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630-425-4222Vacant Home Staging  •  Occupied Staging & Consultation

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

"I have been working with the Chicagoland Home Staging team for several years now. 
They consistently make my listings look fantastic! They are my go to staging company."

Before staging: This Glen Ellyn property went UNSOLD for over 12 months!
After staging: This property was under contract in JUST 19 DAYS!

Matt McCollum
The Matt 

McCollum Team
Keller Williams 

Premiere Properties
Glen Ellyn
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ATTORNEYS

Camden Law Office LLC

(630) 789-5896

CamdenLawOffice.com

Fry Law Group LLC

(630) 563-5383

FryLawGroup.com

Hawbecker & Garver, LLC

(630) 789-6833

HGLegal.com

Katris Law Group LLC

(708) 655-7932

KatrisLaw.com

Law Office of Scott A. Brower

(630) 753-0008

BrowerLawOffice.com

Law Office of 

Stuart D. Polizzi

(708) 476-6852

StuartPolizziLaw.com

CARPET/DRAPERY/

UPHOLSTERY CLEANING

Bella Custom Cleaning

(708) 579-3182

Bella-Cleaning.com

CONCRETE REPAIR

Raise-Rite Concrete Lifting

(630) 665-1345

RaiseRite.com

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

ChicagolandHomeStaging.

com

Johnson-Berghorst Interiors

(630) 440-1344

JohnBergInteriors.com

Phoenix Rising 

Home Staging

(312) 450-8365

ChicagoStaging.com

HOME WARRANTY

Achosa Home Warranty

(630) 209-2888

AchosaHW.com

Home Warranty of America

(888) 492-7359 x404

HWAHomeWarranty.com

INSURANCE

Dutch Van Rossum - 

State Farm

(630) 289-9850

DutchSF.com

MOLD REMEDIATION

Above Board Indoor 

Environmental

(630) 973-6099

Aboveboard.Solutions

MORTGAGE / LENDER

Fifth Third Bank

(312) 962-2850

53.com/mlo/TonyLupescu

MOVING & STORAGE

Boerman Moving & Storage

(630) 972-1000

boerman.com

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/

RPINFO

REAL ESTATE VIDEO 

& PHOTOGRAPHY

Fio Creative

(630) 550-0706

FioCreative.com

KDE Photography Inc.

(630) 244-9959

KDEphotography.com

Portraits of Home

(630) 536-9870

POHphotography.com

TITLE INSURANCE

Chicago Title 

Insurance Company

(224) 242-6848

ctic.com

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

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 

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

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

publisher’s note

AT HOME IN BODY, 

Social distancing. Drone walkthroughs. Drive-through closings. 

Facebook Live showings. Sanitary home inspections. Zoom calls, 

Google Hangouts, and GoTo meetings.

Innovation. It’s inspiring. Your willingness to do whatever it takes 
to serve your clients and community, and openly share these new 
methods with your peers, is one of the things that makes the 
DuPage real estate community so special.

All of our preferred partners have been innovating as well to 
ensure social distancing, elevated hygiene, and care as they 
perform their services. Every DuPage Real Producers partner was 
referred by a top agent, so you know they are the best of the best.

Our Zoom Mastermind calls every Thursday at 3:00 will continue 

through shelter-in-place. These and other virtual get-togethers 
have made the isolation more bearable. It reminds us that we’re 
all at home in body, but together in spirit.

I pray that by the time you read this, the restric-
tions are lifted because the virus is defeated. As 
soon as ethically possible, we will reschedule our 
delayed launch party. I look forward to that day 
when we can be together, both in body and in spirit!

Joseph D’Alessandro

Publisher, DuPage Real Producers
joe.dalessandro@realproducers-

mag.com

630.404.3869

	         

facebook.com/DuPageRealProducers

@DuPageRealProducers

TOGETHER IN SPIRIT

Barton Robertson, MIES  | Above Board Indoor Environmental
Cell: 630-973-6099

barton@aboveboard.solutions | www.aboveboard.solutions

CAN'T SAY ENOUGH POSITIVE THINGS 
ABOUT ABOVE BOARD. THEY WERE 
VERY RESPONSIVE, PROFESSIONAL AND 
INCREDIBLY KNOWLEDGEABLE. THE 
WORK PERFORMED WAS OUTSTANDING 
PLUS THEY DIDN'T TRY TO SELL 
SERVICES THAT WEREN'T NEEDED
 I HIGHLY RECOMMEND THEM!
- Steve W

Breathe Easy With Help From
Above Board Indoor Environmental, Inc.

Breathe Easy With Help From
Above Board Indoor Environmental, Inc.

Mold Remediation 
Attic Re-Fitting & Re-Insulation
Asbestos Abatement 
Hoarder Clean Up

 AfterBefore
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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

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 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



10 • May 2020 DuPage Real Producers • 11@realproducers realproducersmag.com

CARRIE
DORN
CARRIE
DORN

REALTOR® feature
Written by Lauren Young

Photography by Katherin Frankovic

Carrie at the office in downtown Glen Ellyn

T O P  A G E N T  A L S O  A N  A C C O M P L I S H E D  A P P R A I S E R

“Growing up, I loved training horses and thought 

it was going to be my career,” says Carrie Dorn 

of Baird and Warner Real Estate in Glen Ellyn. 

“Eventually, I realized that I needed to make a 

better living to support my horse habit.”

The youngest of six, Carrie’s family once owned 
a 13-acre property in St. Charles until, at age 
16, they moved to a 90-acre horse farm in Sug-
ar Grove. This boarding facility was open to the 
public, and Carrie worked there as a horse trainer 
for many years until she realized she would need a 
more consistent career.

After earning an associate degree in business, Car-
rie pursued the field of real estate appraisal, gaining 
her license and certification in 1991. The same year, 
she married Dave, a regional manager for a medical 
device company, whom she met the year earlier at a 
party for the playoff-bound Chicago Bulls. Soon af-
ter, she landed a job with Margaretten & Company, 
a mortgage broker, followed by a stint at Chemical 
Residential Mortgage, which eventually became a 
part of JP Morgan Chase Bank.

“At that time, I was a high-volume appraiser. I have 
appraised over 8,500 properties in my career, more 
than most appraisers,” says Carrie. “I was mainly 
doing appraisals for mortgage lending, but after I 
was laid off, a partner and I formed D&H Appraisal 
Service to serve the DuPage County area. I have 
since become the sole owner of the company.” 
Under Carrie’s leadership, D&H Appraisal has spe-
cialized in divorce, estate, tax appeal, bankruptcy, 
and pre-listing appraisals.

Five years ago, Carrie was inspired to get her real 
estate license. “At that time, mainly real estate bro-
kers were hiring me to do appraisals on listings that 
were very difficult properties to price,” says Carrie. 
“That’s when the lightbulb went on. I thought, well, 
if everyone was hiring me, why not get my license 
and do it myself? That’s when I transitioned to both 
appraisals and real estate.”

Since then, Carrie has increased her real estate 
business, establishing her place among the Top 
500 agents in DuPage County. Now, 95 percent of 
her business is real estate. She still does apprais-
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als, mostly working with attorneys 
as an expert witness because of her 
extensive experience, and on diffi-
cult-to-price listings. “I tend to get 
listing referrals that are hard to put a 
price on,” says Carrie. “Others look at 
me more like a pricing and valuation 
expert. When we talk about price, it’s 
necessary that my pricing be correct 
because a lot is riding on it.”

Last year, Carrie achieved the highest 
year-over-year volume increase at 
Baird and Warner Glen Ellyn, and has 
been awarded Vice President’s Club for 
two years running. She has also been 
named a Multimillion Dollar Producer.

When Carrie is not appraising and 
managing her real estate clients, she, 
her husband, and sons enjoy skiing, 
water skiing, fishing, and snow-
mobiling. Son Connor, 20, attends 
Marquette University studying 
engineering. Connor also repairs 

remote-control racing cars at Hobby-
town, USA, and has won several tro-
phies for remote-control car racing. 
Youngest son, Adam, 15, is a herpe-
tology guide to kids scouting fish, 
salamanders, and snakes at forest 
preserves. On the weekends, Carrie 
enjoys active horse competitions and 
participates in dressage events.

Looking ahead, Carrie is implement-
ing new technology into her listings. 
One includes adding 3D interactive 
videos to online listings to give people 
a better idea of a home before sched-
uling a walkthrough.

“I see our current market as a big 
opportunity for those who are in this 
business for the long haul and work 
hard to push through,” says Carrie. 
“I’m confident in what lies ahead. I can 
help my clients navigate the uncertain-
ties using my unique experiences in 
both appraisals and real estate.”

Carrie riding Ava, her beautiful 11-year-old Hanoverian

The Dorn family, left to right: Dave, Carrie, Adam and Connor

I’m confident in what lies ahead. 
I can help my clients navigate 

the uncertainties using my 
unique experiences in both 
appraisals and real estate.

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

Realtors, tired of waiting for a call 
back from your real estate attorney?
We answer all communication in real-time, 7 days a week.

Give us the opportunity to improve your closing experience 
through efficiency, integrity, and most importantly, a 

professional relationship that you won't find elsewhere.
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Fourth-Generation Leaders Build on Nearly a Century of Progress

Boerman
M O V I N G  A N D  S T O R A G E

partner spotlight
Written by Lauren Young

Photography by Katherin Frankovic

“Most family-run businesses don’t succeed after the first or 

second generation,” says Dan Boerman of Boerman Moving 

and Storage. “For us to be in our fourth generation and 

hitting our stride is pretty remarkable.” Because of their 

professional service and attention to detail, Boerman has 

become one of the most recommended moving companies 

among top REALTORS® throughout Chicagoland.

In the days of ice boxes and coal chutes, Howard 
and Mary Boerman launched a business to deliver 
coal and ice to homes. The year was 1926, and the 
first trucks they used were gas Model T’s. With the 
invention of the refrigerator, the company began 
moving appliances. Eventually, they were moving 
anything and everything. They had the trucks. They 
had the men. Their business evolved as culture did.

In the 1970s, Ed Boerman took over 
the family business. At that point 
they employed three trucks and 
owned a 5,000-square-foot storage 
warehouse. Since then, Ed and his 
two sons, Mike and Dan, have grown 
the business to almost 50 moving 
trucks, 60,000 square feet of storage, 
and have become a key agent in the 
Bekins Van Lines network.

Brothers Mike and Dan Boerman have 
taken different roles, based on their 
unique experiences working within 
and outside the company. Throughout 
middle school, high school, and col-

lege, both did every job there was at 
the company, from pushing the broom 
in the warehouse to driving trucks. 
“When we were in college, Dad told 
us that he had a role for both of us if 
we wanted in,” says Dan. “But he said 
that we couldn’t come into the com-
pany right out of college. We’d have to 
work somewhere else first.”

Dan attended Lewis University and 
graduated in 2000 with an Aviation 
Administration degree. “At 19 years 
old, I thought I had a plan. I wanted to 
be an airline pilot,” says Dan. “I still 
love to fly, but the moving company 

The families Boerman, left to right: 
Sandy and Dan, their son Carter (13), and 

daughter Madeline (16); Anna (7) and Luke 
(10), daughter and son of Mike and Jina
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Working on a major move, left to right: Trevor Turney, sales 
representative; Nick Ariano, sales representative; Dan; Rachel 
Anderson, VP of Administration; Mike; Kelly Bennett, Director of 
Marketing; and Rachel Jacobson, marketing assistant

provided a great opportunity. My 
dad, brother, and I get along really 
well. That’s rare in family business-
es.” After graduating, Dan worked 
for almost a year at the Bekins Van 
Line corporate office. He was able 
to learn the big-picture operational 
perspective versus at the agent level, 
like his family’s business. “I learned 
a lot of useful aspects to bring back,” 
says Dan. Joining full time in 2000, 
he took on roles in dispatch, ware-
housing, and other areas to support 
everyday operations.

By that time, Mike was attending 
Eastern Illinois University and help-
ing with moving jobs when he could. 
After graduating in 2004, he became 
a Bekins owner-operator. “That just 
means that I had a truck and was do-
ing interstate moves,” explains Mike. 
“Even though I was in the business, it 
was different because I was managing 
my own company, including labor 
and expenses. I did that for two years 
then joined the Boerman Company in 
2006.” With his hands-on knowledge 

of interstate moves, Mike found a fit 
in sales. He could meet with a cus-
tomer and quickly understand what it 
would take to get their job done. Be-
cause of his aptitude, he won several 
sales awards and became a rising star 
in the Bekins network.

As Dan and Mike grew in the business, they found 
an ideal balance in their focuses of operations 
and sales. Alongside their father, the trio started 
to find their stride together. Although Ed’s role 
has been decreasing over the past few years as he 
starts to retire, he likes to stay informed about all 
that’s happening. Dan and Mike are so grateful for 

the lessons learned and principles 
taught by their father that provided 
the platform for them to build upon. 
“What’s important is that we love 
what we do and have a great team,” 
says Dan. “It’s the foundation of 
what we do, and it has helped us 
prosper for almost 100 years!”

A recent move stands out as a testa-
ment to their longevity, reputation, 
and excellent service. “We had a 
move, Brookfield to Minneapolis, for 
a woman in her 90s who had lived in 
her house her entire life and was now 
moving to an assisted living home,” 
says Mike. “She remembered that Bo-
erman used to deliver coal and ice to 
her house when she was 5 years old. 
It was because of that memory that 
she called us for her move.”

Being part of the local community for 
so many years has not only touched 
the hearts of the Boerman family but 
also their staff. As an organization, 
Boerman Moving and Storage finds 

every opportunity to be involved in giving back. 
In 2013, Boerman Moving and Storage organized 
their first annual coat drive collecting coats with 
local real estate brokerages and delivering them to 
those in need through DuPage Pads and W.I.N.G.S 
Domestic Violence Shelter. The company is also 
heavily involved with the West Suburban Commu-
nity Pantry, hosting food drives, volunteering time 
as a staff, and serving on the board of directors.

Their impact goes even beyond their local commu-
nity. The family also gives back through the charity 
organization, Give Kids the World, a village in Flor-
ida that provides stays for terminally ill children 
while they attend area theme parks.
 
When the family is not moving and shipping, they va-
cation in Fort Myers Beach, FL. It is a tradition that 
started years ago with their grandparents and is still 
carried on today. Every Christmas, you can find the 
Boerman family and kids sitting on the beach with 
their feet in the sand, still talking about the moving 
business, even though they’re on “vacation.”  

Boerman Moving and Storage is a true family af-
fair. If you’re checking in with your client on move 
day, you may run into Mike and Dan’s mom, Jan. 

She often checks in on the customers 
and the crews to be sure everyone 
is happy. Their kids are involved, 
too. Dan’s children, Madeline (16) 
and Carter (13), and Mike’s children, 
Luke (10) and Anna (7), can often be 
found volunteering at food drives, 
working at golf outings, riding along 
in the trucks or even doing odd jobs 
around the office.
 
“We want to give a lot of credit to our 
father, Ed Boerman,” says Dan. “He 
built the bedrock for Mike and me 
to grow upon. While he is not as in-
volved as he once was, we appreciate 
all his contributions and advice.” In 
recognition of their achievements, Bo-
erman Moving and Storage won Agent 
of the Year for Bekins Van Lines in 
2015 and are consistently among the 
top producers in the Bekins Van Lines 
network. They have been named Top 
Hauling Agent among all Bekins af-
filiates, and regularly rank highly for 
sales, quality, and performance.

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
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Tia Stutz Duderstadt
Account Executive

847-271-7968
Tia.D@hwahomewarranty.com

We Use 300° Steam to Kill Viruses & Mold

BeforeBefore
AfterAfter

The Grout Medic has been killing viruses, mold and mildew on tile, 
grout, caulk and stone since 1996. We can sanitize, clean and 

restore these areas for your customers.

Save Up to 10% with Code: REAL 844.44GROUT
GroutGuy.com
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LISA
BYRNE
A SECOND GENERATION OF SERVICE

cover story
Written by Lauren Young

Photography by Katherin Frankovic

Since childhood, Lisa has witnessed the drastic 
evolution of the real estate industry. Her parents ran 
their own real estate firm in Platteville, WI, from 
the home her father built for the family. In addition 
to being a REALTOR® and a builder, he was also a 
developer and investor. He ran the family businesses 
for over 40 years while Lisa’s mother managed their 
independently owned office of 13 agents. Her mother 
listed and sold homes and kept the company’s books, 
all in a state where REALTORS® managed the entire 
transaction through generating closing statements. 
At that time, there was no internet, no cell phones or 
texting, no lock boxes, and no MLS.

In 1987, when Lisa was a freshman at Loras College 
in Dubuque, Iowa, she obtained her real estate 

license for the first time so she could help her par-
ents. Her tasks included everything from answering 
phones to hosting open houses. Lisa was amazed 
by how unique each real estate transaction was 
and quickly learned how important it is to listen to 
clients in order to understand their individual goals, 
as well as their fears and concerns. She learned 
from her parents how to conduct business with a 
true heart of service, to offer best guidance and 
support through empathy.  

Lisa graduated from Loras College in 1990 with 
B.A. degrees in Marketing and Management to give 
herself future flexibility. “At 19 years old, I wasn’t 
sure if real estate was where I wanted to be, so it 
felt right to expand my options,” Lisa said. “I knew 
I could always go back to real estate, but I didn’t 
know if or when that might be.” She met her hus-
band, Matt, an Iowa native, while at Loras College. 
After a series of career opportunities, the couple 
landed in suburban Chicago in 1992.

As fate would have it, Lisa ended up working in a 
field related to real estate. She became the credit 
manager for a building materials supplier, F.E. 
Wheaton Lumber Company. In that capacity, she 

Lisa and her husband, Matt, 
cozy up in their backyard

Many REALTORS® have an interesting story 

about how they earned their real estate license. 

Lisa Byrne of Baird & Warner Real Estate’s 

Naperville Office could tell you two ... because 

she’s obtained her license twice.
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worked with many suburban builders. Some of 
those connections she still maintains today. “New 
construction was booming then,” said Lisa. “When 
I started, I was the only person in my department. 
When I left to stay home with my children, there 
were four people supporting me. A few of the build-
ers I’ve represented as a real estate broker are the 
same ones I extended credit to back then!”

From 2000 to 2003, Lisa took some time off to raise 
her children. By 2003, her kids were 3, 4, and 7 
years old, just old enough for her to consider a new 
professional direction. After much reflection, she 
obtained her real estate license for a second time. 
“The ‘aha’ moment came when I needed to have a 
career that would allow me the flexibility to raise 
my small children and still realize personal and 
professional growth,” said Lisa. “Growing up in a 

all Baird & Warner offices who does not have a 
licensed assistant or support team.

When not working her real estate business, Lisa and 
Matt enjoy boating with family and spending time at 
their home on Apple Canyon Lake in Apple River, Illi-
nois. Joining them often are their daughter, McKenna, 
23, a nurse in Des Moines, Iowa, and their two sons: 
Riley, 21, a junior at Purdue University studying Chem-
ical Engineering, and Brady, 20, a sophomore at Kan-
sas University studying finance and management. Lisa 
is excited to report that Brady has finally expressed 
interest in a real estate career. In fact, Lisa has been 
“recruiting” him to be her business partner for years.

When at the lake house, Lisa’s family enjoys water 
skiing, wake boarding, gathering around the bonfire, 
and cooking out. The family also enjoys riding ATV’s 

Put your head down, stay focused, be compassionate, work hard, and 

focus on the desired outcomes. We will get through this together!

real estate family, and seeing how successful my 
parents were, I knew what was possible.”

Throughout her success over the last 17 years, her 
favorite role to play is that of the “go-to” person to 
help clients navigate the ups and downs of the buy-
ing and selling process. That became especially im-
portant during the economic downturn in the mid-
2000’s. “That period was extremely challenging, 
but it was also a time of huge expansion for me,” 
remembers Lisa. “Buyers and sellers needed some-
one who would listen to and lead them through the 
obstacles of what that time was presenting. When 
people are trying to navigate through especially 
difficult transactions, that’s when they really need 
a knowledgeable and empathetic ‘go-to’ person. My 
favorite part of my job is seeing the excitement on 
a buyer’s face or the relief on a seller’s face when 
we’ve accomplished their real estate goals.”

Even though Lisa has never had a full-time assis-
tant or a licensed showing agent, she has been able 
to successfully counsel over 725 families since 
she joined Baird & Warner in 2003. She has been 
recognized for a long list of achievements, includ-
ing being in the top 1 percent of the 2,300 agents 
at Baird & Warner in both volume and units for the 
last 14 years; the 2019 Top Agent in the 60502 zip 
code in both volume and units; the 2019 Top Agent 
in Aurora for volume; and the 2019 Top Agent of 

on trails around the lake. Lisa’s daughter is getting 
married in late May, so much or her free time lately 
has been devoted to planning that “perfect day” with 
McKenna. And, as an avid runner, Lisa believes that 
“a sound body makes for a sound mind.”

Lisa’s mantra is “work hard, play hard, and give 
back.” She is active in her community and regularly 
donates to the Aurora Interfaith Food Pantry, the 
Fox Valley United Way, 360 Youth Services, and 
Baird & Warner’s own Goodwill Network which 
supports food, clothing, and shelter programs 
throughout Chicagoland.  

The COVID-19 Pandemic is unprecedented in our 
lifetime that will present challenges in the real es-
tate world. There is fear, concern, and uncertainty 
similar to the economic struggles of the mid-2000s. 
It’s another period where Lisa is ready to help anx-
ious buyers, sellers, and other REALTORS®.

“I need to be a trusted advisor now more than ever in 
this crazy time we’re going through,” said Lisa. “The 
role of the REALTOR® is going to be very challenging in 
2020, especially for those who haven’t worked through 
a time like this. If I could give advice to anyone right 
now – buyers, sellers, and others in any facet of real es-
tate – it would be to put your head down, stay focused, 
be compassionate, work hard, and focus on the desired 
outcomes. We will get through this together!”

”“

Lisa at the Naperville office
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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!

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

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

We treat our clients 
like family. 

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 
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Pam Forsberg
F R O M  A G E N C Y  T O  A G E N T

Years in marketing and advertising have prepared Pam 
Forsberg for her career as a REALTOR®. After helping 
companies build their brands at some of Chicago’s 
most respected agencies, she’s taking those lessons 
into promoting her real estate listings and services. It’s 
certainly working. In only a few years, she’s gone from 
rookie to award-winning success.

At a surprisingly young age, Pam learned the 
principles she follows today: hard work, patience, 
and strong faith. Starting at age 10, Pam has held a 
variety of diverse jobs, including stints at the park 
district, lifeguarding, babysitting, and working at a 
drugstore. She worked through high school at Ben-
et Academy in Lisle, paying for her own books and 
uniform. Then, she attended College of DuPage for 
two years before graduating from Northern Illinois 
University in 1991 with a degree in Visual Commu-
nications, Graphic Design, and Education.

“I was having a hard time picking a career because 
I liked everything,” says Pam. “I liked the people 
aspect of visual communications, how to market to 
an audience, and the transmission of information 
and ideas using symbols and imagery. It is one of 
three main types of communication, along with ver-
bal communication and non-verbal communication. 
Visual communication is believed to be the type 
that people rely on most.”

After school, Pam landed a job as a messenger at 
a title company in Chicago. She ran closing docu-
mentation back and forth between closing firms and 
attorneys. “It was a great experience,” says Pam. 
“I got to understand the title world and was able to 
make connections with attorneys. It is interesting 
that I got into real estate, because God put me in 
these situations that prepared me for the future.”

REALTOR® feature
Written by Lauren Young

Photography by Katherin Frankovic

Pam at the office on Main Street in Lombard
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Next, she used her design training at a production 
house that developed marketing materials for Sears 
while also doing freelance desktop publishing at night. 
This experience led Pam to a 20-year career in graph-
ic design at two full-service marketing and advertising 
agencies in Chicago. Both of these firms specialized in 
the strategic evolution of brands, designing websites, 
digital marketing, and photography.

Pam wore many hats at these jobs, from photogra-
pher to illustrator to product and concept designer. 
She says that she is a better REALTOR® by learning 
how to create, implement, and sustain marketing 
strategies through changing markets, innovation, 
and new technologies. “As I look back, much of my 
experience in real estate has paralleled my work in 
marketing and advertising in Chicago,” says Pam. 
“My ‘first career’ involved showcasing many brands 
in a positive light, often by showing customers 
or clients why they should trust a company and 
purchase its goods or services. It’s no different for a 
real estate listing or me as an agent.”

At one of the agencies, Pam met a man in her depart-
ment who shared common interests and also lived in 
the western suburbs: her future husband, Bill. They 
married in 1999, and within a few years they had 
young children. The long hours, draining commute, 
dipping economy, and need for flexibility pushed her 
back into lifeguarding and swim instruction. Around 
this time, her growing interest in real estate and 
home staging made her consider a career move. But 
before she could pursue her real estate license, in 
2013 Pam was diagnosed with early-stage breast can-
cer. Instead of going through rigorous treatments, 
she opted to have a double mastectomy.

“When you go through difficult things like cancer, 
you develop more regard for life and a renewed 
focus on the things that matter most,” reflects Pam. 
“It puts you in a different perspective of which pri-
orities are most important, like your children and 
their need for you. You realize how precious life is 
and how it’s not about money. It is about doing the 
right things and helping other people.”

During this hard period, Pam deepened her joy for life 
and empathy for others. “I have had a lot of obsta-
cles in life with my family’s health, and all I can do is 
be grateful for the life we are here to live. Now I am 
happy-go-lucky because I choose to be happy. I choose 
joy. Everybody is fighting a battle you know nothing 
about. I have to be respectful of that, especially in 
stressful home-buying and selling situations.”

Pam finally completed her license in July 2017. She 
interviewed at many real estate offices, but decid-
ed to join John W. Reedy in Lombard because of 
their legacy as strong family business. “The first six 
months were difficult,” says Pam. “I didn’t get any 
business until one of the other agents threw me a 
bone and gave me a rental. I made $500 at the end 
of December 2017. I continued to work on my social 
media profile while continuing to teach and coach.”

After that $500 first year, hard work paid off. In 
her second year, Pam closed $1.3 million. Then 
followed with $7.3 million 2019. “I believe you reap 
what you sow,” says Pam. “If you do what is right 
for your client, people will circle back to you be-
cause of your character. I’ve gotten a lot of business 
because I ‘walk the talk.’”

In her few years as a REALTOR®, Pam has received 
many awards at J.W. Reedy, including Rookie of the 
Year; half a dozen Monthly Top Producer Awards; and 
Top Achiever in DuPage County. In 2019, she also re-
ceived her certification in home staging and the Amer-
ican Warrior Real Estate Professional certification.

When not working on her business, Pam is a 
sports enthusiast and participant, especially when 
it comes to swim and racquetball. She loves to 
spend time with her family. She has two boys, 
Harrison, 17, and William, 15. They enjoy bike 
riding, swimming, and watching movies together. 
The  boys also play club hockey, so Pam and Bill 
travel extensively to watch them.

Looking forward, Pam’s goal is to be more commer-
cial-focused and customer-ready. She is now full time 
in real estate and wants to remain available to serve 
her clients during this changing time in the market.

“Moving and buying a home are among the most 
stressful things a person can go through,” says Pam. 
“My goals are to be a wise advisor, trusted referral, 
and shoulder to lean on.”

The Forsberg family, left to right: William, Pam, Bill, and Harrison
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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. 

Construction Group Inc.  

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

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

MAKING YOUR TRANSFORMATION A REALITY

CALL TODAY FOR A FREE ESTIMATE




