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In Anderson, a lot can be

(

RIVERVIEW ESTATES

at Coldstream Country Club

—
g ﬂ
PARKSIDE ESTATES

at Coldstream

Luxury living in Anderson Township beckons. Two elegant communities, Riverview
Estates at Coldstream Country Club and Parkside Estates at Coldstream, are now offering
scenic lots and constructing custom homes. Demand is high, so it’s a good idea to visit soon.

Riverview Estates lots sit comfortably on a ridge surrounded by lush woods, four ponds,
100 acres of Conservation Area and Coldstream Country Club. Only 30 one-acre+ homesites
are available for custom homes. Riverview offers peaceful, idyllic living within easy reach of
downtown Cincinnati.

Parkside Estates boasts 48 half to one-acre+ homesites that sit among a wooded hamlet,
gifting owners with tranquility and natural beauty.

Both communities are located within the highly desirable Forest Hills school district and
are convenient to shopping, dining, entertainment and I-275.

Entrust your next chapter of luxury living to Zicka Homes, a custom builder and developer
that’s been leading residents to happiness for more than five decades.

Va

HOM E S

For more information
please call Bob Johnson
513.477.2300

Visit www.ZickaHomes.com

We treat every
client as if
they are our

onty client
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AMERICAN HOMELAND

TITLE A GENCY

5 Local Area Locations
Cincinnati, Dayton, Eastgate, Northern KY & West Chester

Kl americanhomelandtitle | www.americanhomelandtitle.com | 513.863.9100
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EXPERIENCE THE MAGIC
OF THE MIRROR BOOTH!

The Mirror Booth takes photo booth fun to the next level, providing a unique
photo-generating experience with the latest technology! Guests are greeted with
colorful animations that continue throughout the session, guiding and entertaining
them during their majestic photo experience. The front of the booth is full-length mirror
s0 guests see themselves in their prop creations before the session starts.

We Give Your Buyers the
Security They Deserve!

" ilan is AMAZING! He gave me so much confidence, and

B enthusiasm, for the home | ultimately purchased! |
appreciated his common sense explanations about the
inner working of my home, and trusted him fo let me
know the dlear areas of concerns, as well as the simple
fixes. He goes above and beyond...from his thorough
report with photographs, to being easy to reach, and
easy fo like!" ~Molly

N Contact

(513) 379-7988

Contact us for a quote for your next event:

(513) 443-2050

rental@Signaturephotobooth.com

4 . July 2020
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There is a better way...

The .
Comprehensive

way!

COMPREHENSIVE TITLE CORP

CHARLES JOHNSON e PRESIDENT/CEO
CJOHNSON@COMPREHENSIVETITLE.NET ® HTTP://COMPREHENSIVETITLE.BIZ/

513-258-2498 | 8040 HOSBROOK RD. STE. 315 | CINCINNATI, OH 45236



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

RP

ATTORNEYS AT LAW
Robertson and Associates
of Ohio LLC

(513) 563-6161
www.info@raohio.law

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

CARPET CARE
Cincinnati Dry Carpet
Cleaning

Charlie Stout

(513) 503-0797

CLOSING GIFTS

Cutco Cutlery

(513) 687-0635
www.cuttingedgeemmi.com

CUSTOM FRAMING
ASM Custom Framing
(513) 763-9373

www.asmcustomframing.com

CUSTOM HOME BUILDERS

Zicka Homes
(513) 247-3500
zickahomes.com

FURNITURE BANK
New Life Furniture Bank
(513) 313-0530
www.nlfurniture.org

HANDYMAN SERVICES
Little Masters Handyman
Services

(513) 519-2249
litttemastershandyman.com

HOME INSPECTION
Horizon Point Inspections
(513) 831-1200
www.inspecthorizon.com

IPA Inspections
(513) 379-7988
Ipalnspections.com

Master Home Inspection
Services
(513) 519-2249

Pillar to Post
(513) 771-6689

Safe Start Home Inspections

Nathan Wessel
(513) 968-4311
www.safestarthi.com

HOME STAGING

Design To Market LLC

Jo Potvin

(513) 265-0952
www.designtomarket.com

Eye 4 Design Interiors
Sharon Colvill

(513) 916-0500
www.eyeddesigninteriors.
net

HOME THEATER/
HOME AUTOMATION
TECHNOLOGY
Hanson Audio Video
(513) 563-0444

HOME WARRANTY
Old Republic Home
Protection

Deana Hayes

(513) 305-9179
www.ORHP.com

INSURANCE

Edwin O. Young IIl -- \State
Farm Ins.

(513) 631-6699
www.oakleyinsurance.net

INSURANCE AGENCY
Meridian Insurance
(800) 207-7079

LAW FIRM

Yonas and Rink LLC

(513) 427-6100
www.cincinnatiattorney.com

MORTGAGE LENDER
AmeriFirst Home Mortgage
(513) 985-3000
www.amerifirst.com

Annie Mac Home Mortgage
(513) 769-2071
tony-annie-mac.com

Guaranteed Rate
(513) 609-4484
www.rate.com/ronerdmann

Motto Mortgage
(419) 906-2082

Mutual of Omaha Mortgage
Mike Bowers
(800) 589-8430 x310

Rapid Mortgage
(513) 769-6900
Rapidmortgagecompany.com

Ruoff Home Mortgage
Dave Scully

(513) 633-8476
www.ruoff.com/davescully

Warsaw Federal
(513) 238-0999

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

PHOTO BOOTH/EVENT
ENTERTAINMENT
Signature Photo Booth LLC
(513) 443-2050
www.signature
photobooth.com

PHOTOGRAPHY &
VIDEOGRAPHY

Tim Spanagel Photo & Video

(513) 374-8656
timspanagel.com

PHOTOGRAPHY- REAL
ESTATE

MKF Photo

Mackenzie Frank

(513) 680-2925
www.mkfphoto.com

RADON GAS TESTING
Geiler Company

(513) 574-0025
www.geiler.com

REAL ESTATE
VIDEOGRAPHY
Refractv Media
Dustin Muncy
(717) 756-3423

REMODEL & DESIGN
Nisbet Brower
(513) 619-7066

RESTORATION
Dry Effect

(513) 463-2121
www.dryeffect.com

TITLE AGENCY

All Quest Title Agency LLC
(513) 563-6161
www.aqtitle.com

American Homeland CS Title Agency
(740) 335-6645

cstitleagency.com

Title Agency

(513) 863-9100
www.americanhomeland
WINDOW AND

GLASS REPAIR
Burkhardt Pro Hardware
Anthony Wilkerson

(513) 821-3475

title.com

Comprehensive Title Corp
Charles Johnson
(513) 258-2498

MERIDIAN

INSURANCE

Your
Home, Auto, Business, Life

3443 Edwards Rd, Cincinnati, OH 45208
pkern@meridiancapstone.com
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Give Hope
with Furniture
Donations

We gladly pick up
essential furniture
items including:

s Mattresses Tables Furniture and
mattresses must be

L ]
. DI’ESSEI‘.S * Sofas : in good condition,
o Box Springs » New Pillows  freeof stains, tears
» Housewares e Chairs and pet hair.

Furniture collected is used to furnish the empty homes of families
eater Cincinnati area transitioning out of homelessness,
escaping abuse, and other devastating circumstances.

WE FURNISH

= YOURCLIENTS WE PICK UP
E ° THE FURMITURE ﬁ | HOMES OF
(513) 313-0530 FROM DONORS Mo FAMILIES IM MEED

Visit nifurniture.org/realtors
for more information

Cincinnati Real Producers - 7
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PANAGEL tspanagel@gmail.com

=WIDE

MEET THE CINCINNATI REAL PRODUCERS TEAM

Patrick Braddick
Publisher

Sandy Taylor
Ad Manager

Beth McCabe

Senior Writer

3

Emmi Abel-Rutter
Writer

Krista Silz Mackenzie Frank Brenna Smith Shelley Eaton
Photographer Photographer Photographer Reprint Coordinator
Interested in custom reprints? Contact Shelley for details: shelleyn2ads@gmail.com
513.374.8656

Instagram- @timspanagelphoto

Learn More 2 Earn More

Call me for 2020 CE

3 HR ONLINE OH CE
Realtors & Builders
Working Together

REGISTER TODAY FOR THE
NEXT ONLINE CE CLASS
BOOMERS HAVE
HOUSING NEEDS
- NOT WANTS!

‘EQUAL HOUS
LEND

CALL ME: MIKE BOWERS, NMLS: 61535
OFFICE: 800-589-8430 | CELL: 513-680-6168

SYNERGY ONE LENDING, INC. D/B/A RETIREMENT FUNDING SOLUTIONS NMLS 1025894. 3131 CAMINO DEL RIO N
190, SAN DIEGO, CA 92108. THESE MATERIALS ARE NOT FROM HUD OR FHA AND THE DOCUMENT WAS NOT
APPROVED BY HUD, FHA OR ANY GOVERNMENT AGENCY. SUBJECT TO CREDIT APPROVAL.
WWW.NMLSCONSUMERACCESS.ORG

Sew_er Scope

How and why scheduling a sewer scope can help your clients

Expert, professional sewer scoping by the Pillar To Post Capuano Team will help
your clients understand the condition of one of the key systems of their home

e Sewer inspection can be scheduled to take place during the home inspection
* Stand-alone sewer inspections are also available

¢ One call to Pillar To Post Home Inspectors will schedule your home inspection
sewer scope, radon, mold testing and much more

Contact us for more information or to schedule all of your inspections with one call

The Capuano Team
513-771-6689

~—

cincinnati@pillartopost.com

Serving the Cincinnati area

| [ PILLARTOPOST
HOME INSPECTORS
pillartopost.com/cincinnati
Each office is independently owned and operated.



Two Are Better Tha;’ 3

»» couples in real estate

REALTORS® Bill and Debbie
Burress are in their sixth year of
real estate. Executive Sales Vice
Presidents at Plum Tree Realty,
this dynamic duo aims to exceed

their clients’ expectations.

After 37 years of marriage,
they know each other well
and work very well together.
As Debbie says, “It works for
our clients. They get two full-
time REALTORS® when they
sign up with us, not just one.”
They both meet the client
together at their office for the

initial meeting.

Bill and Debbie explain, “As
a team, we ‘flow to the work.’
Both of us will do whatever
it takes to make our clients
happy. We both work on
new business.” Bill’s major
focus is marketing, contract
negotiations, and listings.
Debbie’s major focus is on
finances, office management,

and client communications.

Together, they attend ap-
pointments, go on showings,
and attend closings. Debbie
says, “This works great for us
because we can spend time
together and get work done at
the same time. Sometimes they
will celebrate after a closing
by going out to a nice dinner.
Since our children are grown,
we are available essentially 24
hours a day for our clients and
will run out at the last minute
to show a house. Business

gets very busy, but we love the
excitement it brings, and we
especially love handing over
keys to our first-time home-

buyers! It’s a great feeling!”




Bill adds, “We really enjoy it. Although we work a
lot of hours, it’s worth every ounce of effort.” Their
commitment to their clients is second to none. They
are extremely dedicated to their clients, and have
missed personal commitments to take care of their

clients’ needs.

The Road to

Real Estate

Bill owned and operated
a residential remodel-
ing and construction
company for 17 years.
While running his home
remodeling company,
he offered mortgages
and he originated those
loans so his custom-

ers could finance their
remodeling projects. In 1998, following a shutdown
of a large government project that Bill was heavily
invested in, he began to use his loan origination
experience to work as a loan officer for a local
mortgage broker. Bill later owned and managed

his own mortgage company until the nationwide
mortgage bank collapse of 2008. Bill then worked

as a bank loan officer for various local and national

12 - July 2020

mortgage lenders until November
2014. In December 2014, Bill’s entire
work experience culminated in his
new beginning at becoming a top pro-

ducing real estate agent in Ohio.

As for Debbie, she was employed at
P&G and decided to take early retire-
ment when the brand she was on (Prin-
gles) was sold to Kellogg’s. Debbie said,
“I thought I would retire from P&G on
my own timing, but things don’t always

happen the way you expect.”

She retired in June 2013, traveled

to Spain to visit her son, had lunch

with friends, and lived the retired life.

However, she found out quickly that
she still needed something more than
going out to lunch and shopping. So,
she decided to join Bill in real estate
school in 2014 and has loved being a
REALTOR® ever since.

They both agree that real estate is
more fulfilling and fun than their
previous jobs. As Debbie says, “It’s

not that I have to work.
Now it’s just fun.” Bill
adds, “We have no plans
to retire because we

love it that much.”

Excelling in Real
Estate

With a career volume of
35 million dollars and
climbing, Bill and Debbie
have tasted sweet suc-
cess in real estate. They
have earned a number
of awards, including
CABR (Cincinnati Area
Board of REALTORS®)
Circle of Excellence
Award, BWAOR (Butler
‘Warren Association of
REALTORS®) Award of
Achievement, and Ohio
Association of REAL-
TORS® President’s Club
every year since they
became REALTORS®.

Bill adds, “We were also invited to

sit on a panel for the Realtor.com
Summit in Las Vegas in October 2018.
‘Who could say no to that? It was a
great experience, and Realtor.com

treated us very well.”

What’s great about this team is that
each operates in their own strengths.
Debbie says, “Bill can do tough negoti-
ating, and can ask the hard questions.”
His training in sales and negotiation

is unparalleled. In addition to his
decades of experience in sales and
negotiations, he is also an avid student
of Chris Voss, Floyd Wickman, Brian
Tracy, Brian Buffini, Tom Hopkins,
and has completed several real estate
courses by Rebus University, Hon-
dros College and Keller Williams

Bold training among others. He’s been
negotiating contracts since 1980.

This extensive negotiating experience
equates to delivering much more than
expected to his clients on their real
estate transactions.

Bill recognizes Debbie’s gift of patience, which is an
asset to clients. While Bill often wants to cut to the
chase, Debbie frequently takes a softer approach

with clients. They balance each other out.

With Bill’s negotiating skills, he delivers big for all
his clients. For his home selling clients, Bill devel-
oped a unique real estate marketing system that he
uses to sell their home for top dollar and sell it fast,
usually in the first week. He’s so confident about
this unique real estate marketing system, he backs
it up with a money-back guarantee. For his buyers,
he uses a proven system to win a home for them

95% of the time while in multiple offers.

Outside Interests
Bill and Debbie have two sons, Will (32) and
Jacob (28).

Will lives and works in Madrid, Spain and loves it.
He teaches English and runs Trivia Nights at local
restaurants/bars. He also does private English les-
sons, and tutors ACT prep to students in the states
via Skype. Jacob works full-time as a photographer
for EBTH (Everything but the House), and freelanc-

es for weddings, private events, and family photos.

We include an
Infrared Scan with
each inspection

TR T
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Certified Residential Thermographers
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Bill and Debbie also have a 5-month-
old spoiled Miniature Schnauzer
named Charlie. They moved from the
West Side of town to Mason 20 years
ago and have not looked back. They
comment, “We love the northern
suburbs, and that’s where we do most

of our real estate transactions.”

In their free time, they love to spend

time in the Smoky Mountains, Las

" iu
Accurate and affordable

glass replacement and window repair.

Vegas, and the Bahamas. Debbie says,
“Also, as time allows, we love to just
get in the car on a Saturday afternoon
and see where it takes us.” Recently,
they explored Yellow Springs and
Young’s Dairy.

To Bill and Debbie, real estate is more
than a job, it’s a passion. They take their

careers seriously and are an asset to the

industry as well as to their clients.

When you need a PRO,
give Burkhardt's a go!

Anthony Wilkerson

7110 Vine Street Cincinnati OH, 45216
513-821-3475

Cincinnati Real Producers - 13



(717)756-3423 4

refractv

Dustin Muncy | dustin@refractv.com | www.refractv.com

Medla-..
That
Matters

Refractv has years
of experience in
promotional,
corporate, real
estate, and live
event streaming
video productions.

GOT ﬂg
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WE ARE TH E@ e AT COMMEMORATING
YOUR SPORTING ACHIEVEMENTS
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THOME INSPECTIONS, LT ¢

INTERNACHI® CERTIFIEp

SAFE START HOME
INSPECTIONS OFFERS:

» Full residential and commercial inspections
» State licensed Wood Destroying Insect Inspections
> State licensed Radon testing

We understand not everyone is in need of a full home

inspection and can customize to fit your needs. Whether
it is to just look in a crawlspace or inspect the plumbing
we can customize an inspection to fit your needs.

Office: 513-968-4311 Mobile: 937-321-7479
nwessel@safestarthi.com www.SafeStarthi.com

Mortgage Services for Generations...
Helping people get the mortgage loans they need

T - - 'IF ’. - - ; —

TR Wise ha 1elping thousands of clients for-over 2Q'years with
making their biggest purchase investment decision ~Their home!

e Fast and Easy Process

e Great Loan Products

e Competitive Interest Rates

TR Wise

Vice President Residential Mortgage Lending
NMLS# 132687

\
(\Ty/ Warsaw FEderal | At Your Service, On Your Side.

Member

www.WarsawFederal.com 513-244-6900 % FDIC
(513) 238-0999

/800 E. Kemper Rd., Ste. 140
Cincinnati, OH 45249
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featured producer

Photography by Mackenzie Frank
Written by Elizabeth McCabe

CALL IT THE DREAM TEAM. MICHAEL HINES, CO-
FOUNDER OF BUILD COLLECTIVE, HAS ESTABLISHED A
DEDICATED TEAM THAT ASSISTS BUYERS, SELLERS AND
CUSTOM-BUILDING CLIENTS FROM START TO FINISH.

His qualified team includes his part-
ner and co-founder, the Land Man,
Bill Hines, New Construction and
Land Specialist, Bob Hines, Resale
Specialist Brandi Schildmeyer,
Marketing and Operations Director
Becky Mannix, and Client Care Co-
ordinator Emily Woodruff. And let’s
not forget Pepper, the office dog who
lends moral support and serves as a

mood booster.

Michael followed his father’s lead
into real estate in 2007 and genu-
inely enjoys working with his father
day in and day out. He comments,
“Working with family is the absolute
best and most gratifying thing that
you could have. Of course, there are
hard days, but not many people get
to work with their mentor each day.
He has been in the business for 40
years and still loves every second
of'it. There is no one better when it
comes to sourcing or reviewing prop-

erties for development!”

A family company, the Build Col-
lective team is all family, whether
they have the Hines name or not.
Bob Hines, Mike’s brother, joined the
team four to five years back and has
been in land development for over a
decade and Becky Mannix has been
integral in their growth since their
conception. Their team is a constant
in the midst of an industry that is ev-

er-changing and constantly evolving.

18 - July 2020

Michael got his start working for his
father’s development company before
finding his path onto the brokerage
side. Real estate runs in his blood. His
mother served as a real estate agent
for decades. “My dad was licensed

in 1977; he was part of Cline before
Sibcy Cline,” says Michael.

Bill was in development throughout
the ‘90s and 2000s, building TPC

at River’s Bend, Oasis, and other
well-known developments. When the
Great Recession occurred and devel-
opment came to a screeching halt, it
meant the birth of a new business -
Build Collective.

Michael and Bill started with the
Coldwell Banker West Shell back in
2011, reviving their New Homes &
Land Division, which is now called
Build Collective. Michael says, “I do
most of the operations, sales and con-
sulting from a new homes’ standpoint.
My dad is behind the scenes and puts
tear down and development deals
together, creating new opportunities
for builders, buyers or fellow agents.”

Together they make a great team.

As their website states, “Our services
include listing sales, home buying,
land and lot acquisition, market

evaluation, architecture design con-

sulting, builder selection and EVERY-
THING that comes in between.” They
were recognized as the #1 sales group
in Cincinnati by the Home Builders
Association from 2016-2018. With
professionals from start to finish, it is

easy to buy, build, or sell a home.

“We do things a bit differently,”
explains Michael. “We are a mixture
between a real estate REALTOR®
team and a development firm. Our
business is broken down into three
facets. First, we go out and find prop-
erty (whether a teardown, develop-
ment opportunity, or a single-family
home that needs renovation). Once
we find the opportunity, then we find
the right builders and/or the right
clients. That’s when we turn it over to
marketing and our sales division to go
to work if it hasn’t already been sold

to an end buyer.”

WORKING WITH
FAMILY IS THE
ABSOLUTE BEST
AND MOST
GRATIFYING
THING THAT YOU
COULD HAVE.




Michael, who describes Build Col-
lective as a true team, recognizes the
value of each member of his firm.
They work together as a seamless ma-
chine. Deals wouldn’t happen without

every member of the team.

One of their most successful develop-
ments to date is The Allora on Madi-
son, 19 luxury townhome condomini-
ums. “Bob Hines, my brother, sold all
19 units as construction only started,”

Michael smiles.

He adds, “We like to call ourselves
bird dogs - we find great opportu-
nities. We are developers as well as
agents. We are borderless. If an agent
has a property for tear down or reno-
vation, they can call us, with no obli-
gation to use us. We give them some
guidance. Sometimes it is a deal that
we can do together.” A lot of agents
see Michael and his team as “the new

construction guys.”

Michael is constantly improving his
business, determined to be better and
stronger. He remarks, “I'm always
curious and want to be better. Learn-
ing and curiosity make us great as a
team. Everyone in the company is as
versatile as it gets. That’s what makes
it special and what makes us excited

to come into the office every day.”

Eager to succeed in every aspect of
his career, Michael was proud to earn
Entrepreneur of the Year with Rotary
Club last year. For the past few years,
he has been Off-Site REALTOR®

of the Year by the Home Builders
Association. In addition, Michael and
his team have earned the Circle of
Excellence and Presidents’ Club for

the past seven to eight years.

‘When Michael isn’t working, you
can find him spending time with his

family. His wife Logan runs marketing

20 - July 2020

for alocally owned salon and spa in town so he’s

always leaning on her for the cutting-edge market-
ing trends! They are blessed with two little kids —
Poppy (2 V%) and William (11 months old).

Family comes first to Michael. “My family has
definitely changed the way that I work,” he says.
“I used to be at the office at 6:45. That’s changed a
bit as now I’'m cooking the kids’ breakfast at that
time, but I am still a morning person. It’s the best
part of the day to catch up on emails or catch a

1

quick workout

To relax and unwind, Michael likes to travel with
Logan and the kids! Together, they have been to all

seven continents. “The crazier the
spot, the better,” says Michael. He
embraces an active lifestyle, whether
that is scuba diving or working out.
He is excited for his son and daughter
to get old enough to go hiking and ride
on the bike trail.

In conclusion, Michael says, “I want
people to know me as being truth-
ful and positive. I want to elevate
others.” In addition to elevating his
team, he wants to elevate the home
building experience, which he is

doing here in Cincinnati.

HOUSE “FLIP”
KITCHEN REFRESH/REFACE
NEW COUNTER TOPS

FULL KITCHEN REMODEL
/NEW CONSTRUCTION

‘NisbetBrowe;

(513) 671-1440 e Mon - Fri: 8:30am - 5:00pm, Sat. 9:00am - 3:00pm
10801 READING ROAD | CINCINNATI, OHIO 45241
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b a |
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ONE STOP, AFFORDABL
TO CUSTOM, WE HAVE
CABINETS AND COUNTER
TOPS TO FIT YOUR NEEDS

ROBERTSON

& ASSOCIATES OF OHIO, LLC

Attorneys and Counselors at Law

Estate Planning and Elder Law
Wills, Trusts, Powers of Attorney
Planning for Nursing and Residential Care

David Robertson
Lawyer

Jessica Tyler
Lawyer*
Robert Bennett
Paralegal

11137 Main Street, Sharonville, OH 45241

*Licensed in Utah, License Pending in Ohio

AllQuest

e ency
LG / Iy, L LA

11137 Main Street
Sharonville, OH 45241
513.563.0199
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SEE THE
FUTURE!

(SPOILER: IT'S PROFITABLE!)

Imagine if you had a crystal ball
that could tell you when a former
customer is in the market for a new house
again. Or when a prospect who couldn’t buy

a house due to bad credit is now able to do so.

WOULDN'T THAT BE AMAZING?

We have a crystal ball like that. It's a new piece of
technology that only we can offer. This borrower
intelligence platform helps us target customers the

moment their credit improves or they're out shopping.

LISTING WATCH:
Full MLS Nationwide coverage
including FSBO listings.

CREDIT WATCH:

We monitor our clients who have less

than perfect credit. Once their credit
improves and meets the minimum
requirements to qualify we will

call them and let you know.

TONY AUTULLO
BRANCH MANAGER
NMLS# 20232

Phone: 513-769-2071

Cell: 513-461-9321
TAutullo@Annie-Mac.com
tony.annie-mac.com

MARKET WATCH:

Know when your client is shopping
O O  otherlenders or Realtors'.

EQUITY WATCH:
m Get notified if there is motivational

ap|=

Second home, Vacation, and
Investment opportunities.

MMLSE 338921
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neighborhood focus

By Emmi Abel-Rutter

The city of Loveland, named after James Loveland, is commonly
referred to as the “Sweetheart of Ohio.” It is conveniently located
outside the 275 loop, and additionally accessible through Route
22. It is surrounded by Maineville, Goshen, Milford, Indian Hill, and

The Loveland Public School District
comprises six public schools, as well
as one local private school that ac-
commodates K-8th grade. The public
school district is ranked as the #12
Best School District in Cincinnati,
and #48 out of 608 in all of Ohio.
The District has a 21:1 student to
teacher ratio — only slightly above
the national average of 17:1, over 80%
proficiency in both Math and Reading,
as well as a 92% graduation rate for
students in 12th grade. The schools
are as follows:

* Early Childhood Center

* Loveland Primary School

*+ Loveland Elementary School
* Loveland Intermediate School
* Loveland Middle School

* Loveland High School

*+ St. Columban

Montgomery. When it was settled in 1795, the initial attraction to
the area revolved around the Little Miami River; it began to
evolve with the installation of the Little Miami Railroad,

which was converted to the ever-popular bike trail that

we know and love, in the 1980s. Today it is home to

over 12,000 residents, has a quaint downtown area,

and a large span of residential communities.

Take a drive down Loveland Madeira Road, and
youwll run into a wide variety of chain restaurants
with a few local favorites mixed in. If you’re looking
for a local Loveland favorite, the Downtown area

is your best bet. Right off of the bike trail, there

are restaurants, bars, and a few dessert options all
within walking distance. Here are a few fantastic

options to check out:

+ Paxton’s Grill

* The Casual Pint

* Indian Cafe Restaurant

+ Shanghai Bistro

+ Mezedes

* The Veg Head

* Kirby’s

* El Picante

* The Works

* Tano Bistro

* Ramsey’s Trailside

* The Beerded Pig Food Truck
+ Lyle’s Bikes, Brews, and BBQ
+ Shooter’s

* Loveland Dairy Whip

Due to the pandemic, of course, some
of the local businesses and attrac-
tions in Loveland may not be back to
their regular hours. As locations start
opening up as scheduled, this is the
perfect time to give back, and support
local business - Loveland is a very
tight knit community, so there is no
doubt that that’s what you’ll see in the
coming months. Aside from the Bike
Trail, which is by far one of the most
well known attractions in Loveland,
you can also find a variety of attrac-
tions, such as an indoor roller skating
rink and the Loveland Castle. Other

local favorites include:

» Castle Skateland



Your partner in
home loans.

WHEN YOU WORK WITH OURTEAM,
YOU’'LL FEEL THE DIFFERENCE.

At Amerifirst, we're raising expectations for what the lending experience
should be. Our goal is to help you take care of your client, givethem a
smooth experience, and make sure the loan closes on time,

Between your team and ours, there’s nothing we can’t accomplish.

Let’s get started.

John Insco
Branch Manager/Loan Originator
NMLS #21807 |

jinsco@amerifirst.com
C 513.702.9249
O 513.985.3000 x | 1705

amerifirst ;2= ...
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With his enthusiasm
and extroverted nature,
Danny Baronis a
natural when it comes
to interacting with
people. He discovered
his love for connecting
with people as a market

research consultant.

“I did market research

for specific brands,
including Procter & Gamble, Johnson & Johnson,
and McCormick,” explains Danny. He wrote reports
for clients, which was a dreaded task for him. “I am
way too people-oriented,” he laughs. “But I loved
interacting with people at focus groups and inter-

acting with people at their homes.”

Prior to entering real estate, Danny worked for a
custom home builder in Cincinnati for one and a
half years as a new sales home consultant. He ac-
quired real estate knowledge in the process. Danny
is also most grateful for his background in market

research that helped pave his way to real estate.

“That set me up for success in real estate,” he says.
“I had never thought about getting into real estate.
If someone would have told me that I would be in
real estate, I would have laughed in their face,” he
says. “I didn’t know anything about houses.” But

never say never.

Sink or Swim

Once Danny started real estate, it was full steam
ahead. There was no turning back. Danny explains,
“When I got into real estate, [ was $4,000 in debt.
It was 100% sink or swim. There was no try. It was
going to work and I was going to do anything to

make it work.”

He started real estate in June 2018 and started
with Keller Williams in July that same year. “Time
has flown by,” says Danny. He earned Rookie of the
Year for Keller Williams Advisory in 2019. He was
also the proud recipient of the Rising Star Award

and the Circle of Excellence.

“I'm very blessed to be where I am now,” says

Danny. He works with his business partner, Mitch
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Kenny. “He started in January and
has been INCREDIBLE! He is a
licensed agent and an amazing Direc-
tor of Operations! Bringing Mitch on
the team was the smartest business

move I’'ve ever made,” says Danny.

Motivated to Succeed

Even during the uncertainty with

the onset of COVID-19, Danny
overcame the fear that paralyzed
him. He says, “The first month,
everything stopped. All motivation
stopped. The ability to see past

what was in front of me was really
difficult. I couldn’t control whether
lenders stayed opened or whether we

could show houses.”

At first, he thought it was irrespon-
sible to keep working. In time he
found that it was irresponsible not to
work. He worked with clients with
safety measures in place. It paid off.
The month of May was an incredible
success and June will be Danny’s best

month to date.
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“When I feared that I couldn’t make a
dollar, I had two of my best months,”
he smiles. “I'm thankful that the mar-

ket has continued to operate.”

Connecting with Clients and
Building Relationships

Danny prides himself on his relation-
ships that he builds with clients. He
comments, “Real estate success has
nothing to do with the last two years
of my life, but the first 26 years of my
life and the relationships that I’ve cre-
ated along the way.” Through friends
on sports teams, church, school, fami-
ly and friends, his friends have turned

into clients.

“I've focused on integrity and being a
good friend and family member,” he
says. “People could trust me before

getting to see houses.”

When he started out in real estate,
he threw a launch party with 175
people in attendance. “That blew me
away,” he says. “They weren’t just

supporting my real estate endeavors,

but they were there to support me. My heart had

never been so full.”

Since then, Danny continues to hold client events that
have grown through the years. His first event brought

in 150 people at a trampoline park. His
second client event was a Reds game
with 225 people in attendance. “Wheth-
er clients or not, people were welcome

to come,” says Danny.

Blooms and Berries was his third
event with 250 people, followed by
renting out Two Cities Pizza in Ma-
son. Best of all, his last event raised
$4,000 for a ministry called Sifa
Threads to support underprivileged

women in Tanzania.

To Danny, real estate isn’t about
him. It’s helping to glorify God and

serve people.

Rooted in Family

“My family is the foundation of every-
thing that I have,” says Danny. His par-
ents have been married for 30 years.
Danny’s father is a retired dentist and
his sister is a nurse at Dayton Chil-
dren’s Hospital. He has one adopted
brother who works in the carpet clean-

ing business with a family friend.

Fueled by Faith

Danny is fueled by his faith. He
leads the music ministry at his
church. “On Sunday mornings, I
don’t work before 1 p.m. I play guitar
and lead our singing. That is more
important than real estate. It’s a
huge blessing - I've been doing that

for five years now.”

The best advice that Danny has ever
received is Proverbs 3:5-6: “Trust in
the Lord with all your heart and lean
not on your own understanding; in all
your ways submit to Him, and He will

make your paths straight.”

Danny says, “Proverbs 3:5-6 is the

heartbeat of how I want to live my life.”

He is grateful to be where he is now.
Danny concludes, “It’s literally unbe-
lievable to me that God has opened the
door for what I do now. I never thought
I'would be a REALTOR®. Real estate
and my life have blended together in a

harmonious life in a way that I love.”

RUOFF
TECHNOLOGY

With industry leading technology,

we make sure your loan process
moves swiftly so you can close
quickly and settle in sooner.

Digital Closing

Experience ——

- Avoid hand-signing page after page at closing.

- Apply your digital signature to nearly all your documents in seconds.

- Use a computer, mobile phone, or tablet. r

- Know your signature is secure with special encryption and extra Ia;re'rs-'ﬁ-rE: Secur

YA Ruoff

MORTGAGE

Dave Scully

SVP Area Manager
MMLS: 757304 | MLO-OH. 757304

513.633.8476
dave.scully@ruoff.com

SMARTER HOME & ENTERTAINMENT

—F—r 1) I

EATER Hi-Fl AUDIC

Small Handyman Jobs
Kitchen and Bath Remodels
Wood and Vinyl Flooring
Plumbing and Electrical
Roofing and Siding Services

« Certified Control 4 Showroom for Smart Home Automation

+ Home Theater - Whole Home Audio - Security

- Smart Lighting - Automated Shades - Climate Control

+TV's - Theater Seating - Furniture

- Streaming Audio - High Performance Audio - Headphones
1 » Custom Design, Installation and Support

TO JAdy . « Free In-Home or Office Consultation

Brian Gibb
ittlemastershan
ittlemastershan

Visit Us & Educate Your Home Buyers
(513) 563-0444 - HANSONAV.COM - 10800 MONTGOMERY RD - CINCINNATI
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Written by Elizabeth McCabe
Photography by Brenna Smith

No job is too small for Little Masters Handyman
SN 20 Services. You name it - they do it.

= et
ARt || | L2
""';-'I"ITE”L'E??J' EE !EE‘ General Contractor Brian Gibbs, owner of Little
I -:I_l' #‘_H”i"i 11 Eﬁ.- A Masters Handyman Services, does everything
A4 UL L

from changing light bulbs to full remodels. He

started the company two years ago and has

been working in the construction
industry for 17 years, directly out of
high school.

“I have a degree in Architectural Engi-
neering and Construction Engineering,”

says Brian. “I'm also a licensed home



inspector.” He decided upon remodeling

based upon his family.

“My family builds houses,” explains
Brian. “I grew up in the industry.” His
family started Potterhill Homes and
Freedom Homes. “My grandpa started
Freedom Homes before I was born. I
have literally been around construc-

tion my entire life.”

He started a team of his own at

Little Masters Handyman Services.
One crew does handyman services;
another crew does full remodels.
There are a total of six people in total.
They work year-round with exterior
renovations (deck, trim, siding, and so
forth) done primarily in the summer-
time. Interior renovations take place
all year round with more interior ren-

ovations during the winter months.

Excelling in
Customer Service
As a small compa-

ny, customer service
takes priority at Little
Masters Handyman

Services.

“Nothing is lost in
translation,” explains
Brian. Clients don’t
have multiple people
coming out to the job
site. Brian oversees all projects and
makes sure that they get done right.

In the event that there is an issue

in the future, Brian will be happy to
make it right. He is easily accessible
to his clients and is determined to ex-
ceed his clients’ expectations. Best of

all, he genuinely loves what he does.

“I just love seeing people and the
projects that they have been thinking
about for a long time. I love seeing
their vision come to life,” says Brian.
Seeing projects from start to finish
and the delighted looks on his clients’
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faces is worth every ounce
of effort to this successful

entrepreneur.

Catering to REALTORS®
“REALTORS® are my number
one referral because we do a
lot of addendum repairs for
houses that are being sold.
Buyers want items fixed and we

get those done,” says Brian.

He is also sensitive to the dead-
lines of REALTORS®. “We can
get items done before closing so
it doesn’t hold anything up. After
the buyers move in, if they want
renovations done, REALTORS®
refer us to them as well.” Brian is
happy to transform living spaces

with his experience and expertise.

The process is simple.
It begins with a phone
call and Brian comes to
the home and provides
a quote. For small jobs,
quotes can be done on

the phone.

Brian’s work can be
seen on Facebook. All
work is recent and
people can see his expert
craftsmanship for them-
selves. For those looking
for remodeling or handymen, Brian
encourages people to “do their home-
work.” Researching potential contractors

is important to avoid costly mistakes.

Personal Life
When Brian isn’t working, he enjoys spend-
ing time with his family. He is married to
his wife Marianne for over 10 years and they
are blessed with three children. He has lived
in Cincinnati for 35 years and is a graduate of

the University of Cincinnati.

For more information on Little Masters
Handyman Services, check out their website,

littlemastershandyman.com, or call 519-2249.
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YONAS & RINK, LLC

ATTORNEYS AT LAW

CRIMINAL DEFENSE
ESTATE PLANNING

FAMILY LAW
PROBATE LAW

REAL ESTATE LAW

NOW ACCEPTING NEW CLIENTS

513.427.6100 | www.yandrlaw.com

"Peace of Mind
Before You Buy"

ST BriaAN GIBBS
w (513)519-2249
HOME INspecTioN SERVICES  Masterhiservices@gmail.com
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Meet Tom Canning
Julie Canning

This Father-Daughter

Team Has A Track
Record of Success!

Trusted. Tried. True. Tom Canning
has been in real estate for half a cen-
tury, starting on his birthday on June
19, 1971. His daughter Julie followed
in his footsteps and has been a REAL-
TOR® for 21 years.

Real estate is a family affair for the
Canning family. Tom’s wife Sha-
ron has her broker’s license also.
Although she is pretty much retired,
she is happy to lend a helping hand

as needed.

Tom and Sharon’s other daughter,
Amy Canning Odley, a researcher
at Children’s Hospital, also decided
to enter the real estate business. A
licensed REALTOR®, Amy recently
sold her first house. Tom jokes, “I
look at her as my exit strategy.” All
joking aside, Amy will probably fol-

low her family’s lead.

Both Julie and Amy are graduates of
Mount Saint Joseph University. Julie
graduated in 1999 with a degree in
Quality Management and Business
Administration. One month after
graduation, she made the decision to
get her real estate license. Her degree

was excellent preparation for real es-
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tate, especially being able to manage

and train the team. Amy graduated
in 1997 with a degree in Biology and
recently earned her Master’s degree

in Organizational Leadership.

Julie and Amy grew up in the real
estate business, accompanying their
parents to open houses, often roller-
blading in neighborhoods during the
open house. Julie says, “We would
always hear our parents talking about
deals in the car.” Real estate rubbed
off on them, making an impression
that still lasts to this day.

Tom and Julie team up really well to-

gether. Julie comments, “Our person-

ality types are very similar. Initially,
we meet with clients together and
then decide which one of us would be
best fit to handle their needs.”

This father-daughter team can
cater to different people of different
walks of life. While the younger
buyers and sellers tend to gravitate
toward Julie, middle-aged or older

adults turn to Tom.

“Together, we have over 70 years of
experience,” says Tom. “If you factor
my wife Sharon in the equation, who
has 40 years in real estate, that’s 110
years of combined experience.” They
also have two other team members

who work with them - Christian Sala-




zar and Victoria Haas — which brings them to a to-

tal of 114 years of combined experience among

all their team members, which is phenomenal.

Tom and Julie are well versed in the market around
Cincinnati. Tom, who was in construction before
real estate, uses his expertise to help others too. He
comments, “I’ve done joint ventures with builders,
developed property, and done a lot of things that
other agents haven’t done. It’s added value that I
bring to the relationship.”

Their track record of success speaks for them-
selves. With thousands of transactions through the
years, Tom and Julie have established their reputa-

tion in real estate, one satisfied client at a time.

Tom is #1 in longevity in the Cincinnati Area Board
of REALTORS’® Circle of Excellence for achieving
this prestigious award for 45 consecutive years!
“My goal is to make it 50 straight years,” Toms

says. “It’s the award that I am most proud of.”

Prior to the designation “Circle of Excellence,” it
was actually called the “Million Dollar Club.” Tom
says, “In 1975, an agent needed to earn $21,000

12

to qualify. I barely made it that year!” Tom has
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achieved that award every year since.

That’s one for the record books.

Julie has earned the Circle of Excel-
lence for a total of 10 years. Will she
hit 50 years? Only time will tell!

With a career spanning 50 years in
real estate, Tom has seen many chang-
es through the years. One of those
things is how the MLS back in the ‘60s
and ‘70s informed members about new

residential and commerecial listings.

Tom recalls, “Back then it was
called MSS - Multiple Selling
Service. When the listings came
in by snail mail, our administrator
would put them in a three-ring
binder alphabetically by area, then
street name. We had a separate

binder for each municipality.”

Once the listing sold, expired, or
was taken off the market, the office

administrator would take it out of

the Active Listing binder and put it in

a file box. Tom kept those file boxes
and now has approximately 50,000
of those old MSS sheets from that

10-year timeframe.

Each month, Tom sends out several
hundred of those sheets to random
households, receiving “serious

Thank You phone calls, emails, and

note cards.”

Real estate has brought out the best
in Tom and Julie. Tom recalls his
introverted days during his younger
years. He admits, “I didn’t enjoy so-
cial events and things like that.” Real
estate bolstered his confidence and
helped him overcome his introverted

nature. He’s a better man for it.

Julie has also discovered newfound
confidence through real estate deal-
ings. She says, “When I first got into
the business, my dad and I did all the
appointments together. I got used to
that and was nervous to go out on my
own. Since I have gotten older and

more confident, I now look forward to

doing appointments on my own.”

When they aren’t working, Tom and
Julie love to spend time with their
families. Tom and his wife are blessed
with three grandchildren. Tom, who

comes from a large family himself of

four brothers and four sisters, enjoys spending time
with his children and grandchildren.

Tom and Sharon also like going to the theater and
subscribe to the Aronoff Broadway Series and
used to go to NYC annually during Thanksgiving
to see shows. They also love to travel. Back in the
early ‘90s, they purchased timeshares with Marri-
ott and Westin. They have weeks on the mainland
plus Maui and Kauai, which is how they get away
and relax.

Julie has an 11-year-old daughter named Hailey,
who is very involved with the arts. Her 7-year-old
son Joey is into sports and is very athletic. Julie
herself grew up playing soccer from elementary
school through high school and college, and was
part of the USA Sword Team in Europe and played
in the Holland Cup in Europe. Despite six knee sur-

geries, Julie continues to play soccer every week.

“It’s my identity. I don’t feel complete unless I play,”
says Julie. She and her family also enjoy tent camp-
ing, hiking, and taking scenic drives on the weekend
with no destination in sight. “I always find my way

home,” she smiles.

Amy and her husband Scott have a 17-year-old

son Tommy.

FreaLTORS.
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Although real estate has changed through the years,

it has made things much easier for agents.

Tom says, “In the ‘70s, there was a lot of legwork
involved in selling real estate. With technology, it’s
a lot different. Back then, there were no cell phones
(only payphone booths), no lockboxes, no fax ma-
chines, and no Internet. Copy machines were rare.
‘We normally used carbon paper between contracts

so everyone could have a copy of what they signed.

Sometimes, we’d be up all night put-

ting sales together.”

He has stood the test of time. While
real estate isn’t as demanding as it
once was, it takes a certain type of
person to be adaptable and flexible

as technology develops, the market
drops, or unexpected challenges come

his way.

With 50 years in real estate, Tom has
established a legacy in a competitive
industry. Julie is doing the same.
With her heart focused on service

and helping others, she is proud to

follow in her father’s footsteps. Tom
says, “I get compliments all the time
from Julie’s clients and cooperative
sales agents with whom we deal on
our listings and sales. I'm very proud
of how far she has come to bring her
own person with integrity, know-how

and confidence.”

Tom has obviously enjoyed his
profession as a REALTOR® for 50
years. Julie concludes, “My dad has
instructed that when he passes away
he wants his tombstone to say, ‘MY
FINAL CLOSING.”
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¢ OLD REPUBLIC HOME PROTECTION
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Rekey service is included in
our Standard Plan for home buyers!

Your clients can feel secure knowing only
they have keys to their new home.

Deana Hayes
Account Executive
Call me today to 800,282,7131 Ext. 1230

fearn more. Cell; 513,305.9179
DeanaH@orhp.com
my.crhp.com/deanahayes

Cutco Closing Gifts Are:

100% Tax Deductible

High Quality

Branded Client Retention Tools
American Made

Forever Guaranteed
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astjee

513.687.0635

eabelrutter@gmail.com
www.360BusinessGrowth.com
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"You can trust the Geiler Company
because they have been doing

it right for 3 generations."

- Gary Sullivan Talk Show Host
At Home with Gary Sullivan

| Heart Media

v

You need
it done fast.
You want it done
right. That's what
we do and we've been
doing it for 130 years

Since 1885

GEI[ER

PLUMBING, HEATING, AIR, RADON MITIGATION
513-574-0025

www.Gellercom

Your Cincinnati Real Estate Insurance Partner!

Edwin Young Il

Agent

013-631-6699

edwin@oakleyinsurance.net
www.oakleyinsurance.net

Homeowner Insurance
Condominium Insurance -
Renters Insurance |
Rental Property Insurance
Commercial Building Insurance

& StateFarm

3218 Madison Rd. Ste. A
Cincinnati, OH 45209

PROVIDING INSURAMNCE &
FINAMCIAL SERVICES

Tt Frarrs s (7Ticn, Woamuingion,
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‘> DRYEFFECT

RESTORATION SERVICES

HAVING TROUBLE

SELLING THAT HOME?

A FRESH KIND OF CLEAN UP!

Mold Inspection/Testing - Mold Removal
Mold Remediation - Water/ Flood Mitigation
Basement Waterproofing - Foundation Crack Repair

513-763-2121
1045 Hopkins St. Cincinnati, OH 45203

- www.dryeffect.com



MOTTO

MORTGAGE
Opportunity Works Here

The Choice Customers Demand

The Motto Mortgage network equips you with quality
options clients can trust. The lender relationships we've
built have earned Motto Mortgage loan originators:

Access to a range of loans, including conventional,
FHA, VA, USDA, jumbo, fixed rate, and ARM

The ability to comparison shop for clients.

A dedicated Account Executive at each lender.
System integration with wholesale lenders.

Our diverse mix of top wholesalers enables you to
credibly deliver competitive rates and loan options.

Get more. Provide more.

Breon Price

Loan Officer/ Owner
NMLS# 938361
513-204-9587
www.applvywithapex.com

Rank

20

21

22

23

24

25

26

27

28

29

30

31

32

33

34

Name

Julie K Back

Kim K Mansfield
Rick J Finn

Ragan R McKinney
Bob Dorger

Peter D Chabris
Michael C Hinckley
Andrew S Gaydosh
Michael P Hines
Adam G Marit
Donna Franke
Scott A Oyler
Robert Dorger
Rakesh Ram

Kathy J Kramer
Sandra L Peters
Ron A Bisher
David W Wellinghoff
Holly M Finn

Ellie D Kowalchik
Kevin E Hildebrand
Diane Tafuri

Bob Hines

Sue S Lewis
Tiffany B Allen-Zeuch
Tina A Burton
Andrew Homan
Megan S Stacey
Tom Deutsch Jr.
Bobby Stephens
Andrea L DeStefano
Amy L Markowski
Heather R Herr

Tyler A Smith

TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1-May 31 as of June 9, 2020 at 4:35PM

Office

Sibcy Cline

Keller Williams Advisors
Coldwell Banker West Shell
Ragan McKinney Real Estate
Comey and Shepherd
Keller Williams Seven Hills Re
Coldwell Banker West Shell
eXp Realty

Coldwell Banker West Shell
Real Link

Sibcy Cline

Coldwell Banker West Shell
Comey and Shepherd
Coldwell Banker West Shell
Star One Real Estate Inc.
Comey and Shepherd
Coldwell Banker West Shell
Comey and Shepherd
Coldwell Banker West Shell
Keller Williams Pinnacle Group
Comey and Shepherd

Sibcy Cline

Coldwell Banker West Shell
Sibcy Cline

Sibcy Cline

Sibcy Cline

Coldwell Banker West Shell
Coldwell Banker West Shell
Coldwell Banker West Shell
Comey and Shepherd

Sibcy Cline

Keller Williams Realty Assoc.
Coldwell Banker West Shell

RE/MAX Preferred Group

Total

40

103

55

96

30

74

33
60
26
60
35
M

21

35
31

19

45
20
38
36
37
16

18

29
27
38
22
25
52
15

23
52
24

28

Volume

$38,265,025
$23,782,208
$17,212,522
$16,853,130
$16,398,187
$15,213,055
$14,415,837
$14,351,500
$14,340,239
$14,250,779
$14134,242
$14,107,576
$12,600,087
$12,173,779
$11,865,753
$11,567,838
$11,501,417
$10,794,050
$10,676,322
$10,590,575
$10,321,000
$10,215,765
$10,050,700
$9,957,650
$9,841,280
$9,625,636
$9,452,577
$9,379,675
$9,050,525
$9,035,650
$8,908,100
$8,670,349
$8,656,598

$8,420,987
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TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1-May 31 as of June 9, 2020 at 4:35PM

Rank Name Office Total Volume
35 Alexander Schafers RE/MAX United Associates 32 $8,355,910
36 Jason J Bowman RE/MAX Elite 4 $8,354,589
37 Eric Lowry eXp Realty 35 $8,285,400
38 Mike Hildebrand Comey and Shepherd 31 $8,228,660
39 Lee G Robinson Robinson Sotheby's Internat'l 15 $8,179,750
40 Julia Wesselkamper Coldwell Banker West Shell 17 $7,999,700
41 Chris R Waits Sibcy Cline 34 $7,998,650
42 Lori N Wellinghoff Comey and Shepherd 13 $7,853,550
43 Regina M Hamilton Sibcy Cline 42 $7,849,250
44 James C Harris Keller Williams Seven Hills Re 36 $7,801,805
45 Nicole M Gulick Reign Realty 27 $7,784,985
46 Joan Elflein Ohio Broker Direct 32 $7,714,386
47 Lisa S Morales Coldwell Banker West Shell 31 $7,696,000
48 Jon L Bowling RE/MAX Preferred Group 39 $7,683,537
49 Sarah E Close Keller Williams Advisors 30 $7,645,760
50 Paul C Renwick Renwick Realty LLC 65 $7,636,050

DISCLAIMER: Information is based on reported numbers to the Cincinnati REALTORS® through the MLS, as indicated above by the date range listed on the actual
date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported by the REALTOR®. Accuracy is also affected by
the date transactions are reported, which affects all parties involved in a transaction. New construction or numbers not reported to Cincinnati REALTORS® through
the MLS within the date range listed are not included. Cincinnati REALTORS® are not responsible for submitting this information.

the

Erdmann Group | guaranteed

Proud to partner with the

best Realtors in Cincinnati.

O: (513) 609-4484 Rate.com/RonErdmann

2101 Grandin Road Suite B, Cincinnati, OH 45208
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Rank Name Office Total Volume
51 Anna S Bisher Coldwell Banker West Shell 29 $7622,017
52 Ingrid K Likes Coldwell Banker West Shell 17 $7,380,177
53 Sue M Miller Comey and Shepherd 33 $7,358,100
54 Shelley Miller Reed Sibcy Cline 14 $7,229,400
55 Maryann D Ries Coldwell Banker West Shell 17 $7,217156
56 Emily A Foebar Huff Realty 30 $7,168,250
57 Kathy M Bryant Weichert Realtors 14 $7,158,900
58 Jason A Reynolds RE/MAX Alpha Real Estate 24 $7,095,761
59 Gary L Hamilton Sibcy Cline 37 $7,070,000
60 Lisa M Phair Coldwell Banker West Shell 30 $7,068,605
61 Sue Wahl Comey and Shepherd 32 $7,068,100
62 Sondra M Parker Coldwell Banker West Shell 18 $7,046,000
63 Tami E Holmes HER LLC 36 $7,016,650
64 Michael L Vazquez ERA Real Solutions Realty 22 $6,922,991
65 Bob D Kugler Bowling & Kuglar Realty 16 $6,907,458
66 Micha Gleisinger Comey and Shepherd 15 $6,881,150
67 Amy Hackett Roe Sibcy Cline 14 $6,751,900
68 Gina A Dubell-Smith eXp Realty 19 $6,694,381
69 Sarah A Woody Keller Williams Advisors 27 $6,688,850
70 Patrick J Cagney Coldwell Banker West Shell 3 $6,665,565
71 Sharon | Packer Coldwell Banker West Shell 1" $6,608,800
72 Michele Donovan Comey and Shepherd 30 $6,549,369
73 Jennifer Sarver Comey and Shepherd 18 $6,507,471
74 Tammy K Thome Century 21 Thacker & Associates 28 $6,502,600
75 Lynn M Schwarber Comey and Shepherd 23 $6,428,800
76 Kelly Pear Comey and Shepherd 17 $6,391,120
77 Scott T Ferguson Keller Williams Assoc. Partner 22 $6,379,246
78 Catherine M Mueller Sibcy Cline 17 $6,337,513
79 Walter B Gibler Coldwell Banker West Shell 21 $6,243,100
80 Monika Deroussel eXp Realty 23 $6,235,150
81 Jamie R Gabbard Comey and Shepherd 26 $6,157,400
82 Rebecca A Messenger Comey and Shepherd 16 $6,118,220
83 Christy L Colglazier Huff Realty 21 $6,104,950
84 Hossam Elsayed Plum Tree Realty 29 $6,089,300
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TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1-May 31 as of June 9, 2020 at 4:35PM

Rank Name Office Total Volume

85 Kathy G Comisar Comey and Shepherd 5 $6,066,602
86 Michael T Wiseman ERA Real Solutions Realty 19 $6,056,518
87 Dana Lynn Atti Comey and Shepherd 17 $5,995,800
88 Heather S Kopf Kopf Hunter Haas 9 $5,962,100
89 Mark Schupp Star One Real Estate Inc. 28 $5,961,350
90 Tyler Minges Huff Realty 27 $5,953,453
91 Denise L Gifford Keller Williams Realty Assoc. 23 $5,852,981
92 Jeanne M Rieder Hoeting, Realtors A $5,842,640
93 Jon W Weeks Keller Williams Assoc. Partner 26 $5,831,250
94 Janelle A Sprandel Comey and Shepherd 23 $5,783,875
95 Pete Kopf Kopf Hunter Haas 1" $5,780,500
96 Kimberly A Price Plum Tree Realty 42 $5,775,500
97 Timothy J Mahoney Il Sibcy Cline 10 $5,769,200
98 Mitchell Ram Coldwell Banker West Shell 20 $5,769,000
99 Celia B Carroll Sibcy Cline 12 $5,700,223
100 Benjamin M Austin Keller Williams Advisors 32 $5,666,200

DISCLAIMER: Information is based on reported numbers to the Cincinnati REALTORS® through the MLS, as indicated above by the date range listed on the actual
date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported by the REALTOR®. Accuracy is also affected by
the date transactions are reported, which affects all parties involved in a transaction. New construction or numbers not reported to Cincinnati REALTORS® through
the MLS within the date range listed are not included. Cincinnati REALTORS® are not responsible for submitting this information.

Close with Confidence!

224 N. Fayette St, Washington C.H., OH 4316
(p) 740-335-6645 (f) 740-335-5718
correspondence@cstitle.com

www.cstitleagency.com

Don’t Hesitate!
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Rank Name Office Total Volume
101 David D Dawson Sibcy Cline 15 $5,571,600
102 Meg S Perez Coldwell Banker West Shell 28 $5,565,500
103 Christy C Clement Sibcy Cline 16 $5,512,750
104 Zachary Ferrell Keller Williams Community Part. 33 $5,495,178
105 Kim M Vincent Sibcy Cline 8 $5,490,000
106 Bryan L Hoelzer Coldwell Banker West Shell 24 $5,461,500
107 Laura M Faz RE/MAX Preferred Group 22 $5,457137
108 Steve Sylvester Comey and Shepherd 10 $5,430,650
109 Courtne C Brass Coldwell Banker West Shell 25 $5,380,469
10 Marsha Bennett Bennett Realty, LLC 25 $5,235,300
m Larry A Whited Sr. www.WEBMLS.net 18 $5,227,000
12 Helena F Cameron Sibcy Cline 16 $5,223,590
13 Jackie Quigley Comey and Shepherd 13 $5,198,900
14 Marc A Cameron Sibcy Cline 16 $5,052,650
15 Deborah A Martin Keller Williams Advisors 17 $5,040,869
16 Beau Tuke Sibcy Cline " $5,029,500
17 Guy W Cagney Coldwell Banker West Shell 20 $5,000,450
18 Stacie A Schoeplein Star One Real Estate Inc. 12 $5,000,406
19 Robert R Smith Coldwell Banker West Shell 27 $4,993,547
120 Molly E Blenk Comey and Shepherd 14 $4,986,000
121 Brendan S Morrissey Sibcy Cline 20 $4,969,405
122 Larry L Thinnes Sibcy Cline 15 $4,956,690
123 Karen E Scherer Coldwell Banker West Shell 17 $4,929,937
124 Ben Freimuth Robinson Sotheby's Internat'l 17 $4,928,300
125 Candace N Burton Sibcy Cline 22 $4,911136
126 Jessica Bauer Comey and Shepherd 17 $4,894,500
127 James E Pitzer Il Coldwell Banker West Shell 17 $4,874,900
128 Cody M Brownfield Redfin Corporation 17 $4,868,300
129 Beth Silber Coldwell Banker West Shell 18 $4,846,600
130 John M Bissman Keller Williams Pinnacle Group 20 $4,838,574
131 Beth A Brown Ciul Keller Williams Realty Assoc. 23 $4,819,900
132 Missy B Friede Century 21 Thacker & Associates 17 $4,778,500
133 Don M Johnson Cutler Real Estate 24 $4,775,400
134 Tim Cottrill Sibcy Cline 31 $4,734,400
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TOP 150 STANDINGS

Name

Chase R Rickey

Constance A Juillerat

Cindy Shetterly
Jerry Marks

Rick A Hoeting
Derek L Tye

Joan M Lane-Isbell
Eric Surkamp
Cheryl A Ferry
Judy S Recker
Chris Dohrmann
Cynda T Parkinson
Michelle L Collins
Melissa R Stone
Liz Lemon

Julie Rose

Office

Coldwell Banker West Shell
Sibcy Cline

Keller Williams Distinctive Re

Keller Williams Pinnacle Group

Hoeting, Realtors

eXp Realty

Coldwell Banker West Shell
Comey and Shepherd
Keller Williams Advisors
Sibcy Cline

Sibcy Cline

Coldwell Banker West Shell
Collins Real Estate Services
Comey and Shepherd
Comey and Shepherd

Coldwell Banker West Shell

Individuals | By Volume Closed date from Jan 1-May 31 as of June 9, 2020 at 4:35PM

Total Volume
17 $4,720,200
10 $4,623,500
18 $4,608,585
18 $4,606,674
24 $4,600,617
14 $4,599,459
18 $4,593,088
17 $4,571,775
20 $4,532,900
5 $4,515,444
7 $4,511,025
13 $4,503,905
32 $4,490,900
14 $4,481,641
15 $4,475,375
21 $4,459,000

DISCLAIMER: Information is based on reported numbers to the Cincinnati REALTORS® through the MLS, as indicated above by the date range listed on the actual

date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported by the REALTOR®. Accuracy is also affected by

the date transactions are reported, which affects all parties involved in a transaction. New construction or numbers not reported to Cincinnati REALTORS® through
the MLS within the date range listed are not included. Cincinnati REALTORS® are not responsible for submitting this information.
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