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~oo/LT Close with Confidence Avingon]

Trusted Partner for Customers, Realtors, and Lenders WINNER

“As a Reaitor, Cobalt is my go to settiement company because they make life easier.

They are experts in handling the transaction, extremely detail oriented, always friendly and helpful in
answering questions. | give my clients the BEST service possible and | look for the same in the settlement
company. They have my complete confidence and are a 10+ in my book.”

- Michelle Sagatov, with the Michelle Sagatov Group

"- Attorney Owned | Independent Title and Settlement Company

Contact Cobalt for:
Residential or Commmercial Title Insurance & Settlement Services
Seller Side Closing | REFI | Preparation of Legal Documents

-

Jeff Nowak 703.646.1000
Founder & F‘rincipﬂl ﬂttomey o ® @ cobaltsettlements.com

FAIRWAY

shi/

FAIRWAY

INDEPENDENT MORTGAGE CORPORATION
NMLS#I289

Guarantee

Fairway Cash Guarantee™ +
Fairway Advantage® Pre-Approval* =

CONFIDENCE IN CLOSING

At Fairway Independent Mortgage Corporation, we understand the importance of being the most favorable deal
on the table. The winning combination of a Fairway Cash Guarantee™ and a Fairway Advantage® Pre-Approval
will give you the buying power you need to compete with cash!

In fact, Fairway is so confident we will close that we will buy the seller's home if we cannot close for a
financing reason by the contracted date.
FAIRWAY CASH GUARANTEE™ ADVANTAGES:
= Seller will receive a cash guarantee.
« Buyer can compete with cash offers.

» Borrower does not have to pay any additional
fees to use this program.

+ If the guarantee is triggered, the seller may opt
for Fairway to NOT buy their home, and instead
walk away from the deal with $10,000 paid by
Fairway, and the contract will be terminated.

ADDITIONAL REGUIREMENTS/DETAILS:

« Borrower must have a Fairway
Advantage® Pre-Approval

» Borrower must be financing with an
FHA, VA or Conventional loan

« Borrower must be purchasing a
single-family residence

Note: If the seller opts to have Fairway purchase their home, Fairway will pay the appraised value or the contract price, whichever is lower.

Contact me today for more details!

WASHINGTOMIAN a
2021 hesie PAIRWAY

WOEPENDENT MORTGAGE CORPORATION

MORTGAGE

PFROFESSION AL

Kelly A. Katalinas TOP

Branch Manager, NMLS# 365493 e

Direct: 703.868.9103 ZiZ‘I
Office: 703.844.2060
kelly.katalinas@fairwaymc.com
www . kellykatalinas.com

3201 Jermantown Rd, Suite 220
Fairfax, VA 22030

* Fairway Advantage pre-approval is based on a full review of the borrower’s creditworthiness and is contingent upon there being no material changes in the borrower's financial condition or creditworthiness at the time of final loan
approval. Final loan approval is subjiect to B Tolk g conditions: (1) b Buas identified & sultable progarty, and & valid sppraisal supports the proposed bean amount: (Z) a valid lithe insurance binder has been ssoed; and (3]
Borrower salects 3 monigage program and locks in an Inlerest rabe that will support the pee-appeoved montsly paymant amount. Lean must close befors fhe sxpliration date provided in the pre-approval. Offer not avallabile on USDA,
bond, or DPA programs. Sale of home proceeds contingency not allowed. Gifts not deposited are not allowed. Please note Sat sebmitting werifying documentation is not a requirement bo receive an estimate of closing costs
associsled with & mongage lean. Copyrightt2022 Fairway Independent Mortgags Corporation. NMLSSZIES. 4750 5. Biltmaone Lane, Madison, W1 53718, 1-BE5-912-4800. Al rights reserved. Fairway is not affilisbed with any govemment
agenches, This i nod an offer 1o enter Ino an ageesment. Ko all cuss will qualify. Information, rabes and programs. s subjsct $o changs withoud notice. AN products an Subject 10 crest ard proparty approval, Other resirictions  1ER sevbes
and Emitations may apply. Equal Housing Opporfunity. Licensed by e Department of Financial Profection and lnnovation under the Califomnia Residential Morigage Lending Act, License Mo 41DBO-TASET. Licensed by the il
Deparimant of Financial Protectaon s Inngeation under thi Calfornia Financing Law, NELS E2269. Loans mase of amanged pursuan 1o a Caltomia Residential Mortgage Lising Act Licenss. Licensed by tha K Departmesd of

Banking and lesurance. Fairway Independent Morigage Corporation HMLS 1D #2289 (www amisconsemeraccess org). Licensed in VA, DG, M0, FL, DE, NC, NJ, P& and CA

3@




i

mellohome o loanoepot
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EASTERN

TITLE & SETTLEMENT The future of Iendlng mmé_,;

WE CLOSE <

.the future of real estute

’ loanDepot aggregates digital inquiries, pre-qualifies buyers and works with our sister company,

A [ 4
' ) v‘ r ’ — ’ } —-— mellohome to match them with local real estate agents!

Let Eastern Title bring a unique convenience & peace of
"“mlnsto your buying & self‘g process today!

Concierge

Borrower is referred to mellohome concierge
team member to be matched with an expert
local real estate agent.

Borrower(s)
Borrower(s) complete an anline inquiry and
connects with the Loan Consultant.

Loan Consultant
loanDepot Loan Consultant establishes Real Estate Agent

relationship, gathers info, pre-qualifies
the client and continues to work with the
borrower until they are ready to begin their

Top local real estate agent connects with
borrower and begins helping them find the
home of their dreams.

home search.

Contact me to learn about what mellohome can do for you!

Tim Kelly

Loan Consultant | NMLS #376030
(703) 537-2394 Office

(571) 308-3660 Cell
timkelly@loanDepot.com
www.loanDepot.com/timkelly

240-403-1285 | EASTERNTITLE.COM
11113 Manklin Meadows Lane | Berlin, MD 21811
6100 Executive Blvd. 3 Research Place 3926 12th St NE 112 E. Broad St. 11113 Manklin Meadows Lane

Suite 410 Suite 201 Washington, DC 20017 Falls Church, VA 22046 Berlin, MD 21811
Rockville, MD 20852 Rockville, MD 20850
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TRUSTED LENDER.
PROUD MARINE.

The DMV'’s top Real Estate Agents are choosing John Lin as
their preferred lender because of his customer first approach,
extensive industry knowledge, and meticulous, steadfast
commitment to help his Real Estate partners thrive!

HOW DOES PRINCETON PROVIDE
THE EFFORTLESS MORTGAGE™?

Close times 50% faster than the industry average.

Top 1% in customer satisfaction.

The Princeton Promise: If your borrower is unhappy for any
reason, we give them $1,000 at closing. No strings attached.

In short: We make borrowers happy
and make you look fantastic!

JOHN LIN

BRANCH MANAGER

0 609.737.1000 x240

d 703.829.9879
johnlin.princetonmortgage.com
jlin@princetonmortgage.com

NMLS # 2013416

E PRINCETON
MORTGAGE




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

Silverado Printing, LLC
(703) 407-0268
SilveradoPrinting.com

VIDEO PRODUCTION &
MARKETING CONTENT
Best Side Story Media
(305) 409-8118

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

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

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!

ACCOUNTANT/CPA HOME RENOVATION The Junkluggers of Toni Hill Team TITLE SERVICES Stewart Title and Escrow ABestSideStory.com

The McGruder Group Curbio Gainesville VA (703) 996-9705 PRINTING, DIRECT Cobalt Settlements, LLC (480) 203-6452

(703) 273-7381 (810) 300-9432 (703) 395-4686 ToniHillTeam.com MAIL SERVICES (703) 350-5157 DCTitleGuy.com Explore My Town

McGruderCPAs.com Curbio.com JunkluggersOf My Marketing Matters CobaltSettlements.com (603) 858-3548
Gainesville.com U.S. Bank (301) 590-9700 Titan Title PartnerWithMyTown.com

CHIMNEY SERVICE/REPAIR  MaxHousePrice David Le MyMarketingMatters.com Eastern Title & Settlement (703) 865-4999

Winston’s Chimney Service (703) 215-2144 MORTGAGE (703) 424-5369 (240) 403-1285 TitanTitleMetro.com VIDEO SERVICES

(703) 283-2764 MaxHousePrice.com Fairway Independent Mortgage.USBank.com/VA- PROPERTY MANAGEMENT EasternTitle.net HD Bros

TRANSACTION COORDINATOR
Scalable RES

(571) 445-4737
Facebook.com/ScalableRES

Circle Property Management
(703) 672-0687
CirclePM.com

(833) 437-4686
HDBros.com

WinstonsServices.com Mortgage Corporation Fairfax-David-Le
HOME REPAIR
Innovative Realty Contracting
(571) 283-4919

InnovativeRealty

Federal Title
(202) 362-1500
FederalTitle.com

Kelly Katalinas
(703) 868-9103
KellyKatalinas.com

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

Vellum Mortgage
Nathan Burch
(703) 350-4000
NathanBurch.com

TruPlace
(240) 686-5937 x831
VIDEO MARKETING/BRANDING TruPlace.com

ROOFING

Contracting.com Guaranteed Rate DryHome Roofing & Siding, Inc. Kensington Vanguard National

John Jones (703) 230-7663 Land Services Changeover Media
ESTATE SALES HOME WARRANTY (571) 242-0864 MOVING / STORAGE DryHome.com (703) 637-9165 (703) 728-1230 VIRTUAL ASSISTANT
Four Sales LTD ARW Home Rate.com/CraigMiller Certified Master Movers (703) 794-2101 ChangeoverMedia.com Cyberbacker Virginia
(703) 256-8300 Anne Lang (703) 296-4528 STAGING KV-DCMetro.com (703) 672-0687

PREFERRED PARTNERS

FourSales.com

HOME BUILDER
Green Valley
Custom Builders
(703) 865-5440
GreenValleyCustom
Builders.com

HOME INSPECTION
Avanti Inspections
(571) 748-9591
Avantiinspections.com

Biller & Associates
(571) 528-6817
BillerandAssociates.com

Home Field Advantage
Inspection Service
(703) 755-5611
HFAdvantage.net

Rn HomeTech
(301) 221-0357
RnHomeTech.com

HOME ORGANIZATION
Judy On The Spot

(301) 798-4377
JudyOnTheSpot.com

8 - August 2022

(703) 932-5754
ARWHome.com/RealEstate

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

HWA Home Warranty
Jennifer Bowen

(404) 324-2293
HWAHomeWarranty.com

Old Republic

Home Protection
Molly Flory

(800) 282-7131x1428
ORHP.com

Super Home Inc
Jonathan Asfour
(703) 254-9628
HelloSuper.com

JUNK REMOVAL
123JUNK

(800) 364-5778
123JUNK.com

Homebridge Financial
Services, Inc.

Cody Kessler

(301) 928-7932
Homebridge.com/
Loan-Originator/
Cody-Kessler/

loanDepot

Tim Kelly

(571) 308-3660
loanDepot.com/TimKelly

McLean Mortgage
Melissa Bell

(817) 807-1616
MelissaBellMortgage.com

Movement Mortgage
Chris Shead

(703) 498-8235
ChrisShead.com

Princeton Mortgage
John Lin

(650) 888-0892
JohnLin.Princeton
Mortgage.com

CertifiedMasterMovers.com

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

My Guys Moving
(703) 937-7772
MyGuysMoving.com

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

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

PHOTOGRAPHY

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

TruPlace
(240) 686-5937 x831
TruPlace.com

Inspired Home Design
(703) 775-8777
InspiredHomeDesign.com

Cyberbacker.com

design | print | mail

Web-to-Print Platform

Easy and fast online ordering for all
your marketing materials through our

web-to-print platform.

v Choose from one of our customizable

templates
v Upload your own designs

v’ Print, ship, and mail on-demand

POWERING PRINT + PRODUCTIVITY SINCE 1982

matters

business goals.

offerings online

v Easily accessible pricing information
v FAQ's, info, and support

MyMarketingMatters.com

We've launched our new website to
assist our clients in reaching their

v Find our full product and service

List Manager

Our new list manager lets you create
targeted lists for a neighborhood, or

even from a single address.

our system

Get started on your next project today!

v’ Create, maintain & edit lists right in

v Improved data = Better deliverability
v No charge access, FREE!

NOVA Real Producers - 9



MEET THE

NOVA

REAL PRODUCERS TEAM

We LOVE being a part of your
clients’ new adventures!

Kristin Brindley Ellen Buchanan Wendy Ross
Publisher Editor Operations Manager

YA

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

Christopher Menezes Ryan Corvello Bobby Cockerille ; = | 1 s
Writer Photographer Videographer TO ni H I ll
¢ Loan Officer | NMLS ID: 1657634

(703) 996-9705
toni@tonihillteam.com
tonihillteam.com

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

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views I O
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 | M v E M E N T M O RTGAG E
the NOVA Real Producers magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, novarealproducers.com and look i
neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies. « P » . | 3701 Pender Dl‘, Ste "5, Falrfax, VA 22030. DC-ML01657634, FL-L081768, MD-1657634, PA-9[]42[], VA-ML0O-35938VA | Movement Mortgage LLC. All rlghts reserved.
for “Magazine” or scan this QR code. ; ; | . .
NMLS ID #39179 (www.nmlsconsumeraccess.org). Interest rates and products are subject to change without notice and may or may not be available at the time
(Password: connecthere#novarp) i " ; 3 A - s ! L
cavawouswa O loan commitment or lock-in. Borrowers must qualify at closing for all benefits. For more licensing information please visit movement.com/legal

OFPORTUNITY
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WAVE GOODBYE TO CLUTTER!

Eco-Friendly Junk Removal for Homes & Businesses ——

The Junkluggers can help you lug away old
furniture, appliances, electronics, heavy
& dense materials and more! We'll even
take big and bulky items off your hands
like hot tubs, pool tables and pianos.

DONATE BOOK NOW!

RECYCLE

e

JunkluggersofGainsville.com

H43L4V

Saving the world, one lug at a \™"

A

Through a shared mission of keeping reusable
items out of landfills, Remix Market allows us
to upcycle items that cannot be donated or

recycled. Ask us about it today!

Mark Harrington, Owner
Direct: 703-395-4686
mark.harrington@junkluggers.com

Megan Hicks, Business Developement
Direct: 703-244-5084
megan.hicks@junkluggers.com

= IIha

P> publisher’s note

t is-by standing on th

% ishoulders of giants.

Dear NOVA 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 NOVA 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 four years ago
that we featured one of our NOVA Legends in Real Estate,
Lilian Jorgenson, on the cover of our very first issue of
NOVA Real Producers. And over the next four years, we’ve
featured most, if not all, of the 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

FOOD FOR THOUGHT

—Isaac Newton

to share their inspiring success stories with our entire NOVA Real
Producers community. It was great gathering 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!

Owner/Publisher

NOVA Real Producers
313-971-8312
Kristin@kristinbrindley.com
www.novarealproducers.com

KRISTIMN BRINDLEY

EHTERFEEREUR. ORI TON, PUBUSHIR

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

NOVA Real Producers - 13



OUR FOCUS
IS ON YOUR NEEDS

"MBH SETTLEMENT GROUP MADE OUR HOME
BUYING PROCESS VERY SMOOTH. THEY ARE
EFFICIENT AND VERY PROFESSIONAL.

WE WHOLEHEARTEDLY RECOMMEND THEM."

AVERTHE EIDAN]

NOVA and DC Metro Real Producers Present

SO RESPONSIVE EVERY TIME | HAD A
G AM E DAY 2 o 2 2 QUESTION...BEYOND HELPFUL IN TRYING
TO FIX A BLUNDER THAT WAS COMPLETELY
AT 1:! E D E X 1:! :[ E L D MY FAULT, BUT SHE MADE ME FEEL AT EASE
ABOUT THE WHOLE THING. FINALIZING THE

CLOSING PROCESS AND SIGNING ...

SEPTEMBER 25, 2022 seats for members of our group. Pre-game, we will have
WASHINGTON vs. PHILADELPHIA EAGLES food and beverages and the opportunity to network be- WAS A BREEZE.
9:30 a.m. — end of game fore the excitement starts when the players arrive.
HIGHLY RECOMMEND."
Most anticipated event of the season! This is a do-not-miss opportunity! Seats are limited, and GOOGLE | DANIELLE K I NOV 2021
with both NOVA and DC Metro Real Producers invited, ’
Join us at FedEx Field for this incredible, exciting, joint they will go fast! Please watch your email for your ex-
event with top producers from our sister community, clusive invitation, and if you haven’t received it, please
DC Metro Real Producers! reach out to Kristin Brindley at Kristin@kristinbrindley.

com for information.
We will gather at FedEx Field at 9:30 a.m. for exclusive

access to the stadium, where we will have 500 reserved  We can’t wait! And hope to see you there! LOOking For Exceptional SerVice And A SmOOthl Securel
Convenient Closing That Is Focused On Your Needs?
VELLUM guaranteed :
‘l MORTGAGE W M stewart Contact MBH at one of our 20 offices across VA, MD & DC. Settlement Group

Positioned for your success.™

GACssnvces d

Bethesda District of Columbia Alexandria (Old Town) Arlington Burke Chantilly
Ameican Residential Warranty 301-941-4990 202-749-8420 703-739-0100 703-237-1100 703-913-8080 703-277-6800
P M A Fair Oaks Fredericksburg Front Royal Gainesville Kingstowne Lake Ridge Loudoun County
1 I_-. i .. f 703-279-1500 540-373-1300 540-878-4210 703-468-2020 703-417-5000 703-492-7900 703-840-2000
B — e |||t KRISTIN BRINDLEY
NOVA 9 METRG @ : ] Manassas McLean Reston Stafford Vienna Warrenton Winchester
REAL PRODUCSRS I 1§ 703-393-0333 703-734-8900 703-318-9333 540-658-0992 703-242-2860 540-349-7990 540-546-0615

14 - August 2022



P> we ask..you tell!

What is the best avice a

mentor has ever given you?

BRIAN URIBE

Pearson Smith Realty

“In real estate, customer service is key because
if you provide a good level of service and it
shows you care about your clients, it’s going to
impact your business, and you're going to get the

referrals. Just concentrate on customer service.”

KARA CHAFFIN DONOFRIO

Long & Foster Real Estate

“When you can really align your business with
who you are naturally in the world, you attract
the clients you are meant to attract in a meaning-
ful and fulfilling way. The work becomes more

effortless. It comes with more grace and ease.”

16 - August 2022

STEPHANIE LIN

Pearson Smith Realty

“Always do the right thing.” Dustin Fox, our team
lead, always says that, and “If this person is a

family member, what would you advise?”

KELLY KATALINAS

Fairway Independent Mortgage Corp.

“Try to observe the positive qualities in oth-

ers that you perceive as inherently valuable to
you, then try to incorporate those qualities and
changes within yourself. If it makes you uncom-

fortable at first, then you know you are growing.”

CHRISTINE BROWN
AveryHess, REALTORS®

“Never assume anything.”

MICHELLE SAGATOV
Washington Fine Properties

“Treat your business like a business.”

IAN MCVEIGH
Samson Properties
“Never forget how you got there, and always be

willing to help others achieve the same success.”

DANIEL SANDERS

Four Sales Ltd.

“Everything you do, and every decision you make,
should be based on the idea that your business is
a going concern. Jan. 1is the same as Dec. 31 of

the prior year. Always look to the horizon.”

MOLLY FLORY

Old Republic Home Warranty

Some of the best advice a great mentor gave me
years ago, when I started building my business,
was: “You are sowing the seeds right now, and
the hard work and dedication will pay off.” Now,
after 25-plus years in the home warranty indus-

try, I know he was 100-percent correct!

RAJ TAMANG

Green Valley Custom Builders

I was used to preparing a to-do list like everyone
else, and it came to a point where my to-do list
was bigger than I could handle. I was getting
stressed and started working overtime and on
weekends. Still, I could not finish it. My mentor
suggested that I prepare a “not-to-do” list and
hire people to help me with the list. That was the
best advice ever. I truly believe this is the way
to grow and expand your horizon without going

crazy yourself.

JOHN LYTLE

Pearson Smith Realty

“Be persistent in your client’s process, not
pushy, and be ready to pounce on an opportunity
when one presents itself. Always stay engaged,
and be ready to execute their wishes at any
moment. We are here to serve their real estate

wishes, wants and needs.

MELANIE KHOURY

Keller Williams Realty

The best advice I have ever gotten from my
mentor and current team lead is to “Bet on
yourself.” I came onto his team as a newly single
mother, TERRIFIED of the world I was carry-
ing on my shoulders. He pushed me to bet on
myself and believe in my potential. Every time

I doubt myself, I hear him in my head telling
me to put it all on red! There is a confidence I
gain every time I bet on myself and achieve that
listing or buyer, kill a presentation or even just
get through a chaotic day as a one-parent show.
To this day, I bet on myself and continue on an

upward path within my business.

MARC WILTSHIRE
Kensington Vanguard National Land Services
“Be yourself. If we wanted someone else, we

would have hired them.”

LAUREN KIVLIGHAN

Northern Virginia Real Estate Inc.

“Follow the terms of the contract. People get
upset when they don’t understand what is hap-
pening. Providing the contract is key. Read the
contract. Understand what you are signing.” For
agents, giving information to your clients so they
can understand it is key. Be very clear and gentle,

and don’t assume that people know anything.

NOVA Real Producers - 17



MaxHéﬁ?ezl"rice

We NET you MORE!

We PAY FOR and MANAGE all
pre-sale renovations fo a home... and we
don't get paid UNTIL CLOSING!

Not only can we help sellers gain an
average increase of over $45,000;
we can ALSO provide pay-at-service
discounts for any clients who don't
need to pay-at-close or who are
renovating fo stay! BEFORE -

Call or Text 703-215-2144 | info@maxhouseprice.com | MaxHousePrice.com

Follow us on Instagram and Facebook for more transformations! ﬁ

-
YOU. AND YOUR CLIENTS

: SHOULD ENJOY THE

. IMPORTANT MOMENTS

A Home Inspection by
Rn HomeTech ensures you will!

. GALL or EMAIL
us today!
301-221-0357

Tony Fernandez
Founder and )

Lead Home Inspector
gl HomeTech

Fluent in English-& Spanish-—=-
HOME INSPECTION SERVICE:

Speaks Italian and French

Schedule-me@RnHomeTech.com | www.rnhometech.com
Serving MD, VA and DC Metro area | 21214 Delevan Way | Germantown, MD 20876

18 - August 2022

TOWN & COUNTRY
STAGING

— Stage » Store » Move —

TOWN & COUNTRY
MOVERS, INC. &2

The DMV's top mover for over 40 years.
Let our family move your family.

Call today for a free estimate!

i

TUWHiCDL’HTH? s
HOVERS . | o8 S
AR A1 :
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WINKER

o e
TOPE By
l‘““gﬁ

703-560-8600 | 800-683-6683

www.townandcountrymovers.com

[

i

FT

=N i
EE
— [

| _’ Y

“Tuansfonm. each space it an. unfongetuble expnionc.”

« Pay at Closing + Experienced Team of Designers
* 30 Day Minimum  * Realtor Loyalty Program

Visit us online at townandcountrymovers.com/staging



NOVA REAL PRODUCERS

“ o
P» special events

Photos by Ryan Corvello
o :.' L*J'.l""'F
Q_ i s A Ji 'y Our NOVA Real Producers Magazine Party in

H : o = g 3 - W g Y Chantilly on June 15 was truly one for the books! It
- ’ ' o i ' was an honor celebrating our featured agents and
esteemed partners at The Chantilly National Golf &
Country Club. We had a great time connecting with
our Real Producers community while appreciating
the golf course views and upscale, delicious food
provided by the club. Our VIP NOVA 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 TruPlace.
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 inte-
gral part of our NOVA Real Producers community.

We also wish to recognize HD Bros for captur-
ing 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: https://www.facebook.com/

kristinbrindleyrealproducers.

JUNE 15, 2022

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 NOVA Real Producers
events, please email us at info@novarealproducers.com.

aranteed
& W @ TruPlace

NOVA

REAL PRODUCERS

HDEEE V.
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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.

24 . August 2022

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 on 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 Wade Vander

2022 is super important. Shooting Molen is th
olen is the

these videos, telling your stories, .
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

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

at www.DCTitleGuy.com.

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.

Quality You Can Trust!

D.C. Metro area locations in Landover,
Springfield and Sterling

Local | Long Distance | International
Moving & Storage Services

For more information about preferred pricing
and special programs for your clients,
call Sherry Skinner at

703.226.3282

© INTERSTATE
MOVING | RELOCATION | LOGISTICS

Sales@invan.com | Movelnterstate.com
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FuII Service Pest Control campanyspeclallzmy
o vin Ants,' Termites & Mosquitoes &
\ W

SAVE 10*

on any annual program

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

pe O

We'll get rid of what's bugging you®

e WDI Inspections el 5 i
e VA, MD & DC
o 10+ Years of Experience
* Members of the NPMA & the Virginia )
g My Pest Pros is proudly operated
Pest Management Association by Brett and Debra Lieberman.

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

SUPER

CHIMNEY SERVICE

I called to have an inspection and possibly a cleanmg
for my chimney. They measured and checked the

entire system and gave me pointers on what they
could do and what | should do for myself. No

. \\ updates, no add-ons, just real informa-
tion and some professional honesty

\\ with relevant pricing." ~John B.
\ 0 8. 6.6 6 ¢

Voted BEST CHIMNEY Contractor by Arlington Virginia Magazine
# Recommended Chimney Contractor by Northern Virginia Magazine
= Jonathan Asfour Voted Best Pick by Best Pick Publication

“J 11301 Industrial Rd. | Manassas, VA 20109
igm 703-379-5006 | winstonsservices.com [ £]

Virginia License #2705113496A - Maryland License #102224 - District of Columbia License #70106886
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TITAN TITLE
Close With THE TITANS

703-865-4999 | www.titantitlemetro.com
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10195 Main Street, Suite L | Fairfax, Va 22031
11140 Rockville Pike, Suite 330 | Rockville, Md 20852
1990 Old Bridge Rd, Suite 302 | Woodbridge, Va 22192

Check out our upcoming classes and events on Facebook and Instagram! n m




P> partner spotlight

By Zachary Cohen

Photos by Ryan Corvello

“Here I am, 39 years later,” Gregg says with a

broad smile.

Gregg may have started his moving career as a
young, inexperienced teen with no intention to stay
in the business long-term, but over the years, he fell

in love with the moving industry.

“I love what I do. It’s a different experience every day.

You get to meet different customers every single day.”

Gregg prides himself on guiding his customers

through what can be one of the most stressful expe-

riences life has to offer. He aspires to alleviate his cli-

ents’ stress, taking the challenges onto his own back.

39 Years in the Making

Gregg founded Certified Master Movers in 2014, but
it wasn’t until the COVID-19 pandemic struck that
he fully devoted himself to his own company. The
COVID-19 pandemic was a catalyst for the growth
of what is now one of Northern Virginia’s most

trusted movers.

“I was working for a company for 10 years, and
nobody was moving in March, April or May of
2020. I said, ‘Hey, it’s going to be a lot easier if
do this on my own, without having to rely on a

company to give me referrals.” So I decided to go

out and get them myself. I knew I could do it better
than the other companies doing it out there. With
39 years of experience, I knew I could personally

train the movers. I knew I could do it well.”

In just two years, Certified Master Movers has built
a strong reputation as a medium-sized moving com-
pany with an eye for detail. Gregg does most of the
surveys and estimates himself, giving clients the

personal touch they desire.

“Most of the moves I do, people want that personal
service. They want to know we’ll take care of their
stuff,” Gregg says. “We give more personalized
service for people with high-end antiques and heir-
looms. That’s our specialty. We have one of the low-
est claims ratios of any moving company around. My
insurance company didn’t believe me in year one, so

they did an audit and actually lowered my premium.”

A Value-Add

Over his nearly four decades in the moving indus-
try, Gregg has seen the best and worst practices.
That experience has allowed him to implement
processes to ensure his clients receive the best

possible service.

Gregg developed a proprietary process that is the

secret to the company’s success in delivering a

GREGG DAY

1983. As Gregg Day approached his high school graduation, he

3 9 Y headed in for a meeting with his guidance counselor.

“My guidance counselor, he said, ‘Gregg, you're not filling out
a n d college applications.” I was just done with school,” Gregg reflects.

Gregg’s counselor had an idea. He worked for a moving company

C O u n t | n g during the summers, so he asked Gregg if he wanted a job. At 18

years old, Gregg dove in, thinking he would just work in moving

for the summer.
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APPRECIATE . ¥ 2 )
GOOD WORK,

I’'M HAPPY.

Gregg Day (center) with one of his crews (from left to right:
Jonathan, Steven, Rene, Napoleon, and Kevin).

than using van lines, he crates all of the homeown-
ers’ possessions in wooden boxes and ships them to
the destination to be delivered by a partnering agent.
The result is less damage and more satisfied custom-
ers. Certified Master Movers also offers decluttering
services; they declutter a home before it’s listed,

storing the clients’ possessions until they are ready

to move into their new home.
FUN FACTS

Welcoming New Chapters b Gregg Day is a big Nationals

Gregg plans to continue growing Certified Master v :.."té :-’. - fan; he’s been a season ticket
Movers but doesn’t plan to become too large. He " L= ' holder since they returned
. . . . . LB,
eee enjoys offering personalized service and prides ‘ . to D.C. in 2005, and had the
superior moving experience. Certified Master Movers provides himself on the care he puts into every job. . By ',r chance to attend the World L
L -

local, long-distance, residential, commercial, industrial, and L ';_',"‘-'_: .- Series in 2019. If he’s not
international moving services to clients with the goal of deliver- “My favorite part about moving is helping a family - » working or at a Nats game, ‘s
. . . . . . . . - . . .
ing claimless moves. into a new chapter in their life. I get it all the time — M & you’ll find Gregg enjoys golfing,

people calling me up and saying, ‘T've talked to other fa ] 1" skiing, cooking or spending
“The whole trick to a well-run move is having the estimator or neighbors that had a nightmare move, and it started " L i time at Big Bear Lake in West
surveyor give the right amount of paperwork to the movers, so that new chapter with such craziness. We had such a . Virginia, where he enjoys o

they know what to do. A lot of moving companies don’t talk from  smooth transition and wanted to thank you.” That’s it fishing and relaxing in nature.

estimators to movers. With my company, we have full communi- for me. If I can get more trucks and help more fami-

cation,” Gregg explains. lies that appreciate good work, I'm happy.”

Certified Master Movers also offers some unique services. Gregg For more information, please visit
handles long-distance moves differently than many movers; rather =~ www.certifiedmastermovers.com.
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WHEN IT COMES TO THE
EXTERIORS’
TRUST THE EXPERTS!

e

703-230-ROOF (7663) - www.DryHome.com

45921 Maries Rd, Suite 100 « Sterling, VA 20166 ﬁ @DryHome
Eairfax County, Loudoun County), Arlington County and Prince William County).

Industry Leading Coverage
From the Kitchen
to the Curb™

® Choose Your
Contractor

# Inspection
Guarantee

& REALTOR®
Concierge
Service

% Water
and Sewer
Coverage

Anne Lang ® fward Winning Service
Territory Manager ® | ocal & Long Distance
T03-932-5754 @ Residential & Commercial
alang@arwhome.com ® Secure Storage Facilities

@ Packing Service & Supplies

Gal-l Austin Jacobs

(703) 657-1402

Austin@MyGuysMoving.com

Call or visit 1-B77-ARW-AGNT E' E-..
arwhome.com/realestate =

FREE
Estimates

Scan to Enrell
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CUroIio

Let us do the work for you.

FIX FIRST,
PAY LATER

From repairs and refreshes
to whole-home renovations,
homeowners pay nothing
until their home sells.

Learn more with our free on-demand

curbio.com | 844-944-2

—
R ey
e

POWERED
BY TECH

A modem home improvement
experience that gets you from
proposal to listing 60% faster,
and with peace-of-mind.

TURNKEY
CONCIERGE

Your dedicated Curbio team
takes care of every detail from
proposal to punch-list, saving
you hours and hassles.

overview webinar!
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P> special feature

Written by Jess Wellar

X LEGENDS X
IN REAL ESTATE

On the following pages, NOVA Real Producers is honored to recognize Legends in Real
Estate — icons who have each contributed significantly to the culture and milieu of our NOVA
real estate community through their hard work, perseverance, dedication and mentoring 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!

CASEY

41 years in real estate

Forty-one years and going strong, Casey Samson
says he was always attracted to the financial side of
the real estate industry. “I like that more than I like
showing houses, which is why I am a listing agent,”
he explains. “Prior to real estate, I was a Marine
with the Silent Drill Team.”

In addition to over four decades in real estate,
Casey has also been coaching VYI football and
mentoring youth for just as long and notes his most
important lesson learned when he was just start-
ing out was that “old people don’t like listening to

young people.”

“My most memorable deal was the deal I didn’t do,”
Casey adds. “I was just starting out, and I had a big
listing, and the buyer was coming through me... It
was a monster. The seller decided two weeks before
settlement that they didn’t want to sell and can-

celed the transaction.”

Casey notes his great life success has been help-
ing a massive amount of people with their most
important asset. “We’ve developed policies and
procedures and trained the next generation to make
sure the success happens for years to come,” he
says with pride. “And my secret sauce has been

an ability to price homes and a very sophisticated
marketing plan. I wish real estate training would
focus more on how to properly price, market and
sell homes rather than on how to prospect, brand

and manage teams.”

Given Casey’s expertise and longevity in the busi-

ness, he offers some sage advice to new agents

LEGENDS IN REAL ESTATE

looking to leave their mark: “Work with older
agents,” he suggests. “And the advice I would give
to older agents is to work with younger agents. The

counterbalance is magnificent.”

Casey remarks of his team and family life: “Morgan
and Kelly are some of my top agents, and Kevin is

a pricing expert. We love to hang out and be with
each other. My wife, Carol, is the family CEO, and

we love to travel and hang out with our grandkids.”

“I want to be remembered as someone who looked
out for other people and did the best he could,”

Casey concludes.

“It’s what you learn after you

know it all.”

NOVA Real Producers - 35




39 years in real estate

A third-generation REALTOR®,
James Nellis II has been in the real

estate business since 1994.

“I was a psychology and religion major,
so the interaction with people has
always inspired me,” James explains.
“Also, opportunity and the ability to be
an entrepreneur; from day one, I could

make business decisions.”

James grew up in the family real estate
business. Once he graduated from
Carson-Newman College, he moved
back home to pursue psychology.
However, during that time, James
went full-time in the family business,
and that is when he says he started

to “fall in love with the opportunity,
people, and working with my family

instead of the corporate world.”

“I’'m thankful for the many opportu-
nities I have had to give back in my
career,” James notes. His lengthy

list of service and achievements
include serving on the original Young
Professional Network board, NAR 30
Under 30 Award, RE/MAX Top 100,
KW Top 100, Certified Residential
Specialist National Instructor (CRS)
designation, involvement in the 100th
Home for Charity Program and serv-
ing on the FCA Board of Directors, as
well as the PVI Board of Governors.

“The most important lesson I learned

when I started is that balance is a

36 - August 2022

myth if you want to have early suc-
cess,” James points out. “If you look

at any of the top business owners,
athletes or companies, the early years
require time, effort and focus. Be pre-
pared in your first three to five years in
the business to truly put in all three.”

Of the many successes in James’
life, he says living out his faith and
continuing the family legacy are the
accomplishments he most cherishes.
“This industry allows me to live out
my faith on a daily basis without the
fear of losing my job/career. I can
have symmetry in my personal and
professional life with my approach to
God and business. We work with all
faiths, yet I can be open about what I
personally believe. Being a Christian
is not a requirement to work for The
Nellis Group, yet every person on staff
and client knows that our faith is the

foundation of how we serve others.”

“And it’s an honor to continue what
my great grandfather started on a
farm in Kentucky,” James continues.
“My mother began our generational
business on the East Coast in 1983.
It is with pride and honor that we
continue this legacy (my wife, sister
and her husband have the ability to
continue The Nellis Group). We call
it the X-Factor of every new person
we hire to The Nellis Group. It is the
unique skill set they can bring to fur-
ther broaden and deepen our impact

with others and the local community.”

Given James’ expertise in real estate,

he suggests new agents would do

=« LEGENDS IN REAL ESTATE |, o

well to learn how to generate leads from

day one.

“Every success means you no longer have
an active client... Most people fail in real
estate within three years because once they
sell their family and friends, they run out

of new clients. As leads begin to come in,
many can get complacent or stop full efforts
in reaching out. You need a system/CRM

in order to not forget and continually be in

front of the clients to best serve them.”

James also reveals his secret sauce includes
the grounding power of prayer, combined

with passion and a true love of people.

“I am also a very loyal person and love
being surrounded by family. The opportu-
nity early in my career to work with my
mother and father definitely pushed me
forward and with the long hours that real

estate can take to succeed.”

“I want to be remembered for being a light
in a darkened world,” James concludes.
“And for bringing hope to others and

inspiring change.”

“Walk in
Love.” “Embrace reason, seek truth and

walk in love.”

EY

37 years in real estate

Currently in his 37th year as a REALTOR®, Casey
O’Neal says he got into the business to have the
ability to work for himself.

“I wanted to control my own destiny and earn a
better living than what I was making in my former
career. Prior to real estate, I worked in the con-
struction industry as a union carpenter and was
always intrigued by how homes were built,” Casey
recalls. “I thought about being a home inspector,
although with a back injury, I wanted a less physi-
cally demanding job.”

The most important lesson Casey says he learned
as a new agent back in 1985 was not to be afraid of
hard work. “This was before computers,” he points
out. “And I realized that persistence would be a

requirement for success.”

He also suggests agents just getting into the busi-
ness consider finding a mentor or team to work
with “so you don’t have to start from scratch. It
can be a lonely business, and with the competitive
nature of real estate sales, it’s easier when you can
collaborate with and learn from others who have

been there.”

Casey says he is most proud of his reputation as
a “straight shooter” and for treating everyone the

same. He also shares his secret sauce is “being

non-salesy, patient and respectful” with every

client’s situation.

“That’s what I’d like to most be remembered for,”
Casey adds. “By improving a client’s situation and

leaving them in a better place than before I met them.”

In his spare time, Casey enjoys playing music with
his talented wife, Colleen Shanley.

“I've been with my wife, Colleen, for 43 years. We
are both musicians and have performed together in
various venues in the DMV and have done studio
recording as well. Colleen is a singer/songwriter/
guitarist, and I play the pedal steel guitar, Dobro
guitar and slide guitar,” Casey explains. “I also
have two grown kids, Sarah and Evan, who live in
Arlington. We like going on hikes, bike rides, and
just hanging out together.”

“Treat everyone the way I

would want to be treated if our roles were reversed.”
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DAMON A.

37 years in real estate

In the real estate business since 1985, Damon Nicholas says he
originally obtained his license because he needed flexibility in
his schedule.

“I started part-time, then went full-time because of my son
Danny. He was born with a rare genetic deletion,” Damon
explains. “Prior to joining the real estate sector, I wrote and

designed computer systems for the Treasury Department.”

Damon’s most important lesson learned as a young agent was
having the right mentality. “If you think you can, or you think
you can’t — you’re right!” he declares. “And to new agents just
starting out, I suggest joining a team where you can get great
training. If Michael Jordan hired a personal trainer, I figured I
should, too.”

Damon says he is an active donor for the Make-A-Wish Foundation

after they sent his family on a Make-A-Wish trip one year.

“I asked them if it was okay that I thought my son Danny would
live, and they said ‘Sure.” I have donated to them almost every

year since then.”

Damon credits his son’s condition with having taught him about
empathy, which he notes has been his secret sauce in business.
“I also feel that an important success in my life has been a real
desire to help people.”

“I always say, every year, I see something I have never seen
before,” Damon muses. “One year, right before we were to have
an open house, my sellers sent me a picture of something they
found in their backyard. It was a partially buried mortar round.

I sent the picture to a friend, who immediately told us to call the
bomb squad. What an exciting site — come to an open house with
police and the bomb squad in the yard!”

“Another time, unfortunately, I had a client call me from jail saying

he needed my help to sell his house; it was going to be hard to

continue the payments. That took a lot of coordination, but again,
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we help people any way we can,” Damon continues. “Like
most jobs, it is harder than it seems. It is our job to be like
the swan, looking calm and collected on the surface but

paddling like mad underneath. I love my job!”

Damon has been married to his wonderful wife, Debbie,
for 40 years this October, and the couple has three sons:
Danny, who lives in a group home in Richmond; Ryan,
who is a fantastic member of his father’s real estate
team; and Andrew, who is a high school math teacher in

the Richmond area.

“Debbie and I like to play bridge and travel, and the boys
and I love to play basketball,” Damon notes. “And I just
want to be remembered for being a wonderful husband,
a great father and disciple of Christ.”

“Nothing in this world can take the
place of persistence. Talent will not; nothing is more com-
mon than unsuccessful men with talent. Genius will not;
unrewarded genius is almost a proverb. Education will
not; the world is full of educated derelicts. Persistence
and determination alone are omnipotent.”

— Calvin Coolidge

LILIAN

37 years in real estate

Over 37 years and counting, Lilian Jorgenson says
she was attracted to real estate because “I love
houses and working with people, so this was a great
combination... I enjoy being able to help so many

buyers and sellers with their dream.”

Originally from Denmark, Lilian previously
worked as senior Danish instructor in the State
Department and has lived locally with her hus-
band since 1969. She notes the most important
lesson learned when she was just starting out in

real estate was to work hard.

“Work ethic is everything,” Lillian points out. “It
is the Golden Rule... New agents need to have total

commitment, lots of energy and work.”

Lilian’s credentials as a REALTOR® are superb.

She has consistently been at or near the top of the
Realtors in her company and within the region in
total sales volume and the total number of sales.
Lilian has sold over 2,300 homes for a career volume
of over $1 billion! She is regularly recognized by

the Northern Virginia Association of REALTORS®
as one of the “Top 20 Residential Sales Agents” in
Northern Virginia and by Long & Foster Real Estate
as the “Top Producer” of her office.

, LEGENDS IN REAL ESTATE |

Lilian notes her secret sauce is “happiness” and is celebrating her

60th wedding anniversary with her husband this year.

“T have two children and three grandchildren, and they are the most
important thing in my life,” Lilian says. “And I want to be remem-
bered for being the best agent you could ever work with. Being a
Realtor is a lifestyle, and the people you meet shape you.”

“If it is to be, it is up to me,” and “I did it

my way!”
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LAUREN M.

36 years in real estate

Lauren Kivlighan has been in the business for 36 years and said
she still loves the thrill of putting a deal together. “It’s what
attracted me to real estate in the first place,” Lauren says. “People
and the adrenaline of bringing buyers and sellers together for

happy endings.”

Prior to real estate, Lauren worked as a flight attendant for a
major carrier, a career that allowed her to trot the globe. “I've
traveled the world and I have training in dealing with many
cultures (i.e. Asia, Africa and the Middle East). It is important, in
the world we live in, to educate yourself about other cultures —
it will make you very successful and teach you to always respect

the thought processes of those different from yourself.”

Lauren’s service includes sitting on the Grievance and Arbitration
Committee for five years and chairing the Salvation Army of
Fairfax, Virginia. She is also recognized as a Platinum Producer

with over $30 million in sales.

Of the many lessons Lauren says she has learned over the years,

several rise to the top.

“Be honest, follow up, and be available; you must also surround
yourself with those more knowledgeable than yourself,” she
advises. “My secret sauce is that I have always had a way with
people. For some reason, I gain trust very easily and I never
abuse that trust.”

Lauren’s most memorable deal, she says, was an emotional one.

“It was a strong Falls Church City chief of police (40 years on the
force) that cried at the settlement table,” Lauren recalls. “It was
a family of six and he had lost his wife. This shows everything
we handle in real estate. We deal with marriage, death, divorce,

sibling rivalry... Always something involving high emotion.”
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Lauren says her life successes include owning many
rental properties, investing her own money in the
market, building, and renovating. “I am a K-1 part-
ner with Classic Cottages LLC” she notes. “We built
40 houses in 2021.”

Lauren says of her family, “My father was a dentist
who developed farms in the Shenandoah Valley into
subdivisions. My mother was a professional decora-
tor and designer from New York. She renovated,

designed and built residential properties for years.”

Given Lauren’s expertise, she dishes out some sage
advice for new agents. “Get training and ask for
help,” she suggests. “Also meet face-to-face with
your clients and follow through. Lastly, be grateful

to those that support you and show your gratitude.”

“To be determined.”

PHYLLIS G.

36 years in real estate

In real estate for 36 years and counting, Phyllis
Patterson says her passion for the industry is what
attracted her to the business in the first place, as

well as not wanting “a desk job.”

Prior to getting her license, Phyllis worked on

Capitol Hill for a few years, as well as with the gov-

ernment relations department of a large corporation.

“I am on the board for ACT for Alexandria,” Phyllis
says of her service. “And my team is very involved
with The Seaport Foundation, The Compagna
Center and Inova Hospital. We also give to many

local school fundraisers.”

Phyllis notes the most important lesson learned
from day one as an agent was to never lie. “Your
reputation will follow you in this business. Do your
job and then do more; always work well with the
other agents,” she advises. “If clients and agents do
not believe you stand by your word and trust you,

your business will not succeed.”

Phyllis says she has had plenty of memorable deals
and clients over three and a half decades but shares

arecent story that comes to mind.

“Most recently, a couple changed their minds on
buying the home. They were fully approved to
purchase a few weeks before closing and tried to
get the lender to reject their loan approval,” she
explains. “The sellers had moved to California and

were under contract on another home.”

Regarding her most important success in life,
Phyllis remarks, “Hiring people with integrity and

knowing they will act as I would... And my secret
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sauce has been hard work, going the extra mile, and constant

follow-up.”

Phyllis also strongly advises newer agents to be thorough when
writing contracts, and to be kind to other agents. “We all are
in this together; you don’t need to make the transaction more

stressful,” she points out.

Phyllis says of her family, “We have four kids, two boys and two
girls. Both of my girls, Britt and Paige, work on the team... I never
expected them to want to work in the business, but after college,
they worked in commercial real estate and fundraising for several
years, then asked to join the team. We also have two granddaugh-

ters and another on the way this summer.”

“And I just want to be remembered for my integrity and honesty,”
she adds.

“Exercise every day for mental health.”
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CHRISTINE

34 years in real estate

Christine Richardson has been in the
real estate business for 34 years and
says she originally got licensed to
become her own boss and because she

enjoys working with people.

“I graduated from William and Mary
with a double major in math and com-
puter science, and I spent the next six
years doing software development in
the D.C. area,” Christine recalls. “I
got to work on a project at the White
House, developing software for the
Office of Management and Budget.
One of the fun perks of that job was
getting to watch the Fourth of July
fireworks from the Rose Garden! I
also worked on the ‘Star Wars’ proj-
ect for a while, developing software
for intercepting enemy missiles

before they entered U.S. airspace.”

“As much as I enjoyed the work, I
yearned for more independence and
interaction with people rather than
computers,” she continues. “So when
I was 26 years old, I quit my job and

went to real estate school!”

Currently, Christine is the chair of the
Top Producer Club and also serves at
the state level as chair of the Member
Communications Committee at the
Virginia Association of REALTORS®.
At the National Association of
REALTORSE®, she has been on the
board of directors for five years,
currently serves as a federal political
coordinator, and also serves on the
Meetings and Conference Committee.
Christine says she was honored to

be named REALTOR® of the Year
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for 2020 by NVAR and was inducted
into the NVAR Hall of Fame in 2021.
Christine has also volunteered at

the Northern Virginia Association of
REALTORS® for many years, serving

on a variety of committees and forums.

She was a member of the board of
directors for seven years and served as

president of the association in 2019.

“When I first started out, I learned
that we are in a people business. It’s

really not about houses, but rather the

people who own them and live in them.

And the other agents. And the service
providers, like the attorneys, inspec-
tors, lenders and painters,” Christine
points out. “We have to have great
relationships with all of these people
in order to serve our clients well (and
live a happy life!) A wise person once
told me that all of our opportunities
in life come from our relationships... I

firmly believe that.”

Christine says one of her most mem-
orable deals was helping an NFL foot-
ball player buy a house. “That was

a trip! One of my buyers had a car
accident on the way to closing, and

it turned out the van that hit her was
the courier who was delivering her

loan documents to the title company!”

“But I think the most memorable was a
closing that lasted nine hours! I repre-
sented the buyers. We got to the final
walkthrough the night before closing,
and the tenants were still completely

moved in and living in the house!”

Christine says she feels truly blessed

and always has been.

“I grew up as an Army brat, the middle
child of five, with fabulous loving
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parents. All four of my siblings and their

families live here in Northern Virginia, so

I get to see them all the time. My mom and
dad were married for 58 years until my mom
passed away in 2014. I married my college
sweetheart and couldn’t be happier after 39
years together. We have two terrific grown
children, Timothy and Carly, of whom we

are both so proud,” Christine proclaims.

“My real estate career has also been such a
blessing. I truly love what I do, so it hardly
ever seems like work... Except home
inspections! My career affords me the flex-
ibility to do the other things I want to do,
like travel and volunteer, while still taking
great care of me and my family financially.
My fervent wish is that I will be remem-

bered for helping people.”

“People will forget
what you did. People will forget what you
said. But people will never forget how you

made them feel.” — Maya Angelou

“The time is always right to do what’s
right.” — Martin Luther King

“I have these quotes taped to the edge
of my computer screen, so I never for-
get them. They are both so powerful!”

Christine says.

ROBYN C.

34 years in real estate

Robyn Burdett recalls becoming interested in the
real estate business after being involved in the pro-

cess as a seller 34 years ago.

“I sold two homes and bought one with my hus-
band all in about five months,” Robyn explains. “I
enjoyed the processes, the education part of it and
the fact that each transaction was different — no

two days are exactly alike!”

Prior to real estate, Robyn was the assistant director
of development for the Arthritis Foundation for

the D.C. metro area. She has been recognized as

a Washingtonian Top Agent, Northern Virginia
Magazine Top Agent, a Five-Star Real Estate
Professional, and is currently serving on the board of
directors at Virginia Association of REALTORS®.

“This is actually my second time on the board,”
Robyn points out. “In the past, I have been on the
NVAR Board of Directors, Professional Standards
and Grievance, as well as several other committees
at the VAR.”

Robyn says her most important lesson learned as
anew agent was that you should never put money
before a client’s best interest. “Always focus on the
client, never the money, and everyone wins,” she
advises. “And you have to be coachable. Whether
you have had a previous career or this is your first
job, you have to be willing to take direction from

someone else.”

Robyn also suggests shadowing at least one or two
agents to actually learn what they do before getting

a real estate license.
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“It looks glamorous from the outside, but when you pull back the

curtain, it is a lot of hard work that can be exhausting, frustrating
and overwhelming,” Robyn notes. “I remember interviewing a
woman who wanted to join my team who thought being an agent
would give her more time at home with her family while making
$200,000. I showed her my daily schedule, and she decided her
day job was really good.”

Robyn says she has had many important successes in her life

and feels truly blessed. “Personal successes are my marriage

of 35 years to my best friend, and my incredible daughter.
Professionally, my success has been being able to do a job every
day that I love,” Robyn notes. “I have held every possible job in
real estate except for a principal broker, and I love to train/teach/

coach agents and my clients.”

“If it is to be, it’s up to me,” and ‘Bigger,

better, different’ is my outlook on growth in life,” Robyn says.
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34 years in real estate

Sue Smith has been an active real estate agent for
34 years, but she’s been working since she was a
10-year-old. “I was a papergirl for the News Journal
in Wilmington, Delaware, and delivered 96 papers
daily,” Sue recalls. “I enjoyed working retail during
high school, and working in the restaurant industry

waiting tables during college.”

After college, Sue went to work for Honeywell
Information Systems in Minneapolis, Minnesota,

in the Sales and Technical Support Department for
Mainframe and Personal Computers. But when she
started a family and relocated to Northern Virginia,
she decided it was time to rethink her career and

obtained her real estate license in 1988.

“I was attracted to the flexibility of schedule, an
everlasting career (one that I could engage in for
life), responsibility and ownership of my own des-
tiny, and I love to help others live their best lives,”

Sue explains.

Sue has served her NOVA real estate community in
various ways, including as past president of DAAR
(2014), DAAR Board of Directors (2007-2015),
DAAR Nominating Committee (2021), past member
of MRIS Board of Directors, and is a NVAR Top
Producer and founding member COMPASS Real

Estate in Loudoun County.

As Sue reflects on almost three and a half decades
as an agent, she notes, “I’ve learned many lessons
from this industry, but the most important ones
are: to be focused, stay humble, work hard, be
truthful, maintain important relationships, and

listen to your instincts.”
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Sue says of her most memorable client: “Bob chose me to help
him sell his home in Herndon — a listing that no one wanted. I
listed the property; it sold quickly, and at settlement, Bob had a
panic attack. I took Bob to the parking lot where he told me that
he had “nowhere to go.” The rental home that he was moving
into fell through, and he did not know what to do. I told Bob that
I would find him a home that night, and after settlement I went
to work to find Bob a rental that would accept numerous cats! I
found one, he moved in, and he called me after five years to pur-
chase the property from the landlord, which I facilitated.”

Sue continues, “Bob called me every Christmas to say ‘Thank
you,” check on me, and to let me know how grateful he was for my
help that day. I recently resold the property for Bob’s family after
his passing, and they have become friends of mine as well. I will
always be grateful to Bob for his kindness and trust. He made an

impact on me!”

Sue lives with her husband Charlie in Hamilton, Virginia, and
within one mile of both of her children, Bryan and Krissy, who

she considers her “greatest life gifts.”

“We all work together on The Sue Smith Team. Charlie has his bro-
ker’s license, Bryan is a Realtor, and Krissy is our transaction man-
ager and owner of Real Advantage Transaction Management. I love
working with the family and do not want to do this without them!
Bryan and Krissy are the legacy of the Sue Smith Team, and I am

honored that they want to take the business forward in the future.”

“Stay the course!” and “Don’t have a pissing
contest with a skunk.” (A quote from my father, Frank W. Grant.)

KELLY L.

31 years in real estate

Real estate runs in Kelly Gaitten’s family.

“My family owns properties in historic Occoquan. My
father was an electrician and entrepreneur. He ran a
successful business and bought properties in town, fixed
them up and rented them out,” Kelly explains. “My mom
is a bookkeeper and excellent financial manager. She
always took care of the business side while my dad did

the repairs and managed the buildings.”

“My parents had more properties, but when my dad
passed away in 1991, a few of the properties were sold,”
Kelly continues. “Mom still has two commercial/resi-
dential buildings and is going strong at 79 years old. She

inspires me every single day.”
y Y-

Licensed in 1991, Kelly’s professional experience
includes 10 years in the corporate world with Freddie
Mac and AOL. Kelly also served as executive assistant
for the owner of a civil engineering firm, as director of
marketing and sales for award-winning home builder,
Lauten Construction, and worked for a builder, as well

as a top-producing agent.

“I realized that I should be selling real estate full-time
once I started working in the office of the Realtor, but I
was terrified to work on straight commission without a
net,” she explains. “The most important lesson I learned
starting out, though, is to always believe in yourself and

take care of people.”

Kelly also offers some great advice for agents young
and old alike: “Don’t rely on social media to meet new
people and grow your business. Go out and spend time
with your neighbors, friends and family. I am a huge
social media person and I cover all of the social media
with my business, but that only reinforces, not makes
my relationships. People are important. Make them feel
that way. Your time is valuable and when you give it to

people, it matters to them.”

Kelly also notes her biggest life success is her family,

no contest. “I have an incredible family and story.
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I was adopted at birth in 1966. My adopted family, in Occoquan,
are really the heart of who I am. I hate to say ‘adopted family’
because I feel that I am theirs and they are mine... I love them
to the moon and back. However, at the age of 40, I was having a

medical issue and needed family medical history,” Kelly recalls.

“I started my search in 2010 and hit roadblocks because the D.C.
courts sealed my records. I didn’t know at the time, but my biological
mother died in 2010 and could not respond to the court filing to open
my file. She had listed “Father unknown” on the birth certificate.
With the help of Ancestry, I finally found all of my biological family
in 2016, to include my father (who never knew about me), four half
siblings, numerous aunts/uncles/cousins/nieces and nephews. I
finally get to see people who look like me, and now I have a great big,

gigantic family — biological and adopted — who love me.”

Kelly is a proud member of DAAR and NAR, has served on the
Leesburg Architectural Review Board and the Town of Hamilton
Board of Zoning, and supports Sunshine Kids, Hero Homes, LAWS
Women’s Shelter, and numerous animal shelters, including FOHA,
Loudoun Animal shelter and Middleburg Humane Society.

“I've learned that people will forget what
you said, people will forget what you did, but people will never
forget how you made them feel.” —Maya Angelou

NOVA Real Producers - 49



SUE
GOODHART

The Goodhart Group
Compass

30 years in real estate

“I've been in the business for 30 years,” Sue
Goodhart notes. “I thought getting into the real
estate profession was a great way to help people...
Prior to that, my husband and I owned a small busi-

ness in Old Town Alexandria.”

Sue has been recognized as a Top Producer and
Top Team Leader at Compass, as well as one of
RealTrends Top 50 Mid-Sized Teams. Her charity
involvement includes being on the boards of

St. Coletta of Greater Washington, Campagna
Center, Choral Arts, and The Alexandria

Chamber of Commerce.

“The most important lesson I learned when I was
just starting out in real estate was never give up!”
Sue advises. “I also recommend that newer agents
treat it like a business to succeed; you are a busi-

ness owner and not a real estate agent.”

Sue says her secret sauce for success is simply
empathy, and that “raising two outstanding daugh-
ters and being a part of the community” have been
her most important life successes.
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“My husband Marty and I have two daughters,

Allison and Amanda, and they have given us

three beautiful grandsons, Brooks, Wesley,
and Chase; and another one is on the way,” Sue
explains with delight.

“I just want to be remembered for helping people
transition to the next phase of their lives.”

@realproducers

GREG A.

WELLS

The Greg Wells Team
Keller Williams Realty — Loudoun Gateway

26 years in real estate

“I've always had a personal love for and interest in
real estate. I've been in this business for 26 years,
nine of which I spent in the new home industry
selling for Toll Brothers,” Greg Wells explains. “The

other 17 years have been in the resale market.”

“I still love the business and helping people achieve
their real estate goals and needs,” Greg continues.
“I wake up every day with the same level of excite-
ment and enthusiasm for real estate that I had from

day one.”

From a young age, Greg held various jobs in sales
and marketing and decided to leverage that expe-
rience with his knowledge of the local market.
Starting out, one of the first lessons Greg says he
learned was patience. “I learned right away that
real estate requires a LOT of patience; this is a
long-term business founded on solid relationships
and consistent care,” he points out. “And I would
advise newer agents to focus on learning, and then

never stop learning.”

Greg is very active in charity work and giving
back to his community. Every year, his team
hosts a charity golf tournament benefiting those
in need. “Throughout my career, I've also helped

to raise money for Children’s Miracle Network

realproducersmag.com

and have hosted a Toys for Tots drive during

the holiday season. My latest charity initiative

is called The Gratitude Project, which directs

a portion of all of my commissions to our local
heroes — teachers, hospitals, law enforcement,
first responders, and veterans. I work closely
with the Boulder Crest Foundation and volunteer
there regularly,” Greg adds.

The most memorable deal Greg says he has done in
his career wasn’t hard to recall. “I had the honor
and privilege of helping my daughter, Colby, and
her husband, Ben, purchase their first home after
relocating back to the area,” Greg smiles. “And just
in time for their first baby!”

On a personal level, Greg says his greatest life suc-
cesses were getting married to his “buddy,” Maura,
being a father to Colby, and becoming a grandfather to
Haven. “On a professional level, though, I was named
one of the Top 100 RE/MAX Agents in the world.”

“Client care is key in this business, as well as being
truly invested in your clients’ success and happiness,”
Greg advises. “If you care for your clients like they

are friends and family, they will sing your praises and
you can build your business on word of mouth and
repeat clients ... and I most want to be remembered for

always treating people fairly and honestly.”

Favorite quote/motto: “My worst day is 10 times

better than a lot of people’s best day.”
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25 years in real estate

“This industry moves fast and is always changing.
I get bored quickly and constantly need to be chal-
lenged,” Jeddie Busch explains. “I started in the
real estate business 25 years ago on the mortgage
side as a processor, and moved into the closing
department with my final stop as an underwriter.

I was completing my MBA while working on the
finance side of the business and, upon graduating, I
was hired by Freddie Mac.”

“As most know, I have a special-needs child,” she
continues. “I always thought I would have a corner
office at Freddie Mac, but there was not enough
FMLA in the world for me to take care of my middle

son. That is why I became an agent.”

Last year, Jeddie was the number one Hispanic
REALTOR® in the state of Virginia and number 25

in the nation.

“As a Latina, I am very proud of this award,” Jeddie
beams. “I also love to support Mobile Hope and the
World Wildlife Fund.”

Jeddie notes one of the most important lessons she
learned when she was just starting out was that

curtain rods are a fixture to a house.

“One of my first listings had Restoration Hardware

curtain rods. The client was moving out of state and
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packed everything, including the curtain rods, and even
a used doormat! The buyer was very much into those
curtain rods. The seller refused to return them, so I

ended up replacing the rods!” she chuckles.

Jeddie says of her most important successes, “Finishing
my MBA in two years while working full-time and main-
taining an ‘A’ average — this taught me that anything in
life is possible if you work hard. And also, my amazing
husband and boys — family truly is a support network
and I could not do this job without them.”

Jeddie shares some advice for newer agents, pointing
out: “It takes a while to get the million-dollar listings.
Trust your connections and sphere of influence above all
else. I do not pay for internet leads, and I have not tried
farming. I rely on my network. It really is a lead-gener-
ating machine... And my secret sauce is that I provide

an exceptional level of customer service. My clients can

always get in touch with me.”

When Jeddie isn’t busy helping clients, she enjoys
spending time with her husband, Jeff, and their three
sons, Jay (16), Colin (15), and Preston (11).

“We enjoy swimming in our pool, making s’mores
around the fire, watching movies, and playing with our
two Newfoundland dogs,” Jeddie adds. “We also love to
watch football!”

“Everyone has a plan until they

get punched in the mouth.” —AMike Tyson

CATHY

24 years in real estate

Cathy Poungmalai has been selling homes for over two decades,
and says she was originally drawn to her career by working at a

title company.

“Although I had a BFA in fine arts and graphic design, in the mid-
’90s, I was drawn to selling environmentally conscious products
for a network marketing company, which led me from Colorado
to Virginia,” Cathy explains. “I was also working part-time at

a title company, where I watched numerous real estate trans-
actions occur and realized that if I was to sell anything else, I

believed I could get passionate about selling homes.”

While Cathy was working at the title company part-time, she was
also working full-time serving at Maggiano’s Italian restaurant in

Tyson’s Corner.

“Although my degree was in graphic design and fine arts, I was
more attracted to sales and serving people. I also had more of

an entrepreneur’s spirit and did not see myself working for a
company or holding a corporate type of job. I got my license at
Weichert, REALTORS® in Tyson’s, which was within a five-min-
ute drive of both the title company and Maggiano’s so that I could

easily get to work while I started selling homes.”

“My first client was a waiter who had encouraged me to hurry up
and get my license so he could buy a home through me,” Cathy
continues. “That helped me have my first early sale. Eventually, I
also ended up selling and buying my general manager’s house by
paying the highest escalated price out of eight offers I produced
for his home. As soon as I settled, I gave my notice to Maggiano’s
and started selling full-time.”

Cathy has been recognized as an NVAR Diamond Top Producer,
a lifetime member of the International Association of Home

Staging Professionals, and is a senior real estate specialist.

“My first mentor taught me several important lessons,” Cathy
recalls. “First, that buyers and sellers come and go, but the
professionals you work with will see you again and never forget.
Secondly, integrity is the most important thing in this business.

And lastly, get excited, get started, and never quit.”

, LEGENDS IN REAL ESTATE

Cathy says having and raising her daughter, believing
in herself, and finding her biological father in three
days, once she set her mind to it, have been the most
important successes in her life. She also notes her
secret sauce recipe to a successful sale includes
“always having my client’s best interest in mind,
leveraging professional home staging with proper

pricing, top-notch marketing, and negotiations.”

Cathy was born in Thailand and raised in a military
family. “My stepfather, Larry, was a fighter pilot in
the Air Force. My biological father, Ivar, whom I
found within my first year of selling homes, was also
an Air America pilot during the war. Interesting fact:
he was from Virginia, was an honored Marine Corps
Silent Guard, was later a pilot with Air America, and,
after leaving the military, was selling real estate and
appraising properties in Northern Virginia for over
18 years. After my first failed marriage in my 20s, I
waited 10 years to get married again in my mid-30s
and had my daughter, Mia, at the age of 38. I was a
late mom, and a thankful one to have helped create
such a beautiful and amazing daughter. I most want
to be remembered as a role model for my daughter,
family, community members, associates, and friends,
and also for having been able to change people’s lives
through selling homes.”

“Who do you choose to be?”
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24 years in real estate

Jay D’Alessandro has been in the real estate
business for 24 years and still loves being an

entrepreneur.

“Real estate allows growth opportunities beyond
selling homes,” Jay explains. “My real estate team
environment also allows me to help and teach
other agents to grow their business in real estate
and wealth through home ownership and invest-

ment properties.”

Prior to real estate, Jay was a high school teacher
and soccer coach. He says his most important les-

son learned was the importance of being on a team.

“I started real estate on a team 24 years ago and
never left the team. Eventually, I became the
owner of the team,” Jay recalls. “The team envi-
ronment allowed me to thrive and have a commu-
nity to learn... And that is my greatest success,
growing a team from 16 agents to nearly 40 agents

who are producing.”

“My most memorable deal was buying a commercial
property and partnering with some of the agents on

the team to create long-term revenue,” he adds.

Jay can’t stress enough the importance of joining a

team if a new agent wants to succeed.
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“Don’t spend money on leads unless you know how
to talk to them and are disciplined to follow up. Get
on a team and then treat it like a business and set a

schedule and follow it,” Jay advises.

“At first, my secret sauce was sheer determination
to work as hard and long as needed to succeed. Over
the years, it has grown into leveraging and identi-
fying talented people and allowing them power and
flexibility to grow into leadership positions on the
team,” Jay notes. “Like me, many people who came
to the team have never left and now are in leadership

positions mentoring others to success.”

Jay says of his family life, “Lori is my wife; Sam,
Ellie, PJ, and Mikey are my kids, and we’re all busy

doing school and working hard.”

We get to live one life, and I've learned over the
years that I am the happiest when I am learning
and helping others,” Jay concludes. “This business
allows me to do both. The changing market never
lets me settle for how it was done in the past, and I
must strive to adapt, learn, and be nimble. I am also
responsible for helping others to adapt and change
and challenge them to get out of their comfort zone
and develop their own way. The opportunity to do

that is something that I cherish and never tire of.”

“Whenever you feel like
criticizing anyone, just remember that all the peo-
ple in this world haven’t had the advantages that

you’ve had.”

T 1

-

23 years in real estate

Nearing her 23rd year in the busi-
ness, Janet Brinck says she was
attracted to real estate at a very
early age because it allowed her to
have her own business with rela-

tively little investment.

“It had an unlimited income potential,
a flexible schedule, and afforded me
the opportunity to work with people,”
Janet explains. “And as an extravert,

this was really important to me.”

Janet graduated from Virginia Tech in
1997 with a degree in political science
with a pre-law concentration. “I was
originally studying for the LSAT after
graduation, but after working with a
commercial real estate firm for a few
months, I got a taste of the corporate
world. I was making enough money
to upgrade my meals from cereal and
SpaghettiOs, and decided that I really
didn’t want to go back to law school,”
she laughs.

Janet has been a lifetime member of
the NVAR Top Producers Club and
has ranked within the Top 1 percent
of REALTORS® in the nation since

her second year in real estate.

“I’ve achieved various recognitions
and awards over the years, but I

am most proud of the philanthropic
work my team has done through our
501(c)(3), Dwellus Gives, and the
ministry work I get to do through my

church,” Janet notes.
“As a team, we have
given back almost a
half a million dollars to
various charities in the

D.C. metro area.”

Janet says her most
important lesson
learned from the very
beginning was to “not
wait” until she felt she
had mastered the art

of selling real estate
before getting out there
and doing it.

“There was very little
formal training when I
got into the business,
so it was a lot of trial
and error at first,”
Janet points out. “So,
my strategy was: shoot
from the hip, ‘fake it ‘til
you make it,” and just
try to help people along
the way. I see a lot of
new agents not wanting
to get out there because
they feel like they need
to know it all before
asking if they can help
people with their real
estate needs. I learned

to ‘just do it!”

“Though the most
important successes in
my life have not been
about how much money

I could make or how

many houses I could sell (though I have to admit,

that was my focus when I started at 23 years old),”
Janet continues, “the success that I value most has
been the lives that I truly feel I have impacted. Once
I got to a certain point in my career, my passion
became more about coaching and training agents to
succeed. Watching them hit their goals and how that

impacts their lives and families is what I enjoy most.”

“Honestly, the key to my success has been getting
out of my own head and out of my own way! The
‘secret sauce’ is simple: It is not about ME. It is
about THEM,” Janet emphasizes. “It used to be
very scary to lead-generate before realizing that it

is about helping people.”

Janet describes her family as a ‘clown car’ of seven,
including her husband, Arne, and five kids, ranging
in age from 11 to 18 years old.

“It is constant chaos, and I love it,” Janet chuckles.
“Between sports activities, work schedules, and
social calendars, it is hard to get us all in the same
room most of the time; but when we do, it is a lot of

laughter and giving each other a hard time!”

“God, Family, Business — in
that order,” says Janet. “When I feel aligned with
my priorities in this order, I feel like there is abso-

lutely nothing that I cannot do.”
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22 years in real estate

In the real estate business since 2000,
Bic DeCaro says she was attracted

to “the endless opportunities” in the
industry. “I also love being able to
work with people on a very personal
level and helping them with one of
their most important and valuable

assets, their home,” she adds.

Prior to real estate, Bic worked at

a car rental company and in health
care for a few years. She also notes
her upbringing in Vietnam has been a

major contributor to her work ethic.

“I believe my perseverance, grit,
optimism, determination, and nev-
er-give-up attitude are results of what
my family had to endure when we

left Vietnam as refugees in 1975,” Bic
explains. “Real estate can be tough and
challenging at times, but the good far
outweighs the bad. I'm always looking
for the silver lining in any tough situ-
ation and work hard to overcome any

obstacles that come my way.”

“For example, when the market
crashed in 2007 and business suf-
fered, many agents left the industry.
Rather than give up, I decided to go
all-in and invested in more education
and training,” she recalls. “I earned
my Certified Residential Specialist
and Accredited Buyer Representation
designations in 2008 and hired a
coach shortly thereafter. When the
market turned around, I was ready for
it. ‘Luck happens when preparation

295

meets opportunity.
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Bic is an active mem-
ber of Zillow’s Agent
Advisory Board, Cape
Ivy Board of Directors,
a graduate of NVAR
Leadership Academy,
past chair of NVAR’s
Community Outreach
Committee and NVAR’s
Vietnamese Realtor
Forum, and has received
RealTrends award for
America’s Best Real
Estate Professionals,
as well as eXp Realty’s
ICON Award.

Bic notes that maintain-
ing a healthy work-life
balance is important to
her and one of the rea-

sons why she has a team.

“Growing up, my
parents rarely went

on vacations with us,
not because they didn’t
want to, but because
they were always work-
ing so hard and making
sacrifices to provide us
with the best oppor-
tunities,” Bic explains.
“My dad passed away
when I was 20, and his
passing was really hard
on my family and has
influenced how I try to
live my life today. Now
that I have my own
children, I try to create
special moments and
experiences for them

and my family.”

LEGENDS IN REAL ESTATE

Bic has plenty of advice for new agents and advises

they need not worry about having all the answers
right away, but they should be resourceful, good at

problem solving, and willing to take action quickly.

“Be very intentional with your time and the choices
you make on how and who you spend it with. Commit
to making sacrifices early to focus on your business,
and think of the compound effect,” she suggests.
“Lead with your heart, always hustle, and provide the
highest level of service. If you do the right thing, the
opportunities and money will follow. Everyone has
their own unique journey, and accountability is so

important — it is the highest form of love.”

Bic has been married to her husband Brandon for
19 years and the couple has two beautiful children,
Madison (16) and Luke (14).

“I want to be remembered for always being there
for people, especially in their time of need,” Bic
concludes, “and for being a person with high integ-
rity and a big heart ... someone that my children and

family would be proud of.”

“Spread love everywhere you
go. Let no one ever come to you without leaving

happier.” —Mother Teresa

_l

22 years in real estate

“In 2000, I made the decision to join my mother, Penny
Yerks, at her real estate team that was number one in
Weichert, REALTORS® nationwide for many years,”
Piper Yerks says of career choice. “From there, I worked
full-time with my mother until she retired in 2019 and

have since continued her work in the field.”

“When I started to grow my own family, I realized how
important building a home truly was. I was inspired by
the work my mother had done for over 20 years and I
wanted to learn more from her and get future involve-

ment in my community,” she adds.

Piper began her career in federal information technol-

ogy, working in that sector for almost a decade.

“With the start of the internet, it was an amazing time
to be in the technology business. I worked as the senior
vice president at Federal Sources and ran an organiza-
tion of 60 employees. However, after I had my second
child and my mother had tragically lost her business
partner, I decided to put family first and help my mother
grow her real estate business. It was a decision I never

regretted,” Piper notes.

Piper is actively involved in her community, as well
as serving her real estate peers. She has been on the
INOVA Hospital Board and has chaired many events.

“I have also been the chair of the McLean Project for the
Arts (MPA) and continue to serve on their board. I have
done work for St. Jude, a cause I care deeply about, in
the form of events and fundraisers,” Piper explains. “My
family, the Yerks, have always been very active with
veterans as many of my family members have served,
themselves. Personally, I have always been a huge sup-
porter of the USO and worked to fundraise for military
families. Additionally, I have served in numerous posi-

tions for my three children’s schools.”

Piper says her most
important lesson
learned was to be a
reliable, hardworking
agent to her clients
from day one, and her
secret sauce is simply
a solid work ethic and
protecting clients while

having fun.

“With that, I have
always made an effort
to look towards the
agents who ran suc-
cessful teams and learn
everything I could from
them,” Piper points

out. “And my advice to
newer agents would be
to find a team or a men-
tor that you feel you
can work well with. You
learn something new in
this business every day.
Work the network that
you have and under-
stand your marketplace
too — every house and

every street.”

LEGENDS IN REAL ESTATE

Piper says of her family life: “My

mother, Penny Yerks, is an icon in
this business, and I was lucky enough
to work alongside her for 19 years.
Together, we made $2.5 billion in
career sales. I am an only child, so

I grew up hearing about real estate
since I was in grade school. My father,
Austin Yerks, was in the federal
technology industry and ran defense
for a computer science corporation.
Watching my parents grow their
careers was a great learning experi-
ence and also allowed me to build a
vast network within the DMV. I have
seven children in a blended family

that keeps me very busy and active.”

“I want to be remembered for my
integrity and being a whole lot of fun,”
Piper concludes. “Real estate is an
exciting business that gives endless
opportunities for so many people.
However, those opportunities are most
available to those who work hard and

work with honesty and integrity.”

“You can’t

shoot a moose sitting in the lodge.”
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21 years in real estate

A licensed agent for
21 years and counting,
George Mrad says he
initially chose real
estate because it was
important for him to

create his own path.

“After receiving my
bachelor’s degree

from George Mason in
management, I was at a
crossroads of entering
a close family friend’s
mortgage business

on the lending side

or joining one of my
former personal train-
ing client’s real estate
business, as she had
just started to establish
anew team,” George
recalls. “I ended up tak-
ing a chance and joining
as her first agent. The
opportunity for more
personal interaction
with people and the
negotiation intrigued
me more ... and the rest

is history.”

Prior to real estate,
George worked as
a security officer at

various nightclubs and
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bars in the D.C. area, as well as a top
personal trainer at Gold’s Gym in
Annandale, where he met his eventual

real estate mentor.

George has been recognized as a
top-producing REALTOR® by The
Washingtonian, the Northern Virginia

Magazine, and Virginia Top Realtors.

“Always take any opportunity to be
the hero. You never know who will
take notice,” George advises. “The
second settlement I ever attended
with my mentor, we were repre-
senting the seller and we were at
the closing table with the buyer. It
turns out the seller had a sentimen-
tal attachment to their mailbox and
decided to take it ... and, of course, it
became an issue at the walk-through
prior to settlement. In order to make
all parties happy, my mentor called
our handyman and asked him to
please go to Home Depot, get the nic-
est mailbox they had, and go install
at the property — and everyone was
happy. Four years later, I received a
lead call from a potential seller and
it was the former buyer who had
purchased that listing!”

George says he’s had a lot of proud
moments in real estate, but first

and foremost, his most important
successes are his two beautiful sons,
Nicholas and Anthony.

“They are my greatest gifts, and being
their father is, by far, my greatest

, LEGENDS IN REAL ESTATE

accomplishment. After that, starting a business and

brand that others can be proud to be a part of, and
creating an environment to enable others to grow
and prosper, both professionally as well as person-

ally,” George notes.

“Keep growing and strive for self mastery; always
be in a learning mindset to continue to evolve and
grow,” George counsels. “My secret sauce is con-
necting with people in any way I can. Something
my mentor told me early on was, ‘They don’t care
how much you know till they know how much

192

you care

“If you do the easy things in
life, then life will be hard; if you do the hard things

in life, then life will be easy.”

TOM

21 years in real estate

“Originally, I got my license to flip properties, then
Iloved everything about real estate and decided to
go full-time,” Tom Francis explains. “I was an area
supervisor for 7he Washington Post, and started a
landscaping company... But once I started having

success flipping, I left both jobs.”

Tom is a member of NVAR and has been serv-
ing as chair of Keller Williams McLean’s Culture
Committee for a dozen years. He was also named
the Virginia/West Virginia Region Cultural
Ambassador in 2012.

“The most important lesson I learned when I started
out was to master one thing before trying something
new,” Tom recalls. “There are so many ways to do
real estate at a high level. Pick something you love
doing and grow your business around that which
you love. Master that, then try new things instead of

jumping from one thing to another.”

Tom’s secret sauce includes getting advice from
agents who have already achieved what he wanted to
achieve, finding out his ‘Big Why’, and taking time to
hire the right people to work with and then helping
them reach their goals. “Treat them the way you
want to be treated,” he adds. “The sky’s the limit.”

“One of my most memorable deals was my first
new home sale,” Tom continues. “It was my first
sale for over $1.5 million in 2006. The house was
a new home that my brother-in-law, Kevin Shiner,

and I had built as a spec home. It was very exciting

, LEGENDS IN REAL ESTATE |

making all the decisions and selections for the house in hopes
that it would sell for a price that would make the project success-
ful. Everything went smoothly, the house sold, and a few years
later, the buyer that bought the house asked me to help them sell

the house when they decided to move. So I sold it twice.”

Tom notes he has been extremely blessed with a remarkable
wife, who he has been married to for over 35 years, as well as 10

wonderful children.

“My oldest son is a priest. Four of my daughters are married to
great guys, and my wife and I will soon have 10 grandchildren.
We all enjoy family vacations at the beach, skiing, family games,
and attending everything Irish dance... All eight of my daughters
compete in Irish dance locally, around the country, and some-
times internationally,” Tom says. “My family is my whole world,

and our faith is the center of everything we do.”

“Business-wise, I'm proud that my business has grown larger
every year since I have been in business. Now that I'm doing
more business and have a fantastic small team, I have a growing
business but more time with my family,” Tom concludes. “And I
want to be remembered as a person who had a positive impact on

the lives of anyone who knew me.”

“Serving rather than selling,” and “Keep

your life in balance: God, family, then business.”
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Dear Top Producing Real Estate Agents,

We would like to partner with you. We are looking for several teardowns in the NOVA area.
Please contact us if you have any leads, and you will be listing the new house when it is completed.
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Throughout Gregg Day's 37-year career in the moving
business, client satisfaction has been his main focus.
Starting out packing trucks, working his way to become
a top estimator and now the owner of Certified Master
Movers, his focus remains on the most important aspect
of his job — his clients.

LOCAL, LONG DISTANCE AND INTERNATIONAL MOVING EXPERTS

LET'S MOVE! CALL TODAY: 703.704.5127 | certifiedmastermovers.com



JENNIFER

21 years in real estate

In the business for 21 years now, Jennifer Young says she became
intrigued by real estate after having a wonderful classroom

experience.

“An awesome, strong business woman was teaching real estate
classes in the evening while I was in college at George Mason
University. I attended her night classes and was extremely
impressed with her,” Jennifer explains. “I was intrigued that she
was a broker, sales person, and investor, and that there was so

much more to real estate than I ever realized.”

Jennifer notes that her Keller Williams team is very involved
in the community, organizing clothes and toy drives a couple of

times a year for the underprivileged in Prince William County.

“Our team also participates in many charity events, locally and
regionally, throughout the year. Additionally, we donate a portion
of each sale to Alex’s Army, an amazing organization that is in the
fight against childhood cancer,” she adds.

The most important lesson Jennifer says she learned when she

started was to keep your word and learn along the way.

“Always follow through with what you say you are going to do,
and just “make it happen,” she says. “Additionally, be prepared to
do your homework, but also, don’t get trapped in the ‘ready aim,
ready aim’ mindset, thinking you need to know everything before
you can get out there and start helping people,” Jennifer advises.
“Sometimes, you’ll find out some information later and need to
circle back, but don’t be afraid to go after it while you are young
and inexperienced. Otherwise, you won’t learn and grow. Lastly,
always treat each client and deal with the same high standards,

no matter the price range.”

Jennifer says her most important successes include working hard

and staying positive, no matter what happens.

“I strive to always be kind and positive even in difficult situations.

If you do the work and convey the messages you need to while
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staying kind and positive, you will help a lot of people
and make this fast-paced job so much more fun for your-

self and everyone involved,” she points out.

Jennifer also suggests new agents focus on working

their sphere of influence to drum up business.

“Do open houses when you can, follow up, and go after
any opportunity you run into or that is handed your way
even if it’s two hours away or a rental. You have to start
helping people, giving them great service, and getting in

opportunity’s way,” she notes.

Jennifer reveals her secret sauce includes “consistent
lead-generation. (Thanks, Gary Keller, for always teach-
ing us this is the most important factor in maintaining

a sustainable business!) Additionally, taking care of my
clients, keeping in touch, and doing the right thing.”

Jennifer says her family is her “Why” to keep her moti-
vated. “I have three amazing boys and a great family that
is my world. We love to go on mini-adventures to the
mountains, the beach, fishing, and swimming, to name a

few of our favorites.”

“I want to be remembered for helping people and being
kind to everyone, no matter who they are, whether they’re
a seasoned agent or a new agent, a 100,000-dollar client
or a 1 million-dollar one,” Jennifer concludes. “Everyone

deserves to be treated the same, no matter their standing.”

“Make it happen,” and “Work hard

and be nice!”

JENNIFER

20 years in real estate

In the business for two decades now, Jennifer Dorn was

first attracted to real estate as a teenager.

“I always loved the idea of investing in real estate when
I was young,” Jennifer recalls. “I was fascinated with the
many different styles of homes and their architecture,
and I was also attracted to the opportunity to make a

nice living.”

Prior to becoming an agent, Jennifer worked as an
executive and legal secretary after graduating from the
Washington School for Secretaries. She worked for
many years as an admin but noted she has always had an
entrepreneurial spirit, and eventually started her own
secretarial business.

Jennifer is a member of the Prince William Association
of REALTORS®, Virginia Association of REALTORS®,
Greater Capital Area Association of REALTORS®, and,
of course, the National Association of REALTORS®.

She has consistently achieved the Top Producer Award
for PWAR, Lifetime Top Producer Award for PWAR,
Chairman’s Award with Berkshire Hathaway, Northern
Virginia Magazine’s Top Producing Real Estate Teams
(2015 to present), and Samson Properties’ Platinum Club.

“The Agent4ThePeople Team has been a huge supporter
of the local food pantry in Prince William County, and
has supported the Swans Creek Elementary School with
an annual backpack-and-school-supplies drive,” Jennifer
says proudly. “We are also proud supporters of Gateway
to Missions, which helps to support, train, and mentor

orphans in Uganda.”

Jennifer points out her most important lesson learned,
early on, was that real estate wasn’t just a get-rich-quick
business. “I learned right away that in real estate, just like
anything in life, you must be committed and work hard to
achieve the success you desire,” she advises. “New agents

must take their time to sincerely learn the business and
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develop their niche market. Partner with a seasoned agent and/or

team that can mentor to help you learn the business.”

When Jennifer isn’t busy being a real estate legend, she says she
enjoys spending time with her husband Alan “chillaxing at home,
or on the deck listening to music while taking in the beauty of

nature” in their backyard.

“We love traveling the world and experiencing new adventures
together, going to jazz concerts, and taking in all of the sights
around the great DMV with our two furbabies, Ringo and Kadan,
and our niece, Olivia, whom my husband and I are raising,”
Jennifer adds. “I also truly love working with my son, Jeremiah,
as a partner building our business together — it is one of the best
opportunities I could have ever imagined, and traveling to Atlanta

to visit my daughter, Christian, and son-in-law, Collins.”

“I feel the most important successes in my life are, number one,
my faith, and secondly, being a mom, wife, and auntie. Family is
everything to me. Having two successful children and a loving and
supportive husband is my most important success, but growing

a business in real estate and helping families complete my suc-
cesses,” Jennifer concludes. “And my secret sauce is my husband.
He has been my constant support throughout my career. Alan has

always been my greatest cheerleader and greatest encourager.”

“Do what I need to do so I can do what I
want to do. Success and convenience do not go together.”
—Les Brown
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KAREN

20 years in real estate

Now entering her 20th year in the business, Karen Briscoe says
she began her career “in the dirt” as a real estate developer in

Dallas after graduating from college.

“So you could say I've always had my feet in real estate!” she
points out with a laugh. “Andy and I met and were married in
Dallas. His career in public policy brought us to the D.C. area,

and we moved to McLean in 1994.”

Due to her husband’s travel schedule, Karen was the primary
caregiver to their two children for over a dozen years. When she
decided it was time to return to the workforce full-time in the
early 2000s, she worked on the commercial side of real estate for
a tech company managing the sales, engineers, and warehouse

offices nationwide.

“The tech bust was a challenging time so someone suggested 1
‘try’ residential real estate, given that I already had my real estate
license,” Karen recalls. “And I truly found my niche as I discov-
ered that I possess both the hard skills from commercial experi-
ences of negotiations, market knowledge, and strategy, and the
soft skills of caring for people in transition that are key to helping

people with their residential needs.”

Karen is the creator of the transformative “5-Minute Success”
concept, the author of four books, host of the 5-Minute Success
podcast, and a productivity coach. Karen and her family are
actively involved in their community church, Trinity UMC, as
well as the Share Food Bank and McLean Project for the Arts.
Karen has also served on the board of Lift Me Up in Great Falls, a

therapeutic equestrian program.
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Karen notes her most important lesson learned as a
real estate rookie was that “in order to help some-
one with their real estate needs, it was up to me to
make them aware I was there to serve them.” Given
her expertise, she also offers some sound advice to

new agents and reveals her secret sauce.

“Your ‘Why’ matters, and in many cases, goes
beyond liking people and houses,” Karen points out.
“What I have found is that those who achieve suc-
cess at a high level over time have an inner drive...
My own secret sauce has been consistent lead-gen-
eration by tracking! Every working day, I contact
five ‘leads’ who are either past clients, my sphere of
influence, or someone who has reached out with a

real estate need.”

“My professional success as a mega real estate
agent has led to the ability to make a greater impact
on the community and to improve people’s lives,”

she concludes.

“Things happen for a reason
and I get to choose the reason.” —Hal Elrod

20 years in real estate

Keri Shull started sell-
ing new homes right out
of college in 2003 and
says she immediately
loved the unlimited
income potential and
the freedom to design
her own life that real

estate provided.

“I also moved alot as a
child and really liked the
idea of being able to help
families going through
sometimes difficult
transitions find a home,”
Keri adds. “I was decid-
ing between a promising
career selling blinds and
being the Oscar Meyer
Wiener girl when I

got the opportunity to
interview to get into real
estate. I fell in love with
the industry before I

even started.”

Keri went on to create
Hyperfast Agent, a
company that helps
successful real estate
agents scale a profitable
team. “In my career,

I have watched many
agents burn out and
quit, and I’ve seen many
agents build teams that
trap them in production
for life,” she notes. “I

believe this industry is

ERI

an incredible opportunity, but getting a
playbook from someone who has suc-
cessfully achieved what you are hoping
to do compresses time and sets you up

for faster success.”

Keri shares the story of her very first
client as an important lesson she
learned right out of the gate. “I sold
a condo for her and helped her buy
another. Months later, she decided
her condo was too small and wanted
to sell it. She googled me and was
spelling my name ‘Carrie Schull.” She
loved me, so she waited 90 days for
me to send her a postcard or call her
to check in. IDIDN’T. So she called
RE/MAX International and they
tracked me down. She taught me to

always stay in touch with my clients.”

“The most important success in my
life was conquering my fear that I
could not be a successful mother
and businesswoman at the same
time,” Keri continues. “I think many
women share this fear and, for me,
I kept pushing back the timeline
because I was absolutely terrified.
In the end, one of my friends told
me that is why God gives us nine
months to plan, and I finally took
the leap. It was the most important
decision in my life. I now have four
children, ages six and under, and

I run the largest team in the DMV.
Do not ever let anyone tell you you
can’t succeed at something you want

to do — even yourself!”

Keri shares her secret sauce for
success has been attracting the right
people while also pointing out how

important it is for newer agents to
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remain diligent about how they choose to spend

their time.

“I have always been very focused on how to create a
win-win for my team and clients; if you help people
succeed, it’s amazing how quickly you can grow!
But there are so many distractions in life right now:
Tiktok, IG, LinkedIn, and Facebook are some huge
offenders,” Keri cautions. “Often, new agents spend
a ton of time ‘working on their business’ scrolling
through social media. While deals may come from a
clear plan on social, there will need to be other pil-
lars of success in your business too. I recommend
creating a calendar and time-blocking the activities

that will generate leads and grow your network.”

Keri remarks of her family’s history, “My husband,
Dan Lesniak, was one of my biggest competitors when
we met. He was trying to solicit my title business and
we became fast friends! We now have four children:
Braden (6), Kierra (4), Grayson (3), and Tristan (1).”

“I want to be remembered for being an incredible
mother and wife,” Keri concludes. “I also want to
be remembered for being willing to have the hard
conversations that impact the course of people’s
lives. Being a leader is not about being liked all the

time, it is about making a difference.”

“Work hard, play hard.”

NOVA Real Producers - 69



RYAN

19 years in real estate

In the business since 2003, Ryan Zook started the
award-winning Dwellus brand and says he was first

attracted to real estate due to it being a non-desk job.

“Every day was different. As time went on, I loved
learning how to use technology and creativity to
attract buyers, sellers, and agents,” Ryan explains.

“But mostly, I loved that it’s a ‘people’ job.”

Ryan attended the University of Virginia and
started working in D.C. after he graduated. But six
months later, Ryan says he found himself taking
real estate classes and has never second-guessed

his career.

Ryan’s numerous awards include: Ranked Top 10
Mega Teams in Virginia by Wall Street Journal

and RealTrends; Wall Street Journal “America’s
Best” Award; Top 100 Most Influential Agents in
Northern Virginia; Keller Williams Millionaire Real
Estate Agent Award; Washingtonian Magazine Top
Agent Award; Top 1% of North America Residential
Sales by Realty Alliance; REALTOR® Magazine’s
“30 Under 30” Award; Loudoun Business “40 Under
40” Award; Loudoun 100 Making a Positive Impact
in the Community; NVAR Lifetime Top Producers
and Multi-Million Dollar Sales Club; and being fea-
tured on HGTV’s House Hunters.

Ryan points out his team is also very involved

in giving back to the local community. “Dwellus
Gives, our non-profit extension of Dwellus, has
partnered with some amazing organizations making
significant impacts in the D.C. metro area. We have
raised almost $500,000 for the following chari-

ties over the last few years: the DC Dream Center,
Generosity Feeds, Children’s National Medical
Center, The Childhood Brain Tumor Foundation,
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This is My Brave, Wholehearted
Foundation, and many more,”

he remarks.

Of his many accomplishments,
though, Ryan says he is most proud of
creating a terrific team and being an

attentive father.

“Professionally, my greatest success
has been creating an awesome team
of Realtors who sell over $100 mil-
lion per year. Our same team gives
back to the community in amazing
ways. And my professional life has
given me the opportunity to be the
best dad I can possibly be to my fam-
ily. I have three boys, Brayden (13),
Landon (11), and Reid (9), and we
play lots of baseball, basketball, and
golf. There’s no place I’d rather be
than watching them play sports!”

With all of Ryan’s experience and
accolades piled up over 20 years in
the business, he offers some personal
advice to new agents looking to make

their own mark too.

“You have to come up with YOUR
unique value proposition to differ-
entiate from the competition. I used

technology (floor plans, drones,
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virtual walk-throughs,
websites) to my advan-
tage and have always
considered it to be the
most important part of

our brand.”

“Work hard and set

a schedule for lead
generation,” Ryan adds.
“You have to be creative.
Don’t be afraid to ask
for business from your
friends and family. Most
will want to support you,
but you have to ask!”

“If a man is called to
be a street sweeper, he
should sweep streets
even as Michelangelo
painted, or Beethoven
composed music, or
Shakespeare wrote
poetry. He should sweep
streets so well that all
the hosts of heaven
and earth will pause to
say, ‘Here lived a great
street sweeper who
did his job well.” —Dr.
Martin Luther King Jr.

LEANN.

18 years in real estate

Licensed since 2005, LeAnne
Anies says she has always been

an entrepreneurial spirit.

“My parents both were business
owners. I started as an admin
and learned all I could about the
business from some amazing
team leaders in the industry. I
started actively selling in 2013,
and my goal was to earn an

amazing income and build a leg-

acy for my kids,” LeAnne recalls.

LeAnne first started a small
massage therapy practice in
Jacksonville, Florida, while her

husband was stationed there.

“I became a therapist so that
I could offer my youngest
daughter some relief for her
tight muscle tone. There were
complications during my labor
and she was born with many
health challenges, includ-

ing cerebral palsy,” LeAnne
explains. “I then opened a
small massage practice where
I took clients, contracted
myself out to chiropractic
clinics, and sold handmade

aromatherapy products.”

“When the military transferred
us to NOVA, I worked in a chi-
ropractic clinic in Montgomery

County, Maryland,” she

L]

continues. “I met a top-producing
agent who was a patient at the
time, and he offered me a job to
manage his team in 2002.”

LeAnne suggests finding your niche
if you’re new to the real estate busi-

ness, and success will follow.

“That is the most important les-
son I learned when I started out:
to have a narrow focus. This focus
has allowed me to be an expert
and trusted advisor in my mar-
ket,” LeAnne explains. “Put your
head down, don’t worry about
anyone else — there is enough
business for everyone — and find

your niche.”

When pressed for her most memo-
rable deal, LeAnne simply says, “I
think that building a great relation-
ship with each client and reaching
their goals is the most memorable.
Or when we break a price record
in our farm area that we didn’t
think was attainable. Those ones

are the most memorable for me.”

“I feel that getting married at

age 20 and having a successful
marriage still today has been my
most important success,” LeAnne
continues. “I have three grown
children who have created amaz-
ing lives for themselves. I have
great friendships and a great faith.
T have a business that succeeds
by doing the right thing, always,
and keeping our heads down and

working hard.”

When LeAnne isn’t busy keeping her own head

down and working hard, she says she loves spend-

ing time with her husband, Gus.

“Gus just celebrated his second retirement, once
from 24 years in the U.S. Navy and now, from his job
in the private sector,” LeAnne explains. “We own
some rental homes in the Outer Banks, and we love

to work together on renovating and renting homes.”

The couple has also traveled with their entire fam-
ily to the Philippines, where Gus is from, in 2019
and 2020. “In 2019, it was a food tour, and in 2020,
it was a beach tour. We had a great time as a family
seeing where my husband grew up and spent his
days, as well as eating and playing across several

islands,” LeAnne recalls.

When LeAnne looks to the future, she says, “I think
it is important to be remembered for working with
integrity and grit. I have always believed there is
enough business for everyone and we should share

what we learn with others.”

“I love the saying, ‘Just keep
swimming.’ To me it means, just keep going. Don’t

12

stop. Keep your head down and keep going
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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

name
and
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.

Were you, the team, or your business
featured in an issue of Real Producers?

Want a copy of your article or full
magazines that you were featured in?

ME MORE!

'P ODUC -

!. LEVJ-\TING INSI

I'».
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holiday greetings
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SOMETHING CORRECTED ON MY ARTICLE?

No worries! We can make any changes needed. We
send you a proof, you approve, and then they are

sent to you via FedEx.

— | S—— (—

DY cover story

THE QUEST FOR BALARNGIE

All too often, new agents launch their real estate careers with the hopes of having

a flexible career, only to find themselves on call 24 hours a day, seven days a
week. Perhaps the greatest gift of being a REALTOR® is flexibility, while the greatest

challenge is actually experiencing that flexibility:
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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
# #
1 Sarah A. Reynolds Keller Williams Chantilly Ventures, LLC 367 $205,296,518 107 $53,376,614 474 $258,673132
2 Keri K Shull Optime Realty 81 $59,876,763 185 $118,371,386 266 $178,248,149
3 Jennifer D Young Keller Williams Chantilly Ventures, LLC 12.5 $68,902,400 72 $48,055,471 184.5 $116,957,871
4 Martin K Alloy SM Brokerage, LLC 929 $60,287,482 48.5 $29,695,750 147.5 $89,983,232
5 Sue S Goodhart Compass 44 $51,151,300 30 $37,663,685 74 $88,814,985
6 Dianne R Van Volkenburg Long & Foster Real Estate, Inc. 32 $60,106,849 12 $21,859,330 44 $81,966,179
7 Akshay Bhatnagar Virginia Select Homes, LLC. 22 $15,401,757 75 $61,723,166 97 $77124,923
8 Casey C Samson Samson Properties 41 $50,221,500 14 $19,657,800 55 $69,879,300
9 Phyllis G Patterson TTR Sotheby's International Realty 345 $51,812,315 12.5 $17,651,150 47 $69,463,465
10 Jean K Garrell Keller Williams Realty 38 $40,727,201 30 $27,509,078 68 $68,236,279
n Jason Cheperdak Samson Properties 45 $28,126,563 55.5 $38,069,825 100.5 $66,196,387
12 Jennifer L Walker McEnearney Associates, Inc. 36.5 $30,324,126 35 $33,462,076 71.5 $63,786,202
13 Daan De Raedt Property Collective 45 $35,216,250 26 $22,825,000 7 $58,041,250
14 Piper Gioia Yerks Washington Fine Properties, LLC 7.5 $24,425,000 75 $33,234,970 15 $57,659,970
15 John Coles Thomas and Talbot Estate Properties, Inc. 4.5 $29,175,000 1 $23,500,000 55 $52,675,000
16 Christopher J White Long & Foster Real Estate, Inc. 30 $31,093,340 17 $18,570,000 47 $49,663,340
17 Raghava R Pallapolu Fairfax Realty 50/66 LLC 15 $9,191,500 50 $39,705,739 65 $48,897,239
18 James W Nellis Il Keller Williams Fairfax Gateway 37 $25,652,450 31 $21,233,229 68 $46,885,679
19 Laura C Mensing Long & Foster Real Estate, Inc. 17 $26,527,050 1 $18,189,180 28 $44,716,230
20 Betsy A Twigg McEnearney Associates, Inc. 235 $34,548,220 5 $8,882,690 285 $43,430,910
21 Alexandra | Burrell-Hodges  Cottage Street Realty LLC 64 $37,506,724 0 $0 64 $37,506,724
22 Lilian Jorgenson Long & Foster Real Estate, Inc. 17 $21,798,400 9 $15,092,450 26 $36,890,850
23 Damon A Nicholas Coldwell Banker Realty 21 $17,476,140 26 $18,557,100 47 $36,033,240
24 Kimberly A Spear Keller Williams Realty 23 $16,522,000 26 $18,912,747 49 $35,434,747
25 Lisa Dubois-Headley RE/MAX West End 20.5 $20,119,510 16 $15,298,500 36.5 $35,418,010
26 Dilyara Daminova Samson Properties 9 $4,795,000 54 $30,559,590 63 $35,354,590
27 Steven C Wydler Compass 12 $17,630,000 10 $17,063,500 22 $34,693,500
28 Ashraf Morsi Keller Williams Realty 25 $20,161,026 19 $14,378,781 44 $34,539,807
29 Khalil Alexander EI-Ghoul Glass House Real Estate 19.5 $16,942,075 16 $17,550,946 355 $34,493,021
30 Paul Thistle Take 2 Real Estate LLC 36 $25,402,300 n $8,586,400 47 $33,988,700
31 Mercy F Lugo-Struthers Casals, Realtors 10.5 $5,448,928 61.5 $28,512,235 72 $33,961,163
32 Nikki Lagouros Berkshire Hathaway HomeServices Pen- 23 $14,072,000 32 $19,839,078 55 $33,911,078
Fed Realty

33 Bruce A Tyburski RE/MAX Executives 19 $17,249,783 18 $16,619,000 37 $33,868,783
34 Tom Francis Keller Williams Realty 14 $26,713,950 5.5 $6,222,830 19.5 $32,936,780
35 Cynthia Schneider Long & Foster Real Estate, Inc. 36.5 $23,233,539 16 $9,585,950 525 $32,819,489
36 Bic N DeCaro EXP Realty, LLC 9 $6,388,000 35.5 $26,003,066 445 $32,391,066
37 Kristina S Walker KW United 18 $16,378,600 18 $15,880,500 36 $32,259,100
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RANK NAME OFFICE SELLING SELLING $ BUYING BUYING $ SALES TOTAL
# #
38 Andre M Perez Compass 4 $4,320,000 12 $27433,000 16 $31,753,000
39 Elizabeth H Lucchesi Long & Foster Real Estate, Inc. 23 $21126,745 12 $10,602,500 35 $31,729,245
40 Venugopal Rawva Maram Realty, LLC 35 $2,090,000 37 $28,816,238 40.5 $30,906,238
41 Marianne K Prender- Washington Fine Properties, LLC 9 $20,215,250 7 $10,671,950 16 $30,887,200
gast

42 Carolyn A Young RE/MAX Gateway, LLC 13.5 $9,322,950 275 $21,023,064 41 $30,346,014
43 Irina Babb RE/MAX Allegiance 34 $24,233,750 8 $5,888,500 42 $30,122,250
44 Kristen K Jones McEnearney Associates, Inc. 9 $9,084,500 16 $21,001,000 25 $30,085,500
45 Michael | Putnam RE/MAX Executives 24 $13,818,900 24.5 $16,191,200 48.5 $30,010,100
46 Mona Banes TTR Sothebys International Realty 1.5 $11,291,350 17 $18,589,050 28.5 $29,880,400
47 Margaret J Czapiewski Keller Williams Realty 39 $23111,735 1 $6,073,361 50 $29/185,096
48 Raymond A Gernhart RE/MAX Executives 21 $10,865,750 25.5 $17,450,541 46.5 $28,316,291
49 Lauren A Bishop McEnearney Associates, Inc. 10.5 $14,950,250 8.5 $12,921,100 19 $27,871,350
50 Sherif Abdalla Compass n $13,983,750 7 $13,763,500 18 $27,747,250
51 Kamal Parakh Customer Realty LLC 18 $10,995,873 20 $16,257,700 38 $27,253,573
52 Kay Houghton KW Metro Center 28 $15,212,000 18.5 $11,401,450 46.5 $26,613,450
53 Viktorija Piano Keller Williams Realty 12.5 $16,706,990 8.5 $9,805,900 21 $26,512,890
54 Eve M Weber Long & Foster Real Estate, Inc. 20 $19,341,900 N $7,139,000 31 $26,480,900

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 Northern Virginia service area, including Alexandria City, Arlington, Fairfax City, Fairfax County, Falls
Church City, Loudoun County and Prince William County. 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.

JUST

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

-

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

= 10505 Judicial Drive Ste 300, Fairfax, VA 22030
*4‘ 480-203-6452 - www.DCTitleGuy.com - wvander@stewart.com
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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 S SALES TOTAL
# #

55 Blake Davenport RLAH @properties 7 $4,028,700 315 $22,285767 385 $26,314,467
56 Bhavani Ghanta Bhavani Ghanta Real Estate Company 2 $605,000 32 $25,616,959 34 $26,221,959
57 Abuzar Waleed RE/MAX Executives 225 $12,762,700 28 $13,152,920 50.5 $25,915,620
58 Dinh D Pham Fairfax Realty Select 12 $7101,332 375 $18,719,339 495 $25,820,671
59 Lenwood A Johnson Keller Williams Realty 25 $12,802,979 215 $12,864,880  46.5 $25,667,859
60 Jon B DeHart Keller Williams Realty 17 $13,722,609 14.5 $11,427,000 315 $25,149,609
61 Debbie P Kent Cottage Street Realty LLC 36 $21,967,700 3 $2,937,203 39 $24,904,903
62 Anthony H Lam Redfin Corporation 10 $9,007,000 17 $15,720,700 27 $24,727700
63 Jillian Keck Hogan McEnearney Associates, Inc. 10.5 $8,193,000 18 $16,389,960 285 $24,582,960
64 Sri H Meka Franklin Realty LLC 10 $7,659,000 16 $16,899,767 26 $24,558,767
65 Megan Buckley Fass EXP Realty, LLC 14.5 $14,649,430 8.5 $9,361,500 23 $24,010,930
66 Steven J Watson KW Metro Center 8 $19,059,390 4 $4,906,000 12 $23,965,390
67 Yony Kifle KW Metro Center 6 $3,415,000 4 $20,110,800 47 $23,525,800
68 Sarah Harrington Long & Foster Real Estate, Inc. 18 $14,998,500 8 $8,524,000 26 $23,522,500
69 Tracy V Williams TTR Sothebys International Realty 45 $9,237,500 5 $13,865,740 9.5 $23,103,240
70 Pamela A Yerks Washington Fine Properties, LLC 55 $20,712,500 1 $2,300,000 6.5 $23,012,500
7 Danielle C Carter Redfin Corporation 485 $21,852,750 2 $983,000 50.5 $22,835,750
72 Laura R Schwartz McEnearney Associates, Inc. 9 $10,995,300 1 $11,794,298 20 $22,789,598
73 Jennifer H Thornett Washington Fine Properties, LLC 5 $15,600,450 25 $7,106,200 75 $22,706,650
74 Tracy Chandler Berkshire Hathaway HomeServices 22 $14,555,750 13 $7,956,300 35 $22,512,050

PenFed Realty
75 Lauryn E Eadie Compass 12.5 $8,544,500 21 $13,781743 335 $22,326,243
76 Fouad Talout Long & Foster Real Estate, Inc. 5 $10,147,500 75 $12,031,990 125 $22,179,490
77 Lizzie A Helmig KW United 18 $10,058,788 23 $11,944,915 4 $22,003,703
78 Christine G Richardson Weichert Company of Virginia 15.5 $14,719,550 8 $7,153,500 235 $21,873,050
79 Danielle Wateridge Berkshire Hathaway HomeServices 8 $7,079,000 17 $14,742,983 25 $21,821,983

PenFed Realty
80 Elizabeth W Conroy Keller Williams Realty n5 $14,625,090 45 $6,997,500 16 $21,622,590
81 Joan Stansfield Keller Williams Realty 9.5 $8,142,000 N $13,480,173 20.5 $21,622,173
82 Kristin M Francis KW Metro Center 19 $15,782,800 9 $5,711,860 28 $21,494,660
83 William F Hoffman Keller Williams Realty 9 $13,842,970 6 $7,635,000 15 $21,477,970
84 Julie A Zelaska Smith & Schnider LLC 8 $14,182,910 3 $7,230,000 gl $21,412,910
85 Matias Leiva Keller Williams Chantilly Ventures, LLC 25 $20,463,500 1 $942,000 26 $21,405,500
86 Katie E Wethman Keller Williams Realty 10 $7,510,150 15 $13,740,164 25 $21,250,314
87 Dustin M Fox Pearson Smith Realty, LLC 16 $10,205,462 13.5 $10,974,700 295 $21180,162
88 Jill Judge Samson Properties 7 $4,528,000 24 $16,553,300 31 $21,081,300

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 Northern Virginia service area, including Alexandria City, Arlington, Fairfax City, Fairfax County, Falls
Church City, Loudoun County and Prince William County. 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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KENSINGTON VANGUARD

N A T ONAL L AND S ERYV C E S

ONE OF THE
LARGEST INDEPENDENT
FULL-SERVICE AGENCIES IN
THE COUNTRY PROVIDING:

e Commercial & Residential Title Insurance
* Real Property & Cooperative Lien Searches
» Settlement Services
* Escrow Services
* Recording Services
* 1031 Exchange Services

JENNIFER MCCARTHY

Vice President
DC Metro Region
703.794.2101 (O) | 703.801.5280 (C)

jmcearthy@kvnational.com
7051 Heathcote Village Way, Suite 205
Gainesville, VA 20155

MARC WILTSHIRE |

Executlve Vice President
DCMetro Region W
703.637.9165 (O) | 703.789.7654 (C)

mwiltshire@kvnational.com
3441 Commission Court, Suite 104,
Woodbridge, VA 22192

Kensington Vanguard National Land Services | kv-dcmetro.com




TOP 250 STANDINGS

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

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

89 Jeddie R Busch Compass 6 $5,935,000 14 $15,034,891 20 $20,969,891
90 Kathryn R Loughney Compass 8 $7,365,000 14 $13,481,500 22 $20,846,500
91 Katharine R Christofides ~ Century 21 New Millennium 14 $8,447750 14 $12133,340 28 $20,581,090
92 Mansoora Dar Keller Williams Realty 7 $12,571,500 6 $7,961,500 13 $20,533,000
93 Keith A Lombardi Redfin Corporation 9 $5,089,000 20 $15,375,000 29 $20,464,000
94 Christina M O'Donnell RE/MAX West End " $10,522,010 10 $9,883,070 21 $20,405,080
95 Kevin J Carter RE/MAX Distinctive Real Estate, Inc. 8 $6,312,000 13 $13,879,950 21 $20,191,950
96 Hala N Adra Compass 3 $3,713,000 10 $16,276,520 13 $19,989,520
97 Kelly Martinez Coldwell Banker Realty 175 $12,399,780 10.5 $751713 28 $19,916,893
98 Joan M Reimann McEnearney Associates, Inc. 14 $12,580,500 9 $7,295,000 23 $19,875,500
99 Marion Gordon KW Metro Center 18 $17,478,920 3 $2,241,100 21 $19,720,020
100 Lisa T Smith Pearson Smith Realty, LLC 18 $14,446,645 7 $5,235,074 25 $19,681,719
101 Jon Robert Appleman Berkshire Hathaway HomeServices 1" $17,858,430 1 $1,739,720 12 $19,598,150

PenFed Realty
102 John Rumcik RE/MAX Gateway 12.5 $8,575,500 14.5 $11,021,500 27 $19,597,000
103 Chul Kim Samson Properties 85 $7,688,700 14.5 $11,876,415 23 $19,565115
104 Sue G Smith Compass 1.5 $10,633,500 12 $8,923,800 235 $19,557,300
105 Victoria(Tori) McKinney KW Metro Center 15 $10,527177 1" $8,822,335 26 $19,349,512
106 Rheema H Ziadeh Redfin Corporation 22 $15,481,500 6 $3,824,000 28 $19,305,500
107 Sandra Shimono Redfin Corporation 19 $13,654,949 7 $5,401,000 26 $19,055,949
108 Timothy D Pierson KW United 6 $4,974,630 12.5 $13,948,400 18.5 $18,923,030
109 N. Casey Margenau Casey Margenau Fine Homes and 12.5 $17,422,300 1 $1,500,000 135 $18,922,300

Estates, Inc.
10 George M Mrad KW Metro Center 9.5 $13,653,950 4 $5,206,350 135 $18,860,300
111 A. Casey O'Neal Compass 135 $12,075559 6.5 $6,760,080 20 $18,835,639
12 Deyi S Awadallah D.S.A. Properties & Investments LLC 335 $18,296,800 1 $475,000 34.5 $18,771,800
13 Ashley H Tauzier Berkshire Hathaway HomeServices 16 $10,087,000 14 $8,623,500 30 $18,710,500

PenFed Realty
14 Cheryl H Wood Redfin Corporation 18 $10,089,763 9 $8,574,000 27 $18,663,763
15 Heather C Corey TTR Sotheby's International Realty 10 $15,915,000 2 $2,745,000 12 $18,660,000
16 Mark E Queener Redfin Corporation 23 $11,623,000 9 $6,955,000 32 $18,578,000
17 Serif Soydan KW Metro Center 15 $867,500 18 $17,570,900 19.5 $18,438,400
18 Brittany Lambrechts Century 21 Redwood Realty 9 $5,668,500 13 $12,634,974 22 $18,303,474

Camacho

119 Tanya Salseth KW United 2 $2185,000 315 $16,043,000 335 $18,228,000
120 David A Moya KW Metro Center 14.5 $9,962,250 10 $8,265,000 245 $18,227,250
121 Candyce Astroth Samson Properties 9 $5,438,000 20 $12,769,932 29 $18,207,932
122 John Moore Compass 17 $13,907,509 5 $4,240,000 22 $18,147,509
123 Jennifer Fang Samson Properties 1.5 $7,481,600 13 $10,659,500 24.5 $18,141,100
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RANK NAME OFFICE SELLING SELLING $ BUYING BUYING S SALES TOTAL
# #
124 Natalie U Roy KW Metro Center 8.5 $8,012,500 10 $10,062,000 18.5 $18,074,500
125 Scott C Shawkey Keller Williams Realty 5 $13,604,680 4 $4,449,900 9 $18,054,580
126 Scott J Buzzelli Middleburg Real Estate 4 $5,458,000 7 $12,583,125 1 $18,041125
127 Stephanie Pitotti Wil- KW Metro Center 3 $3,235,000 19 $14,773,000 22 $18,008,000
liams
128 Sridhar Vemuru Agragami, LLC 5 $4,175,000 16 $13,693,530 21 $17,868,530
129 Cricket Bedford Thomas and Talbot Estate 5 $8,772,396 2 $9,050,000 7 $17,822,396
Properties, Inc.
130 Jeffrey A Jacobs Compass 5 $3,357,500 19 $14,458,800 24 $17,816,300
131 Elizabeth Ann Kline RE/MAX 100 18 $12,045,450 9 $5,694,01 27 $17,739,461
132 William B Prendergast Washington Fine Properties, LLC 6 $11,805,250 3 $5,929,950 9 $17,735,200
133 Eli Tucker RLAH @properties 8.5 $5,998,539 1.5 $11,716,650 20 $17.715,189
134 Peter Pejacsevich Middleburg Real Estate 3.5 $4,945,500 7 $12,720,125 10.5 $17,665,625
135 Robert C Clark Redfin Corporation 23 $17,527,778 0 $0 23 $17,527,778
136 Robert T Ferguson Jr. RE/MAX Allegiance 19 $14,530,951 4 $2,874,700 23 $17,405,651
137 Coral M Gundlach Compass 7 $5,170,000 13 $12,155,400 20 $17,325,400
138 Kiran Morzaria Samson Properties 5 $2,476,000 20 $14,792,721 25 $17,268,721
139 Andrew J Biggers KW United 12 $9,572,750 8 $7669,933 20 $17,242,683
140 Frida Hopper TTR Sotheby's International Realty 14 $11,904,000 6 $5,251,500 20 $17155,500
141 Karen L McGavin Keller Williams Capital Properties 14 $9,832,513 10 $7,308171 24 $17140,684
142 Ryan Rice Keller Williams Capital Properties 16 $9,629,077 12 $7,501,500 28 $17130,577

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 Northern Virginia service area, including Alexandria City, Arlington, Fairfax City, Fairfax County, Falls
Church City, Loudoun County and Prince William County. 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.

JOSH FRIEDSON

Senior Vice President of Mortgage Lending

The

FRIEDSOM TEAM
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153
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155
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NAME

Joseph L Dettor

Dilara Juliana-Daglar
Wentz

Donna C Henshaw
Chris Earman
Christine R Garner
Benjamin J Grouby
Viktar Kutsevich
Ana Lucia Ron

Roy Kohn

Patricia Fales
Nathan Daniel Johnson
Kevin E LaRue
Monique H Craft
Megan E Duke
Alyssa Rajabi
Deborah L Frank

Gitte Long

OFFICE

Keller Williams Fairfax Gateway

KW United

Avery-Hess, REALTORS
Weichert, REALTORS
Weichert, REALTORS
Redfin Corporation

Samson Properties

ANR Realty, LLC

Redfin Corporation

RE/MAX Allegiance

Keller Williams Capital Properties
Century 21 Redwood Realty
Weichert, REALTORS

Keller Williams Realty
Redfin Corporation

Deb Frank Homes, Inc.

Redfin Corporation

TOP 250 STANDINGS

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

SELLING SELLING $

#

18

"

245

55

54

23

1.5

245

19

15

35

175

23

$13,602,041

$5,907750

$8,800,000
$9,812,000
$8,235,000
$13,688,771
$3,492,818
$16,442,500
$13,733,308
$13,338,000
$12,263,750
$12,226,650
$8,613,500
$7138,765
$2,969,000
$15,428193

$14,301,500

BUYING BUYING $ SALES TOTAL

#

5 $3,520,481 23 $17122,522
18 $11,211,373 29 $17119123

8 $8,199,000 17 $16,999,000
7 $7,019,500 16 $16,831,500
7 $8,577,790 14 $16,812,790
3 $3,112,500 275 $16,801,271
18 $13,280,250 235 $16,773,068
1 $304,900 55 $16,747,400
4 $2,841,111 27 $16,574,419
3 $3,143,500 14.5 $16,481,500
75 $4,183,000 32 $16,446,750
5 $4,218,016 24 $16,444,666
125 $7,798,400 275 $16,411,900
7.5 $9,246,500 14.5 $16,385,265
17 $13,388,510 20.5 $16,357,510
1 $875,000 18.5 $16,303,193
3 $1,984,000 26 $16,285,500

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 Northern Virginia service area, including Alexandria City, Arlington, Fairfax City, Fairfax County, Falls
Church City, Loudoun County and Prince William County. 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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nomebridge

Experienced, Quality and Trusted
Home Loan Financing
Most mortgage lenders sell rate and speed.
And while we have those too, we pride
ourselves on delivering something that
means a whole lot more...Quality.

It's a difference your clients will thank you for.

Cody Kessler
Branch Manager, Mortgage Loan Originator
(301) 928-7932 | ckessler@homebridge.com
homebridge.com/cody-kessler
NMLS #182716

Pikesville Branch, NMLS #1396565
25 Hooks Lane, Suite 216, Pikesville, Maryland 21208
Homebridge Financial Services, Inc.

194 Wood Avenue South, Ninth Floor, Iselin, NJ 08830, NMLS ID #6521
©2022 Homebridge Financial Services, Inc.
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172
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176
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NAME

Gail Romansky

Kelly L Gaitten

Sheri Grant

Lisa E Thompson

Jennifer Mack
Michael Gallagher
Karen A Briscoe
Josh Dukes

David Cabo
Matthew R Elliott
Ritu A Desai

Scott A MacDonald
Rebecca J Poston
Shaun Murphy

Lynn Maximilian
Norusis

Karen M Hall
Sarah Brown
Patricia Ammann
Heidi F Robbins

Katherine Massetti

OFFICE

Pearson Smith Realty, LLC

Berkshire Hathaway HomeServices
PenFed Realty

TTR Sotheby's International Realty

Hunt Country Sotheby's International
Realty

EXP Realty, LLC

Redfin Corporation

Keller Williams Realty

KW Metro Center

Keller Williams Realty

Keller Williams Realty

Samson Properties

RE/MAX Gateway, LLC

Thomas and Talbot Estate Properties, Inc.
Compass

Century 21 Redwood Realty

@home real estate

Compass

Redfin Corporation

William G. Buck & Assoc., Inc.

EXP Realty, LLC

SELLING

8.5

SELLING $

$13,137,060

$12,929,530

$6,624,000

$9,832,499

$9,233,100
$15,815,130
$13,906,090
$4,296,500
$13,996,000
$6,440,750
$5,213,000
$12,328,945
$15,040,000
$6,640,403

$7,364,550

$2,375,000
$6,179,900
$5,074,500
$9,023,150

$5,044,904

BUYING BUYING $

#

25

19.5

13

14

1

17

13

13

15

$3,145,000

$3,350,000

$9,604,000

$6,395,000

$6,987,520
$388,000
$2,268,526
$11,867,994
$2,160,506
$9,679,900
$10,880,114
$3,763,250
$990,000
$9,388,500

$8,628,500

$13,471,900
$9,552,540
$10,630,390
$6,670,500

$10,647,000

SALES

20

21

19

16.5

24

TOTAL

$16,282,060

$16,279,530

$16,228,000

$16,227,499

$16,220,620
$16,203,130
$16,174,616
$16,164,494
$16,156,506
$16,120,650
$16,093,114
$16,092,195
$16,030,000
$16,028,903

$15,993,050

$15,846,900
$15,732,440
$15,704,890
$15,693,650

$15,691,904
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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 S SALES TOTAL
# #

180 Patricia E Stack Weichert, REALTORS 9 $9,047100 5 $6,580,000 14 $15,627100
181 Ellen F Patrick Compass 6.5 $6,359,500 8 $9161,390 14.5 $15,520,890
182 Ajmal Faqiri Realty One Group Capital Properties 1 $810,000 28.5 $14,678,989 295 $15,488,989
183 Manuwa S Eligwe KW Metro Center 9 $4,522,100 18.5 $10,962,745 275 $15,484,845
184 Vicki M Benson Pearson Smith Realty, LLC 175 $13246,042 1 $2199990 185 $15,446,032
185 Kyle R Toomey Compass 14 $7,377,550 14 $8,031525 28 $15,409,075
186 Johnny W Benson Long & Foster Real Estate, Inc. 6 $6,518150 7 $8,862,210 13 $15,380,360
187 Natalie Wiggins Redfin Corporation 20 $11195,077 7 $4,185,000 27 $15,380,077
188 Jay V Caputo Il Compass 45 $5,378,000 6 $9,974,000 105 $15,352,000
189 William S Gaskins KW United 12.5 $9,640,250 5 $5,688,000 17.5 $15,328,250
190 Antoinette L Khatib Metropolitan Realty LLC 12 $8,120,299 8 $7,166,989 20 $15,287,288
191 Claudia V Cornejo Fairfax Realty of Tysons 10.5 $4,597,350 31 $10,688,500 415 $15,285,850
192 Kathleen R. Grieco TTR Sotheby's International Realty 6 $4,659,000 n $10,579,541 17 $15,238,541
193 Francesca Keith Avery-Hess, REALTORS 3 $3,262,000 6 $11,965,000 9 $15,227,000
194 David L Smith Coldwell Banker Realty 3 $1,197,000 20 $14,027,530 23 $15,224,530
195 Branden L Woodbury Redfin Corporation 29 $14,469,699 2 $745,000 31 $15,214,699
196 Catherine B DeLoach Long & Foster Real Estate, Inc. 14 $12,456,000 3 $2,742,100 17 $15,198,100

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 Northern Virginia service area, including Alexandria City, Arlington, Fairfax City, Fairfax County, Falls
Church City, Loudoun County and Prince William County. 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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Begin your relationship with Movement.
Contact Chris TODAY!

CHRIS SHEAD Loan Officer, Movement Mortgage, NMLS # 1276733

(703) 498-8235 - Chris.Shead@movement.com * ChrisShead.com
3701 Pender Drive Ste. 115, Farifax, VA 22030

ilable at the time of loan commi
LLC,a re limited liability compa

lvin Hall Rd, Indian

MOVEMENT

MORTGAGE

RANK NAME OFFICE SELL- SELLINGS BUYING BUYINGS SALES TOTAL
ING # #
197 Michael McConnell Redfin Corporation 18 $10,227777 6 $4,958,550 24 $15,186,327
198 Heeran Lee NewsStar st Realty, LLC 10 $8,028,800 n $7,095,000 21 $15,123,800
199 Kelly A Stock Bacon ERA Teachers, Inc. 10.5 $10,976,500 5 $4,101,920 15.5 $15,078,420
200 Joel S Murray Focal Point Real Estate , LLC 5 $13,915,560 1 $1150,000 6 $15,065,560
201 Angela | Bresnahan Keller Williams Realty n $10,452,200 5 $4,600,000 16 $15,052,200
202 John R. Lytle Pearson Smith Realty, LLC 15 $863,125 20 $14,167,825 215 $15,030,950
203 Irene M delLeon Redfin Corporation 25 $13,542,500 2 $1,405,000 27 $14,947,500
204 Frank J Schofield Summit Realtors 3.5 $2,179,950 20.5 $12,743,459 24 $14,923,409
205 Jessica S Richardson Compass 9 $11,196,000 5 $3,704,100 14 $14,900,100
206 Carolyn H Connell Keller Williams Realty 7 $8153,879 8 $6,746,000 15 $14,899,879
207 Alasgar Farhadov Compass 6 $8,655,348 45 $6,202,500 10.5 $14,857,848
208 Ray Ferrara Compass 0.5 $540,050 10 $14,281,418 10.5 $14,821,468
209 Jean T Beatty McEnearney Associates, Inc. 6 $3,386,000 8.5 $11,432,750 14.5 $14,818,750
210 Elizabeth Lord Compass 6 $5,193,000 10.5 $9,499,460 16.5 $14,692,460
21 Troy J Sponaugle Samson Properties 75 $5,160,018 135 $9,460,319 21 $14,620,337
212 Matthew David Ferris Redfin Corporation 7 $3,489,750 17 $11,062,900 24 $14,552,650
213 Mary Beth Eisenhard Long & Foster Real Estate, Inc. 14.5 $8,164,650 1 $6,340,500 25.5 $14,505,150
214 Laura M Sacher Compass 3 $2,770,000 12.5 $11,678,61 15.5 $14,448,61
215 Chris J Colgan Keller Williams Realty/Lee Beaver & 16 $9,911,999 5 $4,519,000 21 $14,430,999
Assoc.

216 Timothy J Williams Redfin Corporation 23 $12,204,981 3 $2,105,000 26 $14,309,981
217 Roberto R Roncales Keller Williams Realty 14.5 $11,027,850 5 $3,275,000 19.5 $14,302,850
218 Steven P Cole Redfin Corporation 13 $6,960,900 8 $7,327,550 21 $14,288,450
219 Karen E Close Century 21 New Millennium 4 $7,651,012 5 $6,603,675 9 $14,254,687
220 Priti L Malhotra KW United 6 $5,159,000 4 $9,080,000 10 $14,239,000
221 Janet A Callander Weichert, REALTORS 75 $8,895,500 6 $5,279,000 13.5 $14,174,500
222 Conor Sullivan KW Metro Center 5 $7,297,500 8 $6,827,490 13 $14,124,990
223 Elizabeth L Kovalak Keller Williams Realty 14 $10,469,000 6 $3,593,850 20 $14,062,850
224 Caitlin Ellis Property Collective 5.5 $4,370,801 12 $9,687,000 17.5 $14,057,801
225 Michael Sobhi Fairfax Realty Select 7 $7,977,000 6 $6,077,000 13 $14,054,000
226 Tanya R Johnson Keller Williams Realty 12 $8,989,321 7 $5,012,251 19 $14,001,572
227 Julie W Chesser Century 21 Redwood Realty 12 $11,887,000 3 $2,100,501 15 $13,987,501
228 Patricia M Blackwelder Samson Properties 8 $5,621,963 9 $8,320,278 17 $13,942,241
229 Danilo D Bogdanovic Redfin Corporation 17 $10,842,001 4 $3,065,588 21 $13,907,589
230 Dawn A Wilson TTR Sotheby's International Realty 8 $6,126,000 9 $7761,225 17 $13,887,225
231 Lucia A Jason Samson Properties 6.5 $4,912,450 1.5 $8,959,749 18 $13,872,199
232 LeAnne C Anies Property Collective 13 $8,966,200 6 $4,895,050 19 $13,861,250
233 Ahmad T Ayub Redfin Corporation 7 $5,494,004 14 $8,352,000 21 $13,846,004
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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 S SALES TOTAL
# #

234 Stacie M Hennig-Davis ~ Compass 7 $5,584,990 8 $8,224,200 15 $13,809,190

235 Helen E MacMahon Sheridan-MacMahon Ltd. 4 $7,970,000 5 $5,781,000 9 $13,751,000

236 Kathrin Donovan Keller Williams Realty 14 $9,222,400 8 $4,447505 22 $13,669,905
237 Aaron A Probasco Samson Properties 6 $7136,500 4 $6,485,510 10 $13,622,010
238 Brittanie DeChino TTR Sotheby's International Realty 5 $3,908,000 12.5 $9,679,400 17.5 $13,587,400
239 John Murdock Keller Williams Realty 20 $12,452,162 2 $1128,000 22 $13,580,162
240 Joy Muczko Pearson Smith Realty, LLC 5 $5,385,000 9 $8,193,500 14 $13,578,500
241 Crystal L Sheehan Keller Williams Realty 2 $1,671,500 5 $11,901,650 7 $13,573,150

242 Juli A Hawkins Redfin Corporation 29 $13,550,201 0 $0 29 $13,550,201
243 Barbara G Beckwith McEnearney Associates, Inc. 7 $10,676,000 2 $2,865,000 9 $13,541,000
244 Lauren Breslaw Compass 6 $5,166,000 1 $8,371,832 17 $13,537,832
245 Kendell A Walker Redfin Corporation 13 $7,088,749 10 $6,391,980 23 $13,480,729
246 Brad C Kintz Long & Foster Real Estate, Inc. 23 $12,968,650 1 $504,000 24 $13,472,650
247 cihan baysal Long & Foster Real Estate, Inc. 1 $839,000 18 $12,633,250 19 $13,472,250
248 Tougeer Malik Fairfax Realty of Tysons 4 $2,648,000 13 $10,813,090 17 $13,461,090
249 Suzanne T Parisi Century 21 Redwood Realty 5 $5,067,000 7 $8,390,000 12 $13,457,000
250 Mayra L Cisneros America's Choice Realty 2 $919,000 31 $12,516,000 33 $13,435,000

Cardoza

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 Northern Virginia service area, including Alexandria City, Arlington, Fairfax City, Fairfax County, Falls
Church City, Loudoun County and Prince William County. 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.

MELISSA'BELL

Vice President,|Branch’Manager]|INMLSIID# 250558

C: 817-807-1616
MBell@McLeanMortgage com|| www.MelissaBellMortgage’com

McLean Mortgage Corporation | NMLS ID # 99665 (nmisconsumeracces.org). This information should not be considered an offer to lend. This communication is provided to you for informational purposes

only and should not be relied upon by you. Contact McLean Mortgage Corporation directly to learn more about its mortgage products and your eligibility for such products. This is not a commitment to lend. QO T
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We keep you focused on what you do best...

U
u

- Listing & Selling Homes

VACANT & OCCUPIED HOME STAGING  MOVE PLANNING o DESIGN
CONSULTING  ESTATE SALES « CONTRACTOR REFERRALS AND MORE

Leave the staging to us.
We put the luxury

INSPIRED HOME DESIGN in your listings.™

(703) 775-8777
El:

Book your FREE Consultation Today!

info@inspiredhomedesign.com » www.inspiredhomedesign.com E



A TOP VOTE
GETTER

he

HAVE JUNK? WE CAN HELP! 4

IT'S A5 EASY AS POINT AND PICK 4P TECHNICAL AND PROFESSIONAL

Just point to the junk and let uniformed 123JUNK drivers pick it up. We load, haul and dispose of your | EX P E RT I S E Yo U N E E D

Responsiveness & Personal Attention You Deserve.

junk responsibly using the eco-friendly 1-2-3 Disposal Process everyones talking about.

1-DONATE 2 - RECYCLE 3 - DISPOSE OUTSOURCED TAX PLANNING IRS
ACCOUNTING AND PREPARATION REPRESENTATION
NO-BRAINER PRICING

123JUNK charges a flat fee based on volume. Fuel, labor, disposal fees, donation deliveries—it's all in
there, and you'll know the price before we begin. We'll even provide receipts for tax-deductible donations!

DAWN MCGRUDER, CPA
/ (703) 273-7381 4 \

| W ® 12 ;J””K o com Dirzzpfg?lgﬁf?gif? lazr::‘j; | MCGRUDERCPAS.COM TM ‘ i

Srichards@123junk.com 10306 EATON PL, SUITE 210
"r : ' FAIRFAX, VA 22030
Kevin Wheeler 2 © @MCGRUDERGROUPCPAS THE MCGRUDER GROUP
Phone: 301-798-6055 Py =i
Proudly Serving DC, MD &VA kwheeler@123junk.com




\i VELLUM

MORTGAGE

A PROVEN SYSTEMTO

HELP YOUR CLIENTS
WIN CONTRACTS

IN A COMPETITIVE MARKET

Give your client’s the edge with
Vellum Advantage.

Nathan Burch, CMB

Senior Vice President
NMLS ID & 231804

Direct & Text: (703) 350-4000
nathan@vellummortgage.com
NathanBurch.com




