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Create a craving for your property with beautifully designed rooms

that help buyers see themselves at home.

— — THE |

LAW GROUP

You don’t have to depend on luck or the market to sell a house. Our staged homes in the
Chicago western suburbs sell faster and for more money than non-staged homes

CH|S
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OUR 30 YEARS COMBINED IN
HOME STAGING DESIGN IN THE
WESTERN CHICAGOLAND
MAKES A DIFFERENCE FOR OUR
REALTOR PARTNERS AND

HOME SELLERS.

(815) 577-2233 | 24137 1111H St., NAPERVILLE, IL 60564

INFO@CHICAGOLANDHOMESTAGING.COM | WWW.CHICAGOLANDHOMESTAGING.COM
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/Koshgarian Rug Cleaners, Inc is a local family owned company that
has been cleaning homes using qua mplo\ ees, equipment and
cleaning products. When you call Ko oF: g , Inc, you
can count on receiving high quality service with a professional staff.
Cleaning Services Provided:
In Home Wall to wall carpeting
&
¢ Indeor'and Outdoor Upholstery, including mattresses
; / Hardwood Surfaced Flooring and grout cleaning
f
Loose Area Rugs In Plant cleaning;
pickup and delivery service available

Koshgarian Rug Cleaners, Inc
248 E Ogden Ave | Hinsdale, IL 60521
630-325-0243 Hinsdale | 630-420-9181 Naperville

info@koshgarian.com | www.koshgarianrugcleaners.com

KOSHGARIAN

RUG CLEANERS INC

CREATING HEALTHY ENVIRONMENTS, SINCE 1906
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PREFERRED PARTNERS

RP

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

Koshgarian Rug Cleaners
(630) 325-0243
KoshgarianRugCleaners.com

CONCRETE REPAIR
Raise-Rite Concrete Lifting
(630) 665-1345
RaiseRite.com

6 - November 2020

CONSTRUCTION &
REMODELING

Imagine Construction Group
(877) 209-9435
BuildBylmagine.com

ESTATE SALES &
APPRAISAL SERVICES
The Perfect Thing
(630) 665-5200
ThePerfectThing.net

ESTATE SALES,
ORGANIZING & STAGING
DeClutter Box Organizing
& ReDesign Staging

(630) 968-7557
DeClutterBox.com

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
Castlelnspectors.com

HomeTeam Inspection Service
(630) 200-3952
HomeTeam.com/DuPage

White Glove

Building Inspections

(630) 428-4555
WhiteGlovelnspections.com

HOME STAGING & DESIGN
Chicagoland Home Staging
(815) 577-2233
ChicagolandHome
Staging.com

JBI Staging
(630) 440-1344
JohnBerglnteriors.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

HOMELESS HOUSING
& TRANSITION
Shelter For All

(630) 239-1322
ShelterForAll.org

INSURANCE

Dutch Van Rossum -
State Farm

(630) 289-9850
DutchSF.com

Tracie Rasmussen -
BlueStone Advisors
(630) 947-3290
BlueStoneAdvisors.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!

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

RADON MITIGATION
DuPage Radon Contractors
(630) 836-1918
DuPageRadon.com

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

SANKIIZESEHOMEFATRY SUREACESZEAS KA OW/!

FAMILY OWNED & OPERATED SINCE 1929

State Automatic

Family Owned & Operated Since 1929
HEATING & COOLING Corp

630-879-8600 - stateautomatic.com

~ >
7 : ‘o/' ‘o,
R (1|))

turm to the experts

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

Duct Sealing * Radiant Flooring
Water Heaters (Approved Servicing Agent)
Trained/Certified Technicians * Geothermal Systems
Indoor Air Quality for a Healthier Home  Insured & Bonded

THERE'S
NO I

When you put HomeTeam Inspection Service to work for you
and your clients, you get a team of home inspectors on the job.
Which means you get more expertise. More insight. And most
important, more time to work through the process that exists
between the in-contract sign and the closing table. Look to us
for accurate information, detailed reporting, and the time you

need to get the deal done.

We're more than inspectors. We're relationship builders.

/©,/HomeTeam
INSPECTION SERVICE

Each office is independently owned and operated. ©2020 The HomeTeam Inspection Service, Inc. All rights reserved.

630.200.3952 | hometeam.com

FAST ACCURATE | TRUSTED

Home Inspector License # 450.010532
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»» REALTOR® feature

Written by Lauren Young
Photography by Katherin Frankovic

or many REALTORS®, buying and selling

homes starts as a hobby or weekend

gig. But eventually, many part-time

REALTORS® become full-timers. After
seven years of doing it on the side, Sheena Baker

finally went all in.

Sheena grew up as the youngest girl in a fam-

ily with three siblings, two older sisters and a
younger brother. Her mother is a registered nurse
and manages a hospital clinic in Chicago. Her
father was a truck driver. They grew up in a small
three-bedroom ranch in Bellwood, but the fami-

ly moved around a few times before she went to
college. While in college she worked at a truck-
ing company. She moved to a position in Chicago
managing payroll and at age 18 her career took off.
By 19, Sheena had purchased her first house. Soon
after, she got her real estate license to help her

family and friends.

“Because my family had moved around a lot, I want-
ed to buy a home and have some stability in where I
lived and worked,” explains Sheena. “It’s also why I
first entered corporate America. I liked the stabil-
ity. My family and friends began asking me to help
them with the home buying process and I thought

it would be good for me to pick up my real estate

license to help everyone on the side.”

8 - November 2020

BA.

Part-Time REALTOR® to Full-Time Star

ER

What began as just a way to support friends and family turned
into something more. Throughout her 20s, she flipped homes as
investments. By the time she was 25, she owned and managed

three rental properties.

At her day job, Sheena ran and managed huge payrolls for the
corporate offices of fortune 500 companies like ADP and Mi-
das. Her career expanded to human resources, HR information
systems, and even leading payroll system implementations and
employee benefits programs for multiple corporations. She was
certified as a Professional of Human Resources (PHR) and Certi-
fied Payroll Professional (CPP).

After 14 years, Sheena made the decision to transition into

real estate.

“In 2013, I had a life change, and I always wanted to pursue being
a full-time REALTOR®,” says Sheena. “I knew it would take some
work to make a great living with a good salary. Because I knew

a lot of people and had a strong network I felt it was time to step
out on faith to do it. I could always go back to corporate America

if need be, but it was time to try this new endeavor.”

That first year was filled with hard work and renewed focus.
Sheena had connections to get deals moving, but took a consult-
ing job on the side when she wasn’t selling real estate. To move
her career forward, she marketed herself constantly, worked
open houses for other agents, networked within the real estate

industry, and took as much training as possible.

CorMarc
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eing there for them.

Sheena makes a point to support

the people in her life and makes the
effort to connect with as many people
as she can by attending birthdays,
baby showers, and other events. “I
wasn’t working the corporate 9-to-5
anymore, so I was able to be there for
people the way I couldn’t have been
before,” says Sheena. “I really care
about being around others and being

there for them.”

Connecting with her community
network made a big difference. The fol-
lowing year, business more than tripled.
Since then, Sheena has been recognized

for many impressive accomplishments.

In 2018 and 2019, she was a Platinum
Top Producer with CarMarc Realty
Group. In 2018, she was awarded

the Quad County African American
(QCAA) Chamber Aspiring Entre-
preneur Award in front of a crowd of
over 400 people, including Aurora’s
mayor and other city officials. In 2019
she was honored by She Rocks It.

In 2020 she was selected as one of

12 REALTORS® for Illinois REAL-
TORS® Leadership Development. She
was also selected by Illinois REAL-
TORS® to be state legislative contact

Sheena in her brand new office in downtown Aurora.

for Karina Villa, District 49 State
Representative. She was also the
2015 Vice President of Membership of
the Women’s Council of REALTORS®
‘West Suburban Network (WCR) and
President in 2017. In 2018, WCR
awarded Sheena with the honor of
REALTOR® of the Year.

Sheena is always looking to sup-
port her community. She donates

to multiple organizations and is
always willing to help those who are

passionate about a cause. During her

free time, Sheena enjoys catching

up with her large family and friend
group. Sheena also hosts many client
events to keep in touch with custom-

ers and remain connected.

“When I’'m not working you can find
me out and about in the evening,
spending time with my friends and
trying new restaurants,” says Sheena.
“It is important for me to laugh with
my friends, try new food dishes, and
workout at spin classes. I also love to

travel anywhere with a beach.”

For the rest of 2020, Sheena has put
energy into growing her new downtown
Aurora office location and its team. “I'm
also focusing on advising my clients

for today’s market,” says Sheena. “No
one knows what will happen in six
months, but what we do know is what
is happening right now. The sellers are
getting top dollar and buyers are getting

really good interest rates.”

“No matter what happens with the
market, we should always advocate
for what the best move is for our cli-
ents,” she adds. “It is important, now
more than ever, that we help them

navigate obstacles.”

DuPage Real Producers - 11



Shelter For All empowers and
transforms DuPage homeless to lead
functional lives.

Increase the Curb Appeal 'Ili}'nair-Slinl(éli"ﬂo'nc'rete
and Sale Price of a Home! |  with RRISE-RITE

|

GIVE BACK'T
HOLIDAY A~

Patios » Garages ¢ Sidewalks ¢ Driveways
Stoops ¢ Interior Floors  Porches © Pool Decks

Save up to 2 the Gost of
Concrete Replacement

Raising Sunken Concrete
Since 1974
RAISE-RITE s
Concrete Lifting
630-665-1345 « WWW.raiserite.com

DON'T BE A TURKEY

Get a home warranty from
ACHOSA Home Warranty, LLC

THIS IS ACCOMPLISHED BY:
Providing Affordable Fully Furnished Housing
Mentorship Programs * Mental Health Services * Job Placement
Life Skills Education * Social Activities

SHELTER FOR ALL

is a transformative
housing solution whose

goal is to make its
residents independent

and self-sufficient.

Shelter For All is a 501(c)3 not-for-profit and 100% donor-funded.
To sponsor a homeless person, contact David Dornblaser, Founder

630.239.1322 (Voice & Text) « david@shelterforall.org
www.ShelterForAll.org * 131 Main Street, West Chicago, IL

Your Sellers Trusted You to Sell Their Home

Trust The Perfect Thing
to Sell Their Furnishings

BILUESTONE

A DV IS ORS
NSURANCE | BENEFITS | CAPTIVES :
Your Partner for Protection Q a e
4 B ol
- g IS . —-—

We are a full-service, e A . /
independent brokerage
specializing in affluent

individuals and families.
We understand our clients'

OVO

lifestyles, and focus on

matching coverage to their
risk profile. Our carriers can | =
often provide broader '
coverage at competitive
prices.

You'll be

that you can choose your own (contractor

4 Vanessa Cici Fry, Attorney at Law
""‘ Residential & Commercial Real Estate Law
DAANG
a® ,,,i t‘*‘, -

i Qﬁ.

Tracie Rasmussen Royce, MBA, CPRM
trasmussen@bluestoneadvisors.com
630.947.3290

o Community Focused
o Relationship Based

o Partnership Proud

Call me for a quote today! é

12 - November 2020

THE PERFECT T (NS
Consigned Fine Furniture, Decorative Accessories, and Antiques

204 West Liberty Drive ®* Downtown Wheaton
630.665.5200 * ThePerfectThing.net

ACHOSA

Jina Boerman
630.209,2888
www.achosahw.com

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

Phone 630-563-5383 | Fax 630-629-9767
vanessa@frylawgroup.com
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Home Warranty
of America

Warranty Women 1rio
Has You Covered

With nearly three decades of experience between them, the
dynamic trio of Kim Chalekian-Bisaillon, Tia Duderstadt, and
Liane Luckett, nicknamed “The Warranty Women” from Home
Warranty of America (HWA), have achieved a great reputation
within the Real Estate community. That reputation A
is built upon strong relationships, excellent
service and a product that is designed

to protect homeowners from costly

repairs or replacements of major
mechanicals and appliances that

fail unexpectedly.

“Our whole job is serving
REALTORS® and real
estate attorneys,” says
Liane. “We educate them
on the value of a home
warranty and give them
resources to equip their
clients. We’ve been do-
ing this over many years

and have seen it all.”

This team is uniquely

positioned to help agents
and clients who need the
security of protection against
the unexpected and often costly

repairs of major mechanical issues
or replacement of appliances that may
occur either prior to, or right after, the

closing of a home. HWA’s competitive advan-
Top: Tia on an excursion
with her son Richie.
Bottom: Kim and Kenny with
minimizing huge out of pocket costs for homeowners. Their passion for remov- McKenna (left) and Wesley (right).
Right: Liane on vacation with her

boyfriend Jay.

tage is offering the only national 13-month home

warranty with the highest liability limits in the industry,

14 - November 2020

ing the fear and confusion from home
warranty shopping has established
them as the leader in the field.

Kim, Tia, and Liane love to partner
with REALTORS® and clients to
provide them with the education and
care that is important to seamless
and stress-free closings. The trio
also works hard to be a vital part

of the teams REALTORS® build to

serve their clients. Kim notes that

»» partner spotlight

Written by Lauren Young

they will
conduct two
or three office
presentations each
week and three to four
one-on-one client training
conversations per day, to ensure
that customers understand what is
covered and how to use the product. From
the listing to the closing, Kim, Tia and Liane are

confident of the benefits of their home warranty product.

“A REALTOR’S® name is on the line when they make professional
recommendations, like warranty companies,” says Tia. “We want
the homeowner’s experience to exceed expectations every time. A

happy customer for us is a happy referral from REALTORS®.”

The Warranty Women often use an acrostic device to help clients
remember what things are covered in a home warranty policy.

When it comes to remembering what’s covered in a home warran-
ty, think of the word peach. The letter “P” refers to plumbing, “E”

stands for electric, “A” for appliances, and the “CH” represents

DuPage Real Producers - 15



° the cooling and heating. In addition,

HWA covers things like rekeying the
locks (six locks and four keys), and
things that other home warranty com-
panies do not, such as the recapturing

of Freon with no cap on coverage.

.

T

%

#

o i =

Top: Kim's kids Wesley and
McKenna sharing a seat.
Bottom: Liane taking in the
sights with boyfriend Jay at the
waterfront in Monte Carlo.

16 - November 2020
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Home Warranty of America was founded in Buffalo Grove, Illinois,
but today there are local representatives in all 50 states. The com-
pany is confident not only about its product, but also about its com-

petitive pricing, offering comprehensive coverage at a great value.

Kim, Tia and Liane aren’t just the Warranty Women. They’re all also

wives, mothers, athletes, hobbyists, volunteers, and much more.

Liane, who was worked in the home warranty industry for 20 years,
loves to golf, garden, read, downhill ski, and travel, but she espe-
cially loves spending time with her three grandchildren.

Kim and her husband, Kenny are celebrating their
third year of marriage together, and have two

children, McKenna and Wesley. Kenny and

We understand our customers needs and

we always put ourselves in our customers’

shoes, working every claim as quickly as

possible to satisty their needs.

Kim are “sports nuts” and met while playing in

a softball league downtown Chicago. Kim played
college softball at Loras College in Dubuque, IA.
She gained many leadership skills while being a
college athlete and captain of her team, which has

been quite valuable in business.

Tia, her husband Alton, and their 8-year-old son
Richie enjoy hiking, gardening, bird watching, bik-

ing, and volunteering at her son’s school events.

HWA has partnered with Children’s Miracle Net-
work’s “Miracle Month” every October for the last
four years. Children’s Miracle Network is a group of
hospitals that provide the best care for children and
the funding gaps between insurance programs and
the full cost of care. To date, HWA has donated over
$4.3 Million to this worthwhile cause. They believe
in the mission and health services Children’s Mira-

cle Network provides to those in need.

Beyond supporting charities, the team gives
special emphasis on caring for its REALTOR® and
homeowner partners. Protecting on-market homes
during the sales process is an important, often
forgotten, part of real estate. A surprising number
of costly repairs, major mechanical issues, or re-
placement of appliances can spring up right before
or after the closing of a home. To protect against
second-thoughts, HWA has one of the best com-
pensation packages available. Especially during
the current economy, The Warranty Women want
to make sure REALTORS® know of their free
seller’s coverage, which protects a property while
it is listed, and the need for additional protections

for their clients.

“It is more crucial than ever to have a home

warranty,” says Liane. “Because of the state of the

economy, homeowners cannot afford to pay huge
sums on repairs or replacements. Home warran-
ties limit the out-of-pocket costs and financial
burdens so that they have one less thing to worry
about.” Kim adds, “We understand our customers’
needs and we always put ourselves in our cus-
tomers’ shoes, working every claim as quickly as

possible to satisfy their needs.”

The Warranty Women will always emphasize

“above and beyond” service to their customers!

1TWAREH

Herne Warraiiy of bmence

WE’'VE GOT
YOU COVERED.

Give your buyers and sellers piece of mind —
always ask for the Orange 13-month company!
Call us today about our current promotion!

YOUR LOCAL REPRESENTATIVES

2 F

Liane Luckett Kirnbedly Chalekian-Bisallian | Tia Stutz Duderstadt
Aceound Eveeutive Account Exwcutoem Account Executive
708-705-5183 B4P-212-RETS 847-271-7968

ke @hmahomewsranng com | kehalellan@bwahamewmananty cem | Tia.D@hwahomewarranty.com

HWA oifers repair/replacements cnall major mechanicals and appliances,
including unknown preexisting conditions!

HWAHomeWarranty.com

Exchmions apphy Ses coniract document for detaiin. £2089 Home Wamanty of America, inc
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JOE PIRAINO

630.202.5918
630JOE.cOMm

Promising Prodigy: Childhood Pastime

18 - November 2020

Becomes Grown Up Passion

DY rising star

Joe creates fun and creative marketing campaigns,
including this billboard.

Written by Lauren Young | Photography by Katherin Frankovic

Growing up in a new development community, Joe Piraino was given an
early behind-the-scenes look at real estate. “I would take walks through
the homes after the construction crews left for the day and pretend to
design the homes and pick out my favorite features. When there were
open houses, | would walk through to see how different they were. | had no

idea real estate would become my job. As a child, it seemed impossible.”

Joe grew up the oldest of seven kids in central
Illinois. When he was in high school, the family
moved to Palatine and has been in the area since.
He studied accounting at DeVry University, but
after graduation wasn’t sure what area of business
he wanted to go into. During college, he worked
with his dad at his painting company while trying to

figure out what to do next.

He also watched his entrepreneurial uncles run
their own businesses with interest. One uncle
founded the prominent Michael Anthony Salons
in Chicago. Another uncle owned a successful sa-
lon in the suburbs. On his mom’s side, his grand-
father owned and managed a siding and windows

business in Arizona.

“I always knew at some point I was going to run my

own business,” says Joe. “I just didn’t know where

or how. I've tried and dabbled in many things, but it

always came back to real estate for me.”

Joe eventually settled into a job in the corporate
world. His work required frequent travel, so when
he and his wife started thinking about a family,
the idea of being local and working with the com-
munity was exciting. Real estate came to mind
immediately. When he approached his wife about
becoming a REALTOR®, Joe was caught off guard

by her reaction.

“She was so supportive and said I would be good at
it,” says Joe. “Usually she is the type of person who
asks, ‘Really? Are you sure?’ That’s how I knew it

was the right decision.”

Soon after, Joe found out his brother also decided

to get his real estate license. The two went through

DuPage Real Producers - 19




Pictured: Joe with Yiota and
their first child, Penelope

We all need a calming voice when
everything else seems crazy.
I want to be that for my clients.

courses together, supporting
each other throughout the jour-
ney. For Joe, it took some time
to build up his client base in

the first year. He found success
through building awareness and
developing referrals with social
media, billboards, and unique

local promotional events.

“I would pick a restaurant close
to an open house and have them
sponsor with food,” he says.
“For one with Chipotle, I called
it ‘Build A Burrito, Buy A Home.
I think we had about 15 people
show up. The awesome thing

is I sold the house at the open
house. It makes others enjoy
visiting the property and keeps

it entertaining for me, as well.”

Joe didn’t realize exactly how
well he was doing that first
year. But as sales mounted, he
was surprised to receive an
award from Baird & Warner for

his performance.

“I actually won the Rookie of
the Year award and had no idea
I even qualified for it,” says Joe.
“During my first year, I closed
$7 Million. There were amazing
agents in the office doing $20
Million and $30 Million, and I
was just fortunate they were
willing to spend time with me
and help me get my process
down. When I met with one

of the very top agents in my
brokerage he said, ‘You have it.
You're going to do well’ That’s
all I needed to hear to affirm my
decision.” Now in his second
year, Joe has already risen to

the top 15% nationwide, accord-

20 - November 2020

ing to HomeSnap. He’s had multiple monthly Out-

standing Producer awards from Baird & Warner.

Aside from staying active and visible in the com-
munity, Joe has used his personal experience with
connect with customers. In 2012, Joe and his wife
built their first home, so he often shares his learned
lessons to prospective buyers and sellers. “Build-
ing a home is a fun and interesting adventure,”

he laughs. “Every person has their own ideas and
opinions about how it should look. Through my ex-
perience, I'm able to advise on the process for a lot
of clients who are thinking about new construction

and for existing homes as well.”

When Joe is not working his business, he and his
family enjoy traveling. His wife, Yiota, had their
first child, Penelope, in 2019. Together, they have

enjoyed bonding during this year’s extra at-home
time. Yiota and her family are from Greece so
they’ve enjoyed visiting relatives that still live
there. They also enjoy watching baseball together,
and Joe loves golfing with his uncles and cousins
when there is extra time. As a librarian, Yiota is
also closely involved in the community, and Joe

often joins her at local programs.

As Joe considers the future of his real estate career,
he is determined to keep every part of the process

fun and enjoyable. “Everyone’s situation is different
right now,” says Joe. “I feel like everybody is tired of
hearing the word ‘uncertainty, so I choose to stay pos-
itive often using humor to lighten the mood. During
uncomfortable scenarios, we’ll just work through it
together. We all need a calming voice when everything

else seems crazy. I want to be that for my clients.”

Our firm provides an environment where our professionals have the time to focus on their chosen concentration,
while taking a “Team” approach to assist our clients with seamless transactions for life’s big moments.

out every piece of correspondence we send out or receive so that the client will be kept up to date on the transaction.

=
=

We always have two attorneys and our full paralegal staff working on every transaction, so someone is always
available to assist you with any questions. Our paralegals assist with emailing

LLC

HAWBECKER HGLEGAL.COM | 26 BLAINE STREET, HINSDALE, IL 60521
GARVER, PHONE 630-789-6833 | FAX 630-230-1119
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Home Closings Should Be Easy.
Brower Law Has the Experience You Can Trust.

BROWER LAW OFFICE

. Scott Brower
~. 608 S Washington St, Ste 311
Naperville, IL 60540

630-753-0008
browerlawofhice.com
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www.POHphotography.com™ 630-536-9870
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shoots &

Virtual staging sl
Virtual tours and video walkthroughs
Drone photos and videos .
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o EveryListing Has s Challenges

The De-Clutter Box Can Help!

just see a
customer.
| see you.

Dutch Van Rossum Ins Agey Inc While other insurance

Dutch Van Rossum, Agent cnmpaniea leSl gpp 3
978 5 Bartiett Road i I it
Bartlett, IL 60103 CHISIOIIET, | SRE @ NEIEAuor
Bus: 630-289.9850 in my community. I'm here

to get to know who you really

are so | can help life go right.
LET'S TALK TODAY | like working with Kim as she gets * DECLUTTERING

the job done seamlessly. | have her

contact my client for an estate sale, * REDESIGN & STAGING
and/or de-cluttering and Voila it is USING WHAT YOU HAVE
taken care of. Moving day for our

sellers couldn't be easier when they [ MOVING SALE

use the services of Kim Cosentino .
and her team! MOVE-IN, ORGANIZED

& StateFarm:  [EEEENEERY or-oie

Kim Cosentino
Professional Organizer

7 K630-542-8782

+ De-Clutter@ox.com
State Farm S P pr—
1706838 Bloomington, IL
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WHITE (GLOVE

BuiLpiNnG INSPECTIONS
Serving Chicagoland Since 1990

Your Fure Service
InspECTION COMPANY

- Less Phone Tag
- Less Surprises
- Less Delays

DuPag

Contrac@ors

Radon Mitigation for Real Estate

630—836—1918

MAINSTREET

Ttiliate Partner
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Buying and selling real estate

changed drastically over the

last year. | just want to respond

to the new needs of the

market and help people make
_ ' the wisest choice, for the

Written by Lauren Young e . J

Photography by Katherin Frankovic - p Short_term and the Iong_term.

TOP AGENT WITH
CPA AND MBA USES
DATA MASTERY IN
RISE TO SUCCESS

“I saw my parents demonstrate grit and a hard
work ethic,” says Top 50 DuPage REALTOR® Larysa
Domino. “They had their dreams and taught me that

nothing comes without effort.”

Larysa’s parents, George and Donna, both emigrat-

ed from Ukraine to the U.S. in their teens. They met
at the University of Illinois at Chicago and started a
family while earning advanced degrees and working

on their impressive careers.

Donna earned her degree in Medical Dietetics and

later went on to get a master’s degree. She worked

as a registered dietician and eventually became the
Director of Food and Nutritional Services at a prom-
inent Chicago hospital. Meanwhile, George grad-
uated with a degree in accounting and earned his
CPA license. After graduation, he worked in a large

accounting firm before starting his own business.
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While their parents juggled studies
and jobs, Larysa and her two young-
er brothers spent a lot of time with
active grandparents. With so many
parental figures in their lives, the bar
for life and career aspirations was set

high from the beginning.

“Their expectations were high for us,
since they came to the United States
without many resources and worked
their way through higher educa-

tion and into successful careers,”

she says. “They tried to establish a
strong foundation for our family, so
they hoped for more from our perfor-

mance and achievement.”

Larysa set her sights on making
them proud. Attending prestigious
Northwestern University, she was
initially a pre-med major until
she switched to economics at
the end of junior year. Next,
she earned her CPA. Then,
she pursued an MBA in
Strategy and Market-
ing at Northwestern’s
renowned Kellogg
School of Manage-
ment. Between stud-
ies, she worked in
corporate finance. ‘?\:”k =
oy A
g e
“I loved that I was ﬁ:&-iﬂ o

T WS e o od
working on the rﬁ‘éﬂ’-}?;::!;ﬂ A

internal consul- iy i
tant team in the 1{"%{“
corporate world ‘3’“
dealing with proj- %
ects, efficiencies,

cost savings, and
optimizations,” says
Larysa. “It’s because I
loved learning and growing

so much that I decided to get
my MBA. The MBA really
broadened my knowledge base
in marketing and strategies and

exploring different industries.”
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larysadomi

‘When Larysa began focusing on her
growing family, she reconsidered the
appeal of her demanding corporate life.
Having lived in four primary residences
and dabbling in investment properties,
she already had hands-on experience in
buying and selling real estate. Personal
interest added to many other factors
that made becoming a REALTOR® an

attractive possibility.

“My daughter was in the first grade,
and that’s when I started looking at

a new career that would let me work
more locally and still be involved in
the community,” Larysa explains. “And
that’s been one of the most fulfilling
parts of the job, actually. Being able to
meet new people coming into the Hin-
sdale area for the first time and getting

to know them on a personal level.”

The first few years of her new
career were difficult. Larysa found
it harder to break into the industry
than she initially thought. By year

four, however, she had become the

630.561.8331

no aatproperties.com

zggsmnDISON.INFG =

number one REALTOR® by volume
individually in Hinsdale. With hard
work and determination, an example
set by her parents in childhood, it’s a
title she’s held in 2019 and on track
to hold in 2020.

“I realized starting in my second year
that you get what you put in,” says
Larysa. “Once I figured that out, I
started working around the clock and
trying every avenue and angle to grow
the business. It really picked up and
there was a lot of elbow grease and
effort behind it.”

Using her background in economics,
finance, marketing, and strategy, Larysa
has a unique ability to sort through
detailed industry data. This helps her
spot trends to predict where the market
is going and gives her insight into how

to position a property for faster sales.
“If you know the home’s target buyer
market and overall supply/demand

in the target segment, you should be

I’'ve always loved giving
back to the community.
| think it is important

to model that for my
daughter and it is also
personally rewarding.
|

able to sell relatively quickly,” says
Larysa. “I'm a very honest person,
and I give a direct opinion about the
properties I'm working with. I think
that evaluation based on my experi-
ence and research makes a difference
in the listings I manage. It also helps
that I have lived in a wide range of
price points personally, so I am now
able to understand home values going

all the way up the luxury market.”
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Larysa’s hard work and dedication
have paid off, and it is evident in her
growing sales numbers. In 2019 she
closed $24.5 Million in total volume.
And for 2020, she is on track to sur-
pass over $30 Million.

Aside from sales goals, Larysa

is passionate about community
involvement. She has served as
co-president of her daughter’s PTO
for two years and as treasurer

prior to that. She’s been the chair

in multiple roles in the Hinsdale
Junior Woman’s Club and values a
philanthropic life. “I've always loved

giving back to the community,” says

Larysa. “I think it is important to

Larysa and her daughter Nadia are together as

often as possible, whether shopping in Hinsdale or

on out-of-town excursions.
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model that for my daughter and it is

also personally rewarding.”

When Larysa is not working her real
estate business, she and her 12-year-
old daughter, Nadia, enjoy traveling
to warm-weather destinations such
as Longboat Key and Cabo San Lucas.
She’ll even visit Lake Geneva for

shorter day trips.

“I also love getting out and about in
the area to experience the outdoors
with a run or bike ride,” she says. “I'm
community-focused and enjoy going
to all the events in the area including
dining out. All the seasons in our

community, like apple and pumpkin

seasons and wintertime walks around

town, are so wonderful.”

As Larysa looks forward to 2021, she is
as optimistic about innovation and client
support as ever. “In 2020, the value of a
home has never been more important,”
says Larysa. “I'm focused on helping my
clients through this challenging time
while they are evaluating their space and

whether it meets their needs.”

“Buying and selling real estate changed
drastically over the last year,” she contin-
ues. “I just want to respond to the new
needs of the market and help people
make the wisest choice, for the short-

term and the long-term.”

BUYING A
NEW HOME IS
IN SEASON

Let us help your clients as their
preferred real estale atlorney.

We answer all communication in real-time, 7 days a week.

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



TOP AGENT

POP-UP

b v Happy Hours

Until we can get together for our larger events  Thank you to Judy and Kate Martin at The Perfect Thing for hosting our Wheaton
(hopefully soon), DuPage Real Producers is Pop Up, and Sarah Bogaczyk at Oakley Home Builders for hosting our Downers
hosting smaller “pop-up” events in our village  Grove Pop Up.

downtowns. These smaller events have been a

great way for elite REALTORS® to collaborate Thank you to the many Preferred Partners who make these events possible.

and socialize with each other and our

Preferred Partners. Keep an eye out for an email or a text from us. We’ll be coming to your town, too!

ATy
K2
Pt

ohy inc.

Www o kadep
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Trust The Grout Medic to Make Your Listings Spotless!

BEFORE

PROUDLY SERVING CHICAGOLAND FOR @OVER 25 YEARS

el L% CJ_X ST L 4 | ?;]I::J ction

AFTER

We Use 300° Steam to Kill Viruses & Mold

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.

, s -

EVERY INSPECTION INCLUDES OVER 100K IN FREE WARRANTY COVERAGE!

“Berore wree Bringing Tile & Grout-kBack To Life WWW.CASTLEINSPECTORS.COM['630.462.1050
*We also reglaze tubs and shower pans.* ?ﬁf 844.44GROUT
Save Up to 10% with Code: REAL L’. % | GroutGuy.com
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CREATIVE

You only have 8 seconds
to grab the attention of a buyer online.

Don’t sell your listing short with
anything but the best photo and video.

630-550-0706 * fiocreative.com ¢ ([@@fiocreative

YOU CAN IMAGINE YOUR RENOVATIQE‘

I M q G ‘ N CALL TODAY FOR A FREE ESTIMATE
Residential & Commercial Remodeling
i . G I View Our Project Gallery | www.BuildBylmagine.com | @ @imaginecginc
onstruction Group Inc. 877-209-9435 | Serving Chicagoland For Over 15 Years

M BREATHE EASY WITH HELP FROM
ABOVEBOARD INDOOR ENVIRONMENTAL, ING:

Mold Remediation CAN'T SAY ENOUGH POSITIVE THINGS
. Attic Re-Fitting & Re-Insulation ABOUT ABOVE BOARD. THEY WERE

¢ Asbestos Abatement VERY RESPONSIVE, PROFESSIONAL AND

é ":H oarder Clean Up INCREDIBLY KNOWLEDGEABLE. THE

B i WORK PERFORMED WAS OUTSTANDING
PLUS THEY DIDN'T TRY TO SELL
SERVICES THAT WEREN'T NEEDED
| HIGHLY RECOMMEND THEM!
- Steve W

| Above Board Indoor Environmental

_" Cell: M Ree Baar

. - . . CR msiner Frrvironmasts|
. barton@aboveboard.solutions | www.aboveboard.solutions
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20%

SALE *f CHICAGO TITLE CAN HELP YOU

on out carpet;, A= SEEY
upholstery drapery and |
tile cleaning services |

RISE TO THE TOP
OF THE LIST

- DATA + CONTENT + DESIGN

Professional, Healthy & Courteous
Beautiful Cleaning

CALL TO SCHEDULE

630-960-9422

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

(W) CHICAGO TITLE

o
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Written by Joe D’Alessandro

Photography by Katherin Frankovic
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Providing Transformational
Change in the Heart of DuPage

David Dornblaser has over 40 years

of experience ministering to the

homeless. After continually seeing the

same faces in homeless shelters year

after year, he got a vision to provide

~ afacility that could provide more

than meals and warmth. He saw a

place with more services where people

would be mentored and encouraged to

. transition to independent living.
: --:-_ﬂ-:;—-'ﬂ_ - a
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That vision became reality at Shelter
For All in West Chicago.

David studied at the Lutheran School
of Theology in Chicago before a
family crisis pulled him away from
seminary. Professionally, he became

an options trader, attorney, and

successful entrepreneur. But David’s ~

true passion has always been prb'v.id—
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ing aid to people in crisis. Residents
of Glen Ellyn, David and his wife
Lynn would organize and provide
community meals for up to 400
underprivileged families in Chicago
housing projects for many years. A
parishioner at St. Mark’s Episcopal
Church in Glen Ellyn, David served
as PADS coordinator for the church

for eight years. cee



It takes a while for people to unpack
the stress of being homeless, and.,

- before they can
-EF ~ their way to

|

Ribuladatalzdolvtoiulsll

So when David set out to put together a
team to make Shelter For All a reality,
he had alot of credibility to leverage.
He formed a 501(c)(3) and campaigned
to raise money to buy buildings, but
potential donors wanted to see an on-
going organization before committing
funds. David reached out to his friend,
REALTOR® Lance Kammes, who grew
up in West Chicago and shares David’s
passion to serve. Lance provided
several of his own apartment buildings
for David to use to prove his idea could
work. The movement was up and run-
ning, but David’s biggest challenge was
yet to come: purchasing and transform-
ing a 17-unit apartment building. Today,
that building is thriving as David
envisioned, but it was a bumpy road, to

say the least.

In 2019, Shelter For All was in the mid-
dle of replacing the roof on the 17-unit
building. The roofer had tarped the
roof, but not pitched the tarp. While
David was in London, there was a sea-
sonally-unexpected storm that dumped
inches of snow on the property. Water
flooded the building damaging every
unit all the way to the basement. Even
the electrical system was destroyed.
They moved everyone into a hotel and
had to relocate some of the residents,
taking their resident count from 14
down to eight. As you read this though,
they have rebuilt and are adding one to

two residents every month.

The strength of the organization is

the mentors. Their primary purpose

is to guide the residents in address-

ing any problems or issues and to

support them on their way to self-im-
provement and self-sufficiency. There
are two mentors for every person they
house. All mentors are volunteers
except one who is an employee. Two
are psychologists. Two are retired spe-
cial education teachers. David is very
selective about the mentors. It’s a slow

process to select and develop them.

“It takes a while for people to unpack
the stress of being homeless,” says

Victor proudly showing off his apartment and discussing with David the upper
kitchen cabinets, which are on backorder because of the pandemic.

David, “and they have to get through that stage before they can
really get traction on their way to independence.” As a firm rule,
addicts must be in recovery first before becoming a resident.
Shelter For All receives many referrals from churches, and their

goal is to grow to about 20 residents.

New residents are provided a fully furnished apartment, $100
cash, quarters for laundry, and food in their refrigerator. The
apartment building is just a few blocks from the Metra West
Line West Chicago station, and residents are provided a 10-
ride ticket for trips between Wheaton and Geneva, to increase
their employment prospects. New residents are taken for a
new state ID and for a library card. They are introduced to
the nearby food pantry and taken on a tour of West Chicago.
Shelter For All offers yoga, a book club, free legal services,

and a chaplain.

Residents are required to work 20 hours per week or, if on dis-
ability, do volunteer work.

Resident and Shelter For All employee, Justin, discussing with David the final
trim out of one of the apartments.

Many new residents feel overwhelmed when they move in. They
have an increased level of interaction for the first 30 days and

are urged to strictly follow their mentor and psychiatrist’s advice
because there is a 30-day probationary period. Shelter For All has
frequent social events to help residents integrate with the group
for additional support. They also organize special events such

as a 2020 camping trip to Wisconsin, which was unfortunately
rescheduled due to the COVID-19 crisis.

David is excited about the future when he states, “With the com-
pletion of the reconstruction of the West Chicago apartments,
Shelter For All stands poised to grow and to help more and more

people achieve self-sufficiency.”

No setback will keep David from transforming the vision he was giv-
en into reality. The Gospel of Luke tells us, “Everyone to whom much
was given, of him much will be required, and from him to whom they
entrusted much, they will demand the more.” David is humbly living
out his calling, and blessing the lives of many DuPage residents.
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GET EVERY ISSUE
ON YOUR PHONE
OR TABLET

johnsan-berg

"Nora and Theresa are my go to stagers! They have such a great
eye for what will appeal to the most buyers, and my sellers are
always impressed with how positive they are and their wealth of
knowledge. | highly recommend this team!”

Al PR3

TING. ELEVA

Patti Michels, Michels Group, Baird & Warner

PERSONALIZED SERVICE
MAKES THE DIFFERENCE

Johnson-Berghorst Interiors | www.johnberginteriors.com | (630) 440-1344

THE DOCTOR
(LOAN) IS IN.

Tony Lupescu = NMLS #224410
212-962-2850

D OW N LO A D O U R M O B | LE A P P mortgageadvisors.53.com/tony.lupescu

Search Digapub - Choose lllinois - DuPage Real Producers

£ Download on the GET ITON
. App Store || P» Google Play FIFTH THIRD BANK

Loans sishjiect to cradit review and approval. Fifth Third Bank, National Association, 38 Fountain Spuare Piaza, Cincinnati, OH 45263, NMLS# 403245, Member FDIC, @ Equal Housing Lender. Fifth Third and Fifth
Third Bank are registered service marks of Flth Third Banconp.
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% PHOENIX RISING

\* HOME STAGING - INTERIOR DESIGN - FURNITURE SALES
105 E Oakton St, Des Plaines, IL 60018- 773-433-3888- www.chicagostaging.com



