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Zicka Remodeling
C&W Custom Woodworking

A
\Ve
REMODELING

As you work with clients to place them in their next home, you now

have another powerful offering. If you and vour clients discover an existing
home, be sure to share the creative wonders of Zicka Remodeling with
them. This incredible resource cin enhance a home's current layout or
build onto it Maybe a new kitchen is in order. Or a breathtaking great
room helps seal the deal.

Here's how it works. Zicka Remodeling’s award-winning interior designers
spec the look and style vour clients desire. Once the client is satished, Zicka

Remodeling make it all happen. Based on client-approved CAD renderings,

the artisans build out the space and bring the transformation o fruition.
This complementary tesource opens a new door for elosing more deals,

Conract Zicka Remodeling ar 513.247.3500 or via email at
juliez@rickahomes.com.
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TR WISE

Senior Mortgage Loan Officer
513-238-0999
TRWise @Bankwith1st.com

7451 Mason Montgomery Road
Mason, Ohio 45040
NMLS #132687

¢ | ocal Processing and Underwriting
¢ Close your purchase within 15 days

¢ Daily Interest Rate Specials to save you
on your interest rate and closing costs @

e (Great Loan Products

OPPORTUNITY
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CLOSING GIFTS

Cutco Cutlery

(513) 687-0635
www.cuttingedgeemmi.com

CUSTOM FRAMING

ASM Custom Framing

(513) 763-9373
www.asmcustomframing.com

CUSTOM HOMES
Zicka Homes
(513) 477-2317

DIGITAL RESOURCES
Ocusell LLC

(504) 458-9208
www.ocusell.com

ESTATE SALES
Everything But The House
Shannon Dager

(888) 862-8750

ebth.com

FINANCIAL ADVISORS
Monarch Financial Advisors
(513) 502-2637
Monarchfinancial
advisors.com

HOME INSPECTION
Horizon Point Inspections
(513) 831-1200
www.inspecthorizon.com

IPA Inspections
(513) 379-7988
Ipalnspections.com
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Pillar to Post

Home Inspectors-

The Capuano Team

(513) 771-6689
cincinnati.pillartopost.com/

Safe Start Home Inspections
Nathan Wessel

(513) 968-4311
www.safestarthi.com

HOME STAGING

Design To Market LLC

Jo Potvin

(513) 265-0952
www.designtomarket.com

HOME THEATER/
HOME AUTOMATION
TECHNOLOGY
Hanson Audio Video
(513) 563-0444

HOME WARRANTY
Achosa Home Warranty
Jenna Wheeler

(937) 474-1866
www.achosahw.com

Old Republic
Home Protection
Deana Hayes
(513) 305-9179
www.ORHP.com

INSURANCE

Edwin O. Young IIl --
State Farm Ins.

(513) 631-6699
www.oakleyinsurance.net

LAW FIRM

Leo Grote LPA
(513) 554-3000
leogrotelpa.com

Yonas and Phillabaum LLC
(513) 427-6100
www.cincinnatiattorney.com

MORTGAGE LENDER
1st National Bank

TR Wise

(513) 238-0999

3rd Street Financial
(513) 769-4111
3rdstreetfinancial.com

Annie Mac Home Mortgage
(513) 769-2071
tony-annie-mac.com

Guaranteed Rate
(513) 609-4484
www.rate.com/ronerdmann

Motto Mortgage
(419) 906-2082

Mutual of Omaha Mortgage
Mike Bowers
(800) 589-8430 x310

Ruoff Home Mortgage
Dave Scully

(513) 633-8476
www.ruoff.com/davescully

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!

Stockton Mortgage
(513) 486-4133
stockton.com/cody-coomer/

MORTGAGES

AmeriFirst Home Mortgage
(513) 985-3000
www.amerifirst.com

MOVING COMPANY
Big Blue Moving
(859) 608-2583

Black Tie Moving
(614) 347-9007

TITLE AGENCY
American Homeland
Title Agency

(513) 863-9100
www.americanhomeland
title.com

Prodigy Title
(513) 870-9070
myprodigytitle.com

021 taxes aren’t!

As business owners, our challenges are as unigue as we are — and the right financial strategy is
no different. But there’s one thing we’re all always looking for:

Additional tax deductions.
Although 2021 is over, the opportunity for 2021 deductions is not!

We can work closely with you and your CPA to reduce your taxes up to $100,000 or more,
per year, through custom-designed retirement accounts. These accounts allow you to
substantially increase your 2021 deductions, lower your taxes, and jump-start your retirement
savings.

It’s not too late!

With over 30 years of experience, our team can design a plan that’s perfect for you.

Let’s put more money into your pocket, and less into the IRS's.

‘Mnnarch Financial Advisors

LITTLE MAAMAI BivES

e H
Sue Burnett, FSA, EA, QKA _ e e
Investment Advisor Representative Emerging Woman Owned
www.MonarchFinancialAdvisors.com Business " mm
" : i . I ofthe Year WL Year
monarchfinancialadvisors@gmail.com 2021 2020

513.502.2637

* [nvestment advisary services are offered by Core Investment Group, LLC
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Patrick Braddick Sandy Taylor Beth McCabe Emmi Abel-Rutter
Publisher Ad Manager Senior Writer Writer

Krista Silz Brenna Smith Geneva Eilertson Alexander Regueiro
Photographer Photographer Reprint Coordinator Social Media Director

Interested in custom reprints? Contact Geneva for details: geneva@realproducersmag.com

859.608.BLUE (2583) |

RUOFF
TECHNOLOGY

With industry leading technology,

we make sure your loan process =
moves swiftly so you can close i’_ Dlgl%g!ﬂﬁ!?flng

quickly and settle in sooner.

Safe Star

INTERNACHI® CERTIFIEp

SAFE START HOME
INSPECTIONS OFFERS:

- Avoid hand-signing page after page at closing.

- Apply your digital signature to nearly all your documents in seconds.

- Use a computer, mobile phone, or tablet. _
- Know your signature is secure with special encryption and extra layers of securit

YA Ruoff

MORTGAGE

» Full residential and commercial inspections
» State licensed Wood Destroying Insect Inspections

> State licensed Radon testing

« Certified Control 4 Showroom for Smart Home Automation
+ Home Theater - Whole Home Audio - Security
Dave SCI.I“]" « Smart Lighting - Automated Shades - Climate Control

We understand not everyone is in need of a full home
+TV's - Theater Seating - Furniture

- Streaming Audio - High Performance Audio - Headphones
» Custom Design, Installation and Support

« Free In-Home or Office Consultation

inspection and can customize to fit your needs. Whether
it is to just look in a crawlspace or inspect the plumbing
we can customize an inspection to fit your needs.

SVP Area Manager
MMLS: 757304 | MLO-OH.7573204

513.633.8476
dave.scully@ruoff.com Visit Us & Educate Your Home Buyers

(513) 563-0444 - HANSONAV.COM - 10800 MONTGOMERY RO - CINCINNATL

Office: 513-968-4311 Mobile: 937-321-7479
nwessel@safestarthi.com www.SafeStarthi.com
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Modernizing the Listing Process
for Real Estate Professionals

1]

Ready to simplify your listing workflow? What if there
was an MLS integrated listing software that would

make your life easier? What if you could save hours of
time spent on inputting data? Or effortlessly create and
manage listings in a collaborative, easy-to-use interface?
Now you can with Ocusell, the only MLS integrated
listing software built for REALTORS®.

This all-in-one listing solution simplifies the work for
today’s busy agents. Ocusell, which was launched in
October 2021, was the brainchild of co-founders Alex
Taylor and Hayden Rieveschl. Alex serves as the Chief
Revenue Officer, and Hayden is the CEO.

“Hayden and I were introduced by the former
co-founder of Dotloop two years ago,” explains Alex, the
first Director of Sales at Dotloop and owner of the Oval
Room Group. Alex adds, “We were working on similar
real estate tech, and we realized that the listing process
for residential real estate agents is the only phase that
has not been ‘disrupted’ by technology. So, we wanted
to create a modernized and streamlined listing platform

for agents.”

With 650+ MLSs in the United States, listing a property
is an “extremely antiquated and fractured process.”
Hayden and Alex saw a better way with a uniform listing
platform through Ocusell.

“We are integrated with the Cincinnati MLS and coming
soon in Northern Kentucky. However, we plan to expand
throughout the state of Ohio and eventually across the

country,” explains Alex.

An Answer to A Long-Standing Need

Ocusell came about because of a long-standing need
for REALTORS® to integrate systems seamlessly. Alex
explains, “We have spoken to numerous brokerages
across the state of Ohio who were searching for a solu-
tion to the listing problem. Agents have come to accept
the way it has always been done and even toyed with
the idea of creating something like this on their own.
They have had an overwhelmingly positive response to
Ocusell, which changes the way that home listings are

created and managed.”

The Ohio Association of REALTORS® was also trying to
find new technology to help boost the 33 MLSs that they

support. They aimed to create a better environment that was a

tremendous benefit for their members.

Ocusell saves time and money for today’s busy REALTORS®.

Although certain agents have transaction coordinators, Alex

Cincinnati Real Producers - 11



explains, “You could free up those
folks to be an additional resource for
the brokerage team versus inputting

data into a box,” says Alex.

“We sit on the same side as agents,”
points out Alex. “We are looking to

be a partner with agents. Our goal

is not to align with Zillow or Trulia

or any large-scale platform to solicit
agents to be a lead source for them.
We want to be on the same team as
the agent to execute business more

efficiently and effectively.”

How It Works
The process of generating a listing is
simple. Ocusell has a “first of its kind”

integration into the MLS. Ocusell
allows agents to generate a listing
from a single platform, manage the
listing content on an ongoing basis,
collaborate with an agent’s team or
their brokerage, and source visual
media providers. Once the listing is
created, it is published completely to
the MLS and social media platforms

through the click of a button. In

days for a listing to be complete from
finding an agent to a listing hitting the
market. With Ocusell, that time is con-

siderably shortened.

“We have a visual media marketplace,
and real estate agents could hire a
photographer in the platform for the
same day or the very next day,” says
Alex. This will expedite the process
for photography and get listings on

the market even sooner.

For more information on Ocusell,
check out their website, ocusell.
com. Simplify the way that you

list properties!

essence, Ocusell aims to generate, ‘ ‘

manage, and integrate the entire

isti ! . .

listing workflow! We are looking to be a partner with agents. Our

“We are in the process of onboarding goal is not to align with Zillow or Trulia or any

a very reputable midsize brokerage large-scale platform to solicit agents to be a lead

in Cincinnati and getting their agents
getting 5 source for them. We want to be on the same

12 - January 2022

on board,” says Alex. Currently, they
have a handful of beta testers and are
excited for sales to kick off more in the

days ahead.

Services Provided

By modernizing and streamlining the
MLS, REALTORS® no longer have to
fill out fractured online listing forms
that are not logically grouped. Why do
more work than necessary? Instead
of communicating via text, email, and
phone calls about a listing, communi-
cate on a streamlined platform. It pales
in comparison to populating every
listing separately on the MLS, social

media, and various websites.

“For every listing that is created in

our system, we have Al algorithm that
produces a stunning marketing website
at no additional cost,” explains Alex. It
simplifies the process for REALTORS®.
According to the National Association
of REALTORS®, it can take up to 14

team as the agent to execute business more
efficiently and effectively.

Cincinnati Real Producers - 13



New contract? < STOCKTON
MORTGAGE
No problem.
At Stockton Mortgage, we pride ourselves
in helping you get your customers to the .
closing table on time. Where other lenders %)D
may struggle to meet the new contract 8 | It's what we’re known for. Our average Clear-to-Close
timelines, we're pacesetters in our industry. & | time is 17 business days.
If you aren't satisfied with the contract §
timelines you're getting currently, let us help. -EE
= Our automated in-process milestone emails keep
© | everyone involved in the transaction current on what’s
E happening, from intent to proceed, to conditional
8 approval, all the way to clear-to-close!
~Nad
&
Q . . .
ﬁ For 20 years, we’ve been finessing a streamlined process
which means we worry about the behind-the-scenes
Cody Coomer work so you and your customers don’t have to.
Branch Manager, NMLS: 1019463
Mobile: 513.479.4630
Office: 513.486.4133
Fax: 513.445.3109 Stockton Mortgage NMLS: 8259 | Equal
ccoomer@stockton.com Housing Lender | nmlsconsumeraccess.org

YONAS & PHILLABAUM
— L —

CRIMINAL DEFENSE
ESTAFRE PLANNING

FAMILY LAW
PROBATE LAW
REAL ESTATE LAW

NOW ACCEPTING NEW CLIENTS

513.427.6100 | www.ypattorneys.com

14 - January 2022

LET HORIZON Zsset YOU IN THE RIGHT DIRECTION

t _“L{w

* Your personal
Horizon Point
Scheduling App

* Create and Send
your Repair Request
Addendum within our
report software
- $600 worth of repair
coupons from our
trusted contractors

* In-House Infrared,

Radon and Termite y I
Sorvices HorizonlPoint
« $25 Discount for INSPECTIONS
Police, Fire, and )
Military Chris Heywood, Owner

Why work with us:

« We have been servicing the Greater
Cincinnati and Morthern Kentucky region
for over 30 years. ' &

« With our flexibility, we are able to close
transactions on nights & weekends at no
extra charge.

+ Keeping our clients in mind, we are willing
to travel to the most convenient location
for each closing.

LY L, LKA AA
Titke ismrames Agpeal

The MLS of Greater Cincinnatl is excited 1o pantner with Oousell.

A TI"I..IStWOI'th}" Partner Their listing technalogy will bring greatl value o our members who

adopt their product & enhance their real eslate business goals,

LH @ Who Understands YOU. i

e Executive Director, ML5 of Greater Cincinnati, Inc

Leah Grote When it comes to one of the most e —
(513)-554-3000 impartant trans ¥ LI MDA SR - £ =

leah@leogrotelpa.com

h 4..'1;.1»4 Aw"!“'" T,"'}f'"""“"- . {-*-ﬂ““

l

‘#’G""-.p"—'--w*;';pvﬂ", fahvﬁ&w},, ik m-hb‘—vab;«-t-a--‘uﬂpmﬂ#-

https://lecgrotelpa.com/
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FORMER DENTAL HYGIENIST TURNED REALTOR®

At every end is a new beginning.
Former dental hygienist Amber Allred
was looking for a new career after 13
years in the dental field. She enjoyed
her work, liked her patients, but the
physical demands of the job were

too taxing on her shoulder and neck,

prompting a visit to a surgeon.

“What am I going to do?” Amber asked
herself after seeing the results of her
MRI. Living on Ibuprofen wasn’t the

answer. A new career was.

“I gave a really long notice,” explains
Amber. “I needed time to figure out
my next step, and I wanted to tell my
patients in person that I was leaving.”
Her answer to a new career came
from an unexpected source - the list-
ing REALTOR® who sold Amber her
first house years ago. When he asked
her if she had ever thought about
real estate, Amber started seriously

considering it.

“Houses always interested me, but

I never thought I would pursue real

16 - January 2022

estate as a career,” says Amber. She
jumped into real estate five years ago
and is grateful that she did.

“Now my shoulder doesn’t hurt,” she
smiles. “I still keep my hands in the
dental profession. I teach part-time
at UC and sub at dental offices here
and there.”

Interestingly, there are a lot of
parallels between dentistry and real
estate. Amber notes, “It’s relation-
ship-based healthcare. The whole
family goes to the dentist, and you
see them every three or six months.
A lot of my business comes from

former patients and coworkers.”

Just as in dentistry, Amber builds
relationships with her clients. Her
first deal came from a former patient.
Amber sent out postcards after she
got her real estate license. Her former
patients welcomed her with open
arms. Her first deal was helping the
mother of one of her patients move

from California to Cincinnati.

Amber works for Keller Williams

Advisors and loves what she does.

Embracing the Journey

“No one buys a house just for fun,”
notes Amber. “Houses are connected to
a life event; maybe it’s getting married,
having kids, or kids going off to college,
etc. People need help navigating that big
leap. It’s another part of their journey,
and I like being part of'it. I enjoy helping
them navigate through that and being

their advocate.”

A genuine people person, Amber
embraces the Golden Rule treating
people how they want to be treated.
Although she admits that her busi-
ness and life are ever-evolving, her

values are steadfast.

Hometown Roots

Originally from Cincinnati, Amber
grew up in Madisonville. The majority
of her family still lives there. Amber
loves the fact that she was able to
purchase her grandfather’s home and

do her photoshoot there.

CNTICTVIRIOR |
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Steeped in history, this “big old
house” was built in 1907. It still
has the original tile roof and has
sentimental value to Amber and
her family. Amber, who grew up
across the street from it, now
rents out the property to offset the
maintenance cost.

“It’s really a cool house,” says
Amber. “I wouldn’t have had the
opportunity to purchase it had
Inot gone into real estate.” Her
entire family has lived in this his-
toric home, including her brother,
her son, cousins, and herself! Her
grandfather lived in the house
until he passed away at the age

of 97. Thanks to the layout and
setup, he was able to age in place
there. “It’s such a cool and unique

property,” she says.

Nicknamed the “Mayor’s
Mansion,” this home earned its
nickname after Amber’s grandpa
ran for the mayor of Cincinnati
when he was 85 years old. Amber
recalls, “He got 129 votes. If

he won, he didn’t need to move
because he already lived in a
mansion.” Her grandpa was the
“unofficial mayor of Madisonville.”
And although he didn’t win the
election, both Amber’s grandma
and grandpa were an integral part
of the neighborhood because of
their years of avid involvement in

the community.

Amber recalls that when her
grandpa died, there were five
generations alive in the
family. She says, “My
granddaughter had the
chance to know her
great, great grandfa-
ther.” That’s a memory
that Amber will for-

ever cherish.

Family Focused
When Amber isn’t

working, she enjoys
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Your Cincinnati Real Estate Insurance Partner!

Edwin Young Il

Agent

013-631-6699

Why is your choice for a Title Company vital to your success? 8 5 % o F P E o P L E

Because. .. it is the last impression your client has of you. {
Select a Title Company you can trust to finish smooth and strong. say that I'hey would use thelr Realtor aga in,

At Prodigy Title Agency, we offer: but less than 9% actually do...

Quick Turnaround on Numbers

Why? They can't remember:your name!

Resolution of Title Issues edwin@oakleyinsurance.net

www.oakleyinsurance.net

15 Years minimum Experience for our Staff

Experienced and Professional Closers . o
' On-Staff Attorney Support Cutco ClOSlng G’ffs Are: Homeowner Insurance
]OO% TOX Deducﬂb|e Condominium Insurance | =
Renters Insurance i

High Quality

Rental Property Insurance
Commercial Building Insurance

Make your job easier... PICK US... B \cd Client Retehiti NS

American Made

Forever Guaranteed &
- 0 Jenna Wheeler
“‘".ﬁ.’.‘. Senior Sales Executive |
L e
4o CUTCO ACHOSA € jernavaachosahcom e,
Results You Can Trust DIREINEE D0y HOME WARRANTY, 114 www.achosahw.com .
513.687.0635 PROVIDING INSURANCE &
eabelrutter@gmail .com “The Power to Choose Home Warranty Company” FINANCIAL SERVICES
8080 Beckett Center Dr. - West Chester, Ohio 45069 - (513)870-9070

www.360BusinessGrowth.com
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IPA IS YOUR HOME Hll} REPUBLIC HOME PROTECTION
INSPECTOR FOR LIFE
3 /

LISTEN TODAY AND ASK
HOWYOU CAN BE A GUEST!

custom lraming WITH MIKE BOWERS

GOT NEW YEAR
JERSEYS? NEW LIFESTYLE

BRING THEM INI Your Clients can Retire Their Way With A LifeStyle Home Loan

We help our customers protect what they care about and achieve their
financial goals.

.

=X when Real Producers work together! _ - s — -
o0 is ANAZING! o gove me so much I WE ARE THE EJ e AT COMMEMORATING You can educate your clients on how the LifeStyle Home Loan can meet
ﬁﬁLhr‘éi:ﬂdeﬁ‘.’! ::;Ir:;mnislu:jsl::;‘::lﬂry];:ﬁls]?ﬁ:;tlthe P YOUR SPORTING ACHIEVEMENTS the unigue needs of homeowners 62 and older looking to purchase a
: Lnnerworking of my h(;me, and trusted"himtlfle_t me]a / You're committed o your clients; and we're committed o you! x _ new home. The LifeStyle Home Loan was created to allow home buyers
ﬁ::sv.v :Le ;{I;t:ru%r::: :n;obn::;:zufsr:f; hll]ss fhfrZ'UT,'ﬁ e : ¥ Nobande : 5 ‘I Q’ Vi 6 3 9 3 6 3 the opportunity to buy a new home and live the LifeStyle they choose.
report with photographs, to being easy to reach, and Add ORHP’s home Warfﬂﬂt}r to your winmng team tﬂdﬂjl' I ! : ;
easy fo like!" ~Molly AFRAM @. Mursar=Omana

THE STARS ALIGN N
-

Visit ORHP.com

e to learn more Rople Melping Pople

www.orhp.com | 800.445,6999

Afﬂ
I P A (513) 379-7988
Ipalnspections.com ~GHOD00©0 i
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CALL ME: MIKE BOWERS nms: 61535
OFFICE: 800-589-8430 | CELL: 513-680-6168

Jicg 0d.
y FILAD, A




| P> cover story
yS

CHWARBER

By Elizabeth McCabe

Professional photos by Krista Silz

Originally from Philadelphia, Lynn
Schwarber was raised by a single mom. A
latchkey kid, her mother struggled to make

ends meet for her and her sister.

“I lived in apartments most of my
life,” recalls Lynn. “I moved 10 times
from birth to college as my mother

lived paycheck to paycheck.”

The importance of hard work was
instilled in Lynn at an early age. She
wanted to create a better way of life

for herself and her future family.

Lynn shares, “Since I was a little girl,
I dreamt of an actual home of my
own, not an apartment. When my

husband and I made an offer on our

]

]

first home in 1999 in West Chester, I
remember crying and being so emo-
tional because it meant so much to
me.” Seeing her dreams come true was
heartwarming and left an everlasting

impression upon her.

From Broadcast Journalism to

Real Estate

Lynn worked at Channel 9 as a televi-
sion reporter and anchor, finding her
footing in life. She comments, “I loved
being in journalism, working on dead-

lines, and the big stories.” She came to

Cincinnati in 1994, where she met her
husband. She was Lynn Giroud back

then, her maiden name.

“Twenty-seven years and four kids
later, I'm still here!” says Lynn. She
went through fertility treatments and
was on bed rest, where she cultivated
a love for HGTV.

“I fell in love with Ty Pennington of
Trading Spaces,” smiles Lynn. “That
may or may not be why I named one of

my boys Tyler!” The triplets, Tommy,

“Buying a home is such an emotional and personal decision,
and | feel honored to go on that journey with my clients.”

22 - January 2022




Her answer to improved work-life businesses and celebrating our local had triplets just months apart. Julie

balance and being able to do more area,” says Lynn. She wants to make joined Lynn four years ago when she

social media was having a team, connections and make the com- first got her license. Shortly after she

which she runs like a newsroom. munity even stronger. You can find got her license, Julie’s son Matt died

‘Realtors on the Road’ every Friday after a lacrosse game at Lakota West

“I roll in the big whiteboard, and we on Facebook and Instagram. High School due to arteriovenous

have meetings on Monday. I also do a malformation (AVM). He was in the

weekly video series called ‘Realtors on  “I meet fascinating people,” says hospital in a coma for a month. “His

the Road.’ Every Friday, we take you Lynn. She meets entrepreneurs loss was indescribably devastating for

to all the places that make this such a who are running small businesses all of us,” Lynn says.

great place to live. We’ve been to farm-  and making a difference here in

ers’ markets, festivals, coffee shops, Cincinnati. “It’s so rewarding and “Seeing how the community came

horse barns, and more.” Throughout fun,” she adds. It also gives Lynn a together to support the Stratman fam-

the holidays in November/December, creative outlet. ily was so inspiring,” says Lynn. “We

Lynn and her team promote local char- live in such a wonderful community

ities and nonprofits. It takes several Grateful for Her Team and Julie has been so strong through

hours of work every week to produce Lynn is most grateful for her team. it. I feel lucky to be working with such

each 3-minute segment. One of her best friends, Julie an amazing partner and great friend.”

Tyler and Trevor were born in
November of 2002, and the
fertility drugs worked so well that a

year and a day later, she gave birth to
her daughter.

‘When the boys turned 2, Lynn returned
to Channel 9 part-time. She admits,

“I had a harder time covering the
depressing stories.” Although she was

a seasoned journalist, she grew tired

of being on the scene of fires, murders,

and winter weather conditions.

“My love for real estate blossomed,
and I re-evaluated priorities after my
babies were born. My mom moved

to town, and we bought a duplex in

Oakley. Buying investment property
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was something that I always wanted

to do,” says Lynn.

In 2009, during the Great Recession,
Lynn got her real estate license.
Looking back, she reflects, “That was
the worst time to start a new career
in real estate, but I learned so much
during that time.” She worked with
foreclosures and with sellers whose

homes were underwater.

“I worked really hard to get a sale
back then,” says Lynn. “I worked with
Sandra Peters when she was at Sibcy
Cline from the time I started in 2009
through 2011.” Lynn went out on her
own and joined Comey & Shepherd
back in 2011. She had a brief stint at

ReMax Preferred Group, but returned
to Comey and has been there at their

West Chester office ever since.

“I went into real estate thinking I
would work part-time and have a
flexible schedule with the kids. Once I
got busy, it became harder and harder
to do. It became more than full-time
with nights, weekends, and having no
life. Working alone got bland and bor-
ing. I wanted to bounce ideas off peo-
ple, and I wanted to do more social
media, bringing my TV background to
real estate and do informational vid-
eos on social media. But as my career
got busier and busier, it was hard to

find that balance,” says Lynn.

Stratman, is an asset to her team.
“The reason I do the videos is because = They’ve been friends for about 19

I’'m passionate about supporting small  years, meeting just after they both lifelong Cincinnatian Tom Volker,

it ._ ; \.|f_.. g n:",x‘_.‘? ; .

o . ety c5 T ok e ol
Julie and her husband, Tommy, and their kids (Tommy, Tyler, Julie and Lynn
Trevor, and Katie), along with their dog, Ripley

“My love for real estate blossomed, and | re-evaluated
priorities after my babies were born.”

Cincinnati Real Producers -
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who has more than 20 years of sales
experience. Kathy Grace is another
valued agent on the team, who moved
here from Chicago a year ago. “She’s
a fast learner and is great to work

with,” says Lynn.

Alex Fuller (21) is Lynn’s connection

to the millennial generation. He has a
background in photography, videog-
raphy, and drones. Lynn comments,
“We're excited to see what he can bring

to the team with more experience.”

“I'm hoping to grow the team in the
coming years. My plan is to get my
broker’s license down the road,” says
Lynn. She wants to continue producing
‘Realtors on the Road’ and expanding

into doing more in the future.

Fortunate for Family

When Lynn isn’t working, she savors
time with her family. Tommy, Tyler,
and Trevor are all in their first year of
college at Ohio State and University

of Cincinnati. Her daughter, Katie,

is a senior at Lakota West, looking

forward to college next year.

“My husband, Tom, and I will be
empty nesters, which will be a tough

transition,” says Lynn.

“Buying a home is such an emotional
and personal decision, and I feel hon-
ored to go on that journey with my
clients,” concludes Lynn. Just as she
was overjoyed when she purchased
her first home in 1999, she loves
helping clients achieve their dreams

of homeownership as well.

REALTORS ON THE ROAD

Cathy Grace at The Renaissance Festival in Waynesville

Lynn Schwarber at Neal’s BBQ Cafe in Hamilton
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P» featured REALTOR®

Written by Elizabeth McCabe | Photos by Tim Spanagel

CHA

ALFORD

ichael Alford is passionate
about Milford. Born and

raised in what he calls the

best place to live in America, Michael
has fond memories of growing up in
this charming town. He knows the
people who make up the fabric of the
community and likes everything that
Milford has to offer.

Michael attended Milford Christian
Academy before attending college at
the University of Cincinnati, where he
studied finance and then switched to

speech-language pathology.

“While I was at UC, I worked at the
bank as a teller and started work-
ing at FedEx at the 3:30-8:00 a.m.
shift before class. It was tough, but
I learned how to work. It definitely

helped me grow,” recalls Michael.

Through working at the bank, Michael’s
eyes were opened to the promise and
potential of real estate. He explains,
“When I was at the bank, I had a new
manager who had just transitioned

out of a very successful career in real
estate. He informed me about his path

and career in real estate.

Instead of settling for a career that
he wasn’t passionate about, Michael
made a radical life change to pursue

anew direction. An entrepreneur at

T SN |

r

heart, he had always wanted to start
his own business. His senior year of
college, he dropped out of UC and
went to Hondros College to get his

real estate license.

It wasn’t a decision that he took
lightly. Michael explains, “As a teller,
several of my customers were real
estate agents. I interviewed them as
to how they liked the business, what
the good and bad aspects of the indus-
try were, and which brokerage they

would recommend.”

Taking one of his customer’s

advice to heart, Michael went to
work at Coldwell Banker in 2014.
Now Michael works for Cincinnati
Suburban Homes Group at Coldwell
Banker Realty. He has two ladies on
his team, partners Sharon Hickcox

and Karen Scherer.

Connecting with Clients

“I wanted to create an experience for
clients that I would want myself,” says
Michael. “What drew me to real estate
is the personal connection with each
client and the variety of needs that
have to be met. I like the challenge. It’s

a neat aspect of the business.”

To Michael, real estate isn’t about

sales; it’s about relationships. He

1
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understands the emotions that come

along with each transaction.

“You’ve got people selling a home that
they have lived in for 20-30 years.
There are a lot of emotions involved
with those. I like being there for
people in those moments. I take a lot
of pride in being a listening ear and
being that person to lean on. These
are the moments that I've grown to

appreciate,” comments Michael.

This trusted REALTOR® likes being
there for first-time homebuyers, reliv-
ing the excitement that purchasing

a home brings. Being a cheerleader
for his clients, Michael is there every

step of the way.

He sold his childhood home a few
years ago, which was an emotional
experience. This gave him renewed
appreciation for the emotions that
sellers might feel. He says, “A house
is more than a place to sleep. It’s a
place of memories. It’s important as
real estate agents that we realize that.
Selling my childhood home was a big

change for me.”

Building His Business
The road in real estate wasn’t easy,

but Michael was up for the challenge.

“I struggled to find my way my first
year. I figured out what it took to be
productive in this business. My first
year, I did real estate for 40 hours

a week and also did landscaping,”
recalls Michael. He also started hand-
writing letters to potential clients,

eager to earn their business.

“I only sold two houses, and I made
enough to pay my real estate fees my

first year,” he says.

‘When times were tough, Michael
leaned on the support of other agents.
He credits Robert Smith for being an
incredible example, for his listening
ear, and giving honest, sincere answers
to his heartfelt questions. It was then
that Michael realized that he had to

Cincinnati Real Producers -
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rely on the relationship side of the
business. He comments, “You’re not
going to build relationships writing

letters and getting sympathy sales.”

In his second year of real estate,
Michael took a new approach. He
focused on getting in front of peo-

ple and connecting with them on a
relationship level. He understood that
business was going to come down the

road as a byproduct of connections.

“People have to understand that I am
trustworthy, a friend, and that I will be

there when they need me. It took a lot
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to gain that confidence, especially since
I am naturally an introvert,” he says.
Stepping out of his comfort zone and
making sincere relationships with peo-

ple was essential to building his brand.

He was inspired by the words of his
father: “A wise person is willing to
postpone short-term gratification for
long-term satisfaction.” Consistency

and hard work pay off.

Passionate about Milford
“I’'m the biggest fan of my home-
town, Milford,” comments Michael.

“I wouldn’t have the passion for it if

I didn’t understand what this com-
munity was all about. Being a small
business owner in Milford enabled me
to connect with other small business

owners and learn from those people.”

Michael likes having his office on Main
Street in Milford, where he has been
for four years. He also takes the time
to serve the community. Currently,

he serves on the board of the local
Chamber of Commerce as well as the
board of the Milford Kiwanis Club.

“Our mission is to meet the needs of

our kids in the community and help

WHAT DREW ME TO REAL ESTATE IS
THE PERSONAL CONNECTION WITH
EACH CLIENT AND THE VARIETY

OF NEEDS THAT HAVE TO BE MET. I

LIKE THE CHALLENGE. IT’S A NEAT
ASPECT OF THE BUSINESS. ”

out their parents as much as possi-

ble. Getting involved has been such a

cool experience,” comments Michael.

He is in charge of their eyeglass pro-
gram and connecting with teachers

in local schools.

“If we find out about a child with
vision issues, we sponsor them with
free eyeglasses from our partners at
LensCrafters. We have the privilege
of helping many people,” he says.

Michael also hosts a community
Christmas party every year and a

spring litter cleanup with the city.

Making a difference in Milford is a
cause close to his heart. He com-
ments, “When I was talking to other
business owners, I realized that we
rely on the community to support us,
but we need to be the biggest support-
ers of growing the community. That
was a big transition in my mindset —
what it means to be real estate and a

business owner.”

Relaxing from Real Estate

When Michael isn’t working, he
enjoys spending time with his wife,
Ami, who works in the medical field.
They like hiking and backpacking at

Red River Gorge to disconnect from
the hustle and bustle of life.

“I also play sand volleyball through-
out the week, and I really enjoy
running as well,” adds Michael. He
and his wife have also decided to start
traveling more, making more time for

themselves for work-life balance.

Michael comes from a tight-knit fam-
ily and is one of six kids with three
brothers and two sisters. Everyone
lives locally and they like spending

time together.

“I've got a really neat support net-
work,” comments Michael. “My first
sale was to my sister and her husband

to purchase their first home.”

Michael loves real estate and can’t
imagine a better place than Milford
to grow his business and support the
community. For more information
on this Featured REALTOR®, check
out his website, movingmilford.com,
or his Facebook page at Cincinnati

Suburban Homes.

Cincinnati Real Producers - 31



R H N o

Mortgage
Brokers

Are Going

PUBLIC
NYSE
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Mortgage Brokers are going PUBLIC. In celebration of the occasion, Breon
Price was chosen to represent Motto Mortgage Apex in the closing of the
NYSE with UWMC.

Independent Mortgage Brokers, like Motto Mortgage, save their clients on
average, $3,700. So, in honor of National Mortgage Brokers Day, allow us to
acknowledge all that you do to help homebuyers find the best possible
mortgage for their dream home. Though COVID may have restricted our
distance, it has not restricted our business. We are here for you.

Let's find the right loan option for your client.
Give me a call to get started today.

ianasing Fartoe TUMOTTO
"/ MORTGAGE/

NMLS# 938631

. Office: 513-204-9587 .
(11} 1/ Breon.Price@mottomortgage.com T L2 EX
e & www.applywithapex.com '

Mo jacie Apex NMLS D &

wher, operated, and lice

Each office s indopends
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TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1- Nov 30 As Of Dec. 8th, 2021 at 10:02PM

Rank Name Office Total Volume

1 Julie K Back Sibcy Cline 18 $122,633,138
2 Alice M Jones Comey & Shepherd 396 $103,951,095
3 Daniel K Watkins Comey & Shepherd 324 $81,381,072
4 Scott A Oyler Coldwell Banker Realty 190 $77,619,078
5 Rick J Finn Coldwell Banker Realty 185 $72,525,971
6 Ragan R McKinney Ragan McKinney Real Estate 313 $63,311,750
7 Ellie D Kowalchik Keller Williams Pinnacle Group 162 $62,341,269
8 Heather R Herr Coldwell Banker Realty 131 $59,418,121
9 Kevin E Hildebrand eXp Realty 179 $56,118,560
10 Megan S Stacey Coldwell Banker Realty 15 $53,170,832
1 Adam G Marit Real Link 17 $53,027,022
12 Andrew S Gaydosh eXp Realty 208 $53,000,378
13 Bob Dorger Comey & Shepherd 82 $52,096,761
14 Michael C Hinckley Coldwell Banker Realty 88 $49,585,471
15 Walter B Gibler Coldwell Banker Realty 137 $49,379,475
16 Shelley Miller Reed Coldwell Banker Realty 74 $47,3511M1

17 Sandra L Peters Comey & Shepherd 63 $47,250,441
18 Kim K Mansfield Keller Williams Advisors 178 $46,679,321
19 Amy Hackett Roe Coldwell Banker Realty 73 $46,210,311
20 Holly M Finn Coldwell Banker Realty m $42,317,906
21 Michael P Hines Coldwell Banker Realty 77 $41,185,896
22 Susan K Welsh Real Link 126 $40,034,747
23 Tom Deutsch Jr. Coldwell Banker Realty 174 $39,903,402
24 Sarah A Woody Keller Williams Advisors 128 $39,514,485
25 Mike Hildebrand eXp Realty 124 $39,097,188
26 Robert Dorger Comey & Shepherd 55 $37,560,017
27 Lisa S Morales Coldwell Banker Realty 126 $37,459,165
28 Peter D Chabris Keller Williams Seven Hills Re 142 $37,281,709
29 Kimberly A Price Plum Tree Realty 179 $36,701,750
30 Andrea L DeStefano Sibcy Cline 86 $36,606,281
31 Rakesh Ram Coldwell Banker Realty 122 $36,427,692
32 Ron A Bisher Coldwell Banker Realty 116 $34,686,022
33 Deborah A Martin Keller Williams Advisors 56 $32,940,427
34 Amy L Markowski RE/MAX Preferred Group 159 $32,917,030
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TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1- Nov 30 As Of Dec. 8th, 2021 at 10:02PM

Rank Name Office Total Volume Rank Name Office Total Volume
35 Jeffrey E Woken Redefine Realty 122 $32,795,350 51 Maura K Cagney-Tipton Coldwell Banker Realty 13 $27,128,728
36 Heather M Stallmeyer Coldwell Banker Realty 76 $32,006,784 52 Alexander Schafers RE/MAX United Associates 92 $27,123,400
37 Michael T Maley Comey & Shepherd 127 $31,759,205 53 DeeDee R Ollis RE/MAX Victory + Affiliates 98 $26,646,900
38 Jack C Hinckley Coldwell Banker Realty 53 $31,416,271 54 Micha Gleisinger Comey & Shepherd 51 $26,218,136
39 Julia Wesselkamper Coldwell Banker Realty 65 $31,381,410 55 Diane Tafuri Sibcy Cline 43 $25,966,950
40 Gina A Dubell-Smith eXp Realty 65 $31,258,297 56 Brian P Leisgang Keller Williams Advisors 77 $25,851,702
41 Helena F Cameron Sibcy Cline 65 $30,265,667 57 Cindy Shetterly Keller Williams Destinctive Re 98 $25,655,306
42 Michael L Vazquez ERA Real Solutions Realty 84 $30,143,096 58 Sue Wahl Comey & Shepherd 88 $25,364,600
43 Patrick J Cagney Coldwell Banker Realty 127 $29,951,778 59 Linda T Destefano Sibcy Cline 57 $25,283,534
44 Jackie Quigley Comey & Shepherd 61 $29,601,444 60 Tyler Minges Huff Realty 109 $25,067,156
45 Lynn M Schwarber Comey & Shepherd 66 $29,420,422 61 Keli S Williams Sibcy Cline 63 $25,063,069
46 Tyler A Smith RE/MAX United Associates 70 $29,075,073 62 Brittney Frietch RE/MAX Preferred Group 72 $24,927,398
47 Kathy J Kramer Star One Real Estate 66 $28,901,615 63 Lee G Robinson Robinson Sotheby's Internat'l 34 $24735,225
48 Molly E Blenk Comey & Shepherd 81 $28,120,805 64 Angelo M Pusateri Comey & Shepherd 50 $23,796,908
49 Sue S Lewis Sibcy Cline 79 $28,049,148 65 Jamie R Gabbard Comey & Shepherd 88 $23,644,163
50 Andrew Homan Coldwell Banker Realty 67 $27,914,077 66 Tina A Burton Sibcy Cline 86 $23,550,624
67 Daniel Baron Keller Williams Advisors 77 $23,491140
DISCLAIMER: Information is based on reported numbers to the Cincinnati REALTORS® through the MLS, as indicated above by the date range listed on the actual 68 Monika Deroussel eXp Realty 63 $23.400184
date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported by the REALTOR®. Accuracy is also affected by 69 John M Bissman Keller Williams Pinnacle Group 89 $23,231,449
the date transactions are reported, which affects all parties involved in a transaction. New construction or numbers not reported to Cincinnati REALTORS® through
the MLS within the date range listed are not included. Cincinnati REALTORS® are not responsible for submitting this information. 70 Sue M Miller Comey & Shepherd 79 $23,061,700
71 Kelly Pear Comey & Shepherd 44 $22,908,000
72 Jeanne M Rieder Hoeting, Realtors 100 $22,681,600
Sta gi n g works! == = 73 Regina M Hamilton Sibcy Cline 85 $22,675,250
: o i 74 Anna S Bisher Coldwell Banker Realty 70 $22,519,005
75 Sondra M Parker Coldwell Banker Realty 55 $22,484,574
76 Pam Steiner Comey & Shepherd 30 $22,403,716
77 Bishnu L Kharel RE/MAX Preferred Group 74 $22,291,000
78 Bobby Stephens Comey & Shepherd 35 $22,222162
79 Tiffany B Allen-Zeuch Sibcy Cline 50 $21,966,525
80 Steve S Early Sibcy Cline 27 $21,855,600
81 Michael T Wiseman ERA Real Solutions Realty 62 $21,502,829
82 William Draznik Coldwell Banker Realty 57 $21,106,018
83 Beau Tuke Sibcy Cline 35 $21,104,600
84 Robert R Smith Coldwell Banker Realty 90 $20,985,213

designtomarket.com

We create firstim '
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TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1- Nov 30 As Of Dec. 8th, 2021 at 10:02PM

Rank Name Office Total Volume Rank Name Office Total Volume
85 James E Pitzer lll Coldwell Banker Realty 78 $20,939,162 101 Robert DiTomassi Comey & Shepherd 55 $19,238,600
86 Jon L Bowling eXp Realty 56 $20,934,817 102 May Wu Comey & Shepherd 46 $19,033,822
87 Tyler McConnell Comey & Shepherd 80 $20,928,789 103 Scott T Ferguson Keller Williams Advisors 64 $18,886,074
88 Beth R Mahoney Sibcy Cline 4 $20,890,074 104 Scott Fader Joseph Walter Realty 58 $18,821,100
89 Denise L Gifford Keller Williams Advisors 78 $20,752,622 105 Chris Dohrmann Sibcy Cline 23 $18,549,601
90 William Wall eXp Realty 68 $20,716,445 106 Sarah E Close Keller Williams Advisors 67 $18,532,700
91 Doug Spitz Coldwell Banker Realty 56 $20,314,187 107 Jeffrey R Boyle Keller Williams Advisors 75 $18,477,650
92 Flor D McNally Keller Williams Advisors 91 $20,289,890 108 David D Dawson Sibcy Cline 42 $18,407,705
93 Timothy J Mahoney I Sibcy Cline 36 $20,264,851 109 Steve Sylvester Comey & Shepherd 35 $18,392,648
94 Lisa M Phair Coldwell Banker Realty 74 $20,027,700 110 Beth A Brown Ciul Keller Williams Advisors 82 $18,319,320
95 Tami E Holmes HERLLC 70 $19,947172 m Keith T Taylor Comey & Shepherd 70 $18,223,837
96 Lesli D Norris Coldwell Banker Realty 61 $19,866,875 12 Sandra L Burkhart-Williams Huff Realty 61 $18,198,334
97 Sara E Limper Coldwell Banker Realty 58 $19,828,375 13 Mitchell Ram Coldwell Banker Realty 57 $18,047,325
98 Molly Eynon Coldwell Banker Realty 58 $19,828,375 14 Jill O Ferguson Keller Williams Advisors 58 $17,887,959
99 Chris R Waits Sibcy Cline 69 $19,816,962 15 Erin P Fay Comey & Shepherd 53 $17,842,400
100 Marc A Cameron Sibcy Cline 47 $19,623,723 116 Pamela L Kurtz Coldwell Banker Realty 56 $17,831,740
17 Brendan S Morrissey Sibcy Cline 64 $17,782,670
DISCLAIMER: Information is based on reported numbers to the Cincinnati REALTORS® through the MLS, as indicated above by the date range listed on the actual e Tammy K Thome Century 21 Thacker & Associates 68 $17654,498
date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported by the REALTOR®. Accuracy is also affected by 19 Michele Donovan Comey & Shepherd 80 $17,633,954
the date transactions are reported, which affects all parties involved in a transaction. New construction or numbers not reported to Cincinnati REALTORS® through
the MLS within the date range listed are not included. Cincinnati REALTORS® are not responsible for submitting this information. 120 Laura M Faz eXp Realty 50 $17,548,983
121 Anne V Bedinghaus Coldwell Banker Realty 84 $17,400,517
122 Richard A Davey Comey & Shepherd 67 $17,348,837
C:re ati n E a S tl-e S S Fl-ee M Ovin E EX lje:r_i e I‘I C e 123 Ingrid K Likes Coldwell Banker Realty 38 $17,238,900
== — = 124 Oscar Asesyan Sibcy Cline 46 $17,233,976
Ti 125 Beth Silber Coldwell Banker Realty 65 $17,223,336
i 126 Heather S Kopf Kopf Hunter Haas 36 $17,039,050
Ii I.“ :h TI F: 127 Michelle E Hudepohl Coldwell Banker Realty 32 $16,935,920
\I l" \ I \ 1" 128 Barbara Browning Coldwell Banker Realty 49 $16,878,050
. 129 Eric Lowry eXp Realty 66 $16,875,601
130 Brett A Keppler TREO Realtors 65 $16,864,700
131 Lindsay Spears RE/MAX Incompass 78 $16,833,205
I'cl I I{ nw.oon I ] 132 Bryan L Hoelzer Coldwell Banker Realty 64 $16,802,658
reviren ¢ { ﬁ ] 4‘! 34? _(J"{]"f 133 Celia B Carroll Sibcy Cline 32 $16,793,630
[f] chassi www . blacktiemovin g.com 134 Angela M Apking Sibey Cline 34 $16,772,294
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TOP 150 STANDINGS

Individuals | By Volume Closed date from Jan 1- Nov 30 As Of Dec. 8th, 2021 at 10:02PM

Rank Name Office Total Volume

135 Jessica Bauer Comey & Shepherd 61 $16,677,400

136 Rebecca A Messenger Comey & Shepherd 33 $16,407,500

137 Missy B Friede Century 21 Thacker & Associates 67 $16,362,000

138 Maryann D Ries Coldwell Banker Realty 40 $16,301,318

139 Michelle R Sloan RE/MAX Time 41 $16,185,413

140 Ben Freimuth RE/MAX United Associates 44 $16,132,105

141 Angela M Sexton Coldwell Banker Realty 37 $16,129,950 /: - \\ ﬂ'f I%} fl ..
142 Carol A Grubb Comey & Shepherd 37 $16,113,480 { = B U T 'I* ._'+ T "’é‘f‘
143 Jason J Bowman RE/MAX Alliance Realty 74 $16,029,780 . § T H E h‘ i ‘Iﬁ, y
144 James C Harris Keller Williams Seven Hills Re 56 $16,014,278 H O U S E E - -r'
145 Don M Johnson Cutler Real Estate 64 $15,866,835 ;ﬂ't‘lh “"_':'

146 Shifali Rouse Coldwell Banker Realty 37 $15,848,397 s

147 Jon A DeCurtins ERA Real Solutions Realty 46 $15,672,050 J ,‘__‘-\\...

148 Patti Sibcy Sibcy Cline 24 $15,670,000 p = ,-\ 2 o

149 Kimberly A Mercurio RE/MAX United Associates 37 $15,638,950 ﬁmp ’ — -—P’Fﬁd"@

150 Maureen D Pippin Sibcy Cline 15 $15,530,000 . \-_ @ '

DISCLAIMER: Information is based on reported numbers to the Cincinnati REALTORS® through the MLS, as indicated above by the date range listed on the actual
date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported by the REALTOR®. Accuracy is also affected by
the date transactions are reported, which affects all parties involved in a transaction. New construction or numbers not reported to Cincinnati REALTORS® through
the MLS within the date range listed are not included. Cincinnati REALTORS® are not responsible for submitting this information.
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Erdmann Grau‘p

LET US TAKE CARE OF EVERYTHING

Personalized full service consignment services whether you are
looking to sell a few items, downsize or manage a complete estate.

Ron Erdmann

SVF of Mortgage Lending

O: (513) 609-4484
2101 Grandin Road, Suite B, Cincinnati, OH 45208

EBTH.com
(888) 862-8750 = contact@ebth.com
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INCLUDED WITH PREMIUM AND PRESTIGE PACKAGES:

- FAST, FREE
pre-approvals & advice

1. PTP360- Interactive 360° Visual Inspection Summary

+ Brings the inspection report to life

+ Includes every room and the exterior
we a Iso o‘ﬁer - + Accessible any time
Refinancing Options:

Lower YDU r Interest Rate * Use to determine furniture fit and placement

* Share dimensions with contractors for estimating

» Primary, vacation, &
investment loans available

- Loans down to 580 credit score

Lower Monthly Payments
FHA VA & USDA Direct Lender Eliminate PMI or Cash out 3. PTPHomeManual - The digital owner’s manual for the home

Renﬂvatl on Loans Avalla ble « Download user manua.ls,-’wa;rranty information

* Find safety recalls on appliances

« Fannie Mae, Freddie Mac,

« First-time homebuyer &
0 DOWN payment programs

CONTACT ME TODAY!

* Indicates age and useful remaining life of systems

The Capuano Team /\
513-771-6689 2
TONY AUTULLO et | B PILLARTOPOST
BRANCH AL 15493 cincinnati@pillartopost.com
MANAGER ANNIEMAC HOME MORTGAGE Serving the Cincinnati area HOME INSPECTORS
@ TULLO .
Phone: 513-769-2071 pillartopost.com/cincinnati

' Cell: 513-4617-9321 M O H T G A G E T E A M Where available, Mot all services are offered by every office, Each office |8 indepencently owned and cperatsd

TAutullo@Annie-Mac.com - -
tony.annie-mac.com B O Lese FUB A I SR ma U IO



SPECIALIZING IN CUSTOMIZING MORTGAGE SOLUTIONS
FOR BOTH PURCHASE AND REFINANCE TRANSACTIONS.

TOP 1% MORTGAGE ORIGINATOR

«°24/7 PREAPPROVAL SERVICE
- ZERO LOANS DECLINED ONCE SUBMITTED
- LOANS DOWN TO 580 CREDIT SCORE

* PRIMARY, VACATION, & INVESTMENT LOANS

 EXPERT IN ALL PURCHASE TRANSACTIONS,
ESPECIALLY FIRST TIME HOMEBUYERS

« ALL REFINANCING OPTIONS AVAILABLE.
CONV, FHA, VA, USDA

(513)769-4111 « WWW.ROBERT.MORTGAGE Robert Mahaff
STREET FMANCIAL 6964 TYLERSVILLE RD., STE. B » WEST CHESTER, OH 45069 e 101 <Y

MORTGAGE EXPERIENCE SPECIALIST




