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D: 301.850.1326  |  C: 301.523.1893
TDelCasale@sandyspringbank.com

Medical
Professional

Loan Program 

The L
P

•
95% LTV ratio on condos1

•

• Medical school debt that is deferred or in forbearance is not a  
2

•

•

•

1 Lower LTVs available for loans above $750,000. 2 Medical school debt at least 12 months deferred or in forbearance after loan application date.

Loan programs subject to change without notice and cancellation at any time. Please consult a Sandy Spring Bank mortgage banker for specific details. This is not an offer of credit or 
commitment to lend. Actual loan qualification is subject to verification and approval of income, credit, property appraisal, and other factors. Additional fees, terms, and conditions may 
apply. Adequate property insurance required. Sandy Spring Bank is a Maryland corporation headquartered at 17801 Georgia Avenue in Olney, Maryland 20832. As a residential lender 

we provide mortgage financing in the metropolitan Washington D.C. and greater mid-Atlantic markets. Other rates and terms are available. Member FDIC. Equal Housing Lender. 
NMLS# 406382. Sandy Spring Bank, the SSB Logo, and From here. For here. are registered trademarks of Sandy Spring Bank. Copyright 2021 Sandy Spring Bank. All rights reserved.

For more information 
about our  Medical Professional

Loan Program, please contact me.

Tina Del Casale
Mortgage Banker

NMLS# 191852

BE PROUD TO REFER OUR TRUSTED PROFESSIONALS!BE PROUD TO REFER OUR TRUSTED PROFESSIONALS!

Air Quality

Cooling

Heating

Electric

4.9 Google Rating

Serving Montgomery County,
Frederick County, Howard County

and Carroll County, MD
WSSC: 72505 HVAC: 02-7541 Electric: 4172

227 E. Deer Park Drive
Gaithersburg, Maryland 20877

Schedule ONLINE
or CALL today!
240-224-3144

GACServices.com
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Todd Greenbaum
Owner and Founder

(301) 840-3910
www.titletownsettlements.com

todd@titletownsettlements.com

Our Experienced 
Settlement 

Team Keeps Your 
Clients Happy

Our Experienced 
Settlement 

Team Keeps Your 
Clients Happy

Our Services:
Residential & Commercial Transactions

Purchase/Sale • Refinance
Contract Preparation • Deed Preparation

"Todd is a detail-oriented, knowledgeable attorney who 
delivers amazing customer service each time a client of 
mine choose to settle with his of�ice. We have done over 
100 closings with his company and he continues to 
impress us with his ability to navigate smoothly, even in 
those transactions where title issues exist."
- REALTOR®

MARYLAND
15201 Diamondback Drive | #200 | Rockville, MD 20850

WASHINGTON, D.C.
1440 G Street, NW | Washington, DC 20005

Cover photo courtesy of Aaron Lebo Photography.
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S This section has been created to give you easier access when searching for a trusted real estate 

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

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

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

CLEANING SERVICE

Fresh Home Cleaning

(240) 855-7268

Fresh-HomeCleaning.com

CLOSING GIFTS

Strategic Gifting

(313) 971-8312

StrategicGifting.com

CONSTRUCTION 

& BUILDING

Absolute Building 

and Construction

(202) 468-8662

AbsoluteBandC.com

DESIGN/BUILD/

REMODELING

NVP Construction

(202) 846-7196

newvisiondc.com/

construction

FINANCIAL PLANNING

Socium Advisors

(203) 848-4870

Tripp-Kelly.com

FLOORING

Floormax

(301) 206-2200

FloormaxFloors.com

HANDYMAN SERVICES

NVP Home Services

Jason Wilder

(202) 846-7196

newvisiondc.com

HOME INSPECTION

BPG Inspections

(703) 881-6617

BPGInspections.com

Donofrio 

Property Inspections

(703) 771-8374

Donofrioinspections.com

Kenneth Cox & 

Associates, LLC

(202) 298-7868

National Property 

Inspections

(240) 409-3711

NPIweb.com

ProTec Inspection Services

(301) 972-8531

ProTec-Inspections.com

HOME RENOVATION

Curbio

(810) 300-9432

Curbio.com

HOME WARRANTY

Cinch Home Services

(703) 302-9858

CinchRealEstate.com

HWA Home Warranty

Cynthia Void

(443) 817-3147

HWAHomeWarranty.com

Protect The Investment

(202) 422-3821

PTIWarranty.com

HVAC SERVICES

GAC Services

(301) 926-3253

GACServices.com

INSURANCE

Goosehead Insurance

(240) 678-7101

JenniferLindsay

Insurance.com

INVESTMENTS

Joseph Asamoah

(301) 379-0357

JoeAsamoah.com

JUNK REMOVAL

123JUNK

(800) 364-5778

123JUNK.com

LANDSCAPING & 

LAWN CARE

Laser Cut Property Services

Jason Wilder

(410) 216-7825

lasercutlawncare.com

MOLD REMEDIATION

Mold Gone

(240) 970-6533

MoldGone.net

MORTGAGE

Draper and Kramer 

Mortgage Corp.

Melissa Rich

(703) 927-2626

DKMortgage.com/Rich

First Home Mortgage

Ryan Paquin

(301) 332-1589

First Washington Mortgage

Chanin Wisler

(301) 526-0020

ChaninWisler.info

Guaranteed Rate

John Jones

(571) 242-0864

Rate.com/CraigMiller

Intercoastal Mortgage

Jordan Dobbs

(301) 785-7162

JDobbs.ICMTG.com

Monarch Mortgage

Richard Early

(301) 332-2184

Monarch1893.com/

rockville/rearly

Sandy Spring Bank

Tina Del Casale

(301) 523-1893

SSBTina.com

Sandy Spring Bank

Skip Clasper

(301) 928-7523

SSBSkip.com

The Mortgage Link Inc.

Steve Summers

(301) 704-1282

TheMtgLink.com

U.S. Bank

David Le

(703) 424-5369

Mortgage.USBank.com/

VA-Fairfax-David-Le

Vellum Mortgage

Greg Kingsbury

(301) 254-1486

KingsburyMortgageTeam.com

MOVING / STORAGE

Bargain Movers

(301) 685-6789

BargainMoversInc.com

Interstate Moving & 

Storage, Inc.

(703) 226-3279

Moveinterstate.com

JK Moving Services

(214) 202-0288

JKMoving.com

Moyer & Sons Moving 

& Storage

(301) 869-3896

MoyerAndSons.com

Perry Moving, LLC

Sam Perry

(410) 799-0022

perrymoving.com

Town & Country Movers

(301) 670-4600

TownAndCountryMovers.com

PHOTOGRAPHY

Ryan Corvello Photography

(757) 685-2077

CorvelloPhotography.com

PRINTING, DIRECT 

MAIL SERVICES

My Marketing Matters

(301) 590-9700

MyMarketingMatters.com

PROPERTY MANAGEMENT

Streamline Property 

Management

(301) 237-4950

StreamlineManagement.com

REMODELING/BUILDING/

HOME IMPROVEMENTS

Absolute Building 

and Construction

(202) 468-8662

AbsoluteBandC.com

SECURITY & SMART HOME

Tranquility Smart Homes 

and Security, LLC.

(240) 994-5415

TranquilitySHS.com/

STAGING

New Vision Staging 

& Design

(202) 846-7196

newvisionstaging.com

On Time Staging

(301) 379-0367

OnTimeStaging.com

TITLE COMPANY

Eastern Title & Settlement

(240) 403-1285

EasternTitle.net

Federal Title

(202) 362-1500

FederalTitle.com

Legacy Settlement Services

(919) 441-1848

LegacyForTitle.com

MBH Settlement Group

(703) 277-6806

MBH.com

Peak Settlements, LLC

(301) 528-1111

PeakSettlements.com

Prime Title Group, LLC

(301) 341-6444

PrimeTitleLLC.com

Stewart Title and Escrow

(480) 203-6452

DCTitleGuy.com

Title Town Settlements

(301) 840-3910

TitleTownSettlements.com

VIDEO MARKETING/BRANDING

Dream Real Estate TV

(301) 674-4804

DreamRealEstateTV.com

VIDEO SERVICES

HDBros

(833) 437-4686

HDBros.com
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Skip Clasper
Sales Manager, Vice President
NMLS # 197304
301.928.7523
sclasper@sandyspringbank.com
7550 Wisconsin Avenue
Bethesda, MD 20814

SSBSkip.com

During Construction/Renovation

• 10/1, 7/1, 6/1, 5/1 ARM & 
 15-year �xed available
• Payments are interest only 
 during construction
• Maximum �nancing available:
  • 95% up to $1,000,000
  • 90% up to $1,500,000
  • 80% up to $2,000,000
  • 75% up to $2,500,000
• Single closing for land acquisition  
 and construction loan

After construction complete:
• Payments convert to principal 
 and interest
• Payments amortized over life 
 of the loan
• Guaranteed permanent loan 
 with �exible options available

There has never been a better time 
for your client to build or renovate 
the home they have always 
dreamed of living in. 

Speak with Skip Clasper today 
and let him finance your client's 
dream home!

One Time Close
Construction & Renovation Loans Up To $2,500,000

Loan program and details may change. Please consult a Sandy Spring Bank mortgage banker for a specific loan program and details.

How can we help you AND your clients?REAL ESTATE
PROFESSIONALS...

WE PREPARE HOMES FOR SALE
Renovations • Additions • Roofing
Windows • Deck • Patio • Fence 

Asher Farhan
202-468-8662
absolutebnc@gmail.com

Your [Client's] Home by Design

SMART HOMES  |  SECURITY SYSTEMS  |  ACCENT LIGHTING

ADD US TO YOUR CONTRACTOR REFERRAL NETWORK 
AND WE'LL MAKE EACH OTHER LOOK GOOD!

Veteran-Owned & Operated

www.TranquilitySHS.com
240.994.5415  |  Info@TranquilitySHS.com
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Ryan Corvello 
Photographer

Bobby Cockerille 
Videographer

Aaron Lebo
Photographer

Christopher Menezes
Writer

Jaime Lane 
Executive Assistant

Zachary Cohen 
Writer

Wendy Ross 
Operations Manager

Jennifer Jelic
Assistant Publisher

Ellen Buchanan
Editor

Kristin Brindley 
Publisher

Kristina Richardson 
Project Manager

If you are interested in contributing or nominating REALTORS® for certain stories, please email the publisher 
at Kristin@kristinbrindley.com

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

Note: When community events take place, photographers may be present to take photos for that event, and they may be used in this publication.

R E A L  P R O D U C E R S  T E A M

D C  M E T R O
M E E T  T H E
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(301) 519-8035 
Fresh-homecleaning.com

"We understand that every home is found or left in different
conditions; that is why putting together a custom cleaning plan
for each home is important to us." - Alejandra Zelaya, Owner

Alejandra and her teams 
specialize in serving the 
real estate industry by 

providing custom cleaning 
services to prepare homes 
for the real estate market!

Hello, Movers and Shakers of the  
DC Metro real estate community!
 
Our team is thrilled to bring you the 60th 
edition of DC Metro Real Producers!
 
Can you believe it’s already been five years 
since we launched? We can’t either!!
 
Just five years ago, our publication was 
one-third the size, we had no clue if 
anyone would attend our first event, our 
sponsors were skeptical if this platform 
“would work,” and agents were wonder-
ing, “What the heck is this DC Metro Real 
Producers magazine?”
 
It is amazing to see how much an idea can 
transform. We just had a 500-plus person 
event at the Washington NFL stadium … 
and our team won!
 
A quick story: When I was 20 years old, I 
was sitting in a conference and heard one 
thing that literally transformed my life 
forever. It helped take me from being a 
college student with no mindset training to 
earning over $50,000 in my senior year at 
Alma College, and later building a six-fig-
ure business. It started a domino effect 
that has transformed my life.
 
I was in Dallas at Cutco’s National Rep 
Development conference, and the speaker 
Jon Berghoff said:
 

“Every great achievement that has 
ever occurred followed a moment 
when an individual allowed a percep-
tion of themselves to precede reality.”
 
Think about that for a second. Every 
great achievement that has ever 
occurred ... followed a moment when 
an individual (like YOU) allowed a 
perception of themselves to precede 
“reality.” If you’ve got big goals for 
2022, don’t wait for reality to prove 
you can achieve them. Twelve months 
from now, your entire world — your 
entire business and your entire life 
— could be completely transformed. 
Don’t wait for reality to prove it!
 
Five years ago, we didn’t have a 
magazine, we didn’t have any “social 
proof,” and we didn’t have any read-
ers. And we also didn’t wait for real-
ity to prove we could make 
it happen. Now, we have 
DC Metro Real Producers, 
NOVA Real Producers, and 
Richmond Real Producers.
 
The life you live today may be 
completely unrecognizable to the 
person you become by 2023, but the 
question to ask yourself (and ideally 
write down the answers to) is:
 
Who do I want to be on 
January 1, 2023?

Appreciation… They say, “What 
you appreciate, appreciates,” so 
I wanted to take a quick second 
for some appreciation.
 
To all our sponsor partners 
who supported and funded this 
platform (and our events), thank 
you! Without you, this platform 
wouldn’t exist.
 
To anyone reading this — thank 
you! Without you taking the 
time from your busy schedule to 
check out our publication, none 
of this would be possible!
 
And last, but definitely not least, 
a giant thank-you to the entire 
team at N2 Publishing and 
the DC Metro Real Producers 
staff/my team: Ellen, Wendy, 
Jennifer, Jaime, Jess, “the 
guys,” and Ryan.
 
Looking forward to connecting, 
informing, and inspiring in 2022!!
 

With appreciation,
 
Kristin Brindley
Owner/Publisher
DC Metro Real Producers

(313) 971-8312
Kristin@kristinbrindley.com

www.kristinbrindley.com

PUBLISHER’S NOTE Every great achievement 
that has ever occurred 
followed a moment 
when an individual 
allowed a perception 
of themselves to 
precede reality.



14 • February 2022 DC Metro Real Producers • 15@realproducers realproducersmag.com

we ask...you tell!

What do you love 

most about your real 

estate lifestyle?

JENNIFER CHOW 

Long & Foster Real Estate

I love that it’s flexible and I get to spend time
with my family. I don’t miss any of my kids’ 
school events or volunteering opportunities.
 
 
LEXY BROUSSARD

ProTec Inspection Services

All of the amazing people I get to meet! I love 
learning everyone’s individual story of getting 
into real estate and why they love what they do!
 
 
DONNA SEEKER

Donofrio & Associates, LLC

What I love most about my real estate lifestyle 
is that I constantly meet and connect with so 
many great people! Everyone has a story, and 
I’m never happier than when learning about 
someone I just met.
 
 
JIM BROWN

Turning Point Real Estate

This probably sounds crazy, but besides the 
money and the working hours (as much as I 
want), I love the real estate lifestyle because 
skill and craftsmanship still matter in this 
business; plus, you get the chance to get better 
at it every day.
 
 

BRET MERSON

Keller Williams Realty

What I love most about my business is the 
flexibility ... being able to build not just a job, 
but a business and a career!
 

STACY ALLWEIN

Century 21 Redwood

I love so many things about working and living 
the real estate lifestyle because it allows me 
to determine my destiny. By working hard and 
doing the activities that generate referrals, I 
am in control of my business and achieving 
goals. This lifestyle also gives me the ability 
to provide for my family, give back to my com-
munity, travel with my husband, and know 
that I only answer to myself.
 
 
ELLEN COLEMAN

RE/MAX Realty Centre

What I love most about my real estate busi-
ness is the ability to help buyers capture the 
‘American dream’ and begin on their path 
toward building wealth. Of course, all the 
interesting people and stories I hear are price-
less too.
 
 
CHARLES CARP

Keller Williams Capital Properties

What I love most about my real estate 
lifestyle is that I can pretty much work 

from anywhere… from coffee shops between 
appointments to visiting friends across the 
USA. I love popping by clients’ homes to catch 
up with them and meet their new neighbor-
hood friends.
 
 
MAUREEN WEAVER 
Compass

The best part about my real estate lifestyle is 
that I’m not sitting at a desk from 9 until 5. 
I can be around for my kids when they leave 
for school in the morning and I can pick them 
up (most days!) after school. My schedule 
is often very crazy, and I sometimes have to 
miss a sports game here and there, but I will 
never miss my child’s birthday party, school 
play, or a family vacation. I can volunteer for 
their school parties and go on field trips. The 
bottom line is that I have the ability to make 
attending certain events for my kids non-nego-
tiable, and that is priceless.
 
 
MOLLY CARTER

Long & Foster Real Estate

Two things I love most about my real estate 
lifestyle are making clients into friends and 
family (if they aren’t already) and the porta-
bility. I LOVE the close connections I make 
with my clients. Many clients come from 
my various lifestyle interests: dog training; 
homesteading with chickens, ducks, and bees; 
artists and makers; scuba/kayaking/stand-up 
paddleboarding; and motorcycles.
 
I also LOVE the portability. My office is often the 
back of our motorcycle, or on my kayak/SUP, 
where I’ve been known to ratify contracts, line 
up home inspection appointments, and schedule 
with appraisers, all surrounded by the beauty of 
the open road, giving my clients seamless ser-
vice. I keep work–life balance a priority by being 
present in my private life, as well, and these 
things can be done quickly when you keep on top 
of it while you take time away.
 
 
ANN BARRETT

Long & Foster Real Estate

What I like most about the real estate life-
style is that I am always meeting new people, 
and as I guide them through this life-chang-
ing event, we become friends. For that I am 
most thankful!
 

SVEN SKARIE

Long & Foster Real Estate

My favorite thing about real estate is the 
ability to take time for family and health, and 
make that a priority, while still producing at a 
high level.
 
 
MONIQUE VAN BLARICOM

RLAH Real Estate

I love that I am the CEO, CFO, and CMO of 
my business.
 
 
JORDAN CHRONOPOULOS

RLAH Real Estate

The freedom to create your own day.
 
 
ISAIAH HAZWARD

Keller Williams Capital Properties

The ability to have freedom by being able to 
travel and spend time with family.
 
 
ANABEL HERING

One Street

I do think it’s great because it’s not the tradi-
tional 9-to-5. You do work some weekends, 
but I have control over things that are mile-
stones for my children or family. It’s a good, 
flexible schedule.
 
 
DELANEY BURGESS

RE/MAX United Real Estate

I love connecting and meeting new people.
 
 
TYRONE TONEY

Village Realty

I am able to make a contribution. It allows me 
to service my community and change lives. I 
am very much engaged in my community, and I 
get high from being able to help my clients.
 
 

MEGAN MEEKIN

Compass

I love being current and always in the know, 
helping people in their daily lives, and staying 
in touch. I also love having a network of clients 
and friends.
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special events

DC METRO REAL PRODUCERS’

Photos by Aaron Lebo

What a FUN night we had celebrating 
our December and January features! 
A huge thank-you to Town & Country 

Movers for sponsoring the event and 
to Ebonesse Thompson for providing 
the event space! We had an amazing 
turnout and enjoyed connecting with 
the best of the best! 
 
Our photographer, Aaron Lebo, took 
amazing photos at the event, which 
you can also find on our new Facebook 
page (https://www.facebook.com/
kristinbrindleyrealproducers). Be sure 
to join our new private page and tag 
yourself and friends in pictures!
 
Thank you for being part of our DC Metro 
Real Producers community. We appre-
ciate you and can’t wait to see you again 
at our next event! We look forward to 
sharing our 2022 event schedule and to 
another year of great connection! 
 
For more information on all DC Metro 
Real Producers events, please email us 
at events@dcmetrorealproducers.com.

December Magazine Party
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announcement

GCAAR Installs 2022 President DCAR Installs  2022 President 
HARRISON BEACHER THOMAS (TOM) 

P.  DALEYFriends, family, and colleagues turned out in high fashion and 
comfy sneakers to attend the Greater Capital Association of 
REALTORS® (GCAAR) Annual Holiday Party and Installation 
Ceremony on December 7, 2021, at The Anthem in Washington, 
D.C. The sneaker ball ceremony included installation of 2022 
GCAAR Executive Officers, Board Members, and the ‘Sneaker 
King’ himself, President Harrison Beacher, of Keller Williams 
Capital Properties’ Capitol Hill office.
 
District of Columbia Association of REALTORS® (DCAR) 2021 
president-elect, Thomas (Tom) P. Daley, installed the new board 
of directors, followed by Maryland Realtors 2022 President 
Craig Wolf installing all executive officers. To cap off the night, 
Harrison Beacher was installed as president of GCAAR by his 
younger sister, Kiana Jackson.

The next year promises to be a busy one for Harrison as he will 
not only serve as GCAAR president, but also in the capacity of 
DCAR’s at-large director, the National Association of REALTORS® 
(NAR) director representing D.C., as well as the National Broker 
Engagement Council chair. Previously, Harrison served on the 
NAR Young Professionals Network (YPN) National Advisory 
Board as Realtors Political Action Committee Participation Council 
representative, as vice chair of the Major Investor Council, and on 
the Risk Management Committee. Harrison started his association 
work with the YPN committee in 2014.
 
Harrison is currently managing partner of the Coalition Properties 
Group, along with his business partners Ryan Butler and Keith 
James. Harrison has worked as a Realtor since graduating from 
Georgetown University in 2008, where he studied studio art and 
theology. He grew up in the D.C. area, attending Montgomery 
County Public Schools and St. John’s College High School, and 
currently resides with his wife and two dogs in Northeast D.C. In 
addition to cool sneakers, Harrison also loves to travel, learn about 
culture, and stay involved in his own community. 
 
GCAAR is one of the largest local Realtor associations in the 
U.S., representing more than 10,000 Realtor members from 
Washington, D.C., and Montgomery County, Maryland, as well 
as affiliate professionals who support the real estate industry.
 
Also installed for 2022 are GCAAR Officers: President-Elect 
Avram (Avi) Adler, Secretary Christopher Suranna, Treasurer 
Samantha Damato, and Immediate Past President Jan Brito; 

as well as Directors: M. Jacqueline Bennett, Molly 
Branson, Russell Brazil, Mark Butterfield, Jordan 
Chronopoulos, Marilyn Emery, Carlos Evans, James T. 
Kim, Samuel Medvene, Craig Rosenfeld, Daniel Schuler, 
Richard “Dick” Stoner.

The District of Columbia Association of REALTORS® 
Nominating Committee elected Thomas (Tom) P. Daley 
to serve as 2022 DCAR President during their Annual 
Year-End Meeting and Installation Ceremony on 
December 15th.

Tom is currently managing director for luxury, asso-
ciate broker, and principal for Keller Williams Capital 
Properties in Washington, D.C. Previously, Tom was 
vice president and associate broker of TTR Sotheby’s 
International Realty for over a decade and is also licensed 
as an associate broker in Maryland and Virginia.

As a leader in the industry, Tom is most passionate 
about giving back to the real estate community. In 
addition to serving as president for DCAR, Tom also 
serves as chairman for the National Association of 
REALTORS®’ (NAR) Data Strategy Committee. From 
2016 until 2019, he served on the board of directors for 
the NAR and served as president of the Greater Capital 
Association of REALTORS® in 2018, an organization 
that represents more than 10,000 Realtors in the area. 
Tom has won several prestigious awards, including the 
2017 TTR Sotheby’s Top Producer Over $100M and 
the 2017 Community Service Award for Leadership, 
while also being recognized as Realtor of the Year by 
both GCAAR and by Maryland REALTORS® in 2019.

Tom has lived in the D.C. area for more than 21 years 
but grew up in the Boston and Western Massachusetts 
area and comes from a large Irish family. Tom received 
his master’s degree in real estate from Georgetown 
University and a bachelor’s degree in marketing from 
Boston College. Additionally, he holds the Graduate, 
Realtor Institute (GRI) designation, At Home with 
Diversity® (AHWD) certification, and Military 
Relocation Specialist (MilRes®) designation.

Tom is not only active in real estate industry organi-
zations, but also supports many community programs, 
especially those which help people get back on their feet 
and realize the pride of having a home. One such charita-
ble organization is Friendship Place, a provider of housing 

services for people expe-
riencing homelessness 
in the Washington, D.C., 
region. He also sup-
ports The Washington 
Ireland Program and is 
actively involved with 
The Embassy Series and 
political fundraising.

DCAR is a state associ-
ation, made up of more 
than 2,800 Realtors 
that represents the D.C. area. The NAR recognizes 54 state 
associations: the 50 U.S. states, D.C., Puerto Rico, Guam, and 
the U.S. Virgin Islands.

Tom Daley is sworn in as 2022 DCAR 
president on December 14, 2021.

Harrison Beacher is sworn in as 2022 GCAAR 
president by his sister Kiana on December 7, 2021.
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Scott@StreamlineManagement.com
(301) 237-4950
streamlinemanagement.com

SCOTT GOLDBERG,
CEO & General Counsel

A PARTNER
YOU CAN
TRUST
Assistance Managing
Multiple Rental Properties

Assistance Locating
High-Quality Rental
Properties

“Streamline has been great to 
me, helping to rent multiple 
properties over a number of 
years. Their strategies have 
worked. Their pricing has been 
right on the money. Their 
service has been impeccable. 
Scott is flexible and personable. 
Downright funny on occasion. 
They are local but have a large 
enough team working with him 
that he has ample backup when 
needed. I will definitely call on 
Streamline again.”

Chris G., Washington, DC
& Silver Spring, MD

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

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

Favorite Restaurant: Olazzo in Bethesda
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How to Break Through the

10% MILITARY
DISCOUNT

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

CALL TO SCHEDULE YOUR SERVICE TODAY! 240-970-6533
MIKE MULIERI Chief Operations, Financial Officer

mike@moldgone.net • moldgone.net
2508 Locustwood Pl, Silver Spring, MD 20905

FAMILY-OWNED • NON-FRANCHISED

O N E - S T O P - S H O P
F O R  M O L D

Wade Vander Molen is the 
director of sales/marketing for 
Stewart Title in the Northern 
Virginia/Washington, D.C., 
area and has been in the 
title industry since 2005. 
Wade helps real estate 
professionals with all facets of 
their marketing and teaches 
a new, sustainable business 
model to help them grow their 
businesses. You can visit Wade 
at www.DCTitleGuy.com.

GETTING UNCOMFORTABLE

If you want to do more business each 
year, you can’t keep doing the same 
comfortable things. It takes incorpo-
rating new things, and some of these 
new activities will take you outside 
of your comfort zone. This could be 
shooting videos for YouTube, beefing 
up your Instagram account, or doing 
more public speaking. What sepa-
rates high performers from others 
is their willingness to embrace their 
weaknesses and turn them into 
strengths. Part of your goals for the 
new year can also include learning 
and implementing new skills that will 
help create more visibility and value 
for your business. This begins with 
recognizing your weaknesses and 
being willing to get uncomfortable. 

CHANGE YOUR MINDSET

I’m a runner. When I set out to do 
a 10-mile run, I have to mentally 
prepare myself ahead of time that we 

are covering that distance today. The same 
applies here. Having a “growth mindset” 
and having that enhanced transactional goal 
will help you obtain it. Create a plan of how 
you are going to implement your additional 
marketing strategies and when. Put your 
goals where you can see them. Laminate 
them and put them in the shower, have 
them on the wall at your office. If you can 
see them on a regular basis, it will help cre-
ate the mindset you need to break through 
the glass ceiling in 2022. 

Pushing through the production glass 
ceiling can be challenging. Take a look at 
your business plan. Does it include out-
sourcing and leveraging to buy your time 
back? Are you willing to get uncomfortable 
and work on making your weaknesses your 
strengths? Do you have the right mindset 
so you can put it all together? Of course, 
you do! You are a Real Producer! 

Good luck! 

PRODUCTION GLASS CEILINGPRODUCTION GLASS CEILING

words by wade
By Wade Vander Molen

As the new year unfolds, we have determined that this is the 
year we finally break through that glass ceiling of real estate 
production. We are going to get over that hump and get our 
homes-sold number to a place it’s never been before. This all 
sounds great, but in reality, most of the time this doesn’t hap-
pen. Agents tend to get to a certain point in their production 
and hit a wall with “doing more transactions.” Everyone’s 
glass ceiling is different. Maybe you are doing 20 transac-
tions a year and think 40 is impossible. Maybe you are doing 
80 and want to be over 100 this year. No matter where you 
are, there are obstacles in your way, but they can be nav-
igated. Here are some ways to push past those seemingly 
impossible thresholds.

OUTSOURCING 

Many of the reasons why REALTORS® can’t break through 
the glass ceiling have to do with themselves. They struggle 
with getting out of their own way. The thought process of 
“only I can do it” prevails, and it can be costly. Find the top 
three or four things that you do extremely well that gener-
ate clients and money for your business, and focus on doing 
those things. Everything else can be outsourced to others. 
Spending money can be a good thing, especially if that 
money you are spending can help double your transactions 
each year. Learning the skill of buying your time back will 
help propel your business to new heights.

in 2022
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Inspections®

• Home Inspections (Phase 1, 2 and 3)
• New Construction (RNS)
• Radon
• Termite (DC & VA)
• Air Testing
• Chimney Inspections (Level 2)
• Water Testing
• Sewer Scope Inspections
• Structural Engineer Evaluations
• FREE Infrared Scans With ALL Home Inspections

800-285-3001
BPGInspections.com

@BPGDMV

PRE-OFFER EVALUATIONS $400 WITH REPORT 

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

24/7 Online Inspection Scheduling!
    Visit ezo.bpginspection.com

100+ YEARS OF TEAM EXPERIENCE
Serving DC, MD and NOVA
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legal hotline
By Laura Fager, Esq.

THE INS

TO TEST OR NOT TO TEST

Radon is an invisible, odorless gas that 
is naturally released from the soil. 
From there, radon gas enters homes 
through cracks in the foundation floor 
or walls, openings around drains and 
pipes, and from sump pumps. As a 
result, radon can seep into any build-
ing that is in contact with the ground. 
According to the EPA and the CDC, 
exposure to radon is a leading cause of 
lung cancer in the United States.
 
The soil in Washington, D.C., and 
Montgomery County is known to 
contain high levels of radon. The good 
news is, this does not mean that buying 
a home in our area is unsafe. Testing 
for radon is easy and inexpensive, and 
if higher-than-recommended levels of 
radon are found, the cost to remediate 
it is reasonable (typically ranging from 
$800 to $2,500). Despite the pres-
ence of radon throughout our region, 
however, Montgomery County and the 
District of Columbia have different 
testing requirements and forms that 
real estate agents should be aware of.
 
For instance, due to the health risks 
associated with radon gas exposure, 
Montgomery County law requires that, 
on or before the date of settlement 
for the sale of a Single Family Home, 
as the same is defined by statute, the 
seller must either provide the buyer 
with a copy of radon test results 
performed less than one year prior to 
the settlement date or permit the buyer 
to perform a radon test pursuant to a 
Radon Inspection Contingency. If the 
parties agree to a Radon Inspection 
at the time of contract, the buyer will 
complete the testing at their own 
expense, and the seller need not have 
an additional test performed. One way 
or another, however, unless the seller 
is exempt from the testing requirement, 
a radon test must be performed, and 
both buyer and seller must receive a 
copy of the results. Further, the law 

states that the test must be done 
using a County-approved device. 
Buyers and sellers can find a list of 
approved testing devices by visiting 
montgomerycountymd.gov/radon or 
by contacting an approved technician.
 
Sellers in certain types of transac-
tions are exempt from the law, such 
as sellers of condominium units in 
Montgomery County, as condomini-
ums do not fall within the definition 
of a Single Family Home. Intra-family 
transfers and sales of a bank-owned 
property following a foreclosure sale 
also are exempt from the radon test-
ing requirement.
 
Importantly, the Montgomery County 
statute does not provide a remedy for 
buyers if the test results show elevated 
levels of radon present in the home. 
Buyers can have the option to negoti-
ate with the seller regarding the cost 
of radon remediation or to void the 
contract altogether, only if a Radon 
Inspection Contingency is in place. 
Otherwise, the cost of remediating the 
radon will fall solely on the buyer.
 
In Washington, D.C., by contrast, it 
is recommended, but not required, 
that all types of homes at or below 
the third floor be tested for radon. 
Sellers in the District can obtain a 
free radon testing kit from the District 
of Columbia Department of Energy 
and Environment. Because testing is 
not required by law in Washington, 
D.C., buyers in the District can still 
ensure that testing is completed prior 
to settlement by executing a Radon 
Inspection Contingency at the time 
of Contract. Pursuant to the Radon 
Contingency, the buyer is allowed, at 
buyer’s expense, to have the property 
inspected for radon prior to the dead-
line agreed upon in the Contingency. 
Absent a Radon Contingency executed 
by both parties, however, buyers in 

Washington, D.C., are without a 
legal right to test for radon prior 
to settlement. Similarly, if the test 
shows high levels of radon in the 
home, a Radon Contingency is 
necessary for the buyers (in either 
jurisdiction) to be in a position to 
negotiate with the sellers regard-
ing the costs of remediation.
 
Buyers in Washington, D.C., and 
Montgomery County should be 
aware of the risks associated with 
radon exposure, but it shouldn’t 
stop them from buying the home 
of their dreams. Testing is key, 
and making sure the parties 
execute a Radon Inspection 
Contingency is the best way not 
only to ensure the buyer’s right 
to test the property (for prop-
erties located in the District of 
Columbia) but also the option 
either to void the contract or to 
negotiate a remedy with the seller 
in the event that testing reveals 
high levels of radon in the home. 
 

 
Laura Fager is a real estate 
settlement attorney with MBH 
Settlement Group in Bethesda, 
Maryland. Laura is a licensed 
attorney in Maryland, Virginia, 
and the District of Columbia, and 
she joined MBH in 2020. Originally 
from Washington, D.C., Laura now 
resides in Bethesda, Maryland, 
with her husband, their two young 
children, and their dog, Tucker.

Homeowners in the Washington, D.C., region have been dealing with radon 
for generations, but what is it? And what testing requirements do real 
estate professionals in our area need to be aware of?

OF RADON
OUTSand 
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BARGAIN MOVERSBARGAIN MOVERS

301.685.6789
7579 Rickenbacker Drive, Gaithersburg, MD 20879

www.bargainmoversinc.com

Family Owned & Operated For Over 36 Years
FREE
In-Home 
Estimates

Established in 1982 and located in 
Gaithersburg, MD, Bargain Movers 

is one of the most trusted local 
moving companies in the DMV. 

RESIDENTIAL & COMMERCIAL
LOCAL & LONG-DISTANCE

CHECK OUT OUR
5 STAR REVIEWS ONLINE!

What Do We Offer?

www.npinspections.com
240-409-3711 Locally Owned Franchise

MD Lic. #31227

NATIONAL
PROPERTY
INSPECTIONSNPI

Schedule with NPI Inspections for so
much more than a HOME INSPECTION!

Residential/Home Inspections (Buyer’s Inspections)
Prelisting Home Inspections (Seller’s Inspections)

New Construction (Pre-closing Inspections)
Builder’s Home Warranty Inspections

Providing Peace of Mind,
One Home Inspection at a Time.

(202) 558-0530 • jennifer.lindsay@goosehead.com
jenniferlindsayinsurance.com
     @GooseheadInsuranceJenniferLindsay
7200 Wisconsin Avenue, Suite 500 Bethesda, MD 20814

JENNIFER LINDSAY CPCU

®

AGENCY OWNER • License # 99951574

SERVICES INCLUDE:
HOME, Auto, Umbrella, Valuable Items, Boats, Recreational Vehicles

Discounts for HOME & AUTO Bundle

Do your customers

Let your customers LOVE their

Goosehead Insurance takes care of your customers, offering a 
choice of insurers and excellent service at competitive prices.
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to Grow Your 
Business

As an agent, you’re constantly look-
ing for new ways to generate leads 
and reach more clients. More clients 
mean more business, so it never 
hurts to develop new ideas to make 
new connections.
 
If you’re looking to create more con-
nections, find more sellers, and close 
more deals, you may want to consider 
introducing a lead magnet to your 
business plan.
 

With more than 25 years of experience, 
Todd Lebowitz is CEO and Owner 
at My Marketing Matters, which he 
runs with his business partner Ram 

Devaguptapu. Together, they have 
grown the company to be a recognized 

leader in real estate marketing with more than 
20,000 clients locally, regionally, and nationwide.
 
ABOUT MY MARKETING MATTERS

Since 1982, My Marketing Matters (MMM) has helped 
clients create and implement effective marketing 
solutions to reach their business goals. MMM is a 
full-service real estate marketing firm located in 
Gaithersburg, Maryland, with clients across the 
Mid-Atlantic region and nationwide. MMM has grown 
to be a leading marketing vendor offering innovative 
print products and custom, on-demand marketing 
materials through our design portal.

What is a lead magnet? 
A lead magnet is a free item or service used to generate new leads that will 
eventually turn into new clients and closed deals.
 
Here are some commonly used lead magnets:
1. A postcard campaign sent to your farm with an offer of a free home valuation
2. An informational packet on what to expect when buying or selling a home
3. An email newsletter subscription with information about the current state 

of the real estate market in your area
4. A webinar inviting potential clients to learn more about your services and 

how you can help them reach their real estate goals
5. A quiz to help potential buyers figure out what are the must-haves for their 

lifestyle to help them guide their home search 

What makes a good lead magnet?
A good lead magnet will help you collect information from 
your potential clients so you can continue to stay in touch 
with them. A good lead magnet will also be informational, 
helpful, and eye-catching. You want your lead magnet to be 
beneficial to your clients.
 
Remember, the best lead magnets are mutually beneficial ones.
 
Be sure to follow up. 
Don’t forget to follow up and solidify the connection once you’ve 
started collecting new leads from your lead magnet. After the 
initial contact, send an email or postcard thanking your potential 
clients for their interest in your services. Starting an ongoing 
dialogue will encourage open communication and can lead to an 
overall increase in business.
 

marketing matters
By Todd Lebowitz

How to Use

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

CONTACT US TODAY!

Kenneth Cox
O: (202) 298-7868
C: (202) 413-5475

 kencox1@mac.com

PO Box 5642, NW
Washington, DC 20016

Kenneth Cox & Associates, LLC

Providing Thorough Home Inspections, 
One Satisfied Client At A Time!
• Comprehensive & Detailed Inspections
• Professional & Personable Service
• Radon Testing

Over 5 Billion in Real Estate Inspected
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morgane@legacyfortitle.com
919.441.1848
www.legacyfortitle.com

At Legacy Settlements Services, we care 
deeply about providing value to our 
realtor and lender partners.

We are more than a title & escrow 
company – we are your business partner.

Morgane Klareich 
Licensed Title Agent
Legacy Settlement Services, MD DC VA FL

2936 O'Donnell Street, Baltimore, MD 21224

8659 National Pike, Suite P, Ellicott City, MD 21043

2000 Pennsylvania Ave NW, Washington, DC 20006

7315 Wisconsin Ave, #400W, Bethesda, MD 20814

201 N. Union Street, Suite 110, Alexandria, VA 22314

AMY EMBRY
KELLER WILLIAMS 
CAPITAL PROPERTIES
“Getting outside of your comfort zone 
is where the magic happens.” 
 
“Success is simple, not easy. If you 
do the things you need to do in real 
estate, you will be successful. But it’s 
hard work. When you find a way to 
provide value to the world around 
you, success will follow.”
 
 
CHANIN WISLER
FIRST WASHINGTON MORTGAGE
[Chanin had a health-crisis wakeup 
call in 2021] 
 
“I am not invincible; not one of us is. 
Don’t think healthy eating alone will 
protect you. Listen to your body and 
don’t ever be afraid to call 911 [in an 
emergency]. But most of all, cherish 
your life and the people you love 
every single day.”

DAVID GETSON
COMPASS
“Everyone wants to sell the expen-
sive house, but I just try to help 
the person in front of me, make it 
smooth and easy and fun.”
 
“I try to meet people where they 
are, in whatever situation they 
are in. That has helped me have 
an open mind about people, what 
their experiences are, and it’s 
helped me see things through the 
lenses of others.”
 
 
COREY LANCASTER
EXIT RIGHT REALTY
“I believe my faith is the number 1 
reason for my success. In this busi-
ness, you can get knocked around, 
up one moment and down the next. 
When those hard moments come, 
you need something to draw upon 
for strength to get you through. 
Many times, the challenge is some-
thing out of your control. So for 
me, I always put it in God’s hands.”
 
 

Stay InspiredStay Inspired
PRESENTS

WORDS OF WISDOM FROM THIS MONTH’S FEATURES

D C  M E T R O
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partner spotlight

CHANINBy Chris Menezes

We all know how demanding 
the real estate industry can be, 
regardless of which corner of it 
you inhabit. If you take it seriously 
and care about your business, you 
can easily lose track of your own 
well-being in the grind. Just ask 
Chanin Wisler, of First Washington 
Mortgage. A senior loan officer for 
nearly two decades, Chanin thrived 
in this fast-paced industry and 
claims she never felt she was giv-
ing too much of herself — at least 
not until February of 2021.
 

Photo by Howard Lansat Photography

Chanin found herself working extra 
hard that year, understaffed and 
not able to do much delegating, 
although it was nothing she hadn’t 
handled before. However, the pre-
vious pandemic year was anything 
but normal, especially for Chanin. 
On top of COVID-19 stress, Chanin 
was helping her mother care for 
her father, who is currently battling 
Alzheimer’s. Chanin had also under-
gone back surgery and was dealing 
with much more stress than usual as 
she tried to recover during lockdown 
restrictions. All of this was secretly 

taking its toll, as Chanin notes 
she is usually very active with her 
husband, Eric, and son, Ryan.
 
One day in mid-February, she 
woke up at 6 a.m. with a migraine, 
took prescription medicine, and 
went back to sleep. But when she 
woke up two hours later, she felt a 
different pain — the “elephant on 
your chest” feeling she had heard 
people describe. She remembers 
waking Eric up and saying, “I need 
help. Something is wrong.” Her 
husband went to get her a glass of 

T A K I N G  A N O T H E R  B R E A T H

Fi rs t  Wash ington Mor tgage

W I S L E R
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Chanin, her husband Eric, and son Ryan are a very active family that enjoys fishing, scuba diving, 
and mountain climbing on family vacations.

Chanin Wisler and her son, Ryan.

Chanin survived a major health scare in 
early 2021.

water, and suddenly she felt like all 
the blood in her arms “whooshed” out 
of them and went cold. She started 
sweating profusely as Eric called 911. 
The emergency operator told Chanin 
to chew an aspirin as she waited for 
the ambulance.
 
The paramedics entered the fam-
ily room as Chanin was telling Eric 
where all the important papers were, 
just in case the worst happened. She 
then looked over to her son, Ryan. 
Trying not to scare him too much, 
she knew she had to say some sort 
of meaningful ‘goodbye.’ “It was my 
worst moment,” Chanin recalls with 
emotion. “Something I didn’t think I’d 
have to do for decades. Thinking about 
that moment makes me cry. I love that 
wonderful kid so damn much.”
 
As Chanin was loaded into the ambu-
lance, an EMT told her he thought 
the episode may have been an allergic 
reaction to the migraine pill and a 
“bit of a panic attack.” Alone in the 
ambulance due to COVID restrictions, 
Chanin’s chest pain subsided. She was 
taken to MedStar Montgomery, where 
the blood test and EKG confirmed 
she had suffered a heart attack. 
Fortunately, the echocardiogram 
showed there was no damage, and 
Chanin’s doctor concluded that since 
her chest pain had quickly gone away, 
her heart was not deprived of blood 
for long.
 
“I was convinced my migraine meds 
threw my heart into a spasm,” Chanin 
explained. “Doc agreed and said, ‘Yes, 
but we also have to make sure there is 
no blockage.’ I told him, ‘I don’t think 
I have one... How could I? I’m not that 
old, I eat a super healthy diet, and 
I’m moderately active. Wouldn’t I be 
sicker and have other symptoms?’” 
 

For all of those reasons, Chanin 
was against having a procedure 
done to check for blockages. She 
did not want to deal with a stent in 
her heart and thought it was over-
kill. The doctor reluctantly agreed, 
and they compromised with other 
tests instead. Although she felt 
winded during her nuclear stress 
test, she blamed it on being “out of 
shape” from COVID and her back 
surgery. After much discussion, the 
doctor finally agreed to let her go 
home once she promised to return 
for a CT angiogram.
 
Grateful to be home, Chanin spent 
two days returning to her normal 
routine — working, walking the 
dog with Eric, etc. As she walked 
upstairs to go to bed on the second 
night, however, she felt a shot of 
pain in her chest again. She was 
so scared that she couldn’t sleep 
that night and went straight to the 
hospital to schedule for the cardiac 
catheterization the next morning. 
Chanin knew exactly what the 
procedure entailed from her days 
in medical sales, and insisted she 
stay awake, without any sedatives, 
so she could watch. “I wanted to 
see with my own eyes and be in 
a position to tell the doctor, ‘Just 
balloons that tear — no stent 
please,’” she explained.
 
She, along with the doctors, imme-
diately saw the problem.
 
“As he was getting the stent ready, 
I asked the doctor, ‘What percent-
age blockage would you say that 
is?’ He said 90 percent. I was in 
disbelief. How did I do the tread-
mill without chest pain, how did 
I come home, work a normal day 
and walk the dog? A year and a 
half ago, I was diving with sharks, 

climbing mountains in Belize, and 
jumping into waterfalls in secret 
Mayan caves. Did I do all that with 
a blockage?” In shock, Chanin was 
informed that genetics and stress 
were the culprits. At that moment, 
she knew she was going to have to 
make some major life changes.
 
Fast forward to today, Chanin says 
she feels good. Her blood pressure is 
at all-time lows, she is grateful to be 
alive, to be a mom to her son, a wife 
to her husband, and wants to play 
more games, see more shows, visit 
her dad in hospice at his home, and 
have fun with her mom and the rest of 
her family.
 

And, of course, she wants to do 
more loans, especially now that 
she has more staff and support 
at work.
 
“This was the warning call of 
warning calls,” Chanin notes. 
“I am not invincible; not one of 
us is. Don’t think healthy eating 
alone will protect you. Listen 
to your body and don’t ever be 
afraid to call 911. But most of all, 
cherish your life and the people 
you love every single day.”

Cher i sh  your  l i f e  and  the 
peop le  you  love  every 
s ing le  day.

To contact Chanin or for information on First Washington Mortgage services, call 
301-526-0020 or visit her online at www.chaninwisler.info.

Choose Chanin – Low Rates, Less Stress

Senior Loan Officer  |  NMLS #206900

              |  NMLS #68479
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RYAN CORVELLO PHOTOGRAPHY
Real Estate Photography in Maryland, D.C., and Virginia

• Fusion Photography   • 2D and 3D Floor Plans   • Agent and Team Portraits

corvellophotography.com  |  ryancorvello@gmail.com
757-685-2077 

DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.

$2.5 MILLION$2.5 MILLION
Did you know there are more victims held against their will today than ever 
before? That’s why The N2 Company – the company behind this publication 
and 850+ others like it – is financially committed to end human trafficking. 

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

FOR EVERY AD SALE WE MAKE, N2 DONATES ENOUGH 
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.
The average Fortune 500 company donates about 1% of their profits 
to charity. The N2 Company donates 2.6% of their gross revenue.

Visit n2gives.com to learn more about our fight.

Let Eastern Title bring a unique convenience & peace of mind to 
your buying & selling process today!

Give them even more of a reason to thank you for your business.

3 Research Place, Suite 201
Rockville, MD 20850

6100 Executive Blvd., Suite 410
Rockville, MD 20852

112 E. Broad St.
Falls Church, VA 22046

 
3926 12th St NE

Washington, DC 20017
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COREYCOREY

He shared a room with his brother, Carlos, and 
the two were inseparable. To this day, they still do 
everything together as lifelong business partners 
who continue to look out for each other. 
 
“Carlos has always been a good influence on me,” 
Corey reflects. “Although we are two different 
personality types, I have learned a lot from him. 
He is a very good people person and seems to con-
nect with all kinds of people. I noticed this when 
we attended school together, so I kept a watchful 
eye on how he connected with people and took 
notes in my head.”
 

LANCASTER

agent spotlight
By Chris Menezes

Photos by Aaron Lebo

Corey was so focused on earning money through high school 
that when he graduated, he opted to continue working at Reagan 
Airport instead of going to college. “I was one of the people who 
used to drive the vehicle that pushed the airplane back from the 
gate, cleaned the planes, etc. But after doing that for a while 
in extreme weather, I said to myself, ‘Maybe I should try the 
college thing out.” 
 
Aware of his proclivity for money management, Corey decided to 
major in accounting and became a Certified Public Accountant; 
meanwhile, his brother decided to follow suit. They shared an 
apartment and started their accounting careers simultaneously, 
each finding jobs in the private sector. 
 

Corey Lancaster was the kind of kid who went to the store to buy candy, then turned around 

and sold it for a profit at school. Savvy and willing to work, he earned whatever he could by 

cutting grass, doing chores around the house, and saving his birthday money.

Always Always 
Investing in Investing in 
the Futurethe Future

The Lancaster family 
(Francesca, Sebastian, 

Leslie, Isabella,  
and Corey).
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Then, one day in 2002, while Corey was riding the bus to 
work with a friend, he was introduced to a book that would 
change his life forever: Rich Dad, Poor Dad.
 
“This was the moment I knew I didn’t want to be an 
employee the rest of my life,” Corey recalls. “After reading 
the book, I started thinking of how I could be a business 
owner, and real estate was a potential option to do just that.”
 
Corey later confided in another friend about his desire to 
pursue real estate, and the friend mentioned an upcoming 
seminar to flip homes with no money down taking place 
that same week. So he invited his brother to join him 
and they went with an open mind. “What we heard made 
sense. Of course, the FREE seminar was the pitch to sell 
the two-day, $3,000 seminar coming the following month. 
We invested in that seminar and our real estate careers 
started,” Corey recalls.
 

The Lancaster brothers started investing in real estate 
in 2002 and bought a bachelor pad together. As inves-
tors, however, they needed access to data that only 
REALTORS® could provide. Eventually, they grew 
frustrated trying to glean information and both decided to 
obtain their own licenses.
 
Corey left a well-paying job as a CPA to devote himself 
full-time to real estate, and, in 2005, the brothers opened 
their own brokerage, Exit Right Realty. Everything was 
going great ... and then, 2008’s housing bubble burst.
 
“I have this picture in my head of the actual moment it 
hit me,” Corey remembers. “I was on vacation at the time, 
and when I returned, it felt like everything was crashing. 
Deals were falling through; loans were not getting funded 
at the settlement table after getting approved … it was one 
of the scariest times of my life. My brother and I had just 
taken on a lot of debt to open the brokerage.”
 
Fortunately, Corey was already familiar with short 
sales as an investor, which gave him a leg up. Moreover, 
because both brothers were accountants and knew how 
to manage with low overhead, their office soon began to 
thrive while the competition was eliminated.
 
“I believe my faith is the number 1 reason for my suc-
cess,” Corey notes. “In this business, you can get knocked 
around, up one moment and down the next. When those 
hard moments come, you need something to draw upon 
for strength to get you through. Many times, the challenge 
is something out of your control. So for me, I always put 
it in God’s hands.”
 
While his faith carried Corey through difficult times, his 
commitment to serving people by delivering his abso-
lute best is what kept his business growing. “Everyone 
deserves great service, whether they are selling a 
$150,000-home or a $3-million home. My level of service 
is constant.”
 
Surprisingly, Corey also credits having children with 
helping his business succeed. “The interesting thing is, 
when I started having kids, which obviously meant I had 
less time, I had to become more efficient. And being more 
efficient allowed me to do more business,” he explains. 
Corey and his wife, Leslie, have three children, Isabella 
(11), Sebastian (10), and Francesca (8).
 
While Corey has always made family a priority outside 
of real estate, he is focused on his family more than 
ever these days. “This pandemic has reminded me that 
Jesus could call me home at any moment, so I want to 
make sure my wife and kids remember me well when 
that day comes.”

—Corey  —Corey  
    Lancaster    Lancaster
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rising star
By Zachary Cohen

Photos by Ryan Corvello

“I experienced my whole world opening up when 
my daughter got her driver’s license,” Amy 
Embrey, of Keller Williams Capital Properties, 
recalls. “She started driving my son around, and 
I looked up and said, “I need something to do.’” 
After 16 years as a stay-at-home mom, Amy was 
hungry for professional accomplishment. So 
when space suddenly opened up in her life, she 
sensed a world of opportunity.
 
During her time as a stay-at-home mom, Amy had 
become deeply entrenched in her community. From 
being a Girl Scout leader to the president of her 
homeowners’ association, she wore many hats and 
served in multiple capacities. “Real estate was a 
very logical extension of the community service I 
had already done,” Amy explains. “We were looking 
to buy a house at the time, and I said, ‘Why don’t I 
just get my license?’”
 
Amy’s dive into real estate was an exploration of 
faith and purpose. She entered the business with 
a big question: “What is my purpose for this next 
phase of my life? And I felt like real estate was the 
answer I was hearing.”
 

Stretching her Limits
One of Amy’s first transactions was for a good 
friend. That friend trusted Amy completely, and 
once the sale was complete, Amy felt a boost of 
confidence. This helped propel her to further 
success. “Once I had done that, I realized how great 
it felt to have been able to be of service. And I real-
ized that I could do it at a high level.”
 
Amy also realized the value of stepping outside 
her comfort zone. If she was going to achieve the 
success that she dreamed of in real estate, she 
would have to stretch her boundaries, little by 
little, day by day. “Getting outside of your comfort 
zone is where the magic happens,” Amy smiles. 
“It’s certainly an exercise getting outside your 
comfort zone. And branching out into this entirely 
new world with the opportunity to fail, and just 
starting completely from scratch, it was really 
uncomfortable.”
 
Once Amy began to get a taste of consistent suc-
cess, the process became easier. She embraced the 
opportunity to serve others, just as she had in her 
prior community roles. “It’s my mission to help 
people achieve their goals,” she says.
 

S t r e t c h i n g  H e r  B o u n d s

AMY AMY 
EMBREYEMBREY
AMY AMY 
EMBREYEMBREY
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Amy Embrey and her husband, Rett.

Amy’s son, Wyatt, recently obtained his real estate license.

Amy has now been in the real estate business for four years. In 
2020, her third year in production, she closed $20 million. In 
2021, she hired a director of operations and focused on expand-
ing her team. As of this writing in late 2021, she was tracking 
to close around $14 million personally, and in 2022, she hopes 
to take a big step forward. “We intend to help 60 families this 
year. My average transaction was a little over $800,000 my 
first year, and last year, my average was a little lower, at about 
$650,000, so I expect to close about $40 million this year.”
 
On Family and the Future
Amy and her husband, Rett, have two children. Grace is in 
her first year at Duke University School of Law, and her son, 
Wyatt, just got his real estate license.
 
As Amy steps into the future, she does so with the under-
standing that her continued success hinges on her willingness 
to work hard, act boldly, and continually push her own limits.
 
“Success is simple, not easy,” she says. “If you do the things 
you need to do in real estate, you will be successful. But 
it’s hard work. When you find a way to provide value to the 
world around you, success will follow.”
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cover story

Keeping it Simple

By Zachary Cohen  |  Photos by Aaron Lebo

DAVID 
GETSON
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In David Getson’s 
nearly two decades 
in the business, he 
has amassed a wealth of 
knowledge regarding con-
tracts, marketing, negotiating, 
the D.C. housing market, as well 
as construction. However, when 
pressed for his most valuable lesson, 
David, a REALTOR® with Compass, 
will readily tell you that if he has 
learned anything during his time in 
real estate, it’s that the simple things 
are the most important. He relies 
on steady communication, kindness, 
and a stress-free attitude to consis-
tently deliver for his clients.
 
“I treat everybody like they are 
myself,” David remarks. “I care about 
what happens. I care about their 
happiness. Yes, I get paid well for 
doing what I do, but it’s really about 
helping people. That’s the most 
important part. Everyone wants to 
sell the expensive house, but I just 
try to help the person in front of me, 
make it smooth and easy and fun.”
 
REAL ESTATE BEGINNINGS

 
David launched his real estate 
career with Coldwell Banker in 
2002. He got into the business on 
a whim — but immediately found a 
love for the work.
 

I am a simple 
person. I try to help 

one person at a time, 
help them buy and 
sell, and meet them 
where they are with 
their needs around 

real estate.

“I was dating somebody that decided to go to real estate class. I liked 
them so much I went to class with them,” David laughs. “That’s the 

real story.”
 

David quickly distinguished himself in the real estate 
market. He grew up in Northern Virginia (near his 

eventual home in D.C.), and his local knowledge, 
paired with a genuine intent to serve, proved 

to be a winning combination.
 

In 2005, David partnered with 
Mandy Mills, and in 2007, they 
officially branded The Mandy & 

David Team. While David and his team 
have changed brokerages several times 

throughout the years, their commitment to 
their clients has been unwavering. The Mandy & 

MY VISION OF THE FUTURE 

IS THE SAME AS RIGHT 

NOW. IT’S REALLY ABOUT 

HELPING PEOPLE... 

I KEEP SAYING THAT 

OVER AND OVER, 

BUT IT’S AT THE 

HEART OF IT ALL.

David Getson partnered with Mandy Mills in 2007 to form 
The Mandy & David Team, now with Compass. 
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David Team currently has 14 produc-
ing agents on their roster.
 
NEW EYES TO SEE

 
“The real voyage of discovery consists 
not in seeking new landscapes, but in 
having new eyes.” —Marcel Proust
 
David’s outlook can be credited, in 
part, to the powerful experience of 
traveling outside the U.S.A. He consid-
ers his first trip beyond the borders of 
American life to be transformative.
 
“I was a local kid and had never been 
outside the country. I never under-
stood the way others live. I got out 
of the country for work, and when I 
did, it opened my eyes to the world,” 
David recalls.
 

That first trip to France and the 
United Kingdom did more than 
inspire a longing to travel. The trip 
also helped David better understand 
what it means to be a human being — 
and the wide variety of experiences 
people on this planet have.
 
“I try to meet people where they are, 
in whatever situation they are in,” 
David explains. “That has helped 
me have an open mind about people, 
what their experiences are, and it’s 
helped me see things through the 
lenses of others.”
 
David discovered that this ability to 
connect and empathize with others 
can be one of the most valuable tools 
in real estate. Often, an individual 
or family is buying or selling a home 

due to a major life event, such as 
marriage, divorce, birth, death, or a 
career change.
 
“Real estate is a life-driven occu-
pation, and I enjoy that part of it,” 
David notes.
 
When asked what his vision for the 
future is, David declined to answer in 
terms of statistical goals, professional 
ambitions, or personal gains. Instead, 
he once again returned to his ser-
vice-first approach.
 
“The future is the same as right now. 
It’s really about helping people... I 
keep saying that over and over, but it’s 
at the heart of it all.”

I TRY TO MEET PEOPLE 

WHERE THEY ARE, IN 

WHATEVER SITUATION 

THEY ARE IN.

—David Getson
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healthy living
By Shauna Osborne

HE RTS!
HEALTHY

February is American Heart Month. According to 
the American Heart Association, heart disease is a 
leading cause of death for both men and women in 
the United States, responsible for more than one 
in four deaths annually. While this statistic is dire, 
heart disease can be prevented – and even reversed 
– with healthy choices regarding diet, exercise, and
maintaining health conditions. Doctors’ time-tested
advice of controlling blood pressure and cholesterol
still holds true; however, these less conventional
techniques can be used cooperatively to help make
hearts healthier and stronger.

Get Enough Sleep. Getting enough good-quality 
sleep has innumerable benefits, from aiding in 
weight loss to improving memory. Studies have 
shown a marked increase in heart disease in those 
who sleep less than six hours per night, as sleeping 
too little can disrupt underlying health conditions 
and biological processes. Experts say seven to nine 
hours of sleep is ideal for heart health. And, consis-
tency is key; maintaining a reliable sleep schedule 
regulates the body's internal clock and can help you 
fall asleep and wake more easily.

Drink Some Java. The probable benefits of regu-
lar coffee consumption are pretty compelling. For 
example, caffeine, especially derived by drinking 
filtered, black coffee, boosts energy levels, which 
can help sharpen mental acuity and enhance 
mood, and lowers inflammation levels, which are 
a precursor to many concerning health conditions. 
Interestingly, habitual coffee drinking has been 
linked to lower levels of cardiovascular disease, 
particularly in women. 

Floss. This seemingly inconsequential chore our 
parents and dentists nag over can play a surprising 
role in heart health. Beyond just improving smiles, 
flossing daily reduces inflammation and improves 
gum health, which, in turn, prevents the intro-
duction of harmful bacteria into the bloodstream. 
Healthy gums are directly correlated to a slower 
progression of plaque buildup on artery walls.

Don’t Forget to Laugh. As the old saying goes, 
“Laughter is the best medicine.” Laughter has many 
emotional and physical benefits, including reduc-
ing stress, easing pain and depression symptoms, 
and boosting our immune system. It also has been 
shown to expand blood vessels by more than 20 
percent, allowing for markedly better circulation 
and blood flow in the heart.

F E B R UA R Y  I S  FO R
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TOP 250 STANDINGS
Teams and Individuals Closed Data from January 1 to December 31, 2021

Disclaimer: Information based on MLS closed data as of January 6, 2022, for residential sales from January 1, 2021, to December 31, 2021, in Virginia, 
Maryland, and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery, and Prince 
Georges Counties in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually.
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