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SERVICES JUMBO ARM PROGRAM

COOLING * HEATING * ELECTRIC Real Homebuyjng Requires
Real Financing Options

GA

K i
BE PROUDLT,0 REFER OUR TRUSTEDJPROFESSIONALS! Jumbo Advartage Loan Brogram

with No Invesetor Overlays

97% financing up to 1 'IJQD 000 loan amount

* 95% financing up to 1,ﬂﬂ 000 loan amount

89.99% financing up to 1,500,000 loan amount
Cooling 80% financing up to 2,000,000 loan amount

" Program Highlights Include:

Heating Available in 10/6, 7/6, 6/6 & 5/6 Options
« Please inquire about reduced PMI

n « Available for Single Family and PUDs

— + Available for Second Homes and Two

Electric unit Primary Homes y i

This product is available for Purchase

Q and Rate/Term Refinance.
P

¢ w Sandy Spring Bank

TOP
Mortgage Banker

MORTGAGE

Schedule ONLINE

or CALL todav! PROFESSIONAL D: 301.850.1326
240-224-314{ WASHINGTONIAN | ©: 301.523.1893

=i 9 9‘ TDelCasale@sandyspringbank.com
GACServices.com SCAN to SCHEDULE f“Or‘z NMLS# 191852

ApPLY Now 2 SSBTina.com

Serving Montgomery County,

227 E D P k D H . Lo programs subjsot o change wWithout notice and camcollabon at any lime. Pleasse corsull o Sandy Spring Bank mongages bankat for specilic detalls: Thin & not an
.yeer rar rive Frederick County, Howard County affer of credil of commaimeant 16 end. Actusl lean qualiication is subjee! o verficsfion and approval of income, credil, propery ammlaal. and n”?:? teators. Addianal
. feess, barma, fnd condilions ey spply, ddisquinbe property nsurance riquined. Sandy Spoang Bank s & Maryland eorporaton heddguanered al 17801 Goargin A
H GaltheerU rg, Maryland 20877 and Carroll County, MD in Cilnay, Wbaryland J0832: As & residentinl lender we provide modgags mansing in e metropoiian Washingéon D.C. and greater mid-Atlantic markeis. Cthor rtes
4.9 GOOQ I e Rat I ng WSSC: 72505 HVAC: 02-7541 Electric: 4172 ol tarms-ane available, Membar FDIC. Equal Hausing Lender, NMLS# 306382 Sandy Spring Bank, tha 558 Logo, and From here: For here, sre reglatamd

tmdamarke of Sandy Spang Bank. Copyright 2022 Sendy Spring Bank. All righis tessrved



MORTGAGES ARE
EXCITING!

"The only thing worse than not getting
what you want is someone else getting it."”
Roger Sterling (Mad Men)

Let The Kempes Group

PRE-QUALIFY

your client so they

turn their dream
of owning a home,

into owning a home!

KEMPES JEAN

NMLS#113054

(301) 708-0401 (o)

(267) 625-3066 (c)
kjean8935@gmail.com
www.themortgagelink.com/kjean

40N 'y . - _'
= J F — .. O e e &
The Morigage Link, Inc. NMLS#113054. We are hcensed in Maryland {7957}, 4 . .
District of Columbia (MLB113054), Virginia (MC-2236), Arizona (1035583), 4 y

Colorado, Delaware (19208B), Florida (MBR778), Louisiana, North Carolina
(L-205450), Oklahoma (MLO14515), OCregon, Pennsylvanta (61690}, South ]

Carolina (MLS 113054), Tennesses (113054, Texas and West Virginia ML-25608). W C WI | L F | N A N C E YO U R D R F J‘E\. M ["f O M E
For more information, please reference the NMLS Consumer Access Website at } ; - . y A DWISIOH 01: The' Moﬁ:gage Llnk, |nc‘

[T

wWww.nmisconsumeracoess.org
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"Todd is a detail-oriented, knowledgeable attorney who

delivers amazing customer service each time a client of
2 Todd Greenbaum

DC Metro Real Producers Sy W DC Metro Real Producers mine choose to settle with his office. We have done over o 4 Found
o . = o . . . . .
@kristinbrindleyrealproducers T ; st @*kristinbrindleyrealproducers 100 ClOSlngS with his company and he continues to whner an ounaer
impress us with his ability to navigate smoothly, even in (301) 840-3910
those transactions where title issues exist."

Cover photo courtesy of Ryan Corvello. .
P yorRy www.titletownsettlements.com

) ®
REALTOR todd(@titletownsettlements.com

MARYLAND WASHINGTON, D.C.

15201 Diamondback Drive | #200 | Rockville, MD 20850 1440 G Street, NW | Washington, DC 20005
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PREFERRED PARTNERS

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!

CLEANING SERVICE
Fresh Home Cleaning
(240) 855-7268
Fresh-HomeCleaning.com

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

DOWNSIZING/
ESTATE SALES
Caring Transitions Inc
(301) 683-7363
CaringTransitions
Rockville.com

EVENT PLANNING &
MANAGEMENT

Rescue Event Planning
(301) 798-4489
RescueEventPlanning.com

FINANCIAL COACHING &
BOOKKEEPING

Alchemy of Money

(202) 567-7960
AlchemyOfMoney.co

FINANCIAL PLANNING
Socium Advisors

(203) 848-4870
Tripp-Kelly.com

FLOORING
Floormax

(301) 206-2200
FloormaxFloors.com

8 - August 2022

HOME INSPECTION
BPG Inspections
(703) 881-6617
BPGInspections.com

Kenneth Cox &
Associates, LLC
(202) 298-7868

National Property Inspections
(240) 409-371
NPIlweb.com

ProTec Inspection Services
(301) 972-8531
ProTec-Inspections.com

HOME RENOVATION
Curbio

(810) 300-9432
Curbio.com

HOME REPAIR &
RENOVATIONS
Punchlist USA, Inc.
(202) 769-4356
PunchlistUSA.com

HOME WARRANTY

ARW Home

(561) 226-4145
ARWHome.com/RealEstate

Cinch Home Services
(410) 730-7423
CinchRealEstate.com

HWA Home Warranty
Camille Perhacs-Monticello
(512) 987-4884
HWAHomeWarranty.com

Protect The Investment
(202) 422-3821
PTIWarranty.com

HVAC SERVICES
GAC Services
(301) 926-3253
GACServices.com

INSURANCE
Goosehead Insurance
(202) 558-0530
JenniferLindsay
Insurance.com

INVESTMENTS
Joseph Asamoah
(301) 379-0357
JoeAsamoah.com

JUNK REMOVAL
123JUNK

(800) 364-5778
123JUNK.com

MOLD REMEDIATION
Mold Gone

(240) 970-6533
MoldGone.net

MORTGAGE

Draper and Kramer
Mortgage Corp.
Melissa Rich

(703) 927-2626
DKMortgage.com/Rich

First Home Mortgage
Ryan Paquin
(301) 332-1589

First Washington Mortgage
Chanin Wisler

(301) 526-0020
ChaninWisler.info

Guaranteed Rate
John Jones

(571) 242-0864
Rate.com/CraigMiller

Intercoastal Mortgage
Jordan Dobbs

(301) 785-7162
JDobbs.ICMTG.com

Monarch Mortgage
Richard Early

(301) 332-2184
Monarch1893.com/
rockville/rearly

Sandy Spring Bank
Tina Del Casale
(301) 523-1893
SSBTina.com

Sandy Spring Bank
Skip Clasper

(301) 928-7523
SSBSkip.com

The Kempes Group
Kempes Jean
(267) 625-3066

U.S. Bank

David Le

(703) 424-5369
Mortgage.USBank.com/
VA-Fairfax-David-Le

Vellum Mortgage
Greg Kingsbury
(301) 254-1486
KingsburyMortgage
Team.com

MOVING / STORAGE
Bargain Movers

(301) 685-6789
BargainMoversinc.com

Interstate Moving & Storage
(703) 226-3279
Moveinterstate.com

Moyer & Sons Moving
& Storage

(301) 869-3896
MoyerAndSons.com

Perry Moving, LLC
Sam Perry

(410) 799-0022
perrymoving.com

Town & Country Movers
(301) 670-4600
TownAndCountry
Movers.com

PEST CONTROL
My Pest Pros
(202) 255-4886
MyPestPros.com

PHOTOGRAPHY

Ryan Corvello Photography
(757) 685-2077
CorvelloPhotography.com

PRINTING, DIRECT
MAIL SERVICES

My Marketing Matters
(301) 590-9700
MyMarketingMatters.com

PROPERTY MANAGEMENT
Streamline Property
Management

(301) 237-4950
StreamlineManagement.com

RELOCATION SERVICES

FOR SENIORS

Caring Transitions Inc

(301) 683-7363
CaringTransitionsRockville.com

REMODELING & PAINTING
Beautiful Home Services LLC
(703) 268-8434
BeautifulHomeServices.com

REMODELING/BUILDING/
HOME IMPROVEMENTS
Absolute Building and
Construction

(202) 468-8662
AbsoluteBandC.com

SECURITY & SMART HOME
Tranquility Smart Homes and
Security, LLC.

(240) 994-5415
TranquilitySHS.com

SENIOR MOVE
MANAGEMENT

Moyer Move Management
(240) 426-9074
MoyerMoveManagement.com

STAGING

On Time Staging
(301) 379-0367
OnTimeStaging.com

Town & Country Movers
(301) 670-4600
TownAndCountry
Movers.com

TITLE COMPANY

Eastern Title & Settlement
(240) 403-1285
EasternTitle.net

Legacy Settlement Services
(919) 441-1848
LegacyForTitle.com

MBH Settlement Group
(703) 277-6806
MBH.com

Peak Settlements, LLC
(301) 528-1111
PeakSettlements.com

Prime Title Group, LLC
(301) 341-6444
PrimeTitleLLC.com

Stewart Title and Escrow
(480) 203-6452
DCTitleGuy.com

Title Town Settlements
(301) 840-3910
TitleTownSettlements.com

VIDEO MARKETING/BRANDING
Dream Real Estate TV

(301) 674-4804
DreamRealEstateTV.com

VIDEO SERVICES
HD Bros

(833) 437-4686
HDBros.com

DC Metro Real Producers - 9



MEET THE

D C M E T R O Ready to build? We're ready to help
[ find the best loan for you.
REAL PRODUCERS TEAM

usbank.com/mortgage

Kristin Brindley Ellen Buchanan Wendy Ross
Publisher Editor Operations Manager

We'll help you explore financing options that may fit
your needs. Enjoy competitive rates, experienced
support and step-by-step guidance that may make
your dream of homeownership a reality.

Jaime Lane Jess Wellar Zachary Cohen
Executive Assistant & Staff Writer/Copy Editor Writer
Publishing Manager

4

David Le

Mortgage Loan Officer

Lot / Construction-Perm Specialist
3251 Old Lee Hwy, Suite 206
Fairfax, VA 22030

office: 703.345.1536

cell: 703.424.5369
david.le1@usbank.com

NMLS # 1444207

To learmn more, visit my
mortgage loan officer
webpage.

Christopher Menezes Ryan Corvello Bobby Cockerille
Writer Photographer Videographer

If you are interested in nominating REALTORS® to be featured in the magazine,
please email Wendy@kristinbrindley.com.

(Ebank

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 To view our magazine online, visit ! : :
the DC Metro Real Producers magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, demetrorealproducers.com and look Loan approval is subject to credit approval and program guidelines. Not all loan programs are available in all states for all loan amounts.
neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies. for “magazine” or scan this QR code @ Interest vates and program lemms are subject fo change. without notice. Visit usbankcom fo leam move aboul U5, Bank products and

e S2vices. Morigage, home equity and credil products are offered by LS. Bank Mational Association. Deposit products are offered by

(Password: connectheredcrp! ) Lenper LS. Bank National Association, Member FDIC ©2021 U.S, Bank 283401
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INVESTOR.

E-COURSE SERIES

8 Modules
Download on Demand
Learn At Your Pace, Your Way

ON TIME

You never get a second chance

to make a r@é[m/%%ww/

For New & Next Level
Real Estate Investors

"As an agent, | only use On Time Staging for
my listings. Eileen has an eye that gives my

properties a selling edge.” ~Realtor

--r. i
PR

s

i_.

= : £

—

—— Let us transform your client's home
into a showplace that sells itself!

.

Eileen Asamoah | Founder & Principal | easamoah@comcast.net | 301-379-0367
www.ontimestaging.com | 6710 Laurel Bowie Rd, #921 | Bowie, MD 20715

19 = A0

publisher’s note €4

If Thave seen furt

_itisby standing ont he

Dear DC Metro Real Producers,

What is a Legend? And, more specifically, what is a
Legend in Real Estate?

The simplest way to describe a Legend is someone who is
well known, who inspires others, and who creates a big
wake as they go. A Legend in Real Estate is all of that and
more. These are the movers and shakers, the icons in our
community who have been in real estate 20-plus years and
have made an indelible mark on the industry through their

vision, persistence, success, generosity, and legacy.

We are incredibly lucky to have quite a few Legends in
Real Estate right here in our DC Metro Real Producers
community ... and are so honored to be able to celebrate
several of these amazing people and showcase their
stories in this month’s issue. It was right around five and
a half years ago that we featured one of our DC Metro
Legends in Real Estate, Wendy Banner, on the cover of
our very first issue of DC Metro Real Producers. And

over the years, we’ve featured most, if not all, of the

FOOD FOR THOUGHT

shoulders of gzants.

—Isaac Newton

other Legends you’ll see in this issue. We’ve learned so much
from all of them ... and are so grateful for their contributions and
for allowing us to share their inspiring success stories with our
entire DC Metro Real Producers community. It was great gath-
ering these Legends together for their photo shoot at our June

Magazine Party. So much talent in one room... It was awesome!

Speaking of events, thank you to all who attended our Casino Royale
event in July! This community has such a fantastic time coming
together at Real Producers events — and it’s always so wonderful to
see everyone. NOW, we’re super excited about the BIG Game Day
coming up on September 25th at FedEx Field, where we'll gather

to enjoy each other’s company and watch Washington trounce the
Philadelphia Eagles! We hope to see all of you there!!

Till soon!

Kristin Brindley
Owner/Publisher

DC Metro Real Producers
313-971-8312
Kristin@kristinbrindley.com
www.dcmetrorealproducers.com

What is your concept of Legacy? What would you most like to pass down or be remembered for?

DC Metro Real Producers - 13



CUroIio

Let us do the work for you.

AVIE THIE DATE

DC Metro and NOVA Real Producers Present

GAME DAY 2022

AT FEDEX FIELD

SEPTEMBER 25, 2022 seats for members of our group. Pre-game, we will have food
WASHINGTON vs. PHILADELPHIA EAGLES and beverages and the opportunity to network before the
9:30 a.m. — end of game excitement starts when the players arrive.

Most anticipated event of the season! This is a do-not-miss opportunity! Seats are limited, and with F IX FI RST POWE R ED TU R N KEY
)

both DC Metro Real Producers and NOVA Real Producers

Join us at FedEx Field for this incredible, exciting, joint invited, they will go fast! Please watch your email for your PAY LATE R BY TEC H .( O N.( I E RG E

event with top producers from our sister community, exclusive invitation, and if you haven’t received it, please
NOVA Real Producers! ;eachfout to Kristin Brindley at Kristin@kristinbrindley.com From rEF}EiI’S and I’E‘fFEShE‘S A modermn home improvement Your dedicated Curbio team
or information. ) . )
We will gather at FedEx Field at 9:30 a.m. for exclusive to whole-home renovations, experience that gets you from takes care of every detail from
access to the stadium, where we will have 500 reserved ~ We can’t wait! And hope to see you there! homeowners pay nothing PTOQDSM to |i$tlﬁg 60% faster, prcposal to pUﬂCh -list, saving
until their home sells. and with peace-of-mind. you hours and hassles.

guarantee@ M stewart ‘l VELLUM

MORTGAGE

AU ey GACsenvices - Learn more with our free on-demand

American Residential Warranty OVE rV i EW WEb i n a r 1

By

Al S (e curbio.com | 844-944-2626
. ne METRD

REAL PRODUCERS
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LET ME DO THE
HOMEWORK!

You'll get genuine leads with wdeos"'

Email me for a FREE
VIDEO MARKETING GUIDE!

S . B

PAMELA DUBOIS
DREAM REAL ESTATE TV ©
/m m\ 301-674-4804

ittt 4 7 NOY e pameladubois.com | pamelal0Ok.com

_________—_—_________
DREAM REAL ESTATE TV

pamela@dreamrealestatetv.com

Scan to enroll today:
A -~ 7 /HOME J -
Home Warranty E! E

Industry Leading Coverage
From the Kitchen to the Curb™ E

Cynthia Void
Territory Manager
443-977-1256
cvoid@arwhome.com

9 e d

Choose Your REALTOR® Inspection Water and
Contractor Concierge Service Guarantee Sewer Coverage

Call or visit 1-877-ARW-AGCNT
arwhome.com/realestate

il MIE. Boca Raton FL 3343
] & s ark of ARW Horme

16 - August 2022

\tﬁ Beautiful
HOME SERVICES,

Kitchen & Bathroom Remodeling, House Palnting,
Basement Remodeling & Carpentry in MD DC VA

Making

home

| Iimprovement
dreams

a beautiful
reality.

% Fhlllips
£ Sl Mansge

ﬁ

CONTACT US FOR A FREE IN-HOME ESTIMATE:
501-B16-3255 OR WWW.BEAUTIFULHOMESERVICES.COM

SETTLEMENTS

Title Services - Real Estate Settlements - Notary Services
Property Transfers - Deeds - Reverse Mortgage Settlements
Purchase, Refinance and Short Sale Settlements
Witness Only Closings

Looking for an Experienced Title Attorney
to Close Your Next Transaction?
Contact us today!

600 Jefferson Plaza #420, Rockville, MD 20852 | 301-528-1111

www.peaksettl ftlements.com




P> we ask...you tell!

What is the best advice a

mentor has ever given you?

DAN HOZHABRI
Keller Williams Realty Centre
While attending a compa-

ny-wide conference, Gary
Keller said, “The first question
I would ask myself at a listing
appointment was ‘Should I
buy this house?’ If the answer
was no, then I would ask
myself, ‘Should I list this
house?’ Every deal that has
ever been made has passed
through our hands first.” After
hearing that, I looked at my
listing appointments differ-
ently and have purchased a
few investment properties

this way.

18 - August 2022

ALEXES HAGGINS

Keller Williams Capital Properties

The best advice was not to pay attention to the
success of other agents and truly focus on you
and your business. This will keep you from
self-doubt, any feelings of competition or any

discouragement. (Eboneese Thompson)

NICHOLAS GRILLO

Tranquility Smart Homes & Security

“Don’t be afraid to ask questions.” “Many minds
are better than one.” “Understand that you
don’t know all the answers.” “Pride plays no

role in growth!”

This has been a pivotal mindset shift for me as a

then-military member and now an entrepreneur.

BRANDON GREEN

Alchemy of Money

Related to finances (and a bunch of other
things): “You can delegate the work, but if you
delegate the understanding along with it, it’s at

your peril!”

ROBY THOMPSON

Long & Foster Real Estate

Going that extra mile, where other agents don’t,
has been a strong key to my success. Simple
things, like setting up utilities for a new home-
owner or having my assistant meet the movers
while my clients sign at the closing table. That
type of simple but appreciated gesture can
result in many a referral as they see you as more
of a friend performing a kind gesture than a
REALTOR® looking to make a buck on you.

I really wasn’t mentored ... self-taught. Mostly
followed my father’s work ethic and dedication.
He had the most incredible work ethic; he went
to school with Les Foster. Dad could have been

a preeminent ortho surgeon... Could have gone
into private practice. He always wanted to do the
right thing.

JENNIFER LINDSAY

Goosehead Insurance

My first boss, Bill, who remained a mentor for
many years, gave me “advice,” although it was
really more of a directive. On day one of being eli-
gible, he had me sign up for the company’s retire-
ment savings plan. I have passed this advice on to

many family members, friends and customers.

“Save unswervingly for retirement in a dedicated
retirement account, such as an IRA, a 401(k),

or a 457 plan. Whatever you think you need for
retirement, it’s usually not enough. Start saving
early, even if it’s small. Over 40 years, the sav-

ings and investment income add up.”

DAN CUMBERLAND, JR.
Moyer & Sons Moving & Storage
“Sometimes, the hardest thing to do is to tell the

truth, but it is also the easiest.”

JESSICA OLEVSKY

JPAR Stellar Living

“Hire to transform your weaknesses,” meaning,
if you aren’t good at something or don’t like to
do it, then leverage that piece of your job. For
REALTORS® that hate the paperwork details,
they would leverage themselves with a transac-
tion coordinator. For some, it may be the lack of
consistency with social media, so you leverage

yourself with a company to post for you.

Finding the person that will do that work well isn’t
hard. Figuring out what you need to, or should,
have leverage with is difficult. Ask those around
you, “If L had an extra $25,000, what do you think
I should let someone else do for me?” It might

be easy, like hiring a transaction coordinator to
stop taking your own property photos. It might be
harder to nail down to something specific, and that

could mean you need to hire a coach.

CARA PEARLMAN

Compass

My dad, who is in real estate, has always told me
to put my blinders on and keep forging ahead. I
find this really sticks when I get distracted. Also,
if you always put your clients’ interests first,

everything else falls into place.

TINA DEL CASALE

Sandy Springs Bank

“Trust your team.” It can be so hard to let go of
doing every detail yourself when you are grow-
ing your business, but trust that you chose the
right people for the right job!

DC Metro Real Producers - 19
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Local, Long Distance & International :S'pecial-is-t The Alchemy of Money .

THE WEALTH BUILDING PLATFORM
FOR REAL ESTATE ENTREPRENEURS

Bookkeeping | CFO Services
Financial Coaching | Investment Opportunities

LA B L

This is phenomenal. It has helped my husband and me in so
many ways, both business and personal. We've made so many
changes in our business because of it, including opening an
investing holding account and increasing our investment
portfolio. | highly recommend this.

Katie Womble
CEO, Morgan Womble Group at Keller Williams

T NET i
i .

Brandon Green

) . . Chief Alchemist
w Transfonm each space infrs an unfjongettalsle, expenience.
ﬁ 2 s 0 202-567-7960

Pay at Closing Experienced Team of Designers \ A J 8 Unlock our FREE

TOWN &COUNTRY 30 Day Minimum Realtor Loyalty Program Millionaire Planner
STAGING

——Stage s Store  Move Visit us online at townandcountrymovers.com/staging | ® alchemyofmoney.co




DC METRO REAL PRODUCERS

DY special events

Photos by Ryan Corvello

Our DC Metro Real Producers Magazine Party at
Arlington Towers rooftop on June 16 was truly one
for the books! It was an honor celebrating our fea-
tured agents and esteemed partners. We had a great
time connecting with our Real Producers commu-
nity while appreciating the city views and upscale,
delicious food provided by Chef Shaun Longley. Our
VIP DC Metro Legends in Real Estate joined us for
a fun-filled evening.

A special thank-you to our amazing sponsors, John
Jones from Guaranteed Rate and Nick Grillo
of Tranquility Smart Homes — this was all
possible because of you! Words can’t express how
grateful we are for you; we simply couldn’t do what
we do without your tremendous, ongoing support.
Thank you for being such an integral part of our

DC Metro Real Producers community.

We also wish to recognize HD Bros for cap-
turing this event and testimonials on film. Last,
but not least, thank you to Ryan Corvello,
who snapped beautiful pictures, which you can
find on our Facebook page: www.facebook.com/

kristinbrindleyrealproducers.

To all of our Real Producers who attended — be
sure to join our private Facebook group and tag

yourself and your teams! We can’t wait to see

everyone again soon!

For more information on all DC Metro Real
Producers events, please email us at
info@dcmetrorealproducers.com.

Tranquility

Sreari Momes & Sscurity, LLE

@ KRISTIN BRINDLEY

guarantee@
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R EASTERN

% TITLE & SETTLEMENT

_ WE CLOSE

FULL-SERVICE MOVING SOLUTIONS } J r ' ’ } : y '
Senior Move Management = Space Planning & Design = Downsizing & Organizing » [ — »r ¥ —

Packing, Unpacking & Settling In = Professional Moving & Storage = Donation, Disposal, & Dispersal = Staging

Let Eastern Title bring a unique convenience & peace of
moyermovemanagement.com o \ ~ R
CALL US TODAY: 301-685-7900 Maryland/DC - 703-740-8912 Virginia “+ mind to your buying & selling process today!

WHY CHOOSE TRANQUILITY +

The DMV's first certified Ring Installation team, securely
mount, install and defend your domain. Choose locks and
cameras in a system that works.bestsforyou and control it

7
"\‘ffo Northwestern Mutual

- — = - -
from your device, anywhere in the world. b — 1 "\&;......_.—__--—......_.._ — T R——— L
. \ H B ———————
- — L] \ S —
N =
1 {
PARTNER. PLAN. PROTECT. PROSPER |
| [ ] [ ] |
\ A\ | s
Learn how we offer customized solutions designed
for DC Metro Real Producers like you. Y -
-
Y &
f -
\
) |
Fia
- -
Herbert Valentine Kelly, IlI Book Your FREE
Financial Advisor T ilit Consult Today!
8484 Westpark Dr. Suite 700 C ranquility t ilityshs.
McLean, VA 22102 | 240 5L 240-403-1285 | EASTERNTITLE.COM
703-848-4870 info@tranquilityshs.com o o
trippkelly@nmcom | tripp-kellycom . - ¥ 11113 Mankhn Meadows Lane ' Berhn, MD 21811
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P» words by wade

By Wade Vander Molen

DEO CONTENT IDEAS

for a Shifting Real Estate Market

The market is shifting. Do you feel

it? It’s pretty clear that the mar-

ket of early spring, where we saw
sellers making more money on home
sales than ever and buyers willing

to do almost anything to get into a
home, has changed. Ever since late
spring, with the rise in interest rates,
would-be sellers who were on the
fence started to come out and list
their homes, seeing the max window
of opportunity potentially closing.
The rise in inventory comes with

it in certain markets, longer days

on market, and the dreaded price
reduction... I mean, “price correc-
tion.” As the market shifts, so do most
REALTORS® marketing strategies.
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I want to discuss video content ideas
when marketing to your ideal client in

a changing market.

SETTING EXPECTATIONS

Sellers are usually behind the market
curve, from a standpoint that they
think selling today or in 30 days is
the same as their neighbor’s expe-
rience 90 days prior. We know that
the real estate market is like being
in a boat in the ocean, where inclem-
ent weather and other factors can
change your experience pretty fast.
With that in mind, the marketing
messages on video, social media,
and direct mail need to also change.
When I say the word “change,” think

of “setting realistic expectations.” You
have sellers that get upset when they
only have one offer on their home,

or the offer is only at “list price.”
Approaching that thinking is what
you need to have in mind in creating

these new expectations for sellers.

VIDEO CONTENT IDEAS

If any of you have been reading my
articles over the past couple of years,
you know that I think video is the best
way to portray a valuable message to
a target audience. These videos can
be posted on YouTube, be Instagram
reels, TikTok videos, and more. Here
are some great video content ideas in

a shifting market:

* What to Expect When Selling
Your Home in the Fall

* Rising Interest Rates: What It
Means for Buyers and Sellers!

* Does Inflation Affect Home Values?

* The Importance of a Good Pricing
Strategy When Selling Your
Home This Fall

* Top 3 Home Items to Upgrade
That Increase Your Home Value
for the Fall Market

* Why Waiting Longer to Purchase
a Home Will Cost You Even
More Money

+ My (Your) 90-day Market Projec-
tion on Home Values in Neighbor-
hood X orY

SHIFTING MARKET EQUALS

SHIFTING MINDSET

Taking the time to create effective
content that educates your sphere

and target audience on the new set of

expectations when selling in the
fall /winter versus early spring
2022 is super important. Shooting
these videos, telling your stories,
and providing helpful information
is important. There will be a large
benefit from a self-serving stand-
point of addressing objections and
issues upfront with your buyers

and sellers.

The opposite is also true. Not
getting out ahead of setting the
proper client expectations can
lead to some potentially uncom-
fortable conversations down
the road when some of these
issues come up. Set yourself
apart from other Realtors by
creating a portfolio of educa-
tional content that paints you
as the market expert in a shift-

ing real estate market.

Wade Vander
Molen is the

director of sales/
marketing for
Stewart Title in the
Northern Virginia/
Washington, D.C., area and has

been in the title industry since
2005. Wade helps real estate
professionals with all facets of
their marketing and teaches

a new, sustainable business
model to help them grow their
businesses. You can visit Wade
at www.DCTitleGuy.com.

100/0 MILITARY

DISCOUNT

We appreciate our heroes and would
like to offer a special discount to all active !
duty and veteran armed forces members.

CALL TO SCHEDULE YOUR SERVICE TODAY!

240-970-6533

mike@moldgone.net ¢ moldgone.net
2508 Locustwood P, Silver Spring, MD 20905
FAMILY-OWNED « NON-FRANCHISED

MIKE MULIERI

Chief Operations,
Financial Officer
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THE BEST MOVE
YOU'LL EVER MAKE

USDOT #966254 | MC# 469384  an Interstate Agent for Wheaton Van Lines

1247 National Drive  Hanover, MD 21076

- WHAT DOES EVERYONE SAY ABOUT
WORKING WITH CAMILLE?

SHE ALWAYS ANSWERS!

NEED A LAST MINUTE HOME WARRANTY? SHE ANSWERS!
CLAIM NEEDING ASSISTANCE? YES! SHE WILL ANSWER!
UNSURE OF WHAT THE WARRANTY COVERS? CAMILLE
ALWAYS ANSWERS!

HWA OFFERS MORE FOR YOUR CLIENTS!

[¥ FREE LISTING COVERAGE

B uPTO $5,000 TOWARDS
HVAC ALONE!

OMNLIME ORDERS AND CLAIMS

NO AGE RESTRICTICNS ON
APPLIANCES AND SYSTEMS

Fﬂlmﬂh Monticello
o HWAhomewarranty.com

Camille.perhacs@hwahomewarranty.com

Some exclusions apply, see contract for details by visiting our website
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MOVING & STORAGE D)D)
Celebrating 100 Years of Excellence

e Third-generation, family owned and operated

e Premiere local, national & international moving
e Full-service packing and crating services

e Long & Short Term climate controlled storage

e Mobile vaults for staging / small shipments

e Fully trained, security screened crews in uniform
e Adhere to CDC safety and PPE recommendations

e Dedicated customer service coordinators

Contact us today for a free estimate at

410.799.0022

or info@perrymoving.com

WWW.perrymoving.com

"We understand that every home is found or left in
different conditions; that is why putting together a

J custom cleaning plan for each home is important to us.”

- Alejandra Zelaya, Owner

(301) 519-8035 | FRESH-HOMECLEANING.COM

ASS

Welmakentour mission to provide value
toWouby tailoring our services to your
PUSINESS'Siunigue needs and using the
fooIstatiour disposal to help you grow

LEGACY

SETTLEMENT SERVICES =

—_—
-~

- ——

Morgane Barry

Licensed Title Agent
Legacy Settlement Services, MD DC VA FL

2936 O'Donnell Street, Baltimore, MD 21224

8659 National Pike, Suite P, Ellicott City, MD 21043
2000 Pennsylvania Ave NW, Washington, DC 20006
7315 Wisconsin Ave, #400W, Bethesda, MD 20814
201 N. Union Street, Suite 110, Alexandria, VA 22314

& morgane@legacyfortitle.com
Q 919.441.1848
&l www.legacyfortitle.com
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partner spotlight | joe asamoah

Joseph Asamoah began real estate investing on the advice of a former Eileen Asamoah staged a property for F
boss and eventually was able to leave his corporate job altogether. her husband in 2012 and found she
(Photo by Ryan Corvello) 3 had a real talent for it.

When Dr. Joe Asamoah starts dispensing
advice, it’s hard not to be a little star-
struck. With almost 20,000 Instagram

followers, a Bigger Pockets podcast person-
ality that has graced the pages of Fortune
magazine, and over 35 years in the real estate
industry, Dr. Joe certainly knows what he’s
talking about when he proclaims, “A wise man
learns from his mistakes, but a genius learns from

other people’s mistakes.”

Dr. Joe admits his first foray into being a landlord didn’t go

exactly as planned.

“It was a total disaster actually,” Dr. Joe recalls with a little
chuckle. “I didn’t know what I was doing when I bought that
house. I was watching infomercials and fell for it. I was told the
tenants were ‘great,” and I actually believed the previous owner.
I later found out there was a $5,000 water bill being attached to
the property.”
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Dr. Joe learned his lesson the hard
way, but as a result, he now helps
other would-be investors navigate
the pitfalls of real estate to avoid

similar headaches.

“Knowledge is key. You must sur-
round yourself with other people
that know more and learn from their
mistakes, not your own. And always
do your due diligence and get a third
party who can verify information,”
Dr. Joe suggests.

Born in Ghana, Dr. Joe moved to
England when he was 5 and later
moved to the D.C. area to take a job in
satellite communications. Shortly after
starting his job in the U.S., Dr. Joe’s
boss was fired. Dr. Joe met up with his

Being married to one of the largest real estate inves-
tors in D.C. has its perks, especially if you've got the
keen eye for stylish details that Eileen Asamoah was

blessed with.

husband, Joe, was listing an investment property

—
' “It all started one day in 2012,” Eileen recalls. “My

in Capitol Hill, and the agent said to us, ‘Hey, you're
going to stage this, aren’t you?’ But the quote we
received was too pricey, and so I said to Joe, ‘I can go ahead and

do this myself.””

The agent was extremely impressed with Eileen’s transforma-
tion of the renovation project’s space. And, just like that, Eileen
discovered her new calling, and On Time Staging, her D.C.-based

boutique firm, was born.

Prior to staging, Fileen worked as an office manager, but she
notes it was a stressful commute navigating the daily Beltway

traffic. Also, her kids were still young, so she wanted to be home

more. She decided to help Joe with

his Clearview Properties investment
business, although that wasn’t really
her cup of tea either. But full dedica-
tion to her staging craft, timely exe-
cution, and cost-effectiveness carried
Eileen to quick success with On Time
Staging. A decade later, she says she

still loves what she does.

“We are a small operation, only four
employees, but we focus on excep-
tional customer service and creating
inviting spaces that reflect a con-
temporary, lived-in home,” Eileen
explains. “I really enjoy giving a
vacant house more appeal by showing
buyers what is possible and by show-
casing room designs to help buyers

see how they can live in the space. We

DC Metro Real Producers - 35



partner spotlight | joe asamoah

former boss for coffee shortly after the
firing and was informed his old boss
would be fine; he had 10 houses for

passive income and wasn’t worried.

“I just couldn’t fathom how it would
be possible to own more than one
house at a time back then,” Dr. Joe
recalls. “But my old boss also warned
me to always have a Plan B because I
could be fired like that someday too.”

Dr. Joe took this advice to heart.
After his first real estate experience
turned sour, he learned from his mis-
takes and purchased another prop-
erty, and then another. By 2003, his
rental income equaled what he was
making at his corporate 9-to-5 job,
so he quit and committed fully to real

estate investing and education.

“My advice to anybody in the DMV

is simple: ‘Buy real estate and KEEP
ITV It’s always going to be expensive,
but it’s also an appreciating market.
This is a local economy that is always
generating jobs, and there’s a fixed
amount of land available. The reality
is, you just have to understand that
and then hold your investment and let

time work its magic.”

Photo by Ryan Corvello
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66

MY ADVICE TO ANYBODY
IN THE DMV IS SIMPLE:
‘BUY REAL ESTATE AND
KEEP ITY IT'S ALWAYS
GOING TO BE EXPENSIVE,
BUT IT'S ALSO AN
APPRECIATING MARKET.

Now an industry veteran, Dr. Joe’s
commitment to investing in people
and properties is central to his
approach toward buying and renovat-
ing neglected homes in prime loca-
tions. The majority of his properties
are rented to tenants with govern-
ment housing vouchers. These low-
income families would not otherwise
be able to live in affluent areas where
Dr. Joe champions preserving neigh-

borhood diversity.

“I realized there were a lot of fami-
lies out there that were fed up with
Section 8 housing. They have the

same aspirations as I do ... but they

Dr. Joe coaches alums of his JV Renovation-to-Rental program.

didn’t have those same chances. So
these folks were kind of stuck. I knew
I could attract these ‘tier one’ tenants
that would take care of the property

and stay a long time.”

Dr. Joe doesn’t just rent to anyone,
though. His screening process is
exceptionally thorough, as he sagely
notes it’s easier to get someone into a

house than out of it.

“Turnover is expensive. I actually go
to people’s homes and look around.
As Ronald Reagan said, “You trust
what you can verify.” Credit checks,
background checks, current landlords
are contacted, previous landlords
before that, social media checks too...
You’d be surprised what people put on
there,” Dr. Joe laughs.

“If you screen well, though, you elim-
inate 80% to 85% of issues. And if you

<4

partner spotlight | on time staging €4

pride ourselves on accomplishing this all at an affordable price.

What gives me great pleasure is knowing that when our clients’
houses are placed under contract and sold, our staging services

assisted them in the process.”

On Time Staging works with some of the top real estate com-
panies in the DMV and has built a strong reputation and client
base. Eileen Asamoah is recognized as a superior staging expert
with an ability to tailor interiors to her clients’ specific tastes.
Her high standards and keen attention to trends give homes an

exclusive sales advantage.

Based in Bowie, Maryland, On Time Staging has two small
warehouses where the company stores its inventory of staging

furniture and related items. Eileen notes this is the key to their

competitive pricing advantage over
other staging companies, as the
company owns both the warehouses
and the furniture itself — and is
always keeping the inventory updated
according to the latest fashions.

“Interior design and staging tastes
are continually changing and evolv-
ing. As a result, we have to keep up
with trends and update our inventory
accordingly,” Eileen points out. “A lot
of people get their ideas from HGTYV,
and what was trendy a year ago might
not be as desirable today. I am part

of several Facebook groups to trade
ideas, and I also use Pinterest and

magazines to stay current too.”

Eileen also notes that On Time
Staging will gladly work with a client,
whether they want one room staged

or the entire house or condo.
“I am happy to provide partial staging

and consulting services for walk-
throughs, even decluttering. With my
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pick the right family, all the things you’re looking
for as an investor can be realized while also making

a difference in a family’s life,” Dr. Joe explains.

In 2018, Dr. Joe formed the Legacy Investment
Network, a free, community-membership platform
for thousands of investors and industry profession-
als who have access to Dr. Joe’s expertise, relevant
topics and real estate opportunities. In addition to
the “Joint Venture Program,” Dr. Joe offers numer-
ous training, coaching and consulting opportunities

for investors and students alike.

“Most of us are trying to pursue financial indepen-
dence,” Dr. Joe says. “But I find it most fulfilling
when my students are able to complete a real estate
transaction and leverage that property to derive

residual income and long-term wealth.”

“I've taught over 800 people, so I have a consider-
able network of buyers that have been through my
program and are ready to connect with brokers.

If I can develop a relationship with an agent, we
have buyers that are trained and ready to pull the

trigger,” Dr. Joe notes.

When Dr. Joe isn’t busy helping others invest in
real estate or doing podcasts, he loves spending

time with his wife, Eileen, and their two children.

Photo by Ryan Corvello

“As a family, we really enjoy spending quality time

together, especially traveling to different countries
and learning more about their cultures, norms, and

ways of life,” Dr. Joe says.

Dr. Joe also notes he’s busy writing a book that

could be out by the end of the year.

“I want to make a contribution... It’s not just about

me, me, me,” Dr. Joe points out. “I can teach people
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how to build wealth and accomplish this by allowing people to
look over my shoulder as I complete a transaction from beginning
to end. By seeing, in real-time, the good, the bad, and the ugly,
people learn what it takes to complete a project. Through this
process, most people, at some point, realize they, too, can do this.

In short, as I try to help others, the good comes back to me.”

To learn how Dr. Joe Asamoah can help you reach your financial
freedom by investing in real estate, go to JoeAsamoah.com and
check out his livestream, “Wealth Wednesday,” every Wednesday
at 7 p.m. EST on Instagram @drjoeasamoah.

/) JOE ASAMOAH

YOUR PROPERTY INVESTMENT STRATEGIST

Photo by Ryan Corvello

staging eye, I can come in and blend the
colors and draw attention away from what
might otherwise be an unattractive feature

of a space as well.”

As Eileen’s husband suggests, staging is
also imperative for emotional appeal, not

just aesthetic value.

“A lot of agents think they don’t need to do
staging, but people buy on emotions, and
you have to create that appeal and desire.
Sometimes, you have awkward rooms, and
Eileen is good at detracting attention away
from that room and more into the beauty
of the entire home,” Joe notes. “And staged
homes usually sell faster and at a higher

price point.”

As Eileen looks forward to the next decade
in her staging career, she notes trends may
come and go, but her best practices will

never change.

“I always do a walk-through of the prop-
erty first and consider the demographics
of the area to keep the prospective buyer
in mind. Then, I tastefully furnish the
home to make it look high-end with qual-
ity products but without the high price
tag that other staging companies would
normally charge,” Eileen concludes. “The
ultimate goal is to have potential buyers

enthusiastic and eager to make an offer.”

When Eileen isn’t busy with her staging
business, she loves spending time with
family and traveling, especially overseas.
She also considers herself somewhat of a
movie buff and loves a good binge, but says
she really does enjoy keeping busy with
her business now that her children are all

grown up.

7o dress up your listing with Eileen’s eye

for style, visit www.ontimestaging.com.

(N TIME
Staging

ileen Asamoah, owner of On Time Staging.
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Providing Thorough Home Inspections,
One Satisfied Client At A Time!

* Comprehensive & Detailed Inspections
* Professional & Personable Service
* Radon Testing

|l
Over 5 Billion in Real Estate Inspected KENNETH COX

0: (202) 298-7868
C: (202) 413-5475
kencox1@mac.com

We are committed to
raising the standards of
your client's home inspection.

PO Box 5642, NW

CONTACT US TODAY! Washington, DC 20016

KENNETH COX &ASSOCIATES, LLC
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PROVIDING PEACE OF MIND

Prime Title Group provides:

\/ Comprehensive title services and professional settlement, escrow, and closing services.

\/ Facilitate real estate purchases, construction, refinances, or equity loans.

Lawrence O. Elliott, Jr.
Attorney & Counselor at Law
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primetitlellc.com ‘ ITLE G Ro U P

9701 Apollo Drive,
Suite 101 Largo, MD 20774 20+ Years Experience
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X LEGENDS X
IN REAL ESTATE

On the following pages, DC Metro Real Producers is honored to recognize Legends in Real

Estate — icons who have each contributed significantly to the culture and milieu of our D.C.

Metro real estate community through their hard work, perseverance, dedication, and mento-

ring in over 20 years in the business. Congratulations to these special agents. You truly are
legends to us, and our community is better for your years of service!

DALE

48 years in real estate

Dale Mattison has been in the real
estate business for almost five
decades and arrived in the industry

“by accident.”

“I was in the gas station business
prior to real estate with a partner and
we decided to go our separate ways,”
Dale explains. “I did not know what

I wanted to do but liking houses and
people, I decided to try real estate ...

and here I am, 48 years later.”

Before Dale became a real estate
legend, he enjoyed drag racing cars.
He says he went into the gas station
business because he needed a place to
keep his race car, to work on it and to

fund the operation.

In addition to receiving a myriad

of real estate achievement awards,
Dale has served as president of the
District of Columbia Association

of REALTORS®, president of the
Greater Capital Association of
REALTORS®, as regional vice pres-
ident for the National Association
of REALTORS®, and District of
Columbia Real Estate Commissioner
from 1993 to 1996.

Dale has also served as a volunteer for
the Washington Tennis Foundation, as
a school board member for the Blessed
Sacrament School, and currently
serves on the master faculty for train-
ing at Long & Foster Real Estate.

Dale notes there are
two big lessons that
new agents must learn
if they are going to be
successful in this busi-
ness. “Work hard while
staying very focused,
and pay attention to the
people you are working
with — it’s not about
the bricks and sticks but
about the people and
their feelings, concerns,

and lives,” he explains.

When pressed for his
most memorable deal,
Dale recalls, “I once met
a client that viewed a
shell property with a
tilted stairway; he was
inebriated during the
viewing, said he wanted
to buy it and trade in
his Porsche 011 to do
so. I suggested he go
home and think about
it and let me know his
thoughts in the morn-
ing. In the morning he
called, still wanted to
buy it and trade in the

Porsche, and he did so.”

Given Dale’s expertise,
he shares some great
advice for agents young
and old alike: “Sharpen
your saw by earning
continuously. You can
never obtain too much

skill. And listen more

than you talk, that is why we have two ears and one
mouth... Really listen to your clients, make sure you

understand what is important to them.”

When pressed for his secret to success, Dale says
it’s simple. “I believe in treating others the way 1
want to be treated while maintaining the highest

standard of ethics and professionalism.”

Dale notes that the most important successes in
his life are the reward of having a great family and
a great business, too, as real estate seems to run in

the family.

“First, there is my wife Sharon of 38 years. Years
ago, we decided to work together, she got her license,
and after six months, we decided to stay married
instead... (Dale laughs.) My daughter Danai is also a
Realtor, was a NAR 30 Under 30 designee, president
of GCAAR, and a DC Real Estate Commissioner. And
my son Daris is a mortgage lender with Wells Fargo

Private Wealth in Manhattan, and a top producer.

As Dale looks towards the future, he adds, “I want
my legacy to be that I touched some lives as I went
through my own, acted as a mentor to many others,

and was an impact to our industry.”
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MELINDA

43 years in real estate

Melinda Estridge finished law school in
the 1970s and says she quickly deter-
mined that, for women, it was a difficult
business in which to advance. Now in
her 43rd year as a real estate agent, she
credits her father, who was in commer-
cial real estate at the time, for urging

her to get her real license instead.

“I started in 1978 and the business
took off. I could see that, for women,
there were many more opportunities
for an entrepreneurial career path,”
Melinda recalls. “I think, over the
years, I have learned that drive, deter-
mination, and consistency are key in
any commission business. Through the
years, treating the business as a busi-

ness was always a key to success.”

Melinda has served on numerous
committees with her local board and
her company over the years, includ-
ing as president of Long and Foster’s
Gold Team, the Grievance and Ethics
Committee for GCAAR, and as a
member of her company’s Advisory
Board. She has also volunteered for
Habitat for Humanity and the Rock

Creek Conservancy.

“Over the years, I have been an active
member of real estate conferences,
both speaking and instructing,” Melinda
notes. “I was fortunate to be chosen as
a Star Power star with Howard Brinton,
who was one of the leaders of real
estate training for years. He is respon-
sible for much of my success... Hiring a
coach is invaluable. I have had coaching

most of my career and still do.”
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Melinda points out it is
hard to choose just one
memorable transaction
since she’s been in the
business for so long, but
there is one transaction
that is humorous that
always comes to mind.
“When I was new to
the business and money
was tight, I had a listing
whose home inspection
contingency asked for
gutters to be cleaned.
Those were the days
when there were home
inspection contingen-
cies,” she points out.
“My seller, who was a
bit difficult, refused, and
the buyer was willing
to walk based on this
small item. In order to
hold the transaction
together, I offered to
clean the gutters myself.
T used their ladder and
climbed onto the slate
roof. When I was done
I could not reach the
first rung of the ladder
and so was stuck there!
The owners were out

of town and so I called
out to the neighbor,
who happened to be in
their backyard. They
ended up calling the fire
department... It was so
embarrassing. The fire
truck arrived with the
lights flashing and three
firemen to help get me
down. The neighbor

did say, ‘If I ever list my

home, you are the agent!’ I guess he was impressed
with my level of commitment. He did sell his home

five years later and I represented him.”

Of her greatest success, Melinda says it has been
building a wonderful group over the years, noting,
“When I started in the business, no one had assis-
tants or buyer agents. I was one of the first. Over
the years, I have had numerous agents with no real
estate experience become very successful due to
our group’s mentoring and training. I also learned
early that staying in touch with past clients regu-
larly and prospecting every day was the absolute
recipe for success. Many agents still work seven
days a week and do not set boundaries for their
clients. I was guilty of this early in my career, but
when I was coached to remain diligent about my

own time and life, it was a game changer.”

Melinda is married to her best friend and work
partner, Bob O’Toole, noting they love to travel and
experience new cultures. “We enjoy spending time
together and with our very good friends, many of
whom are in real estate,” Melinda points out. “They

are our chosen family.”

“Job well done!”

MARJORIE DICK

42 years in real estate

Marjorie Dick Stuart has been in the real estate
business since 1980. Her father died very young
and Marjorie promised her mother she would stay
home for six months afterwards. On day 183, she
packed up her beat-up, yellow Toyota Celica and
headed to D.C.

It was 1979, and she was shocked to discover that
restaurants in D.C. only hired women as cocktail
waitresses, not servers at dinner. Marjorie wasn’t
about to let that stop her. She grabbed a newspaper
ad for a ‘waiter’ at the Top of the Town in Rossyln,

overlooking the Iwo Jima Memorial.

Marjorie announced, “I can do anything your men
can do. Get me a cart!” And she showed them, flam-
ing entrees, table-side and all. She got the job.

One day, she noticed her roommate’s boyfriend,
Dave, reading a book, Real Estate Principles and
Practices. “Dave said he was going to be a real estate
agent and make a lot of money. That sounded like a

good idea, so I signed up!” she recalls with a laugh.

When Marjorie first started in real estate, she
rolled up her sleeves and got to work, making 19

sales her first year.

“Anyone can do it... Just do it! Choose where you want
to build a business and do that,” Marjorie notes. “Our
business is all about service — above and beyond is

just where it starts, and goes up from there.”

Marjorie is a past board member and continu-

ing fundraiser and donor for Friendship Place, a
local charity helping our neighbors experiencing
homelessness. She has received their Ben Cooper
award for community service; is a member of the
Director’s Circle at SAAM; a member of the WBC
(accelerating women leaders in business); cur-

rently a board member, donor, and volunteer with
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Cleveland & Woodley Park Village; and past chair of the
MLS. Marjorie is also currently the top Coldwell Banker
agent in D.C. and the entire Mid-Atlantic Region.

Marjorie says of her family life: “My husband Bill, we live
together, work together, travel, enjoy just being together!
My son Rhett is my heart! The three of us always did
everything together. My family has grown over the years
to include Bill’s family, my close friends, my Villagers, and
many of my clients. To me, family isn’t all about blood

relations, it’s where my heart is, and just keeps growing!”

Given Marjorie’s expertise and success, she has some

terrific advice for new agents.

“Don’t live in a box. Be creative, have the guts to step out
and be who you are, be rejected and accepted. Tell clients
what they need to know, not what they want to hear.
Master the listing appointment! Buyers will always come,
listing well-priced properties is a skill that will always
pay off. Learn how to negotiate. Find a mentor who’s been
where you want to go. And get rid of the word TRY in
your vocabulary. Exchange it for DO!”

“Be who you are; everyone else is

already taken.”
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Full-Service Pest Control l:ampanyspeclallzmy
Nin Ants) Termites & Mosquitoes

SAVE 10*

on any annual program
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| We'll get rid of what's bugging you®

STREAMLINE

PROPERTY MANAGEMENT

Must mention ad.
Exclusions may apply. Inquire for details.

e WDI Inspections
e VA, MD & DC
« 10+ Years of Experience ' —
* Members of the NPMA & the Virginia )
A My Pest Pros is proudly operated
Pest Management Association by Brettand Debra Lieberman.

Call us today for a FREE quote!
703-665-4455
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ransitions

Senior Relocation = Dowrsiring + Estade Sales

REALTORS...
DO YOU HAVE
A HOUSE
PACKED WITH
STUFF?

We can help you
sell it faster!

Start your fully-integrated
partnership today! Give us a call. We can SORT, LIQUIDATE, DONATE and RECYCLE Household ltems
We'll have the home broom swept and back in your hands in a few weeks!

Rockville@CaringTransitions.com RELOCATION | DOWNSIZING | DECLUTTERING | ONLINE AUCTIONS

PARTN

YOU CAN®
RUST

o Multiple Rental Properties

ig High-Quality Rental Properties

Contact us today to learn more about our
comprehensive management services or our
available units. We would love to hear from you!

SCOTT GOLDBERG Scott@StreamlineManagement.com

(301) 237-4950
CEO & General Counsel streamlinemanagement.com

Fun Fact: Can juggle 3 round objects of identical size for almost 5 seconds

Favorite Restaurant: Olazzo in Bethesda

(301) 683-7363 www.Cari ngTransttmnsRuckwlle .com Joiio "Join" Moreira @

& LT Franchizing Systems, lnc. A rights neserved CRTS
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CYNTHIA

36 years in real estate

Cynthia Howar obtained her real estate license in 1986, and has
been fully engaged in real estate since 2004. She notes she was
attracted to the business having grown up around it from a young
age as her father and grandfather were developers of residential

and commercial properties.

Cynthia is also a licensed attorney in both D.C. and California,
and notes her legal background has been a major boon to her real

estate career.

“My training in law has been immensely helpful in my business prac-
tice. The depth of knowledge I have brought to the table from over
30 years of diverse business and government work gives me an edge,

I believe, that has been appreciated by my clients over the years.”

Prior to real estate, Cynthia dabbled in telecommunications and
had the pleasure of working for Vice President Al Gore and his
wife Tipper during the expansion of the internet in business,
healthcare, and military applications. Prior to becoming a full-
time REALTOR®, Cynthia also was a health care consultant in

emerging technologies like telemedicine and health informatics.

Cynthia’s service includes being a member of the board of
Visitors of Childrens’ National Medical Center for 12 years and
president of the Hillandale Homeowners’ Association for nine
years. She also tutored elementary students whose schools were

part of the I Have a Dream Foundation.

When asked what was her most important lesson learned when
she was just starting out, Cynthia notes, “The basics are the
most important; communicate with your clients by phone, if

necessary, and do not leave anything to chance. Stay on top of
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details so that you cross the finish line of a suc-
cessful transaction. Anticipate, and don’t promise

what you cannot deliver.”

Cynthia recalls her most memorable deal, saying, “It
was the largest transaction in D.C. in 2016. I located
an embassy residence for my purchasers off-market
for $14 million. I had worked with two prior ambas-
sadors of this country who were interested in a new

residence in Massachusetts Avenue Heights.”

Cynthia notes her most important successes in life
have come from being adaptable when faced with
adversity. She also advises new agents to “stick to
the basics” and points out “there are no shortcuts

and no substitute for experience.”

“My secret sauce for success is that I return every
phone call within 20 minutes and answer my phone
whenever I am able,” Cynthia explains. “I never
promise what I cannot deliver and am straightfor-

ward with my clients.”

‘When Cynthia isn’t busy fielding client phone calls,
she enjoys spending time with her extended family
in the D.C. area and says they are all quite close, and

her son and fiancée visit often from Los Angeles.

Cynthia says she most wants to be remembered for
her “reputation as an honest broker” and for having

made a difference in people’s lives.

“My father and grandfather lived by the motto
“Your word is your bond.” There is a lot of meaning

packed in that phrase,” she concludes.

REMY

36 years in real estate

In the business now for 36 years, Jeremy
Lichtenstein says he was attracted to real estate
long ago, not just for the money, but also the oppor-
tunity to work in a controlled environment that
isn’t subject to the whims of Mother Nature.

“Prior to becoming an agent, I ran a design/build/
landscape company and was part of a group that
was building houses in Montgomery County,”
Jeremy explains. “And my most important lesson
learned, when I started, was to be punctual and
accurate on contracts. As a ‘big picture’ person, I
also quickly realized that I needed to hire a compe-
tent assistant to handle the details.”

Jeremy says his most memorable deal came during

a client’s particularly nasty divorce.

“I was the listing agent for the wife, while another
agent was the listing agent for the husband. During
one particular showing of the house, there was
aloaded handgun on the couch,” Jeremy recalls.
“Fortunately, the husband’s agent and I got along
really well, and we sold the house ourselves
without any other agent, which simplified a very

difficult transaction.”

Jeremy’s contributions include starting a charitable
organization, Kids In Need Distributors (KIND),

in 2012 to help alleviate the problem of childhood
hunger in his community. According to Jeremy,
KIND is currently feeding almost 2,600 kids every

weekend of the school year, and works with over 175
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volunteers, over a third of whom come from the real estate indus-
try, including agents, builders, lenders, appraisers, and settlement
attorneys. Jeremy also received the NAR Good Neighbor Award in
2018 for his impressive work with KIND.

“In addition to starting, expanding, and overseeing KIND, raising
my kids (now 26 and 27 years old) has been the most important

and rewarding success in my life,” Jeremy remarks.

“I have knowledge and expertise about the area and the niche I
carved for myself,” he adds. “Newer agents need to find a niche
for themselves, whether it’s a particular neighborhood, or clien-
tele, or type of real estate (rentals, condos, developments, etc.),
and get to know everything about that niche so no one else would
be better than you in that space.”

“Don’t find fault, find a remedy.” —Henry Ford
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35 years in real estate

Elaine Koch has been in real estate since she was 18 years old,

and says this business is just in her blood.

“I’ve been doing this for 35 years now, and I was always
attracted to real estate, growing up in a historic home that I

loved,” Elaine explains.

“My most memorable deal was a past client who got out of
$160,000 in credit card debt by selling her house and then bought

her dream home!” she recalls.

Elaine notes the most important lesson she learned when she
started out in the business at such a young age was the crucial

importance of communication.
“You must follow up — or your client will find another agent,”
she points out. “And you get out what you put in when you start.

Most give up... Don’t give up!”

Elaine says her most important successes in life have been dedi-

cation and loving what she does, while revealing her secret sauce:

“Knowledge is power, and doing my homework,” she notes. “And
I just want to be remembered for my integrity and respect for

others, as well as my honesty.”
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Elaine is involved in several local charities, including
the Wells Robertson House and Boys & Girls Club
of Greater Washington, and she has one daughter,

Cassie, who is starting her career in Los Angeles.

“Treat others how you want
to be treated.”

35 years in real estate

Roby Thompson III has been in the real estate busi-
ness 35 years and counting. He says he really just
“fell into the business” after his father suggested he

speak with one of his college buddies about it.

Roby studied at Gettysburg College and earned a
degree in political science, working for an attorney
for three years before realizing divorce law wasn’t

his cup of tea.

Real estate certainly seems to suit Roby, though!
He was the top solo agent at Long & Foster for sales
in 2015, has been the number one agent in his office
for over two decades, and has been in the top 1
percent of agents across the USA for over 10 years,

breaking $60 million in sales last year alone.

“Starting out, I learned that treating people with
respect and gaining their trust is essential to making
them comfortable to let you lead them through one
of, if not the most, important financial decisions they

typically make in their lives,” Roby notes.

“I have had many deals that were memorable

and many clients that have become close friends
throughout the years,” Roby continues. “But my
most memorable statistic is selling the Adams Inn
B&B four times over a 25-year period, which is a
somewhat nostalgic thing, and I am hoping to resell

it again in about a year.”

Roby notes the most important successes in his

life include raising three wonderful children and
establishing a strong career so he could afford to
provide for his wife and kids. He also shares that
his secret sauce has always been going that extra

mile for his clients.

“It shows them you do actually care about them and

are looking out for their best interests. Answering
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calls and emails immediately also gains trust. Looking them right

in the eye when you speak with them and having an innate knowl-
edge of the market and being able to respond instantly gives people
a strong sense of confidence in you,” Roby explains. “And always
tell the truth to your clients... Telling them what they want to hear
does no good for anyone and will typically result in a falling out
and loss of the client and “bad press” about you to possible future

clients. I'd rather lose a listing than waste my time, and the clients

time, by overpricing it and having them get frustrated with me.”

Roby says he really enjoys spending time with his daughter and

two sons when he’s not busy at the office.

“My boys and I play golf together, and all of us love to fish and
travel; 'm taking them on a three-week safari in late June and I
can’t wait,” Roby says. “I have always worked by myself until about
three years ago, when one of my sons started working with me. A
lot of close friends who are agents have asked me many times why
I don’t go to the next level of business by creating my own team

or brokerage. But honestly, I'd rather go on a trip with my kids, or
friends, and throw lures for fish than work myself to death. There
is only so much money a guy needs, and life is too short to not

balance the finer parts of living with the work of life.”

“Work hard and learn to not work too hard;

enjoy life to its fullest but know how to balance work and play.”
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Real Homebuying Requires

Real Financing Options

Skip Clasper of Sandy Spring Bank
presents our
Jumbo Advantage Loan Program
with No Investor Overlays
97 % financing up to $1,000,000 loan amount
95% financing up to $1,250,000 loan amount
90% financing up to $1,500,000 loan amount

Residential and Commercial

REALTORS...HOW GAN WE HELP YOU AND YOUR CLIENTS?

WE PREPARE HOMES FOR SALE Ashar Farhan

absolutebnc@gmail.com

NO IOB I5 TOO SMALL

OUR 1-2-3 PROCESS

We have a defined process for sorting and
donating your items to a robust network of local
municipalities and non-profit erganizations. Qur

process!

LIGHTNING QUICK TURNAROHND

Qur size allows us to turn around projects in

HOME PROTECTION I5 OUR
PRIORITY

Qur professional haulers will protect the doors,
floors and banisters so that you don't have to
worry about one project turning into multiple.
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(307) 841-8566 - WIW.123JUNK.COM

Qur volume based pricing means that you only
pay for what we haul away.

If you would like to find about personalized
coupons for you cllents, please reach out
to one of our team members:

We understand how emotional and stressful a
real estate transaction can be and we thrive in
making our clients feel comfortable with letting
their stuff go.

through referrals from previous clients and
local business partners. We believe this is a
testament to the quality of our services and our
commitment to the client experience!

7]
WE'RE LOCAL
We're a local, independently owned business
servicing only the Washington DC Area.

Kevin Wheeler Bryce McCown:
301-798-6055 301-841-B567
kwheeler@123junk.com  braccown@ 123 junk. com

© @ 0

T-PONATE 2 - RECYCLE 3 - PISPOSE

Program highlights include:
e Please inquire about reduced PMI

objective is te maximize what can be recycled 1,
and donated and minimize what ends up in the WE .HE ‘ M EQTHTI" FOCHSEP . . .
landfill. Our entire brand is built around this BlISINESS o Available for Single Family and PUDs

e Available for Second Homes and Two unit Primary Homes

This product is available for Purchase and Rate/Term Refinance.

o 301.928.7523
sclasper@sandyspringbank.com
7550 Wisconsin Avenue

Bethesda, MD 20814

Terms and Conditions Apply. Member FDIC. Sandy Spring Bank
NMLS # 406382. © 2020

Bethesda

PRODUCER |

APPLY NOW at SSBSKkip.com

hours or days, making you look like a hero . Sklp c|asper y

to your client! |s your listing going to closin . . y T
tomorrow? nun:fwm  we've g’;t you covered WE'RE A REF m BUSINESS Sales Manager, Vice President Sandy Spring Bank L
today! Seventy percent of our business comes NMLS # 197304 Eicicr it Fom et

®



WENDY

35 years in real estate

Wendy Banner got into real estate in 1987 because, she says, “I
didn’t have any other plan post-college... I figured, worst case, I'd

learn something about buying and selling a home.”

Originally from Pennsylvania, Wendy moved to the D.C. area
after college because her twin sister went to George Washington
University. “I had to look on a map to get from my first office to
get back home to Silver Spring,” she admits.

“When I started out in real estate, Lois Robins was one of, if not
the, Queen Bee of real estate agents in the Washington, D.C.,
market. Having the honor and privilege of listing 4e7 home for
the family years later (and selling it for a great price too!) was a
personal highlight,” she adds.

Wendy notes her secret sauce to success includes keeping good
company. “I surround myself with consummate professionals
who share the same values of honesty, integrity, and working in
the best interest of our clients... Oh, and staging homes has really
helped too!”

For those agents just starting out, she suggests, “You can over-
come lack of experience with market knowledge... Learn the
market, preview homes, join a team if you’re able. Find a way to

be accountable every day to working in and oz your business.”

Wendy says of her greatest triumphs, “We try to help our clients
do what’s best for them. Sometimes, that means not buying or
selling right away or leasing their home instead of selling it.
Ultimately, it turns out well for us — either they call us back
when they’re ready or recommend us to others. Our team knows
it takes years to build an excellent reputation, and not too much

to tear it down.”

54 . August 2022

. LEGENDS IN REAL ESTATE ,

—

“The Banner Team gives a portion of each commis-

sion to charity,” Wendy adds. “Since we’ve been
tracking, we’re over $120,000 in donations with
charities too numerous to mention. I have also done
various volunteer stints with the GCAAR board.”

Married to retired builder Bob Banner, the couple
has two adult children, Bernadette Banner, who
lives in London and has a YouTube channel on his-
torical dress with over 1.2 million subscribers, and
Dani Banner, who lives in New York City and works

in the art/graphic arts business.
“Trust but verify.”
“Life is not measured by the number

of breaths we take but by the moments that take
our breath away.” —Maya Angelou

EN

30 years in real estate

In the business for over three decades,
Karen Rollings bought her first house
when she was only 20 years old and

hasn’t looked back since.

“After that, I was fascinated with

all aspects of real estate and got my
license a few years later. I opened up
my own brokerage when I was 25,”
Karen says. “I was so excited about
buying my first home, I wanted to
help other people become homeown-
ers. I got a BIG tax break the next
year, so I bought another home. I was
fascinated that you could buy houses,
rent them out, and build equity while
someone else paid the rent, which

paid the mortgage.”

Karen is a proud member of the Lions
Clubs International, the largest ser-

vice organization in the world.

“My daughter says it’s like Boy
Scouts for adults, but it’s an amazing
worldwide organization. I belong to
the Olney Lions in Maryland and I tell
everyone to join,” Karen smiles. “A
lot of people doing a little makes the

world a better place.”

Karen says her most important lesson
learned as a new agent was from her

first partner, Karen Coe.

“Karen said to me, ‘If you don’t list,
you won’t last.” So I started copying
what she did, and then watched what
other rock stars were doing, and

did what they did,” Karen recalls.

“Success leaves clues.”

“My most memorable deal was an
investment opportunity in 2004,”
Karen continues. “A friend of mine
called me and asked if I would like to
buy 28 townhouses in Silver Spring.
The banks were a little loosey-goosey
in those days, so I said ‘yes’ and some-
how qualified with just one partner,
Joyce. We bought all 28 and renovated
and sold them in less than six months.

Those were the days, my friend!”

Karen says her most important suc-
cesses have been raising her children
and staying connected with her

extended family.

“I have three bio kids and three
bonus kids,” Karen explains. “My

late husband Jerry is the father to all
six and I call them my six pack. He
passed away from cancer when my
youngest was 7, so I had to do some
serious dancing to get them all up and
out. But with a lot of help from God
and my amazing family, they are all

launched and doing just fine.”

“My family is amazingly cool,” she

adds. “I moved to Olney 30 years ago.
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At one point, there were 30 of my
favorite relatives living in Olney Mill
in my great town of Olney, Maryland.
For fun, we travel in large groups or
hang out at my daughter Maggie’s
house (she has the pool). My sis-

ter Sherry joined me 35 years ago,
and now my son Jeremy, daughter
Maggie, niece Jess, cousin Kathy,
son-in-law Tony and daughter-in-
law Jennifer, and 50 or so other
great agents all work together selling
homes. It’s a lot of fun!”

“My advice to newer agents is to
follow my ‘Seven Habits to Success,’
which you can find on my website.
But in a nutshell, you are in sales.
Real estate is your product. You
should be prospecting two hours
every day until your earnings are
what you want them to be,” Karen
notes. “And my secret sauce is to treat
everyone the way you would want to
be treated. If you can’t do that, then
treat everyone the way you would

treat your favorite person.”

“Do unto others

as you would want done unto you.”
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NANCY

30 years in real estate

In the business of real estate since 1988, Nancy Itteilag says she
initially got licensed to assist cohorts who turned to her for input

on where to buy.

“So many of my friends from the U.S. Department of State and
IBM were always asking my advice on where to purchase when
they relocated back to D.C. from their assignments abroad or
elsewhere in the U.S.,” Nancy explains. “My background includes
being one of the top teams at IBM specializing in banking and
associations, and many of my clients include my former col-
leagues and bosses at IBM.”

Nancy’s accolades include ranking number 11 on the 2021
Washington Business Journal’s Book of Lists for agents in the
metro area; 2007’s Wall Street Journal/RealTrends Top 10
agents in the U.S.A., and multiple years as a top agent in the

Washingtonian Magazine.

“My most important lesson starting out in real estate was, as in
any sales-oriented business, to learn to listen well and be patient,”
Nancy recalls. “For newer agents, learn to listen and learn from a
team. Take responsibility for your actions and also your mistakes.
Do not disparage the competition, and do not ever misrepresent a

situation. Finally, if you make a mistake, own up to it.”

Nancy says she is extremely grateful and humbled by her suc-

cesses and a supportive family.

“I could not have accomplished what I have without incredible
guidance, knowledge, and love from my family, especially my
grandparents and parents,” Nancy declares. “My grandfathers and
dad were all successful because they had an intuitive and honest

work ethic and an incredible understanding of people’s needs and
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problems. My grandmothers and mom were equally

smart in their own businesses as well.”

Nancy continues, “Our family background in the Air
Force and Army taught us discipline and respect

for family, friends, clients. We have tried to instill
this in our children. And my husband is an amazing
man, with an incredible background in commercial
real estate appraisal. He is one of the most gen-
erous and caring individuals I have ever met. His

circle of friends are like family.”

In closing, Nancy points out her team’s secret sauce

is not a secret at all.

“We have a great team that includes my son, my
daughter, and my daughter-in-law,” Nancy concludes.
“And we always go above and beyond by working

hard, underpromising, and then we overdeliver.”

30 years in real estate

“I fell into real estate by accident but was attracted to the rela-
tionship-focused business. There are relationships between you
and your client, you and your industry colleagues, and, ulti-
mately, you and your community,” Helen Trybus points out. “I
knew I was never going to find career fulfillment sitting at a desk
all day, and home selling and buying is truly a different experi-

ence every time.”

Now approaching three decades in the business, Helen says
she had moved back to the U.S. after several years working in

Australia after graduating from college.

“My mother was determined to keep me closer to home and set
me up for some career coaching with a friend of hers who was a
real estate developer in Naples, Florida. I was instantly hooked.
When we moved to Kensington in 1998, I knew nothing about the
D.C. area, so I sold pharmaceuticals for a while. It didn’t take me
long to realize I missed real estate, so I focused on learning the

local market inside and out and got back into it.”

Helen is active in the Lilabean Foundation, which raises money
for childhood brain cancer research, and says she is honored to
have been awarded placement among Washingtonian Magazine’s
Top Agents, Long & Foster’s Gold and Platinum Teams, and in her
Bethesda Gateway Office as a “Top Dog” (top producer).

“I think the most important lesson I learned when I started is to
listen, care, and be mindful always that you are responsible for
your client’s largest financial investment. I have fun in this busi-
ness, but I never forget the seriousness of that responsibility,”
Helen notes, adding her secret sauce is a genuine love of meeting

new people and learning their stories.

“I think that interest, combined with the love of problem solving,
is what has helped me succeed,” she muses. “The transaction is
never about me or the commission, it’s about keeping their best

interests and goals in mind.”
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“I don’t set sales goals or keep track of my num-

bers,” she explains. “I don’t even know my volume
until the end of the year when my company releases
it. I'm focused on helping my clients... There is
nothing more gratifying than truly helping someone

reach their end goal.”

Helen declares her twin boys, Sam and Andrew,
are, hands-down, her most important life success,
and she and her husband are really going to miss
them when they both leave for college this fall.

“My family is my everything. My husband Tim and

T have been married for 25 years, and our boys,
Sam and Andrew, are 18 and seniors in high school.
They are two of my favorite people, who I not only
love, but like. I'm happiest when we are all together.
They are off to college in the fall, but I hope that
Tim and I have shown them the value of hard work,
and I hope that they’ve seen how important it is to
maintain balance in their lives, always look for the
good in everything, and make good choices. And I

12

thank God that I have real estate to keep me busy
“I tell my boys all the time,

‘There’s good in everything. Sometimes, you have

to search a little harder, but it’s always there.”
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FLOORMAX HELPS REALTORS SELL HOMES FASTER!

| —
FLOORMAX now offers more
than floors! Ask about our FLOORMAX

Home Improvement Services

« Painting/Drywall

* Carpentry

* Electrical

* Plumbing

* Finished Basements

« Bath & Kitchen Remodeling
* Fireplace Surrounds

» Landscaping/Yard Clean-up
...AND MORE!

“Floormax has been a true partner to
me in my real estate business. They are
professional, responsive, and competitive
with pricing. | value my association with
them. A+ in my book!™

Effen Colerman, Realfor

REAMAX CORS. OICA SRES

Carpet | Hardwood | Ceramic | Laminate | Vinyl | Refinish Wood Floors | Handyman

IMMEDIATE INSTALLATION: GET YOUR LISTING ON THE MARKET FAST!
Call Joe at 301.206.2200 or email at Joseph.J@afloormaxfloors.com
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DONATED THIS YEAR TO HELP END MODERN=-DAY SLAVERY.

N2<=

GIVES s N2 DONATES ENOUGH
why The N2 Company - the company behind this
MONEY TO FREE 2 SLAVES

committed to end human trafficking. FROM CAPTIVITY.

publication and 850+ others like it - is financially

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.

BEe =%

Visit n2gives.com to learn more
about our giving program.
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@ Inspectionse

We're your FIRST REFERRAL because we
SET THE BAR for home inspections.
Add BPG Inspections® to your list of referrals now!

» Home Inspections (Phase 1, 2 and 3)

o New Construction (RNS)

e Radon

e Termite (DC & VA)

o Air Testing

+ Chimney Inspections (Level 2) '
» Water Testing

» Sewer Scope Inspections

» Structural Engineer Evaluations

» FREE Infrared Scans With ALL Home Inspections
PRE-OFFER EVALUATIONS $400 WITH REPORT: g

800-285-3001 .
BPGInspections.com 24/7 Online Inspection Scheduling!
K1 @BPGDMV Visit ezo.bpginspection.com

ARS OF TEAM EXPERIENCE
Serving DC, MD and NOVA
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Moyer s sons

MOVING & STORAGE, INC.
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moyerandsons.com S ew
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29 years in real estate

Now in his 29th year as a
licensed REALTOR®, Jim
Bass had a great reason for

getting into the business.

“I had a very bad first
homebuying experience,”
Jim explains. “And I
wanted to ensure no client
I worked with ever had an

experience like ours.”

Prior to real estate, Jim
was a master electrician

with his own company.

“I sold my business and
got my real estate license
to see if investing in a new
real estate brokerage com-
pany was a good invest-
ment while I went back to
college to see what I was
supposed to do with my
life. Then, I started assist-
ing clients, they started
referring friends and fam-
ily... next thing I know, 29

years have passed!”

Jim served on the MRIS
board of directors for

nine years and is actively
involved in many chari-
ties, including: the Mental
Health Association, Sleep
in Heavenly Peace, Scouts,
Fellowship of Christian
Athletes (FCA), and Young
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Life. He is also a big supporter of
all resources for the Advocates for
Homeless Families in Frederick
County, Maryland, and has been
honored with the Frederick County
Philanthropy Award and the FCAR

Community Service Award.

“It blows me away that we still
struggle with homelessness in this

day and age,” Jim remarks.

As Jim looks back on his career
serving nearly 3,000 clients, he
says his most important lesson
learned was how “real estate is an
all-consuming business — not a
job, but a lifestyle,” and has made it
a priority to live a balanced life. He
also learned, over the years, that
there is a buyer out there for every

property, regardless of condition.

“Early on, I sold a house that had
14 broken windows, flaking paint
everywhere, termites, and it also
had an active spring underneath
the center of the house. Not only
did we find a buyer who loved it,
we got it financed through VA. In
that moment, I learned there is a
buyer for every house. The more
challenging the property, the more

rewarding the experience!”

“My family, without a doubt, is my
number one passion, priority, and
success,” Jim continues. “Without
them, I am nothing, and I never
take them for granted, once I found
balance early in my career after
meeting Michael Gerber, author of
The E Myth.”

LEGENDS IN REAL ESTATE

- -

Jim is also a national speaker and real estate coach help-

ing agents grow their business with world-class systems
for organization, saving “after tax” profits, and balancing
their lives through gratitude-based living.

Jim has been married to his sweet wife Cheryl for 34
years, and has three children: Brittany (31), Mariah (27),
and Christian (16). He notes they all love to do “anything

competitive and outside!”

As Jim looks to the future of his industry, he hopes agents

young and old alike will continue to be lifelong learners.

“I think it is important to remember that technology can’t
replace us,” Jim points out. “However, we need to con-
tinue to improve our professionalism and cooperation. I
feel the barrier of entry into our profession is too low and

continuing education should be expanded and increased.”

“Treat people the way you want to
be treated.”

VINC.

L INT

25 years in real estate

In the real estate business now for almost 25 years,

Vincent Ekuban says his father had a profound

influence on his decision to become an agent.

“My father, Alfred Ekuban, has been in the busi-

ness for over 47 years,” Vincent explains. “He is

the main reason I’'m in this business today. He

started in real

then known as

estate back in 1974 at what was

Shannon and Luchs, now known as

Weichert, REALTORS®.”

“I honestly never wanted to get into real estate

because I saw how much my father worked, so

that’s why I chose another path, initially, in home

improvement,”

Vincent admits. “Ultimately though,

my father convinced me to get my license. My first

client was a single mother with three kids who

never thought she’d be able to purchase a house.

‘We were able to assist her in buying a home with

little money out of pocket, and her mortgage was

less than her rent.”

Vincent recalls that emotional first settlement like

it was yesterday. “The mother was crying and hug-

ging me. It was the greatest feeling of gratification

I ever experienced in business. It was then that I

knew real estate was for me and why my father was

so passionate about the business.”

Vincent says he has learned many important lessons

as an agent, but namely, that patience is a virtue.

“I had to learn to be patient with the business and

patient with my career growth. This is definitely

a business you

have to nurture and can’t expect

immediate, long-lasting results. It’s a relationship

business,” Vincent notes.

» LEGENDS IN REAL ESTATE

Vincent further advises new agents to always “be coachable” and

“do the work” by investing in their training and education.

When Vincent isn’t busy closing deals, he enjoys spending

time with his fiancée, Christina, and his two boys, Landon and
Zeke. He is also actively involved with the Prince George’s
County Association of REALTORS®, a current member of the
Professional Standards Committee, and former chair of that com-

mittee when it was known as the Education Committee.

“I just want to be remembered for being a fantastic agent and
well-referred by my clients, as well as being a great teacher to my
agents,” Vincent remarks. “But my most important successes are

my two sons.”

“No excuses, only results.”
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23 years in real estate

Paulo Coelho once said, “Impossible
is just an opinion.” And it’s no won-
der Samer Kuraishi regards this as
his favorite quote, considering his

achievements.

Samer started in real estate when
he was fresh out of high school,
and has since built his company,
The ONE Street Company, into

a real estate juggernaut in the
Washington, D.C., area.

As president and founder, Samer has
led the way for over $2.1 billion in
sales since 2013. But he hasn’t always
been building businesses... Samer
started out working at a pizza shop
for just $4.25 an hour when he was
13 years old, a far cry from being
recognized since 2015 by RealTlrends
and 7he Wall Street Journal for
leading the top team in Washington,
D.C., in sales volume and units sold
eight years in a row, and ranking as
one of the top 70 real estate teams

in America in 2022! Samer was also
named “Top Male Producer” by DC
Metro Real Producers in 2020.
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According to Samer, the key to
success is marked by patience, per-
sistence, personality, hustle, and grit,
and he certainly lives that advice.
While working as a waiter at the age
of 18, he received his first real estate
client, quit his job, and went on to
have tremendous success — but not
without his share of bumps in the
road. He notes, however, that each
failure taught him something unique

and essential.

“Looking back, one of my biggest
mistakes was actually giving up my
restaurant job too soon because doing
so put me under cash-flow pressures,”
Samer explains. “Cash flow is king.”
But Samer admits that those pres-
sures were something he thrived on,
and caused him to further develop his

ability to hustle and work hard.

Samer’s success has allowed him to
help others as well. Part of company
revenue goes to Children’s National
Hospital, Ronald McDonald House,
and the Humane Society. In addition
to his financial contributions, Samer
prides himself on helping his agents
become better and to add time back

into their lives.
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Regarding advice to new agents,
Samer suggests, “Have money for
reserves for at least six months to a
year. And get on a team where you
can get training, leads, and tech, so

it can help you build your foundation.”

In terms of his business mindset, Samer
says staying positive and focused are
keys to success. “I believe in closing off
all the noise and staying focused on my

own goals,” he explains.

After 23 years in the business, Samer
concludes: “I want to be remembered
most for changing the real estate game
from being mainly transactional into

a more client- and agent-optimized
experience built on real relationships;
and for living my company’s message
with my direct and honest approach
and people-focused attitude: “We are

99

real people doing real estate.

“Impossible is

just an opinion.” —Paulo Coelho

HANS

21 years in real estate

Hans Wydler says real estate was a perfect fit for
the work he enjoys doing, and given his background

in media and internet start-ups.

“I’ve always been an entrepreneur, and I like help-
ing people,” Hans explains. “I'm a natural connector
and was attracted to the idea of helping people find
a home.”

Consistently ranked one of the top teams in the
United States, The Wydler Brothers are also the
number one Compass team in the Washington,
D.C., region, and have repeatedly been voted the
Best Real Estate Agent by readers of Bethesda and
Arlington magazines. Perhaps one of their greatest
achievements occurred when Inman News named
Hans and Steve’s team the “Most Innovative Real
Estate Agent in America” in 2014.

Hans has been in the business for 21 years and says
his most important lesson was realizing how people

think about their real estate purchase.

“People are often precise but not accurate, mean-
ing the key decision is the home you’re purchasing
needs to be a happy home for you and your family
for many years to come. But people often get caught
up in the details and negotiation and miss the big

picture,” Hans says.

“There have been so many happy moments, but
one that stands out recently is that we helped a
client in her mid-80s transition out of her home

of 50 years,” Hans continues. “It was a delightful
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experience, and I was honored to be a part of such a big tran-

sition. I really enjoyed getting to know her, learning about her
family and the history of the home, and finding a new family who

will love it as much as she did.”

Hans says his most important success has been raising two amaz-
ing children with his wife Ginny, as well as building a great real
estate business full of passionate, talented professionals with his
brother Steve.

“To be successful as an independent real estate agent, you need
to be able to pass the Dorothy Test,” Hans advises. “You need to
have heart (take care of your clients first), brains (be smart and
add value), courage (be able to overcome rejection), and a little
bit of magic, which is really the spark and energy to generate
business. The best advice I have is to do a realistic self assess-
ment, and if you have some of these elements but not all of them,
there are still opportunities to still be successful in this business,

but focus your career on the areas that speak to your strengths.”
“Do the right thing.” When we had our

brokerage, we had this displayed on the wall, and I strive to live

by it in every interaction.”
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Easy and fast online ordering for all
your marketing materials through our assist our clients in reaching their
web-to-print platform. business goals.
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Guaranteed quality repairs & renovations
— no matter the circumstances

With our one-stop solution, you can order and complete any home improvement
project with just a few clicks — no matter the home or the timeframe.
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Provide us with your project We'll send a line-itermn cost Book with a click! Our work is
details online estimate to your email within a day backed by our one-year warranty
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NURIT

21 years in real estate

In the real estate business for over

21 years, Nurit Coombe says she
became attracted to real estate after
first serving as a former soldier in the
Israeli Army and building up a suc-

cessful career in the defense industry.

“I have held various positions
throughout my career, which has
fostered my ability to think outside of
the box in all facets of the job, includ-
ing marketing innovation, leadership
style, and troubleshooting. After the
military and a brief stint with the
Israeli Embassy, I began working

for RAFAEL, Israel’s largest defense
technology company,” Nurit explains.
“I was going to school at night and
on weekends and earned my mas-
ter’s degree in international business
management at the University of
Maryland. There, I met my husband

Dave, and we got married.”

Over the past two decades, Nurit
has been recognized for countless
real estate awards, including ranking
as the number one real estate team
in Montgomery County and North
Bethesda, and as the number six
RE/MAX team in the country.

“In 2020, I was offered the opportunity
to become a managing partner of The
Agency and jumped at the chance to be
part of this exciting, growing company
that is redefining the business of real
estate. After less than two years, we are
ranked number 14 among real estate

teams nationwide and number one in
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Maryland by The Wall
Street Journal. Last year
alone, we closed over
$300 million in sales,”

she notes proudly.

Nurit says her most
important lesson
learned in real estate
was to love the people

she was working with.

“No matter what you do
in life, I always rec-
ommend surrounding
yourself with intelli-
gent, committed, and
driven individuals,”

she points out. “Very
early on, I recognized
the importance of the
people around me, so
Ilearned to surround
myself with an amazing
team! I have devel-
oped a very detailed
interview process for
members who join our
team at The Agency DC
Metro, and once you get
through the interview
and are hired, you are

practically adopted.”

Nurit says recent life
successes include part-
nering with The Agency
and bringing their global
brand to the D.C. area.

“I’'m honored that they
chose me and my part-

ner, Alex Martinez, to
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launch their flagship East Coast office — The Agency DC

Metro. They’ve allowed us to bring their global network
and cutting-edge tools and technology to D.C.’s thriving
real estate market.”

“This week, my partner and I launched another franchise
with The Agency — The Agency Frederick. It’s amazing.
The Agency has rapidly expanded its presence across the
globe throughout the past year. In 2021, they launched a
record-breaking 11 new franchises, making it one of the

fastest-growing luxury boutique brokerages in the world.”

When Nurit isn’t busy building out The Agency’s fran-
chise and helping clients, she says she enjoys living her
life to the fullest, and notes nothing beats motherhood.
“I have the most amazing family. I am a mom, and it’s the

most rewarding thing in the world.”

“Every day is a brand new,
beautiful day!” I say this to myself every morning. What
happened yesterday is over, and there is only the bright
future to look forward to. I see every day as an opportu-

nity to better myself and the people around me.”

ERYL

20 years in real estate

A native Washingtonian, Cheryl Abrams has been licensed in
Maryland since 2002 and in Washington, D.C., since 2006.
Cheryl left her corporate job as a human resources director at a
law firm in 2006 to become a full-time REALTOR® and quickly
obtained her GRI, CRS, and CDPE designations.

“I've always had an affinity for real estate,” Cheryl recalls. “The
tragedy of 9/11 made me think about the position that I held at
that time and question what I envisioned for my future. It was
at that moment that I knew that my value was worth more than

corporate America’s ceiling.”

A partner, manager, and top-producing Realtor at RE/MAX
United Real Estate in Upper Marlboro, Cheryl is also an RPAC
President’s Circle member for the past several years and serves
on the BrightMLS board of directors. Her service includes:
PGCAR past president 2018, past board member Maryland
REALTORS® and National Association of REALTORS®, serving
on the Federal Financing and Fair Housing Committees at NAR,
Maryland REALTORS® RPAC vice chair, Maryland RPAC Hall of
Fame, Maryland REALTORS® Conference Committee vice chair,
and RE/MAX’s Hall of Fame.

Cheryl holds a bachelor’s degree in business management from
Trinity College, Washington, D.C., and is a 2011 graduate of the
Maryland REALTORS® Leadership Academy. Now entering her
20th year in real estate, she notes how important it still is to her

to continually give back to her community.

“I donate a portion from every commission earned to the
Children’s Miracle Network, and I earned the title ‘Miracle Agent’
in 2021,” Cheryl remarks. “I also participate annually in my

neighborhood’s Salvation Army Angel Tree program.”

Cheryl offers some terrific advice for newer agents in what can
often be a rough business: “The most important lesson I learned
when just starting out was to fact-check anything the agent on
the other side of the transaction told me. I assumed that agents

who had been in the business longer than me would know more
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than me. That was an inaccurate
assumption at that time,” Cheryl
explains. “And if you focus on the

business, the money will follow.”

Currently residing in Prince George’s
County, Cheryl is married to a retired
Air Force veteran and describes her
family as ‘a blended multicultural
family of five children from 15 to 40
years old, with two grandchildren as
well.” “We love to celebrate family

milestones together,” she adds.

Cheryl notes her secret sauce
includes many ingredients: “I bring
added value to the process, am
responsive and timely, trustworthy,
reliable, and solutions-oriented, and
I mix it with a sense of connectivity
and commonality, all while being my
true authentic self, with a dash of

‘own it if you misstep.”

Now entering her third decade in real
estate, Cheryl says she wants to be
remembered for her genuine care for
humanity, sticking to protocol, ser-
vice to the real estate industry, and
doing her best to live by the essence
of her true being. Given Cheryl’s
passion for serving others, there is no
doubt she’ll get her wish.

“The future
depends on what we do in the pres-
ent.” -Mahatma Ghandi
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20 years in real estate

Joel Nelson says he was attracted to real estate in the late 1990s
when he returned to D.C. with his wife and fell in love with
Capitol Hill.

“I immediately began finding and renovating historic homes in
the neighborhood,” Joel recalls. “As a REALTOR® and buyer and
seller of D.C. real estate, I am passionate about the histories of
our homes and architectural details. When I meet with home-
owners and local developers, I am always dreaming about oppor-
tunities to enhance, preserve, or creatively adapt the historic
facets of the home whenever possible, while planning updates for

living and working in the 21st century.”

Joel originally moved to Washington, D.C., to attend American
University, where he obtained a degree in psychology. In his first

career, Joel lived in five cities throughout the Midwest and South

managing group homes for residents with developmental disabilities.

Joel says he learned a lot of important lessons about real estate
when he was still a teenager in Philadelphia, where he worked
for several years on the maintenance crew of a classic 1912 apart-

ment residence.

“The job taught me early how to work with building experts in
every trade and how to keep residents happy with creative problem
solving. These twin foundations—the physical and psychological/
social— have been invaluable as an agent and consultant, as I lead

people to align their competing objectives for mutual success.”

Joel has racked up more than 900 sales while serving over 700
clients in the past two decades. He is a founding member and
shareholder of KW Capital Properties, and its charitable arm, the
CPMG Foundation.
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“It might sound cliche, but my marriage of 24 years

to my wife Thonya and my efforts as a dad to Myles
and Leila are the successes I hold most sacred,” Joel
notes. “At work, helping clients through challenging
personal and/or financial transitions to home stabil-

ity feels like tremendous successes each time.”

Joel offers some sound advice to newer agents just

starting out.

“My secret sauce is consistency, honesty, and
trusting my gut. Be fully devoted to client service
and take great pleasure in the act of fulfilling the
particular mission of each client,” he suggests.
“That focus will carry you through unpredictable
obstacles, time delays, and other frustrations that
can be part of this business. The path from meeting

to closing is not always a straight line!”

“Declare less and inquire more.”

JUAN

20 years in real estate

Juan Umanzor has been in the real estate business
for two decades and says he was initially attracted

to real estate after the purchase of his first home.

“Prior to real estate, I worked in the restaurant
industry — that’s where I was able to get my first
job when I came to the United States, and it taught
me the importance of customer service and building
relationships,” Juan explains. “I became the most
valuable worker at my restaurant by starting as a
busboy and climbing the ladder to become the head
waiter. In doing this job, I was able to purchase my
first home, which piqued my interest in real estate,

and the rest is history.”

Juan is president of the Salvadoran Chamber of
Commerce, a nonprofit organization, board member
for the Maryland Hispanic Business Conference,
and a member of and volunteer with the Centro de

Alfabetizacién en Espanol.

Juan notes his most important lesson, when he was

just starting out, was to become his own best client.

“You must also be fearless, courageous, 100% com-
mitted, understand that you cannot rely on others
for your success, and there is no other competition
other than competing to become the best version of

yourself,” he adds.

Being able to achieve the American dream is how

Juan defines his greatest success.
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“I was able to create a successful business, which has helped me

create a strong foundation — not only for my wife and kids, but
also everyone I have been able to help along the way, including all

my team members.”

“And my secret sauce is a combination of many things,” Juan
elaborates. “But it boils down to really understanding people’s
needs and providing value to get the best outcome for anyone that

I am helping.”

Juan’s family includes his wife, Andrea, and three precious
children: Nicole, Samuel, and David. “We love to bike, travel, dine
out, and watch movies at home,” Juan says. “And I just want to
be remembered for giving back, being able to inspire others, and

bringing the best version out of everyone I meet.”

“Life is 10% what happens to you and 90%

how you react to it.” —Charles Swindoll
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20 years in real estate

In the business for two decades, Kyle
Richards says she was drawn to real
estate’s flexible hours, unlimited
income potential and being her own

boss. She also happens to love houses!

“My dad was a Swedish immigrant
who opened a successful shoe store
in my small hometown of Madison,
Connecticut, but he built wealth and
was able to retire at 60 due to wise
real estate investments. As a little
girl, I would ‘go cruising’ and look at
houses with him and he instilled in
me a love of real estate and a strong

work ethic,” Kyle recalls.

Before real estate, Kyle worked in
the banking industry and was also an
international business and proto-

col consultant. She graduated from
Yale in 1984 and became one of the
youngest female vice presidents at JP

Morgan Chase in her mid-twenties.

“My most interesting bank client

was the World Wrestling Federation.
‘We financed Vince McMahon, Hulk
Hogan, and WrestleMania! But I
didn’t really love what I was doing,
and the long, inflexible hours were so
difficult once I had my first child,” she
notes. “I then ran a business and pro-
tocol consulting company and trained
thousands of business leaders, young
adults, and professional athletes to
develop solid interpersonal skills to

enhance their careers.”

Kyle says she kept thinking about real
estate, which was her passion and
hobby, as by then she had purchased

and restored several historic homes.
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“Finally deciding to take the plunge
into real estate was one of the best
decisions I ever made! It has been a
dream career,” she notes. “When I
was just starting out, I learned how
important it was to ask other agents
for advice and to keep learning new
skills. I became a certified home stager
in 2004 before most people had even
heard of it. Some of the legends in real
estate who have since retired were
hard-working, honest, gracious, and
never too busy to help a new agent.

They were great role models.”

In her spare time, Kyle enjoys volun-
teering for Habitat for Humanity and
the Go Red for Women initiative of
the Red Cross to increase women’s

heart health awareness.

“My mom had a massive heart attack
at age 42 and thankfully was in a
location with a defibrillator, which
saved her life,” Kyle explains. “I am
also head of the Welcome Committee
for the Town of Kensington and
board member and chair of Special
Initiatives of KTown Ladies, an
organization formed to improve the
lives of Kensington residents through
social interaction, neighborhood

sharing, and community support.”

Kyle says her secret sauce is her
unique skill set with a finance and
marketing background, staging exper-
tise, and ability to speak French and
Spanish. “Clients tell me that they
appreciate my professionalism and
extensive market knowledge, com-
bined with my energy and easygoing,
calming personality. The greatest
compliment is when they tell me they
are really going to miss me after set-

tlement!” she beams.
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“My most important success in life is

raising kind children. Another success
has been the true friendships I have
made, nurtured, and maintain today.
What really sustains us in life is not
things we have but the relationships
we form,” Kyle points out. “To be
loved, understood, and accepted,
despite our flaws, by true friends are
the most life-fulfilling experiences that
will be treasured far more than finan-
cial or career success. I also appreciate
my many good friends in real estate,
and I want to be remembered as being

a good mother and a good friend.”

Kyle has been married to her husband
Ken for 35 years and has two wonder-
ful sons, Spencer (32) and Austin (30).
Her family loves to travel and is look-

ing forward to a family trip to Sweden

that was postponed two years ago.

“Today is a
good day for a good day!”

WE CAN CLOSE HOME PURCHASES
IN JUST 14 DAYS!

Don't let financing delays jeopardize your
home purchase transaction. At Draper and
Kramer Mortgage Corp., we routinely close
home purchase loans in three weeks or less,
and we can even close many loans in just

14 days! From preapproval to closing, we go
above and beyond to accelerate your home
financing experience.

Same-day preapprovals
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purchase transactions
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At Rescue Event Planning, our mission is to take
your biggest visions and turn them into an
elegant, stress-free, well-organized unique event.

We strive to focus on our client’s best interests
and needs while providing affordable,
high-quality event planning, event decor, and
management services.
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one experience at a time,
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i arte<sA Y PROVIDING PEACE OF MIND,
ONE HOME INSPECTION AT A TIME.
What Do We Offer?

Residential/Home Inspections (Buyer's Inspections)
Prelisting Home Inspections (Seller’s Inspections)
New Construction (Pre-closing Inspections)
Builder's Home Warranty Inspections

NATIONAL
PROPERTY
INSPECTIONS

\

www.npinspections.com

240-409-3711¢)

Locally Owned Franchise
MD Lic. #31227

Family Owned & Operated For Over 36 Years b=
- FREE

In-Home

Estimates

BAHE{’}IN MOVERs

m 301.685.6789

o
www, BargainVimersinerm s
= L

Established in 1982 and located in,
Gaithersburg, MD, Bargain Movers
is one of the most trusted local
moving companies in the DMV.

RESIDENTIAL & COMMERCIAL
LOCAL & LONG-DISTANCE

T l“’*‘*““"'"'_
&g/"== 301.685.6789 o

7579 Rickenbacker Drive, Gaithersburg, MD 20879
CHECK OUT OUR

www.bargainmoversinc.com 5 STAR REVIEWS ONLINE!
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P> home matters

By Shauna Osborne

merican families

are feeling the crunch

at the grocery checkout.
According to CNBC, food prepared at home
now costs about 10% more than it did at this time last
year, with food prices continuing to rise month-over-
month due to supply-chain issues, delayed harvests,
and labor costs. Elevated food spending combined with
concurrently rising gas and housing costs means shoppers
must find ways to pinch pennies on budgets still impacted
(for many) by the pandemic. Here are a few ways
consumers can save — while still maintaining healthy

eating goals — on grocery bills in the coming months.

o Meal planning/shopping with a list: Spend time
mapping out the meals you plan to make in the next
week or two, and familiarizing yourself with what’s
already in your kitchen. Then, make a shopping list
... and stick to it! According to the FDA, Americans
waste a shameful 30% or more of the food we pur-
chase each year. Shopping with a list discourages im-
pulse purchases and reduces food waste, meal-plan-
ning stress, and shopping time.

 Buying local: The local goods available at farmers’
markets, CSAs, and other home-grown venues is
often much fresher, less wasteful, and cheaper than
purchasing from a conventional grocery store. Add in
the good karma of supporting your community farm-
ers, and what’s not to love?

 Using store brands: Generic and private label goods
are almost always the same quality as name brands,

just with different packaging ... and a lower price. In

Clever Ways
to Cut Your
Grocery

Bill

store
brands are
usually man-
ufactured by the

same company, with a
markup on the name brand
to pay for advertising!
Stocking up during sales: Con-
sider the long game here, as grocery

prices aren’t expected to drop any

time soon. Know which nonperishable

items your family consumes most, and when
you see a sale, stock up.

Reducing dairy and meat: Dairy and meat items
have leapt in price by almost 15% since last year and
comprise the two most expensive food categories on
a per-calorie basis. Here, small changes make a big
difference: going meat-free for one or two meals per
week; opting for cheaper meats and/or smaller por-
tions for some meals; or incorporating plant-based
options like beans and tofu, which are packed with
protein and fiber and are better for your health, too.

guaranteed Rate

e —

Help your clients lock in a
better rate before it’s too late

And keep them low for longer with Lock 'n’ Roll!

Guaranteed Rate’s Lock 'n’ Roll program keeps your clients protected from rate hikes while

you help them find their perfect home:
= Rate Locks for 60, 75 and 90 days

= Renegotiation or extensions are available only with a
fully executed sales contract'

Applicant seinrt oered i and wsdsrwriting approval Kol all applicants will Be appeoved for Mnanckg. Beceipl of application daes nal fepdedenl g appreeal for Anancing ar imstest e glaranise. fesidctions may spphy

1= Coewtad! @ Graarantesd Rate Jodn offices §i¢ more Blsrmition and up o doe rates. Retirictiont apphy
* Adiditional fees may apply.

Call me today to lock in a low rate for your clients while they shop!

Patti O’ Connor

VP of Mortgage Lending

C: (301) 922-7734

rate.com/pattioconnor pattiloconnor@rate.com
1500 N T7th Street, Suite 570, Arlington, VA 22209
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i
=i e sinmma Pt} (T nnor WMLS 10 61554 3; N - B40, €A - TR, §L - LOST 2199, GA - L15563, WA - MUD- 185 15%A MA- MLOST5543, B - 615553

Gupranieed Rate. Inc.c NS 8761 1; Por Boesysing indoamation wisit nmisconsumeraoess. ofg. = O Licensed by the Departmend of Financlal Prdection and mnovistion under the Callinmia Residential Morgape Lending At = GA: Residestial Momgage
Lierwes A 2007 1 = Mi: Mostgage Lendes 8 Motgape Broker Licence BRCE1LE120TH05 1 1- 140865 )

« All property types are eligible

+ Avariety of fixed-rate loan terms
are available
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TOP 250 STANDINGS

Teams and Individuals Closed Data from January 1to June 30, 2022

_—

BRANDON FRYE

SVP OF MORTGAGE LENDING
wNMLS 519595 RANK NAME OFFICE :ELLING :ELLING :UYING :UYING SALES TOTAL

REALTORS SAY IT BEST

"Brandon is one of the most timely and
efficient lenders | have had the
pleasure of working with as a realtor.

100% VA FINANCING He is proactive in his communication,

OPTIONS UP TO $2 MILLION always keeps me updated and
informed, and meets all contract

deadlines on time if not ahead of time. |
never have to worry about getting in

LONG TERM LOCK FOR touch with him or staying on top of the
NEW CONSTRUCTION loan process because he is one step

ahead of the game."”

Palmer Harned
LOCK A RATE BEFORE Harned Homes of Compass

FINDING A HOME BEST

\ VARIETY OF JUMBO WASHINGTONIAN

PROGRAMS 20 2 2

(843) 267-1054 Brandon.Frye@rate.com Rate.com/brandonfrye BfryeMortgage

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia, Maryland and

. . , : o . . Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and Prince Georges Counties in
Brandon Frye NMLS ID: 519595, Guaranteed Rate Inc.; NMLS #2611, For licensing information visit nmisconsumeraccess.org. Guaranteed Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data.

Rate is not affiliated with the U.S. Department of Veterans Affairs. Applicant subject to credit and underwriting approval, T=Yssw souswe esaen Some teams may report each agent individually.
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-TOP 250 STANDINGS

Teams and Individuals Closed Data from January 1to June 30, 2022

RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES
# $ # $

TOTAL

RANK NAME OFFICE SELLING  SELLING BUYING BUYING SALES TOTAL
# $ # $

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia,
Maryland and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and
Prince Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not
responsible for submitting this data. Some teams may report each agent individually.

78 - August 2022

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia,
Maryland and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and
Prince Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not
responsible for submitting this data. Some teams may report each agent individually.

= Nn
{ ARCH MORTGAGE

—— fon of Blue Ridge Bank, NA

Profesdional Senice

Compelilive Products

.. Laca Decision Making

oic &

301-332-2184
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-TOP 250 STANDINGS

Teams and Individuals Closed Data from January 1to June 30, 2022

RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES TOTAL RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES TOTAL
# $ # $ # $ # $

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia,
Maryland and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and
Prince Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not

responsible for submitting this data. Some teams may report each agent individually.

Stewart Title is dedicated to putting your clients first and providing service that exceeds their every expectation!

IUST

stewart title offices To Serve You in Virginia, Maryland, and D.C.
Real partners. Real possibilities.™ FAIRFAX - WASHINGTON, D.C. - FREDERICK - CROFTON

Wade Vander Molen
'| 0505 J ud |C|a| Drive Ste 300 Fa | rfax VA 22030 Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia,

: i ¢ Maryland and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and
480-203-6452 - www.DCTitleG uy.com - wva nder@stewa rt.com Prince Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not

responsible for submitting this data. Some teams may report each agent individually.
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-TOP 250 STANDINGS

Teams and Individuals Closed Data from January 1 to June 30, 2022

RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES TOTAL RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES TOTAL
# $ # $ # $ # $

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia, Maryland
and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and Prince Georges
Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for
submitting this data. Some teams may report each agent individually.

OUR FOCUS
Suemert Grpie IS ON YOUR NEEDS

"BEST TEAM IN THE TITLE INDUSTRY!
ALWAS A SMOOTH AND GOOD EXPERIENCE.

YOUR PASSION AND CARE FOR YOUR CLIENTS COMES
THROUGH WHEN WE SEE THE SMILING FACES ON CLOSING DAY!
EXCELLENT SERVICE WITH EXCEPTIONAL STAFF."

- FACEBOOK| LINDA B. | MAY 2021

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia, Maryland
and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and Prince Georges

Looking For Exceptional Service And A Smooth, S d
Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for On Your Needs? Contact MBH at cne of our 20 ¢ : | ) .COM
submitting this data. Some teams may report each agent individually.

82 - August 2022

DC Metro Real Producers - 83



-TOP 250 STANDINGS

Teams and Individuals Closed Data from January 1 to June 30, 2022

SELLING SELLING BUYING BUYING SALES TOTAL
# $ # $

RANK NAME OFFICE

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia,
Maryland and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and
Prince Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not
responsible for submitting this data. Some teams may report each agent individually.

Ask me about strategy to win contracts

by submitting an UNDERWRITTEN APPROVAL
for your buyers with your offer

- not just a "pre-approval”

Wisler

Choose Chanin - Low Rates, Less Stress

YOU WILL LOVE MY FIRST-CLASS SERVICE! 18+ YEARS EXPERIENCE 2 Nachingon, DC 200074155

NMLS #206900

Chanin Wisler | Mortgage Loan Officer
301-526-0020 | chanin@firstwashingtonmortgage.com | www.ChaninWisler.info n @

84 - August 2022

RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES TOTAL
# $ # $

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia,
Maryland and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and
Prince Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not
responsible for submitting this data. Some teams may report each agent individually.

ANY HOME
- ANY SIZE
"ANY TIME

20+ Inspectors | 24/7 Scheduling | DMV

| P;'oTe

Inspection Servjces

Residential & Commercial  Radon Testing
Mold Sampling ¢ Pool Inspections ¢ Termite
Inspections ¢ Sewer Scopes & More!

e ‘
(301) 972-8531 * ClientCare@ProTec-Inspections.com ¢ ProTec-Inspections.com

|
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-TOP 250 STANDINGS

Teams and Individuals Closed Data from January 1 to June 30, 2022

RANK NAME OFFICE SELL-  SELLING BUYING BUYING SALES TOTAL
ING# $ # $

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia, Maryland
and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and Prince Georges
Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for
submitting this data. Some teams may report each agent individually.

What Makes The Jordan Dobbs Mortgage Team Unique?

Ahility to Close in JUST 10 DAYS!
(21-30 days is industry standard)
ek S s P o espre weana
Easv & Secure Online Portal
Loan documents can be upleaded from your phone right into the app i Y
Uariﬁuaﬁmnfﬁn&mnnt.lnmna&ﬂmts .
We are one of just 5 lenders nationally that have a tool that validates employment, income & assets
which eases the burden on our clients so they do not need to manually provide sensitive information

Denth of Knowledee
Our knowdedge allows us to handle complicated loars that others cannot do
& be creative in structuring loans to help clients get approved

And Quite Honestly, We Are Fun to Work With (and modest, too!) &

JORDAN
VP SENIOR LO

INTERCOASTAL NMLS 1D
MORTGAGE, LLC . (301) 785-
- * WWW.JDOBBS®@I

86 - August 2022

RANK NAME OFFICE SELLING SELLING BUYING BUYING SALES TOTAL
# $ # $

Disclaimer: Information based on MLS closed data as of July 6, 2022, for residential sales from Jan. 1, 2022, to June 30, 2022, in Virginia, Maryland
and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery and Prince Georges
Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for
submitting this data. Some teams may report each agent individually.

DC METRO

REAL PRODUCERS.

CONNECTING. ELEVATING INSPIRING.

WANT TO BE FEATURED AS A

R I s I N G ‘k 5 years or less in the business
* At least $5 million in sales in one calendar year

OR KNOW SOMEONE WE
SHOULD FEATURE?

* Active on social media

For more information, to nominate, or to request to be featured, please email
info@dcmetrorealproducers.com or visit www.dcmetrorealproducers.com!
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BACK TO SCHOOL... '
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BACK TO BASICS! RERES s
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Goosehead Insurance takes care of your customers, offering a choice
of insurers and excellent service at competitive prices.

- y
* irct ?
Why First Home-
SERVICES INCLUDE: HOME, Auto, Umbrella, Valuable Items, Boats, Recreational Vehicles | Discounts for HOME & AUTO Bundle

'” WHY CHOOSE US?
¥ Largest private lender in the state of Maryland

Access to a variety of loan programs and competitive interest rates
Faster processing turn times because loans are processed, approved, and closed locally

CALL ME TODAY TO C ; ;
ommitment to customer service

hl?.ll(EEN'sI'UHR:SY'I?-IUER FHA financing with forgivable Chenoa Fund grant option
100 % VA and USDA financing
MOST COMPETITIVE Consistent pre-qualifications and on-time closings
COVERAGE B 8

First time homebuyer down payment assistance programs

Grant programs and down payment assistance for first responders and teachers
FHA $100 down program for HUD REO

Extended lock and “lock & shop” programs

Interest rate buydowns for lower initial payments

AVAILABLE!

We look forward to working with you!

Ryan Paquin Erin Johnson Ryan Kurrle

Branch Manager/Loan Officer Branch Sales Manager,Loan Officer Sales Manager/ Loan Officer
JENNIFER LIN DSAY CPCU e
443-377-15890 240-216-8824 410-504-7152

AGENCY OWNER - License # 99951574
; »
wEm )
J 3 L 'T‘
goosehead (] P ,,
I N S U R A N C E . . Olu Ajayi Scott Palmer DeLani Estrill Blake Price Kyle Davidson Zac Rucci
° Lo Officer Losan Officer Loan (HTicer Laoan Oificer Laosun Officer Loan (MHcer
WMLS ID 189732 NMLS 1D 2082999 NMLSID 17355548 NMLS 1D W23057 NMLS 1D 2102662 NMLS ID 1530645
301-343-5551 443-758-3970 301-523-1196 301-440-0789 607-644-8440 301-535-3930

(202) 558-0530 - jennifer.lindsay@goosehead.com

H : i : 2200 Defense Highway, Suite 400, Crofton MD 21114 « 102 Centennial Street, Suite 101, La Plata, MD 20646
Jennlferllndsayl nsurance.com : Br-.':n-:h NMLS ID 186980 = Branch NMLS 1D 203181 ":; . .

Kl @CGooseheadinsurancelenniferLindsay

7200 Wisconsin Avenue, Suite 500 Bethesda, MD 20814 n — @

MORTGAGE LENDER

Licensed in MD, VA, DC, PA & DE. Referrals can be made across the United States.



./ VELLUM KT

MORTGAGE

CLIENTS

FOR LIFE

Greg Kingsbury

Senior Vice President
NMLS 1D & 4748367

(202) 540-9999 Ext. 101
greg@vellummortgage.com
KingsburyMortgageleam.com






