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Vacant Home Staging  •  Occupied Staging & Consultation

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

"I consistently rely on CHS for expert and tasteful staging. The 
investment always brings a return with higher offers and faster sales."

Kris Berger, President
Kris Berger Group
Compass Hinsdale

Our Professionals Will Transform Your Listing Into a Warm,
Comfortable Space That Makes Your Buyers Feel At Home

Kris Berger's listing was under contract in less than 3 weeks!

BEFORE

AFTER
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GH& LLC& Garver,
Hawbecker hglegal.com | 26 Blaine Street, Hinsdale, IL 60521

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

Six Attorneys  |  Six Paralegals
Thousands of Successful Closings

Need a low cost solution for this?

BeforeBefore
AfterAfter

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

at reasonable prices since 1996.

LET US HELP YOU AND YOUR CLIENTS 844.44GROUT
GroutGuy.com
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a port in the storm, if you will, DuPage Real Producers will be 
throwing you a party right in the middle of it!

Our LAUNCH PARTY will be on THURSDAY, APRIL 
23, 4:00-7:00 in Oak Brook Terrace!! Details are in this 
issue, and the event is free for the Top 500 DuPage agents. 
Save the date, and get ready for a great cocktail party with 
your fellow premier brokers from all corners of the county. 
You’re going to get lambasted via Eventbrite, Facebook, email, 
and maybe even a call from me…so no excuses!!

Joseph D’Alessandro

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

630.404.3869

         

facebook.com/DuPageRealProducers

@DuPageRealProducers
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S This section has been created to give you easier access when searching for a trusted real es-

tate affiliate. Take a minute to familiarize yourself with the businesses sponsoring your maga-

zine. These local businesses are proud to partner with you and make this magazine possible. 

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

ATTORNEYS

Fry Law Group LLC

(630) 563-5383

FryLawGroup.com

Hawbecker & Garver, LLC

(630) 789-6833

HGLegal.com

Katris Law Group LLC

(708) 655-7932

KatrisLaw.com

Law Office of Scott A. 

Brower

(630) 753-0008

BrowerLawOffice.com

Law Office of Stuart D. 

Polizzi

(708) 476-6852

StuartPolizziLaw.com

CARPET/DRAPERY/

UPHOLSTERY CLEANING

Bella Custom Cleaning

(708) 579-3182

Bella-Cleaning.com

CONCRETE REPAIR

Raise-Rite Concrete Lifting

(630) 665-1345

RaiseRite.com

CONSTRUCTION & 

REMODELING

Imagine Construction Group

(877) 209-9435

BuildByImagine.com

ESTATE SALES & 

APPRAISAL SERVICES

The Perfect Thing

(630) 665-5200

ThePerfectThing.net

GROUT AND TILE / CLEAN, 

REPAIR, SEAL

Grout Medic

(844) 444-7688

GroutGuy.com

HEATING & AIR 

CONDITIONING

State Automatic Heating & 

Cooling

(630) 879-8600

StateAutomatic.com

HOME INSPECTION

Castle Home Inspection

(630) 462-1050

CastleInspectors.com

White Glove Building 

Inspections

(630) 428-4555

WhiteGloveInspections.com

HOME STAGING & DESIGN

Chicagoland Home Staging

(815) 577-2233

ChicagolandHomeStag

ing.com

Johnson-Berghorst Interiors

(630) 440-1344

JohnBergInteriors.com

Phoenix Rising Home 

Staging

(312) 450-8365

ChicagoStaging.com

HOME WARRANTY

Achosa Home Warranty

(630) 209-2888

AchosaHW.com

Home Warranty of America

(888) 492-7359 x404

HWAHomeWarranty.com

INSURANCE

Dutch Van Rossum - 

State Farm

(630) 289-9850

DutchSF.com

MORTGAGE / LENDER

Fifth Third Bank

(312) 962-2850

53.com/mlo/TonyLupescu

MOVING & STORAGE

Boerman Moving & Storage

(630) 972-1000

boerman.com

ORGANIZING & STAGING

DeClutter Box Organizing & 

ReDesign Staging

(630) 968-7557

DeClutterBox.com

RADON MITIGATION

DuPage Radon Contractors

(630) 836-1918

DuPageRadon.com

REAL ESTATE 

TECHNOLOGY & 

MARKETING

Proposed Properties

(312) 500-9900

ProposedProperties.com

REAL ESTATE VIDEO & 

PHOTOGRAPHY

KDE Photography Inc.

(630) 244-9959

KDEphotography.com

Portraits of Home

(630) 536-9870

POHphotography.com

TITLE INSURANCE

Chicago Title Insurance 

Company

(224) 242-6848

ctic.com

Publisher’s Note
DuPage Real Producers is hitting stride with our third issue. We are 
growing at a healthy pace thanks to our Preferred Partners – the ven-
dors who sponsor the publication and help us keep everything free for 
you. Every Preferred Partner is referred by you, the Top 500 REAL-
TORS® in DuPage County, so you know they have the professionalism 
and capacity to serve top-performing brokers and teams.

Special thanks to the Designated Managing Brokers and Brokerage 
Owners who have opened their doors to DuPage Real Producers and 
embraced the movement. We are always looking for your recommen-
dations for editorial features, especially rising stars who may not yet 
be in the Top 500, but whom you know are on their way.

As I write this on a zero-degree day in late February, it’s easy to long 
for Spring. The warm January gave DuPage real estate a very suc-
cessful first month of the year. Economic indicators and REALTOR® 
vibes are pointing toward a strong Spring Market.

And I know, I know…everyone is incredibly slammed during Spring 
Market. The whole community is going to be working all hours to pre-
pare, repair, stage, list, show, inspect, asses, review, negotiate, lend, 
and close. To provide an oasis in the desert, a beacon in the tempest, 

630-753-0008
BrowerLawO�ce.com 

608 S. Washington, Suite 311
Naperville, IL 60540 

Timely delivery on
every commitment.

Friendly and responsive team.
 
Consistent professional
communication.

Experience you can trust. 
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DuPage REAL Producers 

CALL TO SCHEDULE

630-960-9422
To find all our services, go to www.bella-cleaning.com 

20%
SALE

on our carpet,
upholstery drapery and

tile cleaning services

Spring Forward Cleaning Specials! The Fry Group, LLC

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

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

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

LAUNCH  
PARTY

THURSDAY, APRIL 23RD 4:00-7:00PM

PRIVATE EVENT

For DuPage Real Producers  

& Preferred Partners Only

Cocktails & Hors d’Oeuvres
Raffles & Giveaways at 6:00

Free Covered Parking

One Lincoln Centre 
18W140 Butterfield Road

Oakbrook Terrace, IL 60181
On Buttefield Road About A Mile West of Route 83

Contact joe.dalessandro@realproducersmag.com for event details

BEFORE AFTER

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

630-665-1345 • www.raiserite.com

Save up to ½ the Cost of 
Concrete Replacement

Repair Sunken Concrete 
with RAISE-RITE 

AFTERBEFORE

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

Sponsored By
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64% of Buyers are Interested in New Construction*

Are You Taking Advantage?

Our Approach Reaches More Buyers
The Lot2Home® Solution provides the tools and offerings needed

to supercharge listings and sell them fast for top dollar.

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

Whether you have a vacant lot listing or a teardown, 
challenges to sell it can be great and market times 
often exceed 1 year. The Lot2Home® Marketing 
Solution gives your property more exposure, and 
dramatically increases the chances of selling it with 
no additional risk or cost.
*Source - Zillow Consumer Housing Trends Report 2019

As an agent, do you:

Jim Pesavento, CEO
Proposed Properties
222 W. Roosevelt Rd
Wheaton, IL 60187
www.proposedproperties.com/rpinfo

Want to provide more value
to your clients?

Want to double your listings?

Want to triple your commissions?

Want to get paid up front?"

•

•

•

•

PARTNER WITH PROPOSED PROPERTIES

WWW.PROPOSEDPROPERTIES.COM/RPINFO

Tia Stutz Duderstadt
Account Executive

847-271-7968
Tia.D@hwahomewarranty.com
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all in the family

Keeping It Fun Decade After Decade

Ray and Dawna Watson met on a blind-ish date. 

Blind-ish because Dawna was taking her real estate 

course at Coldwell Banker Schaumburg, where Ray 

had been a REALTOR® for 10 years and because they 

were one class apart at Hoffman High School though 

they did not know each other. It was Dawna’s father, 

a fellow CB agent with Ray, who set them up.

There was an immediate attraction. Ray and Daw-
na dated for a year before Ray popped the question 
on Valentine’s Day 1997 and they were married six 
months later. They immediately began working to-
gether, and the complimentary personality elements 
that make their relationship work so well translat-
ed perfectly into a real estate partnership. Ray is 
more analytical, while Dawna is more outgoing and 
social. Ray enjoys doing all of the analysis work and 
is accurate and thorough. Dawna loves to network 
and oversees all of the marketing. This symbiotic 
arrangement has been working for decades as they 
have grown into one of the most consistent high-per-
formance teams in DuPage County.

In 2010, Ray and Dawna knew they needed help 
with their growing business at RE/MAX All Pro 

in Bloomingdale. Though their daughters Chloe and Elise had 
helped out as high schoolers, they needed a more consistent 
presence. Katelyn Mucci was a senior in high school when she and 
Dawna met while volunteering together in a community youth pro-
gram. It was during another volunteer project that Dawna asked 
Katelyn to work for her. Katelyn took busy work like mapping 
appointments, printing listings, and improving social media pres-
ence off Dawna’s plate, working part-time while she attained both 
bachelor’s and master’s degrees in social work. Katelyn worked in 
her field for one year before joining the Watsons full-time as a buy-
er’s agent in 2015. As Katelyn nears her five-year anniversary, she 
works in every aspect of real estate and does a great job bringing 
in new clients. Recently Katelyn’s sister Melissa Mucci, a college 
student, joined the Watson team as an assistant and provides 
invaluable organizational and marketing skills.

The Watsons’ first rule: Keep it fun! They make it a rule that every-
one is together in the office twice each week. This helps them bond 
and deepen their relationships. Then they get out to special events 
like dinner in Chicago or a day at Lake Geneva about once a quarter. 
Ray and Dawna consider a healthy balance of work, family, and 
leisure a big part of their success. Ray plays trumpet in a jazz band. 
Dawna is into cooking and fitness. Together, they like to bass fish, 
kayak, and travel. Katelyn loves volunteering at her church, com-
munity service and visiting local trendy coffee shops.R
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Ray and Dawna with their daughters Chloe (left) and Elise (right), and Baxter, the Boxer-Shar-Pei they rescued in 2013

Written by Joe D'Alessandro with Nora McDevitt

Photography by Katherin Frankovic
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Johnson-Berghorst Interiors - nora@johnberginteriors.com - (630) 440-1344

Pretty’s
not enough.

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

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

potential buyers.

Theresa Johnson & Nora Berghorst are trained interior 

designers and certified color consultants that know how to take 

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

inventory and unique design perspectives transform spaces to 

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

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

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

CAN BRING TO YOUR BUSINESS.

Ray and Dawna’s success has come through persistence and 
steadily cultivating relationships. Dawna explains, “We farmed 
one neighborhood for five years before getting our first listing 
there and ever since, for over 20 years that neighborhood has 
been good to us. If someone tries to sell you a shortcut to getting 
new business, think long and hard because if it were that good, 
everyone would be doing it. You can’t get away from the basics.”

Ray and Dawna focus on making sure the needs of all parties in 
the transaction are met. Successful negotiations require creating 
win-win situations. Ray says, “Our end goal is for everyone to walk 
away from the closing table feeling as good as possible.” Dawna 
adds, “We have colleagues with whom we’ve successfully negotiat-
ed for 35 years. If you’re in the industry long 
enough, you will cross paths with agents 
multiple times, so it’s important to make 
sure each interaction is positive. We like 
negotiating with people who understand 
mutual respect and professionalism.”

The Watsons consistently approach 
their work with a growth mindset. They 
view a willingness to innovate and try 
new things as essential to their success. 
Over the years they have participated in 
Tony Robbins events where they have 
completed the “Fire Walk” and embraced 
his phrase, “Life begins at the end of 
your comfort zone.” Though Ray is in his 
fourth decade as a REALTOR® and Daw-
na is in her third, they still push them-
selves to grow. And they’re still keeping it 
fun, professionally and personally.

The Watson Team - Ray, Dawna and Katelyn Mucci
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Living the “Perfect Combination”
“I always tell my college-aged kids you don’t 
know where you’re going to end up or what 
you’re going to be,” says Kris Berger. “It’s fun-
ny how life leads you in a direction you never 
thought.” For Kris, this meant an unconven-
tional route from art and marketing degrees to 
a successful career in real estate.

From a young age, her father instilled in her 
business lessons, helped her foster a love of de-
sign, and encouraged her to pair them together. 
Fresh out of college, Kris began her career in 
accessories representation at the Apparel Cen-
ter and Merchandise Mart in Chicago, with the 
Midwest as her territory. She then worked for 
a national furniture rental and staging company 
in their residential division. It was the perfect 
fit for her studies in design, her understanding 
of marketing, and her ability to connect with 
people. Then one day, by chance, Kris was 
tapped to cover a huge commercial project for 
one of her coworkers.

“I was called in to design a 40,000-square-foot 
space on behalf of a large commercial real 
estate broker client,” she recalls. “I had never 
worked commercial, but my coworker wasn’t 
available, so I filled in.” After she walked them 
through the staged space, the excited client 
signed up. “When the meeting ended, the bro-
ker high fived me and said, ‘Your furniture de-
sign just clinched it for me!’” Her jaw dropped 
when the broker shared his commission on 
the project, around $200,000. “I think I made 
about fifty bucks off that deal. That’s when I 
thought to myself: ‘I’m going into real estate.’”

A friend in commercial real estate set her 
up in an industrial and commercial group. 
Thanks to her time spent traveling the Mid-
west as a rep and at one of the area’s largest 
furniture rental companies, she was well 
versed in its retail landscape. “I had gained 
knowledge of where stores were located and 
why they chose those locations,” says Kris. 
“This insight was a big asset to the commer-
cial real estate group. I brought in a couple of 
the nation’s largest retailers to Chicago just by 
cold calling. And I loved it.”

cover story

Kris Kris BergerBerger When Kris’s son Weston was born, her family moved from 
Chicago to LaGrange, purchasing and rehabbing a house them-
selves. “This was before HGTV made it popular for homeown-
ers to do their own work,” she says. Since they were one the 
first of their friends to move out of the city into the suburbs, 
they got surprising reactions from couples who visited their 
newly renovated house. “All my friends started saying, ‘Find me 

At home with John 
and Gordy the 

Golden Retriever

Written by Lauren Young

Photography by Katherin Frankovic
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a fixer upper!’ I sold six houses to friends within a short amount 
of time, and connected them to contractors and handymen, 
designing and planning their kitchen and bathroom renovations. 
I was like a general contractor.”

The taste of designing and selling homes led Kris to leave 
commercial real estate for residential. It meant she could trade 
the eight-to-six workday for one that allowed flexibility to raise 
her children. She continued to design on the side, in addition to 
selling homes. But when the housing market dipped during The 
Great Recession, she knew she needed a shift in focus to accel-
erate her growth as an agent.

“People would call and ask me to help them pick paint colors 
and fabrics, and I was being pulled into these extra projects,” 
she remembers. “I knew I really needed to step up my game, and 
that required me to start saying ‘no.’” She began referring design 
work out to her contacts so she could concentrate on home sales. 
“Once I stopped and focused just on the real estate, that’s when 
my business took off,” she says. “I was also able to be with my 
kids at their functions and holiday events. I owe a lot of credit to 
my mentors Laura Murphy and then Beth Burtt who taught me so 
much as a new REALTOR®, including that crucial lesson.”

Today, Kris still provides occasional design consultations, but 
mainly as part of her expertise for current or past clients who 
are selling a home. Since her move to the Compass’s Hinsdale 
office in 2019 her success has skyrocketed. For 2018 and 2019 
her total volume exceeded $100 Million. In over 23 years of sell-
ing real estate, she has surpassed $500 Million in total sales. 
Her accomplishments include the Top Nine individual agent in 
the State, Top Five in DuPage County, and in her many years 
at Berkshire Hathaway Home Services Hinsdale, Top Produc-

er,  Top 10 in the Nation, 
and top individual agent 
two years in a row.

Family is another passion 
for Kris, and a key moti-
vator for her achievement. 
When not selling real 
estate or designing homes, 
Kris spends her free time 
with family, friends, her 
dog Gordy, swimming, 
skiing, and traveling with 
John, her husband of 25 
years, John, her 23-year-
old son Weston, a college 
student at California Poly-
technic University in San 
Luis Obispo California, 
and Karly, her 20-year-
old daughter, a junior at 
Indiana University. Addi-
tionally, she enjoys a close 
relationship with her large 
extended family. John is 
one of thirteen children 
and each Thanksgiving 
over 75 Bergers share 
breakfast at her in laws’ 
home, attend mass togeth-
er, and then 45 of them 
enjoy dinner together. 
Kris even adopts clients 
into this close-knit family 
group. “Once a friend al-
ways a friend,” she says.” 
She considers helping 
others find a place to call 
home a key factor in her 
indirect career choice.

“My son who is graduating 
in June recently asked me, 
‘You started out as an art 
major and now you’re in 
real estate. Is this what 
you really wanted?’” 
Kris thought about it and 
replied, “I Real estate is 
the perfect combination 
of everything I love, and I 
couldn’t be happier.”

I always tell my 

college-aged 

kids you don’t 

know where 

you’re going to 

end up or what 

you’re going 

to be. It’s 

funny how life 

leads you in a 

direction you 

never thought.

“

”

Kris with veteran team members Neringa Mockus (left) and Lara Barber (right)
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630-542-8782

Organizing & ReDesign Staging Services Since 1994

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

www.DeClutterBox.com

WE DO IT ALL!
DECLUTTERING

REDESIGN & STAGING USING
WHAT YOU HAVE

MOVE-IN, 
ORGANIZED UNPACKING

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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MARGARET GEHR & 
KATHY LOBKOVICH

partner spotlight

MARGARET GEHR & 
KATHY LOBKOVICH

Pioneering Innovators on 
the Edge of Staging Design
“I honestly don’t remember how 
I first heard about home staging,” 
says Margaret Gehr. “It really was 
by accident. I heard someone talking 
about it and I thought, ‘I would love 
to do that!’ From that day forward 
I’ve never looked back”.

Margaret’s love for interior design 
started at a young age and led her to 
study interior design at the Har-
rington Institute of Chicago. After a 
few years of creating furniture store 
displays and residential design, she 
realized it just wasn’t paying enough. 
That’s when she was lured into the 
family business, auto sales.

“My dad owned a car dealership, so I 
grew up around the business. I found 
that I really enjoyed meeting new peo-
ple,” Margaret recalls. “Every day was 
different. I guess that is where I learned 
how people tick and how to meet their 
needs. If you listen well, they will tell 
you what they want.” The relational 
skills she developed during this time 
are key to her success today.

As luck would have it, Margaret’s fu-
ture husband was in the car business 
as well. They met, married, started a 
family, and settled in Plainfield. The 
next stage in Margaret’s story devel-
oped because of Margaret’s REAL-
TOR® mother-in-law, Gini Valentino 
of Century 21 Affiliated in Naperville. 
Knowing Margaret’s interior design 
background, Gini began introducing 
her to real estate connections and she 
even called upon Margaret for help 
with her own listings. This is when 
Margaret staged her first home and 
found her true calling.

“Knowing this was something I 
wanted to pursue, I began hitting the 

OF CHICAGOLAND HOME STAGING

Margaret Gehr and 
Kathy Lobkovich

streets. I met one person who intro-
duced me to another, and they would 
introduce me to someone else,” she 
explains. “As I look back, our entire 
business originated with two REAL-
TORS®, Gini Valentino and Debora 
McKay of @properties in St. Charles.”

Early on, Margaret was invited to 
introduce her services to a group of 
twelve RE/MAX REALTORS®. “The 
funny part was that it was at their 
monthly bunco night. You can picture 
me interrupting their fun night out for 
my sales presentation,” she laughs, 
“lugging in my huge design board, 
pictures, and taking them through my 
fifteen-minute presentation. While 
they didn’t ask me to stay and play 
with them, I must have done some-
thing right, because I still work with 
many of them today.”

For the first three years, Sue O’Con-
nell, Margaret’s mother, joined her 
because the business was rapidly 
gaining momentum. Ultimately, Mar-
garet needed another leader to join 
the team. That’s where Kathy Lobkov-
ich came into the picture.

With a business degree from Mar-
quette University and ten years of 
experience in corporate marketing, 
Kathy and her brother had launched 
an on-demand delivery service for 
restaurants in New Hampshire. This 
was years before GPS, smartphones, 
apps, and Uber Eats, a true ahead-of-
its-time innovation. After three years 
and with a growing family, Kathy 
moved back to Naperville due to her 
husband’s job transfer.

While raising three boys, Kathy Lob-
kovich found herself helping friends 
and relatives prepare their homes for 

Written by Lauren Young

Photography by Katherin Frankovic
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sale. “I had a solid track record of quick sales for all the homes I 
staged and wondered if there was a way to use my experience to 
help others,” Kathy recalls. “I did some research and decided to 
take a training course in home staging.”

Margaret and Kathy were introduced and that’s when Margaret 
asked her to come along on a home staging project. “I must have 
passed the test, because she started calling me to help out when-
ever she needed an extra pair of hands,” says Kathy.

Over the next two years, Kathy would join Margaret and Sue more 
and more frequently as the staging business continued to take off. 
Not only did they have compatible and complementary business 
skills, they also got along quite well. Facing a crossroad of limita-
tions, Margaret approached Kathy with an offer to become a partner. 

Taking a break from staging with their husbands, 
Tim Gehr (left) and Mike Lobkovich (right)

With encouragement from her husband, Kathy joined the team, and 
they became Chicagoland Home Staging.

Since then, Margaret and Kathy make it a point to attend several 
home staging conferences around the country together every year. In 
fact, they frequently spend time together outside of work, socializing 
and attending live music events. In February, you’ll often find them 
making a vacation out of the Las Vegas World Furniture Market, 
with their husbands, Mike and Tim, in tow. In fact, they try to plan a 
getaway together revolving around a conference or market whenever 
their schedules permit. These events allow them to stay ahead of 
industry trends and to continue their education.

The High Point Market in North Carolina is the biggest commer-
cial event they attend with 2,000 exhibitors. It is the oldest, and 

most important market. Here, the industry reveals 
the trends and styles ahead of each season. The 
pair visits twice a year to buy furniture to refresh 
their 10,000 square foot warehouse. “High Point 
Market is like the Merchandise Mart in Chicago, 
except much larger,” Margaret explains. “We like 
to go and see what’s coming up, the colors that will 
emerge, and how to stay ahead of the design curve.”

Over the years, Margaret, Kathy, and their team have 
won many awards. They include nominations for 
Top 75 People in the Real Estate Staging World and 
the Most Influential People in Staging.  Margaret is 
the founding Chicago chapter President and recent 
Illinois State President for the Real Estate Staging 
Association. They have been in the Top 10 Profes-
sional Home Staging Teams four times. The Wall 
Street Journal, Associated Press, LUXE Magazine, 
MSN, and The Chicago Tribune have featured their 
insights, helping to introduce and educate home stag-
ing’s value. Margaret co-authored an industry book, 
Home Staging: The Power that sells Real Estate.

“Staging has evolved and grown in popularity, but 
there was a time when no one understood stag-

ing or its benefits,” says Margaret. 
“Since the beginning I learned that 
education was key. I regularly speak 
in REALTOR® offices and homeown-
er events spreading the word. Fifteen 
years later, it’s exciting to see how 
the bar has risen and the profession-
alism that has emerged.” Margaret 
and Kathy have been pioneers in the 
staging industry.

When they are not staging homes or 
flying across the country to attend 
industry events, Margaret and Kathy 
enjoy spending time with their sons 
when they are in town. Margaret’s 
youngest son, Jonathan, 20, is study-
ing business and marketing at Illinois 
State University and wants to take 
on a bigger role at Chicagoland Home 
Staging after he graduates. Her other 
sons are busy in their own pursuits. 
David, 24, is a fire support specialist 
in the Army and Michael, 21, is study-
ing game design in college.

Kathy and her husband Mike are get-
ting closer to being empty nesters now 
that their three boys are pursuing their 
own interests. Kathy’s son Steven, 
23, is a musician and also helps out in 
the business. Their oldest, Kevin, 25, 
is living in New York City pursuing 
comedy and writing. Their youngest, 
Bryan, 21, is finishing up his degree in 
international business.

As Margaret and Kathy look ahead, 
they foresee an even bigger presence 
in the luxury market and raising the 
bar for the staging industry. They 
are currently growing their team and 
consistently grow their sales every 
year. Both are especially looking 
forward to this next year. “My hus-
band likes to say that Kathy and I 
are fearless,” says Margaret. “When 
you do what you love, you love what 
you do, and you can’t help but put all 
your energy, excellence, and passion 
into it every day!”

Design meeting with Becca Given, Sales Support (left) and 
Kathy Hill, Project Manager (right)
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Catalyzing High Performance with

Celebrities and busy executives have 
estate managers and assistants to 
manage their affairs, why not busy 
households in Naperville? That 
was the idea behind UrGo2Girl, a 
business launched by Bridget Salela 
in early 2013. Soon, she was juggling 
everything from dog grooming to 
landscaping and luxury car mainte-
nance for her elite clients.

Eventually, she found herself buying 
and selling homes on their behalf, even 
acting as a general contractor on ren-
ovation projects. That’s when she fell 
in love with the process. “My clients 
began purchasing investment proper-
ties and fixing them up,” says Bridget. 
“That’s when the lightbulb went on. I 
knew I had to get into real estate.”

Without fully knowing what she was 
getting into, Bridget signed up for real 
estate license training and jumped 
in with both feet. Her experience 
buying and selling luxury real estate 
for others, she thought, would give 
her unique insight as an agent. But in 
a competitive market like Naperville, 
a new approach and trusted partner 
would be her keys to success. “To 
start this new career, I wanted to 
have a partner that I knew I could 
trust, was interested in doing real 
estate differently, and would hold me 
accountable to that,” she says.

Ironically, Bridget’s long-time family 
friend and neighbor of 17 years, Walt 
Burrell, had recently transitioned into 
real estate. He had gained valuable ac-
cess to a variety of properties through 
his successful California Closets 
franchise, which he had sold. “When I 
told him I was going to get my real es-
tate license, it was like, ‘Oh, boy. Are 

SALELA

The Salela Family, left to right: Troy, Scott, 
Gianna “Gigi”, Bridget and Luke

Bridget with husband Scott, a Division Chief in 
the Naperville Fire Department

we going to end up having this awkward competi-
tion thing going?’” she reflects. Over several weeks 
of discussions, they decided to join forces instead of 
competing. He eventually agreed and The Ville was 
born at Coldwell Banker Residential in Naperville, 
based on the pair’s shared experiences with luxury 
homes in their previous careers.

Two years later, Bridget’s and Walt’s hard work and 
distinct expertise has paid off. In 2019, The Ville 
had a total revenue of $32 Million, beyond impres-
sive for a small group so new to luxury real estate. 
The Ville received the 2019 Coldwell Banker Inter-
national President’s Circle Award and was named 
the #1 Coldwell Banker Team in Naperville. They 
also became Guild Certified through the Institute of 
Luxury Home Marketing. The Ville started growing 
their team by adding a third broker associate, Nikki 
Genthner, a rookie to real estate, who closed $4.5 
Million her first year in 2019.

“It’s that team approach that Walt and I feel so 
proud of,” she says. “We want each member to be 
successful and get credit for their own achieve-
ments. Our brokers are not competing against each 
other but working together.”

Giving back to the local community has been a 
focus for Bridget since she moved to Naperville so 
naturally, a heart for service and has become in-
grained in The Ville. Bridget’s firefighter husband 
of 23 years, Scott, was promoted to Bureau Chief 
of Training for Naperville Fire Department the 
same month The Ville was launched. Such drastic 
life changes for both could have meant disaster. “It 
was stressful to say the least, but Scott transition-
ing off his 24-hour shifts to more of a nine-to-five 
position made it easier for me to work nights and 
weekends,” she said. “It turned out to be a bless-
ing in disguise for the success of The Ville.” With 
this attitude of thankfulness, you’re likely to find 
Bridget and The Ville at Naperville Professional 
Firefighters for a Cause charity fundraising events. 
There, the team works tirelessly to support her 
husband, now a Division Chief, and his heroic 
colleagues and their families.

“ T h e  V i l l e ”

Together, Bridget and Scott are 
raising three distinctively different 
children. Luke, 17, has an entrepre-
neurial streak. He founded Salela De-
tail at the age of 14 detailing luxury 
cars in Naperville and now has re-
curring clients from Iron Gate Motor 
Condos to Trump Tower. He may be 
their future REALTOR®. Troy, 15, is 
a charmer. An offensive lineman at 
Naperville North High School, Troy 
makes friends easily and has a very 
busy social schedule. Bridget fears 
she may never see him again once 
he gets his driver’s license. And then 
Gianna (“Gigi”), 11, is the princess of 
the house. She has a sweet and ten-
der personality but has a competitive 

Written by Lauren Young

Photography by Katherin Frankovic
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side, dancing in hip hop contests every other 
weekend. Bridget and Gigi have birthdays in 
the same month, so that means “girl trips” in 
the future. As a family they love pool days in 
their backyard and traveling together. One of 
Bridget’s favorite things to do is just snug-
gle up with them on the couch after a long 

day all together with their two dogs 
Bronx and Brooklyn.

The only pursuit Bridget might enjoy 
more than luxury real estate may be 
her fondness for luxury sports cars. 
Her passion for Porsches has become 

a hobby she shares with her sons, who 
always join her on trips to rallies and 
exotic drives. “They are constantly 
signing me up for car meet-ups at 
extravagant places,” she laughs. “In 
the past few years, we’ve driven to he-
licopter hangars, gorgeous mansions, 

Lower Wacker Drive, and, my favorite, the 
Iron Gate in Naperville.” She’s also put this 
pastime to work in her day job, using luxury 
cars to connect with potential clients. Bridget 
has become known for closing down the 
street in front of a luxury listing and inviting 
sports car enthusiasts to showcase their cars.

In 2020, The Ville aspires to continue their 
meteoric growth, while improving upon 
their unique approach. They have added 
a commercial broker, Tom Maschmeier to 
their team to fuel their expansion into com-
mercial real estate. Reflecting on all they 
have accomplished in just two years, Bridget 

is quick to direct appreciation 
and praise on her partner, Walt 
Burrell. “Every day I think 
about how glad I am that we 
joined forces,” she says. “I just 
knew we could do something 
really big together!”

The Ville, left to right: Tom 
Maschmeier, Nikki Genthner, Bridget, 
and team co-founder Walt Burrell
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Repair-Install-Maintain ANY Furnace/Air Conditioner/Boiler 

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

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

FAMILY OWNED & OPERATED SINCE 1929

A SERVICE CALL$25 OFF 

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

We treat our clients 
like family. 




