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CHICAGOLAND
—— HOME STAGING —

ELEVATE

YOUR LISTING TODAY

BEFORE

DESIGN SCIENCE MAKES MAGIC

Sell faster and for more money! Stage your vacant, occupied, and luxury homes with an
award-winning, experienced, professional team to help elevate your listing.

Call Chicageland Home Staging today!

815-577-2233 | INFO@CHICAGOLANDHOMESTAGING.COM | WWW.CHICAGOLANDHOMESTAGING.COM

FOR EVERY 6 GIFTS ORDERED, RECEIVE 2 FREE!

This winter, discover how Cutco
Closing Gifts can help you build
relationships through the power of
thoughtful gift-giving.

v Custom engraving with your logo & contact info

v Creates top of mind awareness for your business

v 100% tax deductible*

v Generates a lifetime of impressions and
only needs to be given once!

v Potentialreferral opportunity

== American made since 1949
*consulf your CPA

CUT WoOVE
Gifts.con

CutAboveGifts @ gmail.com
CutAboveGifts.com

Di ~ monds
aren t
the only gift

that lasts
forever. ..

CLOSING GIFTS

YOUR CHICAGOLAND CLIENT RETENTION SYSTEM
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has been cleaning homes using quality en
cleaning products. When you call Koshgar :
can count on receiving high quality service with a professional staff.

Cleaning Services Provided: ——c S " — . . ——
In Home Wall to wall carpeting - » @ o
Indeor/and Outdoor Upholstery, including mattresses ‘,
ﬁ

Hardwood Surfaced Flooring and grout cleaning .~
Loose Area Rugs In Plant cleaning; NM gear ﬁaﬁ'
248 E Ogden Ave | Hinsdale, IL 60521

pickup and delivery service available
( ] \ S‘FJ“ I { home
II.'II'_ - ~ o .\ ¥ e -
630-325-0243 Hinsdale | 630-420-9181 Naperville AL AN B mspection

info@koshgarian.com | www.koshgarianrugcleaners.com PROUDLY SERVING CHICAGOLAND FOR OVER 25 YEARS

KO SHGARI AN WWW.CASTLEINSPECTORS.COM | 630.462:1050

EVERY INSPECTION INCLUDES OVER 100K IN FREE WARRANTY COVERAGE!
RUG CLEANERS INC

Bl L =
CREATING HEALTHY ENVIRONMENTS, SINCE 1906 = . . i “\%

Koshgarian Rug Cleaners, Inc

.

4 . January 2022 DuPage Real Producers - 5



PREFERRED PARTNERS

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

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

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

support these businesses and thank them for supporting the DuPage Real Producers community!

ATTORNEYS

Camden Law Office LLC
(630) 789-5896
CamdenLawOffice.com

Fry Law Group LLC
(630) 563-5383
FryLawGroup.com

Hawbecker & Garver, LLC
(630) 789-6833
HGLegal.com

Law Office of

Scott A. Brower

(630) 753-0008
BrowerLawOffice.com

Law Office of

Stuart D. Polizzi
(708) 476-6852
StuartPolizziLaw.com
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The Kelly Law Firm, P.C.
(630) 660-4963
Kelly-LawFirm.com

Trivedi & Khan
(312) 612-7619
TrivediKhan.com

CARPET/DRAPERY/
UPHOLSTERY CLEANING
Bella Custom Cleaning
(708) 579-3182
Bella-Cleaning.com

Koshgarian

Rug Cleaners
(630) 325-0243
KoshgarianRug
Cleaners.com

CLIENT AND
REFERRAL GIFTS
Cutco Closing Gifts/
Cut Above Gifts
(312) 899-6085
CutAboveGifts.com

DESIGN

Blair Crown Design Inc
(847) 903-2128
BlairCrownDesign.com

ESTATE SALES,
ORGANIZING & STAGING
DeClutter Box Organizing
& ReDesign Staging

(630) 968-7557
DeClutterBox.com

EVENT PLANNING
Paper to Party
(847) 903-2148
PaperToParty.com

and more

0) 244-9959

WVWOWIW LR

FASHION STYLING
tristinstyling, Inc
(312) 291-4480
tristinstyling.com

FLOORING
Central Tile and Carpet
(630) 754-7877

HOME INSPECTION
Castle Home Inspection
(630) 462-1050
Castlelnspectors.com

Elite Inspections Inc
(224) 410-6004
InspectElite.com

HomeTeam

Inspection Service

(630) 200-3952
HomeTeam.com/DuPage

y * Videography * Aerial Imaging = Virtual Staging

lephotography.com

White Glove

Building Inspections

(630) 428-4555
WhiteGlovelnspections.com

HOME STAGING
& DESIGN
Chicagoland
Home Staging
(815) 577-2233
ChicagolandHome
Staging.com

Home Glo
(630) 440-1344
HomeGlo.co

Phoenix Rising
Home Staging

(312) 450-8365
ChicagoStaging.com

HOME WARRANTY
Achosa Home Warranty
(630) 209-2888
AchosaHW.com

Home Warranty
of America
(888) 492-7359

HWAHomeWarranty.com

INSURANCE
Goosehead Insurance
Boggs Agency

(630) 365-7248
Goosehead.com

Nick Pitzer

State Farm Agency
(630) 321-8900
Pitzerlnsurance.com

Tracie Rasmussen
BlueStone Advisors
(630) 947-3290
BlueStoneAdyvisors.com

LIGHTING & HOME
FURNISHINGS
Hortons Home Lighting
(708) 352-2110
HortonsHome.com

MOLD REMEDIATION
Above Board Indoor
Environmental

(630) 973-6099
Aboveboard.Solutions

MORTGAGE / LENDER
Caliber Home Loans
Bill Pendley

(630) 330-5626

Guaranteed Rate
Dan Rock

(630) 364-7509
rate.com/drock

HomeTown Mortgage Inc
(708) 478-3094 x128
HTLMokena.com

MOVING & STORAGE
Boerman Moving

& Storage

(630) 972-1000
boerman.com

Prager Moving & Storage
(630) 276-1200
PragerMoving.com

PEST SOLUTIONS
Rose Pest Solutions
1-800-GOT-PESTS?
RosePestControl.com

PHOTOGRAPHY
ABiV Photography
(708) 247-7031
ABiVphotography.org

REAL ESTATE VIDEO
& PHOTOGRAPHY
KDE Photography Inc.
(630) 244-9959
KDEphotography.com

TITLE INSURANCE
Chicago Title
Insurance Company
(224) 242-6848
ctic.com

WE TR

Realtors Can

Setting a new standard of service for
home buyers and sellers

~ Stuart direct 708-476-6852

~+ Stuartpolizzi@stuartpolizzilaw.com

| See what sets us apart:

| @ stuartpolizzilaw.com @) stuartpolizzilaw
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GET EVERY ISSUE
ON YOUR PHONE
OR TABLET

DOWNLOAD OUR
MOBILE APP!

» LAWYERS WHO LISTEN

because every transactzoﬁfo#ur clienitshouldbesniooth and stress-firee from contract to closmg

H HAWBECKER HGLEGAL.COM | 26 BLAINE STREET, HINSDALE, IL 60521

i DUPAGE

W%@é

GARVERJU; PHONE 630-789-6833 | FAX 630-230-1119

m s
| =n Search DigaPub
t v | g
F - - Choose lllinois
— - DuPage Real Producers
Y * It is definitely a badge of honor to hold the printed

version of DuPage Real Producers in your hands.

MICHAEL ﬁ ’
L AFl 5]6) However, if you want access to every issue, then
TORNED REAL ESTATE COACH download our mobile app while it is currently

free. Search “DigaPub” wherever you download

apps, choose Illinois, then select DuPage Real
Producers. You can share your featured story

from the app straight to Facebook as well!

Professional, Healthy & Courteous
Beautiful Cleaning

the team tf? N i 20% SALE

on our carpet,

upholstery drapery and

Eim B‘:"ﬂlm;! & | _ﬁ.—__ A -: TE tile cleaning services
Hild A e - [/ - CALL TO SCHEDULE

"\.-L ALY et . To find all our services, go to
s ~J : www.bella-cleaning.com

Available on the - GETITON

. App Store P Google Play

8 - January 2022




DY publisher’s note ' A o,

Happy New Year!

WE ARE GROWING!

¥ ! ‘We are GROWING! And no, we are not pregnant with our I am proud to say that my wife Emily and I are the
x fifth child, if that’s what you were thinking. An opportu- new owners of North Shore Real Producers! We
nity presented itself at the end of 2021 to acquire North wanted to make it public to our existing commu-
Shore Real Producers. 1 tend to resist change, especially nity in DuPage. We’re thrilled about the oppor-
when it comes to workflow. Creating systems and habits tunity and can’t wait to start cultivating more
Mo R E TI M E To MAK E M E Mo R I ES that produce consistent results and add value to people’s connections and exploring the synergies between
¢ lives is in my wheelhouse. My default setting is, “If it ain’t our three markets in 2022. We hope to see you all
/ 26 YEARS IN-HOUSE PROCESSING, TOP 1% OF ALL LOAN OFFICERS NATIONWIDE broke, then don’t fix it.” at our winter event next month at Santo Cielo in
OF EXPERIENCE UNDERWRITING AND CLOSING. WITH OVER $140 MILLION FUNDED IN 2020;,

Naperville on Wednesday, February 16th at 10 AM
Then I was reminded of the quote by Dwight D. (details can be found on page 44)!
Eisenhower, “Unless we progress, we regress.” This

guaranteed Rate

statement rings true in the professional world and Andy Burton
Publisher, DuPage Real Producers

andy.burton@RealProducersMag.com

Branch Manager
SVP of Mortgage Lending

TOP 1% MORTGAGE ORIGINATOR SINCE 2012
DRock@Rate.com

words of Eisenhower, the decision was clear. We @DuPageRealProducers
Rate.com/DRock

almost every facet of life. If we don’t make a con-

scious effort to better ourselves, we will degrade.

After some prayer, counsel, and chewing on the

O: (630) 364-7509 C: (630) 688-5592 F: (773) 328-1698 | @ ey had a steady growth in Chicago and DuPage during the
536 Pennsylvania Ave., Glen Ellyn, IL 60137 NMLS ID: 194424 @therockteamglenellyn COVID era, proving we possess the infrastructure and
systems to do this sufficiently.

facebook.com/DuPageRealProducers

@Eﬂ“ﬂl— HOUSING LENDER Guaranteed Rate Inc.; NMLS #2611; For licensing information visit nmlsconsumeraccess.org. Equal Housing Lender. Conditions may apply « Dan Rock NMLS 1D: 194424

Applicant subject to credit and underwriting approval. Not all applicants will be approved for financing. Receipt of application does not represent an approval for financing or interest rate guarantee.

Restrictions may apply, contact Guaranteed Rate for current rates and for more information. *According to Mortgage Executive Magazine and Scotsman Guide.
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P» agent feature

By Lauren Young
Photos by Katherin Frankovic

RIDING THE RAILS TO SUCCESS IS
ABOUT HELPING OTHERS GET ABOARD

Signs of her interest in real estate began
at a young age for REALTOR® Cathy
Litoborski of Realty Executives Elite in
Lemont, Illinois. Her fascination with
Frank Lloyd Wright architecture, for
example, emerged in childhood and has

become a lifelong passion.

Cathy grew up with her two siblings in

a three-bedroom bungalow purchased

by her parents in 1969 for $21,000.

Her parents worked for established
railroad companies, Santa Fe Railroad
and Amtrak, throughout their lives. All
three children had careers in the railroad
industry, too, learning many valuable

lessons along the way.

“My parents instilled a strong work ethic
in all us children during our upbringing,”
says Cathy. “They taught us to always do
the right thing, with integrity and hon-

esty, while also following our hearts.”

In high school, she met and began dating
her husband, Bob, who was a freshman at

Northern Illinois University at the time.

“It was pretty much love at first sight,”
says Cathy. “We dated for seven years
and have been married for thirty-four.
He is still the love of my life and my big-
gest supporter and has the affectionate

title of real estate adviser.”

Cathy then earned her associate’s degree
in business while working full-time and
starting a family. Continuing in the family
tradition, she went on to work in the trea-
sury department at the Chicago and North
Western Railroad. After thirteen years
there, she considered changing her career

to her other life passion: real estate.

When Cathy was twenty-one, she

purchased her first property: a condo in

In her first months as a REALTOR®,
Cathy learned to juggle many prior-

Four Lakes Village in Lisle. During
the buying process, she found a love
for attending open houses. Even after  ities to meet the needs of both her
the condo purchase was complete, new clients and her family. Thanks
she continued to go to home viewings, to the support of her husband and

particularly ones with unique archi- colleagues, it didn’t take long for her

to find success.

tectural details and character.

“In 1993, a coworker told

me she was going to get

her real estate license,
and I thought it was a
great idea,” says Cathy.
“I was always interested
in real estate, and I am
passionate about assist-
ing people with their
biggest investment. I also
liked the flexibility of the
job while I was raising a

young family.”

Cathy and her husband, Bob.

DuPage Real Producers - 13



“In the early days, I quickly created
many friendships and developed
meaningful relationships I never
expected,” she says. “Many of my
clients over the years have become
lifelong friends.”

“It amazes me how many people I
have met through the years,” she
adds. “I now run into someone I know

almost everywhere I go.”

Over nearly thirty years as a
REALTOR®, Cathy has garnered a
career volume of over $120 million, and
over $18 million at the end of 2021. She
has received Platinum Awards for Top
1% in Transactions and Top 1% in Sales

from the Mainstreet Organization of

REALTORS® (2020); was ranked the
#1 Solo Listing Agent (2018) and won
the #1 spot in dollar volume per closed
transactions in the Realty Executives
Great Lakes Region (2017). From 2013
to 2017, she won numerous Platinum

and Gold Awards for sales volume.

After her clients and family, Cathy
prioritizes giving back to her local
community. She donates fifty dol-
lars for every home she sells in
Lemont to the Lemont Food Pantry.
She also supports the Hope and
Friendship Foundation, the Make-
A-Wish Foundation, Helping Hand
Center, Lemont High School, and
local churches. She also supports and

assists in organizing the annual office

Christmas toy drive for the Pediatric

Oncology Treasure Chest Foundation.

In her (limited) free time, Cathy
enjoys reading, working out, doing
yoga, jumping on her trampoline, tak-
ing long walks, and kayaking. She also
loves to travel with her family and
particularly enjoys going to Mexico
and taking weekends in Michigan. She
also traveled throughout the country
to support her daughters when they
played collegiate volleyball. Cathy
happens to be a big sports enthusiast,
too, and volleyball is one of her abso-

lute favorite sports.

As Cathy reflects on her career as a
REALTOR®, she notes all the people

who have been a part of the journey. “Real Estate has opened many
doors for me, both personally and professionally,” she says. “The
gratitude I feel when assisting clients is immeasurable. Success is
helping people achieve their lifelong dream—whether it’s purchas-
ing their first-time home or selling their family home and moving
on to a new chapter of life. It’s not about me, but how many lives I

can touch and help along the way.”

“I knew during the pandemic that I was needed more than ever to help
my clients navigate this challenging and difficult time,” she adds. “It

made us all stronger, and we have all grown from that experience.”

Cathy continues to educate herself on new market trends and obtain
additional real estate designations (her current designations include
CRS, SRES, ABR, and CNE, among others) to provide value to her
clients. She surrounds herself with a strong team of marketing
experts, graphic designers, photographers, mortgage lenders, real
estate attorneys, and home stagers. “My goal is to make buying or

selling a home as stress-free as possible,” says Cathy.

= Arte Ly

THE GRATITUDE | FEEL
WHEN ASSISTING CLIENTS IS
IMMEASURABLE. SUCCESS
IS HELPING PEOPLE ACHIEVE
THEIR LIFELONG DREAM—
WHETHER IT’S PURCHASING
THEIR FIRST-TIME HOME OR
SELLING THEIR FAMILY HOME
AND MOVING ON TO A NEW
CHAPTER OF LIFE.”
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Ganuary és Nalional Fet Organized Mont

The

* DECLUTTERING

* REDESIGN & STAGING
USING WHAT YOU HAVE

* MOVING SALE

* MOVE-IN, ORGANIZED
UNPACKING

| like working with Kim as she gets
the job done seamlessly. | have her
contact my client for an estate sale,
and/or de-cluttering and Voila it is
taken care of. Moving day for our
sellers couldn't be easier when they
use the services of Kim Cosentino
and her team!

Realtor Diana Ivas

~ Kim Cosentino
Professional Organizer

- De-ClutterBox.com
630-542-8782 s

PEST SOLUTIONS
The Answer Since 1860!

-Pest Inspections

-VA Loan Termite Inspections
-Prevention Programs
-Same-Day Service Available

CERTIFIED

PLUESIONE

BEMEEITS

Protecting Everything that Matters to You

We are a full-service,
independent brokerage
specializing in affluent

individuals and families.
We understand our clients’
needs, and focus on

matching coverage to their
personal risk profile. Our
carriers can often provide
broader coverage at
competitive prices.

Tracie Rasmussen Royce, MBA, CPRM
trasmussen@bluestoneadvisors.com
630.947.3290

« Watercraft

= Cyber f Crime

« Water Backup

« Business Dwners

« Primary / Second Home
* Auto / Teen Driver

« Jewelry f Collections

« Basements [ Roofs

+ Personal Umbrella

Call me for a quote today! é

B 277 Bunerfiekd Bd #3480 Lomibard [ sy Blastionsadasan com

¢ i

800-GOT-PESTS? e rosepestcontrol.com
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Home Closings Should Be Easy.
Brower Law Has the Experience You Can Trust.

Scott Brower
608 S Washington St, Ste 311
Naperville, IL 60540

630-753-0008
browerlawofhice.com

EVENT PLANNING

* Personal Touch * Theme Party Book

* Coordination * Printing
o Full o Thermography
o Partial o Flat

* Wording o Letterpress

* Calligraphy * Quick Turnaround

CALL LINDA TODAY TO GET STARTED!

847-903-2148

papertoparty@comecast.net
papertoparty.com
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By Michael L Laquu_., hit

LUXURY REAL ESTATE

As an agent, it is difficult to break into the luxury real
estate market. As a luxury agent today, I wish some-
one would have shared the information below with me
when I was first starting out vs. having to find it out on

my own twelve years into the business.

Many agents believe they have to be licensed for
X number of years before they can sell luxury real
estate, but that is false. Many agents believe they
have to be affiliated with a certain brokerage to be
able to consistently sell luxury homes. That is also
false. Many agents believe they have to drive a lux-
urious car or live in a high-end home to sell luxury

homes. Those ideas are false as well.

What is true is that luxury sellers rarely give
agents who are inexperienced in luxury home
sales the opportunity to even meet with them until
you can show them that you have successfully
sold similar homes in that area. You have to build
their trust and be likeable. As Keld Jensen noted

18 - January 2022

in his article for Forbes, psychologist Daniel Kahneman, a Noble
Prize winner, discovered “People would rather do business with
a person they like and trust rather than someone they don’t,

even if the likeable person is offering a lower quality product or

service at a higher price.” So, be likeable.

If you’re just starting out, my advice is to attend other agents’
luxury-listing broker open houses. You will gain an understanding
of the styles, materials, and construction involved, and you will
gain confidence and more knowledge. I believe that when an agent
is more knowledgeable, they will be more confident. When you are
more confident, you will be more likely to work with high-end or
luxury buyers. Once you make the first couple of sales, it’s easier to

sustain business with those upper-price-point clients.

So what exactly is a luxury home? Luxury is constantly rede-
fined in real estate, just as new sports cars and fashions appear
and change how those markets define slick and what’s trendy
today, for example. So how do we define luxury real estate?
Some people classify it by the style of the house, or perhaps

by its finishes, or by the product brands in the home. I know

different brokerages and different real estate firms define luxury real estate as
homes that are listed/valued at $1,000,000 and above, but for the purposes of
this article, we’re going to define a luxury home as a home that costs, at least,
three times more than the average market sale price. (We teach agents that
there are four primary price points in most markets: starter, average, high-
end, and luxury. I define high-end homes as homes that cost two times the

average sales price for a given area.)

So, to offer a couple of examples of how to identify luxury homes in an area
(see the corresponding graphs from MRED below): At the time of this writing,
the market average sales price for a single-family home in DuPage County so
far in 2021 is $495k, so we're going to define luxury homes in DuPage County
as homes that are priced at $1,485,000 and above. And the market average
sale price in Will County so far in 2021 is $343k, so then we’re going to define
luxury homes in Will County as homes that are priced at $1,029,000 and
higher. MRED makes it easy for agents to find the average sales prices for

towns, counties, single-family homes vs. townhouses, etc.
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Every marketplace has luxury
homes; it’s all relative, however,
because when people think of luxury,
they often think of McMansions or
estate homes and that’s not always
the case. To take action, you need to
develop graphs and other visuals that
can articulate the data for luxury and
high-end real estate for/in your mar-
ketplace: Are you in a buyer’s market
or a seller’s market? High-end and
luxury homes start at what price
point for your market? You need to
know this information. You also need
to align yourself with luxury affili-
ates and become a student of local
and global luxury trends. Almost
every ambitious agent in this busi-
ness wants to break into the luxury
market, so you need to set yourself
apart by proving you have excellent
market knowledge and proven plans
to successfully help homeowners sell
their homes. Now go prove to the
luxury sellers in your market that

you've got what it takes!

'Keld Jensen, “Intelligence is Overrated:
What You Really Need to Succeed,”
Forbes, April 12, 2012; accessed November
30, 2021, https://www.forbes.com/sites/
keldjensen/2012/04/12/intelligence-
is-overrated-what-you-really-need-to-
succeed/?sh=5a93ab2ab6d2. See also,
Rose McDermott, “Prospect Theory,”
Encyclopedia Britannica, accessed
November 30, 2021, https://www.britannica.
com/topic/prospect-theory.

About the Author:

Michael LaFido is a real estate
consultant and top-producing
REALTOR® with over twenty years of
experience in the real estate indus-
try. Throughout his career, Michael
learned the importance of high-cal-
iber marketing versus “traditional
marketing”, which has become pivotal
to his success. As the founder of the
Marketing Luxury Group, he assists
other real estate agents, brokers, and
affluent homeowners by providing
top-tier services including consulting,
lifestyle marketing, public relations,
and coaching to help agents and own-

ers sell their luxury homes.
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;x“/' “{“Q\ e 1 Introducing
MOBILE

Take your deposit

EARNEST
MONEY

H A PPy DEPOSITS
NE W YEAR '

CALL TODAY TO SET UP A
CONSULTATION & DEMONSTRATION

RYAN HORVATH
Key Acconmt Manager

CHICAGO TITLE

WE MAKE

HOME
HomeTown ESAGWGIINE
EASY AND
AFFORDABLE.

RESIDENTIAL & COMMERCIAL REAL ESTATE
BUSINESS TRANSACTIONS
LAW COMMERCIAL LITIGATION

HIGHLY TRAINED AND EXPERIENCED ATTORNEYS
COMPLETELY DEDICATED TO THEIR CLIENTS

At Trivedi & Khan our attorneys and paralegals have years of experience
helping individuals, families, investors, developers and business owners
in every aspect of residential and commercial real estate.

Our attorneys will ensure that the client'sinterests are protected, will
deftly move thenegotiation process along, and get to closing.

708-932-2793 | www.htlmokena.com § @HomeTownLending

300 North Martingale Rd. 550 W. Washington Blvd.
Suite 725 Suite 201
L = Schaumburg, IL 60173 Chicago, IL 60661
Mr. Kashyap? \'"A '!'rivedi. Partner (224) 353-6346 (31 2) 61 2_7619 ﬁ@

www.TrivediKhan.com

19627 South La Grange Road Mokena, IL 60448 4 division of Hometown Lenders, loc. WMLSH 65084
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P» agent feature

By Lauren Young
Photos by Katherin Frankovic

JILL & ROBERT

Bl o W YST 14
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TWO SALES PROS FIND A HOME IN REAL ESTATE

Real estate couple Jill and Robert
Petranek of Coldwell Banker Realty in
Downers Grove didn’t plan on working
together, and they certainly wouldn’t
have predicted being co-owners of a
real estate team. But their many years in
sales and business roles led the couple
to where they are now: the owners and
leaders of a thriving business.

Originally from the East Coast, Jill’s family
relocated to Illinois in 1980 for her father’s
job. Moving cross-country gave her firsthand
and unique insight into what her future clients
experience. Jill attended College of DuPage
while working full-time as an administrative
assistant for McDonald’s Corporation and
Argonne National Laboratory. Upon gradu-
ation, she held executive assistant roles for
principals in the C-Suite of various Fortune
500 companies while also starting her own

print stationery wholesale business.

“The sales function of that business came
naturally for me,” says Jill. “It was the initial
‘spark’ which made me consider a future path
in sales and gave me the foundation for a job
as a REALTOR®.”

Robert, a seasoned sales professional in his
own right, is a lifelong resident of DuPage
County. His family’s background in farming

dates back to the 1800s, and when he was a
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teenager he worked on the family farms near the town of Plattville
in Kendall County, Illinois. After high school, Robert earned his
undergraduate degree from Illinois State University and spent
twenty-two years in ever increasing roles of responsibility in cor-

porate sales and contract negotiations.

Though they attended the same high school, Robert and Jill were
not well acquainted at the time. However, when they were rein-
troduced in 2005 in a chance business setting, a close relationship

developed and within eighteen months, they were married.

In 2007, Jill began contemplating a career as a REALTOR®, but
when the housing market crashed, she decided to delay that plan
and continue her executive assistant role at a large retail real estate
company. Her work there continued to fuel her interest in the indus-
try. In 2013, encouraged by an executive at the company, she finally

pursued and obtained her license.

As Jill stepped into her new career, she knew Robert’s expertise would

help her, but in those conversations they found something more.

“As I helped Jill practice client negotiation tactics based on my sales
experience, it dawned on us that the obvious next step was to have
a partnership in our own agency,” says Robert. “In 2016, I got my

license and joined Jill on her real estate journey.”

Since then, their career volume has reached $67 million; they

brought in over $10 million in 2020. Jill is a credentialed Pricing
Strategy Advisor, a Certified Staging Consultant, and a Short Sale
and Foreclosure Resource®. Robert is a credentialed Real Estate
Negotiation Expert, an Accredited Commercial Practitioner, a Seniors
Real Estate Specialist®, an Accredited Buyers Representative®, has
obtained Strategic Account Management Accreditation, and has com-

pleted a negotiation course with Harvard Business School.
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They both also prioritize giving back to their commu-
nity. “We want people to understand how ‘hyper-local’
the real estate business is: it has an effect on every-
thing around it! And we believe it is important that we
make the effort to be impactful outside of our occupa-
tion—in ways that strengthen the community where
we operate our business. We reinvest.” shares Robert.
“That is why we have been actively involved with
funding and volunteering for critical township initia-
tives like the Seniors Advisory Council and Friends

for Downers Grove Township Seniors.”

‘ The senior population
is near and dear to our

hearts. We feel this demographic

is often not considered and lacks
access to safe, practical, affordable
housing options in many areas.

We work to help folks find the

best options and consider many
things they may not have otherwise
thought of, like zero-threshold

shower access and
adequate safe lighting. 7 7

“Many of the programs we have raised funding for,

such as the Township Center facility, have been
realized—tangible results in what we consider a very
worthwhile pursuit,” says Robert, who currently serves
as board president of the Friends for Downers Grove
Township Seniors 501(c)3, and sits on the Downers
Grove Township Seniors advisory council. For his
involvement in helping to complete the Township
Center, Robert received the Mainstreet Organization of
REALTORS® 2021-22 Good Neighbor award.

“The senior population is near and dear to our hearts,”
says Jill. “We feel this demographic is often not consid-
ered and lacks access to safe, practical, affordable hous-
ing options in many areas. We work to help folks find the
best options and consider many things they may not have
otherwise thought of, like zero-threshold shower access

and adequate safe lighting.”

The Petraneks find deeper purpose in being able to
support families of seniors in the home sale process.
These circumstances can often be overwhelming for

seniors and their children or grandchildren.

24 . January 2022

“We provide personalized service
throughout the sales process to aid
our clients in any way we can as this is
generally one of the biggest decisions
of their lives, and it can get harder as
people get older,” says Robert. “We
help sort out the tasks and make them
manageable. We help remove fear,
uncertainty, and doubt by educating
and advocating for our clients. We
help them to make well-informed
choices, navigate the process, and
weigh their options to make the best

choices in the situation.”

Connecting with people through real
estate provides significant personal
reward for the couple. A few years
ago, they were able to help buyers
purchase a new home for their daugh-
ter, who was going through a rough

divorce, and her children. eoe
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“The clients shared a
video with us on the day
that the grandchildren
were surprised with the
new home,” remembers
Robert. “The kids were
overcome with tears of
joy when they realized
the house was their
Christmas present. We

were in tears, too.”

When Jill and Robert

are not managing their
real estate business, they
enjoy making carnitas,
barbecuing, gardening,
entertaining small groups
of friends, and traveling
and exploring new places
with their dog, Buddie
(who also happens to
think he’s one of their
employees). Robert is a
published author, a musi-
cian, an avid reader, and
a trained marksman. Jill
just can’t get enough of
real estate: it’s her hobby

as well as her career.

As they look to the future
of their business and the
industry, they are excited
to build new partnerships
with other REALTORS®

and discover other markets.

“We’ve been working hard
to identify and develop
business relationships
with agents who work in
similar ways,” says Jill.
“These partnerships have
resulted in broader reach
across the country where
many of our clients are
moving to and from—the
exchange of knowledge
helps us to serve all of
them better. You can
never stop learning, and
this business is dynamic;

it is always changing.”
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CAMDEN LAW OFFICE, LLC

YEAR? NEW Ho

HELP YOU WITH THAT Res, UTfoi E>

KEVIN CAMDEN | (630) 789-5896

kevin@camdenlawoffice.com | www.camdenlawoffice.com
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Jam Session #9

An organic conversation about DuPage real estate

Alaxa Mimil Wagner  Matt Pittman Carelys Mepbarn Laura Bruns Michals Matka Trewar Pauling

Mora Barghorst Theresas Sobinson Tony Paeri S,

DuPage Real Producers * HOSTED BY
AND'Y BATON

invites you to tune in

via Facebook Live
"The faed will streamn five from Andy Burton's ) Sttt
Facabiook page (technology permittingl e

| § QTR
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Top REALTORS® and
Preferred Partners
Engaging Virtually

As an organization, we are
fully aware of the need to
creatively connect, inspire,
elevate, and add value to both
our REALTORS® and Preferred
Partners. As a response, we
have continued hosting virtual
jam sessions with the DuPage

Real Producers community.

Jam sessions are small group
Zoom calls designed to get a
handful of experts on a call (both
REALTORS® and Preferred
Partners) to discuss what they
are seeing in their industry and
to help add value to the individu-
als who are able to tune in. This
is a great way to meet people

on a more personal level and to
get to know what’s happening in
different industries in the real

estate community.

Jam sessions have been filled
with creative ways to encourage
our DuPage Real Producers com-
munity to continue to engage
and serve as a way to build rela-
tionships. Plus, it has been great
seeing even more engagement as
we have been hosting sessions

on Facebook Live!

A huge thank you to all our
amazing REALTORS® and
Preferred Partners for your
willingness to join together as
a community and maintain our

human connection!

Jam Session #11  f[uve]

An organic conversation about DuPage real estate

[riPage Real Prachucers
Invites you fa fune in

DuPage Aeal Fraducen
invites you 1o tune in
wia Facebook Live

We have received great feedback about these events, so we are

continuing to schedule them throughout the new year. Want to join one?

Let us know by emailing us at andy.burton@realproducersmag.com.

ABiV
PHOTOGRAPHY

CREATED
TO CREATE

ABiVPhotography.org

Contact via email abivphotography@gmail.com

or text 708-247-7031
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REAL PRERUEERS SPECIAL PROMOTION

WITH

CHRISTINE
MATSUNAGA

FASHION STYLIST OF

tristin

Q: How does tristinstyling obtain the latest exclusive
luxury items first every time?

A: We have access fo the hottest items before they become available
to the general public through the relationships I've cultivated within the
world's leading luxury refailers throughout my 20+ years in the styling
industry. We are able to generate and maintain these connections
parfly through the combined spending power of all our clientele.

Q: How can hiring tristinstyling save people money?

A: Clients love us for our ability to create new ouffits by using pieces
from their current wardrobe, combined with high end investment
pieces, or fabulous inexpensive pieces to make a great ouffit. While
some stylists might find it challenging to work within a budget, | find it
fo be a lot of fun. | love to show clients how fo find amazing pieces at
unbelievable price points!

Q: Why do people need tristinstyling when so many
retailers offer styling services for free?

A: While styling services in retail stores are nice to have access fo,
customers are limited to shopping only in that one store. Clienfs who
want fo create a cohesive wardrobe that is unique to their personal
style choose to hire us for personal shopping audits because they
benefit from learning how fo expand their own wardrobe by shopping
all the current frends available from all retailers.

CONTACT
TRISTINSTYLING INC.
208 N GREEN ST.
CHICAGO, IL 60607
TRISTINSTYLING.COM

LET'S GET SOCIAL

fYy o
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I
COVERAGE THAT GIVES YOU REAL-LIFE ASSURANCE

Give your buyers and sellers piece of mind - always ask
for the HWA FULL SERVICE 13-month company! Call us
today about our promotions!
YOUR LOCAL REPRESENTATIVES

Deger 30 Tears Cambine Experience!

Liane Luckett Tik Stutr - Duderstadl
Rangunt Executive Aecount Enecutme

T08-205-5193 B847-271-T968

HWA Offers repair/replacements on all major mechanicals and appliances, due to
age or wear and tear.

goosehead

Beosggs Agency

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

KEVIN BOGGS
Agency Owner

License #:3000134505

630-365-7248 | kevin.boggs@goosehead.com
181 5 Bloomingdale Rd Suite 104 | Bloomingdale, IL 40108 o

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

The Fry Group, LLC

R

DONATED THIS YEAR TO HELP
END MODERN=-DAY SLAVERY.

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

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

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

Vanessa Cici Fry, Attorney at Law
Residential & Commercial Real Estate Law

Thanks to the businesses within these pages, our Area
Directors, and readers like you, we're able to break the
ONE LINCOLN CENTER chains of this horrible reality.
18W140 Butterfield Road, Suite 1100 | Oak Brook Terrace, IL 60181 NZ @

GIVES

Phone 630-563-5383 | Fax 630-629-9767 Visit n2gives.com to learn more about our fight.

vanessa@frylawgroup.com

il (T
e

for a faster sale (630) 440-1344

el TR i ST i Yol
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By Lauren Young
Photos by Katherin Frankovic

Former Football Coach
Turned Real Estate Coach

“When | was in high school, teachers would allow
me to drive their cars home during study hall

to wash and wax them,” says Michael LaFido,
REALTOR® and founder of LUXE Group in Wheaton.
“Obviously, | had to be trustworthy and pretty good
at sales to get them on board with that.”

Growing up in Chicago’s western suburbs, Michael
realized quite early that he had a knack for entre-

preneurship, competition, and a capacity for hard

work, and he was always involved in sports, espe-
cially football. After graduating from Wheaton
Warrenville South High School, he went on to play
for Northern Michigan University’s football team.

“Nothing was easy for me as a student or an ath-
lete,” he says. “I always had to put in extra hours

that others did not to get decent grades and to earn

a football scholarship. But those lessons helped
shape me into the person I am today and have

carried over to my successful businesses.”

Upon graduation, Michael went on to work

as a high school teacher and football coach

at Glenbard South High School in Glen Ellyn,
Illinois. He also started his own deck and fence
cleaning and staining business to earn some
extra money during the summers. One of his
clients, a real estate broker, mentioned that

he would be a good real estate agent. Michael

became a licensed agent just three months later.

“I thought it would be fun to add real estate

to my experience,” says Michael. “I've always
been an entrepreneur at heart, so becoming a
REALTOR® was right in line with that.”
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Since then, his entrepreneurial nature has helped
him find a niche in luxury real estate, often work-
ing with celebrities and professional athletes.
“Having high-profile clients has been fun,” says
Michael. “Although, I could write a book on the
number of [people who’ve claimed fortune but
were actually] unqualified buyers and prospects
who produced false stories or fake bank letters.”

e e 1 11

~ -

In addition to helping clients looking to buy or sell
high-end homes, Michael also consults other agents
on how to increase their average sales price and
trains them on the latest marketing practices to

break into the luxury real estate market.

“Like any coach, I enjoy giving other REALTORS®
the tools and resources they need to be successful,”

he says. “And to make them feel that they are import-
ant and can be champions in whatever they do.”

Michael has received praise for his work, both
inside and outside the industry. In 2020 his
sales volume topped $28 million, and in 2021,
his sales volume was over $30 million. In 2019,
he was named the MVP (Most Valued Partner)

Right:
Michael
with
Anthony
and Vince
at a flag
football
game.
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by Who’s Who in Luxury Real Estate, and

won International Property’s Top Real Estate
Marketing award. He is currently a finalist in four
categories for Who’s Who in Luxury Real Estate’s
2021 awards. Michael has also authored three
books on luxury real estate and has been featured

on various media outlets for his expertise. oo
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When not helping his clients and other agents, Michael leads
an active life with his family. He and his wife, Amy, have been
married for sixteen years and have three children: Anthony
(twelve), Vince (eleven), and Gianna (nine). Michael enjoys
coaching his boys in football and baseball, going for walks with
his family and their two new puppies, and riding his Harley
whenever he can. The LaFidos also
support various local organizations

that provide help to veterans, chil-

“Like any coach,

but share his lessons for success. Foremost in his
mind—a key factor that was especially empha-
sized during his time as an athlete and coach—is
to encourage others to believe that they have what

it takes to be successful too.

“The key is to surround yourself with others
who are just as hungry as you are, if not more

s0,” says Michael. “Consistently work on your

dren organizations, and local fami- | e n_j oy d ivin g other mindset, which I believe is the key to success,
lies that need financial assistance. REALTORS® the along with working with great mentors. Never

tools and resources

Over his twenty-one years in real

estate, Michael has gathered so th ey n eed to

much experience that he can’t help be successful.”
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take advice from someone that hasn’t been
there, done that, and continues to do it in
this new economy. ‘Refuse to be average’ and

‘prove them wrong’ are two mantras I live by.”

ONE OF THE TOP REVIEWED
HOME INSPECTION
COMPANIES IN CHICAGOLAND.

OVER 3,000 EFFICIENT INSPECTIONS PERFORMED

WE WILL TEACH YOU ABOUT YOUR HOME
inspectelite.com

(224) 410-6004

IL License Home Inspector #450.011805

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

@realproducers

Call Bejore You Liat! )

We, Iljwo rkira ldI y/to)rem mediate)
any/pr; bléms:mq/hgme.)

Mold Remediation - Attic Re-Fitting & Re-Insulation - Asbestos Abatement

L

J..Jr&.).r] RO ‘ ertson, MIES

pveboard.solutions

L ‘ .
IWWW.aboveboard.solutions

Above _))_J?J 'l
N ooT, )
Environmental

Hoarder Clean Up




HOMETEAM INSPECTION SERVICE.
ACCURACY THAT TURNS
FIRST-TIME HOME BUYERS
INTO LIFELONG CLIENTS.

What if you looked at the home inspection phase as an opportunity
rather than a hurdle? What if you had a team of expert inspectors who
understood what'’s at stake? And what if the report they provided
contained information that was not only accurate and thorough, but
was written in a way that added value to your client relationship? This
isn't a what-if scenario. It's simply a question of when you decide to
make HomeTeam part of your team.

We're more than inspectors. We're relationship builders.

630.200.3952 | hometeam.com

@ HomeTeam FAST  ACCURATE THUE'F]:I

INSPECTION SERVICE

Home Inspector License # 4500710532

ned and epevatad. £2020 The HomeTeam Inspection Ser . All rights rese
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Mowing - Sorage - Logestics

Prager Moving handled my
personal move and I could not have
been happier. Prager is the only
moving company referral I give out
to my clients, family, and friends.

- Jennifer Drohan, kwInfinity

Your clients deserve the best and Prager delivers!
Local, interstate & international moving professionals.

Steve Bonnichsen, VP of Sales & Marketing V. \
155 Fort Hill Dr. | Naperville, IL 60540 | 630-276-1224

steveb@pragermoving.com Atlas.
Interstate Agent
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TS 2022! LET OUR APP
STREAMLINE THE LENDING

B Top 1% Loan Originator 2020
B Scotsman Guide Top Originators List 2020
m Circle of Excellence 2020

Caliber has transformed home financing
into a streamlined, simple process that
can get your borrowers home faster than
ever with our State of the Art Digital
Application Platform. sl

Call Today!

Bill Pendley

Loan Consultant | NMLS# 211969
1431 Opus Place, Suite 135

Downer's Grove, IL 60515
630.330.5626
Bill.Pendley@CaliberHomelLoans.com

Advanced Technology. Personalized Guidance.

I CALIBER
- HOME LOANS

BILL PENDLEY

THOUGHTFUL SOLUTIONS

KELLY LAW FIRM

HANDLING CLOSINGS
IN ALL CHICAGOLAND
COUNTIES.

PATRICK KELLY:
111 E. JEFFERSON AVE., SUITE 103
NAPERVILLE, IL 60540

IN INTERIOR DESIGN

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

BLAIR CROWN
DESIGN
224-707-0138

BLAIR@BLAIRCROWNDESIGN. COM
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WITH LAW OFFICE OF SCOTT A. BROWER

“We love what we do, even in the craziness of the =~ University College of Law. After graduation, Scott

last several years,” says Naperville-based real worked as a prosecutor in DuPage County for about
estate lawyer Scott Brower. “I never mind getting  five years. In 2003, he started his own practice and
|- 1‘ f | | up and going to work. I've found something I truly = moved into criminal defense.
. ' enjoy doing, and that’s helping people.”
1 . . . . ,
- . “I enjoyed trial work, but after a while, I just wasn’t
2 Scott grew up in Lansing, Michigan, before satisfied with that career path,” says Scott. “IT had
~ . attending Olivet Nazarene University for under- always done a little real estate here and there, so my
grad and then law school at Northern Illinois wife encouraged me to move into it full-time.”
Scott’s team: Kathy O’Shea,
Rada Hansen, Nicole Jones,
and Pam Wawrzyniak
A
— cuull
-
¥
I
- L]
|
o .
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Scott found that real estate representation allowed
him to engage with clients on a much more per-
sonal level than he could before. He now handles all
facets of residential real estate, from start to finish.
One of his biggest thrills has been the opportunity
to develop relationships, not just with clients, but

also with agents, lenders, and other attorneys.

“I work with a lot of great attorneys who have
helped me along the way,” he says. “Attorneys like
Dan Collander, Paul Garver, Mike Angileri, and
many more, have helped me and provided much-

needed advice as my practice has grown.”

Success depends on trust and providing value to
your customers. For Scott, one of the biggest chal-
lenges to date, and yet, one of the biggest chances
to make a difference he’s found, has been growing
with and adapting to the evolution of real estate in

response to the pandemic.

HOPEFULLY, OUR
OFFICE IS A CALMING
INFLUENCE ON THOSE

WHO ARE NERVOUS,

AND THAT WE CAN ALL
HAVE A GOOD LAUGH
AT CLOSING.

“People stopped attending closings in
person, and that has made things tough
at times,” he says. “I feel it is very
important, especially for attorneys on
the buying side of a transaction, to be
at a closing with the buyer in person.
They need us there, especially when

a problem arises, to have time to go

through the documents.”

Since COVID-19 began to greatly
limit parties being able to attend
closings in person, Scott and his
team have increased their communi-
cations with customers and partners,
as clients, agents, and lenders always
want to know where their deals
stand, good or bad.
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“It’s a major transaction
for all those involved,”
states Scott. “And I love
the opportunity to make
the process as smooth
as possible with extra

touch points.”

When Scott is not
managing his law office,
he loves spending time
with his wife of twen-
ty-six years, Jami, and
his four grown daugh-
ters: Rylee, Bailey,
Kenzie, and Krisha.
Besides traveling with
his family, he enjoys
reading, pondering

the stock market, and
practicing his swing at
Topgolf. He also loves to
think about new ways to
add excitement to real

estate transactions.

“For me, this process
should have some level
of fun involved with
it,” he says. “[Becausel]
People should be
excited about buying

a new home or selling
their home and moving
on to a new chapter,

but it can be stressful.”

“Hopefully, our office is
a calming influence on
those who are nervous,
and that we can all
have a good laugh at
closing,” he adds. “If
my clients are happy,
then my staff and I have

done our jobs.”

To reach Scott and to learn
more about the services
he and his team at the Law
Office of Scott A. Brower
provide their clients,

visit his website www.
browerlawoffice.com

or call 630-753-0008.
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SANTO CIELO RESTAURANT

123 Water St, Suite 509
Naperville, IL 60540

MODERATED BY
PHIL BYERS

sWINTER E' E

= “REAL PRODUCERS PANEL....
WEDNESDAY, FEBRUARY 16Tt
I 10:00AM—1: 30PM

nlﬁt

KIM DALASKEY DAWN MCKENNA J MAGGIO MIKE MCCURRY

DOORS OPEN AT 10:00AM
AGENT PANEL: 10:30AM - 12:00PM
SOCIAL: 12:00PM - 1:30PM DUPAGE

MUST RSVP - Extremely Limited Seating
Private Event for DuPage Real Producers and Preferred Partners Only
Contact Chicagoland@realproducersmag.com for event details

LUNCH AND DRINKS PROVIDED
RAFFLES AND GIVEAWAYS



SERVING

CHICAGOLAND
\ SINCE 1990
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A 2 OVER
2 $100,000 IN

WARRANTY

COVERAGE

for Qualifying Inspections!*
*Terms and Conditions Apply

630.428.4555 ¢ WhiteGlovelnspections.com ¢ Info@WhiteGlovelnspections.com

Q Central Tile Inc.
'Y Contractor Direct Pricing i GEtEfEEItSEWiCE

Your local, professional flooring & great rates.
contractor for over 35 years! '

Certified in carpet, tile, stone, laminate,
vinyl and hardood flooring,
Sales and Install,

Nick Pitzer Insurance Agey Inec  You know I'm always here

Mick Pitzer, Agent
www_pitZerinsurance.com :
nick@pitzerinsurance.com 5 - :
Bus: 630-321-8900 surprisingly great rates for

Se habla Espafiol everyone, Call me for a quote

oseeroumuoscs” Celebrating 125 Olfeats af Seting Otr Community

Like a good neighbaor,

State Farmis there. e o~ p. — ViSit OUI‘ Ultimate Lighting
e H O RTO N S Destination in La Grange

with Good Neighbor service.
But!'m also here with

5yt 1 State Farm® unsher wiitoy reqareenty

HOME LIGHTING

A —
w9 — SAR
i & State Farm EYEAR J@!NWEE—I 60 South La Grange Road | La Grange, IL 60525

HortonsHome.com | 708-352-2110
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‘{ag PHOENIX RISING

HOHE STAGING - INTERIOR DESIGN * FURNITURE SALES
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Phoenix Rising Home Staging has served the Chicagoland area for 13 years with our core value '
holding true of “Helping our clients sell their homes faster and for more money”.
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