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

Air Quality

Cooling

Heating

Electric

4.9 Google Rating

Serving Montgomery County,
Frederick County, Howard County

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

227 E. Deer Park Drive
Gaithersburg, Maryland 20877

Schedule ONLINE
or CALL today!
240-224-3144

GACServices.com
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Todd Greenbaum
Owner and Founder

(301) 840-3910
www.titletownsettlements.com

todd@titletownsettlements.com

Our Experienced 
Settlement 

Team Keeps Your 
Clients Happy

Our Experienced 
Settlement 

Team Keeps Your 
Clients Happy

Our Services:
Residential & Commercial Transactions

Purchase/Sale • Refinance
Contract Preparation • Deed Preparation

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

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

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

(301) 528-1111

PeakSettlements.com

Prime Title Group, LLC

(301) 341-6444

PrimeTitleLLC.com

Stewart Title and Escrow

(480) 203-6452

DCTitleGuy.com

Title Town Settlements

(301) 840-3910

TitleTownSettlements.com

VIDEO MARKETING/BRANDING

Dream Real Estate TV

(301) 674-4804

DreamRealEstateTV.com

VIDEO SERVICES

HDBros

(833) 437-4686

HDBros.com

REMODELING/BUILDING/

HOME IMPROVEMENTS

Absolute Building  

and Construction

(202) 468-8662

AbsoluteBandC.com

SECURITY & SMART HOME

Tranquility Smart Homes and 

Security, LLC.

(240) 994-5415

TranquilitySHS.com

STAGING

On Time Staging

(301) 379-0367

OnTimeStaging.com

Town & Country Movers

(301) 670-4600

TownAndCountryMovers.com

TITLE COMPANY

Eastern Title & Settlement

(240) 403-1285

EasternTitle.net

Legacy Settlement Services

(919) 441-1848

LegacyForTitle.com

MBH Settlement Group

(703) 277-6806

MBH.com

Town & Country Movers

(301) 670-4600

TownAndCountryMovers.com

PEST CONTROL

My Pest Pros

(202) 255-4886

MyPestPros.com

PHOTOGRAPHY

Ryan Corvello Photography

(757) 685-2077

CorvelloPhotography.com

PRINTING, DIRECT  

MAIL SERVICES

My Marketing Matters

(301) 590-9700

MyMarketingMatters.com

PROPERTY MANAGEMENT

Streamline Property Management

(301) 237-4950

StreamlineManagement.com

RELOCATION SERVICES  

FOR SENIORS

Caring Transitions Inc

(301) 683-7363

CaringTransitonsRockville.com

REMODELING & PAINTING

Beautiful Home Services LLC

(703) 268-8434

BeautifulHomeServices.com

Sandy Spring Bank

Skip Clasper

(301) 928-7523

SSBSkip.com

U.S. Bank

David Le

(703) 424-5369

Mortgage.USBank.com/

VA-Fairfax-David-Le

Vellum Mortgage

Greg Kingsbury

(301) 254-1486

Kingsbury 

MortgageTeam.com

MOVING / STORAGE

Bargain Movers

(301) 685-6789

BargainMoversInc.com

Interstate Moving & Storage

(703) 226-3279

Moveinterstate.com

Moyer & Sons Moving & 

Storage

(301) 869-3896

MoyerAndSons.com

Perry Moving, LLC

Sam Perry

(410) 799-0022

perrymoving.com

MORTGAGE

Draper and Kramer 

Mortgage Corp.

Melissa Rich

(703) 927-2626

DKMortgage.com/Rich

First Home Mortgage

Ryan Paquin

(301) 332-1589

First Washington Mortgage

Chanin Wisler

(301) 526-0020

ChaninWisler.info

Guaranteed Rate

John Jones

(571) 242-0864

Rate.com/CraigMiller

Intercoastal Mortgage

Jordan Dobbs

(301) 785-7162

JDobbs.ICMTG.com

Monarch Mortgage

Richard Early

(301) 332-2184

Monarch1893.com/ 

rockville/rearly

Sandy Spring Bank

Tina Del Casale

(301) 523-1893

SSBTina.com

Cinch Home Services

(410) 730-7423

CinchRealEstate.com

HWA Home Warranty

Melissa Harmon

(443) 817-3147

HWAHomeWarranty.com

Protect The Investment

(202) 422-3821

PTIWarranty.com

HVAC SERVICES

GAC Services

(301) 926-3253

GACServices.com

INSURANCE

Goosehead Insurance

(202) 558-0530

JenniferLindsay 

Insurance.com

INVESTMENTS

Joseph Asamoah

(301) 379-0357

JoeAsamoah.com

JUNK REMOVAL

123JUNK

(800) 364-5778

123JUNK.com

MOLD REMEDIATION

Mold Gone

(240) 970-6533

MoldGone.net

FLOORING

Floormax

(301) 206-2200

FloormaxFloors.com

HOME INSPECTION

BPG Inspections

(703) 881-6617

BPGInspections.com

Kenneth Cox &  

Associates, LLC

(202) 298-7868

National Property Inspections

(240) 409-3711

NPIweb.com

ProTec Inspection Services

(301) 972-8531

ProTec-Inspections.com

HOME RENOVATION

Curbio

(810) 300-9432

Curbio.com

HOME REPAIR

Punchlist USA, Inc.

(202) 769-4356

PunchlistUSA.com

HOME WARRANTY

ARW Home

(561) 226-4145

ARWHome.com/RealEstate

CLEANING SERVICE

Fresh Home Cleaning

(240) 855-7268

Fresh-HomeCleaning.com

CLOSING GIFTS

Strategic Gifting

(313) 971-8312

StrategicGifting.com

CONSTRUCTION & 

BUILDING

Absolute Building  

and Construction

(202) 468-8662

AbsoluteBandC.com

DOWNSIZING/ 

ESTATE SALES

Caring Transitions Inc

(301) 683-7363

CaringTransitonsRockville.com

EVENT PLANNING & 

MANAGEMENT

Rescue Event Planning

(301) 798-4489

RescueEventPlanning.com

FINANCIAL COACHING & 

BOOKKEEPING

Alchemy of Money

(202) 567-7960

AlchemyOfMoney.co

FINANCIAL PLANNING

Socium Advisors

(203) 848-4870

Tripp-Kelly.com

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!
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Christopher Menezes
Writer

Jaime Lane 
Executive Assistant & 
Publishing Manager

Zachary Cohen 
Writer

Jess Wellar 
Staff Writer/Copy Editor

Ryan Corvello 
Photographer

Bobby Cockerille 
Videographer

Kristin Brindley 
Publisher

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

D C  M E T R O
M E E T  T H E

Ellen Buchanan
Editor

Wendy Ross 
Operations Manager

If you are interested in nominating REALTORS® to be featured in the magazine, please email 
Wendy@kristinbrindley.com. To view our magazine online, visit dcmetrorealproducers.com
and look for “Magazine” or scan this QR code. (Password: connectheredcrp!)

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

Note: When community events take place, photographers may be present to take photos for that event, and they may be used in this publication.
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(202) 558-0530 • jennifer.lindsay@goosehead.com
jenniferlindsayinsurance.com
     @GooseheadInsuranceJenniferLindsay
7200 Wisconsin Avenue, Suite 500 Bethesda, MD 20814

JENNIFER LINDSAY CPCU

®

AGENCY OWNER • License # 99951574

Get A
Quote!

Your client found their 
DREAM HOME, but have 

they found their 
DREAM INSURER?

Goosehead Insurance takes care 
of your customers, offering a 

choice of insurers and excellent 
service at competitive prices.

SERVICES INCLUDE:
HOME, Auto, Umbrella, Valuable Items, 

Boats, Recreational Vehicles
Discounts for HOME & AUTO Bundle

We especially appreciate Alchemy of 
Money, Intercoastal Mortgage, Town & 
Country Movers, Cinch Home Services, 
and Perry Moving & Storage for spon-
soring this memorable gathering.
 
With the summer vacation season 
kicking into high gear, be sure to save 
the date for our upcoming Casino 
Royale event on July 12th! We 
highly encourage you to wear your 
best James Bond-inspired outfit 
to set the scene for a martini or 
two (shaken, never stirred) as we 
enjoy Texas Hold ‘Em to raise 
more funds for LJI. Our goal is 
to save over 500 individuals from 
being trafficked this year and, just 
like we did at May’s Mastermind, 
all proceeds will be donated to LJI!
 
In closing, I’d like to leave you with my 
highest hope: as you celebrate this Father’s Day with your family, 
in addition to the many gifts of appreciation and dinner outings, 
let’s focus on sharing words of gratitude and love!
 
Wishing you continued success, health, and much happiness!
 

Kristin Brindley
Owner/Publisher

DC Metro Real Producers

313-971-8312
Kristin@kristinbrindley.com
www.dcmetrorealproducers.com

FATHER’S DAY!
Dear DC Metro Real Producers,
 
Happy Father’s Day! This month, we celebrate and 
appreciate the fathers, grandfathers, stepfathers, 
and all the other men in our lives who provide lead-
ership, love, and guidance. Accordingly, we are fea-
turing some truly amazing and inspiring superdads 
in this issue who also happen to be Real Producers!
 

On page 16, be sure to check out answers to this 
month’s “We Ask, You Tell” question, “Which book 
has impacted your life and business the most?” 
by members of our community! As a book lover 
myself, I personally enjoyed reading this month’s 
terrific responses to add to my own “must-read” 
list. And if you haven’t responded to one of our 
monthly “We Ask” questions lately, be sure to 
email us your responses so you can see yourself 
in print and other agents can enjoy your answers!
 
DC Metro Real Producers gathered at the Bethesda 
North Marriott for our Fourth Annual Mastermind 
event last month! We are SO thankful to Erik Van 
Horn, Juan Umanzor, Harrison Beacher, Dana Rice, 
Brandon Green, Troyce Gatewood, Nathan Dart, 
and Jason Martin for making this event so power-
ful and informative! We live-auctioned our panel 
and speakers throughout the day to raise funds 
for Love Justice International (LJI) to prevent 
human trafficking, and we appreciate everyone who 
participated and donated for such a worthy cause! 

Me and my dad, David Brindley

FOOD FOR THOUGHT
What’s your favorite “dad joke” or piece of advice 
imparted from your father or grandfather?

HAPPY
publisher’s note



12 • June 2022 DC Metro Real Producers • 13@realproducers realproducersmag.com

SAVE THE DATE

All proceeds from this event will be donated to charity. 

For information on all DC Metro Real Producers events, 

email info@dcmetrorealproducers.com.

6 PM–9 PM

LOCATION TBD

CASINO 
ROYALE

JULY 12, 2022

special events

DC METRO REAL PRODUCERS PRESENTS
I didn’t start to see significant 
changes in my ability to build wealth 
until I took this “eyes wide open” 
approach to my finances and was able 
to get clarity about what I needed to 
do to move past my roadblocks.
 
After that, my life got a whole lot 
easier. I felt more confident in my 
decisions. I didn’t feel embarrassed 
talking about my increasing wealth or 
my prior struggles with money. It was 
almost like going through therapy.
 
Building wealth is a long-term 
endeavor, so you need more than 
just inspiration to go on. As you 
well know, it isn’t going to happen 
overnight—or even in a year (unless 
you’re incredibly lucky AND smart).
 
But it might happen in five years—if 
you’ve got a solid foundation, have a 
well-developed plan, and know where 
you’re headed.
 
That’s what AlchemyOfMoney.co 
gets right. It gives you a plan and 
helps you take specific action. 
 
Whether you’re looking for more 
clarity around systems, won-
dering how to choose the right 
people to add to your financial 
team, or hoping to avoid running 
into tax trouble down the road, 
AlchemyOfMoney.co will help you 
move forward with confidence and 
make sense of your numbers.

THE 
ALCHEMY 
OF MONEY

THE 
ALCHEMY 
OF MONEY

wealth building
By Brandon Green

Let’s be honest: money is taboo.

 

Well, to be more accurate, talking about money 
is taboo.
 

Even though our world is “built” on it. Even 
though everybody has it, needs it, wants it, 
loses it. There’s a tremendous amount of 
shame and embarrassment that comes into 
play whenever anyone starts talking about 
their specific money situation.
 
And that’s a big problem. 

 
Because you’ll never be able to work through 
whatever’s holding you back from building 
your wealth if you don’t start getting specific – 
and honest – about your finances.
 
If you don’t have your numbers reported in real 
time, and understand what they’re telling you, 
that means you’re operating on luck.
 
Luck is a pretty lousy strategy, and can get you 
into big trouble.
 
Like, if you’re massively behind on taxes, or you 
feel like the financial advice you’re getting is 
somehow not quite right, how do you figure out 
what to do? How do you even know that you’ve 
got a problem? Or, in the case of tax debt, how 
would you ever find out that you aren’t alone and 
that there are clear and proven steps you can 
take to tackle it and come out on top?
 
What’s actually talked about – online or in polite 
society – is just the very tip of the iceberg. It’s 
nothing like the truth about money. And it’s defi-
nitely not giving you the whole story about what 
people are going through or what they’ve had to 
do to get to where they are today.
 

You might 

remember 

Brandon 

Green from 

his former 

role as Principal 

Broker of Keller Williams 

Capital Properties. Brandon’s 

next act is helping agents know 

and manage their numbers, 

and he is now the Founder and 

Chief Alchemist at the Alchemy 

of Money®.

AlchemyOfMoney.co is the 

premier wealth-building plat-

form and financial services firm 

for real estate entrepreneurs. 

Join the ultimate community 

of top Realtors committed to 

reaching—and sustaining—fi-

nancial freedom. You’ll finally 

have the support you need to 

move through your roadblocks, 

make sense of your numbers, 

and set up systems that will 

build you real wealth.

“The 
Alchemy of 
Money plat-
form literally 
made me an 
extra $100K 
last year. 
This is by far 

the best investment I’ve ever made. 
My business and my bank account 
have grown more than I ever 
thought was possible.” 
—Margaret Babbington, Founding 
Agent & Senior VP, Compass

The bottom line is: You can’t 
build wealth if you don’t know 
your numbers. Plan to get expert 
help in 2022! 

For more information, please visit 

www.alchemyofmoney.co.
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BLAKE HERING

The ONE Street Company

The Daily Stoic by Ryan Holiday.
 

KYLE RICHARDS

Compass

The Compound Effect by Darren Hardy. It’s 
about small actions that, when done over a long 
period of time, can yield results … and is geared 
to real estate.
 
 
ELLIE SHORB

Compass 

I read a LOT and have enjoyed books by Tim 
Ferriss, Mel Robbins, Tony Robbins, Daniel Pink, 
James Clear, Jim Kwik, Tom Ferry, Daniel Amen, 
and countless gurus. The Obstacle Is the Way, by 
Ryan Holiday, fascinated me. Based on the wisdom 
of the stoics, it challenges us to look at obstacles as 
the moments in life we will most remember — the 
ones that make us grow as a person.
 

HARRISON BEACHER

Keller Williams Capital Properties

Michael J. Maher’s The Seven Levels of 
Communication impacted my life and business 
because it helped reinforce that the things we do 
with our community are effective and the correct 
strategy for growing the kind of business we want.
 
 

we ask...you tell!

Which book has impacted your 

life and business the most?

LEXY BROUSSARD

ProTec Inspection Services

Extreme Leadership by Jocko Willink!
 
 
MARJORIE HALEM

Compass

Mitch Albom’s The Five People You Meet in Heaven.
 

WILLIAM FERRY

GAC Services

By far, my favorite book is Think & Grow Rich by 
Napoleon Hill.
 
 
JORDAN CHRONOPOULOS

RLAH Real Estate

Relentless by Tim Grover.
 

SHANE FELDMAN

Alchemy of Money

The Talent Code, by Daniel Coyle, has been 
instrumental in the way I think about talent 
development — both when it comes to my own 
personal development and also the development 
of others. A fantastic book I could read a hun-
dred times over!
 
 
KRISTIN BRINDLEY

DC Metro Real Producers

Miracle Morning by Hal Elrod.

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

properties a selling edge." ~Realtor
    N TIME 
Staging

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

You never get a second chance 
to make a First Impression!

Let us transform your client's home 
into a showplace that sells itself!
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At Rescue Event Planning, our mission is to take 
your biggest visions and turn them into an 

elegant, stress-free, well-organized unique event.

We strive to focus on our client’s best interests 
and needs while providing a�ordable, 

high-quality event planning, event decor, and 
management services. 

Luxury, Well-Organized, Stress-Free Events...
Consider It Handled!

MELISSA JAKES CEO
@rescueeventplanning

301-798-4489
rescueeventplanning.com

Melissa@rescueeventplanning

One client, one event,
one experience at a time,

consider it handled. 

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

SSBSkip.com

97% financing up to $1,000,000 loan amount
95% financing up to $1,250,000 loan amount
90% financing up to $1,500,000 loan amount

Skip Clasper of Sandy Spring Bank

Jumbo Advantage Loan Program
No Investor Overlays

Program highlights include:

This product is available for Purchase and Rate/Term Refinance.
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APRIL MAGAZINE 
CELEBRATION PARTY

D C  M E T R O  R E A L  P R O D U C E R S ’
APRIL 6, 2022

special events
Photos by Ryan Corvello

Our most recent DC Metro Real Producers Magazine 
Celebration party was a phenomenal success! A very 
heartfelt thank-you to Goosehead Insurance for pro-
viding the wonderful space at 7200 Wisconsin Avenue 
in Bethesda, along with Perry Moving & Storage and 
Legacy Title Services, who sponsored this epic event. 
We had a terrific time connecting with our featured 
agents and esteemed partners over Caribbean fare 
with a savory French flair prepared by Chef La’ Pierre, 
fantastic cocktails, and conversation. Thank you to all 
attendees for being a special part of our ever-expanding 
DC Metro Real Producers community!
 
Our photography crew snapped plenty of great pic-
tures, which you can also find on our Facebook page: 
www.facebook.com/kristinbrindleyrealproducers.

And thank you to Ryan Corvello Photography and HD 
Bros for documenting such a memorable evening! 
 
We can never express enough gratitude for our pre-
ferred partners — we simply could not do what we do 
without your tremendous support. Thank you again 
for being part of our special DC Metro Real Producers 
community. We appreciate you!
 
For more information on all DC Metro Real Producers 

events, please email us at info@dcmetrorealproducers.com.
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• WDI Inspections
• VA, MD & DC
• 10+ Years of Experience
• Members of the NPMA & the Virginia
   Pest Management Association

My Pest Pros is proudly operated
by Brett and Debra Lieberman.

Local, Family-Owned Business

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

SAVE 10%
Must mention ad.

Exclusions may apply. Inquire for details.

on any annual program
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words by wade

MULTIPLE LEAD-
SOURCE FUNNELS

By Wade Vander Molen

One of the questions I ask 
REALTORS® in meetings is about 
how they generate their business. 
This is important because I need to 
know not only what they are doing 
to produce clients but how. Most of 
the time, the answer to this question 
involves how they get most of their 
business by referral. That’s great, 
but it’s only one lead-source funnel. 
Imagine if I owned a restaurant and 
only served food to the people I 
knew. Or if I was a dentist and only 
worked on the teeth of people in my 
sphere. Probably wouldn’t own a 
restaurant or be a successful dentist 
for very long. Why? Not enough 
lead-source funnels. 

Try this Exercise
Take all the transactions you did in the last 12 
months and look at how those clients were gen-
erated. Are you heavy on one type of lead-source 
funnel or more diversified? Top Realtors in most 
markets have at least seven to 10 lead-source fun-
nels that work pretty hard. They can be:

1.	 Referrals from sphere/past clients
2.	 Open House conversions
3.	 Social media posts and/or advertisements
4.	 Homebuyer/seller seminars hosted monthly
5.	 Farming subdivisions or school districts
6.	 Zillow/Trulia/Realtor.com purchase leads, etc.
7.	 Website leads, organic
8.	 Video leads through YouTube channel or short-

form video
9.	 Client-appreciation events held quarterly or 

semi-annually
10.	 Calling FSBO, expired, canceled listings

These are just 10, but there 
can be many more. The key 
to growing your real estate 
business is growing your 
weak lead-source funnels. 
Look at this list, and if 
you have never generated 
business from half of them, 
it might make sense to make 
a goal of focusing on how 
you can gain an extra client 
(or more) out of each one 
per quarter.
 

The Importance of

10% MILITARY
DISCOUNT

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

CALL TO SCHEDULE YOUR SERVICE TODAY!

240-970-6533
mike@moldgone.net • moldgone.net

2508 Locustwood Pl, Silver Spring, MD 20905
FAMILY-OWNED • NON-FRANCHISED

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

MIKE MULIERI
Chief Operations,
Financial Officer

Become Unguardable
I played college basketball. Imagine 
if the only way I could score was  
to shoot a three-pointer? That is 
all I did. Yes, you can have success 
if you are a great shooter, but you 
become a lot easier to guard as 
a one-trick pony. If I could score 
multiple ways, inside and out, and 
was a threat all over the court; well, 
that changes things quite a bit. The 
same applies to real estate. If your 
business is “referral only,” you 
better be amazing at nurturing that 
database and getting those refer-
rals. Even by doing that, you are 
limiting your business opportuni-
ties quite substantially.

Invest in You
Most agents would love to be in the 
Real Producers magazine, but the 
truth is, most don’t get to that level 
due to their lack of diversity as to 
how they generate clients. Getting 
referrals from people you know is 
easy; shooting YouTube videos, calling 
FSBOs, converting open house leads, 
or investing thousands of dollars into 
other ways of generating clients is 
hard and not always fun. My message 
is to invest in you. Lean into what 
others won’t do and capture those 
business opportunities by adding 
lead-source funnels to your real estate 
business. If you become unguardable, 
who is going to stop you? 

Wade Vander 
Molen is the 
director of sales/
marketing for 

Stewart Title in the 
Northern Virginia/

Washington, D.C., area and has 
been in the title industry since 
2005. Wade helps real estate 
professionals with all facets of 
their marketing and teaches 
a new, sustainable business 
model to help them grow their 
businesses. You can visit Wade 
at www.DCTitleGuy.com.
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Real Estate Photography
in Maryland, D.C., and Virginia

Fusion Photography
2D and 3D Floor Plans

Agent and Team Portraits

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

RYAN CORVELLO PHOTOGRAPHY

BARGAIN MOVERSBARGAIN MOVERS

301.685.6789
7579 Rickenbacker Drive, Gaithersburg, MD 20879

www.bargainmoversinc.com

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

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

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

RESIDENTIAL & COMMERCIAL
LOCAL & LONG-DISTANCE

CHECK OUT OUR
5 STAR REVIEWS ONLINE!
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in D.C. and Maryland

legal hotline
By Kim Stepanuk, Esq.

The presence of solar panels on a house is a material fact that 
must be disclosed at or before the time of contract. Solar panels 
should not only be disclosed to the buyer but also the lender and 
the title company. Solar panels are usually considered a lien on 
the property because most solar panel companies will have the 
homeowner sign an installment contract which obligates the 
homeowner to pay back the full price of the solar panels, installa-
tion, and costs through monthly payments. Similar to a mortgage, 
when the amount due and owing is paid in full, the solar panel 
company will record a “release” with the land records depart-
ment in the county where the property is located to show that 
no further money is owed. If a release has not been recorded in 
advance of settlement, the title company will need to clear the 
lien or ensure that the buyer has been approved and assumed 
responsibility for the payments.

The presence of solar panels should be disclosed in a few places 
and in a few ways:

In the GCAAR contract, disclosures 
should be made in the “Inclusions/
Exclusions Disclosure and 
Addendum,” the “Solar Panel Seller 
Disclosure/Resale Addendum,” and 
the “Important Information for the 
Purchase of Real Estate” GCAAR 
forms, as well as in the “Notice 
to Buyer and Seller – Maryland 
Residential Real Property Disclosure/
Disclaimer Act” form. The new 
GCAAR Solar Panel Seller Disclosure/
Resale Addendum form was added to 
provide additional information and 
options for buyers regarding solar 
panels. Part 1 of that form is the seller 
disclosure, and part 2 is the resale 
addendum. In Part 1, the seller must 

Solar Panels & ContractsSolar Panels & Contracts

provide information about the solar panels (includ-
ing whether subject to lease or loan or owned out-
right), provide the contact information for the lease 
and financing company, and attach any solar pan-
el-related documents. Part 2 includes sections for 
buyer due diligence, a provision making the contract 
contingent upon buyer’s ability to assume the loan or 
lease, language regarding the buyer’s assumption of 
solar panel-related obligations, and a seven-day right 
to void the contract by the buyer.

In the Maryland REALTORS®’ contract, we 
typically see the disclosure made in paragraph 13 
(inclusions/exclusions), paragraph 18 (addenda/dis-
closures) acknowledging the presence of a “Notice 
to Buyer and Seller – Maryland Residential Real 
Property Disclosure/Disclaimer Act” form, and a 
“Solar Panel Addendum to the Residential Contract 

of Sale.” The disclosures will also be made on that Notice to 
Buyer and Seller and the Solar Panel addendum.

Maryland REALTORS® have two new solar panel-related 
addenda: the “Solar Panel Addendum to Exclusive Right to 
Sell Residential Brokerage Agreement” and the “Solar Panel 
Addendum to Residential Contract of Sale.” The former is made 
for a seller’s disclosures to their agent simultaneously with the 
exclusive right to sell so that a listing agent can properly disclose 
to any prospective buyers more information about the solar panel 
system and financing. The latter is an addendum to the contract 
of sale to be executed by the buyers and sellers.
 
Under both the Maryland REALTORS®’ and GCAAR forms, and 
similar to the HOA and Condominium resale package process, a 
buyer has a period during which they may review the solar panel 
documents and decide to either void the contract or proceed with 
the transaction in light of their review of this information.
 

Kim Stepanuk is a licensed real estate attorney with MBH Settlement Group Bethesda. Prior 
to joining MBH, she worked as a litigator at law firms in Montgomery County and Howard 
County, MD. If she is not at the closing table, you will likely find her hiking, baking, or chasing 
her 2-year-old daughter around, picking up the toys and socks left in her wake.

REALTORS...HOW CAN WE HELP YOU AND YOUR CLIENTS?
WE PREPARE HOMES FOR SALE

Renovations • Additions • Roofing
Windows • Deck • Patio • Fence 

Ashar Farhan
202-468-8662
absolutebnc@gmail.com
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We are committed to 
raising the standards of 
your client's home inspection.

CONTACT US TODAY!

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

 kencox1@mac.com

PO Box 5642, NW
Washington, DC 20016

Kenneth Cox & Associates, LLC

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

Over 5 Billion in Real Estate Inspected
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DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.

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

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 WE SELL, 
N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES 
FROM CAPTIVITY.

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

A GIVING PROGRAM BY

ISAIAH HAZWARD
Coalition Properties Group
Keller Williams Capital Properties 
“Adversity is the key to success.”
 
“My vision is to create 100 six-figure 
earners each year through Unfair 
Advantage, Inc., a financial literacy 
and workforce development nonprofit 
while encouraging them to become 

homeowners to build generational wealth for their families.”
 

 
LUIS CARDENAS JR.
Bargain Movers
“We really like to work with the 
REALTOR® community. They have 
direct communication with me to 
ensure the job gets done. So once they 
refer a customer to us, they know they 
are with Lou. They know they’re in 
good hands. We are always accountable 
for the work and jobs we perform.”

ANDREW ESSREG
RLAH Real Estate 
“The dream is free, but the hustle is 
sold separately.” —George Koufalis.
 
“Learn every point and angle of 
contracts/addenda really well... In 
this day of competing, multiple offers, 
you’d be surprised at what is available 
and misunderstood in those contracts. 

Study them. The only cost of doing this is your 
time. It’s 100 times more important than your last 
dozen social media posts, none of which are going 
to make you a more effective client advocate.”
 

 
SVEN SKARIE
Long & Foster Real Estate
“I think that when you go into a 
house, a lot of times people maybe 
don’t have a vision of what it could 
be. Since many houses are older in 
nature, it’s important to come up with 
a plan of what you can do to mod-
ernize it and create a plan to make it 
more comfortable for their needs.”

 
Favorite Quotes:
“It’s better to light a candle than curse the dark-
ness.” (Chinese proverb)
“Do what you can with what you have from where 
you are.” —Teddy Roosevelt
 
 

Stay InspiredStay Inspired
PRESENTS

WORDS OF WISDOM FROM THIS MONTH’S FEATURES

A Word from Our Preferred Partner:
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CARDENAS JR.

STEADY 
HANDS

When Luis Cardenas Jr. initially 
stepped in to take over Bargain 
Movers, his intention wasn’t to lead 
the company long-term. His father, 
Luis Cardenas Sr., founded the com-
pany in 1982 as a retirement business, 
and when Luis Sr. fell ill with cancer 
in 2008, his son stepped in to help.
 

BARGAIN MOVERS

LUIS

partner spotlight
By Zachary Cohen

Photos by Ryan Corvello

“In 2009, 2010, I was holding it together 
for him,” Luis Jr. remembers. “But after 
a year and a half, I realized this com-
pany had the potential to be something 
greater and be able to provide for my 
family. So at that point, I said, ’Let’s 
keep going.’ I realized I didn’t want to go 
work for somebody else again.”
 

BUT AFTER A YEAR AND A HALF, 

I REALIZED THIS COMPANY 

HAD THE POTENTIAL TO BE 

SOMETHING GREATER AND BE 

ABLE TO PROVIDE FOR MY FAMILY. 

SO AT THAT POINT, I SAID, ’LET’S 

KEEP GOING.’ I REALIZED I 

DIDN’T WANT TO GO WORK 

FOR SOMEBODY ELSE AGAIN.
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“We began gaining a great reputation out in the 
marketplace. And the rest of the story wrote itself.”
 
A SECOND-GENERATION BUSINESS

Luis Cardenas Sr. founded Bargain Movers in 1982 
as a retirement business. He intended for Bargain 
Movers to provide good quality moving services and 
give back to the community he loved.
 
As a kid, Luis Jr. was never involved or interested 
in the moving business. He attended Shippensburg 
University for speech communication and, after 
graduating from college, got into corporate sales. 
But in 2008, he lost his job with the bank due to the 
housing market collapse, and his father was diag-
nosed with stage IV colon cancer just months apart.
 

During this time, Luis Jr. realized he 
wanted to help his father continue 
his legacy.
 
BEGINNING AGAIN

By the time Luis Jr. stepped in in 
2008, the business’ systems were 
antiquated. He quickly recognized 
that he needed to bring the company 
into the 21st century.
 
“I got some mentors from some of the 
owners of larger companies. They 
helped guide me and show me what this 
industry was. I learned from my peers,” 
Luis explains. “So I took a blue-collar 
labor industry that was run on early 
‘80s technology and incorporated some 
corporate principles I learned in the 
corporate world. And it just worked. At 
the end of the day, I just wanted to be 
able to provide good, quality service at 
a fair cost and set expectations properly 
throughout the process.”
 
Today, Bargain Movers remains a 
small, family-owned and operated 
business, but they’ve also grown since 
Luis Jr.’s early days. In the 13 years 
since Luis Jr. took over the company, 
he’s gone from serving a few hundred 
customers per year to nearly a thou-
sand per year.
 

Luis Cardenas Jr. took over Bargain Movers in 2008 
from his father, who founded it in 1982. 

Operations Manager Victor Soto.

IN GOOD HANDS
“We really like to work with 
the REALTOR® community. 
They have direct commu-
nication with me to ensure 
the job gets done. So once 
they refer a customer to 
us, they know they are with 
Lou. They know they’re in 
good hands. We are always 
accountable for the work 
and jobs we perform.”

CONTENT TO SERVE

Customer service is Luis’ number 1 priority. He 
doesn’t intend to grow the business into one of the 
area’s largest. Instead, he’s content to know that his 
clients are served well, his employees are taken care 
of, and his partners are supported.
 
“I’ve built this company to the point where I have 
seven trucks, 20 guys, and we’re good. I look at it 
as I’m riding the wave. If you can ride that wave at a 
comfortable level, all my employees are taken care 
of and happy … I don’t need to be the next big guy. I 
don’t want to manage that.”
 
“For 2022, we’ve just come off an incredible year and a 
half of moving volume in the industry. I’ve never seen 
anything like this. My goal is to maintain the staff that 
I have and be able to provide jobs for them so we can 
continue to put food on the table and a roof over our 
heads, all while taking care of clients. We’re steady, and 
I feel good about that.”
 

For more information, please visit 

bargainmoversinc.com.
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What Do We Offer?

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

MD Lic. #31227

NATIONAL
PROPERTY
INSPECTIONSNPI

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

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

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

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

Title Services · Real Estate Settlements · Notary Services
Property Transfers · Deeds · Reverse Mortgage Settlements

Purchase, Refinance and Short Sale Settlements
Witness Only Closings

Looking for an Experienced Title Attorney
to Close Your Next Transaction?

Looking for an Experienced Title Attorney
to Close Your Next Transaction?

600 Jefferson Plaza #420, Rockville, MD 20852 | 301-528-1111
www.peaksettlements.com | info@peaksettlements.com

Contact us today!Contact us today!

Client Satisfaction is Our Top PriorityClient Satisfaction is Our Top Priority



38 • June 2022 DC Metro Real Producers • 39@realproducers realproducersmag.com

C r e a t i n g  a 
M a s t e r p i e c e

Sven Skarie’s love of travel shines a 
light on his genuine passion for peo-
ple. He’s visited places like Norway, 
where he had the chance to visit rela-
tives that run The Skarie Family Farm 
outside Oslo. More recently, he spent 
time with his wife’s family in Quito, 
Ecuador, and he’s visited countless 
other locations around the globe. 
Sven has discovered that, regardless 
of culture, human beings have much 
in common; right alongside that, there 
are innumerable differences.
 
“We all get up and put pants on 
one leg at a time — but in different 
counties, different types of pants, or 
different types of clothing altogether,” 
Sven jokes.
 
Sven’s passion for learning about 
others has been a driving factor along 

his professional path. He spent years 
as a photographer and filmmaker, 
documenting others’ stories and expe-
riences. Now, as a real estate agent, 
Sven has the opportunity to meet peo-
ple from all walks of life … and guide 
them through what may be the largest 
purchase of their lives.
 
The Road to Real Estate
Sven was born in Alaska. “The 
middle of Nowheresville,” he adds, 
tongue in cheek.
 
He finished up his schooling in St. 
Louis, where his father worked as a 
real estate agent, before enrolling in 
film school in Florida. As a film-
maker, Sven continued to explore 
his passion for meeting people and 
telling their stories. He went on to 
work in the broadcast center on a 

cruise ship, then moved to Austin, 
Texas, to dive deeper into the world 
of independent filmmaking.
 
“Austin, back then, had a very inde-
pendent film scene — SXSW, Austin 
City Limits. It was a big, eclectic town 
at that time.”
 
Sven worked hard to get his career 
off the ground but instead found 
himself working 60-hour weeks at 
Apple and in fine dining, making 
around $40,000 per year. It was hard 
work for little reward. So when his 
stepdad called him and asked him to 
join him in real estate in Washington, 
D.C., Sven accepted.
 
“Chuck asked if I would come work 
with him and then quickly realized 
my value as a full-time agent partner 

SKARIESKARIESKARIE

agent spotlight
By Zachary Cohen

Photos by Ryan Corvello

SVEN
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exceeded being a personal assistant and that the business would 
be better served by my being an agent.” 
 
Chuck, a Hyattsville native, helped Sven learn the ins and outs of 
the area and get his business off the ground.
 
Building a Business
Sven found a natural calling in real estate. “It’s such a relation-
ship-driven business, and that’s in my DNA — building trust 
quickly with people. Meeting someone new, I approach them with 
a friendly demeanor and build strong relationships and trust. 
That came very naturally to me,” he says.
 
Sven began as a personal assistant for his stepdad, Chuck Bailey. 
After just a year, they became partners, and by 2018, Chuck 
retired, and Sven took over the business.
 
“I’ve been expanding, growing, learning all kinds of ways to do 
this business. Each year, I’ve gotten better and better.”
 
Finding His Groove
Sven has now been in the real estate business for over a decade. 
He currently closes 35 to 50 deals in any given year. Over 35 
percent of his business comes from investor clients.
 
“I help them with selection, evaluations, and exit strategies. 
That’s been one of the pillars I’ve built the business on.”
 
In real estate, Sven continues to explore his creative side. While 
he doesn’t pick up the camera anymore, he continues to utilize 
his creative eye to benefit his clients.
 

“One of my strengths is to know most of the communities in the 
area. In our area, the historic homes are fascinating to me. It’s 
fun to experience each neighborhood and area,” Sven explains. “I 
think that when you go into a house, a lot of times people maybe 
don’t have a vision of what it could be. Since a lot of the houses 
are older in nature, it’s important to come up with a plan of what 
you can do to modernize them and create a plan to make them 
more comfortable for their needs. My creative side can help tell 
a story of what a house could be … help people visualize what it 

could be. That creative side of me connects me with 
people and their journeys, their stories. It allows 
me to be present, more available.”
 
Looking Ahead
Outside real estate, Sven continues to put focus on 
travel. He and his wife, Daniela, recently traveled 
to Ecuador, and they’ll be taking a post-COVID 
mini-honeymoon later this year.
 
“I love to travel. That’s my biggest passion and one 
of the deciding factors in choosing this industry. 
You can set your own path and build the business 
in a way that supports your life. Traveling has been 
one of my joys in my life.”
 
Here, in 2022, Sven’s business is in growth mode. 
He’s been working as a solo agent for years and is 
now focused on building a team of assistants and 
partners around him. He hopes to continue to touch 
the edges of what is possible.
 
“My next edge is teaching others to do what I know. 
I want to have a couple of key people to help me 
with the operational stuff so that I can be focused 
on the relational part of the business. I want to take 
some of the stress out of business, to do business 
smarter. I don’t necessarily have a set number of 
deals in mind. I just want to learn the art of building 
and growing a team around me that I call partners.”

Sven Skarie and his wife Daniela have traveled extensively worldwide.

morgane@legacyfortitle.com
919.441.1848
www.legacyfortitle.com

At Legacy Settlement Services, we care 
deeply about providing value to our 

realtor and lender partners.

We make it our mission to provide value 
to you, by tailoring our services to your 
business’s unique needs and using the 
tools at our disposal to help you grow 

alongside us.

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

2936 O'Donnell Street, Baltimore, MD 21224

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

2000 Pennsylvania Ave NW, Washington, DC 20006

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

201 N. Union Street, Suite 110, Alexandria, VA 22314
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PAMELA DUBOIS
DREAM REAL ESTATE TV

301-674-4804
pameladubois.com | pamela10k.com

pamela@dreamrealestatetv.com
DREAM REAL ESTATE TV

GET GENUINE
LEADS WITH
VIDEOS!! 

Email me for a FREE
VIDEO MARKETING GUIDE!!
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H “Real estate is nothing without the 
community. It starts there.”
 
Growing up in Prince George’s County, 
Isaiah Hazward, a REALTOR® with 
Keller Williams Capital Properties, 
witnessed his parents build a contract-
ing business, and the days of visiting job 
sites left a lasting impact on his life.
 
“I was at every project, boots on the 
ground, seeing how they were chang-
ing communities one door at a time,” 
Isaiah reflects.
 
Isaiah went on to study computer sci-
ence at Morgan State University, but 
he continued to be drawn to the real 
estate world. When, in 2015, he found 
out he had a son on the way, he knew 
it was time to chase his dream.
 
“When I got to Morgan State, I was 
learning more about the power of 
real estate and the history of sys-
temic disadvantages black and brown 

communities faced at local and 
national levels. I knew homeown-
ership could be the cornerstone of 
generational wealth, and I wanted to 
be the bridge that helped those that 
needed it most,” Isaiah explains.
 
So in 2016, Isaiah officially began his 
real estate career.
 
GETTING HIS BUSINESS OFF  

THE GROUND

Isaiah felt he had no other option 
other than to succeed.
 
“At that point, I had no clients, but I 
was full-time. It had to work … or it 
had to work. No excuses, just results.”
 
In his first year, Isaiah found some 
success, closing six deals. The fol-
lowing year, when he transitioned to 
Keller Williams, his business began 
to really take flight. He found himself 
around more top agents and eventu-
ally met Harrison Beacher.
 

“Meeting Harrison allowed me to get 
into the D.C. market and learn the 
ropes from somebody doing it at a 
high level that shared the same values 
as me. That expedited the learning 
curve and helped me gain experience.”
 
As the lead buyer’s specialist for 
Harrison’s team, Isaiah began closing 
40 to 50 deals per year. In 2019, his 
team merged with Keith James and 
Ryan Butler to become Coalition 
Properties Group.
 
“I’m still in the lead buyer’s specialist 
role. We’re doing around 325 units a 
year, and I’m transitioning to a more 
director of sales role,” Isaiah explains. 
“It allows me to build scalable models 
for new agents that will expedite their 
learning curve and allow them to live 
their life by design.”
 
Along the way, Isaiah also founded AI 
Capital, a commercial, multifamily, 
and industrial investment business.
 

BUILT ON 
COMMUNITY
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COMMUNITY FIRST

Isaiah was drawn to the real estate 
business because of its ties to the 
community. That’s why, as he’s found 
personal success, he’s doubled down 
on his commitment to his community.
 
“Prince George’s County is home to 
some of the most talented individuals 
in the world. I want to continue to 
help elevate the community through 
strategic partnerships and accessible 
learning platforms,” Isaiah says boldly.
 
Over the years, the ways in which 
he’s added value have evolved. Early 
in his real estate career, Isaiah would 
take local business owners back to 
his alma mater, Eleanor Roosevelt 
High School, to speak with and 
mentor students. More recently, 
he founded Unfair Advantage, a 
financial literacy and workforce 
development nonprofit.
 

“We provide financial literacy, and then we fund 
our students so they can obtain IT certifica-
tions because it’s a proven path where they can 
earn six-figure careers in as little as three to six 
months,” Isaiah explains.
 
Unfair Advantage welcomed its first cohort of stu-
dents in January 2022.
 
Six years into his real estate career, Isaiah has built 
the foundation for a long, prosperous future. Yet, 
his eyes aren’t solely on his personal success. He is 
planning to lift his community up alongside himself.
 
“My vision is to create 100 six-figure earners 
each year through Unfair Advantage, Inc. while 
encouraging them to become homeowners to build 
generational wealth for their families. This is a life-
style, and everything I build is for my son. He’s that 
motor in my back that pushes me to keep on. This 
is for him. At the end of the day, I want to make 
the world a better place for him and allow him the 
opportunity to continue to pay it forward.”

MY VISION IS 
TO CREATE 
ONE HUNDRED 
SIX-FIGURE 
EARNERS EACH 
YEAR … WHILE 
ENCOURAGING 
THEM TO 
BECOME 
HOMEOWNERS 
TO BUILD 
GENERATIONAL 
WEALTH. 

Isaiah Hazward founded
Unfair Advantage, a financial

literacy and workforce
development nonprofit.

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

6100 Executive Blvd., Suite 410
Rockville, MD 20852

 
3 Research Place, Suite 201

Rockville, MD 20850

112 E. Broad St.
Falls Church, VA 22046

 
3926 12th St NE

Washington, DC 20017

240-403-1285    |    EasternTitle.com

JUST OPENED! OCEAN CITY
11113 Manklin Meadows Lane | Berlin, MD 21811
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Scott@StreamlineManagement.com
(301) 237-4950
streamlinemanagement.com

SCOTT GOLDBERG
CEO & General Counsel

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

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

Favorite Restaurant: Olazzo in Bethesda

A PARTNER
YOU CAN
TRUST
Assistance Managing Multiple Rental Properties

Assistance Locating High-Quality Rental Properties
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ESSREGESSREGESSREG
ANDREWANDREWANDREW

HUMBLE + HUSTLE
When Real Producers interviewed 
Andrew Essreg five years ago, he was 
a Rising Star on the D.C. metro real 
estate scene. Today, Andrew con-
tinues his meteoric success with a 
reputation among industry peers and 
clients as having pure hustle while 
staying humble. While Andrew didn’t 
rattle off his own 2021 sales stats, 
we discovered this superstar dad and 
REALTOR® helped 53 clients and did 
just shy of $46 million — amazing 
numbers for any regional or national 
team, but even more impressive 
because Andrew serves clients as 
an individual agent with no staff or 
contract help.

Real Producers sat down again with 
this enigmatic dad and Realtor to 
better understand his balanced, 
enthusiastic, and humble approach 
to guiding clients.

What is unique about your real estate 
approach and branding?
“I’m focused on client success, not 
mine. My brand is an extension of help-
ing others, not centered around me. I 
don’t do social media or email news-
letters. My focus is on client relevance 
and action instead of broader commu-
nication about what I think people may 
want to hear. Honestly, I was a self-cen-
tered person growing up, needing to 
broadcast email updates to friends and 
family. Now, I’ve found more comfort 
through actions rather than words.” 

How do you set goals and  
measure success?
“I don’t set sales goals or track stats. I 
don’t consider myself a salesperson. I 
was never in sales before real estate; 
I was a business consultant. I enjoy 
advising and helping people, and real 
estate is the medium. Success is how 

much impact I have helping others. 
That’s what motivates me to give so 
much energy and makes me feel good 
each morning and night about what I 
do for a living. Buyers, sellers, inves-
tors … folks expecting a child or lost a 
parent or partner … getting married or 
divorced … relocating to start a career, 
or retiring and downsizing. Newbies or 
real estate aficionados. My pro-bono 
projects are the most rewarding … 
disabled veterans who have unselfishly 
served and protected our country … 
individuals with special needs. My 
success is an organic extension of 
how I serve these clients to achieve an 
impact in their lives. It’s not about me. 
Never will be in this business.”

Your industry peers and clients use 
the term ‘hustle’ to describe you. 
What does hustle mean to you?
“‘Hustle,’ in an urban context, means 

cover story
By Jess Wellar

Photos by Ryan Corvello
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you work hard to sell things on the 
street, and you grind it out every day to 
improve your life. I’m glad we’re using 
the word hustle and not hustler [he 
laughs]. I’d say hustle, in a real estate 
context, means you give a lot of energy 
and work hard to help people improve 
their lives through real estate. And in 
my case, being committed to doing this 
has also improved my life on several 
levels. It means you do the things other 
people won’t do, and you do them with 
a sense of joy and purpose because you 
love the work itself. I will always put 
out my own open house signs because 
there is a pureness in the effort. And 
besides, you meet a lot of neighbors and 
curious passersby that notice you being 
hands-on! Inexpensive, pure marketing. 
Hustle means you look for enterprising 
ways to solve problems, but you rely on 
old-fashioned grit and determination to 
make things happen. I fondly remember 
building Ikea furniture and dragging it in 
several truckloads to my listings before 
I could invest in professional staging. 
You work hard, smart, with effort and 
enthusiasm that can’t be denied by any-
body — whether client, collaborator, or 
competitor. I’m flattered to be described 
as someone with hustle.”

Who has inspired your work style 
and determination? It’s authentic. 
“I’ve always had a special admira-
tion for people that say what they 
do, do what they say, and always 
find a way to get it done even when 
the going gets super tough. My style 
isn’t totally authentic as I’m emulat-
ing my grandfather, Jack, who was 
a real hero of his day. One hundred 
and fifty percent Mensch. Whether 
he was busting his butt in South 
Philly selling groceries, women’s 
shoes, or eventually insurance … 
people trusted him, they knew he 
had their best interests in mind, they 
relied on him, and they 
loved him. He always got 
it done while maintain-
ing such a great sense 
of humor and a real 
zest for life. Both were 
contagious. I’ve inspired 
and molded myself 
around his traits as a 
person and, specifically, 
to how I’ve approached 
this second career as 
a Realtor. And in how 
I teach my 10-year-old 
son, Weston.”

“My own dad, Chuck, is a commercial 
Realtor in Cleveland. He treats his 
clients with such admirable care and 
respect. And has never been afraid to 
talk clients out of the wrong property. 
Wow, what a critical skill that is for 
engendering trust! I definitely have 
adopted that in my playbook.”

“And not to stray from the Father’s 
Day-issue theme, but I’ve learned a 
lot from and been very inspired by 
another practicing residential Realtor, 
my mom, Sally. As a child, I can 
vividly recall any contractor or client 
that my mom listened to with great 
interest and empathy telling her their 
whole life story from literally birth up 
until the present moment. Empathy, 
patience, and listening were never my 
strong skills growing up, but, ironi-
cally, have become some of the key 
aspects of being a Realtor that I enjoy 
the most.”

What do you like to do outside of  
real estate? 
“Anything that involves exploring 
the outdoors, be it hiking boots, bike, 
scuba tank, camera lens, snowboard. I 
love live music.”

Do you have a favorite quote that 
motivates you?
“‘The dream is free, but the hustle 
is sold separately.’ Not sure if this 

I HAVE A ZEALOUS 

APPRECIATION OF 

LIFE, AND EVERY 

DAY I TRY TO 

CHANNEL THAT 

ENERGY TO OTHERS.

Andrew Essreg is a top performer with RLAH Real Estate.
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predates George Koufalis’ book, but 
it was popularized by entertainers. 
Timeless message. So relevant to real 
estate. I share this with agents I men-
tor. Grind hard every day and really 
give it your all. It’s one thing to think 
about it … and quite another to do it, 
especially in the current market land-
scape. I have a zealous appreciation 
of life, and every day I try to chan-
nel that energy to others. It’s how I 
guide clients, parent, treat friends, 
and motivate myself on challenging 
hikes and snowboard terrain. It may 
sound trite, but after a life-threaten-
ing mountaineering injury and nine 
months of learning to walk again, I 
try to live every day like it’s my last. 
There’s a lot of passion in that.”

What communication and data tools 
do you use? 
“I don’t rely on social media, a 
website, email marketing, or drip 
campaigns. While it may work for 
others — and be core to their client 
attraction and retention — it’s not the 
right fit for me. I need human touch-
points. I knock doors, meet clients at 
their offices, and will even ride a 
Metro with them to/from work. If I 
can’t get face-to-face, I call people or 
Zoom. I love texts for convenience 
but never rely on them to guide 
clients or negotiate. Those are 
support tools for real communication. 
I crunch a lot of data using valuation 
software to help clients assess values 
of their homes, improvements, and 
market trends. And once you’re a 
consultant, you can’t get away from 
detailed spreadsheets, but I translate 
the information in ways my clients 
can understand and act on.”

Given your status and expertise, 
what’s some advice you can give to 
up-and-coming top producers? 
“Learn every point and angle of con-
tracts/addenda really well. Ask settle-
ment agents, fellow agents, and brokers 
a lot of questions. It will help you write 
more creative, winning offers for your 
buyers, be able to review them more 
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critically with your sellers and gain the 
respect of more experienced agents 
in our field. In this day of competing, 
multiple offers, you’d be surprised at 
what is available and misunderstood in 
those contracts. Study them. The only 
cost of doing this is your time. It’s 100 
times more important than your last 
dozen social media posts, none of which 
are going to make you a more effective 
client advocate.”

What would you like to be  
remembered for?
“As a Realtor, friend, brother, son, 
husband, and parent who was selfless, 
always could be trusted to help, 
and would stop at nothing to do so. 
Someone that valued kindness from 
others and paid it forward. I’m learn-
ing that life is rewarding when you 
have empathy for and work hard to 
help others.” 

ANDREW ESSREG: SNAPSHOT OF A SUPERSTAR DAD/REALTOR®

2021: RLAH Real Estate “Top Company Agent – Volume”
2021 & 2022: Washingtonian Magazine “Top DC-Maryland Agent”
2021: Modern Luxury DC Magazine award for customer service + professionalism 
2018-2022: Bethesda Magazine “Top Tier Agent”
2015-2020: Washingtonian Magazine “Best DC-Maryland Agent”
2016: GCAAR “Rookie of the Year”
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Inspections®

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

800-285-3001
BPGInspections.com

@BPGDMV

PRE-OFFER EVALUATIONS $400 WITH REPORT 

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

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

100+ YEARS OF TEAM EXPERIENCE
Serving DC, MD and NOVA

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

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

Alejandra and her 
teams specialize in 

serving the real estate 
industry by providing 

custom cleaning 
services to prepare 
homes for the real 

estate market!

WE’VE GOT YOU COVERED

 

 

 

 FREE Seller’s coverage
 VIP concierge service for agents

 Re-key service
 No cap on refrigerant 
 Online orders and claims

COVERAGE BENEFITS* :  

Exclusions apply. See contract document for details. ©2019 Home Warranty of America, Inc.

Melissa Harmon
melissa.harmon@hwahomewarranty.com

HWAHomeWarranty.com  
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TOP 250 STANDINGS
Teams and Individuals Closed Data from January 1 to April 30, 2022

Disclaimer: Information based on MLS closed data as of May 4, 2022, for residential sales from January 1, 2022, to April 30, 2022, in Virginia, Maryland, 
and Washington, D.C., by agents licensed in our D.C. metro service area of Washington, D.C., and Frederick, Montgomery, and Prince Georges Counties 
in Maryland. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data. 
Some teams may report each agent individually.
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Stewart Title is dedicated to putting your clients first and providing service that exceeds their every expectation!

Let us close your n�t Escrow deal for you!Let us close your n�t Escrow deal for you!

Wade Vander Molen
10505 Judicial Drive Ste 300, Fairfax, VA 22030
480-203-6452 • www.DCTitleGuy.com • wvander@stewart.com

FAIRFAX • RESTON • WASHINGTON, D.C. • FREDERICK • CROFTON • TOWSON
Offices To Serve You in Virginia, Maryland, and D.C.

J U S T  C L O S E D !J U S T  C L O S E D !
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Chanin Wisler
Mortgage Loan Officer

19+ YEARS EXPERIENCE  |  YOU WILL LOVE MY FIRST-CLASS SERVICE!19+ YEARS EXPERIENCE  |  YOU WILL LOVE MY FIRST-CLASS SERVICE!

2233 Wisconsin Ave NW Ste 232
Washington, DC 20007-4153

NMLS #206900

 | chanin@firstwashingtonmortgage.com | www.ChaninWisler.info301-526-0020 | chanin@firstwashingtonmortgage.com | www.ChaninWisler.info

Choose Chanin - Low Rates, Less Stress

VA  |  CONVENTIONAL  |  JUMBO  |  BANK STATEMENT LOANS  |  FHA  |  DOCTOR LOANS  |  INVESTMENT PRODUCTSVA  |  CONVENTIONAL  |  JUMBO  |  BANK STATEMENT LOANS  |  FHA  |  DOCTOR LOANS  |  INVESTMENT PRODUCTS

Let's get yOur client 
in their DREAM HOME 

fOr the summer!
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ANY HOME
ANY SIZE
ANY TIME

20+ Inspectors | 24/7 Scheduling | DMV

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

(301) 972-8531  •  ClientCare@ProTec-Inspections.com  •  ProTec-Inspections.com
Lexy
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D C  M E T R O

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

WANT TO BE FEATURED AS A

OR KNOW SOMEONE WE 
SHOULD FEATURE?

RISING  
STAR? 

For more information, to nominate, or to request to be featured, please email 

info@dcmetrorealproducers.com or visit www.dcmetrorealproducers.com!

5 years or less in the business

At least $5 million in sales in one calendar year

Active on social media
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Your [Client's] Home by Design

SMART HOMES  |  SECURITY SYSTEMS  |  ACCENT LIGHTING

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

Veteran-Owned & Operated

www.TranquilitySHS.com
240.994.5415  |  Info@TranquilitySHS.com

FOLLOW US ON 

INSTAGRAM.COM/KRISTINBRINDLEYREALPRODUCERS

SCAN FROM INSTAGRAM APP

INSTAGRAM   
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RIME
ITLE GROUP

Lawrence O. Elliott, Jr.
Attorney & Counselor at Law
lawrence@primetitlellc.com
(301) 341-6444
primetitlellc.com
9701 Apollo Drive,
Suite 101 Largo, MD 20774 20+ Years Experience

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

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

Prime Title Group provides: 

PROVIDING PEACE OF MIND
ONE SATISFIED CLIENT AT A TIME.




