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Vacant Home Staging  •  Occupied Staging & Consultation

CHS is your results-driven marketing partner!
(815) 577-2233  •  ChicagolandHomeStaging.com

Our Professionals Will Transform Your Listing Into a Warm,
Comfortable Space That Makes Your Buyers Feel At Home
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Johnson-Berghorst Interiors - nora@johnberginteriors.com - (630) 440-1344

Pretty’s
not enough.

True staging isn’t just fresh paint and a nice couch. When done 

right, staging transforms a space so that it speaks directly to 

potential buyers.

Theresa Johnson & Nora Berghorst are trained interior 

designers and certified color consultants that know how to take 

your client’s home from so-so to SOLD. Their high-end decor 

inventory and unique design perspectives transform spaces to 

appeal to your target buyers. In fact, the majority of their staged 

homes sell within 30 days for 98% of the asking price.

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

CAN BRING TO YOUR BUSINESS.

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

D U PAG E
M E E T  T H E

If you are interested in contributing or nominating Realtors for certain stories, 
please email us at joe.dalessandro@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 au-
thor(s). The paid advertisements contained within the DuPage Real Producers magazine are not endorsed or 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.
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ATTORNEYS

Fry Law Group LLC

(630) 563-5383

FryLawGroup.com

Hawbecker & Garver, LLC

(630) 789-6833

HGLegal.com

Katris Law Group LLC

(708) 655-7932

KatrisLaw.com

Law Office of Scott A. 

Brower

(630) 753-0008

BrowerLawOffice.com

Law Office of Stuart D. Polizzi

(708) 476-6852

StuartPolizziLaw.com

CONCRETE REPAIR

Raise-Rite Concrete 

Lifting

(630) 665-1345

RaiseRite.com

CONSTRUCTION & 

REMODELING

Imagine Construction 

Group

(877) 209-9435

BuildByImagine.com

ESTATE SALES & 

APPRAISAL SERVICES

The Perfect Thing

(630) 665-5200

ThePerfectThing.net

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

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!

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

CastleInspectors.com

White Glove Building Inspections

(630) 428-4555

WhiteGloveInspections.com

HOME STAGING & DESIGN

Chicagoland Home Staging

(815) 577-2233

ChicagolandHomeStaging.com

Johnson-Berghorst Interiors

(630) 440-1344

JohnBergInteriors.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

MORTGAGE / LENDER

Fifth Third Bank

(312) 962-2850

53.com/mlo/TonyLupescu

MOVING & STORAGE

Boerman Moving & Storage

(630) 972-1000

boerman.com

ORGANIZING & STAGING

DeClutter Box Organizing & 

ReDesign Staging

(630) 968-7557

DeClutterBox.com

RADON MITIGATION

DuPage Radon Contractors

(630) 836-1918

DuPageRadon.com

REAL ESTATE VIDEO & 

PHOTOGRAPHY

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

The Fry Group, LLC

Vanessa Cici Fry, Attorney at Law
Residential & Commercial Real Estate Law

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

Phone 630-563-5383  |  Fax 630-629-9767
vanessa@frylawgroup.com
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SUCCESS

630-753-0008
BrowerLawO�ce.com 

608 S. Washington, Suite 311
Naperville, IL 60540 

Timely delivery on
every commitment.

Friendly and responsive team.
 
Consistent professional
communication.

Experience you can trust. 

Welcome to the second issue of DuPage Real Pro-
ducers – the local, REALTOR® -centric publication 
covering the lifestyle and success of the area’s top 
producers. Inside, you will find exclusively curated 
content for you, the best and brightest brokers, 
with the mission to connect, elevate, and inspire.

We consider it an incredible privilege to spend 
time with DuPage’s finest REALTORS®, learn your 
stories and challenges, and celebrate your accom-
plishments. While there is so much in common 
among top-performing brokers such as dedication 
to service, caring for clients, knowledge of the 
market, hard work and persistence, every one of 
you has a distinct approach and unique personality 
that makes you special. Top 500 REALTORS® are 
featured based on nominations by their Designated 
Managing Brokers or peers. If you have a recom-
mendation, let me know!

This publication is provided to the Top 500 RE-
ALTORS® in DuPage County free of charge. Our 
Preferred Partners cover the cost of producing, 
printing, and mailing each issue. Take a minute 
to review our Preferred Partners page, and make 
it the first place you look when seeking a service 
provider. All of our Preferred Partners are referred 

publisher’s note

to us by REALTORS® like you. If one of your favorite vendors 
is not on our list, let us know about them.

Special events are another part of the DuPage Real Producers 
community. Beginning this spring, we will be hosting compli-
mentary quarterly events just for you. No long agenda – just 
camaraderie and casual collaboration bringing together the 
top agents from all four corners of DuPage. Watch for details 
on our Facebook page and an invitation through Eventbrite.

If you’re not already a part of our online community, like and 
follow us on Facebook and Instagram!

Wishing you a successful Spring Market,

Joseph D’Alessandro

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

630.404.3869

         facebook.com/DuPageRealProducers

         @DuPageRealProducers

Celebrating Your 
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partner spotlight

GUIDING PRINCIPLES TO SUCCESS:  
SERVICE, COURAGE AND RESPONSIBILITY

Written by Nora McDevitt

Photography by Katherin Frankovic

Castle Home Inspection is one of Chicagoland’s top inspection companies. 
With over 20 years of experience, Dan Holzer knows the industry inside 
and out. The success of his company proves that a lot of diligent hard work 
and a willingness to consistently improve are the keys to accomplishment. 
He’s built his company through his courage, a sense of responsibility, and a 
tireless effort to continuously improve his services.

A former ski instructor and First Mate on a salmon boat, Dan Holzer got start-
ed in home inspections in 1996. An active person who enjoys interacting with 
people and being on-the-go, Dan was looking for a career that would not be 
“nine to five.” Through a stroke of good luck, Dan met Tom Hener, the founder 
of Castle Home Inspection. They hit it off. Tom hired Dan, took him under his 
wing, and taught him the business. Dan excelled in the position. Over time, Dan 
helped grow the company through his dedication to providing excellent custom-
er service. In 2014, Dan bought Castle from Tom.

Castle provides its clients with home inspections, multi-family building 
inspections, commercial inspections, and radon testing. In recent years, Dan 

of Castle Home 
Inspection

HOLZER
DanDan We want 

to be an 

extension of the 

agents’ business. Their 

clients are our number 

one priority.
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has cultivated a robust list of 
agents he works with consistent-
ly. He says, “We want to be an 
extension of the agents’ business. 
Their clients are our number one 
priority. We can help with lead 
generation through our pre-list-
ing inspection program, and we 
also offer $100,000 worth of 
warranty coverage for free with 
every inspection.”

Dan focuses on ways to exceed 
customer expectations through 
innovative programs. He ex-
plains, “Castle offers sellers free 
$500 mechanical coverage until 
closing if we inspect their house. 
This coverage helps not only 
the seller but also our clients. 
If something breaks between 
inspection and closing, then the 
seller receives some compensa-
tion to fix whatever breaks.”

Dan also advocates for 
pre-market inspections. He 
says, “With pre-market inspec-
tions, no one is caught off guard 
by a needed repair right before 
closing.” It helps the agent and 
the seller accurately price the 
home and find the right buyer 
for the property. He continues, 
“It puts both sides of the negoti-
ating table in a win-win situation. It prevents 
last-minute surprises and scrambles that can 
cause deals to fall through.”

Dan says, “At Castle, we dedicate one hundred 
percent of our time and energy to deliver 
excellent service to our agents and our cus-
tomers. Our philosophy about real estate is 
simple. We put ourselves in your shoes, treat 
you like family, and manage your client’s mon-
ey like it was our money.”

Dan puts a lot of energy into building strong 
relationships with agents. He says, “Real 
estate transactions require agents to call upon 
a lot of different players to ensure a successful 
transaction.” He prefers working with agents 

he knows and trusts. He says, “It 
creates a smoother customer experi-
ence and improves the level of service 
provided to the seller.”

Dan credits much of his success to 
the support he has received from his 
wife, Michelle. Happily married for 21 
years, they have developed a strong 
partnership built on mutual respect 
and understanding. He says, “This 
industry is not easy on marriages. It 
requires six days a week, late nights 
and always being on call. But she has 
been my biggest supporter over the 
years.” They have two biological chil-
dren together, Lexi, 18, and Ben, 16, as 

well as two adopted children, Max, 13, 
and Ava, 5. Dan works hard to keep 
his family his first priority.

For Dan, success is achieved by stick-
ing to your principles. Dan says, “Some 
of the most successful business owners 
I know live by these four principles: 
take responsibility, lead courageously, 
reject passivity, and live for something 
bigger than you or your company. 
If you live your life doing these four 
things, I believe you will be successful 
in whatever you do.”
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REALTOR® on the rise JILL
Appreciation Is the Key to Success and Happiness

Written by Nora McDevitt

Photography by Katherin Frankovic

A fast-rising star in the DuPage real estate 

scene, Jill Giorno has sold over $16 million 

in her first three years as a REALTOR®. She 

attributes much of her success to a passion 

for helping people achieve their goals. This 

desire sparked her early career as a social 

worker, next as a fitness studio owner, and 

now as a REALTOR®. It’s Jill’s innate sense 

of gratitude and energetic personality that 

drives her success and sense of well-being.

Giorno
Jill and her husband Wade had settled 
in Elmhurst and after the birth of their 
second child in 2006, Jill started to go 
stir crazy staying home and felt called 
to transition out of social work. She 
started working in fitness as a side 
gig, and by 2012 she was a partner in 
a studio. While working in fitness, Jill 
developed a robust network. She says, 
“Helping others was always important 

to me in whatever I did. As a 
small business owner, I was 
grateful to have met so many 
wonderful people and develop 
a nice network.”

Jill’s network included Tom 
Makinney, a real estate agent 
and team leader with  
@properties in Elmhurst.  
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GH& LLC& Garver,
Hawbecker hglegal.com | 26 Blaine Street, Hinsdale, IL 60521

Phone 630-789-6833 | Fax 630-230-1119 

Six Attorneys  |  Six Paralegals
Thousands of Successful Closings

Jill approached Tom about possibly 
working for him as an assistant. He 
urged Jill instead to become a real 
estate agent. She took his advice and 
joined @properties as an agent in 2017.

Jill’s business took off, and she closed 
$3.3 Million in her first year. Jill says, 
“The hardest part about succeeding in real 
estate is establishing your network, and I 
was able to bring my network from work-
ing in fitness with me.” After her first year 
in real estate, she committed to double 
her sales the following year and she did, 
closing $6.7 Million in sales in 2018.

As Jill’s real estate business expands, she challenges herself to keep 
growing as a person. She says, “I consider myself to be a lifelong 
learner, and love that every day is different in real estate.” For Jill, 
clear communication with her clients is the key to negotiating a 
successful deal. She says, “Always accept the fact that every day will 
bring new challenges. To learn from them will make you a better 
person and REALTOR®.” Success comes from meeting and overcom-
ing those challenges. By learning from the inevitable obstacles that 
arise in life, she grows as a person. A naturally upbeat individual, 
Jill always looks for the silver lining.

When asked her motto Jill simply replies, “Be happy.” Jill continues, 
“There are so many ways to define success. If I had to define it, it 
would be the ability to leave a lasting impression on people whose 
lives you’ve touched.” Jill continues, “Appreciate others, and they’ll 
appreciate you in return.” Showing appreciation is the secret to 
building successful relationships. At the heart of Jill’s success is her 
innate sense of gratitude for her life and the people in it.
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KellyKelly
Success Through  

Nurturing Relationships

Kelly worked long, hard hours on the 

corporate fast-track for years before deciding 

to step away. Happily married and a mom, 

Kelly’s priorities shifted. What was gratifying 

when she was 25 was not so gratifying many 

years later. She says, “My priorities shifted 

over time.” A balance between work and life 

became a priority for Kelly. Her first priority 

became creating a healthy relationship with 

herself and the people in her life.

The turning point for Kelly occurred while 
her daughter was in preschool. She asked her 
boss for time off to go to her daughter Abby’s 
preschool graduation, and her boss refused. 
She says, “I knew we were only going to 
have one child, and I didn’t want to miss her 
milestones. When my boss wouldn’t allow 
me to take time off to attend the event, I had 
an ‘aha moment.’ I knew I didn’t want to be 
on anyone else’s schedule. Shortly after, I left 
the corporate world.” Kelly took a step back 
until her daughter entered kindergarten.

This moment marked the next transition in 
Kelly’s world. She says, “I knew I wanted 
and had to return to work at that point.” It 
was time to pursue a second career. One that 
would allow her to set her schedule, utilize 

her skill sets, and enable her to earn 
according to how hard she worked.

Kelly had a long-time persistent interest 
in selling real estate. The idea tumbled 
around in the back of her mind. Growing 
up, her father had a construction compa-
ny. She spent summers working alongside 
him, learning the trade. She even roofed 
a house when she was 12. When she was 
considering different career options, she 
thought fondly about her experience and 
thought real estate a good fit.

Kelly’s priorities changed from a 
fast-track corporate career where she 
quickly climbed the ladder to wanting 
more out of her relationships, both 
personal and professional. Real estate 
allowed her the freedom to be there for 
her husband and her daughter without 
sacrificing a fulfilling career.

Moving from corporate sales to real es-
tate, Kelly went from practicing a hard 
sell to a soft sell. Real estate is relation-
ship-driven, and you are mingling in 
people’s personal lives. These situations 
require a lot of discretion and tact. It’s 

K

B I T T O

REALTOR® feature
Written by Nora McDevitt

Photography by Katherin Frankovic



20 • February 2020 www.realproducersmag.com • 21

not about putting pressure on people 
to close a deal; it’s about taking care 
of people and working to make sure 
their needs get met, and as a result, 
the sale happens. She says, “You 
don’t approach real estate from a 
sales perspective; you approach it 
from a relationship and service per-
spective. The deal is a byproduct of 
effectively doing your job.”

Kelly with husband Alex and daughter 
Abby at the Rose Bowl parade. As an entrepreneur, she gets to set the terms. She 

expects to cross $100 million in career sales volume 
in 2019, which is a pretty huge accomplishment. 
Her secret lies in the soft sell and her relaxed 
nature. She focuses on building relationships, 
and everything else seems to fall into place. As an 
independent agent with RE/MAX Action in Lisle, 
she has created a full-service business almost 100% 
referral-based. She says, “I work by referral, so 
all my clients are like-minded.” As Kelly explores 
her future in real estate, she is considering hiring a 
Buyer’s Agent and creating a team.

Kelly keeps her family first and foremost and then 
lets everything else fall into place. She says, “I used 

to think success was the posi-
tion you held or the money you 
had or the car you drove. Over 
time, I have come to realize 
true success is an individual 
with inner peace and genuine 
happiness. When an individual 
can master these gifts, they are 
in a good place, and everyone 
around them wins.” Wise words 
from a very talented woman.

Her advice to those just starting 
out: “Don’t wait for opportunity. 
Create it.”

“Don’t wait  
for opportunity.  
Create it.

”
Construction Group Inc.  

Residential & Commercial Remodeling
View Our Project Gallery I www.BuildByImagine.com |      @imaginecginc

877-209-9435 I Serving Chicagoland For Over 15 Years

MAKING YOUR TRANSFORMATION A REALITY

CALL TODAY FOR A FREE ESTIMATE
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God First, Family 

Second, Work Third

As one of Chicagoland’s top agents with almost 
$800 million in career volume and the leader 
of a high-performance team, Lance Kammes of 
RE/MAX Suburban in Wheaton shows no signs 
of slowing down. For Lance, faith comes first, 
family second, and work third.

Raised in a church-going home, Lance’s faith 
grew as he progressed from church attendee to 
having a deep personal relationship with God. 
Over the years, that relationship has shifted 
how he conducts himself and makes decisions. 
His parents were educators, and his father was 
a coach who became a mortgage loan officer, 
then a real estate agent, and ultimately a bro-
kerage owner. Lance was a dominating outside 
linebacker in high school and continued playing 
football while earning a bachelor’s degree in 
education at Taylor University. It was at Taylor 
where he met Kellie, his wife of 33 years.

Lance and Kellie have raised three children: 
Paige, Michael, and Kayla. He says, “My wife 
and I have created a faith-based family, and she 
can certainly tell you I am a man who needs 
redemption because I am far from perfect. We 
understand as a family that there is more to this 
world than the earth itself. There’s another life 
than this one. I will be spending a lot more time 
in eternity than on earth, so I take that seriously. 
That’s something we focus on together.”

Lance’s family did not always come first. Early 
in his career, work took the front seat. Over the 
years, Lance and Kellie have worked together 
to reprioritize family over work. He says, “My 
family is ultimately more important to me than 
what I do. I’ve had to wrestle with balance over 
the years. That’s hard in our 24/7 world.” As the 
kids got older, Lance worked hard to attend all 
of his kids’ events. Lance also takes off at least 
one day a week from work to be with his family, 
being careful with his schedule to protect his 
family time. He adds, “There are ways to antici-
pate what will happen and how you are going to 
handle it. When I’m in an appointment, I do not 
answer the phone unless it’s family. Preparation 
is key to achieving successful outcomes in every 
area of life and in honoring one’s commitments.”

Real estate was not Lance’s first choice of 
careers. Upon college graduation, he was 
searching for a job as a teacher. He says, “I 
thought I was going to be a teacher and a 
coach. In 1985, there was a glut of teachers, 
and I was not able to attain a job. My dad had 
just started a real estate company, and he 
was talking to me about becoming an agent. 
I didn’t want to do it, but I didn’t have any 
other options at that point. I was working an 
hourly job just to make money and I wasn’t 
that passionate about anything besides want-
ing to be a professional athlete, but that ship 
had sailed. So, I was kind of like, ‘What the 
heck? What do I have to lose?’ So, I took a one 
week course and started selling real estate on 
November 5, 1985.” Suffice it to say, Lance has 
never regretted that turning-point decision.

cover story
Written by Nora McDevitt

Photography by Katherin FrankovicLance
KAMMES
Lance
KAMMES
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In his 35th year as a REALTOR®, Lance has managed never to 
burn out. “I’m blessed with great energy,” he says. “I hate to sit. 
I get bored easily.” Lance does CrossFit three times a week and 
is an avid golfer during warm weather months, always trying to 
improve upon his nine handicap. He and Kellie travel as much 
as they can. They will jaunt a few times a year to watch their 
beloved Bears and Blackhawks in other U.S. cities, but they 
have the most fun on international trips, especially to Europe.

Lance says, “You have to believe you can accomplish your 
vision. Success starts between your ears.” He knew he 
needed to adopt this positive mindset and then take the 
action required to develop the type of career he envisioned 
for himself. Lance continues, “The first step is to get clear 
on what your goals are and where you want to go. Next, 
you have to get crystal clear on what it is you need to do. 
Our job as real estate agents is to provide the consumer 
with expert advice and counsel. Residential real estate is a 
very emotional game and working successfully with clients 
requires a lot of emotional intelligence. The job of the real 
estate agent is to provide great counsel to the consumer; 
otherwise, they can buy and sell properties online.”

Lance takes great joy in the team he has cultivated over the 
years, currently comprised of nine licensed brokers and three 
administrators. While Lance spends most of his client time 
with sellers, he devotes a great portion of his time to train-
ing and developing his team. He helps them set proper goals 
and develop winning mindsets so they can deliver the best 

customer service possible. Lance’s mentorship and coaching 
create a loyal culture, and there are many long-tenured pro-
fessionals on his team such as Don Westerholm (20 years), 
Hana Braun (nine years), Joe Soto (five years), and trusted 
personal assistant Roxy Roberts (13 years).

By setting healthy priorities and then creating appropriate 
guidelines to meet his goals, Lance accomplishes what he 
sets out to do in real estate. He approaches his life with a 
strong sense of purpose rooted in the Christian faith and 
does his best to treat everyone with consideration and care. 
For Lance, the real reward comes from serving others.

Over the years, Lance and Kellie have sponsored and 
supported several philanthropic causes. Lately, the not-
for-profit Shelter For All has been dear to their hearts. 
This organization is dedicated to housing the homeless in 
Northwest DuPage County and providing a range of support 
services to the disadvantaged as a path to healthy living 
and self-sufficiency. They have ministered to many people, 
giving generously of their time, talent, and treasure over 
the years. Lance says, “People are put into our lives for a 
reason. We have a responsibility to that, and because of that 
responsibility, we try to treat them how we would like to be 
treated. Sometimes those decisions may not be the easiest 
from a monetary standpoint, but we feel like they are the 
right decisions.” He continues, “One day, I am going to be 
looking God straight in the eyes and give an account of my 
life. I better have my house in order.”

Lance is on a quest to collect all Chicago Bears hall of fame player jerseys.
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BEFORE AFTER

Realtors Know the Value of First Impressions
Increase the Curb Appeal 
and Sale Price of a Home!

630-665-1345 • www.raiserite.com

Save up to ½ the Cost of 
Concrete Replacement

Repair Sunken Concrete 
with RAISE-RITE 

AFTERBEFORE

Patios •Garages •Sidewalks •Driveways
Stoops • Interior Floors •Porches •Pool Decks

630-542-8782

Organizing & ReDesign Staging Services Since 1994

You never get a 2nd chance
to make a 1st impression!

www.DeClutterBox.com

WE DO IT ALL!
DECLUTTERING

REDESIGN & STAGING USING
WHAT YOU HAVE

MOVE-IN, 
ORGANIZED UNPACKING

Need a low cost solution for this?

BeforeBefore
AfterAfter

The Grout Medic has been helping homeowners
remove mold and restore their TILE, STONE, GROUT,and CAULK 

at reasonable prices since 1996.

LET US HELP YOU AND YOUR CLIENTS 844.44GROUT
GroutGuy.com

Repair-Install-Maintain ANY Furnace/Air Conditioner/Boiler 

Duct Sealing • Radiant Flooring
Water Heaters (Approved Servicing Agent) 

 Indoor Air Quality for a Healthier Home • Insured & Bonded
Trained/Certified Technicians  • Geothermal Systems

FAMILY OWNED & OPERATED SINCE 1929

A SERVICE CALL$25 OFF 

StuartPolizzi@StuartPolizzi.com
Phone 708.476.6852  •  Fax 630.596.1673
2816 Breckenridge Lane   •  Naperville, IL 60565     

We treat our clients 
like family. 




