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TDelCasale@sandyspringbank.com

100% UP TO
$1 MILLION

MEDICAL
PROFESSIONAL

LOAN PROGRAM

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

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

Mortgage Banker  |  NMLS# 191852

•
95% LTV ratio on condos1

•

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

•

•

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

The Sandy Spring Bank Medical Professional Loan Program 
is for Medical Doctors/Doctors of Ophthalmology (MD), 
Doctors of Osteopathic Medicine (DO), Doctors of Podiatric 
Medicine (DPM), Doctors of Dental Surgery (DDS), and 
Doctors or Medicine in Dentistry (DMD).

Tina Del Casale
C: 301.523.1893
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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
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Moyer & Sons Moving 

& Storage

(301) 869-3896

MoyerAndSons.com

Perry Moving, LLC

Sam Perry

(410) 799-0022

perrymoving.com

Town & Country Movers

(301) 670-4600

TownAndCountryMovers.com

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.

(443) 995-7367

CaringTransitions

Rockville.com

REMODELER

Renovation Sells

(202) 705-0766

renovationsells.com/

dc-metro

REMODELING & PAINTING

Beautiful Home 

Services, LLC

(301) 337-1074

BeautifulHomeServices.com

REMODELING/BUILDING/

HOME IMPROVEMENTS

Absolute Building 

and Construction

(202) 468-8662

AbsoluteBandC.com

SECURITY & SMART HOME

Tranquility Smart Homes & 

Security, LLC

(240) 994-5415

TranquilitySHS.com

SENIOR MOVE 

MANAGEMENT

Moyer Move Management

(301) 685-7900

MoyerMove

Management.com

STAGING

Preferred Staging, LLC

(703) 851-2690

PreferredStaging.com

Town & Country Staging

(800) 683-6683

TownAndCountryMovers.

com/Staging

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

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

VIDEO SERVICES

HD Bros

(833) 437-4686

HDBros.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!

CLEANING SERVICE

Fresh Home Cleaning

(240) 855-7268

Fresh-HomeCleaning.com

CLOSING GIFTS

Strategic Gifting

(313) 971-8312

StrategicGifting.com

DJ/ENTERTAINMENT 

SERVICES

Gold Event Group

(301) 613-1676

GoldEventGroup.com

DOWNSIZING/ESTATE SALES

Caring Transitions, Inc.

(443) 995-7367

CaringTransitionsRockville.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

FLOORING

Floormax

(301) 206-2200

FloormaxFloors.com

PriceCo Floors

(703) 966-8719

PriceCoFloors.com

HOME BUILDER

Mid Atlantic Custom Builders

(301) 231-0009 x302

MidAtlanticCustomHomes.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 & 

RENOVATIONS

Punchlist USA, Inc.

Courtney Mosely

(912) 675-3440

PunchlistUSA.com

HOME WARRANTY

Cinch Home Services

(410) 730-7423

CinchRealEstate.com

Super Home, Inc.

Kat Dzuba

(703) 817-5773

HelloSuper.com

INSURANCE

Goosehead Insurance

(202) 558-0530

JenniferLindsay

Insurance.com

JUNK REMOVAL

123JUNK

(800) 364-5778

123JUNK.com

LANDSCAPING SERVICES

Hunters Property 

Management

(301) 980-5782

HuntersProperty

Management.com

MOLD REMEDIATION

Mold Gone

(240) 970-6533

MoldGone.net

MORTGAGE

Caliber Home Loans

Matt O’Connor

(301) 520-5156

OConnorMortgage

Team.com

CrossCountry Mortgage

Richard Early

(301) 332-2184

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

Sandy Spring Bank

Tina Del Casale

(301) 523-1893

SSBTina.com

Shore United Bank

Paul Deibler

(240) 651-6955

PDeibler-ShoreUnited1.

MortgageWebCenter.com

The Kempes Group

Kempes Jean

(267) 625-3066

TheMortgageLink.com/

TheKempesGroup

Truist

(240) 687-1710

Truist.com/John.Masci

MOVING / STORAGE

Bargain Movers

(301) 685-6789

BargainMoversInc.com

Interstate Moving & Storage

(703) 226-3279

Moveinterstate.com
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Ellen Buchanan
Editor

Kristin Brindley 
Publisher

M E E T  T H E

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

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

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views 
of The N2 Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within 
the 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.

To view our magazine online, visit 
dcmetrorealproducers.com and look 
for “magazine” or scan this QR code. 

(Password: connectheredcrp! )

Ellie Caperare
Social Media Manager

Gina Carroll
Agent Relations & 

Events Coordinator

Wendy Ross 
Operations Manager

Lexy Broussard
Associate Publisher

Jaime Lane 
Executive Assistant & 
Publishing Manager

Zachary Cohen 
Writer

Ryan Corvello 
Photographer

Bobby Cockerille 
Videographer



10 • January 2023 DC Metro Real Producers • 11@realproducers realproducersmag.com

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

240-403-1285    |    EASTERNTITLE.COM
11113 Manklin Meadows Lane | Berlin, MD 21811

6100 Executive Blvd. 
Suite 410

Rockville, MD 20852

112 E. Broad St.
Falls Church, VA 22046

3 Research Place
Suite 201

Rockville, MD 20850

3926 12th St NE
Washington, DC 20017

11113 Manklin Meadows Lane 
Berlin, MD 21811

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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Dear DC Metro Real Producers,

Happy New Year! I hope your holidays have been happy and 
healthy, full of family, friends, laughter and love. As we launch 
into 2023, I wanted to share some thoughts on how to create 
the year that you want by optimizing intentionality.

Putting pen to paper and writing out your goals is impact-
ful because the act of writing something cements it in your 
brain. And since our brains accept what we tell them without 
question … written or verbalized goals and affirmations are 
empowered to manifest in our lives. I encourage you to find 
a quiet moment to sit with yourself and write out your hopes 
and dreams for this year and into the future.

A boss of mine, years ago, had a pretty cool, personal New 
Year’s tradition. Each New Year’s Eve, instead of partying, she 
would have a ‘Me” night, where she would get out the goals 
she’d written a year ago, on the last New Year’s Eve, and check 
off how many things on the list she’d accomplished in the past 
year. She would cross off what no longer seemed important, 
keep the things she’d still like to achieve, and add new goals 
for the coming year. (A boat, she said, had been on her list a 
dozen years; she just kept moving it forward.)

Another intentioning activity is creating a vision 
board. Same concept. Taking the time to think about 
and then physically put together a board with power-
ful images, messages, dream locations, and bucket-list 
stuff cements your intentions, percolates them in your 
consciousness, and helps bring them to life.

Whether you write them out, make a vision board, or 
choose some other tangible way to clarify and reinforce 
your goals, taking the time to do this is a very worth-
while effort for those who want to be in the driver’s seat 
of their lives. 

With the market poised to have significant changes  
yet again, self-awareness and intention will play a big 
role in helping navigate whatever the new year may 
throw at us. Here, at Real Producers, we plan to con-
tinue to connect this community so that we can draw 
strength and inspiration from each other, continue 
to learn tips and tricks and share best practices, and 
get together to blow off some steam with some of the 
nicest, most inspiring people we know! We’re excited 
about the Masters Masquerade Ball coming up on 
March 22nd and can’t wait to see everyone decked 
out for an evening of serious fun! Your exclusive invita-
tion will be coming soon!

This month, we’re pleased that preferred partners Renovation 
Sells, Shore United Bank, and Truist have joined the DC 
Metro Real Producers family. Welcome! 

Wishing all of you a happy, healthy, prosperous New Year, and one 
in which the clarity of your intentions – and the actions you take to 
further them – help you have one heck of an awesome 2023!

Sincerely,

Kristin Brindley

Owner/Publisher
DC Metro Real Producers
313-971-8312
Kristin@kristinbrindley.com

www.dcmetrorealproducers.com

FOOD FOR THOUGHT
What will you do differently in 2023?

publisher’s note

Wishing You an

INTENTIONAL 
NEW YEAR!
INTENTIONAL 
NEW YEAR!
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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

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

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

20+ Years Experience

Prime Title Group provides: 

SETTLEMENT 
SERVICES 
BEYOND THE KEYS

SAVE THE DATE

DC Metro Real Producers PRESENTS

Ball
WEDNESDAY, MARCH 22, 2023

6:30 PM –10 PM
LOCATION TBD

For information on all DC METRO Real Producers events, email info@dcmetrorealproducers.com.
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BRETT RUBIN

Compass

Personal — getting engaged in St. Lucia 
right when my now fiancée finished school! 
Professionally — continuing to hit the goals that 
the team sets, especially in a market showing 
signs of weakening.

MARIA KOLICK

RE/MAX Realty Centre

This is a 2021 moment that rolled into 2022 … 
but my daughter joined me in real estate, and 
being able to mentor her and see her succeed 
has been so fun. I also had my biggest sale ever 
in 2022!

KYLE STERLING NICHOLS

Keller Williams Capital Properties

At the height of COVID, one of my close friends 
was a flight attendant and got fired. She joined 
me as a personal assistant and had never done 
real estate in her life. She is now a licensed 
REALTOR® and doing really well. It’s been so 
fun to watch!

What was your proudest 

moment in 2022?

we ask...you tell!

JENNIFER VO

Keller Williams Realty

My kids go to a small, private school, and when 
the pandemic hit in 2020, the school announced 
a complete shutdown. This place is a second 
home for my kids, and they do such a great job, 
so we were, of course, devastated. A group of 
five parents did a “save the school” campaign 
and actually raised money through the commu-
nity to save the school. Since then, they have had 
the highest number of students in 20 years!

ADAM BELASCO

Keller Williams Capital Properties

I got into flipping houses this year, and my 
proudest moment was probably finishing my 
first flip. It started out as a very rough, beat-up, 
house built in the early 1900s, and had not been 
updated since the ‘80s. It turned into a very 
unique and modern townhouse after all the hard 
work, and nearly doubled in value.

ELLEN COLEMAN

RE/MAX Realty Centre

Being able to adapt to the changing market, 
bringing people together again and meeting them 
where they are!

SASSY JACOBS

Washington Fine Properties

I sell a lot of market properties and I just sold 
my biggest off-market one for $7.5 million.

CASEY ABOULAFIA

Compass

Getting two middle school-aged kids into brand 
new sports. I didn’t realize how hard that could be!

RYAN MCKEVITT

Long & Foster Real Estate

Getting my broker’s license. 135 hours of class-
work and passing on the first attempt!

LEISEL L. TAYLOR

Village Premier Collection Maryland

Being able to grow my brokerage to 50 agents in 
eight months.

ALAN CHARGIN

Keller Williams Capital Properties

Our fifth wedding anniversary (jam packed — 
two kids, three houses, career changes).

MICHAEL ALLWEIN

Century 21 Redwood Realty

Having a baby (December 2022). Professionally, 
being able to navigate through this weird market 
and stay focused and adapt and change.

SHARI GRONVALL

Compass

Personally, I have one high school, one middle 
school and one elementary school kid. Seeing 
them all on the other side of the pandemic, living 
through school shutdowns and all of that, and 
they are all happy, doing well, and back to having 
a normal childhood!

DAN SCHULER

Compass

My wife and I brought our third kiddo, our 
daughter Lydia Monroe Schuler, into this world 
on June 24, 2022.

SCOTT SACHS

Compass

Second year as a team with a new company, 
and just seeing the way that we’ve been able to 
grow and network amongst our peers this past 
year. The volume that we’ve done with just two 
people and our admin — with wives, kids, our 
property management group, etc., has been 
awesome to see!

MOLLY BRANSON

RLAH Real Estate

Flipping my first house.

LAWRENCE LESSIN

Homes By Owner, Inc.

I had a lot of friends and family get into hard times 
over the years, and I was there to help them. It is 
great that they know I’m there for them.

CRAIG SWORD

Compass

Helping my sister and brother-in-law purchase a 
home in Mount Airy during a competitive time, 
and sell the home they were in for $100,000 over 
asking price.

COREY BURR

TTR Sotheby’s International Realty

Becoming a grandfather, and being a father of 
the bride to my only daughter!

ELIZABETH ANN HO

RLAH Real Estate

I had a goal when I first started in real estate to 
save up enough money to take my husband on 
an all-expenses-paid vacation, and this year, we 
went on a very romantic vacation to St. Lucia 
that I paid for!
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WHY CHOOSE TRANQUILITY + RING?
The DMV's first certified Ring Installation team, securely 
mount, install and defend your domain. Choose locks and 
cameras in a system that works best for you and control it 

from your device, anywhere in the world.

Veteran Owned and Operated 
by NICK GRILLO

Book Your FREE 
Consult Today!
tranquilityshs.com
240-994-5415
info@tranquilityshs.com

"Think Smart, Think Tranquility"

TOHMAI SMITH

Compass

I had some clients that bought a house who, 
prior to that, lived in southeast D.C., in a high 
crime area. They surprised their kids with the 
house, and I have a video of their reaction, the 
daughter crying happy tears. Following up a few 
months after they moved in, the father told me 
his daughter had said how happy she was not to 
hear gunshots anymore.

J.P. MONTALVAN

Compass

My proudest moment in 2022 was taking on my 
first clients as a leadership coach, helping entre-
preneurs — including agents — grow the leader 
within themselves and with their teams.

RICHARD PRIGAL

Compass

The proudest moment, not just of 2022, but of 
my entire 25 years in real estate, was when I 
helped a dear friend of mine, who is a wheel-
chair user, purchase a home. I never realized the 
obstacles that someone in a wheelchair faces 
when trying to purchase a home. Not only did 
we need a home that was wheelchair accessi-
ble, but one with an elevation that was flat and 
on the same level as the road. In addition, we 
had to find a home that was accessible to public 
transportation. Many of the homes were on busy 
streets without crosswalks or neighborhoods 
that didn’t have public transportation.

JORDAN DOBBS

Intercoastal Mortgage, LLC

Closing loans for multiple clients that were 
denied by multiple lenders! We helped the 
clients buy their dream houses! Also, we closed 
a loan for one of our agent’s clients that she 
brought to us… The client was about to walk 
out from the transaction due to high interest 
rates. We were able to give the client a much 
lower rate on a different product and get the deal 
closed for our agent!

HARRISON BEACHER

Keller Williams Capital Properties 

In 2022, we pulled off an ownership conference. 
It was a special day of inspiration and collabora-
tion, and something no local real estate team had 
ever done before.

SUSAN LEAVITT

Compass

The proudest moment was July 10, 2022, in 
Spain. I crossed the finish line of the IRONMAN 
Vitoria-Gasteiz after several years of pandemic 
postponements. 140.6 miles of swim/bike/run at 
the hottest time of the summer in Spain!

JENNIFER LONG

Cinch

My proudest moment of the year was celebrating 
my birthday in Paris this past May, after my first 
international trip was rescheduled five times 
over a span of two years due to the pandemic. 
My lifelong dream to watch the sunset from the 
top of the Eiffel Tower and see the Mona Lisa in 
person required immense patience and flexibility 
after hopes were shattered multiple times due to 
COVID-19 restrictions, closures, and reschedul-
ing. A perspective I carry, after completing this 
much-anticipated trip, is to let all things unfold 
as they should. Had I traveled in 2020 as initially 
planned, I would not have been in Paris on my 
actual birthday, which was the icing on the cake 
for a trip I will forever remember.

MONIQUE MALABET

Keller Williams Capital Properties

Took the broker’s class!

EVA DAVIS

Compass

I helped a client buy a house, and she is the first 
person in her family to ever be a homeowner.

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.
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Contact Us For
a FREE Quote!

PriceCoFloors.com
Family Owned & Operated

When you need
to upgrade the
flooring for your
listings, look no
further than
PriceCo Floors!

LUXURY VINYL • HARDWOOD • CARPET
FINANCING AVAILABLE!
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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

in with cleaner air!
OUT WITH

MIKE MULIERI
President

"Mike addressed any concerns and gave us his 
professional opinion so that we could keep 
moisture out of our attic. He was professional, 
quick, and honest. We were very impressed by 
Mike and would highly recommend him." - Shira

INVESTIGATION, TESTING, AND REMOVALINVESTIGATION, TESTING, AND REMOVAL

T O  G R O W  Y O U R 
D A T A B A S E  I N  2 0 2 3 !
Having a strong database has always been important, but maybe 
not as important as it is right now. With the real estate market 
essentially doing a 180 over the course of seven months, shor-
ing up those strong relationships is a must, but so is adding new 
people to your database all the time. There are several ways to 
expand your database right now and, over the course of the next 
few months, to really hit the spring market running. Hopefully, 
you find these strategies valuable to your business.

1. Adding the Other Side of the Transaction
Look at your real estate business since 2020. How many homes
have you sold from either the buyer side or seller side? Once the
transaction closed, did you think to put the people on the other
side of the transaction into your database? According to NAR,
roughly only 16 percent of people use the same REALTOR® twice.
If you know that 84 percent of homeowners are going to use a
different Realtor the next time they buy or sell, it makes sense
to send them home-sale anniversary cards and invite them to all

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.

words by wade
By Wade Vander Molen

your client appreciation events. By adding in these 
additional people, your database could go up by 
over 100 people overnight.

2. Client Appreciation Events — Bring a Friend! 
When I speak to my Realtor clients, I always ask
them when their next client appreciation events
will be. These are very important in order to get
back in front of your sphere of influence and top
prospects. Go to your top ten ‘A’ clients and have
them personally invite either a co-worker, friend,
or neighbor to your client appreciation events.
This is a great way to have someone from your
sphere who thinks of you as a rock star “sell” you to
potential clients to add to your database. If you are
doing two to three client events a year and get 10
to 15 extra people to attend every single time, your
database will really grow.

3. Download LinkedIn Contacts
As a busy working professional, you 
more than likely have a LinkedIn 
account. Did you know you can down-
load your LinkedIn contacts into an 
Excel spreadsheet? I realize many of 
these people may not be direct relation-
ships, but we do know these people are 
choosing to be connected to you pro-
fessionally and they have jobs — and 
in many cases, good ones. Take these 
downloaded contacts and put them into 
your real estate CRM. Add these people 
to your drip campaigns and, of course, 
invite them strategically to your in-per-
son client appreciation events.

4. Mayor Campaign
If you are in the Brian Buffini pro-
gram, you may already know about
the “Mayor Campaign,” but it can be
very effective. How many people do

you interact with in a given week 
who are outside of real estate? Set 
a goal of adding five people a week 
to your database. Here it goes:

“If you were buying or selling a home 
or had a friend or family member who 
was, do you have an agent you would 
refer them to?”

[No]: “Well, I’d like to be that person, 
and from time to time, I come across 
valuable real estate information that 
everyone finds helpful. Would you 
like to receive that? [Sure]”OK, great. 
Where’s the best place to send it?” 
[Probably my home address] [123 
Main Street]

Using these four ways to strategically 
grow your database in 2023. Good luck!44 Must-Dos Must-Dos
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Caliber Home Loans, Inc. • NMLS #15622 STATE LIC#: MD 26-22961, DC MLO982196, DE MLO-982196

Matt O’Connor & Jeff Sandusky
(301) 520-5156 (Cell) • (240) 855-0809 (Office)
Matt.OConnor@CaliberHomeLoans.com • NMLS ID#: 982196
OConnorMortgageTeam.com • 2600 Tower Oaks Blvd. Suite 100, Rockville, MD 20852

We look forward to working with you
this year! Give us a call today.

Cheers to the New Year!

"I’ve been working with the O’Connor Mortgage Team for the last five years and can’t say enough great 
things about them. Matt is not only great at what he does but consistently offers great customer service to 
our clients. Matt is always available to answer questions and truly makes a great team to work with. I will 

keep recommending the O’Connor Mortgage Team to all of my clients, friends, and family!"

Megan Meekin, Casaday Allison Group at Compass
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ALTERNATIVE 
DISPUTE RESOLUTION

legal hotline By Kim Stepanuk, Esq.

M
ost agents are familiar with the litigation side of con-
tract disputes. An aggrieved party (“Plaintiff”) files a 
lawsuit against the party from whom he/she is seeking 

relief (“Defendant”). In Maryland, these actions are initiated in a 
local district court if the amount in dispute is less than $15,000 
or in a circuit court if the amount is greater than $30,000. If 
between $15,000 and $30,000, the matter can be filed in either 
the district court or circuit court — this is called “concurrent 
jurisdiction.” In Washington, D.C., these actions are filed with the 
Superior Court. The Superior Court has a small claims division 
which handles matters where a Plaintiff seeks $10,000 or less. 
Aside from litigation, there are other options available to parties 
in dispute to include mediation and arbitration. 

MEDIATION

Black’s Law Dictionary defines mediation as “a method of 
nonbinding dispute resolution involving a neutral third party 

who tries to help the disputing parties reach a mutually 
agreeable solution.” More simply put, mediation is akin 
to a roundtable discussion where a trained mediator will 
attempt to assist the parties in reaching a discussion. The 
mediator will help to guide the discussion, ask for each 
side’s position, and often ask the parties questions which 
would be asked of them by a judge in court. The mediator 
will not make a determination as to who is right in the 
matter and, accordingly, anything stated or shared by the 
neutral mediator is not binding on the parties.

ARBITRATION

Black’s Law Dictionary defines arbitration as “a method of 
dispute resolution involving one or more neutral third par-
ties who are usually agreed to by the disputing parties and 
whose decision is binding.” Similar to mediation, the par-
ties agree to involve a neutral third party named an arbiter 

or arbitrator. Unlike mediation, the arbiter or arbitra-
tor will hear testimony and evidence and make a final 
determination based on what he/she hears. The parties 
typically agree, through contract or before engaging 
in the arbitration process, to be bound by the arbiter 
or arbitrator’s decision with limited and sometimes 
non-existent rights to appeal. Arbitration, compared to 
the court process, has more relaxed rules of evidence so 
the arbiter or arbitrator can consider information that 
may not be admissible in a court of law (e.g., hearsay), 
is often faster and usually less expensive, and records of 
the proceeds are not available to the public. 

NAR’S PREFERRED DISPUTE RESOLUTION METHOD

The preferred dispute resolution method of the National 
Association of Realtors® is mediation. More information 
about their policies can be found at www.nar.realtor/
about-nar/policies/mediation. Nothing in the GCAAR 
or NVAR contracts require the parties to attend media-
tion, however, in the Maryland REALTORS® contract, 
Paragraph 60 states as follows: “Buyer and Seller 
agree that any dispute or claim arising out of or from 
this Contract or the transaction which is the subject 
of this Contract shall be mediated through Maryland 
REALTORS® or its member local boards/associations ... 
[and] that the obligation of Buyer and Seller to mediate 
as herein provided shall apply to all disputes or claims 
arising whether prior to, during, or within one (1) year 
following the actual contract settlement date or when 

settlement should have occurred.” The parties usually must par-
ticipate in mediation prior to initiating any court action unless the 
delay in a party would be prejudiced in his or her delay in filing.

If you find yourself in a scenario where the buyer and seller cannot 
agree on a resolution, always consult with a real estate attorney in 
your jurisdiction as soon as possible. Each action has a “statute of 
limitations” or a limited period in which an aggrieved party has the 
right to initiate a claim, so prompt consultation about the unique 
facts and circumstances of your situation will be important.

Kim Stepanuk is a 
licensed real estate attor-
ney 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.
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LOCAL, FAMILY-OWNED BUSINESS | MY PEST PROS IS PROUDLY OPERATED BY BRETT AND DEBRA LIEBERMAN.

WDI INSPECTIONS • VA, MD & DC • 10+ YEARS OF EXPERIENCE
MEMBERS OF THE NPMA, VIRGINIA, AND MARYLAND PEST MANAGEMENT ASSOCIATIONS
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SAVE

WORDS OF WISDOM FROM THIS MONTH’S FEATURES

PRESENTS

Stay InspiredStay Inspired
ALEXA GOULDING
Long & Foster Real Estate 
“Real estate here is so different from 
the Hungarian system, and I was fasci-
nated with that. I noticed open houses, 
for example. I used to go to all the open 
houses. I couldn’t believe people opened 
their houses for strangers to walk in 
and take a look. I was fascinated by 
that. It’s so different from Europe.”

Favorite Quote: “Life is 10 percent what happens to you and 90 
percent how you react to it.”

KYLE STERLING 
NICHOLS
Keller Williams Capital Properties
“I knew that my purpose for being 
a REALTOR® was far greater than 
just serving myself; it’s also about 
serving the individuals around me. In 
D.C.’s competitive housing market, I 
must develop creative strategies to 
ensure my clients achieve their goal 

of homeownership, even when they feel like the gap is too large 
for them.”

 A Word from Our Preferred Partner:

BOBBY MORRELL
Prime Title Group
“I have worked on maybe 15,000 
cases, Lawrence maybe 9,000. We 
have a full-service team that aims to 
provide quality service at a fair price, 
and we’ve been delivering that for a 
combined total of 46 years. We have 
a track record of closing our cases on 
time with few issues, and we aim to 

deliver a problem-free closing experience. That’s what is import-
ant for buyers, sellers, and agents.”
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T I T L E  G R O U P

EXPERIENCE MATTERS

PRIMEPRIME

Closing on a home is often one of the 
most significant financial decisions a 
family or individual will make. There 
is so much at stake, from personal 
contentment to financial well-being, 
and so much can go wrong along the 
way. Inspections, appraisals, and 
negotiations all have the potential to 
derail a transaction.
 
When a deal gets to the closing table, 
the final i’s are dotted and t’s crossed, 
and some of those very last hurdles 
involve title work. That’s why it’s 
imperative to have an experienced 
title company on board.
 
Bobby Morrell and Lawrence Elliott 
Jr., of Prime Title Group, know that 
experience matters. Their combined 46 
years in the title business inform their 
movements and their ability to problem 
solve for their clients. Their number 
one goal is always a seamless closing.
 
The Road to Prime Title

In 1985, Bobby Morrell moved to the 
United States from Jamaica to work 
on a master’s degree in electrical engi-
neering; he graduated from Howard 
University and stayed to build a career.
 
In the ‘90s, Bobby was doing software 
programming and network manage-
ment, and many of his clients were 
in the title business. Then, in 1997, 
he decided to leave his engineering 
career behind for an opportunity in 
title; he partnered with a high school 
classmate-turned-client on hard REO 
contracting (i.e., real property owned 
by a bank and offered for sale).
 
“We worked on perhaps 10,000 
cases together, closing cases across 

Maryland, D.C., Virginia, and West 
Virginia,” Bobby reflects.
 
Lawrence, a former real estate agent 
and licensed attorney, got into the 
title business two years after Bobby, 
in 1999. The pair were introduced by 
a mutual acquaintance in the early 
2000s, as Bobby notes he was looking 
for a new partner for REO contract-
ing at the time. 
 

The Birth of Prime Title Group

The synergy between Bobby and 
Lawrence was evident. Where one man 
struggled, the other was an expert.
 
“We soon began working together,” 
Bobby recalls. “And it was perfect; 
Lawrence was the front-end of the 
house, and I was happy to handle the 
back-end. We got together and felt 

partner spotlight
By Zachary Cohen and Jess Wellar

Photos by Ryan Corvello

Lawrence Elliott Jr.

Bobby Morrell



32 • January 2023 DC Metro Real Producers • 33@realproducers realproducersmag.com

like we were a good match in terms of 
our different skills.”

After over a decade of partnership, 
Bobby and Lawrence founded Prime 
Title Group, LLC, in 2017. Today, 
Bobby still handles most of the back-
end work, including management and 
processes, while Lawrence, an attor-
ney, does the front-end work, meeting 
clients and completing closings.

Prime Title currently has 20 employ-
ees, including Bobby and Lawrence. 
Their business model is centered 
around exceeding clients’ expecta-
tions, and the experience Bobby and 
Lawrence possess allows them to 
deliver on that front.

“I have worked on maybe 15,000 
cases, Lawrence maybe 9,000,” Bobby 
says. “We have a full-service team 
that aims to provide quality service at 
a fair price, and we’ve been delivering 
that for a combined total of 46 years. 
We have a track record of closing our 

HIDDEN GEMS

Born in Jamaica, Bobby Morrell 
loves returning to the Caribbean 
to visit with his daughter, Elizabeth. 
One hidden gem he would recom-
mend is Negril, Jamaica.

“Jamaica is the top English-speak-
ing destination in the Caribbean. 
The reason I like Negril is it offers a 
less touristy experience. There are 
seven miles of white sand beach, 
and from there, you can take tours 
into the interior. It’s a more relaxed 
atmosphere. It’s a place where you 
can hang out and meet the locals.”

cases on time with few issues, and we aim to deliver a problem-free closing 
experience. That’s what is important for buyers, sellers, and agents.”

Prime Title Group, LLC, is committed to providing 

unparalleled real estate closing services to every 

client and partner. For more information, please 

visit primetitlellc.com.

We have a track

record of closing

our cases on time

with few issues, and

we aim to deliver a

problem-free closing

experience. That’s

what is important

for buyers, sellers,

and agents.

From left to right: Prime Title Group 
Co-Founder Lawrence Elliott Jr.; 
Stacia D. Wright (buyer) with her 
daughter, Ginneh; and Long & Foster 
agent Ashley Brooks.
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At Mid-Atlantic Custom Builders, we team up with Real Estate agents in Bethesda 
and Chevy Chase to help put families in the home of their dreams. The partnership 
begins when agents introduce us to new properties, and continues through 
acquisition, construction, and finally, the new home sale. Let’s get started!

(240) 493-9301 • MidAtlanticCustomHomes.com

We look forward to building with you in 2023!

Let's Build A Home And A Partnership!

Real Estate & Lifestyle Photographer
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

"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!

moyermovemanagement.com
CALL US TODAY: 301-685-7900 Maryland/DC    703-740-9912 Virginia

FULL-SERVICE MOVING SOLUTIONS
Senior Move Management  Space Planning & Design  Downsizing & Organizing

Packing, Unpacking & Settling In  Professional Moving & Storage  Donation, Disposal, & Dispersal  Staging
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In 1991, the last Soviet 
soldiers made their way 
out of Hungary, which 

had been occupied by the 
Soviet Union for the pre-

vious 45 years. Journalists from all 
over the world came to the country to 
report on this monumental transition. 
Born and raised in Budapest, Alexa 
Goulding was finishing her master’s 
degree in English and American stud-
ies at the time, while also doing work 
translating for those journalists.
 
“One of these film crews came from 
a local Washington, D.C., station,” 
Alexa recalls. “And the most import-
ant person I met is Dave, my husband 
now, who is a cinematographer.”
 
The ensuing love affair would upend 
Alexa’s life, bringing her across the 
ocean to begin life anew.
 
New Beginnings
Alexa had been curious about life in the 
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agent spotlight
By Zachary Cohen

Photos by Ryan Corvello
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ACROSS AN OCEAN

U.S. before meeting Dave. She attended 
a year of college in Texas and studied 
the English language and American cul-
ture in school. But moving to the U.S. 
full-time was never on her radar.
 
“But we fell in love,” Alexa smiles. 
“We went back and forth for two 
years, and then one of us had to move. 
It was easier for me to move, so we 
made a deal — if everything works 
out, we’ll spend a good chunk of the 
year in Hungary, where my family is.”
 
When Alexa arrived in D.C., Dave 
was the only person she knew. It 
wasn’t easy to build a social life. In 
1995 and 1997, she gave birth to her 
children, Gregory and Grace. The 
next few years were devoted to their 
care and education.
 
“My whole goal with the kids was 
to make extra sure they speak 
Hungarian, which is a very difficult 
language. I wanted to make sure they 

learned from me, so I stayed home 
with them.”
 
A Professional Calling
By the time Grace enrolled in kinder-
garten, Alexa was ready to find her 
place professionally. That’s when she 
turned toward real estate.
 
“Real estate here is so different from 
the Hungarian system, and I was 
fascinated with that,” she reflects. “I 
noticed open houses, for example. I 
used to go to all the open houses. I 
couldn’t believe people opened their 
houses for strangers to walk in and 
take a look. I was fascinated by that. 
It’s so different from Europe.”
 
“I had been doing various jobs — 
translating documentaries for National 
Geographic channel in Hungary, 
teaching English to diplomats — all 
kinds of things. But I decided I wanted 
to try real estate because it seemed so 
fascinating and different.”
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Alexa began her career in 2002. Over 
20 years later, she’s thriving. She works 
in the same office she started with, 
Long & Foster Bethesda Gateway.

Building a Reputation
Alexa is sociable, friendly, and 
outgoing. She’s built her business off 
relationships and referrals.

“I’m a solo agent, but it’s like family 
here. My office is like family to me,” 
she says. “It’s an interesting busi-
ness I have. It fits me. I’m in this for 
the long term. My goal is that if you 
ask anyone if they’ve worked with 
Alexa, that they have a smile on 
their face and say they had a great 

transaction. I’m trust-
worthy. I’m friendly. 
I’m a good problem 
solver. I’m there for 
my clients.”

Alexa’s business model 
is unique because she 
travels to Hungary for 
nearly two months 
every summer. When 
her kids were younger, 
she’d enroll them in 
summer camp there. 
Today, she continues 
to travel to her home 
country to spend quality 
time with her family.

The Next Chapter
Alexa’s real estate business is churning 
along at a steady rate of about $15 mil-
lion in sales per year and, at the time 
of this writing in late November 2022, 
she was tracking to close $20 million 
by year end. She doesn’t intend to sig-
nificantly grow her business, instead 
preferring to enjoy the balance she has 
worked so hard to achieve.

“Now that the kids are out of college 
and launched in their lives, it’s a 
whole different chapter for us. I can 
really focus on doing more business 
and spending more quality time with 
friends, family, and my husband. 
Professionally, people always talk 
about taking it to the next level. I am 
very happy where I am. I love the bal-
ance of life and work. That’s import-
ant to me. My agent friends laugh that 
I just work to travel, and to an extent, 
that’s true.

“As crazy as real estate is, it’s also 
perfect. I’ve made it work for my life, 
and I love it.”

I’m trustworthy. I’m friendly. I’m a good 
problem solver. I’m there for my clients.

Alexa Goulding was born in Hungary and 
immigrated to the U.S. in the 1990s.
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The Mortgage Link, Inc. NMLS#113054. We are licensed in Maryland (7957), District of Columbia (MLB113054), Virginia (MC-2236), Arizona (1035583), Colorado, Delaware (19208), Florida (MBR778), Louisiana, North Carolina 
(L-205450), Oklahoma (MLO14515), Oregon, Pennsylvania (61690), South Carolina (MLS 113054), Tennessee (113054), Texas and West Virginia ML-25608). For more information, please reference the NMLS Consumer Access 
Website at www.nmlsconsumeraccess.org

NMLS#113054

(267) 625-3066 (c)
(301) 708-0401 (o)
kjean@themortgagelink.com
www.themortgagelink.com/kjean

"The only thing worse than
not getting what you want
is someone else getting it." 

Roger Sterling (Mad Men)

KEMPES JEAN

Let The Kempes Group 
pre-approve your client
so they can start making 
memories in their new

home this year!

Inspections®

100+ Years Of Team Experience
Serving DC, MD and NOVA

RESIDENTIAL 
& 

COMMERCIAL 

ezo.bpginspection.com 800-285-3001Book Now >
24/7 Online Inspection Scheduling

We're your FIRST REFERRAL 
because we SET THE BAR for 

home inspections.
Add BPG Inspections® to your

list of referrals now!

@BPGDMV
BPGInspections.com
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NICHOLS
Bridging the Wealth Gap 
and Transforming Lives

rising star
By Cory Templeman

Photos by Ryan Corvello

As a young boy, Kyle Sterling, an 
up-and-coming REALTOR® with 
Keller Williams Capital Properties, 
developed a close bond with his 
grandfather. But this wasn’t your 
typical grandfather–grandson bond. 
Instead of fishing or going to ball 
games, Kyle Sterling and his grandfa-
ther connected by talking about real 
estate.

Kyle Sterling’s grandfather earned 
his chops as a successful real estate 
investor on the south side of Chicago 
(at a time where redlining was at 
its peak) and taught Kyle Sterling 
at a very early age the correla-
tion between owning real estate 
and achieving long-term financial 
freedom.

Unfortunately, few are endowed 
with the same homebuying acumen 
that Kyle Sterling possessed from 
an early age. Thanks to factors like 
pricing, income, and knowledge, many 
homebuyers feel that creating wealth 
through homeownership is a distant 

KYLE STERLING

Urban Institute, the homeownership 
gap between whites and minorities 
is larger today than it was over 50 
years ago[1]. Even in cities with 
larger minority populations and more 
economic opportunity — including 
Washington, D.C. — a large home-
ownership gap of nearly 25 percent 
still remains[2]. Working to close this 
gap is exactly why Kyle Sterling says 
he became a Realtor at an early age.

“I knew that my purpose for being a 
REALTOR® was far greater than just 
serving myself; it’s also about serving 
the individuals around me,” he says. 

dream. There are millions of buyers 
out there that get shut out of the mar-
ket completely, never getting a fair 
shake to build generational wealth 
through owning a home. But Kyle 
Sterling is living proof that the dream 
of using real estate to achieve long-
term financial freedom is alive, well, 
and 100-percent attainable. And he’s 
helping folks break down the barriers 
once and for all.

Bridging the Wealth Gap and 

Transforming Lives 

Originally from Chicago’s South Side, 
Kyle Sterling purchased his first 
investment property and decided to 
pursue a career as a Realtor at the age 
of 24 — a move many of his closest 
peers couldn’t fathom. According to 
Kyle Sterling, many couldn’t grasp 
the fact that he was able to purchase 
property with limited income in one 
of the country’s most expensive real 
estate markets. And it wasn’t about 
envy or jealousy … it was because 
they didn’t have the knowledge or the 
access to make it happen themselves.

Unfortunately, this is a problem that 
continues to rear its ugly head today. 
According to data from the U.S. 
Census Bureau and studies led by the 
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“In D.C.’s competitive housing 
market, I must develop creative 
strategies to ensure my clients 
achieve their goal of homeown-
ership, even when they feel like 
the gap is too large for them.” 

For Kyle Sterling, the first step 
in closing this gap starts with 
education — but not with stiff 
PowerPoint presentations. 
He has grown his business by 
sponsoring a series of fun, laid-
back events designed to help 
minorities engage in conver-
sations around real estate and 
educate them on sometimes 
unknown opportunities that 
can help fulfill their dream of 
homeownership. Many of these 
events are happy hours at local 
hot spots where young pro-
fessionals can not only mingle 
but also learn about first-time 
homebuyer grants and tax 
credits they may have been 
unaware of … and even gripe 
about their qualms about the 
real estate market with others 
in the same boat.

“My goal, when starting these 
events, was not to include 
your traditional PowerPoint 
presentation and talking 
points, but instead, a DJ, play-
ing cards, and whiskey sours. 
We covered everything from 
first-time homebuyer grants to 
the latest in pop culture,” says 
Kyle Sterling.

This laidback approach led to 
an increase in clients for Kyle 
Sterling, but more importantly, 
it built a growing network of 
young professionals intentional 
about homeownership and 
closing the wealth gap. In total, 
Kyle Sterling has hosted over 
30 events including real estate 
meet-ups, client Instagram Live 
takeovers, client-appreciation 
events, and community-service 
initiatives.

“The opportunity for me to be a 
Realtor is a catalyst to trans-
form lives,” says Kyle Sterling. 
“I’ve had the opportunity to 
speak to high school students 

about careers in real estate, donate school supplies 
to elementary students, create job opportunities for 
my peers, help families purchase their first home, 
and sit on leadership boards to advocate for those 
who don’t have a voice. Knowing that I’ve made an 
impact on the lives of the people I serve and within 
my community is important to me.”

While many homebuyers still find the odds stacked 
against them in the current market, Kyle Sterling 
goes to work each and every day embracing the 
challenge of seeing his clients win the deal.

“My clients have faced obstacles such as compet-
ing against 28 offers or wiping out their remaining 
$2,500 savings to achieve their dream of owning 
a home. Creating pathways forward for my clients 
despite the odds stacked against them brings grati-
fication to my work.” 

Looking Ahead

Last year, Kyle Sterling grossed nearly $20 million 
in total sales. But he has no intention of slowing 
down. And he certainly has no intention of slowing 
down his goal of narrowing the real estate wealth 
gap. In fact, Kyle Sterling hopes that, over the next 
couple of years, he can expand this business plat-
form into other markets.

As for where he sees the market going in 2023, 
Kyle Sterling is optimistic the wealth gap will get 
smaller and smaller.

“Next year, the real estate market will be very 
reminiscent of what we saw in pre-COVID years. 
The market will be competitive, not overwhelming, 
which many buyers felt was the case when interest 
rates were at historical lows,” Kyle Sterling says. 

“For sellers, with rates projected to go down and 
competition coming back, ultimately, the increased 
demand will result in more competitive offer prices. 
It should be an exciting time!”

Knowing that I’ve made an 

impact on the lives of the 

people I serve and within my 

community is important to me.

Rising Star Kyle Sterling Nichols is a Realtor with Keller Williams Capital Properties.
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SEATTLE  •  SILICON VALLEY  •  SPOKANE  •  ST. LOUIS  •  TAMPA BAY  •  TEMECULA  •  TRI-CITIES  •  TRIAD  

TUCSON  •  TWIN CITIES  •  VIRGINIA BEACH  •  WASHINGTON D.C  •  WAYNE COUNTY  •  WEST VALLEY

WILMINGTON  •  YOUNGSTOWN  •  ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN

BALTIMORE  •  BOULDER  •  CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE

COLORADO SPRINGS  •  COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE

GRAND RAPIDS  •  HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  

LINCOLN  •  LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  

NEW ORLEANS  •  NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  

AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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C A T C H I N G  U P  W I T H  O U R

RISING 
STARS

DC Metro Real Producers caught up 
with a few of our past Rising Stars 
to see how they are doing and what’s 
new in their personal and profes-
sional lives since we first featured 
them in the magazine.
 
We are pleased to reintroduce 
you to Eric Steinhoff, with eXp 
Realty; David Shotwell, Lauren 
Donnelly, and Luke Rozansky, 
with Compass; Samantha Damato 
and Caroline Aslan, with Long 
& Foster Real Estate; and Russell 
Brazil, with RLAH Real Estate. 
 
Like everyone else, these rock stars 
have been navigating the tumultuous 

changes in the past few years — at 
first, dealing with no open houses, 
juggling work from home, some 
managing work with children 
homeschooling, and still tackling a 
very busy market, which only got 
busier as home sales skyrocketed in 
2021 and 2022. We had a feeling our 
Rising Stars rose to the challenges 
and continued to thrive … and we 
were not disappointed!
 
On the following pages, check out 
what these Rising Stars have been up 
to since they were first featured and 
where they’re careers are headed. We 
can hardly wait to see what they’ll do 
in 2023!

W H E R E  A R E  T H E Y  N O W ?

special feature

What are you doing differently in your business today than when 
you were featured in the magazine?
We now do both staging and magazine-quality photography 
in-house, and have a moving truck for our clients to use for free. 
Our business has doubled since we were named Rising Stars. In 
2019, we received the Chairman’s Award from eXp for being a 
Top Domestic Team among all domestic teams in the company. 
We have now expanded to sell real estate in both Pennsylvania 
and at the Delaware beaches. Also, our referral business has 
really expanded as eXp Realty has grown to 90,000 
agents worldwide. Additionally, we coach, mentor, 
and train new agents in Maryland.
 
What is happening now in your personal/family life? 
Our oldest daughter, Kayla, is now married, and we 
have a 16-month-old granddaughter and another 
grandchild on the way! We helped our middle 
daughter, Erica, find a home conveniently located 
to the hospital where she works. After college grad-
uation, our youngest daughter, Brooke, joined our 
team and is helping us as a buyer’s agent, admin, 
and all-around rock star!
 

EXP REALTY

APRIL 2017 RISING STAR

ERIC
STEINHOFF

special feature

Earlier this year, we moved to a new home in the 
Woodlands of Urbana, and have become active in 
the neighborhood. Amy started a Woodlands’ coffee 
group and movie club, and “Spike” (that’s me) is 
ready to perfect his pickleball game.
 
What are your personal and professional goals  
for 2023? 
Our goals are to continue to help other agents grow 
their businesses through coaching and mentoring. 
We plan to continue client contact through events 
like our Annual Thanksgiving Pie Giveaway and 
floral-arrangement craft nights.
 
This year, we were happy to purchase a new 
home for a family in need of housing in Mexico 
through the New Story program, and plan to do 
that again. Community service is a priority for us, 
and we will continue to be involved with Frederick 
Health Hospital Good Samaritans, the Community 
Foundation, and Soles of Love (shoes and boot col-
lection for needy local children).
 
With your experience, what is the best advice you 
have for other up-and-coming top producers? 
My best advice for other up-and-coming top produc-
ers is to be great on at least one form of social media. 
Be very active with your clients and your sphere 
of influence on that social media platform. You 
will build a better relationship with your clients by 
interacting with them on social media rather than by 
sending them a canned email. Also, be perfect with 
your CRM from day one. It will really pay off as you 
grow your business if you stay on top of putting all 
your clients and friends into your CRM.
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What are you doing differently in your business 
today than when you were featured in the magazine?
By and large, I’m doing things the same way. 
I’m still a solo agent and love it. My volume has 
definitely increased, but I still provide one-on-one 
support and solutions to all of my clients. I’m also 
still with Compass, who provides me with great 
technology and services that enable me to manage 
and run my business very efficiently and effectively.

What is happening now in your personal/family life? 
Like many of our friends/family/clients during 
the pandemic, we looked at our house (in our 

What are your personal and professional goals  
for 2023? 
Given our most recent addition, I’d like to spend a 
lot of time with the baby and use my limited work 
time to generate business and referrals, which 
my work partner will handle. It is a new business 
model for me, and one which I’m not sure many 
agents have followed, so I’m very curious to see 
how it goes!

With your experience, what is the best advice you 
have for other up-and-coming top producers? 
My suggestion would be to enjoy yourself and 
remember to set aside a substantial percent of 
your earnings for taxes and a rainy day. You never 
know what could happen, and when it does, being 
stressed about paying bills is not good. This busi-
ness can be cyclical, so give yourself the ability to 
ride the waves.

COMPASS

JULY 2017 RISING STAR

COMPASS

MAY 2018 RISING STAR

DAVID LAUREN
SHOTWELL DONNELLY

special feature

special feature

case, our house in Rehoboth Beach, 
Delaware) and decided it didn’t work 
for us anymore. So we did a massive 

renovation/rebuild over 
the off-season in late 
2021 to early 2022. We 
completed the work in 
late April 2022, just in 
time to enjoy it before 
renting it out for the 
prime summer weeks. 
Also, like many others, 
we got a dog during the 
pandemic! Oh, and still 
happily married.

What are your personal 
and professional goals 
for 2023? 
For 2023, personally, 
I want to continue to 
travel as much as I can. 
I’ve already scheduled 
trips to Puerto Vallarta, 
Germany, Scandinavia, 
and Provincetown, 
and hope to squeeze 
in one or two more. 
Professionally, I plan 
to continue to focus on 
doing what’s best for 
my clients — coach-
ing them on the best 
ways to position their 
homes to sell in this 
market (if they should 
sell at all) and help-
ing my buyer clients 
find the best home for 
their unique needs and 
circumstances. 

With your experience, 
what is the best  
advice you have for 
other up-and-coming 
top producers? 
Be your authentic self. 
Nothing will resonate 
better with people (cli-
ents, customers, other 
agents, sales manag-
ers, brokers, etc.) than 
being true to yourself 
and others in all your 
interactions. 

What are you doing differently in your business 
today than when you were featured in the magazine?
I continue to operate in much the same way as 
when I started, operating as a solo agent and 
focusing on creating high-quality experiences for 
my clients. I am now nearly 100-percent sphere and 
referral based, which makes working with every 
single client a pure joy. I moved my business to 
Compass, and since I was a Rising Star, I have spent 
enormous amounts of time on my database making 
sure it’s accurate.

What is happening now in your personal/family life? 
I have four children, including our newest addition, 
who was born in August 2022.
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writing in late November 2022] we are currently 
expecting baby number 3 in the middle of December 
[2022]. Making the switch from full-time Realtor 
to full-time title attorney has been key for growing 
our family. I partner with other agents for my real 
estate business goals, and it’s been a godsend. I now 
can plan weeknights and weekends with my family 
and am still fully immersed in the real estate indus-
try. It’s been the best of both worlds for me!

What are your personal and professional goals  
for 2023? 
I want to keep building the amazing network I have 
amongst Realtors in the DMV. In addition, after 
coming back from maternity leave, I’d like to fur-
ther develop the mentorship and educational pro-
grams I’ve been working on for agents. Education 
and the sharing of that knowledge is vital in this 
business — and I want to keep pursuing those 
goals. In addition, I’d like to continue to maintain 
a healthy work–life balance. I don’t live to work, 
and I don’t necessarily just work to live. It’s a very 
happy medium. I find true joy in what I do.

With your experience, what is the best advice you 
have for other up-and-coming top producers? 
Find your own path. Don’t force yourself to fol-
low someone else’s footsteps. Another’s approach 
may not be the right one for you. Listen and learn 
from those around you. Your best resource is your 
peer group and whatever team you end up building 
around you. Don’t go it alone! Always be ready to 
learn. Always be ready to experience something that 
hasn’t quite happened before. Stay humble. Identify 
and be ready to fix mistakes. Learn from them. This 
can be a crazy, unpredictable business … your stron-
gest assets are your integrity and resilience.

What are you doing differently in your business today than when 
you were featured in the magazine?
I am fortunate that every additional year I am in the business, my 
client referral network grows, so I am no longer reliant on paying 
for leads. I stay connected with my past clients, who then refer me 
to their friends and family, which is the greatest compliment.

What is happening now in your personal/family life? 
I am getting ready to move to Kalorama, so I’m excited to do some 
light renovations and decorate my new condo.

What are your personal and professional goals for 2023? 
I want to continue assisting more and more clients find their 
dream homes. Even though we are heading to a tougher market, I 
want to break my personal volume record. Personally, I look for-
ward to hopefully taking a few fun trips with friends and family!

What are you doing differently in your 
business today than when you were 
featured in the magazine?
Since being featured, I expanded and 
grew my business to be a top pro-
ducer at Woodley Park and a mentor 
to multiple agents. In 2020, I became 
a director for GCAAR, and have been 
serving as treasurer for GCAAR from 
2021 to 2022. Currently, I am up for 
election as secretary of GCAAR. In 
2021, I began to scale back my real 
estate business and accepted a full-
time position as a settlement attorney 
at RGS Title. Being associated with 
both RGS and Long & Foster has 

COMPASS

MAY 2017 RISING STAR

LUKE
ROZANSKY

With your experience, what is the 
best advice you have for other 
up-and-coming top producers?
Especially in this changing market, be 
willing to do any deal that comes your 
way, because you never know where 
it could lead. A small rental transac-
tion may turn into a buyer in a year 
or two. Don’t be afraid to put yourself 
out there and let your friends know 
you are in the business. Even some-
thing as simple as a few Instagram 
stories promoting your sales/open 
houses lets your network know you’re 
busy and doing well!

special feature

special feature

LONG & FOSTER REAL ESTATE

NOVEMBER 2018 RISING STAR

SAMANTHA
DAMATO

been wonderful, and I 
truly enjoy the multiple 
layers of professional 
interaction with agents.

What is happening  
now in your personal/
family life? 
Our family relo-
cated from D.C. to 
Montgomery County in 
the fall of 2020. Shortly 
after the move, we wel-
comed our second child, 
Matthew, to the family. 
[At the time of this 



54 • January 2023 DC Metro Real Producers • 55@realproducers realproducersmag.com

What are you doing differently in your 
business today than when you were 
featured in the magazine? 
My strategy, from when I started out 
in year one to now, hasn’t changed. 
Continued to focus on relationship 
building and driving for excellence in 
performance resulted in a stellar fifth 
year, in excess of $22 million. I have 
every confidence that my sixth year 
will finish in a strong way and my 
pipeline, year seven, feels like it’s off 
to a good start.
 

What are you doing differently in your 
business today than when you were 
featured in the magazine? 
When I was featured in the mag-
azine, I was a solo agent. Today, I 
am heading up a team. Additionally, 
today, I sit on the executive commit-
tee of GCAAR and on the NAR Board 
of Directors.
 
What are your personal and profes-
sional goals for 2023? 
To keep growing my business and 
to keep bringing on team members 
who I can help grow their businesses 
alongside mine.
 
With your experience, what is the 
best advice you have for other 
up-and-coming top producers?
Create a consistent, replicable 
lead-generation model. As the 
market cools, agents who work their 
sphere primarily will see a dropoff in 
their business. Those who consis-
tently generate new, high-quality 
leads are the ones who will see their 
businesses thrive.

RLAH REAL ESTATE

APRIL 2020 RISING STAR

RUSSELL
BRAZIL

special feature

special feature

LONG & FOSTER REAL ESTATE

SEPTEMBER 2020 RISING STAR

CAROLINE
ASLAN

What is happening now in your per-
sonal/family life? 
I became a grandmother this year! 
Everyone told me that it would 
be an amazing experience… They 
did not oversell it! Totally in love 
with my grandson. Also enjoying 
watching all of my kids establish 
themselves with their families. I 
was thrilled to welcome my young-
est daughter into the industry. She 
is going to be extraordinary in the 
business, and having her join The 

Estridge Group is very special. We 
all want our kids to be successful, 
and I now find myself in a position 
to directly help influence that!
 
What are your personal and profes-
sional goals for 2023? 
I know 2023 will be extraordinary. 
I feel it’s really going to sort out 
the Real Producers from those who 
don’t have the need or the appetite 
to succeed. We ride the increasing 
interest rates, and more selective 
buyers, and the increasing shift from 
the seller’s market. Negotiation skills, 
understanding differing strategies, 
and flexing relationships are going to 
be key to success. My intentions for 
2023 are to be my best self, continue 
to strive for excellence within my 
personal and business relationships, 
and perform above and beyond expec-
tation. I also intend to allocate more 
time for travel!
 
With your experience, what is the 
best advice you have for other 
up-and-coming top producers? 
Be disciplined, be focused, trust the 
process, understand your industry, 
and respect your colleagues. This is a 
relationship industry!
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Jennifer Lindsay, CPCU
NPN: 2504461
Jennifer.Lindsay@Goosehead.com

Get A Quote!

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

Discounts for HOME & AUTO Bundle

DID YOU RECEIVE A VALUABLE
GIFT DURING THE HOLIDAYS?

Make sure to add it to your insurance policy!

Steve Lindsay, CPCU
NPN: 412250
Steve.Lindsay@Goosehead.com

®

(202) 558-0888
7200 Wisconsin Avenue, Suite 500  |  Bethesda, MD 20814

JenniferLindsayInsurance.com
@GooseheadInsuranceJenniferLindsay

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

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!

Brandon Green
Chief Alchemist

202-567-7960

Unlock our FREE
Millionaire Planner
alchemyofmoney.co

Investment OpportunitiesFinancial CoachingBookkeeping & CFO Services

INTRODUCING: Alchemy Tax
We’re here to help with your bookkeeping, tax strategy, and IRS filing.

Exclusively for Real Estate Agents!
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DC METRO  
REAL PRODUCERS’ 
NOVEMBER MAGAZINE PARTY

NOVEMBER 2, 2022

Real Producers’ Magazine Celebration Parties never 
have a dull moment! It was an absolute honor to 
enjoy networking with our featured agents and 
top-notch partners. A very BIG thank-you to our 
wonderful sponsor, Vellum Mortgage, who 
hosted this gorgeous event. The luxury listing loca-
tion was provided by Jeff Wilson, with Sotheby’s 
International, at 5216 Abingdon Road in Bethesda, 
Maryland. We had a wonderful time connecting 
with the best-of-the-best over first-class cuisine 
and cheers!

Thank you to Ryan Corvello and HD Bros, our 
event photography crew, who captured plenty of 
key moments on film and video, which you can also 
find on our Facebook group: NOVA Real Producers 
Top 500. If you were one of the lucky attendees 
and have not already done so, be sure you join 
the private FB group and tag yourself and 
friends in the pictures!

We can never express enough gratitude for our preferred part-
ners… We simply could not do what we do without your tremen-
dous support. Thank you, again, for being part of our special DC 
Metro Real Producers community. We appreciate you all and 
can’t wait to see everyone again at our next event!

For more information on all DC Metro Real Producers events, 

please email us at info@dcmetrorealproducers.com.

special events
Photos by Ryan Corvello
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SCHEDULE TODAY AND LET'S MAKE YOUR
EVENT THE TALK OF THE TOWN

(301) 613-1676
 GoldEventGroup.com

Luxurious Events
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healthy living
By Shauna Osborne

Observing Oosouji: 
Out with the Old
It’s a new year, a transitional time to embrace the 
sentiment of “out with the old, in with the new.” 
There’s something about turning over the calendar 
page (hello, 2023!) that feels fresh and invigorating, 
like anything is possible. 

In Japanese culture, the concept of oosouji, which literally trans-
lates as “ooo” (big) and “souji” (cleaning), presents a similar notion, 
with an emphasis on clearing out the old. In fact, it is considered 
inauspicious to welcome a new year with any “old business” (in-
cluding dirt and clutter!) outstanding. How can we adopt this ritual 
of release as we march forward into a brand-new year? 

Start with the right mindset. We often view cleaning as a 
dreaded task to be procrastinated as long as possible. Try to 
reframe this problematic mentality as one of forward-looking 
productivity. Much like a ritual, clearing out the physical dust 
of the old year means also clearing out the emotional and men-
tal dust, wiping the slate clean for what is to come.

With that liberating viewpoint in mind, it’s time to get your 
hands dirty:

• Oosouji is, traditionally, a top-to-bottom cleaning, so start at the 
top by dusting ceilings and fans, wiping down walls and dusting
furniture and then vacuuming, sweeping or mopping floors.

• Designate several boxes in each room for items that are no
longer meaningful, beautiful or loved, and when you’ve fin-
ished with your task, pass them along however is appropriate.
Eliminating what you no longer use creates space for new
ideas and frees you from unnecessary burdens. Also, include
a bag or box for waste, removing it (symbolically taking out
the mental “trash”) from the house as soon as you finish that
room. You will be surprised at how much lighter you feel!

• Last, remove stains from your home, whether on the furniture,
carpet or grout. Old stains remind us of the past and have no
place in a newly purged space.

If possible, every family member should be involved in your 
cleansing practice, making careful decisions about their individual 
possessions and benefitting from this fresh start. Happy New Year!

home matters
By Shauna Osborne

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

Are You Ready To Prepare A Home To List?
Let HPM handle a fresh kitchen design, beautiful landscaping or any 

maintenance updates the home may need!

Licensed, Insured & Bonded, MHIC #:145173

Call or email today to discuss your potential listings!

“Being a home-grown small business in the Washington D.C Metropolitan area, 
we know what it takes to keep your property looking great all year round!”
- Hunter Fagan, HPM Owner

(301) 980-5782 | info@hunterspropertymanagement.com | HuntersPropertyManagement.com
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(301) 237-4950
Scott@StreamlineManagement.com
streamlinemanagement.com

Life is turbulent. Caring for your home shouldn't be.

CEO SCOTT GOLDBERG

You Sell Houses

Then, You Sell the Houses
When They're Done Being
Leased & Managed

We Lease &
Manage Houses

D E C E M B E R  2 0 2 2

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 . 

VINCENTVINCENT
EXIT Realty Enterprises

EKUBAN

ME MORE!
PRINT

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

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

Vincent
full circle

E K U B A N

Vincent Ekuban’s father, Alfred (left), and brother, Frederick (right), are licensed agents who work with him at his brokerage.

cover story
By Zachary Cohen

Photos by Ryan Corvello

“
My father  was sell ing houses at  t imes when 

interest  rates  were over  12%,  but  he always told 
me,  ‘Son,  people  will  always need houses.’

REPRINTS! 

What the heck is a reprint? A reprint 
is a 4- or 8-page, magazine-quali-
ty-grade paper with your full article 
and photos, and you on the cover of 
the publication.

WHY DO I NEED THOSE? 

These reprints are a professional 
marketing tool that can help brand 
you, your team, and/or your business.
• Use on listing appointments
• Send out to friends and family
• Send to clients with your

holiday greetings
• Brokers, use as recruiting tools

for capturing new talent
• Use when farming your

favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED 

SOMETHING CORRECTED IN MY ARTICLE?

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

WHO CAN BUY THESE? 

The REALTOR® who was featured, the broker, our 
partner, or family. Anyone who wants to promote you!

HOW DO I ORDER? 

Email us at info@dcmetrorealproducers.com.
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Disclaimer: Information based on MLS closed data as of December 5, 2022, for residential sales from January 1, 2022, to November 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.

Teams and Individuals Closed Data from Jan. 1 to Nov. 30, 2022

TOP 250 STANDINGS

RANK NAME OFFICE SELLING 
#

SELLING 
$

BUYING 
#

BUYING 
$

SALES TOTAL
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Richard Early
Loan Officer

themtgman@msn.com
NMLSR# 698683

Dedicated to giving 
your client options.

(301) 332-2184

I’m excited to
announce my move to

Give me a call today!

RANK NAME OFFICE SELLING 
#

SELLING 
$

BUYING 
#

BUYING 
$

SALES TOTAL

Disclaimer: Information based on MLS closed data as of December 5, 2022, for residential sales from January 1, 2022, to November 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.

Disclaimer: Information based on MLS closed data as of December 5, 2022, for residential sales from January 1, 2022, to November 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.

RANK NAME OFFICE SELLING 
#

SELLING 
$

BUYING 
#

BUYING 
$

SALES TOTAL

Teams and Individuals Closed Data from Jan. 1 to Nov. 30, 2022
TOP 250 STANDINGS
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RANK NAME OFFICE SELLING 
#

SELLING 
$

BUYING 
#

BUYING 
$

SALES TOTAL

$35,598,350

Disclaimer: Information based on MLS closed data as of December 5, 2022, for residential sales from January 1, 2022, to November 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.

Teams and Individuals Closed Data from Jan. 1 to Nov. 30, 2022

RANK NAME OFFICE SELLING 
#

SELLING 
$

BUYING 
#

BUYING 
$

SALES TOTAL

TOP 250 STANDINGS
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301-526-0020 | chanin@firstwashingtonmortgage.com | www.ChaninWisler.info
2233 Wisconsin Ave NW Ste 232  |  Washington, DC 20007-4153  | NMLS #206900

Chanin Wisler
Mortgage Loan Officer

20+ YEARS EXPERIENCE20+ YEARS EXPERIENCE

I look forward to working 
with you this year.

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 • WASHINGTON, D.C. • FREDERICK • CROFTON
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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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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morgane@legacyfortitle.com
919.441.1848
www.legacyfortitle.com

To start and grow a legacy, you need a valuable partner.

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

ARE YOU READY TO
 START A LEGACY?

LEGACY is that partner.

We are extremely pleased with the professionalism and expertise of Legacy Settlement 
Services. During COVID when situations were stressful and cautious, many of our 
settlements took place at Legacy. The team was extremely efficient, conscientious, 
careful, and accommodating to say the least. We are always able to reach a staff 

member when needed. We highly recommend using this title company.

Tracy Lucido

Realtor & Vice President at Bob Lucido of Keller Williams Lucido Agency




