,000 1 $310,000 12 $8,523,000

126 Gail Spreen 11 $6,018,750 2 $2,455,000 13 $8,473,750

127 Randi Pellar 0 $0 1 $8,400,000 1 $8,400,000

128 Benjamin Lissner 4 $1,351,500 20 $7,048,000 24 $8,399,500

129 Rachel Krueger 7 $6,941,400 2 $1,402,000 9 $8,343,400

130 Cindy Weinreb 4 $1,887,500 14 $6,426,000 18 $8,313,500

131 Koon Lau 6 $2,852,000 12 $5,461,000 18 $8,313,000

132 James Buczynski 10 $6,347,500 4 $1,847,000 14 $8,194,500

133 Joe Zimmerman 17 $6,809,399 4 $1,382,000 21 $8,191,399

134 Michael Hall 13 $7,251,450 2 $929,500 15 $8,180,950

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

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

135 Connie Engel 8 $3,665,000 8 $4,495,500 16 $8,160,500

136 Jeffrey Proctor 6 $4,289,999 3 $3,837,500 9 $8,127,499

137 Michelle Browne 15 $7,431,000 1 $690,000 16 $8,121,000

138 Brooke Daitchman 9 $4,222,900 6 $3,821,500 15 $8,044,400

139 Rafay Qamar 7 $2,325,000 13 $5,673,900 20 $7,998,900

140 Jane Shawkey-Nye 2 $6,330,000 2 $1,650,000 4 $7,980,000

141 Landon Harper 10 $6,530,595 1 $1,430,000 11 $7,960,595

142 Joanna Olszynska 9 $5,000,000 7 $2,946,676 16 $7,946,676

143 Stefanie Lavelle 10 $4,709,400 7 $3,220,250 17 $7,929,650

144 Beth Gomez 8 $3,648,550 6 $4,263,500 14 $7,912,050

145 Gregory Desmond 5 $3,256,000 6 $4,632,500 11 $7,888,500

146 Jacqueline Colando 17 $6,871,400 2 $1,013,500 19 $7,884,900

147 Survi Kobawala 0 $0 17 $7,877,150 17 $7,877,150

148 Elena Theodoros 10 $5,513,500 2 $2,287,000 12 $7,800,500

149 Ryan Smith 52 $7,761,704 0 $0 52 $7,761,704

150 Ken Jungwirth 8 $3,661,500 6 $4,072,500 14 $7,734,000
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ADAM GURNEY, ESQ
adam@gurneylawgroup.com

www.gurneylawgroup.com
312-929-0974

150 S WACKER DR. SUITE 2400  |  CHICAGO, IL 60606

“We have developed a great relationship with 
Gurney Law Group and their dedication to 

supporting our clients with their perfect real 
estate transaction. We appreciate their 
attention to detail and quick, efficient 

communication to all parties involved. Adam 
and his team make our clients feel safe and 

that is what is important to us!”
 - Joe Zimmerman  |  Founder of the Zimmerman Group

Teams and individuals from January 1, 2020 to June 30, 2020

TOP 250 STANDINGS

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

151 Jennifer Liu 14 $6,652,200 2 $1,040,000 16 $7,692,200

152 Ryan Gossett 10 $3,979,500 8 $3,694,000 18 $7,673,500

153 Adam Zagata 4 $1,747,500 14 $5,857,250 18 $7,604,750

154 Lynn Weekley 14 $5,723,963 4 $1,853,000 18 $7,576,963

155 Chloe Ifergan 6 $2,973,500 5 $4,595,000 11 $7,568,500

156 Brady Miller 8 $2,547,000 14 $4,950,500 22 $7,497,500

157 Julie Harron 5 $3,494,920 2 $3,995,000 7 $7,489,920

158 Edward Jelinek 9 $3,612,500 6 $3,864,900 15 $7,477,400

159 Wayne Beals 11 $5,104,221 6 $2,372,221 17 $7,476,442

160 Danny Lewis 10 $4,028,950 5 $3,425,000 15 $7,453,950

161 Marta Lazic 5 $1,270,900 17 $6,171,000 22 $7,441,900

162 Stephanie Loverde 11 $4,177,500 6 $3,262,500 17 $7,440,000

163 Haley Levine 5 $1,487,900 16 $5,910,963 21 $7,398,863

164 Patrick Teets 6 $4,173,000 4 $3,202,000 10 $7,375,000

165 Stacey Dombar 16 $6,993,750 1 $345,000 17 $7,338,750

166 Juliana Yeager 9 $3,590,311 5 $3,744,900 14 $7,335,211

167 John Lyons 5 $2,401,200 12 $4,902,500 17 $7,303,700

168 Lisa Kalous 4 $1,920,500 9 $5,370,600 13 $7,291,100

169 Nick Rendleman 7 $3,023,500 16 $4,217,530 23 $7,241,030

170 Scott Berg 20 $7,237,680 0 $0 20 $7,237,680

171 Kenneth Dooley 8 $4,623,400 4 $2,601,000 12 $7,224,400

172 Jennifer Bell 10 $3,939,000 7 $3,262,650 17 $7,201,650

173 Keith Tarasiewicz 3 $1,085,000 15 $6,104,900 18 $7,189,900

174 Michael McCallum 7 $3,825,000 5 $3,360,500 12 $7,185,500

175 Xiaojing Frost 7 $2,618,500 12 $4,538,000 19 $7,156,500

176 Sarah Ziehr 18 $7,147,100 0 $0 18 $7,147,100

177 Robin Allotta 8 $2,814,500 8 $4,262,300 16 $7,076,800

178 Ryan Huyler 8 $5,156,500 4 $1,910,000 12 $7,066,500

179 Meredith Manni 2 $7,045,000 0 $0 2 $7,045,000

180 Cara Buffa 12 $6,689,897 1 $345,000 13 $7,034,897

181 Patrick Shino 0 $0 18 $7,025,749 18 $7,025,749

182 Brittani Walker 4 $1,007,000 20 $5,967,213 24 $6,974,213

183 Laura Topp 6 $3,628,500 6 $3,344,500 12 $6,973,000

184 Melanie Carlson 4 $2,352,000 9 $4,602,000 13 $6,954,000

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

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

185 Dominic Irpino 8 $3,531,900 12 $3,408,500 20 $6,940,400

186 Lisa Huber 7 $4,112,000 6 $2,822,000 13 $6,934,000

187 Chris McComas 6 $2,565,900 7 $4,360,000 13 $6,925,900

188 Gregorio Cirone 11 $3,120,000 4 $3,778,000 15 $6,898,000

189 John Berdan 5 $2,322,500 6 $4,557,000 11 $6,879,500

190 Christopher Mundy 11 $5,370,500 2 $1,470,000 13 $6,840,500

191 Boris Lehtman 9 $6,083,000 1 $699,000 10 $6,782,000

192 Craig Isacson 7 $5,247,500 1 $1,500,000 8 $6,747,500

193 Radim Mandel 12 $4,693,900 5 $1,998,500 17 $6,692,400

194 George Ayling 16 $5,182,000 4 $1,506,500 20 $6,688,500

195 Zachary Redden 2 $995,000 11 $5,657,500 13 $6,652,500

196 Sohail Salahuddin 14 $4,925,900 5 $1,725,500 19 $6,651,400

197 Lyn Harvie 6 $3,348,500 6 $3,272,888 12 $6,621,388

198 Giovanni Leopaldi 10 $3,359,000 11 $3,261,500 21 $6,620,500

199 Michael Battista 6 $6,619,000 0 $0 6 $6,619,000

200 Greg Whelan 1 $395,000 11 $6,198,500 12 $6,593,500
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We’ll never make you
wait for a call back!

We answer all communications in real-time, 7 days a week.

Kevin Camden
(630) 789-5896

kevin@camdenlawoffice.com
www.camdenlawoffice.com

Teams and individuals from January 1, 2020 to June 30, 2020

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

201 Amir Fouad 11 $4,983,146 2 $1,595,000 13 $6,578,146

202 Kyle Jamicich 4 $3,255,000 6 $3,313,800 10 $6,568,800

203 Jodi Slutzky 13 $4,043,025 5 $2,522,000 18 $6,565,025

204 Natalie Renna 5 $1,554,700 16 $5,000,900 21 $6,555,600

205 Weston Harding 3 $1,947,700 8 $4,605,000 11 $6,552,700

206 Lawrence Dunning 4 $2,411,000 5 $4,131,000 9 $6,542,000

207 Susan Kanter 9 $3,850,500 5 $2,682,000 14 $6,532,500

208 Qiankun Chen 9 $2,521,000 13 $3,994,500 22 $6,515,500

209 Kathryn Schrage 15 $5,663,000 2 $850,000 17 $6,513,000

210 David Nimick 6 $2,745,400 6 $3,763,000 12 $6,508,400

211 Colleen Berg 15 $6,477,500 0 $0 15 $6,477,500

212 Casey Declerk 3 $2,132,000 6 $4,322,000 9 $6,454,000

213 Nichole Dinino 3 $950,000 11 $5,490,400 14 $6,440,400

214 Ashley Carter 12 $3,920,500 8 $2,501,500 20 $6,422,000

215 Nancy Tassone 1 $550,000 1 $5,850,000 2 $6,400,000

216 Nathan Wynsma 7 $4,047,132 4 $2,349,456 11 $6,396,588

217 Mark Zipperer 9 $3,234,500 6 $3,161,900 15 $6,396,400

218 Christopher Lobrillo 31 $6,307,222 0 $0 31 $6,307,222

219 James Streff 8 $3,320,000 5 $2,961,500 13 $6,281,500

220 Anne Kavanaugh 8 $4,883,900 2 $1,395,000 10 $6,278,900

221 Rory Fiedler 0 $0 15 $6,269,900 15 $6,269,900

222 Nick Nastos 3 $898,000 16 $5,285,200 19 $6,183,200

223 Robert Yoshimura 7 $3,326,000 7 $2,838,700 14 $6,164,700

224 Perdure Carter 28 $4,544,900 17 $1,619,000 45 $6,163,900

225 Herve Barbera 13 $5,413,590 2 $715,000 15 $6,128,590

226 Jon Crocilla 1 $2,800,000 2 $3,320,000 3 $6,120,000

227 Tiffeny Meyers 2 $865,000 14 $5,254,400 16 $6,119,400

228 Mark Keppy 8 $3,444,500 6 $2,654,000 14 $6,098,500

229 Diana Soldo Massaro 4 $1,558,250 9 $4,529,999 13 $6,088,249

230 Anna Huls 6 $2,097,500 8 $3,979,500 14 $6,077,000

231 Helaine Cohen 1 $605,000 7 $5,450,995 8 $6,055,995

232 Jennifer Riccolo Debower 5 $2,446,500 4 $3,605,000 9 $6,051,500

233 Alysa Peterson 16 $4,438,500 2 $1,530,000 18 $5,968,500

234 Kristin Gonnella 5 $1,958,000 5 $4,004,500 10 $5,962,500

TOP 250 STANDINGS

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

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

235 Ann Bauer 9 $4,092,000 3 $1,854,000 12 $5,946,000

236 Amy Pritchard 4 $3,882,500 3 $2,052,000 7 $5,934,500

237 Joe Castillo 26 $5,934,447 0 $0 26 $5,934,447

238 Jacob Tasharski 5 $2,302,500 9 $3,624,000 14 $5,926,500

239 Nancy Hotchkiss 9 $3,826,500 5 $2,098,000 14 $5,924,500

240 Sherri Hoke 3 $1,942,000 5 $3,970,000 8 $5,912,000

241 Elizabeth Palomar 15 $5,268,900 2 $610,000 17 $5,878,900

242 Matthew Engle 3 $895,000 13 $4,958,000 16 $5,853,000

243 Elizabeth Caya 0 $0 12 $5,845,000 12 $5,845,000

244 Michael Giliano 9 $3,654,500 5 $2,188,500 14 $5,843,000

245 Kathryn Barry 3 $905,000 12 $4,925,600 15 $5,830,600

246 Sarah Maxwell 6 $3,882,000 4 $1,932,000 10 $5,814,000

247 Mariah Dell 8 $3,143,500 4 $2,640,000 12 $5,783,500

248 Christian Pezzuto 7 $2,566,020 10 $3,212,500 17 $5,778,520

249 Maria Casciaro 3 $2,978,000 2 $2,775,000 5 $5,753,000

250 Tim Lorimer 6 $2,625,000 7 $3,125,000 13 $5,750,000
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2155 W. Roscoe St. Chicago, IL 60618

www.gundersonfirm.com  |  312-600-5000  |  info@gundersonfirm.com

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

THE GUNDERSON LAW FIRM, LLC

C.J. Lamb Michael J. Gunderson




