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

847.922.6775 | mj.murnane@mdesign.house

STAGED HOMES SELL 87% FASTER

www.mdesign.house

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

abowyer@middleforkluxury.com | 312.560.3969

www.middleforkluxury.com
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Karen M. Patterson is your Concierge Closer:

Karen M. Patterson, P.C., Attorney at Law
2400 Ravine Way, Suite 200  |  Glenview, Illinois 60025

C: (847) 226-7818  |  O: (847) 724-5150  |  Karen@Glenviewlaw.net
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Curator of residential and commercial real estate transactions
from contracting to closing and everything in between.

Laura Humpa 
Photographer

Annette Patko 
Photographer

Laura Zickert 
Executive Assistant // Writer

Travis Heberling 
Videographer

Melissa Lopez 
Content Specialist

Michelle Medeiros 
Ads Manager

Blair Piell 
Events Coordinator

Jason Acres 
Owner/Publisher

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain 
solely those of the author(s). The paid advertisements contained within the North Shore Real Producers magazine are not endorsed or recommended by The N2 Company or the 
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating Realtors for certain stories, 
please email us at jason.acres@RealProducersMag.com
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SALON & SPA

Salon Oak & Spa @BarberTown

Georgia Zorba

(847) 998-0899

Salon-Oak-Spa.Business.Site

SOLAR ENERGY

Solterra Sun

Brandon Pratt

(360) 731-8955

www.solterrasun.com

STAGING

Phoenix Rising Home Staging

(312) 450-8365

ChicagoStaging.com

TITLE COMPANY

Chicago Title

Dan Halperin

(847) 833-1430

CTCastleConnect.com

Euclid Title Services LLC

Verra Rudolfi

(847) 996-9965

EuclidTitleServices.com

VIDEOGRAPHER

Visual FilmWorks

Travis Heberling

(872) 356-8135

VisualFilmWorks.com

REMODEL & DESIGN

Refresh

Michelle Morris

(847) 549-0668

Refresh2Sell.com

REMODELING (HOME)

North Village Companies

Sean Sandona

(866) 667-8414

MyNorthVillage.com 

RESTAURANT

Bluegrass Restaurant

Jim Lederer

1636 Old Deerfield Road

Highland Park, IL 60025

(847) 831-0595

ROOFING

Etruscan Gutters & Roofing

Shaun Payne

(847) 926-0035

EtruscanRoofing.com 

L.R. Gregory and Son

Jim Gregory

(847) 999-7297

LRGregory.com

MOVING SERVICES

Doorage

Sean Sandona

(833) 366-7243

Doorage.com 

PAINTING

DiVinci Painters Inc

Jim Berardi

(847) 266-1295

DiVinciPainters.com

PAPER BOUTIQUE

Paper To Party

Linda Crown

(847) 903-2148

PaperToParty.com

PEST SOLUTIONS

Rose Pest Solutions

(800) 468-7378

RosePestControl.com

PHOTOGRAPHY

Conerstone Photography

Laura Humpa

(630) 205-5033

CornerstonePhotography.com 

Key Mortgage Services, Inc 

- Lauren Marks

(847) 910-5988

MyKeyMortgage.com/

Lauren-Marks/

Key Mortgage Services, Inc. 

- Tammy Maranto

(630) 291-1476

MyKeyMortgage.com/

Tammy-Maranto

Loan Depot - John Noyes

(312) 319-9833

LoanDepot.com/JNoyes

Loan Depot - TJ Lynch

(773) 732-6843

LoanDepot.com/TJLynch

Molitor Financial Group, LLC 

- Brett Hines

(773) 275-3100

MolitorFinancialGroup.com

Wintrust Mortgage

Susan Seeberg

(847) 418-2825

SusanSeebergLoans.com

JUNK REMOVAL

Junk Remedy

Nick DeGiulio

(877) 722-5865

JunkRemedy.com

LAW FIRM

Law Office Of  

Judy K Maldonado

Judy Maldonado

(773) 895-5045

www.jkmlaw.com

LOANS / MORTGAGES

Citizens One

Mark Johnson

(312) 777-3649

lo.citizensone.com/il/

chicago/mark-johnson

MOLD REMEDIATION

Green Home Solutions

Erik Sager

(860) 919-5538

GreenHomeSolutions.com

MORTGAGE / LENDER

Draper & Kramer  

Mortgage Corp.

Cathy Schneider

(847) 239-7830

DKMortgage.com/Schneider

Forum Mortgage Bancorp

Bill Vasilopoulos

(773) 774-9040

ForumMtg.com

Guaranteed Rate  

- Brian Jessen

(847) 712-0830

Rate.com/BrianJessen

Guaranteed Rate - RJ Dolan

(847) 922-5884

Rate.com

DESIGN & HOME STAGING

M Design, LLC

Andrew Bowyer

(312) 560-3969

MDesign.house

FLOORING

Iskalis Flooring Group

John Iskalis

(847) 456-2426

GIFTS

Woodcut Workshop Co.

Laura Zickert

(847) 873-2821

WoodcutWorkshop.com

HOME IMPROVEMENT

The ABL Group

George Markoustas

(847) 579-1600

theABLgroup.com

HOME INSPECTION

Dunsing Inspections

Jamie Dunsing

(847) 367-0782

Dunsing.com

HOME WARRANTY

Home Warranty of America

Kim Basaillon

(847) 212-8635

HWAHomeWarranty.com

INSURANCE

Goosehead Insurance - 

Boggs Agency

Kevin Boggs

(630) 365-7248

Goosehead.com

State Farm

(847) 395-1321

ChadArnoldInsurance.com

BUILDER

A Perry Homes

Tony Perry

(847) 549-0668

APerryHomes.com

ICON Building Group

Charlie Murphy

(815) 715-2536

ICON-Group.com ; 

IBGREModel.com

Middlefork, LLC

Andrew Bowyer

(312) 560-3969

MiddleForkLuxury.com

Russ Contruction

Dariusz Ruszkienkz

(847) 312-6160

BUILDER/DEVELOPER

ClearPath Chicago

James Nesbitt

(223) 733-8010

www.ClearPathChicago.com

CHIROPRACTIC CARE

Atlas Upper  

Cervical Chiropractic

Alex Halstead

(847) 920-4506

AtlasUCC.com

CPA SERVICES

Dam, Snell, & Taverine, LTD.

Barbara Harpold

(847) 367-4448

www.dstcpa.com

DESIGN

Blair Crown Design, Inc.

Blair Piell

(224) 707-0138

BlairCrownDesign.com

ACCOUNTING - CPA

The Hechtman Group Ltd

(847) 853-2599

TheHechtmanGroup.com

ADVERTISING/PRINT/

SOCIAL MEDIA

Rarecurve

Seth Price

(816) 728-6895

Rarecurve.com

ATTORNEY

Chang Legal, LLC

David Chang

(847) 907-4971

ChangLegal.com 

Floss Law, LLC

Bob Floss

(224) 326-2903

FlossLaw.com

Jeffrey S. Marks Real 

Estate Attorney

(312) 208-7340

TheLouboutinLawyer.Com

Karen M. Patterson, P.C.

(847) 724-5150

KarenPattersonPC.com

Lincoln Street Law P.C.

Kathy O’Malley

(847) 912-7250

LincolnStreetLaw.com

Nemani Law

(312) 646-4434

NemaniLaw.com

The David Frank Law Group

(773) 255-6499

TheDavidFrank 

LawGroup.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!
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WE’RE THE FINAL
PUZZLE PIECE

LINCOLN STREET
LAW, P.C.

CONTACT US: O�ce: 847-864-7770 | Mobile: 847-912-7250
LincolnStreetLaw.com  |  komalley@lincolnstreetlaw.com

Katherine S. O’Malley
Attorney at Law

Your client’s search for legal expertise by a 
professional real estate lawyer is over. 

Give us a call today!
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Inspiring, connecting and elevating is what we do here at North 
Shore Real Producers. Won’t you join us for our special Fall VIP 
Event held at The ABL Group in Highwood on September 23, at 
3:00PM. Go ahead and register on the link I sent you via email and 
come unwind for a couple hours on us! You won’t be sorry you did.

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

I’m sure like me you’ve been to your fair share of 
networking and social events. And if you’re like me at 
all, you’ve walked away wondering if it was worth your 
time. One of the great things about our events is that 
each time our partners and realtors walk away they’re 
saying, “That was awesome!”
 
Our events are packed with top professionals with an eye 
for what’s excellent and keenly aware of the expert and 
caring characteristics of those in attendance. As a result, 
we’ve had many relationships forge and many new ones 
created simply by getting our top realtors and preferred 
partners in a room together. Along with the atmosphere, 
the drinks, the food and the people, it makes for a won-
derful recipe for relationships to flourish.
 
And after all, isn’t that what life is really all about? 
Don’t we long for community with like-minded indi-
viduals we trust? When a deal is hard or on the line, 
isn’t it good to know we have faithful professionals we 
can count on? The answer to all of these questions is a 
resounding, YES!
 
Many wonderful people have 
good intentions of joining our 
events and, of course, those 
who attend walk away very 
satisfied. I’m often asked, 
“When is your next event?” I 
totally get it! Sometimes life 
throws us a curve ball and 
you find yourself unable to 
attend the event. That’s okay 
after all. However, I long for 
all of our preferred partners 
to meet our wonderful agents who do their jobs with such 
excellence. My hope is that we somehow become connec-
tors, if you will. We long to connect you with each other to 
create a beautiful community.
 

publisher’s note

North Shore Real Producers Celebrates Top REALTORS®

Providing A Platform to Elevate & Unite the Top Real Estate Agents in the North Shore Area!

ONE EVENT 
AT A TIME

BUILDING 
RELATIONSHIPS
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15+ Years of  Experience with Real Estate
Matters & Bankruptcy Filings in Chicagoland.

David Chang, ATTORNEY AT LAW

847.907.4971| changlegal.com | david@changlegal.com

LET'S GET
IT CLOSED!
LET'S GET
IT CLOSED!

Refer your
clients to us for
a smooth real 

estate transac�on 
from contract

to close.

A T T O R N E Y S  A T  L A W
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featured agent
Article written by Lindsey Wells

“Success is feeling satisfied that you 
have put everything into something 
and done your very best. The results 
will always come when you put in the 
effort.” – Cory Green
 
Driven and determined: two qualities 
that aptly describe REALTOR® Cory 
Green, who took the plunge into resi-
dential real estate sales in 2019 after 
many years working in real estate con-
struction and development. Real estate 
is seemingly in Cory’s blood. His family 
owned real estate brokerages and devel-
opment companies, and owned and 
operated single-family and multifamily 
real estate properties across Southwest 
Michigan. “It was a part of life growing 
up. I loved it, so I continued down that 
path,” Cory said. He earned a degree in 
structural engineering with a minor in 
business management from Western 
Michigan University.
 
After college, Cory took a position 
as a field operations manager with 
Cambridge Homes (now D.R. Horton), 
where he managed the construction of 
new builds of single-family and mul-
tifamily units across the Chicagoland 
area. He then transitioned to Bovis 
Lend Lease (now Lend Lease), where 
he managed the construction of new 
high-rise buildings. Cory’s next career 
move proved to be one of the riskiest 
leaps of faith he’s made to date. He 
took a position as a representative of 
the tourism arm of the government 
of Abu Dhabi, where he represented 
them on multiple significant devel-
opment projects. Cory managed the 

GreenCoryTop REALTOR®

Berkshire Hathaway

development and construction of 
cultural and hospitality projects, such 
as the Louvre Museum Abu Dhabi, 
United Arab Emirates Grand Pavilion, 
St. Regis Resort, and Saadiyat Island.
 
During that time, one experience 
in particular will forever remain in 
Cory’s mind. While in Abu Dhabi, 
he received a random and somewhat 
cryptic phone call requesting his pres-
ence on a rush trip. “I didn’t know 
exactly what it was for when I got the 
call, but when I got to the location, I 
got into a helicopter with the Crown 

Prince (ruler) of Abu Dhabi, and we 
flew around the empty quarters in 
the desert to find a location for a 
new sporting club that he wanted to 
build,” Cory said. Not only that, the 
helicopter landed several times so its 
occupants could explore various sites 
on the ground and eat a meal. They 
released the Royal falcons for hunting 
fly-over ceremonies and enjoyed a 
barbecue dinner overlooking the 
Golden sand dunes at sunset.
 
“Being in a foreign country without 
any real contacts and managing the 

Passionate About 
Helping Clients 
Achieve The Great 
American Dream
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In his first full year as an inde-
pendent agent, Cory was named 

a Top Producer by 
Chicago Association of 
REALTORS®, received 
the Rookie of the Year 
and the Chairman’s 
Circle Gold award, 
and closed over $18 
million in sales. His 
passion is to continue 
working hard for his 
clients while building 
his business as effi-

ciently as possible and maintain-
ing the attention to detail that his 
clients have come to expect. He was 
recently ranked one of the top agents 
in Illinois by Chicago Magazine, no 
doubt a testament to his unwavering 
dedication. “Thinking outside of the 
box and going that extra mile to help 
my clients find what they need is 
what drives me,” he said. “When they 
are happy, I’m happy.”

 
Keeping an equal balance between 
his work and home life is also at the 
top of Cory’s priority list. He mar-
ried his wife, Jill, in Ravello, Italy, in 
2013. The couple has twin 4-year-old 
daughters, Stella and Olivia. Many 
may not know that Cory is a twin 
himself; his identical twin brother 
is also in the real estate industry, 
both as a REALTOR® and owner of 
a custom home building company. 
When Cory and Jill can enjoy some 
quality time with their girls, they can 
often be found spending time outside, 
whether at the zoo, parks, the beach, 
or the pool.

to being a REALTOR® has helped me 
both in managing my time and being 
able to communicate 
clearly and efficiently 
with my clients and 
other agents,” he said. 
“You have to treat being 
a REALTOR® like you 
would any other job, 
but the difference is you 
have to hold yourself 
accountable. There’s not 
really a boss there to do 
that for you, so I con-
stantly have to keep pushing myself.”
 

volume of projects and that respon-
sibility was very overwhelming 
but helped me tremendously in my 
path forward,” Cory added. When 
he returned home to the Staes, 
Cory worked for a national devel-
oper as Head of Development and 
Construction, overseeing all of the 
company’s national multifamily and 
hospitality projects. In 2019, the time 
was right for him to transition out of 
the corporate world and begin his own 
venture as an independent contractor 
in residential real estate sales. “All of 
my experience prior to switching over 
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Call us today at 847-926-0085  •  etruscanroofing.com

Roofing and Gutter Services in the North Shore from 
Evanston to Lake Bluff, IL

The outside of a house
says a lot about a home
The outside of a house
says a lot about a home

By referring us to your client, we can help improve their 
home appearance and functionality for a faster sale.
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ARTISTS OF THE 
NORTH SHORE 

partner spotlight
Article written by Laura Zickert

Salon Oak & Spa + BarberTown

Artists come in many forms. When hearing the 
title “artist,” many immediately think of painters, 
sculptors, designers, musicians, etc. For the North 
Shore, when we hear the word “artist,” we think 
of the talent that comes from Salon Oak & Spa + 
Barbertown. Owner, Georgia Zorba, has the highest 
level of excellence, an incredible ability to connect 
with her clients, a unique passion for her business, 
and love for the industry. “It starts with artistic 
inspiration and love of style,” says Georgia.
 

Salon Oak & Spa is a full-service salon offering 
hair cutting, coloring, keratin treatments, mani-
cures, pedicures, microblading, permanent makeup, 
facials, waxing, and massage. The Spa is accompa-
nied by Barbertown, a dedicated service for men 
and boy’s haircuts. Georgia has been in the salon 

GEORGIA
ZORBA
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work is more for her clients than for 
her own success. She understands the 
importance of creating an inspiring 
image for each of their clients and 
goes above. “We want to get your 
image ready for professional photos, 

client meetings, showings, and open 
houses,” said Georgia. “We want you 
to feel confident and beautiful!” 
 
As the beauty industry continues to 
change, Georgia has found clients 

industry for over 40 years and has 
found her dream career in running 
Salon Oak & Spa. “I love what I do. 
There is a science and dedication 
involved in creating the perfect 
hair color and style,” said Georgia. 
“For me, it’s the combination of art, 
science, and relationship with my 
clients that constantly inspires me to 
continue evolving my skills.” 
 
Georgia has found much of her inspira-
tion comes from paintings, magazines, 
literature, and music. She says, “When 
a client sits in my chair, I listen to what 
they want, then implement my years of 
experience, science and artistry so that 
when they leave the chair, I can hear 
them say, ‘this is the best color or style I 
have ever had.” At Salon Oak & Spa, the 
team views themselves as their clients’ 
personal artists.
 
Georgia is a passionate entrepreneur 
who excels at dreaming, being ded-
icated, and working hard. Her hard 

are much more knowl-
edgeable about hair and 
style due to social media 
and YouTube. This has 
only brought Georgia to 
love this ever-changing 
profession even more. 
She is passionate about 
her work and artistry – 
but is sure to keep fam-
ily as priority and of the 
highest importance. “I 
love spending time with 
my kids, grandkids, 
and dog,” said Georgia. 
When she is not at the 
salon, you can often 
find Georgia gardening, 
redecorating, cooking, 
traveling, and listening 
to music. She has found 
“success is simply find-
ing happiness and joy in 
what you do.” 
 
Georgia puts love and 
dedication into every-
thing she does. As a 
result, those around 
her feel more positiv-
ity and joy. If they are 
spending time with her 
at the salon, they are 
always sure to leave 
beautiful and feeling 
more confident. North 
Shore Real Producers 
highly recommends 
visiting Salon Oak & 
Spa for an incredible 
experience with dedi-
cated artists and salon 
industry experts. 
 
“Come visit us! We 
want to take care of 
you, you deserve it!”

WE WANT YOU TO 

FEEL CONFIDENT 

AND BEAUTIFUL!
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KEVIN BOGGS
Agency Owner
License #:3000134505

Goosehead agents work directly
with lenders and realtors to help
transactions close smoothly.

agents.gooseheadinsurance.com/il/bloomingdale/125-e-lake-st

630-365-7248  |  kevin.boggs@goosehead.com
181 S Bloomingdale Rd Suite 104  |  Bloomingdale, IL 60108 www.digitaln2.com

Your business should be bringing in more 
leads but your website is holding you back!

BRING YOUR
WEBSITE TO LIFE!
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Thursday, September 23, | 3:00 PM
The ABL Group
259 Waukegan Ave

Highwood , IL 60040

Page Request: 1
Total Photo Count: 2
Total Caption Count: 0

1055-59 Waukegan Rd.  |  Glenview, IL 60025  |  salonoakandspa.com Follow Us On

Call to schedule an appointment 847-998-0899

SALON OAK & SPA @ Barbertown
F U L L  S E R V I C E  S A L O N  A N D  S PA   |   M A K E U P   |   N A I L S   |   S K I N  C A R E

F O R  B R I D A L  PA R T Y  H A I R   |   B E S T  H A I R  C U T T I N G  A N D  C O L O R   |   M E N  A N D  K I D  C U T S

Contact Jason Acres at jason.acres@realproducersmag.com for more information.

North Shore Real Producers will be having another one of its 
great parties! Along with our host, The ABL Group, and our spon-
sors, we are hosting another great event for our top-REALTORS® 
and our preferred partners to inform, engage and connect our 
community of REALTORS® and businesses together. We hope 
you can join us!

The ABL Group
VIP
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847-367-4448 | WWW.DSTCPA.COM

L I B E R T Y V I L L E  O F F I C E   |   1 5 1 2  A R TA I U S  PA R K WAY  S U I T E  1 0 0  L I B E R T Y V I L L E ,  I L  6 0 0 4 8

CALL TODAY TO BOOK AN APPOINTMENT WITH OUR EXPERIENCED TEAM

WE’RE THE
MISSING PIECE
TO THE PUZZLE.

YOU'LL LOVE HOW NEW PAINT 
TRANSFORMS YOUR HOME.

divincipainters.com | 847-266-1295

Brandon Pratt
360-731-8955

Curious about powering
your home with solar?

LET'S CHAT TODAY!

solterrasun.com
Brandonpratt@solterrasun.com

Find out how qualified 
homes can save money 

with no upfront costs, 
earn $1000 for every 

referral that goes 
solar!

mykeymortgage.com
475 North Martingale Road, Suite 100

Schaumburg, IL 60173

of closing day.

We take the
chaos out

Tammy Maranto
Loan Officer
NMLS# 224415
IL License# 031.0012228

PH: (630) 291-1476
tammy.maranto@mykeymortgage.com 

Thank you again for another smooth transaction, no
extensions and closed on time! You guys are the best!

  - Laura W

“

“



34 • September 2021 North Shore Real Producers • 35@realproducers realproducersmag.com

Unwin
REALTOR® for 20-Plus Years

legacy of legends
Written by Lindsey Wells

No Signs Of Slowing Down
 
Everyone in the industry has a story about how they were first 
introduced to real estate. However, not many can say their interest 
in real estate was piqued before they even hit the sixth grade. At 
the tender age of 10, Arla Unwin lived with her family of five in a 
small ranch home in Skokie. With two adults, three quickly-grow-
ing kids, and a dog, their living space was mighty tight. So when 
Arla’s father tasked her with scanning the newspaper for four-bed-
room homes under $50,000, she hit the newsprint and began pour-
ing over the weekend Sun-Times real estate section every week 
until, at last, she found a house that fit her father’s criteria. 
 
The house was located on the corner of Golf Road and Lawler 
Avenue, and the headline read: FLOOD WATER. “Needless to 
say, we didn’t look at that house, nor did I ever find the one for 
$50,000, so we stayed where we were,” Arla said. Later in life, 
she became an open-houser, and the thought occurred to her, 
“I’m doing this anyway; so, why not make some money at it?” The 
rest, as they say, is history.

Arla
eXp Realty
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Before considering real estate as a 
potential career, Arla aspired to be a 
copywriter for an advertising agency. 
She took a foot-in-the-door posi-
tion at a Big 8 advertising company 
before swinging over into marketing 
research, then human resources. She 
held positions as director of human 
resources for nonprofit organizations 
and corporations. Arla became an HR 
consultant and was a road warrior, 
traveling around the midwest terri-
tory for a few years, and then began 
selling HR software. While Arla loved 
the connections she forged in human 
resources, she, like many agents, was 
tired of the 9-to-5 grind. That’s when 
real estate came back into the fore-
front of her mind. 
 

“A favorite cousin who was a suc-
cessful agent in the city told me to 
stop asking myself what I wanted to 
do for a living and start asking how 
I wanted to spend my days,” Arla 
said. “She suggested I check out real 
estate. So, I did, and 20 years later, 
here I am!”
 
Arla began her real estate journey 
with Baird & Warner in 2001. Her 
very first brokers’ open house was 
held on the morning of September 11, 
2001, a day no American of age will 
soon forget. Arla remembers carrying 
her Walkman cassette radio with her 
so she could keep an ear on the news. 
“Only one agent came through, and 
we spent a long time talking about the 

enthusiasm extends to her clients. 
To Arla, there is nothing quite like 
walking alongside clients through the 
process—especially in this mar-
ket—all the way to the closing table. 
“Sharing ideas and things to try, 
and watching the hope come back to 
their faces when they learn there are 
almost always creative ways to bring 
both parties together.”
 
As she approaches her mid-60s, Arla 
is eager to expand her work with 
new agents, whether through the 
eXpand Mentor Program or starting a 
coaching curriculum. She is celebrat-
ing 20 years in real estate this year, 
and as her business continues to grow 
through referrals and repeat business, 

Arla plans to continue helping clients 
until she can no longer lug around her 
open house signs.
 
For more than 10 years, Arla has 
participated on the Acts of Kindness 
Cabaret board, either as an active board 
member or in an advisory capacity. This 
grass-roots organization has a two-fold 
mission: to keep alive the art of modern 
cabaret and provide “event-in-a-box” 
performances to help other nonprof-
its raise funds. Learn more at www.
actsofkindnesscabaret.org. In addition, 
Arla makes donations to worthy causes 
of many friends and clients.
 
Locally, Arla’s family is comprised of 
her husband of almost 13 years, John, 

twin towers attack and watching the 
eerily clear blue and plane-less sky,” 
Arla remembers. 
 
In 2018, Arla switched over to eXp 
Realty, where she remains today as 
a Broker Associate. As a certified 
mentor, Arla is incredibly passionate 
about her work with new agents. “It 
is gratifying to help them along with 
the start of their real estate journey, 
and so exciting to share their first few 
deals to closing. I am also passionate 
about sharing my hopes that they 
will set a high bar for profession-
alism in real estate, and frequently 
tell them, ‘Be that agent. You can be 
uber successful and still be kind and 
professional,” Arla said. That same 

her stepson, Cameron, and their dog, 
Smokey. Arla has three other stepchil-
dren, Jeremy, Harriet, and Alex, and 
three grandchildren, Stanley, Dexter, 
and Dottie. Jeremy and Harriet and 
the grandchildren live in Australia, 
while Alex still resides in York, 
England, where he and his siblings 
were raised. As a family, the Unwins 
love to travel. At home, daily, they can 
be found sitting down to enjoy after-
noon tea. “We enjoy the English way 
of drinking it, together with various 
biscuits selected and approved by John 
(who is English),” Arla said. “Even 
when Cameron is away from home, he 
honors our family tradition and has his 
afternoon tea.”

Be that agent. You can be uber successful 
and still be kind and professional.
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"LR Gregory and Son is my go to company for 
everything HVAC! Jim Gregory does great work 
and his service team is thorough and e�cient. 
I've done my homework and their pricing is by far 
the best I've found. Great work!!"
 - Russell A.

· For nearly 70 years, graciously serving 
Chicago’s North Shore communities.

· Fully Licensed and Insured
24/7 Emergency Service

· Your Local HVAC, Roofing, and Plumbing Experts

Our team of specialists are ready to assist you.

lrgregory.com

Call Today for a FREE Estimate! · 847-999-7297

847-903-2148
papertoparty@comcast.net
papertoparty.com

C A L L  L I N D A  T O D AY
T O  G E T  S TA R T E D !

 Personal Touch
 Coordination
  Full
  Partial
 Wording
 Calligraphy
 Theme Party Book
 Printing
  Thermography
  Flat
  Letterpress
 Quick Turnaround

Paper to Party
E V E N T  P L A N N I N G

Be a guest at your own event.

For a l imited time, we are 
offering new patient 

exams for $97
 Patient exams normally $240

Alex Halstead, D.C.
402 Linden Ave, Wilmette, IL • info@atlasucc.com • www.atlasucc.com

Call us today to schedule your visit! 847-920-4506
Follow us on         @atlasucchiro for updates
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CHRIS STEPHENS, JAMESON SOTHEBY’S

TOP PRODUCING AGENT?

thoughts from a top managing broker
Written by Managing Broker Chris Stephens

In my role as a designated manag-
ing broker, one of the biggest things 
that I do for my agents is business 
coaching and sales training. This is 
something that has set me apart from 
most of the other managing brokers 
in the business and something I have 
prided myself on in my career. Being 
able to give sound advice as well as 
knowledge and training for agents 
to truly grow their business and 
not make false promises – not just 
a recruiter that is dialing the phone 
all day. One of the biggest questions 
that many agents come to me with is, 
“What does it take for me to become a 
top-producing agent,” and I think that 
this topic is quite fitting for this pub-
lication – Real Producers magazine. 
Becoming a top-producing agent in 
this ever-changing and ultra-competi-
tive real estate business is not an easy 
task, but with the right mindset, work 
ethic, and strategy, it is possible. I 
am happy to share some of those tips 
with you today.  
 
1. Complete Understanding of the 

Sale Processes  

This does not just mean understanding 
the contracts but having a full under-
standing of everything that is involved 
in a transaction as well as all different 
transaction types. If working with 

buyers, it’s understanding the different 
loan types, the mortgage process, title 
insurance, homeowner’s insurance, 
etc. When working with sellers, it’s 
taking the property from listing to 
closing and being able to answer all 
questions through the process for your 
clients. Preparing the home for sale, 
how title insurance works, buyer qual-
ifications, asking the right questions, 
and of course negotiations. There 
should not be any surprises during 
the sale, including the inspection or 
appraisal process. I hate when I hear 
agents say, “Another deal fell apart.” 
This does not happen very often with 
top-producing agents because they 
do more due diligence and educating 
their clients on the process. Setting 
the client’s expectations and letting 
them know that they are in good hands 
and that everything can be resolved 
is exactly what a top-producing agent 
does. They exude confidence because 
they have become masters of their 
trade and surround themselves with 
the right referral partners to work 
with them on the transactions.
 
2. Database management

Many people talk about having a 
database or an SOI (sphere of influ-
ence), but it is far more than just a 
list of names and email addresses. 

That is not a database, rather an 
email distribution list. What I mean 
by database management is that you 
have more than just a list of names, 
numbers, and email addresses. It also 
needs to include information about 
our potential clients, their likes and 
interests, birthdays, anniversaries, 
kids’ and pets’ names, home-close 
anniversary, and how you met them 
(referral, open house, SOI, cold call, 
etc…). This is how you will ultimately 
be able to deliver white-glove service 
and be their concierge for all things 
real estate. So, in addition to having 
an SOI that would be broken down 
into different categories based on the 
significance of your relationship with 
them, you should also have a personal 
business directory or a referral direc-
tory. If someone reaches out to you in 
need of a painter, plumber, or electri-
cian, they will surely reach out when 
it comes time to buy or sell a home 
and will refer you in the meantime. 
Not to mention the business-to-busi-
ness networking and referrals that 
could be made with that business 
directory. The goal with this is to 
create walking, talking billboards for 
your business. This is the best form of 
marketing and with a strategic gifting 
program in place, it will also be your 
greatest ROI (return on investment).
 

3. Consistency

You need to ask yourself, have you 
created a business that every client 
has the same experience? Can you 
replicate that experience for your 
clients over and over, so everyone has 
the same wonderful things to say? 
Can you take on the same amount of 
business and deliver the same incred-
ible service even when the market is 
busy? Most agents cannot because 
they do not have systems in place. 
They do not have follow-up plans, 
checklists for their buyers, sellers, 
leads, open house attendees, referral 
partners, etc…. Most agents are rec-
reating the wheel every time they get 
a new lead. Most agents do not even 
have a follow-up plan when someone 
calls them on one of their listings. 
There is more business that “falls 
through the cracks” because of the 
lack of follow-up than is closed. The 
Preto Principle says that 80% of the 
consequences come from 20% of the 
causes. Eighty percent of an agent’s 
business will come from 20% of their 
SOI or referral partners. Eighty 
percent of the business will be done 
by 20% of the agents in a company or 
an office. The unfortunate part in real 
estate is that it is more like 90%/10% 
because only 10% of the agents have 
systems in place and run their busi-
ness like they are the CEO. Many are 
in for a second career or a side hustle. 
Forty percent of the licensed agents 
across America do zero transactions a 
year! It is very important to imple-
ment a system and have processes in 
place so that you can maintain that 
consistency with your clients.
 
4. Communication and Expectations

These two things here are the most 
important things that an agent can 
focus on to differentiate themselves 
from the competition. Everyone asks 
me, “What are some of the biggest 
threats to the real estate industry?” 
Is it technology, fee-for-service 

brokerages, Big Tech companies, 
iBuyer programs…? It is none of these 
things. The greatest single threat to 
the real estate business is agents not 
doing their jobs correctly or providing 
value. Being a transactional agent ver-
sus a relationship-based agent. You 
cannot just be someone who sched-
ules showings and opens doors. Being 
able to effectively communicate with 
your clients, set their expectations 
and guiding them through the process 
while providing value is the greatest 
thing we can do for our clients. It is 
our job to communicate, educate, set 
expectations and guide. If you focus 
on those things, you will have an 
excellent future in this business.
 
5. Market Knowledge

Knowing everything about your local 
marketplace is crucial. You are being 
paid to provide a service to your cli-
ents. You are the advisor, negotiator, 
facilitator for their largest financial 
decision. You should know everything 
about the market and property type 
that your clients are looking for, and 
if you are selling, that means under-
standing the competition. It blows 
my mind that agents do not create 
and check the hot sheets daily for the 
markets they cover. Knowing what 
other homes listed or sold for recently. 
Knowledge is key in this business, and 
there is no reason your clients should 
know more than you about an area 
or a specific property. Be the market 
expert; don’t be the “pop-by” brownie 
expert. This is professional sales, 
and we want our clients to look at us 
as another member of their financial 
decision-making team. Understand 
and know the market.
 
6. Personal Brand

You need to understand that you are 
running your own business, and part 
of that means creating your own 
brand. That brand should let people 
know what you do as well as what 

you stand for and standards you have 
set for yourself. This not only means 
website, social media, online pres-
ence, but also how you carry your-
selves in public. I run into agents all 
the time, and I do not recognize them 
from their marketing or headshots. 
How you dress and how you present 
yourselves for showings and appoint-
ments is also crucial. If you are 
branding yourself as a luxury broker 
and you attend a showing in yoga 
pants, that contradicts your brand 
and should be below your standards.
 
7. Business Planning

A top-producing agent will be able to 
tell you where they are going, how 
they are getting there and who they 
will be sharing the experience with on 
the journey. They will tell you their 
conversion rate, list-to-sales price 
ratio for buyers and sellers, their 
annual budget, how many properties 
they need to sell to meet their goals 
and where they are in the process. 
Their success is not accidental, and 
they are no one-hit wonders. This 
is why top-producing agents are 
consistently at the top year after year. 
It is amazing that the more prepared 
people are, the better luck you have. 
Isn’t that interesting?!
 
Ultimately, you are running your own 
business and not a hobby. The top 
producers in this business understand 
this more than anyone. Your busi-
ness is very similar to a four-legged 
stool, as we need to be the CEO, COO, 
CFO and CMO of your business. You 
may wear many hats, but if you set a 
business plan, put systems in place, 
deliver on your expectation, be con-
sistent, communicate regularly with 
your clients, maintain your databases, 
and continue to add to them, your 
businesses will become more efficient 
and will continue to grow. I hope you 
have enjoyed the article.

What does it take to become a 
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Ready to create some space?
Call us today at 833-366-7243  •  doorage.comStorage  •  Moving  •  Rental

Don’t pay for wasted space.

“Hassle-free, convenient and affordable. I cannot recommend Doorage 

enough. Not only do they offer a great service that someone should 

have thought of sooner, but they are also very accommodating with it. 

And most importantly, my stuff was picked up when I wanted it to be, 

stored safely and returned when I needed it to be.”

– EVAN K., 5-STAR      GOOGLE REVIEW

Doorage is your new Chicago storage solution offering door-to-door storage rental and pickup services 
throughout the metropolitan area. Our service areas include all of Chicago’s major neighborhoods from 

Addison and Andersonville to Wrigleyville and Woodridge.
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Berkshire Hathaway

K iki  Clark &  
Pol ly  Richardson
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People often find themselves torn 
between pursuing careers, pursuing 
people, pursuing family, pursuing a 
healthy lifestyle, etc. Kiki Clark, a 
successful REALTOR® in the North 
Shore, has taken the time to learn 
how to multitask, pursuing the most 
important areas of her life with 
excellence. As a result, her success 
is defined as “being able to juggle it 
all and keep all parties in life calm, 
satisfied and happy. This included cli-
ents, her husband, children, friends, 
relatives, dogs, the house, etc.” Kiki’s 
relationships and passions go beyond 
the surface and have become both 
lasting and impactful.

top producers
Article written by Laura Zickert

Photography by Laura Humpa // Cornerstone Photography

Pursuing What ’s  Important

She was born and raised in St. Louis. 
When it came time for college, 
she attended TCU Texas Christian 
University and graduated in 1986. She 
walked across the stage to receive 
a degree in Interior Design with an 
emphasis on business. After college, 
Kiki accepted a job with JMB Realty 
out of Chicago “at the insistence of 
her Tri Delta big sister,” as she likes 
to say. She received her real estate 
license in 1987 and started building 
an incredible reputation and career. 
“JMB sent me to Phoenix, AZ, for 
a one-year management training 
program. It was a great experience in 
commercial, retail and residential real 

estate,” said Kiki. “I completed the 
program but wanted to get back to the 
Midwest.” She became a broker for 
Mesirow for two years, got married 
and went to work for Crate and Barrel 
Furniture. During her time with Crate 
and Barrel, she helped them open 
their first stores in Chicago and grew 
her passion for design. 
            
With three small children at home, 
Kiki took some time at home but 
always kept her license. With a 
commercial real estate background, 
she craved the flexibility that resi-
dential real estate offered. “When my 
youngest turned 3, I went back into 
the workforce. I picked back up in 
my real estate career with Baird and 
Warner,” said Kiki. “In 2006, I met 
and fell in love with Wendy Bergseth, 
who managed the Lake Forest Koenig 
and Strey office. Through many 
transitions, they were eventually 
purchased by Berkshire Hathaway, 
and they are now officially known as 
BHHS Chicago.”

Kiki has always been an independent 
agent. With her growing business, in 
2015, she hired Polly Richardson as 
an assistant. The relationship slowly 
morphed into a partnership mid-way 
through as Polly’s business began 
to grow also. “Bringing Polly on has 
been a game-changer. There is no way 
we could be where we are as individ-
ual agents. We rely on each other a 
lot, both physically, professionally 
and emotionally,” said Kiki.

Kiki and Polly were awarded the 
BHHS Chairman’s Platinum Award 
in 2020 with over $500,000 in gross 
commissions earned. Additionally, she 

There is no way we could be 
where we are as individual 
agents. We rely on each 
other a lot, both physically, 
professionally and emotionally.
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is at the top 1% of the BHHS Realty 
network. Her success comes from her 
purposeful passion for the business 
and hard work. “The most rewarding 
part of my business is the appreciation 
from my buyers, sellers and investors,” 
said Kiki. Her confidence, experience, 
and knowledge has made her well-
equipped when helping guide clients 
through the process of buying or sell-
ing. She is intentional in all she does 
and works hard to gain her client’s 
trust. She is excellent at communi-
cating with her clients that their best 
interest is what she has in mind.
            
“Real estate has given me so much 
flexibility through the years,” said 
Kiki. “Now with my support in place, 
I can work from anywhere, and I do 
work from anywhere. You can never 
be totally away from your deals.” 
With her children in the southeast, 
she loves being able to travel and be 
with family. Kiki met her husband, 

John Clark, in Chicago. “Our first 
date was 8-8-88, so obviously our 
lucky number is 8,” said Kiki. “We 
met when he worked for The John 
Buck Company, and I was a tenant 
rep broker with Mesirow Financial 
in their real estate department. The 
real estate community was extremely 
social back then, with many opportu-
nities for us to spend time together. 
She met John on Division Street in 
front of The Lodge, (one of our favor-
ites) then eventually set up on a date 
by mutual friends.”

Together, they have three children. 
Their daughter, Lucy (30), is married 
and has a 4-year-old little girl named 
Susie (named after Kiki’s mom) and 
due with her second girl in September 
2021. Lucy is a property manager 
for Kane Development in Raleigh, 
NC. Their son, Henry (27), lives in 
Charleston, SC, with his girlfriend, 
Kate. He has taken after their family’s 

love for the outdoors and has two 
English springer spaniels that he 
has trained to bird hunt. He was a 
fly-fishing guide in Alaska for two 
years and now works as a land rep for 
RES, the largest ecological resto-
ration company in the country. Their 
youngest son, Harris (23), graduated 
from Washington Lee University and 
moved to Washington, DC, last sum-
mer. He works for Kilby Solutions 
as an IT consultant. “We all make a 
point of getting together several times 
a year. We don’t go on elaborate vaca-
tions, but instead just like to hang out 
and be together. Some of our favorite 
places are ‘the cabin’ up North in the 
UP of Michigan, Camp Kieve in Maine 
or on a Florida Beach,” said Kiki.

When she is not working, Kiki says, “I 
love to go on long walks and take in the 
fresh air,” says Kiki. “When we visit or 
travel with the kids, we always find a 
good hike or walk.” Kiki almost always 

has a puzzle going and finds them 
both relaxing and challenging. “I also 
needlepoint, and I am just getting into 
knitting now that I am a grandmother.” 
Kiki was introduced to meditation 
and Buddhism in 2009. She has found 
meditation to be extremely important 
in keeping a calm demeanor. Often 
clients have commented on how her 
peaceful presence has made transac-
tions less stressful.

For Kiki, her relationship with real 
estate is permanent. She says, “I don’t 
think I will ever change careers. I 
truly love what I do.” Kiki is passion-
ate about her community and loves 
everything about Lake Forest and 
Lake Bluff. She is kind, generous, 
calm, positive, and has an outstanding 
work ethic. She is purposeful in how 
she lives her life and is such an exam-
ple of someone who truly pursues 
what is important.

I don’t think I will ever change 
careers. I truly love what I do.
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Mark Johnson
Loan Officer at Citizens
VP Residential & Construction Lending
NMLS# 697453
Office: 312.777.3649
Mobile: 708.710.8530
mark.johnson@citizensone.com

71 S Wacker Drive, 29th Floor
Chicago, IL 60606

-Specialize in self-employed borrowers
-Complicated Income Calculations

-Exceptions for custom loan structures and income scenarios
-90% Financing to $3 million under Fixed, Adjustable, and Interest Only

-Construction and Rehab Financing
-Bank, Lender, and Servicer

FLEXIBLE SOLUTIONS
CONFIDENCE TO CLOSE 

TO GIVE YOUR CLIENTS THE

1200 Shermer Road, Suite 206 | Northbrook, IL 60062
 flosslaw.com | Bob@flosslaw.com

224-326-2903

Driven by RESULTS for
you and your client.

Bob Floss II
Real Estate Attorney

You work hard to turn 
leads into clients.
Work with an attorney 
who will work just as 
hard for you.
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Article written by Lindsey Wells

“Be happy with what you do in life. 
Life is way too short to be unhappy.”
 
From the exterior to the interior, Amy 
Olson loves houses. The architec-
ture, the design, the minute details 
that make a home a home. Before 
she became an agent, Amy and her 
husband relocated five times and 
lived in four different houses, so you 
could also say that Amy Olson loves 
to move! After retiring from a long 
and successful career in outside sales, 
Amy was left asking the question, 
“What next?” Much to her satisfac-
tion, real estate was the answer.
 
Amy grew up in Lake Forest and 
Northbrook and was an expat child 
for a period of time when her fam-
ily lived in Romania. She graduated 
from the College of St. Benedict with 
a degree in communications. After 
college, Amy was an outside sales rep 
for ADP (Automatic Data Processing) 
for over 15 years before jumping into 
real estate. For five years, she learned 
the ins and outs of the industry while 
performing non-agent tasks for Kati 
Spaniak. “The timing was right when 
my daughter was a senior in high 
school to get my license, and I did,” 
Amy said. She passed the exam and 
got her real estate license in 2020.
 A
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N LIFE IS TOO SHORT 
TO BE UNHAPPY

Upon getting her license, Amy 
opted to join The Spaniak Team of 
eXp Realty as a buyer’s agent. “The 
reason why I chose this team was 
because of Kati Spaniak. She has 
been instrumental in helping me 
navigate the sales process with my 
buyers, contracts, negotiation skills, 
best practices as an agent, how to 
develop your sphere of influence, 
and so much more,” Amy said. “I 
truly love being a buyer’s agent and 
working for just the buyers. This 
enables me to really have a good 
handle on the inventory in our mar-
ket. And, I have fantastic relation-
ships with listing agents all over the 
North Shore and beyond!”
 
Amy is passionate about finding inven-
tory for her buyers in a price range they 
are happy with. One of her favorite 
parts about working in real estate is 
visiting her buyers after they’ve been in 
their houses for a few months, just to 
see what they’ve done with the house 
and to hear how much they like it.
 
Eventually, Amy and her hus-
band plan to move and retire to 
Lake Lure in Asheville, North 
Carolina. “I’m hoping to get 
my license there and help 
people find their dream 



54 • September 2021 North Shore Real Producers • 55@realproducers realproducersmag.com

homes there too,” Amy said. Her husband, Jeff, 
is the CFO of TrueValue Hardware. Amy relived 
the expat life from 2003-2006 when she and 
Jeff moved to Brussels, Belgium, for three years. 
They have two daughters, Emma, 20, who attends 
Miami of Ohio, and Grace, 18, who just gradu-
ated from Glenbrook North and will attend the 
University of Illinois in the fall.
 

In their downtime, the Olson family loves to cook, 
eat, travel, and spend time at their downtime 
apartment. “City life is a lot of fun too,” Amy said. 
“It’s a great getaway for us!” In her own time, Amy 
can usually be found socializing with family and 
friends, taking lots of long walks, making cooking 
videos, reading cookbooks, finding new recipes, and 
making plans to travel the world.

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

T H E  L A W  F I R M  T H A T  A L W A Y S  K E E P S  Y O U  I N  T H E  L O O P

20 years of residential 
law expertise 

Seamlessly taking the baton
from contract to closing 

Fast, efficient,
7 days a week 
responsiveness 
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Euclid Title Services, LLC
1590 S. Milwaukee Ave., Suite 215 | Libertyville, IL 60048
Office: 847-996-9965 | Cell: 847-902-9339
Verra Rudolfi | verra@euclidtitleservices.com

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

At Euclid Title Services, LLC, the client is always our first priority and our goal is to make the closing process a smooth one.
Our experienced staff has handled thousands of closings so whether you're buying, selling, or refinancing, We can help!

LET US HELP YOU MAKE YOUR REAL ESTATE
TRANSACTION A DONE DEAL!

T H O U G H T F U L  S O L U T I O N S  I N  I N T E R I O R  D E S I G N

I'LL HELP YOU CLOSE YOUR DEAL FAST BY
PROVIDING A VISION TO YOUR CLIENTS OF THEIR 

future home.

224-707-0138
BLAIR@BLAIRCROWNDESIGN.COM

Did you know there are more victims held against their will today 
than ever before? That’s why The N2 Company – the company 
behind this publication and 850+ others like it – is financially 

committed to end human trafficking. 

FOR EVERY AD SALE WE MAKE, N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.

The average Fortune 500 company donates about 1% of their profits 
to charity. The N2 Company donates 2.6% of their gross revenue.

Thanks to the businesses within these pages, our Area Directors, and 
readers like you, we’re able to break the chains of this horrible reality. 

$2.5 MILLION$2.5 MILLION
DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.

Visit n2gives.com to learn more about our fight.
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Thinking 
Outs ide 
the Box

featured agents
Article written by Laura Zickert

Many people stay within the lines 
for processes and ideas. For Jenny 
Lim-Spiggos and Pete Mangione, their 
ability to think outside the box has 
allowed them to rise in success and 
ultimately help their clients in both 
the buying and selling process. They 
stand out in the market and within 
their community as a team that pro-
vides a five-star experience and has a 
wealth of knowledge.
 
Jenny was born in Waukegan, IL. 
She attended University of Illinois 
Urbana- Champaign, where she 
received her degree in Psychology. 
After college, Jenny worked as a 
computer programmer for a consult-
ing firm. Growing up, Jenny watched 
her mother, who immigrated to the 
United States from South Korea, be a 
successful entrepreneur. “My mother 
always would say, ‘Why can’t I?’ and 
started a retail shoe business that 
is still running successfully after 40 
years. Additionally, she took over a 
restaurant for 10 years and has been 
excelling as a general contractor for 
the past 18 years. Despite a language 
barrier, she has seized every oppor-
tunity. “She taught me hard work 
and drive to overcome any perceived 
limitation,” said Jenny.
 

Top REALTORS®

Jenny L im-Spiggos  
& Pete Mangione

Berkshire Hathaway
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With her family owning a building 
and remodeling business, Jenny said, 
“My family’s business in real estate 
investments and building made it a 
natural transition into a real estate 
career.” In 2003, she stepped into real 
estate and received her license.
 
Pete was born in DePlanes, IL, and 
attended Purdue University for his 
undergraduate degree. He later 
attended Notre Dame where he 
received his MBA. After college, 
he began working for his family’s 
plumbing supply business. Much of 
how Pete does business comes from 
how he watched his dad successfully 
run their family plumbing supply 
company for over 40 years. “He was 
ethical, honest and accessible, all 
while making his clients laugh when 
they needed it the most,” said Pete. 
“My passion for real estate came 
after working with contractors and 
developers on various commercial 
and residential projects.” In 2010, he 
received his real estate license and 
began his successful career.
 
Both Jenny and Pete were independent 
agents until 2017. “We realized that 
we each had our own strengths and 
weaknesses. Forming this partnership 
allowed us to complement each other 
in all facets of running a real estate 
business,” said Pete. Currently, Pete 
and Jenny have two agents working 
under them. In the four years that they 

have been partners, they have had $50 
million in volume with $20 million of 
that coming from 2020. Both agents 
are a team within Berkshire Hathaway 
Home Services Chicago. They are 
thriving and giving the highest level of 
care to all clients they meet. This has 
resulted in their team having an incred-
ible reputation across the North Shore. 
 
Although Jenny and Pete give 100% to 
their business, they also have excelled 
at balancing work and their home. 
Jenny is married to her husband, 
John. She is very proud of him as he is 
currently studying to be an addictions 
counselor. “I am surrounded by boys!” 
said Jenny. “My husband, John, and I 
have two teenage boys, Devin (17) and 
Brady (14). We also have two dogs, 
Oliver (4) and Charlie (almost 1).” As 
a family, they enjoy going on culi-
nary tours in the city and trying new 
restaurants. “Besides traveling, we like 
to bust each other’s chops and keep the 
sarcasm running in our family.” When 
Jenny is not working, you can often 
find her playing pickle ball, snuggling 
with her puppies, and cooking.
 
Pete is married to his wife, Jayne. She 
is a teacher’s assistant. Transitioning 
out of the family business to pursue 
his passion was one of the hardest 
things Pete ever had to do. He is very 
thankful for the support of his family 
and his wife. Pete and Jayne have been 
married for 16 years. Together, they 

have two children, Jillian (14) and 
Peter (11). “When we’re not watching 
Jillian’s gymnastics meets or Peter’s 
baseball games, we love to attend as 
many sporting events as possible. 
Most notably, we love the Chicago 
Blackhawks and Chicago Cubs.” Like 
Jenny, Pete enjoys playing pickle ball 
too. He also enjoys golf and playing 
on his successful softball team with 
friends from high school that he has 
been a part of for 29 years.
 
With Jenny having 18 years of 
experience and Pete having 11 years, 
together, they have created a team 
that is filled with knowledge and 
expertise. They have received many 
awards and recognitions, includ-
ing most recently the Chairman’s 
Circle (2020) – top 1% of BHHS 
network “Best of the Best” award, 
they continue to remain humble and 
focused on what is most important, 
their clients. “We always wanted to 
enjoy what we do and how we do it. 
Our partnership has provided us the 
opportunity to enjoy our work, be 
successful at it, and yet never feel like 
we work so many hours,” said Pete.
        
Both Jenny and Pete stand out in the 
North Shore as a team that is effec-
tive and efficient in how they apply all 
ideas, while also having fun along the 
way. “We intentionally think outside 
the box,” said Jenny. And indeed, both 
Jenny and Pete have done just that.
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