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Let MDesign help increase the value of your property
and distinguish it from its competition.

847.508.4294 | kim.zieziula@mdesign.house
847.922.6775 | mj.murnane@mdesign.house

STAGED HOMES SELL 87% FASTER

www.mdesign.house

Building and renovating very special single-family homes 
in Chicago’s most prestigious neighborhoods.

abowyer@middleforkluxury.com | 312.560.3969

www.middleforkluxury.com
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Make the new
year great with a
trusted mortgage
professional on

your team.

Brett Hines, VP of Mortgage Lending
5412 N. Clark, Suite 223 | Chicago, IL 60640

937-286-9618
BrettH@molitorfinancial.com

www.molitorfinancialgroup.com
NMLS#1643575

CONVENTIONAL • JUMBO
FHA • VA • RENOVATION

Certi�ed Mold Remediators 
(CMR) on staff
Licensed and Insured

Put over 60 years of mold remediation and 
cleanup to work for you before listing!

Available 24 hours a day!

(630) 585-9524
www.allproinc.net

allproflood@sbcglobal.net

CALL BEFORE YOU LIST
for a FREE estimate for cleanup

Mold Remediation
General Clean Ups

Reconstruction Services
Post Construction Clean Ups

ALL PRO FLOOD &
FIRE RESTORATION

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers

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 paid advertisements contained within the North Shore 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.

If you are interested in contributing or nominating Realtors for certain stories, 
please email us at jason.acres@RealProducersMag.com
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S This section has been created to give you easier access when searching for a trusted neigh-

borhood vendor to use. Take a minute to familiarize yourself with the businesses sponsoring 

the publication. These local businesses are proud to partner with you and make this magazine 

possible. Please support these businesses and thank them for supporting the publication!

ACCOUNTING - CPA

The Hechtman Group Ltd

(847) 256-3100

TheHechtmanGroup.com

ATTORNEY

Floss Law, LLC

(224) 326-2903

FlossLaw.com

Law Office of Susan Ruffer 

Levin

(847) 441-4311

RufferLevinLaw.com

Lincoln Street Law P.C.

(847) 912-7250

LincolnStreetLaw.com

Shvartsman Law Offices

(847) 714-0210

ShvartsmanLaw.com

The David Frank Law Group

(773) 255-6499

FrankESQ.com

BUILDER

Middlefork, LLC

(312) 560-3969

MiddleForkLuxury.com

DESIGN & HOME STAGING

M Design, LLC

(312) 560-3969

MDesign.house

DOGGY DAYCARE/

BOARDING/GROOMING

Playtime Pup Ranch, LLC

(847) 298-7877

PlaytimePupRanch.com

HOME INSPECTION

Dunsing Inspections

(847) 367-0782

Dunsing.com

Home Advantage 

Inspections

(312) 401-0299

HaiPro.com

HOME WARRANTY

Home Warranty of America

(847) 212-8635

HWAHomeWarranty.com

INSURANCE/FINANCIAL

State Farm

(847) 395-1321

ChadArnoldInsurance.com

MORTGAGE / LENDER

Brett Hines With Molitor 

Financial Group, LLC

(773) 275-3100

MolitorFinancialGroup.com

Guaranteed Rate

Brian Jessen

(847) 712-0830

Rate.com/BrianJessen

Guaranteed Rate

RJ Dolan

(773) 516-6364

Rate.com

Loan Depot

(312) 319-9833

LoanDepot.com/JNoyes

Wintrust Mortgage

(847) 418-2825

SusanSeebergLoans.com

PEST SOLUTIONS

Rose Pest Solutions

(815) 871-2733

RosePestControl.com

PHOTOGRAPHY

Horizon Photography

(847) 910-2722

Horizon-Arts.com

RESTORATION SERVICES

Allpro, Inc.

(630) 585-9524

AllProInc.net

SIGNS

My Sign Shine, LLC

(312) 481-8899

MySignShine.com

STAGING

Phoenix Rising Home 

Staging

(312) 450-8365

ChicagoStaging.com

TITLE COMPANY

Chicago Title

(847) 833-1430

CTCastleConnect.com

Euclid Title Services LLC

(847) 996-9965

EuclidTitleServices.com

Fidelity National Title

(312) 952-9925

FidelityDesktop.com

VIDEOGRAPHER

SparkRaw Media

(630) 696-8522

SparkRaw.com
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NORTH SHORE 
REAL PRODUCERS!
Providing a platform to celebrate and unite the 
top real estate agents in the North Shore area!

Welcome to the North Shore 
Real Producers community! 
It is my honor to serve you 

and celebrate everything 
that makes you an out-
standing part of the North 
Shore real estate com-
munity. I look forward to 

highlighting your accomplishments, encourag-
ing your dreams, and recognizing you for your 
continued excellence in serving your clients.

Real Producers started as an idea in 2015 and is 
spreading across the nation like wildfire. We are 
now in 110 cities and changing the way the real 
estate community interacts across America. As we 
embark on this journey in the North Shore, I prom-
ise to create platforms to connect and forums to 
recognize and celebrate what makes each and every 
one of you iconic. In the years to come, I hope to 
get to know you on a personal level and hear your 
stories of success. I look forward to celebrating you 
at our events, providing tools to help you grow your 
business, and representing your passion for excel-
lence in this dynamic industry we all share.

HERE ARE SOME QUICK FACTS   
ABOUT REAL PRODUCERS: 
Distribution: This magazine is sent free of charge to 
the top 500 agents in the North Shore based on MLS 
productivity.  Within this area, there are over 2,000 
active agents but everyone who receives this publica-
tion is part of an elite group. You are remarkable and 
just to be in this group is truly a badge of honor!

Content: This is all about you, the North Shore real 
estate community. We will do personal and unique 

publisher’s note

WELCOME to 

stories on members in this community 
giving you a platform to inspire others. 
As we grow, we will add fresh content 
focused entirely on you. In the coming 
months we will be adding several other 
sections as well. It costs absolutely 
nothing for a real estate agent to be 
featured in the publication, but to be 
featured, an agent must be nominated 
by a peer or leader in the North Shore 
real estate community. We are always 
taking nominations and encourage 
you to nominate individuals who are 
making a huge impact in our local real 
estate market.
 
Our Partners: Anyone listed as a 
“preferred partner” in the front of the 
publication is a part of this community. 
They will have an ad in every issue, 
attend our events, and be a part of our 
online community. We don’t just find 
these businesses off the street, nor 
do we work with all businesses that 
approach us. One or many of you have 
recommended every single preferred 
partner you see in this publication.

We do not meet with businesses until 
they are vetted by one of the agents in 
our community and receive a “stamp 
of approval.” If you are looking to add 
to your arsenal of incredible vendors, 
look no further.  

Events: Along with the monthly 
publication we will host various social 

networking events where we, the best 
of the best, get together at reputable 
local venues to rub elbows, master-
mind, have a good time, and strength-
en our North Shore community. We 
will communicate information about 
the events through the publication, 
e-mails, and social media. 
 
Contribution: If you are interested 
in contributing, nominating REAL-
TORS® for certain features, know 
of top-notch affiliate partners who 
should be a part of our community, or 
would simply like to network, please 
e-mail me at any time. I look forward 
to hearing from all of you! I’d like to 
personally thank all of our business 
sponsors who partnered with us, as 
well as the dozens of REALTORS® 
I’ve already met with and helped 
bring North Shore Real Producers to 
life. We would not exist without you. 
I would also like to thank my team, 
who jumped on board this journey 
with me and bring passion to what we 
do every single day.
I appreciate you all, and I’ll see you at 
the launch party coming soon! 

Jason Acres 
Owner/Publisher  
North Shore Real Producers 
jason.acres@RealProducersMag.com

Jason Acres 
Publisher/Owner 
jason.acres@
RealProducersMag.com
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PROVIDING OUR CLIENTS PEACE OF MIND

TITLE REVIEW
INDIVIDUALIZED SERVICE

CONTRACT REVIEW & NEGOTIATION
FINAL DISCOSURE

North Shore's
Real Estate Lawyer

with You from
Contract to Close

Boutique law firm with over 30 years of combined legal experience
in both residential and commercial real estate law.

Contact us for a
FREE initial consultation.

Yelena Shvartsman, Attorney at Law
Shvartsman Law O�ces

400 Skokie Blvd, Suite 220
Northbrook, Illinois 60062 

o: 847-714-0210  |  f: 847-714-0212 
www.shvartsmanlaw.com

info@shvartsmanlaw.com
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“SUCCESS 
TO ME IS 
FINDING A 
L IFESTYLE 
AND CAREER 
THAT IS 
FULFILLING.”

A fast-rising star amongst the North Shore real 
estate scene, newcomer agent Kim Shortsle closed 
$20 million in sales in 2018. Real estate is a natural 
career for Kim, and she’s hitting the ground running.

A Chicago area native, Kim knows the North Shore 
well. She grew up in Lake Forest and studied liberal 
arts and interior design at the University of Michigan 
and Harrington College of Interior Design. After get-
ting married and having her children, she was a stay-
at-home mother for a few years. In 2014, she decided 

Article written by Nora Wall

rising star

SHORTSLE
KIM

it was time to return to work. A former marketing 
and interior design professional, Kim was searching 
for the right career. Real estate caught her eye. It 
combined her background in marketing and interior 
design, provided her with flexibility, and offered her 
performance-based compensation.

Kim received her real estate license in 2014 and in 
started working for Coldwell Banker as a rookie 
agent. She joined Berkshire Hathaway in 2017, and 
in 2018 she teamed up with Carleigh Goldsberry. 

Kim says, “It was an automatic connection when 
we met. We both love to work hard and have so 
much fun doing it.” Kim is quickly 
gaining her stride in the industry and 
building on her successes. In her five 
years as a real estate agent, she’s 
won Rookie of the Year, Chairman’s 
Circle Gold, and Top Producer.

Kim says, “Success to me is finding a 
lifestyle and career that is fulfilling, and 
I am lucky enough to have found it.” She 
continues, “I work hard every single 
day to create a work/life balance. I call 
it my daily juggle.” Kim lives in West 
Lake Forest with her mom, her three 
sons, and a dog in the same house where she grew 
up. Her three terrific boys: Hayden 13, Griffin 11, and 

Beckett 8, inspire her to reach for more. When she’s 
not working, she’s spending time with her family and 

her friends. She puts a lot of effort into 
developing both her professional and 
personal relationships.

Kim treats the people in her life with 
care. She says, “Real estate is about 
my clients. I work hard for them, 
hold their hand when they need it, 
and help them through their journey.” 
She continues, “Once you realize that 
every day is a gift, you become suc-
cessful.” Kim says, “I’m good at what 
I do because my clients are like my 
family.” That’s the secret to success 

for this North Shore rising star.
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Euclid Title Services, LLC
1590 S. Milwaukee Ave., Suite 215 | Libertyville, IL 60048
Office: 847-996-9965 | Cell: 847-902-9339
verra@euclidtitleservices.com

Euclid Title Services, LLC is a full-service title
and real estate settlement provider.

At Euclid Title Services, LLC, the client is always our first priority and our goal is to make the
closing process a smooth one. Our experienced staff has handled thousands of closings so

whether you're buying, selling, or refinancing, we can help!

Let us help you make your real estate transaction a done deal!

David Frank 
1211 Landwehr Rd, Northbrook, IL 60062
Phone: 773-255-6499 | Fax: 425-928-4061
                                  | david@frankesq.com

T h e  l a w  fi r m  t h a t  a l w a y s  k e e p s  y o u  i n  t h e  l o o p .

www.frankesq.com

20 years of residential 
law expertise 

Seamlessly taking the baton
 from contract to closing 

Fast, efficient,
7 days a week 
responsiveness 

THE BIG EVENTTHE BIG EVENT
CONNECTING • ELEVATING • INSPIRINGCONNECTING • ELEVATING • INSPIRING

We’re seeking the most influential titans in real estate to present 

at THE BIG EVENT – the nation’s first invite-only gathering of 

the top 5% of real estate agents, coming September 2020.

NOMINATE A SPEAKER: 

R P S P E A K E R S . C O M
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FINANCIAL 

WORTH KEEPING
Welcome to the new year! While many 
of us pin our hopes on resolutions for 
health and wellness, our professional 
lives, or new hobbies and skills when 
January rolls around, one crucial 
area that shouldn’t be overlooked is 
our financial health. Take a moment 
to reflect on your family’s 2019 fiscal 
year. If you set any goals for yourself, 
did you reach them? If you answered 
“no,” the great news is, you get another 
crack at it, here and now. Here are a 
few beneficial economic resolutions 
worth pursuing in 2020.

Pay Down Credit Cards

Yes, the figures are shocking: Ameri-
cans owe around $1 trillion in credit 
card debt, as of 2019. Most consumers 
have some amount of credit card debt, 
and with the recent Federal Reserve 
rate hike, carrying a credit card bal-
ance is getting more costly by the day. 
This year, make it a point to get seri-
ous about credit card debt. Set a goal 
to pay off as much as possible, more 

than your monthly minimum pay-
ment, by planning exactly when and 
how much you’ll allocate for it each 
month. The sooner you are free from 
credit debt, the happier your wallet 
and credit score will be.

Check and Build Your Credit Score

Many people don’t know you’re en-
titled to three free credit reports each 
year, one from each of the three na-
tionwide credit reporting companies. 
Considering this, be sure you regu-
larly check your credit statement for 
accuracy via these reports or a credit 
monitoring service and address any 
errors you encounter. A poor credit 
report could have many adverse 
effects on your finances, including 
paying higher interest rates and being 
rejected for loans. Though building 
better credit takes time, paying your 
bills on time and using a low percent-
age of your available credit are two 
simple steps you can take to get on 
the right path.

Make a Realistic Budget

According to the National Foundation 
for Credit Counseling, only about 41% 
of adults have a budget, and, as noted 
above, our debt levels are steadily 
increasing. A realistic budget can be 
the answer, and January is the per-
fect time to get started. The best way 
to create a budget is to list all your 
recurring expenses, with necessities 
such as housing, food, and health care 
at the top and less-crucial items near 
the bottom; then, cut those items at 
the bottom until you have more com-
ing in (with some left over to save!) 
than going out each month. Finally, 
keep track of your monthly spending 
throughout the year; there are many 
popular apps available, such as Mint 
and You Need a Budget, to help you 
assess your expenditures and stay 
on track. Understanding where your 
money is going each month is key 
to helping you reach all your other 
financial resolutions. 

Consider Retirement Savings

Likely, you have a retirement plan 
(e.g., 401(k)) set up through your 
employer to which you’re already 
contributing. This year, work toward 
maxing out your contributions to 
your retirement savings vehicle; if 
that’s not possible, be sure to take 
advantage of your company’s match 
contributions or aim for 6% of your 
yearly salary if your employer doesn’t 
offer a match. Salary deferrals can be 
arranged through your employer to 
make your retirement contributions 
easy and worry-free.

RESOLUTIONS

financial fitness
By Shauna Osborne
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“Succeeding through Building 
Relationships One at a Time.”

An entrepreneur at heart, Chad 
Arnold always knew he wanted to 
work for himself. A Regional Sales 
Manager with Avis Budget Car Rental 
Group, he was looking for a perfor-
mance-based compensation position 
with more growth opportunity. The 
chance to open his own State Farm 
Agency was the perfect fit. He liked 
the flexibility State Farm Agents have 
to set their schedules and make their 
own decisions. In 2012, he became a 
contracted State Farm Agent and built 
his business from scratch.

Chad grew up in Winnetka, IL. Driv-
en to succeed, his father inspired 
him growing up. He says, “My drive 
for success can be tied back to one 
person, and that is my father. With 
both an MD and a JD and two ca-
reers, he was a bit of an overachiev-
er. He had his medical practice on 
the Northside of the city, and he had 
his legal practice in the loop. I never 
had the brain to do what he did, but 
I was driven to give my kids the lives 
I had growing up.” His family and his 
father inspired him to reach for more 
significant opportunities.

Chad works hard to ensure his clients 
receive excellent service. When a new 

312-401-0299 | 847-420-0116
www.haipro.com

Before purchasing…GET an ADVANTAGE!

WE PERFORM OVER 1,900 INSPECTIONS A YEAR FOR A REASON!

HOME • MOLD • TERMITE • RADON

We back all of our home inspections with a 
FREE 90-Day Warranty. We even warranty the 
water lines and the sewer from the home to 

the street against failure! This, combined with 
our Mold Safe Coverage and a 5-year Roof 

Warranty, is why Home Advantage Inspections 
is your only choice for home inspections!

ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN  •  BALTIMORE  •  BOULDER

CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE  •  COLORADO SPRINGS 

COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE  •  GRAND RAPIDS

HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  •  LINCOLN

LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  NEW ORLEANS

NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  •  OMAHA

ORLANDO  •  PHILADELPHIA  •  PHOENIX  •  PITTSBURGH  •  PORTLAND  •  RALEIGH  •  SALEM  •  SAN DIEGO  

SEATTLE  •  SILICON VALLEY  •  SPOKANE  •  ST. LOUIS  •  TAMPA BAY  •  TEMECULA  •  TRI-CITIES  •  TRIAD  

TUCSON  •  TWIN CITIES  •  VIRGINIA BEACH  •  WASHINGTON D.C  •  WAYNE COUNTY  •  WEST VALLEY

WILMINGTON  •  YOUNGSTOWN  •  ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN

BALTIMORE  •  BOULDER  •  CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE

COLORADO SPRINGS  •  COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE

GRAND RAPIDS  •  HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  

LINCOLN  •  LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  

NEW ORLEANS  •  NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  

AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers

Article written by Nora Wall

partner spotlight

client comes to Chad, he takes great care in uncov-
ering their needs and identifying their potential 
risks. With every new client, he does a thorough 
assessment of their situation. Next, he maps out 
the insurance and financial services they need to 
protect themselves, their families, and their assets. 
Over the years, he has expanded his services to 
serve his clients better.

The company has grown into a one-stop-shop for 
financial services, and insurance needs providing 
life insurance, disability insurance, retirement 
plans, mutual funds, and annuities mainly to clients 
in the North Shore. Through a partnership with 
Rocket Mortgage, his agency also provides lending 
services. He says, “Whatever the client needs, I can 
insure it, I can invest it, I can loan money, and I can 
help them realize their dreams.” Over the last eight 
years, Chad has built a successful business serving 
North Shore residents.

When Chad is not working, he’s at a game cheer-
ing on the Bears, Cubs, or Hawks, or he is on 

a plane with his two daughters, 
Charlotte, 15 and Daisy, 12, en route 
to a vacation. With his dog, Walter, 
Chad splits his time between his 
house in Deerfield and his girl-
friend’s house in Long Grove. He 
also spends a lot of time in Miami. 
His goal is to spend half the year in 
Chicago and half the year in Miami.

Always looking to expand, he’s play-
ing with ideas for the next chapter 
in his life and how to further serve 
his clients. Today, Chad keeps his 
focus on client service and devel-
oping long-term relationships. 
Each client is an individual that 
Chad takes the time to get to know 
and then works hard to meet their 
needs. Developing long-term rela-
tionships with his clients is Chad’s 
secret to success.

Chad Arnold
State Farm
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An industry veteran and respected deal-maker for 
investors, Chris Stephens’ success stems from his 
close attention to detail and the ability to build 
strong relationships. A respected industry leader, 
he is a creative problem solver with keen emotional 
intelligence and a passion for transforming spaces.

A Chicago area native, Chris decided to pursue 
a career in real estate a few years out of college. 
After graduating from Eastern Illinois University, 
he worked as a financial advisor for a year and was 
planning on attending Law school. After taking 
the LSAT and applying to schools, he decided to 
forgo law school after calculating the student loan 
debt that he would accumulate. Offered an oppor-

Article written by Nora Wall

celebrating leaders

DESIGNATED 
MANAGING 
BROKER
“Success is in the details and 
treating relationships with care!”
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tunity to manage a restaurant, Chris 
took the job. During this time, Chris 
purchased his first condominium, ren-
ovated it, and eventually sold it for a 
significant profit. This process ignited 
a spark in him to pursue a career in 
real estate that would continue burn-
ing inside him.

For about a year, a local Managing 
Broker urged Chris to harness his 
customer service and hospitality 
background in the real estate industry. 
In 2006, Chris decided to get licensed 
and become a real estate agent. Real 
estate was in his blood. Both his 
Grandfather and his uncle enjoyed suc-
cessful careers in Chicago real estate. 
Following in their footsteps, he took a 
chance. At the height of the recession, 
he started his career as an agent. His 
wife was nervous about what appeared 
to be a big gamble, but it proved to be a 
wise decision.

Chris concentrates on developing 
client relationships. He says, “I take 
money and commission out of the 
equation and treat every client with 
the same amount of trust and respect. 

I know that the money will work itself out.” As one 
of the North Shore’s top producers, it is a strategy 
that has worked well for him. From hosting client 
appreciation parties, moderating panels about 
home renovation or financing, to driving a car full 
of tools to a client’s property to finish a renovation 
project gone wrong, he looks forward to always 
serving his clientele.

Early in his career, he did not have a mentor, but 
now wishes he had one. Today, he recognizes the 
enormous benefit mentorship provides to agents. 
As a Designated Managing Broker, his objective 
and focus are to support and develop his agents to 
help them grow their business. Chris gets a lot of 
personal fulfillment from his role. From mentoring 
rookie agents to business planning, Chris firmly 
believes in mentoring and coaching.

Chris says, “My biggest obstacle was that I was so 
young when I started in the business. I was 24.” 
Potential clients were a little reluctant to trust a 
24-year-old with one of their most significant assets. 
He had to work hard to prove he was up to the task. 
After a few years, he built his business and his 
reputation for excellent customer service. Over 90 
percent of his business is referral-based. Investors, 
developers, and rehab projects make up about 50 
percent of his deal flow. He enjoys rehab projects, as 
well as putting deals together for new construction.

He says, “70 percent of all rehab 
projects do not turn a profit, and I 
don’t understand how this happens. 
I have every nickel and dime planned 
and accounted for when I work with 
investors. We know what the end 
value will be after construction or 
renovation, and I use very conserva-
tive numbers. It takes the guessing 
out of the process and makes for a 
safer and more strategic investment.” 
This strategy ensures that his clients 
make sound investment decisions.

Outside of real estate, Chris coaches 
wrestling at Loyola Academy at the 
high school and kids’ club levels. He 
wrestled competitively from high 
school through college. Wrestling 
honed his ability to set and achieve 
goals through determination and grit. 
Today, he continues to be active in the 
sport as a coach. With four children, 
including a newer baby, Chris is busy. 
His life is full of great friends, family, 
and clients. Life is good for Chris. 
Given a chance, he would not change 
a thing.
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Real Estate is all we do – our experience and service is your ally
Your Professional Advocate • Compassion For Clients • Personal Service

1200 Shermer Road, Suite 206 | Northbrook, IL 60062
Bob Floss II | Bob@flosslaw.com | 224-326-2903

Driven by RESULTS for you and your client.
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“The Harder I Work, 
The Luckier I Get”
Looking to expand her career and 
take on new professional challenges, 
Joanne Hudson left private banking 
for residential real estate in 1990. 
Joanne quickly placed among the top 
one percent of real estate brokers 
in the nation, and twenty-nine years 
later, she’s still at the top of her field. 
Her career volume to date is over 
$500,000,000, and her total sales vol-
ume in 2018 was over $40,000,000. 
She says, “The harder I work, the 
luckier I get.”

As a top North Shore producer, 
Joanne enjoys working with clients 
as diverse as the properties and 
scenarios presented to her. She 
thrives on challenges and helping her 
clients solve problems and achieve 

Joanne
Hudson

top producer
Article written by Nora Wall

Photography by Jennifer Schuman // 
Horizon Photography

their goals. In real estate, every deal is different, 
and there’s always something new to discover. The 
industry continually challenges Joanne to be an 
active problem solver as well as an advocate for 
her clients.

Born and raised in Fort Dodge, Iowa, Joanne stud-
ied engineering and business at the University of 
Iowa. After graduating with a degree in business, 
she moved to Chicago, where she began her career 
in private banking at First Chicago (Chase) in 1984. 
She met her husband, Steve Hudson, at First Chica-
go, and the couple married in 1988. They have two 
children: Forest, 24, and Amy, 22.

After six years in banking, Joanne wanted to switch 
careers to something where her hard work would 
be directly valued and compensated. Real estate 
caught her attention. After getting her real estate 
license in 1990, Joanne first worked for a small 

boutique firm in Chicago, Rodenberg 
Otten, and then the North Shore firm 
Bradbury, Romey & Egan until 2001 
when she and her husband Steve 
co-founded The Hudson Company.

When they were contemplating 
starting their firm, Joanne and Steve 
reached out to a former client who 
was also an entrepreneur who built 
his insurance business from scratch. 
He advised them to go for it and pro-
vided them with valuable advice and 
guidance. Years later, as a testament 
to their enormous success, Joanne 
and her husband sold the firm to 
Compass in 2018.

Mentorship has played a vital role in 
Joanne’s professional and personal 
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development. She explains that her parents, Dr. 
and Mrs. Herb Kersten,  “provided a wonderful 
childhood for me. They valued education and hard 
work and were successful yet humble people. They 
were always supportive and gave me the confidence 
to set and achieve goals.” Her brother-in-law, Mike 
Bruno, who was also an entrepreneur, provided her 
with valuable guidance to achieve her. He showed 
her the limitless potential of where her career 
could go as well as how to get there when she was 
starting in real estate.

Recently, Joanne’s son, Forrest, has joined her 
firm. Joanne now gets to mentor her son, which is a 
wonderfully fulfilling process. She says, “I am very 
excited that Forrest has joined us in the business 
and know that he has what it takes to be successful 
in this filed. He is committed to helping his clients 
achieve their goals. I look forward to supporting 
him in all of his efforts.”

Joanne also acknowledges that she learns a lot 
from her clients too. She explains, “Many of my 
clients are successful on many different levels and 
come from varied backgrounds, and I learn so much 
from them during the buying and selling process. I 
always appreciate their insights.” It is that willing-
ness to watch and learn that has been key to Jo-
anne’s success in real estate. She continually works 
to improve her approach, tactics, and strategy.

always match up with my schedule, 
so I had to learn to be flexible. Real 
estate brokerage is a very compet-
itive business, so I also needed to 
add value, insights, and service in an 
intelligent, ethical manner, and I have 
always worked hard to do that.”

She believes her success is the result 
of genuinely enjoying her profession 
while working hard. Once she sets 
her goals, she works hard to achieve 
them. Joanne explains, “Success, to 
me, is being good at what I do, adding 
value to the people and the world in 
which we all live together, while nev-
er sacrificing my standards.”

Joanne values her professional 
relationships and works hard to 
maintain them. She explains, “My 
integrity and work ethic are critical 
to me. I care deeply for my clients, 
and I want them always to remember 
that I work incredibly hard for them 
so that they can achieve their goals. 
My reputation with my fellow REAL-
TORS® is of utmost importance to 
me, and knowing that I always treat 
people fairly is paramount.”

Joanne’s top tip for real estate agents 
is to work hard and focus on tak-
ing care of your clients - the rest 
will come. Also, assume the best in 
people. One of Joanne’s uncles had a 
favorite saying, “I don’t like that man- 
I must get to know him better.” There 
is good in everyone.” It’s a piece of ad-
vice that has served her well over the 
years in an industry where the ability 
to work effectively with a wide range 
of personalities is critical to success.

Favorite Charities: 
Christ Church Christmas Angels
Christ Church Bell Choir
Rush Medical Center, Exclusive Real 
Estate Auxiliary Board Cooks’ Tour 
for over 15 years
American Cancer Society

Joanne says, “I learned very quickly that buying 
and selling real estate is a very stressful process for 
many people and that my clients need support on 
many levels. I learned early on that I needed to be 
available when my clients need me, and that doesn’t 
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Here with you 
from contract to close!

CONTRACT REVIEW | NEGOTIATION | CLOSING DOCUMENTATION

Susan Ru�er Levin
Attorney/Mediator
THE LAW OFFICE OF SUSAN RUFFER LEVIN
790 West Frontage Road, #718
Northfield, IL 60093
(847) 441-4311  |  susanru�erlevin.law@gmail.com
www.ru�erlevinlaw.com

OVER TWENTY YEARS OF REAL ESTATE LAW EXPERIENCE
 IN COOK AND LAKE COUNTIES

Susan Ru�er Levin is a tireless advocate, 
a tough negotiator, and the right person to help you achieve the best possible 

outcome in any real estate matter. Ms. Ru�er Levin expertly guides and advises clients 
on all aspects of real estate law.
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