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el cmvmgf mour property with beautzfully deszgned oo “Viki was simply amazing where she provided her knowledge when my questions
that help buyers see themselves al home. were asked. She was not only kind but did a great job of breaking everything

down for me. Thank you again for a smooth home closing process!” --Nate Hall
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You don’t have to depend on luck or the market to sell a house. Our staged homes in the
Chicago western suburbs sell faster and for more money than non-staged homes

OUuR 30 YEARS COMBINED IN
HOME STAGING DESIGN IN THE
WESTERN CHICAGOLAND
3 : MAKES A DIFFERENCE FOR OUR

REALTOR PARTNERS AND
CHICAGOLAND

HOME STAGING HOME SELLERS.

(815) 577-2233 | 24137 1111H St., NAPERVILLE, IL 60564
INFO(@CHICAGOLANDHOMESTAGING.COM | WWW.CHICAGOLANDHOMESTAGING.COM




*We also reglaze tubs and shower pans.*
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PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

RP

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please

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

ATTORNEYS

Camden Law Office LLC
(630) 789-5896
CamdenLawOffice.com

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
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CONSTRUCTION

& REMODELING

Imagine Construction Group
(877) 209-9435
BuildBylmagine.com

ESTATE SALES &
APPRAISAL SERVICES
The Perfect Thing
(630) 665-5200
ThePerfectThing.net

ESTATE SALES,
ORGANIZING & STAGING
DeClutter Box Organizing &
ReDesign Staging

(630) 968-7557
DeClutterBox.com

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

HomeTeam Inspection Service
(630) 200-3952
HomeTeam.com/DuPage

White Glove

Building Inspections

(630) 428-4555
WhiteGlovelnspections.com

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

JBI Staging
(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

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

REAL ESTATE
TECHNOLOGY &
MARKETING

Proposed Properties
(312) 500-9900
ProposedProperties.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

Women's Councg @
REALTORS

West Suburban

JOINUS
I
TU DAY WHO ARE WE:
We are a network of successful

REALTORS, advancing women as
professionals and leaders in the
business, the industry, and the
communities we serve.

WHY JOIN

WCR is open to all REALTORS and industry related
professionals. Whether you are soon to be licensed or have
extensive experience, this is an opportunity to network, learn,
and grow your business.

* Build professional credibility « Gain tools and sharpen your skills ¢ Attend inspiring and fun events at local venues
e Learn from industry experts and received support ¢ Send and receive referrals  Build your network of partners to
better serve your clients ¢ Get involved by joining a Committee ¢ Leadership and Mentoring opportunities

* Access to leadership training  Event sponsorship opportunities

REALTORS: www.westsuburbanwcr.org | Strategic Partners: westsuburbanwcr @ gmail.com

Our firm provides an environment where our professionals have the time to focus on their chosen concentration,
while taking a “Team” approach to assist our clients with seamless transactions for life’s big moments.

We always have two attorneys and our full paralegal staff working on every transaction, so someone is always
available to assist you with any questions. Our paralegals assist with emailing

out every piece of correspondence we send out or receive so that the client will be kept up to date on the transaction.

= HAWBECKER
&GARVER,

LLC

HGLEGAL.COM | 26 BLAINE STREET, HINSDALE, IL 60521
PHONE 630-789-6833 | FAX 630-230-1119
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DOWNLOAD OUR MOBILE APP
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(630) 244-9959
www . kdephotography.com

Your Sellers Trusted You to Sell Their Home

Trust The Perfect Thing
to Sell Their Furnishings

e @ r.ﬂ - -----.._-.;_;_‘
When you put HomeTeam Inspection Service to work for you
and your clients, you get a team of home inspectors on the job.
Which means you get more expertise. More insight. And most
important, more time to work through the process that exists
between the in-contract sign and the closing table. Look to us
for accurate information, detailed reporting, and the time you
need to get the deal done.

“Prodessiona!, (ourfeous. Grem! commumialion.”
Custormer o Bolnegbeook S Bishuaps

ATH GENERATION FAMILY OWNED & OPERATED
FREE IN-HOME ESTIMATES

o Vv :'4’,
CUSTOM CRATING ¢®a
G‘O

PACKING SERVICES We're more than inspectors. We're relationship builders.

CLIMATE CONTROLLED STORAGE an.ara,suBE
LOCAL & LONG DISTANCE MOVING m%ﬁ{

AFFILIATED WITH BEKINS VAN LINES

630.972.1000 WWW.BOERMAN.COM
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630.200.3952 | hometeam.com

- FREFCT T /Q,/HomeTeam
I : I I I i I b | 1 IL I | Iﬂ ] :\ l"t-_.l ) INSPECTION SERVILE Home Inspector License # 450.010532
Consigned Fine Furniture, Decorative Accessories, 'and Antiques

204 West Liberty Drive * Downtown Wheaton

g i i o Each office is independently owned and operated. ©2020 The HomeTeam Inspection Service, Inc. All rights reserved.
630.665.5200 * ThePerfeciThing.net
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President, Women’s Council of REALTORS®

Q: Is Women’s Council of
REALTORS® (WCR) just for
women, or are men active in
the Organization as well?

A: Although the Women’s
Council of REALTORS® focus-
es on advancing and educating
women in the industry, men
are also invited to be members
for the same purpose, to ad-
vance and be educated. For ex-
ample, Brian Kwilosz, the cur-
rent President of Mainstreet
Organization of REALTORS®,
is a Past President of WCR’s
West Suburban Network.

Q: What is the mission of WCR?
A: We are a network of RE-
ALTORS® advancing women
as business leaders in the
industry and in the communi-

ties we serve.

Q: In your time as a member,
what positive impact have
you seen WCR make in the
lives of REALTORS® and in the
community?

10 - August 2020

A: WCR has given REALTORS®
a place in the industry to learn
about leadership and how to

be active in the communities
they work and live in. More and
more each year I see many bro-
kerages encourage their agents
to join WCR because they know
the additional education and
networking opportunities we
provide will help them in their
journey as a REALTOR®.

Q: What happens at a typical
WCR event?

A: We begin by choosing a local
venue to support local business,
and have a time of networking
at the beginning of each event.
We provide a variety of meet-
ings. Some are educational with
speakers or panels of success-
ful colleagues in the industry.
Some will be in collaboration
with RPAC, YPN of Mainstreet,
or other WCR Networks. Other
events include trivia night, or
member and strategic partner

appreciation nights.

Sponsorship opportunities

for strategic partner members
help provide a great venue
with appetizers and beverages.
This also provides the strate-
gic partner an opportunity to
share what they have to offer
to REALTORS® and other

industry partners.

Q: Have you seen the West
Suburban network grow since
you joined? Why do you think
the network is growing?

A: 1 have noticed growth in
our network since I joined.
Each year brings new REAL-
TORS® and strategic part-
ners that are either brand
new to the industry, or have
heard about WCR through a
member. Once they come to
a meeting or event to check
it out, they wish they had
sought us out sooner! WCR
West Suburban meetings
and events are on Thursdays
from 5:00-8:00pm, which

seems to work for most of the

members. This year it is a bit
different, and we have been
doing our meetings using
Zoom. The “Who’s Who”
and “Safety Month” meetings
were recorded and can be

found on our Facebook page.

Q: Why should REALTORS®
and vendors join WCR?

A: When you attend an event
or meeting you will most
certainly see what we have to
offer in education and skills
to advance in leadership roles
as well as building their busi-
ness. Networking opportuni-
ties allow you to meet quite a
few people you may not have
ever had the opportunity to
meet otherwise. Many times
guests from other networks
attend, creating a possibility
for referral business. Oth-

er WCR Illinois networks
include North Shore, North-
west, Fox Valley, Chicago,
Elgin Area/McHenry County,

Rockford, and Peoria.

%’]ﬁ home
Vs i d I]IS]JE(_"[_’H._.HI

WWW.CASTLEINSPECTORS.COM | 630.4621050

EVERY INSPECTION INCLUDES OVER 100K IN FREE WARRANTY COVERAGE!

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.

630-550-0706 * fiocreative.com ¢ (@ @fiocreative
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SELLING IN STYLE

Diana Ivas grew up in a middle-class Chicago sub-
urb surrounded by a loving family who taught her
the value of hard work and kindness to others.
Her family always told her she could be anything
she wanted, and that she should strive to be the
best at whatever it was. Her hardworking parents
instilled a hard-driving mentality in Diana and
her sister, so when she developed an early inter-
est in dance, there was a natural transition to the

structure and discipline required for success.

Through high school, Diana persevered through
weekly ballet lessons and hours of practice at
home. She went on to dance in Chicago and around
the country. In college, she continued her passion
as a performing arts major and earned a master’s
degree from the University of Illinois. After gradu-
ation, she worked as a professional dancer, model,
and choreographer while teaching at Oak Park and
River Forest High School.

“I absolutely loved teaching and loved all my stu-

dents, but after 17 years of working 8am to 7pm

with coaching and dance and after school and
weekend performances, I decided to do some-
thing different,” says Diana. “A friend of mine was
a REALTOR®, and I thought ‘if she could do it
then I could do it, too.” I liked that real estate was

about serving people.”

About five years after starting her new career, she
convinced her husband, Chuck, to join as her part-
ner. Chuck’s background as a decorating contractor
offered the ideal balance of skills and strengths. The
team has become a top-selling tandem at the Hins-

dale office of Berkshire Hathaway Home Services.

“I’'m usually the first contact with the buyer

and seller,” explains Diana. “Once we are under
contract, Chuck takes over and works with the
seller on inspection issues. We both show homes
to our buyers, but Chuck is the one with better
insight into the structure of how homes are
built. That really helps our buyers feel comfort-
able with purchasing. He also helps the sellers
through the inspection process and negotiation

process with buyers.”

DuPage Real Producers - 13




For over 30 years, Diana and Chuck
have sold homes big and small, with
every imaginable design style. When it
comes to their own home, however, they
both share a passion for French Empire
antiques and Italian interiors. Recently
they acquired a very rare desk produced
by Francois-Honoré-Georges Jacob-Des-
malter, the famed designer whose early
19th century designs outfitted aristo-
cratic estates and palaces. When the
desk’s history was traced to the pal-

ace Chateau de Fontainebleau, Chuck
jumped on a plane and immediately ac-

quired it from a gallery in Switzerland.

Diana and Chuck have become well
known for their collection of Gianni
Versace furniture, fashion, and accents.
“Chuck was taken by Versace’s home
design while I was trying on clothes at
the Versace boutique many years ago
on Oak Street,” Diana remarks. “After
Versace was tragically killed we attend-
ed the first auction of Versace’s incred-
ible collection at Sotheby’s in New York
and then later at Sotheby’s in London.
We purchased Gianni’s own pieces at
auction and now have pillows, furniture,
rugs, lamps, and paintings from his col-
lection. Our house is very vibrant and

full of color!”

14 - August 2020

Diana and Chuck’s home also includes
famous pieces from the French Empire.
They are constantly searching, attending
auctions, and researching new additions
for their collections. Over the years,
Diana served on the board for the Hins-
dale Center for the Arts through which
their home was included on tours. Their
love of Italian masterpieces has even
extended to their automobiles, including

Ferraris and Maseratis.

“Last summer, we hosted an event for
Continental Motors in Hinsdale, with
Ferraris filling our driveway,” says
Diana. “Ferrari is Italian and we have
an Italian house, it was a natural fit. A
chef made lunch and dinner, there was
a jewelry demonstration and a rare
cognac tasting, we sipped Italian drinks
out in our Italian garden, and guests
saw our Italian furniture. It was simply
lovely and all the guests of Continental

enjoyed the experience.”

When not attending auctions or en-
tertaining in their home, Diana enjoys
staying physically active. With her habit
of disciplined routine from ballet and
dance, she maintains a robust exercise
and strength training schedule. Plus, a

passion for golf for good measure.

Diana and Chuck are also committed contrib-
utors to charity organizations like the Silver
Lining Foundation. The charity supports
cancer patients and provides for women who
cannot afford mammograms. “It’s an area that
hits close to home since Chuck had prostate
cancer that spread to the bone,” explains Di-
ana. “We try to work with these foundations
where there is some type of cancer remedia-
tion because we know how important it is. We
recently hosted a Versace boutique event in
Chicago and a portion of the proceeds went to
one of our client’s foundations, Patty’s Pals, to

help raise funds for cancer prevention.”

From first-time buyers to luxury listings,
Diana and Chuck have been recognized time
and again for their work and strong connec-
tions with clients. “New homeowners espe-
cially appreciate our experience knowing
the importance of location,” says Diana. “We
also love to work with luxury clients. We
are skilled at positioning million dollar plus

listings to the right consumers.”

As they look forward, Diana and Chuck are
adapting their offerings to meet changing
client needs. Their goal is to earn clients’
trust and serve them for a lifetime. So far
they have been successful at this since 60-
70% of their business comes from satisfied

past clients and their referrals.

We'll never make you
wait for a call back!

We answer all communication in real-time,
T days a week.

Give us the opportunity to improve your closing experience through
efficiency, integrity, and most importantly, a professional
relationship that you won't find elsewhere.

Kevin Camden
(630) 789-5896
kevin@camdenlawoffice.com
www.camdenlawoffice.com

CAMDEN LAW OFFICE, LLC
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Enjoying time with the family, clockwise from left: daughter-in-law Suzanne,
son Mike, daughter Katie, Kim, and grandson Anthony

Professional Organizer Kim Cosentino has a long history of organizing for
others. But one moment confirmed it was her life’s calling. When her second
child was born, Kim left the hospitality industry and, with the encouragement
of friends she had helped organize, started The De-Clutter Box Organizing
Services. This was in 1994 when the Container Store had just opened in Oak

Brook and there were only 400 professional organizers in the world.

Fast forward five years, when her second remember me, but I remember you,” she
P R O F E S S :[ O N A_ L O R G A N :[ Z E R H A S B E E N ] child was ready to start school, and she said. “When you were three years old I
pa rtn ers potl | g ht was contemplating going back to corporate  caught you organizing my utensil drawer.”
America. Family circumstances had her Kim let her know that is what she was

D E - C L U T T E R:[ N G S :[ N C E C H :[ L D H O O D \é\:::z;r?;;;z;e;;;::i Frankovic returning to her hometown of Cleveland, doing for a living and the lady responded,

Ohio. One of her grandma’s friends made “That’s exactly what you should be doing!”
a point of approaching her. “You may not and walked away.

16 - August 2020 DuPage Real Producers - 17




“WHEN
SOMEONE

HAS REACHED
THE POINT

OF BEING
OVERWHELMED,
WE'RE ONLY

A PHONE

CALL AWAY”

Kim at one of many media appearances in 2019,
with Wendy Snyder and Bill Leff of The Bill &
Wendy Show on WLS

Nearly 20 years later, Kim could fill a
book about her organizing endeavors.
Obviously, she enjoys making sense out
of cluttered countertops, closets burst-
ing at the seams, and kitchens unpacked
by Uncle Charlie on moving day. She
now approaches an organizing job with
many questions for her clients and an
ability to quickly process each person’s

struggles with their environment.

“In a five-hour day of working together,
my clients and I can tackle one area, as
long as we can see the floor,” says Kim.
“When working in a space I am helping
make sense of my client’s puzzle. Each
open corner in a room will have a
broad but specific purpose. Sorting and
storage are based on the client’s needed
purpose of each corner.” By working
together in whatever area overwhelms
them, each client makes choices that
fit their everyday needs. With a more
hands-on organization process, it’s eas-
ier for them to maintain systems that
are set up. “So much of what we truly
use, need, and enjoy is always moving
until it no longer fits in one of these

categories,” explains Kim.

Organizing comes naturally for Kim.
She studied marketing and com-
munications at Miami University of
Ohio and was fortunate to have the
opportunity to apply that schooling

in her various hotel endeavors from
the Cleveland Airport Holiday Inn to
The Radisson and Marriott Hotels on
Michigan Avenue in Chicago. Kim’s at-
tention to detail, project management,
administrative, and customer service
skills were honed in these catering
and sales positions. She’s worked with
girls planning their proms, orchestrat-
ed catering for the first Bud Lite Mara-
thon and Chicago Triathlon, and myr-
iad corporate functions, conventions,
and political events. “It’s interesting
to look back on my career choices and

life changes,” says Kim.

Kim has been named one of eight pro-
fessional organizer “experts” out of
the 600 in the Chicago area, for three

consecutive years. She has become
one of the leaders in the organizing
industry, speaking at various en-
gagements, on local TV, and is often
quoted in major magazines and local
newspaper features. She has always
helped educate the public about the
benefits of the organizing profes-
sion. Kim is a past president of the
National Association of Professional
Organizers’ Chicago Chapter and

is an affiliate member of the Main-
street Association of REALTORS®.
Her concern these days involves the
environment and she monetarily sup-
ports the Charity Water Fund to help
provide underdeveloped countries
with clean water.

When Kim is not managing her
business, she escapes to her back-
yard garden retreat where she can
unwind and enjoy Mother Nature. She
especially loves weekly family din-
ners and playing with her grandson,
Anthony. Eight-month-old Anthony
belongs to her son Mike, an attorney
with Verizon, and his wife Suzanne,
an executive with Groupon. Kim’s
daughter Katie is a Preschool Teacher
in District 100.

These past few months under shel-
ter-in-place due to the Coronavirus
pandemic have changed the dynamics
of working with her overwhelmed cli-
ents. Online consults and helping peo-
ple set up a game plan, time manage-
ment coaching, and downsizing have
replaced hands-on organizing. Moving

sales have been by appointment only.

Much of what Kim does is listen to
what the homeowner wants and then
actively work on making that happen.
“Helping homeowners downsize has
become a big part of our business,” says
Kim. “We do programs at REALTOR®
offices, park districts, and for villages
to help people with a step-by-step game
plan of how to attack this daunting
project. When someone has reached
the point of being overwhelmed, we’re

only a phone call away,” says Kim.

THE DOCTOR
(LOAN) IS IN.

Tony Lupescu *« NMLS #224410
212-962-2850
mortgageadvisors.53.com/tony.lupescu

[
>3
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 Bank are registered service marks of Flth Third Banconp.

YOU CAN IMAGINE YOUR RENOVATION &

| N | Residential & Commercial Remodeling

View Our Project Gallery | www.BuildBylmagine.com | @ @imaginecginc

Construction Group Inc, 877-209-9435 | Serving Chicagoland For Over 15 Years
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THRIVING DURING CRISIS
Resilience, Perseverance, and Decency

Written by Lauren Young
Photography by Katherin Frankovic

“My father is a third-generation
owner of his family truck leas-
ing business,” says REALTOR®
Tom Makinney. “And my mother
comes from multiple generations
of self-employed carpenters. That

entrepreneurial gene is there.”

Tom’s business mind led him to
earn a degree in Operations Man-
agement and Information Systems
from Northern Illinois University
after graduating from Elmhurst’s
York High School. Following
graduation, he supported commer-
cial real estate software programs
at different companies before he

realized the office environment

wasn’t for him. In order to best
support the software, he was
required to earn his real estate
license, which brought him into
contact with many REALTORS®

and other industry professionals.

“I reached the point where I didn’t
want to work in that corporate
world,” says Tom. “So when my
REALTOR® colleagues were
describing what they do and the
income potential I thought: I can

start my own real estate business!”

It took Tom six months to close
his first real estate deal. Then

business slowly grew from month-

to-month. In the 23 years since,
Tom has faced and overcome a
number of crises and challenges
in the industry. From 9/11 to the
Great Recession to Coronavirus,
he’s always found ways to adjust
his business and keep it thriv-
ing. “I consider myself a pretty
resilient fella,” says Tom. “I'm
not afraid to be wrong or to get
uncomfortable trying new things.
When that happens, good things

can come out of it.”

For the first 10 years in the in-
dustry, Tom had a thriving solo
real estate business. From 2009

Tom had a successful business

DuPage Real Producers - 21




partnership until 2019 when
he decided to develop his own
team as part of @properties.
He’d been at a number of other
brokerages and found @prop-
erties to be the best fit for him,
getting needed backup while
still feeling independent and
empowered. “Their values are
in line with mine,” he explains.
“@properties is independent,
local, and able to pivot on a
dime in this ever-changing
world. They stay relevant with
all the real estate disruptors
out there. I’ve enjoyed being

part of @properties.”

2019’s business makeover was
certainly the correct decision, as
it ended up being one of the most
successful periods of his career.
Now that he has his own team,

it has helped him navigate these
challenging times. “It takes a
team,” says Tom. “It takes a

nimble group of self-starters

22 - August 2020

to make it happen, and I couldn’t
do what I do without them. I

am grateful for them and really
enjoy working with them.” The
group includes Krista Waski, his
licensed operations manager since
2012; Jana Krausfeldt, social
media manager; and REALTORS®
Jill Giorno, George Kafka, and
Jen Goodale. Jill was recognized
as a DuPage Real Producers
“REALTOR® on the RISE” in the
February 2020 issue.

Right now, Tom and his team
are adjusting to the new normal
and rallying sales. They’'ve

been working hard to balance
increased business demand with
client safety concerns. As clients
come out of shelter-in-place, the
team is responding by masking
up, washing hands, and accom-
panying showings to make sure
everyone feels safe. “I would say
this crisis has been less pain-

ful to business than the Great

Recession,” says Tom. “We’ve
managed to do more business
during this pandemic than in
2009. It’s because of my strong
support system and communi-
ty that I'm feeling very blessed
and thankful during this time.”

‘When Tom is not selling real
estate, he enjoys spending time
with his wife and three daugh-
ters. He and his wife, Sarah,
just enjoyed their 20-year
anniversary last year. Oldest
daughter Lauren (18) is heading
to Indiana University’s Jacobs
School of Music to study double
bass performance. Grace (17)
recently got her driver’s license
and is a senior at York High
School. Devin (13) loves to

read and also likes to run cross

country with her father.

The family enjoys nature,
especially vacationing at state

and national parks. Tom also

enjoys participating in triath-
lons, yoga, and meditation. He
recently completed the annual
Murph Challenge on Memorial
Day, which is the official annual
fundraiser of the Lt. Michael P.
Murphy Memorial Scholarship
Foundation. “The Murph” con-
sists of a one-mile run, 300 air
squats, 200 pushups,100 pull-

ups, and another one-mile run.

Tom and his wife also support
local charities and causes,
including Second City Canine
Rescue. “We've fostered al-
most 50 dogs over the years,”
he says. “We have two won-
derful dogs, Smokey and Lucy,
that are very good with the
fosters we bring in. They set
the tone of a healthy environ-
ment for new dogs.” The cou-
ple recently participated in a
rescue vehicle transport from
Chicago, IL, to Louisville, KY,

collecting 15 dogs in the rain

and then distributing them to
foster homes. Sarah and Tom

even helped demo the organi-
zation’s new facility in Palatine

to ready it for construction.

Tom and his wife are also active
advocates of the Elmhurst
Center for Performing Arts and
the Elmhurst Pride Collective.
“Elmhurst is for everyone.

That is pretty much what

we embrace,” explains Tom.
“LGBTQ rights are important

to us and I've found Elmhurst
becoming a more welcoming
place.” As part of their group,
the Pride Collective hands out
stickers and T-shirts to partic-
ipating businesses. “There is a
list of requirements if you are
going to post the sticker on your
business. Be kind to your fellow
human and be nice to each other.
Welcome and include everyone.”
They also raise funds to support
local LGBTQ organizations.

Consistent with this mindset
is Tom’s belief in The Four
Agreements. These include:
be impeccable with your
word, don’t take anything
personally, do not make
assumptions, and always do
your best. “They translate
into how one should treat
others,” says Tom. “I think,
especially during this time in
our world, the Four Agree-

ments are extremely handy.”

Tom brings these ideals into
every client relationship,
which he considers to be the
key to his success. “The people
you work with need to know,
like, and trust you, and I like
to think that a lot of folks rec-
ommend me because of their
experience,” says Tom. “Taking
care of my clients is more im-
portant than any award or rec-
ognition because that’s where I

really make an impact.”
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Professional, Healthy & Courteous
Beautiful Cleaning

CALL TO SCHEDULE

630-960-9422

To find all our services, go to www.bella-cleaning.com
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Radon Mitigation for Real Estate
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| don’t
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customer.
| see you.

Dutch Van Rossum Ins Agcy Inc
Dutch Van Rossum, Agent
978 S Bartiett Road
Bartlett, IL 60103
Bus: 630-289-9850

While other insurance
companies just see a
customer, | see a neighbor
in my community. I'm here
to get to know who you really
are so | can help life go right.
LET'S TALK TODAY

o StateFarm'

State Farm
1706838 Bloomington, IL
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Schedule Online 24/7
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Home Closings Should Be Easy.
Brower Law Has the Experience You Can Trust.

BROWER LAW OFFICE

Scott Brower
608 S Washington St, Ste 311
Naperville, IL 60540

630-753-0008
browerlawofhice.com

BERGHORST

PERSONALIZED SERVICE
MAKES THE DIFFERENCE

Staging is about
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Whether it's vacant or occupied, they
know how to take your client’'s home
from so-so to SOLD.

The majority of their homes sell within
17 days and for 98% of asking price.
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Johnson-Berghorst Interiors | www.johnberginteriors.com | (630) 440-1344
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from Investments to Ministry to REALTOR®

At each stage of his career journey,

no one, especially not Carl Cho, could
have predicted his next move. From
multinational global financial analyst
to ministry worker in Asia’s poorest
regions, successful REALTOR® seemed

a world away.

“As we were preparing to graduate
from Boston College, my friends were
going into investment banking, but I
wanted to do something more tangible
within finance,” says Carl. “Eventually,
a mentor introduced me to the vice
president at a Boston real estate invest-
ment firm. They offered me a job that I

just couldn’t turn down.”

The firm opened a branch in Hong
Kong and sent Carl to help establish
the office and scout for investments.
While there, he was recruited by and
joined another firm that was consulting
on development projects with large
companies like Hyatt and Hyundai.
During this time abroad, he also saw

the region’s less fortunate citizens.

“I worked and traveled extensively in
Asia during that period,” remembers
Carl. “I was exposed to a world I'd
never seen, a larger world outside the
bubble I'd known my whole life.” After
years of traveling the world, he began
to reflect on how fortunate he was to
have been born in the US. A personal

conviction began to stir inside.

“Here I'm seeing so many people in these

countries born into poverty, and it didn’t

realtor® feature

Written by Lauren Young
Photography by Katherin Frankovic

seem fair,” he said. “They didn’t have a say in being born in poverty and neither did I

in being born in the US with all its affluence and privileges. I felt tremendously thank-
ful, but I also felt a great deal of responsibility that all the things I've been allowed to

accomplish couldn’t just be for me and my personal advancement.”

Carl’s new change of focus led him to resign from his consulting role and head
to Myanmar, where he lived amongst the poor for several months. He eventually
settled in Singapore, the strategic center for that region and served in various

roles at a Christian ministry.

After several years overseas, Carl briefly returned to the US so that his girlfriend,
now wife, Theresa, could finish her degree at Wheaton College while he complet-
ed his master’s degree. The pull of ministry couldn’t be denied, so after graduating
both headed back to Singapore for five more years. “I wore many hats,” he said. “We

helped re-integrate Red Light District workers and youth just released from prison
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The Cho family
relaxing in their
Whéeaton backyard:
Theresa, Ellie (10),
Olivia (6) and Carl

MOVING INTO REAL ESTATE ALLOWED ME THE FLEXIBILITY
TO REST AND WORK WHEN | COULD, UNLIKE ANY OTHER JOB.
I HAD NO CHOICE BUT TO GIVE IT A SHOT.

back into society, and also consulted to
small local entrepreneurs on basic busi-

ness principles, among other things.”

Returning to the States in 2010, Carl was
diagnosed with an autoimmune disease
which left him bedridden for nearly a
year. “When I finally recovered enough,
I attended a men’s retreat through my
church,” Carl says. “It just so happens
my roommate had recently started a
real estate brokerage. We started talking
about our pasts and when he heard
about my time in real estate investments
he said he could use more people. I
thought ‘I’'ve never done sales...that’s so

not me’ so initially, I said ‘no.”

But because of his diagnosis, Carl had
found it difficult to get out of bed and be
productive. He had successfully invested
their life savings and thought he could go
back to trading as a means of financial sup-
port. One side effect of his autoimmune
disease, however, is short-term memory
loss or “brain fog” which made it difficult
to hold or process information clearly. Af-
ter significant losses to their nest egg, Carl
began to think twice about real estate.

“Moving into real estate allowed me the
flexibility to rest and work when I could,
unlike any other job,” says Carl. “I had no
choice but to give it a shot.” Like many
new REALTORS®, Carl started slow,
especially being new to the area. His first
transaction didn’t come until almost a
year after he became an agent. Yet, his
inner drive and need to provide kept him
going. “That year was difficult, thinking,
‘I don’t know what we are going to do,”
says Carl. “I just focused on what was
before my family and me, and tried to

make the most of each situation.”

In 2013, Carl closed nine deals at a
volume of $2.5 Million. Since then,
he’s completed over 370 transactions
and over $100 Million in sales. The
secret to his success, he maintains, is

a change in the way he thought about
real estate sales and how it relates to
his past careers. “I realized my job
wasn’t really about sales,” he says. “It’s
being a guide to others on their journey
and helping them achieve their goals. It
goes back to the idea of building rela-
tionships and serving others, which is

similar to my time in ministry.”

When Carl isn’t hard at work or play-
ing tennis, he enjoys traveling locally
with his wife, Theresa, and daughters
Ellie (10) and Olivia (6). After years of
globe-trotting, they get their share of
thrills from the scenic small towns and
food of the Midwest. Olivia is passionate
about dance and Ellie loves making mov-

ies, which makes for a lively household.

‘While no longer working for a non-profit
or ministry full-time, Carl and his family
are still active in giving back to many char-
ities. “Outside of giving to our church, each
year we donate to causes and organiza-
tions we’ve always been connected to and
new ones that we come to learn about,”

he says. “One year at the end of December
we maxed out our credit cards with our
donations and had to quickly pay off the
balance so we could finish the rest of our
planned giving before December 31. Year-

end can be a bit stressful, but also fun.”

“Looking back, we’ve been given more
than what I could have imagined,” says
Carl. “This certainly wasn’t something
I was going after or part of my plans or
where I thought I'd end up.”
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“BREATHE EASY WITH HELP EROM
ABOVEBOARD INDOOR ENVIRONMENTAL, INC.

Mold Remediation

Attic Re-Fitting & Re-Insulation
Asbestos Abatement

Hoarder Clean Up

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

| Above Board Indoor Environmental

Cell: il e Eacar

- %_barton@aboveboard.solutions | www.aboveboard.solutions
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Setting a new standard of service for
home buyers and sellers
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Stuart direct 708-476-6852

Stuartpolizzi@stuartpolizzilaw.com

WE TREAT CLIE

Realtors Can Trust Us With Their Buyers.

28 - August 2020




CHICAGO TITLE CAN HELP YOU

RISE TO THE TOP
OF THE LIST

- DATA + CONTENT + DESIGN

Every Listing Has s Challenges

The De-Clutter Box Can Help!

| like working with Kim as she gets * DECLUTTERING

the job done seamlessly. | have her

contact my client for an estate sale, * REDESIGN & STAGING
and/or de-cluttering and Voila it is USING WHAT YOU HAVE
taken care of. Moving day for our

sellers couldn't be easier when they * MOVING SALE
use the services of Kim Cosentino « MOVE-IN, ORGANIZED

and her team!
Realtor Diana Ivas UNPACKING

~ Kim Cosentino
Professional Organizer

630-542-8782

v De-ClutterBox.com
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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

uyers 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:

* 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

riposed

PROPERTIES

Get Your Free Information Pack
www.proposedproperties.com/rpinfo

Whether you have a vacant lot listing or a teardown,
challenges to sell it can be great and market times
often exceed 1 year.The Lot2Home® Marketing
Solution gives your property more exposure, and
dramatically increases the chances of selling it with
no additional risk or cost.

*Source - Zillow Consumer Housing Trends Report 2019
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