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See what's possible with a
Chase DreaMaker™ mortgage'

Take advantage of reduced mortgage insurance coverage, a low 3% down payment? and no $500 deposit
or good faith funds required. Plus, in select areas across the country, our exclusive Chase Homebuyer
Grant3 could give you up to $7,500 to lower your mortgage costs or reduce the amount you'll pay at
closing. To qualify, the home must be your primary residence.

i

€ 1 Estate ! faﬁs'cti ,_thigating,
Cfiminal and Civil CaSes=;

(Il |amioi | b ol | || T

Learn about all your options at chase.com/AffordableLending and contact me today.

Bruce Torgler, Senior Home Lending Advisor
Chase certified in Chase Private Client Lending
C: (630) 816-5035

bruce.w.torgler@chase.com
homeloan.chase.com/bruce.w.torgler

NMLS ID: 426379

Joseph A Padula-Zamora

Scan to visit my website
CHASE §
-

The DreaMaker™ mortgage is only available for purchase and no-cash-out refinance of a primary residence 1-4 unit property for 30-year fixed-rate terms. Income limits and homebuyer education may apply on a DreaMaker mortgage.

2A 3% down payment on a 30-year, fixed-rate loan of $250,000 with an interest rate of 7.00% / 7.5746% APR will have 360 monthly principal and interest payments of $1,663.26. Payments shown do not include taxes, homeowners
insurance, or mortgage insurance (if applicable). Actual payments will be higher. This is assuming a New Jersey purchase transaction, 45-day lock, 97% LTV, 720 FICO, detached single family, owner-occupied, closest to zero points,
rates change daily.

Attorney At Law

We Offer Services in English & Espanol
The APR shown is based on the interest rate, points, and mortgage insurance only and does not take into account other loan-specific finance charges you may be required to pay. i 1 7 ‘N} 77 5 B utterfleld Rd Unlt 1 24
For down payments less than 20% on conventional loans, Mortgage Insurance (MI) may be required and MI charges may apply. 2
The (hhasel Homebuyfr Grﬁamfﬁnds will be ap[()jh’ed a(tjpur(hfase loan (I(f)singﬂrsl to pOhmIS onthe Ioa‘n,(jfanyh,thlen to Cha‘se fs‘es thﬁn to nont-](hase fees ordog/vn paymdederantfll‘mds may not be usgd fortbhe down pt;a‘ymem onan FHA
purchase loan. Speak with a Chase Home Lending Advisor for more information on the savings, including the location eligibility. The Homebuyer Grant may be considered miscellaneous income and may be reportable on Form 1099- l

Www.zamoraiawpc.com
tax advisor for questions about the impact to personal income tax returns. s
@' All home lending products are subject to credit and property approval. Rates, program terms and conditions are subject to change without notice. Not all products are available in all states or for all amounts. Other restrictions ; o 312_788_7819

3The Chase Homebuyer Grant is available on primary residence purchases only. You may qualify for up to $7,500 in savings when applying for a DreaMakers", Standard Agency, FHA and VA home purchase mortgage loan product and ',_ 1

where applicable census tract requirements are met. Income limits and homebuyer education may apply on a DreaMaker mortgage. \ A Oaka'OOk TeITaCe, IL 60 1 8 1
MISC (Miscellaneous Information) or Form 1042-S (Foreign Person’s U.S. Source Income Subject to Withholding) to the customer and the IRS, for the year in which they are awarded. We encourage customers to consult with a personal

want - and limitations apply. Home lending products provided by JPMorgan Chase Bank, N.A. Member FDIC©2024 JPMorgan Chase & Co. B0124-2458492 107675F | 21414990
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Crews were skilled, efficient,
professional, and kind.
Will highly recommend.
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Hinsdale, IL to Holland, MI

Your clients deserve the best and Prager delivers! :
Local, interstate & international moving professionals. Bill _Pi‘-_'ndIE'-,r

Loan (

V-2 Steve Bonnichsen, VP of Sales & Marketing y \
' 155 Fort Hill Dr. | Naperville, IL 60540 | 630-276-1224
ALl il steveb@pragermoving.com Atlas.
intesstate Agent
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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

PREFERRED PARTNERS

them for supporting the REALTOR® community!

ATTORNEYS

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

Donna Craft Cain P.C.
(630) 941-8650
DonnaCraftCain.com

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

Law Office of
James F. White, P.C.
(630) 466-1600
JWhite-Law.com

Law Office of Stuart D. Polizzi
(708) 476-6852
StuartPolizziLaw.com

Niko Law LLC
(708) 966-9388
Niko-Law.com

Ranjha Law Group
(630) 277-9368
RanjhaLaw.com

The Kelly Law Firm, P.C.
(630) 660-4963
Kelly-LawFirm.com

The Law Office of
Damon M. Fisch P.C.
(630) 857-9511
Fisch.Law

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

Zamora Law Office P.C.
(312) 788-7819
ZamoraLawPC.com

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

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

CONSTRUCTION
Middy Construction
(708) 606-1863

CUSTOM COUNTERS
& STONE WORK
Select Surfaces

(847) 260-5940
SelectSurfaces.net

DESIGN

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

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

FLOORING

Great Western Flooring
(630) 357-3331
GreatWesternFlooring.com

HEATING & COOLING
ComforTemp

(630) 537-8367
MyComforTemp.com

HOME INSPECTION
Phoenix Real Estate
Solutions LLC

(708) 846-2883

The BrickKicker

(630) 420-9900

BrickKicker.com/
Chicagoland

White Glove Building
Inspections

(630) 428-4555
WhiteGlovelnspections.com

HOME WARRANTY
Achosa Home Warranty
Kim Bisaillon

(847) 975-6706
AchosaHW.com

HWA Home Warranty

of America

(888) 492-7359
HWAHomeWarranty.com

INSURANCE
Goosehead Insurance
Boggs Agency

(630) 365-7248
Goosehead.com

Next Level Insurance Agency
Anthony Campanella

(630) 347-9855
NextLevelinsAgency.com

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

MORTGAGE / LENDER
Caliber Home Loans
Bill Pendley

(630) 330-5626

Chase Home Loans
(630) 479-3296
Chase.com

Guaranteed Rate
Alanna Seebauer
(847) 343-0563
AlannaSeebauer.com

Guaranteed Rate
Dan Gjeldum
(773) 435-0654
Rate.com/Dan

Guaranteed Rate
Dan Rock

(630) 364-7509
rate.com/drock

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

Neighborhood Loans
Archie Vetter

(708) 261-5583
AVetterLender.com

Rocket Mortgage

Pat Cannone

(630) 965-8138
www.PatCannone.com

MOVING & STORAGE
Boerman Moving & Storage
(630) 972-1000
boerman.com

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

PAINTER

McMaster Painting &
Decorating, Inc.

(773) 268-2050
McMasterPainting.com

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

PHOTOGRAPHY
Portraits of Home
(708) 212-4206
POHphotography.com

PRINTING, DIRECT
MAIL SERVICES
Marvin’s Mailers
(847) 710-2346
MarvinsMailers.com

PROMOTIONAL
PRODUCTS

Multi Print and Digital
(630) 985-2699
MultiPrintAndDigital.com

PROPERTY
MANAGEMENT
GC Realty &
Development LLC
(630) 587-7400
GCRealtylnc.com

RADON MITIGATION
DuPage Radon
Contractors

(630) 836-1918
DuPageRadon.com

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

STAGING
Chicagoland
Home Staging
(815) 577-2233
Chicagoland
HomeStaging.com

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

VIDEOGRAPHER
Visual FilmWorks
Travis Heberling
(872) 356-8135
VisualFilmWorks.com

OVERCOME THE MARKET AND
SELL YOUR HOUSE FASTER!

goosehea
INSUHANCE
Bogys Agency

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

KEVIN BOGGS

Agency Owner

License #:3000134505

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

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

"I'™M IN LOVE!"

Our staged homes sell faster and for more money CIH S CHICAGOLAND
than non-staged homes. Overcome unpredictable il — OME STAGING —

housing markets and buyer Pf'fﬁ-fll'EHFES ‘f’l'-’ith”a PrOVEN  g15.577-2233 | INFO@CHICAGOLANDHOMESTAGING.COM
[J&I[E‘r'l‘l o move buyet's from EUD:(I["IE to "sold. WWW.CHICAGOLANDHOMESTAGING.COM
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SAME

MORTGAGE

Help your buyers
win their offers

Dan Rock

DRock@rate.com
rate.com/DRock

Get an approval in one day?*

Yup, you read that right. With Guaranteed Rate's Same
Day Mortgage, your clients can get approved in as
little as one day, leading them to the closing table in as
fast as 10 days.”" Consider this your upper hand on the
competition.

How to get your clients a Same Day Mortgage:

STEP 1: Have your eligible clients contact me

STEP 2: Your clients will provide the requested
paperwork within eight hours

STEP 3: And done!

Unimaginably fast. Unbelievably easy.

Ready to kick competing offers to the side?
Contact me today to learn more.

* Guaranteed Rate’s Same-Day Mortgage promotion offers qualified customers who provide certain required financial information/
documentation to Guaranteed Rate within 24 hours of locking a rate on a mortgage loan the opportunity to receive a loan approval within 1
business day of timely submission of documentation and does not suggest that the borrower will receive funding on the same day as their
application submission. For purposes of this offer, documents provided after 1 pm local time or on a weekend or company holiday will be
deemed submitted the next business day. Guaranteed Rate cannot guarantee that a loan will be approved or that a closing will occur within a
specific timeframe. Guaranteed Rate reserves the right to revoke this approval at any time if there is a change in your financial condition or
credit history which would impair your ability to repay this obligation. Read and understand your Loan Commitment before waiving any
mortgage contingencies. Borrower documentation and Intent to Proceed must be signed within 24 business hours of receipt. Not eligible for
all loan types or residence types. Minimum down payment requi s apply. Self-employed b s are not eligible. Not all borrowers
will be approved. Borrower's interest rate will depend upon the specific characteristics of borrower's loan transaction, credit profile and
other criteria. Not available in all states. Restrictions apply. Visit rate.com/same-day-mortgage for terms and conditions.

**6  Rate cannot g that an applicant will be approved or that a closing can occur within a specific time frame. All dates are
estimates and will vary based on all involved parties level of participation at any stage of the loan process. Contact Guaranteed Rate for more
information.

For Broker-Dealer or Agent use only — Not for public dissemination. May not be distributed, reprinted or shown to the public in oral, written
or electronic form as sales material.

g uarantee@_
Branch Manager/SVP of Mortgage Lending

@ @danrockmortgage

C: (630) 688-5592 F: (773) 328-1698 @therockteamglenellyn

/ Top 1% of Mortgage Originators Since 2012 /Five Star Professional Since 2012

@eum HousinG LENDER Dan Rock NMLS #194424; Guaranteed Rate. Inc; NMLS #2611; For licensing information, visit nmlsconsumeraccess.org. Equal Housing Lender. Conditions may apply. Applicant subject to credit and underwriting approval. Not all
applicants will be approved for financing. Receipt of application does not represent an approval for financing or interest rate guarantee. Restrictions may apply, contact Guaranteed Rate for current rates and for more information. *According to Mortgage Executive

Magazine and Scotsman Guide.

Ever since the birth of DuPage Real
Producers in 2020, recipients of
the hard copy have repeatedly
communicated that it is a
badge of honor to be on our
distribution list. Receiving

the hard copy indicates

you are among the top 500
producing REALTORS® in
DuPage County for the pre-
vious year (based on closed
production in the county of
DuPage). Most people know by
now that we are not subscription
based. However, every now and then,
someone reaches out to me inquiring why
they don’t receive the physical magazine.
After I explain how our platform works,
people typically respect the fact that being

on our distribution list has to be earned.

I’'m happy to announce that we have created
a badge image for your email signature, social
media, website, listings, and marketing mate-
rials! We officially made the announcement
at our winter event a couple months ago, but
in case you missed it, scan the QR code and
follow the prompts. Once some basic infor-
mation has been submitted and your 2023

production has been confirmed, you will

receive your 2024 Dupage Real Producers
badge. Our Preferred Partners are
gible to receive their own
specific badge as well. Letting
everyone know that you are a
Real Producer is just another
credible way to help you
stand out from the crowd.
‘We’re excited to announce
that we are bringing together
our Chicago, DuPage, and
North Shore Real Producers
markets for a combined spring
event on Tuesday, May 21st!
Details can be found on page 40.

Scan to request
your 2024 badge

Andy Burton

Publisher
andy.burton@
RealProducersMag.com

@DuPageRealProducers

ﬂ facebook.com/DuPageRealProducers

DuPage Real Producers - 9



at the park district, lifeguarding, babysitting,
and working at a drugstore and as messenger at
a title company in Chicago. All allowed her to
develop grit. Notably though, for many, many
years, she was a successful swim instructor
and coach on the side. But in 2013, a significant
experience became her ultimate challenge:
Pam was diagnosed with early stage breast
cancer. With the support of her family and

“the great team of physicians at Rush [hos-
pital],” Pam opted to have a double mastec-

tomy to ensure the best possible outcome.

“I was determined to fight, face the chal-

i T

itive throughout my journey,” she says.

| lenge head-on, beat the odds, and stay pos-

All these life situations sowed within

Pam a strong work ethic and positive
approach to challenging circumstances.

q

“When you go through difficult things like

cancer, you develop more regard for life and

-

arenewed focus on the things that matter
most,“ shares Pam. “The ability to bounce
back after failure or difficulty could be the

most important factor in real estate success.”

Next came the understanding of the importance

of becoming an expert in her local area as well as

building a strong professional referral network

“[When I was young,] I initially had a hard time
picking a career because I liked everything,”
Pam recalls. “I liked the people aspect of visual
communications—how to market to an audi-
ence and transmit information and ideas using
symbols and imagery. I've noticed that much

of what I experience in real estate parallels

P» agent feature

By Lauren Young
Photos by AbiV Photography

the work I did in marketing and advertising.”

Now that she has over six years as a broker
. under her belt, we circled back with her to

uncover the key insights she’s discovered.

PROSPERING FROM Unsurprisi.ngly, Pam }Tas been able t<? combine
- LESSONS LEARNED her expertise as a designer and art director

with new lessons from her time as an agent.

Her first big takeaway was the importance of
resilience in the mindset of a REALTOR®—a
quality she’d developed long before her years
e in marketing and advertising. While trying to

find her best career fit early on, Pam explored

a number of diverse jobs which included stints

DuPage Real Producers - 11



to best serve her clients. Since REALTORS® are
selling a community as much as they are a single
listing, Pam has established a go-to process for
uncovering an area’s vital selling points as well
as referral service providers. This knowledge

often gives her a leg-up when servicing clients.

That professional network includes other
REALTORS® too. “I’ve seen how enlightening it
can be to reach out to other agents who have more
experience in a specific local area,” she notes, then
adds, “Also, we all deserve to get paid for our work,
but helping clients get what
is best for them, regard-
less of your commission,
will build trust, and trust

leads to more referrals.”

A life-long learner anyway,
real estate has given Pam
unlimited opportunities to
explore new skills and prac-
tice fresh techniques. “I'm
constantly looking for ways
to improve my skills and
challenge myself to think
differently, innovatively, and
tackle problems from differ-

ent angles,” she explains.

She’s also sought out

mentors and teams with more expertise to
grow her capabilities. “Real estate is the pro-
totypical learn-on-the-job career, so it is vital
to find someone who can teach you about the
industry and inspire you to grow as an agent,”
she says. “You can attend all the training ses-
sions and professional development courses
you want to, which is helpful, but the classes

can’t offer personal insight and experience.”

In her past career at creative agencies, Pam wore
many hats including photographer, illustrator, and
product and concept designer. Her years’ experience
in juggling these many roles allowed her to feel com-
fortable with jumping in and out of multiple tasks as
a REALTOR® and having to think on her feet. And
importantly, “I apply my skills to deliver results-
driven marketing and strategic, successful campaigns

that provide integrated design strategies,” she says.

To make it all work, Pam has had to become more
disciplined in her day-to-day task management. By
making lists, adopting systems, and testing different

resources, she has standardized a routine that works.

12 - April 2024

| find that

if | make

sure to learn
something new
every day, I'm
able to stay
connected,
build new
relationships,
and make
progress
toward my
year-end
goals.

exploring
the great
outdoors.

“One of the biggest learning curves
was when I had to develop a strat-
egy for attracting clients, find a good
contact management app, and create

a follow-up system,” says Pam.

“I enjoy making notes of things I
need to learn,” she continues. “I
find that if I make sure to learn
something new every day, I'm able to stay
connected, build new relationships, and

make progress toward my year-end goals.”

The through-line of all these lessons, Pam
highlights, is diligent focus on great customer
service. And it has paid off. Her business

has continued to grow. In fact, of late she’s
found it more difficult to give her balloon-

ing list of clients the individual attention
they both deserve and she wants to continue
to provide. So recently, Pam had to make a

tough choice in order to target her efforts.

“I retired from my side hustle as a swim-
ming coach this year,” she says. “I've loved
it, and I still volunteer with the team,

but it was time to pass the baton.”

Back in 2020, Pam’s goal was to “be a wise
advisor, trusted referral, and shoulder to lean
on” in the years ahead. Based on her educa-
tion in these high-performance essentials,

it’s clear that her clients are in great hands.

CAMDEN LAW OFFICE, LLC
& -3 ,

APRIL SHOWERS MAY FLOWERS™"

AT YOUR NEW HOME?
WE CAN MAKE IT
HAPPEN.

KEVIN CAMDEN | (630) 568-6656

kevin@camdenlawoffice.com | www.camdenlawoffice.com



Cris Cunningham

www.pohphotography.com | 708-212-4206 | @(Q) cris_portraitsofhome_chicago

Breathe Easy

Chicagoland’s best value on an extremely dependable
radon system installed with award-wining service.

LESS PHONE TAG | LESS DELAYS | QUICKER DELIVERY | LESS SURPRISES
Radon mitigation services

B La'llé):]a g are designed specifically for

(P n real estate transactions.

CONtractors  Our redundant processes are
630-836-1918  designed toneverdelay a

dupageradon.com closing.

[ o4
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WE lfN'T JUST
INSPECT, WE
| TEACH

We specialize in
st time home

WA ESTATE
'\\///> SOLUTIONS LLC

708 Westchester Blvd.
Westchester, IL 60154

708-846-2883

phoenixresolutions@gmail.com
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Whie you hunt for Easter Egqs
AUelter Lender wibll hunt down
the best monthly payment (or you!

__.-"
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A\ | EinE
Archie E. Vetter _ s
’ VP of Mortgage Lending 3 5
C: 708.261.5583 . =] !
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weres avetterlender.com Hyoe ""_“_""";7
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find out how!
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NEED
few Home
GIFT IDEAS?

or promotional items

CALL 630-985-2600

PRINT AND DIGITAL

MultiPrintandDigital.com
info@MultiPrintandDigital.com

y Great Service. Great Products.
| Great Western.

Your Partners in Design

GREAT WESTERN
FLOORING CO.

630-357-3331
Greatwesternflooring.com

Tile - Carpet - Hardwood - Vinyl
Laminate - Countertops - Window Coverings
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“l can remember being about five and
going into my parents’ friend’s house
and asking if | could have a tour,”
says Anna Moisé of Keller Williams
Premier Properties. “My mom thought
| was being rude, but her friend just
laughed and showed me around.”

“My interest in the layout of people’s
houses never waned,” she contin-

es. “I wanted to know if they had
stairs, or lived in a ranch house
like the one I grew up in,” she adds.
“Where were all the bedrooms?
What was in the basement? I loved
seeing how furniture was arranged,
the paint colors ... all that stuff.”

Like many a REALTOR®, Anna,

who grew up in Villa Park with her
younger sister, gained early exposure
to sales on account of a parent’s job.
Her mother and father, both children
of Italian immigrants, were each

raised in crowded, two-bedroom

apartments with multiple sib-
lings, and worked hard to have a
better life. Her dad sold cheese,
Italian imports, and restaurant
supplies to Chicagoland pizzerias
and restaurants for fifty-five years,

finally retiring at age eighty-one.

“I can remember going with him to
visit his customers as a young kid,”
Anna says. “He has such a gift with
people and sales always seemed

so easy for him. His colleagues
called him ‘the Legend’ for good

reason. He’s become my mentor.”

Watching her dad deliver prod-
ucts late into the night, and even
on Christmas Eve, set the standard
for the hard work and customer

service Anna provides today.

After high school, Anna attended

Illinois State University and spent

the early years of her working life

NP

in corporate accounting, as well
as serving as an assistant VP in
human resources. She worked in
these roles until she met her hus-

band and they started a family.

“I got married and had kids later
in life; I met my husband when I
was thirty-two,” she says. “I saw
that we had the same family val-
ues and could be good parents,

if that was God’s plan for us.”

Anna would spend the next ten
years at home with her kids. When
it came time to return to work, she
drew on her personal experiences
with real estate transactions—both
bad ones—as inspiration. She was
forced to short sell her first condo
upon getting married and the sales
process was not as good as it could
have been. When she bought a house
with her husband a few years later,

they found mold on move-in day.

DuPage Real Producers - 17



Anna and her family at the Mount Prospect Police Department for her husband’s retirement.

“I knew I didn’t want either of these
experiences to happen to my family
and friends, so I decided to become
a REALTOR®,” says Anna. “I'm an
extrovert, and I determined going

back to accounting or working

Anna with her family.

18 - April 2024

nine-to-five wasn’t an option. I was
nervous about not having a steady
paycheck, but I took a leap of faith.
I knew real estate would allow me
to still be a classroom mom for my
kids, go on field trips, and walk with

them to and from school every day.”

Having to balance everything involved
in being a mom of young children
while launching a new career was
arduous from the start. In her first
year, Anna had difficulty finding
clients and came close to quitting. A
turning point came when she over-
heard the parents of one of her daugh-
ter’s friends say they were looking to
sell their house. She volunteered to
be their agent, but they didn’t seem

enthusiastic to work with a rookie.

“The next day I took a chance and
told them that I'd been an at-home

mom for ten years and really

wanted to make it in real estate so
I could help my husband support
our family,” Anna says. “I asked
them, ‘Will you please give me a

chance? I promise I'll do my best.”

She closed that sale, and as she was
leaving their closing, another prospect
called and asked Anna to sell her condo.

“My dad always said, ‘Once you sell
one, they’ll just keep coming,” she

says. “That event proved him right.”

In the five years since, Anna has grown
her business and expanded her net-
work. Leaning on the lessons of client
care learned from her father, she has

found a rewarding career in real estate.

Anna says, “I find it thrilling to be
able to help people close one chapter
[of their lives] and open another—

from first-time buyers to seniors

I’'ve worked
extremely
hard to
get where
Il am, but
| have not
forgotten
the journey
to get here.”

downsizing and relocating to a differ-
ent climate, to others going through a

divorce, to people who have lost a parent
and are now tasked with selling their
home. People just want you to listen

to and empathize with their story.”

When not serving her clients, Anna
prioritizes family time with her hus-
band, a recently retired police officer,
and their two children, Daniel (14) and
Alexa (11). The family busy themselves
with PTA events, Alexa’s dance com-
petitions, hosting their kids’ friends at
their house, and visiting their happy
places: the various Disney parks and
Babcock’s restaurant in Lombard
(photos courtesy of Anna). They also
support local charitable organizations
like St. Jude Children’s Research
Hospital and the Outreach House.

Looking forward, Anna

aims to grow a successful
team and begin investing in
properties over the next few
years. She’s also hoping that
her son will continue to help
her navigate social media
and create videos for her
listings. Who knows, after
college he may join her team

on a more permanent basis.

“I’ve worked extremely hard
to get where I am, but I have
not forgotten the journey to
get here,” says Anna. “When
I get down or negative, all I
need to do is look at pictures
of my family and remember
my goals. Five minutes later,

I'm ready to get back to work.”
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It’s fair to say that 2023 was a trying year in residen-
tial real estate. The average rate for a thirty-year
mortgage hit its highest point in over twenty
years and housing inventory hit record
lows. This climate led to a “lock-in
effect” where some homeowners
chose to stay in their homes when
they otherwise may have moved.
Market conditions also shaped
the profiles of those who
bought and sold in 2023.

Mainstreet Organization

of REALTORS® produces

an annual data report on

the Chicagoland suburbs.
The 2023 report shows

that sales of detached

homes dropped almost 20
percent between 2022 and
2023, while sales of attached
homes dropped 21.9 percent.

High prices remained a challenge for
buyers. Mainstreet’s data shows there

was a 3.2 percent increase in the average
sale price of detached homes and a 10 percent
increase for attached homes between 2022 and 2023.

With housing affordability at an all-time low, 54 percent of buyers
surveyed between July 2022 and June 2023 said the source of their

down payment came from their savings, according to data from the 1

National Association of REALTORS®. The same data also shows that H

23 percent of first-time buyers—who were typically thirty-five years
old—used a gift or loan from friends or family for the down payment.

22 - April 2024

»» business article

By Amy Robey

NAR’s report also reveals: (1) the age of for buyers. Mortgage rates are anticipated to drop.
the typical repeat buyer fell from fif-
ty-nine (an all-time high) to fifty-eight;

(2) an overwhelming majority of buyers

As that happens, it is likely new inventory will hit
the market, and with so much pent-up demand,

ready buyers will finally get their bite at the apple.
(70 percent) did not have a child under
the age of eighteen in their home; (3) In fact, Dr. Lawrence Yun, chief economist and
because of aging parents, adult children, senior vice president for research for the National
Association of REALTORS®, predicts that in 2024,

the sale of new homes will increase 19 percent and

relatives, or for general cost saving rea-
sons, 14 percent bought a multigener-
ational home; and (4) it was found that
between July 2022 and June 2023, the

typical home seller was sixty years old.

the sale of existing homes will be up 13 percent.
After a challenging year, this is encouraging to hear.
About the Author:

Amy Robey is Vice President of Marketing &

Communications for Mainstreet Organization

Additionally, the data shows that of
all those who were moving, most were
moving for one of three reasons: they
desired to live closer to friends and fam- of REALTORS®. Mainstreet Organization
ily, their home was too small, or they had of REALTORS® is a professional member-
a change in their family situation such ship association located in Downers Grove, 1L
that serves more than 20,000 REALTORS®

in DuPage, Lake, and Western and Southern
Suburban Cook County. Mainstreet is the larg-
hope on the horizon that the 2024 residential ~ est local REALTOR® member organization in

real estate market will be better, particularly Illinois and the seventh largest in the nation.

as marriage, divorce, or a new child.

‘With 2023 in the rearview mirror, there’s

THE

WITH A FULL SERVICE INSPECTION
TEAM AT YOUR SIDE

RESIDENTIAL INSPECTIONS | COMMERICAL INSPECTIONS | FREE WARRANTIES
RADON TESTING | MOLD TESTING | VOC TESTING | EIFS/DRYVIT™ INSPECTIONS
THERMAL INSPECTIONS | SEWER SCOPE INSPECTIONS | CHIMNEY SCOPE INSPECTIONS
FAA DRONE PILOTS | MULTI-INSPECTOR TEAM SERVING ALL OF CHICAGOLAND

Trusted
Since 1990.

WOMAN OWNED

» 630-428-4555

INFO@WHITEGLOVEINSPECTIONS.COM VETERAN

WHITEGLOVEINSPECTIONS.COM
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SaiRavi Suribhotla

}} cover story

By Lauren_](oung.
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“Back in India, my grandmother wanted to build
a house but lacked the funds to do it, so my
grandfather bought a few bricks each day with
his earnings, and she built walls with them,”
says Raj Potluri, REALTOR® with Real People
Realty in Naperville. “They continued this rou-

tine for years until the house was finished.”

“It became a beloved home where many genera-

tions, including mine, were born and raised,” he

L—
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adds. “Today, the house still stands as a symbol

of perseverance and determination.”

SaiRavi Suribhotla, who also grew up in India,
has a very similar story. “I admired my parents
for saving enough money to build their own
home. They were so determined,” he says. “My
firsthand experience of the entire process left a
lasting impression on me and sparked an inter-

est in home building and real estate.”

= —

SaiRavi’s move into real estate was
sparked by a less-than-ideal experience

as a buyer client. He was working in IT
and was the co-owner of Karaikudi Indian
Grill in Naperville at the time, but he knew
his heart was searching something else.
Disappointed by his REALTOR® and know-
ing he could do better, he ventured into

real estate part-time after obtaining his

license in 2016. But he soon went full-time.

X
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n 2020, Raj realized he had a unique chance

to try something new after working at many

major financial institutions across his two-de-

cade career and gaining strong insights into
the world of investments. Raj began to con-
sider real estate after being approached with

the idea by his good friend, SaiRavi.

“Initially I was apprehensive, given my

proclivity toward technical pursuits,” says

1Injjod (ey pue



Raj. “But SaiRavi reassured me that my acumen in
investment banking plus real estate affairs, aug-

mented by my technical prowess, was a good fit.”

SaiRavi and Raj’s journey from friendship to
business partners is a tale woven with shared,
common experiences and deep-rooted camarade-
rie: both studied electrical engineering, traversed
the terrain of the software industry, found
fulfillment in their shared passion for commu-
nity involvement, and realized real estate ignites

genuine internal zeal.

Now as a team, in just three years, SaiRavi and Raj
have netted 350+ closed transactions ($150M in
volume). “We embrace challenges as opportunities
for growth. Each day presents us with fresh insights
and discoveries,” says Raj. “What sets us apart is our
symbiotic synergy. Our unique talents and expertise

blend together seamlessly,” claims SaiRavi.

“SaiRavi is an inspiring and motivational
REALTOR® who is known for his unwavering com-
mitment to doing things the right way, every single

time,” says Raj. “With a singular focus on integrity

|
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and excellence, he approaches every aspect of his
work with dedication and precision, earning the

trust and admiration of our clients and peers alike.”

“Raj and I support each other very well and have a
good understanding between us,” says SaiRavi. “We
are always willing to go the extra mile to deliver the
best service. Most of the time, we are [thinking] on
the same wavelength, and we always believe that two
REALTORS® are better than one for our clients.”

It isn’t surprising they are often on the same wave-
length. SaiRavi and Raj’s strong friendship was
forged over ten years ago. Among
their many adventures, they’ve
played leading roles in skits directed
by SaiRavi’s mother. In one comedy,
they played twin brothers where
the antics of the one living in the US
impacted the other in India. “The
uproarious laughter that filled the
auditorium echoed the depth of our
connection and the joy we find in
each other’s company. Our journey
exemplifies the beauty of friend-
ship evolving into a partnership
grounded in passion and laughter,”

4 shares SaiRavi.

The two friends’ dedication to gen-
erously supporting those in need,
in their community and beyond, is a
fundamental part of who they are.
Favorite organizations include the
American Red Cross and Feed My
Starving Children, as well as local
food banks and animal shelters.
However, their connection to the
Asha Jyothi Foundation in India is
closest to their hearts; the partners
have a shared passion for safe-
guarding the well-being of mentally
disabled and abandoned children.

SaiRavi and Raj are also committed
family men. Raj counts his wife,
Jyothirmayi Vangara, a talented
artist, as his biggest supporter. Their
daughter, Akshaya, is currently
studying for a career as a pro bono
lawyer at Stoneybrook University.
Together they share a passion for

Indian dance, art, and storytelling.

Our journey exemplifies the

beauty of friendship evolving
into a partnership grounded in
passion and laughter...

- SaiRavi.

SaiRavi and his wife, Hiranmay Vennelakanti, have
three daughters—Alekhya, Akshara, and Amritha—and
a son, Abhiram. Everyone in the family enjoys traveling,
eating out, and watching movies, and you’ll often find

them engaging each other in a competitive pursuit.

SaiRavi and Raj are amazed at where life has taken
them. In their IT days, they could never have foreseen
the fulfilling careers that awaited them as REALTORS®.

SaiRavi and Raj are amazed at where life has taken

them. In their IT days, they could never have foreseen
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to help move your clients to the closing table quickly and easily.

ALANNA SEEBAUER
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Sairavi Suribhotla

levate Your Coverage, Empower Your Future!

the fulfilling careers that awaited them as REALTORS®. SaiRavi success. They leverage their market knowledge W = | Jert insurance advice from a member of your local community
and Raj aren’t just dreamers; they’re achievers. Year after year, and awareness to craft tailored solutions that Lo A /
they’ve surpassed their ambitious goals with successful results. align with each client’s unique goals, and ensure -1 s
1 : 0B P | [ ) (] [ )
first-time buyers feel empowered and informed l e i A " J 1 o H 0 M E co M M ERC I AL LI FE
Looking ahead, they aspire to grow their business in other throughout the process. SaiRavi and Raj are also 4 'R

states—they are currently licensed in Illinois, Indiana, Georgia, dedicated to transparency, open communica-
North Carolina, and Florida, and look to add a few more; provide tion, collaboration, and serving their clients well

clients with new-construction options; build their own property beyond the transaction.

Anthony Campanella

portfolios; and guide their clients toward lucrative investments.

“Our guiding principle is simple: we wouldn’t recom-

Anthony@NLinsagency.com

While their approach to real estate is a holistic blend of mend a home to a client that we wouldn’t choose for
client-centric principles and industry expertise, their straight-  ourselves in their position,” states Raj. “Our motto is N E I I E V E I 63 0'347'9855 ‘
i i it i i iRavi Nextlevelinsagency.com .

forward approach to service has been the cornerstone of their ‘Do it right, every day, every time,” says SaiRavi.
INSURANCE 1300 Greenbrook Blvd Suite 200 Hanover Park, Il 60133
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By Lauren Young
Photos by Will Byington Photography

More Than a Name

“About twenty years ago, | decided to take a
leap of faith and open my own business with
little more than a bucket, a brush, a rusty old
van, and two great role models,” says Kevin
McVicker, owner and director of operations at
McMaster Painting and Decorating, Inc.

Kevin with his two daughters.
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Growing up in Chicago’s
south suburbs, Kevin’s two
great role models were his
parents: his mom, an interior
designer, and his stepdad, a
union paint contractor. After
earning his bachelor’s in
environmental biology from
Eastern Illinois University,
Kevin worked as a research
scientist at Abbott Labs for
five years. But ultimately, he
felt the pull to go back into the
real estate industry he had

experienced so much as a kid.

“It wasn’t until I was well-
into my science career that

I realized my true calling
was to work for myself'in an
industry I not only felt com-
fortable in, but one I also had

a passion for,” says Kevin.

Over the past two decades,
Kevin has built McMaster
Painting into a full-ser-
vice home improvement
company with specialties
in many facets of paint-
ing, refinishing, and other

aesthetic improvements.

“While ‘painting’ is in our
name, our firm offers so
much more than that,” he
affirms. “We have spent years
perfecting the variety of

other services we provide.”

Along with expert
interior and exterior
painting, McMaster
Painting can handle
everything from wall-
paper removal and
installation to drywall
and plaster repairs; deck
and fence refinishing;
brick and block sealing;
wrought iron prep and
painting, power washing,
staining, varnishing; and
even light carpentry.
Over the years, they’ve
also become experts

in cabinet and vanity
refinishing, which has
earned them a reputa-
tion from REALTORS®
as a go-to resource for

helping revitalize homes.

“We help clean up prop-
erties so they sell faster
and for top dollar,” Kevin
says. “Specifically with
our cabinet refinishing
solutions, we have been
able to help brokers and
homeowners create that
‘wow’ effect and help
their property stand
apart from other listings.
We also assist buyers

by giving their new
property and investment
the facelift and ambi-

ance they envision.”




“Our tagline is “Vision
Becomes Reality’ because
we are able to take our
customers’ aspirations
and bring them to life,”
adds Kevin. “We pride
ourselves on our superior
customer service, unpar-
alleled quality craftsman-
ship, and 100 percent
customer satisfaction—
from first call to finished
product.” Clients can also
rest assure that McMaster
Painting is fully insured
(general liability and

workers’ compensation).

Since opening his business
in the early 2000s, Kevin
has seen many changes in
his processes and tech-
niques. The biggest shift
was the adoption of more
environmentally friendly
products and practices. It’s
a change that was difficult
to adjust to for many in
his line of work; however,
Kevin, thanks to his train-
ing in biology, embraced
the challenge head-on and
has now integrated these
practices into his everyday

jobs with better results.

“Illinois was one of the

first states to embrace

green practices, and for

a few years, figuring out
what environmentally safe
products would perform
as well as others proved
to be very difficult,” he
says. “This is where my
science background and
my passion for a greener
earth made me exper-
iment with different
processes and products
until I felt comfortable
using them on projects.
‘We now know, regard-

ing all substrates and
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IS ‘VISION
BECOMES
REALITY’
BECAUSE WE
ARE ABLE TO
TAKE OUR
CUSTOMERS’
ASPIRATIONS
AND BRING

THEM TO LIFE.

OUR TAGLINE
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circumstances, which processes and
paint systems will deliver on our stan-

dards of exceptional craftsmanship.”

Like many other sectors of real estate,
Kevin continues to adapt to the evolving
needs of the market and the expectations
of customers. The company’s biggest
evolution came when Kevin grew from

a entrepreneur to a thriving business
owner. He now realizes that the rewards
of leading a team are exponential

compared to succeeding by himself.

“When I was younger I thought suc-
cess was earning a good income.”
says Kevin. “I now define success by
the number of people I can positively
affect and empower. As a parent and

a boss, it gives me tremendous sat-

isfaction to watch my children and

staff grow mentally and spiritually.”

Kevin and the McMaster Painting
and Decorating, Inc. team.

“It’s very rewarding to see all the
people we have created beautiful
spaces for and to see how thankful
they are toward our crews and staff,”
he adds. “After twenty years of being
in this business, what now fulfills
me most is building and empowering
our staff to become the best ver-
sions of themselves. Watching them
blossom and knowing that helps
their families, too, gives me great
satisfaction. I always wanted to be

a coach, and owning, growing, and
operating this business has allowed

me to feel fulfilled in that way.”

To reach Kevin and to learn more
about the services McMaster Painting
and Decorating, Inc. provides its
clients, visit their website
www.mcmasterpainting.com

or call 773-268-2050.
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Wellness House:

A Community Where All People Affected by Cancer Can Thrive

For more information about Wellness House and its programs, visit wellnesshouse.org or call 630-323-5150.

Wellness House was formed in 1990 by a group of people
who came together with a single purpose: to better the lives
of those living with cancer. Since opening its doors, over
48,000 individuals, plus their family members and caregiv-
ers, have found a supportive community that lifts the burden

and hardships of cancer.

Today, Wellness House offers over 500 programs and ser-
vices between its main location in Hinsdale and its partner
locations all around Chicagoland, including Mile Square
Health Center/UI Health, Rush University Medical Center,
Loyola Medicine’s Cardinal Bernardin Cancer Center, and
other suburban locations. In addition, thanks to advances in
technology and additional partnerships and collaborations
with medical facilities and organizations in the US, Wellness
House has been delivering more than 6,000 programs
(in-person and online combined) across thirty-five states
since 2023. And true to their credo, all Wellness House pro-

grams are free for everyone who needs them.
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This partnership model supports Wellness House’s mission
to advance equity in cancer health by making cancer support
accessible to the most cancer-burdened communities. They
know that cancer is a disease that can affect anyone, but it
doesn’t affect everyone in the same way: many barriers can
impact a person’s ability to access cancer care. Often, these
barriers are because of generational injustices that have and
continue to give rise to racial and ethnic health disparities.
Wellness House programs are designed to best serve the

people in their immediate community.

When cancer is diagnosed, it can be hard to know where to
turn. Fortunately, when it comes to living more fully during
cancer diagnosis and treatment, people can turn to Wellness
House. Cancer can affect the whole person, meaning it often
affects a person’s social, emotional, physical, spiritual and
psychological, as well as physical needs. Further, every can-
cer experience is different. The results of extensive research

show that psychosocial care, including the provision of

L TR

support services and promotion of healthy eating and
activity, can reduce the risk of cancer recurrence while

improving health, survival, and quality of life." *

Through Wellness House, diagnosed individuals

and their caregivers and family members can attend
exercise classes, nutrition seminars, support groups,
counseling, stress management classes, special events,
and more, all taught and led by experts, that can help
reduce side-effects, increase energy, and provide a
sense of community. And the results show that the
organization’s research and programming is effective:
in their 2023 Annual Wellness House Participant
Satisfaction Survey, 99 percent of the participants said
Wellness House provided them a sense of community
and support, and 98 percent stated they feel a sense of
improved quality of life.?

Below, a client shares her story on how Wellness House
has helped her:

Alejandra

‘When Alejandra discov-
ered she had stage III
breast cancer, the first
thing she thought about
was her family back in
Mexico. She’d recently
immigrated to the US,
alone, in search of a
better life, and had not
yet made any significant
connections or relation-
ships. But that changed

Alejandra sharing her story.

Photo credit: Digital Alliance when she walked into

‘Wellness House.

Feeling a deep sense of dread and a fear of death, she
found solace, friendship, and a newfound family while
attending the Spanish Wellness House Breast Cancer
Support Group. Alejandra calls the women in her weekly

meetings mis hermanas (my sisters).

“All the people I met at Wellness House—everyone from
the staff to the other participants—became my family,”
said Alejandra. “They gave me the courage and hope that
I could survive cancer.” Alejandra continues to attend

support groups, counseling, and yoga classes.

Offered at no cost, and as a complement to medical
treatment, Wellness House’s programs educate, support,
and empower participants in order to help them improve

their physical and emotional well-being.

You can help cancer patients and advance cancer

health equity by:

1. Making a donation through wellnesshouse.org.

2. Attending the 2024 Walk for Wellness House
on Sunday, May 5, 2024. See http://wellness-
house.org/walk.

3. Volunteering at the main location or a partner
location. To learn more, visit wellnesshousse.
org/volunteer.

4. Attending the Wellness House Ball held this fall.

5. Becoming a Wellness House sponsor. Just con-

tact Annie Hart at ahart@wellnesshouse.org.

1 Luigi Grassi, Daniel Spiegel, and Michelle Riba, “Advancing
Psychosocial Care in Cancer Patients.” Abstract. National
Library of Medicine, National Center for Biotechnology
Information, 4:6:2083 (December 2017): doi: 1012688/
f1000research.11902.1, eCollection 2017, https://www.ncbi.nlm.
nih.gov/pubmed/29259774

2 Tack, Laura, Patricia Schofield, Tom Boterberg, Rebecca
Chandler, Christopher N. Parris, and Philip R. Debruyne. 2022.
“Psychosocial Care after Cancer Diagnosis: Recent Advances
and Challenges” Cancers 14, no. 23: 5882. https://doi.
org/10.3390/cancers14235882

3 “Outcomes That Make a Difference,” DEIB, Wellness House
for Living with Cancer, accessed March 11, 2024, https://
wellnesshouse.org/deib-better-outcomes.

Experienced Chicagoland
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* Real Estate Transactiont

* Real Estate Litigation
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* Evictions

* Mechanics Lien Litigation
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THE LAW OFFICE OF DAMON M. FISCH, P.C.

WE ARE HERE TO HELP
www.fisch.law « 630-857-9511
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INSPECTION SERVICES

Seasonal Checklist

(]

Check for damage to your roof.

[ ] Have a professional air conditioning
contractor inspect and maintain your
system as recommended by the
manufacturer.

[ ] Check your fire extinguishers and
replace, if necessary.

[ ] Check your home for water leaks.

[ ] Check all the fascia and trim for
deterioration.

[ ] Replace all extension cords that have
become brittle, worn or damaged.

[] Check your water heater for rust, leaks,
and other issues.

B G

DUPAGE
PROPERTY
MANAGEMENT
LET US PROVIDE YOU
THE GC REALTY
EXPERIENCE™

X K K Xk
SrTF-!AIGHT up™

CHICACO INVESTOR

GC Realty & Development, LLC
gcrealtyinc.com | Mark@gcrealtyinc.com
630-781-6744 Call or Text

REALTY & DEVELOPMENT, LLC

CHICAGO'S RESPONSIVE PROPERTY MANAGER™
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"The gift of an ACHOSA home warranty has
become a staple in our client satisfaction
approach. Providing this added layer of
protection not only demonstrates our
E commitment to their well-being but also

\

contributes to a smoother and less stressful
f "y homeownership experience. ACHOSA has
A - i\ consistently delivered outstanding service,
making them our top choice for home
warranties. Kim, in particular, has proven to
be an invaluable asset to our partnership.
Her dedication to customer satisfaction is
evident in her willingness to go above and
beyond. The combination of fast and reliable
service, along with the exceptional customer
support provided by Kim, has exceeded our
expectations. We not only use their home
warranty on our own homes but we highly
recommend ACHOSA to anyone seeking a
’ reliable and stress-free solution for

' protecting their home."

-Fabio Brancati
@Properties
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Senior Sales Executive

847-975-6706
KimB@Achosahw.com

HIGHLY TRAINED At Trivedi &

AND EXPERIENCED 9.0l
ATTORNEYS paralegals have years

of experience helpin
COMPLETELY AN chniduats, s,
DEDICATED TO rreor,derlpas ind
THEIR CLIENTS aspect of residential and

commercial real estate.

Our attorneys will ensure that the

HEIRIENITESC (GO LG client's interests are protected,
REAL ESTATE  BUSINESS TRANSACTIONS :
will deftly move the
« COMMERCIAL LITIGATION M.
negotiation process along,
and get to closing.

300 North Martingale Rd. 550 W. Washington Blvd.
Suite 725 Suite 201 &

Schaumburg, IL 60173 Chicago, IL 60661 N
(312) 6127619 @@ 1rivedi& Khan

|

Mr. Kashyap V. Trivedi. Partner
www.TrivediKhan.com (224) 353-6346

L

-
(xR

> Trusted for generations to protect 100%
health, homes, businesses and the iR Ton
&

PEST SOLUTIONS environment since 1860/

800-GOT-PESTS? g rosepestcontrol.com
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Fountain Blue FOUNTAIN
2300 Mannheim Rd.

Des Plaines, IL 60018

o il O §

e

Author and speaker, John Israel, AKA Mr. Thank You, will
share his insights on creating unreasonable loyalty with clients,
teams, and VIPs who wouldn’t even THINK of working with

anyone but you!

This spring, Real Producers is uniting all Chicagoland RP publi-
cations for one big event designed to help you create unreason- Spea ker:
able loyalty by discovering the natural innate needs that move
customers to take action. And that’s not all—an RP social with John Israel

food and drinks will follow, giving you the perfect opportunity to AKA Mr. Thank You
network and connect with like-minded professionals across all
three Chicagoland RP platforms.

MUST RSVP, Limited Seating
Private Event for Real Producers and Preferred Partners only

SCAN TO RSVP

Contact Chicagoland@realproducersmag.com for event details
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TOP 150 STANDINGS

Teams and Individuals from January 1, 2024 to February 29, 2024

# First Name Last Name List # List $ Sell # Sell $ Total # Total $§ # First Name Last Name List # List $ Sell # Sell $ Total # Total $§
1 Tim Schiller 10 $9,863,500 5 $3,265,500 15 $13,129,000 35 Sairavi Suribhotla 1 $385,000 4 $2,465,905 5 $2,850,905
2 Oriana Van Someren 3 $5,665,000 2 $3,215,000 5 $8,880,000 36 Lindsey Paulus 1 $2,800,000 0 $0 1 $2,800,000
3 Linda Little 16 $8,536,020 0 $0 16 $8,536,020 37 Joseph Champagne 1 $975,000 3 $1,805,000 4 $2,780,000
4 Bryan Bomba 2 $2,415,000 3 $5,750,000 5 $8,165,000 38 Troy Cooper 4 $1,965,500 2 $798,900 6 $2,764,400
5 Kim Dalaskey 3 $4,670,000 5 $3,075,000 8 $7,745,000 39 lhab Riad 1 $1,345,000 1 $1,345,000 2 $2,690,000
6 Lauren Dayton 1 $7,550,000 0 $0 1 $7,550,000 40 Simran Dua 3 $1,405,500 2 $1,277,000 5 $2,682,500
7 Megan McCleary 1 $3,384,000 2 $4,119,000 3 $7,503,000 41 Geri McCafferty 1 $755,000 2 $1,918,000 3 $2,673,000
8 Kelly Stetler 2 $1,635,000 5 $5,107,000 7 $6,742,000 42 Marie McCall 1 $1112,500 1 $1,560,000 2 $2,672,500
9 Lina Shah 3 $3,019,000 3 $3,562,000 6 $6,581,000 43 Linda Feinstein 4 $2,610,000 0 $0 4 $2,610,000
10 Nathan Stillwell 3 $3,304,000 5 $3,129,000 8 $6,433,000 44 Michael Berg 7 $2,499,000 0 $0 7 $2,499,000
1 Dawn McKenna 3 $5,682,500 0 $0 3 $5,682,500 45 Rajasekhar Potluri 0 $0 6 $2,494,295 6 $2,494,295
12 Lance Kammes 8 $4,516,900 2 $958,000 10 $5,474,900 46 Sang Han 0 $0 2 $2,485,000 2 $2,485,000
13 Tracy Anderson 2 $2,929,509 1 $2,179,509 3 $5,109,018 47 Jeffrey Proctor 1 $1,225,500 1 $1,225,500 2 $2,451,000
14 Tim Binning 12 $5,042,215 0 $0 12 $5,042,215 48 Toral Bhansali 1 $2,450,000 0 $0 1 $2,450,000
15 Alice Chin 4 $3,690,000 2 $971,500 6 $4,661,500 49 John Papanos 0 $0 1 $2,450,000 1 $2,450,000
16 Susan Hoerster 3 $1,350,000 4 $3,252,400 7 $4,602,400 50 David Vivoda 0 $0 2 $2,411,000 2 $2,411,000
17 Kris Berger 1 $2,860,000 2 $1,390,000 3 $4,250,000
8 Walter Burrell ! $1730,000 2 $2:429,000 3 $4159,000 Disclaimer: Information is pulled directly from MRED, LLC. New construction, commercial transactions, or numbers not reported to MRED within the date
19 Leigh Marcus 5 $3.006,500 1 $805,000 6 $3.811,500 range listed are not included. Some teams may report each agent individually, while others may take credit for the entire team. Data is filtered through

Mainstreet Organization of REALTORS® and may not match the agent’s exact year-to-date volume. DuPage Real Producers and Mainstreet REALTORS®
20 Renee Hughes 2 $2131,000 3 $1,645,000 5 $3,776,000 do not alter or compile this data nor claim responsibility for the stats reported to/by MRED.
21 Tom Fosnot 6 $2,929,000 2 $830,000 8 $3,759,000
22 Patricia DiCianni 2 $2,910,000 1 $651,000 3 $3,561,000
23 Sam Dweydari 0 $0 2 $3,537,500 2 $3,537,500
24 Patty Wardlow 6 $2,204,500 3 $1,331,000 9 $3,535,500

( J
25 Kim Moustis 5 $1,572,400 4 $1,857,000 9 $3,429,400 E
Xperience.
26 Pat Murray 7 $2,750,610 1 $650,000 8 $3,400,610
27 Trevor Pauling 2 $1,600,000 2 $1,795,000 4 $3,395,000 Kn OWI ed g e {
28 Katie Minott 1 $1,275,000 1 $2,070,000 2 $3,345,000 R It
| eSUITS.
29 Briana Murray 1 $1,299,000 1 $1,882,500 2 $3,181,500
30 Lynda Wehrli 1 $445,000 3 $2,637,000 4 $3,082,000
LAW OFFICE OF
31 Vinita Arora 1 $540,000 6 $2,522,800 7 $3,062,800 J AMES F. WHITE, PC.
32 Maureen Rooney 5 $2.119,500 1 $835,000 6 $2,954,500 -
L]
33 Christine Wilczek 4 $2,437,000 1 $435,000 5 $2,872,000 Over 30 Years Of Experlence In Real Estate
34 Ryed Douedari 0 0 1 2,860,000 1 2,860,000 . . [ . .
y $ $ $ 630-466-1600 | jwhite-law.com | 160 S. Municipal Dr. Suite 100, Sugar Grove, IL 60554 €
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Tlluminate Your

ade to
EVENT PLANNING

nce — elevate
open—air
lence.

Personal Touch
Coordination
Full
Partial
Wording
Calligraphy

Theme Party Book
Printing
Thermography
Flat
Letterpress
Quick Turnaround

papertoparty@comecast.net
papertoparty.com

Painting & Decorating
“Where Vision Becomes Reality”

‘COMFORT

it’s Hard To Stop A Trane:

(630) 537-8367

HIGHLY TRAINED
EXPERTS IN
CUSTOMER
SATISFACTION.

N

HOME LIGHTING

§ All The Difference

'SERVING CHICAGO & SUBURBS

Kevin McVicker, Owner
4 GET A QUOTE “. 773-268-2050
info@mcmasterpainting.com
www.mcmasterpainting.com

ad|laGrange IL60525

P e et

© 2017 Trane,  Alfights resényed.

www.mycomfortemp.com

WE STAND BEHIND EVERY TRANE.

COMFORTEMP

Contact us right away, your local Trane Comfort Specialists™
with the reputation for reliability.
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TOP 150 STANDINGS

Teams and Individuals from January 1, 2024 to February 29, 2024

# First Name Last Name List # List $ Sell # Sell $ Total # Total $ # First Name Last Name List # List $ Sell # Sell $ Total # Total $
51 Kerry Koranda 1 $2,375,000 0 $0 1 $2,375,000 85 Courtney Stach 1 $1,435,000 1 $485,000 2 $1,920,000
52 Sharon Sodikoff 0 $0 1 $2,375,000 1 $2,375,000 86 Christopher Prokopiak 0 $0 3 $1,920,000 3 $1,920,000
53 Jennifer laccino 0 $0 3 $2,355,000 3 $2,355,000 87 Lisa Wolf 2 $1,135,000 2 $771,000 4 $1,906,000
54 Elaine Pagels 3 $1,190,000 3 $1,150,000 6 $2,340,000 88 Sangeeta Kapoor 0 $0 2 $1,904,175 2 $1,904,175
55 Ginny Stewart 2 $2,310,000 0 $0 2 $2,310,000 89 Josie Morrison 6 $1,295,528 2 $580,000 8 $1,875,528
56 Riz Gilani 1 $705,000 1 $1,600,000 2 $2,305,000 90 Stacey Harvey 2 $1,115,000 2 $730,900 4 $1,845,900
57 Karen Baker 1 $1,150,000 1 $1,150,000 2 $2,300,000 91 Maureen Flavin 2 $872,500 3 $965,000 5 $1,837,500
58 Michael Thornton 3 $1,136,000 3 $1,144,000 6 $2,280,000 92 Eric Andersen 0 $0 3 $1,826,700 3 $1,826,700
59  Keith McMahon 1 $550,000 2 $1,670,000 3 $2,220,000 93 Nancy Ritter 1 $575,000 1 $1,220,000 2 $1,795,000
60 Julie Schwager 3 $1,366,000 2 $841,500 5 $2,207,500 94 Lydia Memeti 1 $1,020,000 2 $760,000 3 $1,780,000
61 Joan Walters 2 $1,320,000 2 $875,000 4 $2,195,000 95 Lauren Walz 1 $1,025,000 1 $750,000 2 $1,775,000
62 William White 3 $1,710,000 1 $460,000 4 $2,170,000 96 Zilola Chulieva 0 $0 1 $1,750,000 1 $1,750,000
63 ElizaBeth Schoonenberg 1 $2117,778 0 $0 1 $2117,778 97 Paul Baker 2 $587,001 3 $1161,000 5 $1,748,001
64 William Urasky 0 $0 1 $2,117.778 1 $2117778 98 Margaret Smego 2 $1,110,000 1 $615,000 3 $1,725,000
65 Luljeta Bajraktari 1 $2,100,000 0 $0 1 $2,100,000 99 Tricia Hart 1 $1,110,000 1 $590,000 2 $1,700,000
66 Danelle Antipov 0 $0 1 $2,100,000 1 $2,100,000 100  Cynthia Windeler 3 $1,700,000 0 $0 3 $1,700,000
67 Nicholas Solano 3 $2,092,253 0 $0 3 $2,092,253
68 Colleen McCormack 1 $1,075,000 1 $1,010,000 2 $2,085,000 Disclaimer: Information is pulled directly from MRED, LLC. New construction, commercial transactions, or numbers not reported to MRED within the date

range listed are not included. Some teams may report each agent individually, while others may take credit for the entire team. Data is filtered through
69 Kimberly Brown-Lewis 0 $0 5 $2,083,000 5 $2,083,000 Mainstreet Organization of REALTORS® and may not match the agent’s exact year-to-date volume. DuPage Real Producers and Mainstreet REALTORS®

do not alter or compile this data nor claim responsibility for the stats reported to/by MRED.
70 Diana Ivas 1 $2,075,000 0 $0 1 $2,075,000
71 Julie Hennessey 0 $0 1 $2,075,000 1 $2,075,000
72 Gail Niermeyer 1 $2,070,000 0 $0 1 $2,070,000
73 Cheryl McDonald 1 $567,000 2 $1,500,000 3 $2,067,000
74 Jen Coyte 2 $2,060,000 0 $0 2 $2,060,000
75 Natalie Ryan 0 $0 3 $2,055,000 3 $2,055,000
76 Niles Patel 1 $2,012,500 0 $0 1 $2,012,500
77 Shirin Marvi 2 $1,298,053 2 $714,053 4 $2,012,106
78 Subhapriya Lakshmanan 0 $0 5 $2,012,100 5 $2,012,100
79 Joseph DiCianni 0 $0 2 $2,011,000 2 $2,011,000
80 Sarah Leonard 1 $290,000 6 $1,714,500 7 $2,004,500
81 Elaine Zannis 2 $1,985,000 0 $0 2 $1,985,000
82 Puneet Kapoor 2 $1,337,000 1 $640,000 3 $1,977,000
83 Kari Wilson 0 $0 5 $1,954,900 5 $1,954,900 c%:.r;\: | Pat c? o) DTS e

’ ’ Executive Loan Officer | Rocket Mortgage

84  Tina Porterfield 1 $855,000 1 $1,075,000 2 $1,930,000 Ro C K E T M o rtg a g e 'ﬁggg ‘;af::naii:l :i' LHCER LU RpEss

46 - April 2024 DuPage Real Producers - 47




THOUGHTFUL SOLUTIONS

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

IN INTERIOR DESIGN

Educational Moment Brought to You By Visual Filmworks

i i:},i gde to
n Conte N

-
“a

The 2 things

you need to

doin 2024
to shine.

PR SR s ) ey - ; Ol.

224-707-0138 <L - .
BLAIR@BLAIRCROWNDESIGN.COM [ g Entertain

After a long day, your possible viewers don't
want to be sold to, they want to zone out and

CHICAGO ' . 1 . laugh. When you post, you should be adding

value to that viewers life. One of the ways to do

TITLE | o Ry W this is by entertaining the viewer. A funny TikTok
£ Dance is fine, but what is even better is if you
1847 2022 : - can find ways to promote your service while still

entertaining. It's a WIN-WIN.

02. Educate

Not everyone logs into social media for a laugh.
Sometimes they want to learn something. Be a
thought leader in your industry by providing
knowledge that your potential client is looking
for. Provide them with anywhere-anytime
learning.

LET’S BUILD TOGETHER

Call me so we can tallk abon;

InHere:

Chicage Agent One:

Mobile Earnest Money Doposit:

Target Marketing:

CALL US TODAY!

Deborah W. Cain « Donna Craft Cain, P.C.
3 East Park Boulevard - Villa Park, IL 60181

(630)941-8650 - donna@donnacraftcain.com
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What does this look like? Scan the gr code to learn more.

RYAN HORVATH :
P: 224242 E




TOP 150 STANDINGS

Teams and Individuals from January 1, 2024 to February 29, 2024

# First Name Last Name List # List $ Sell # Sell $ Total # Total $ # First Name Last Name List # List $ Sell # Sell $ Total # Total $
101 Kris Maranda 2 $507,000 4 $1,181,900 6 $1,688,900 135 Kavan Hoff 0 $0 1 $1,435,000 1 $1,435,000
102 Virginia Jackson 0 $0 3 $1,682,410 3 $1,682,410 136 John Garry 2 $700,500 1 $725,000 3 $1,425,500
103 Priten Patel 0 $0 1 $1,676,700 1 $1,676,700 137 Diane Coyle 2 $1,408,900 0 $0 2 $1,408,900
104 Chris Pequet 1 $1,675,000 0 $0 1 $1,675,000 138 Julie Riddle 0 $0 3 $1,401,000 3 $1,401,000
105 Ryan Cherney 4 $1,569,867 1 $85,000 5 $1,654,867 139 Anuj Arora 2 $1,400,000 0 $0 2 $1,400,000
106 Rose Baldwin 0 $0 1 $1,650,000 1 $1,650,000 140 Anne Monckton 0 $0 1 $1,375,000 1 $1,375,000
107  Colleen Keleher 1 $1,650,000 0 $0 1 $1,650,000 141 Erin McLaughlin 1 $1,375,000 0 $0 1 $1,375,000
108  Karen Lippoldt 1 $730,000 2 $902,000 3 $1,632,000 142 Al Bakir 0 $0 1 $1,375,000 1 $1,375,000
109 Joe Cirafici 2 $1,095,000 1 $526,000 3 $1,621,000 143 Yaser Zabadneh 1 $685,500 1 $685,500 2 $1,371,000
110 Craig Sebert 1 $739,000 1 $875,000 2 $1,614,000 144 John Wilt 3 $1,369,900 Y $0 3 $1,369,900
m Kathy Volpe 1 $405,000 2 $1,205,000 3 $1,610,000 145 David Gust 3 $1,365,000 0 $0 3 $1,365,000
12 Cindy Purdom 1 $829,900 2 $774,875 3 $1,604,775 146 Samuel Mrofcza 1 $345,000 2 $1,015,000 3 $1,360,000
13 Linda Hall 1 $1,600,000 0 $0 1 $1,600,000 147 Eric Logan 2 $900,900 1 $450,000 3 $1,350,900
14 Gary Hersted 0 $0 1 $1,600,000 1 $1,600,000 148 Steve Jasinski 1 $460,000 2 $865,000 3 $1,325,000
15 Jane Lee 0 $0 2 $1,595,000 2 $1,595,000 149 Shaine Muha 1 $1,320,000 0 $0 1 $1,320,000
16 Michael Odeh 2 $1,268,000 1 $325,000 3 $1,593,000 150 Beth Burtt 0 $0 1 $1,320,000 1 $1,320,000
n7 Julie Sutton 3 $1,590,000 0 $0 3 $1,590,000
18 Catherine Smith 4 $1,295,000 1 $285,000 5 $1,580,000 Disclaimer: Information is pulled directly from MRED, LLC. New construction, commercial transactions, or numbers not reported to MRED within the date

range listed are not included. Some teams may report each agent individually, while others may take credit for the entire team. Data is filtered through
19 Misael Chacon 3 $1,561,250 0 $0 3 $1,561,250 Mainstreet Organization of REALTORS® and may not match the agent’s exact year-to-date volume. DuPage Real Producers and Mainstreet REALTORS®

do not alter or compile this data nor claim responsibility for the stats reported to/by MRED.
120  Crystal DeKalb 1 $321,000 3 $1,239,000 4 $1,560,000
121 Raymond Morandi 2 $1,555,000 0 $0 2 $1,555,000
122 Teresa Ryan 4 $1,525,500 0 $0 4 $1,525,500
123 Laura Catrambone-Gerace 1 $750,000 1 $750,000 2 $1,500,000 I\‘ NIKO-LAW LLL
124 Natalie Weber 1 $1,495,000 0 $0 1 $1,495,000
125 Jon Svitak 1 $620,000 2 $860,000 3 $1,480,000
126  Samantha Bauman 2 $1170,000 1 $309,000 3 $1,479,000
127  Natasha Miller 2 $1,475,000 0 $0 2 $1,475,000 Let Us Assist With All Your Bea| Estate
128 Jennifer Conte 1 $1,470,000 0 $0 1 $1,470,000 Legal Needs & Questions!
129 Isabel Wolf 2 $590,000 2 $880,000 4 $1,470,000
130 Luke Jorwic 0 $0 1 $1,470,000 1 $1,470,000
131 Laura Topp 0 $0 1 $1,468,000 1 $1,468,000
132 Kristen Jungles 1 $1,454,418 0 $0 1 $1,454,418 Attorney at Law | Niko Law LLC

7808 W. College Dr., STE 4SW | Palos Heights, IL 60463

133 Jessica Konkowski 1 $200,000 1 $1,250,000 2 $1,450,000 708-966-9388
134  Sue Pearce 4 $1,440,700 0 $0 4 $1,440,700 info@niko-law.com
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c B Stand Out. Stay Top of Mind. Sell More. [a] =[]

MAR\IINQS

MAILERS

- - 630.548.2650 - marvinsmailers.com - hello@marvinsmailers.com

Scorched Earth Brewing Algonquin
Arlington Ale House Arlington Heights
Brew on the Wall Arlington Heights
Hopvine Brewing Company Aurora
Wolfden Brewing Company Bloomingdale
Rock Bottom Brewery Chicago
Whiner Beer Company Chicago
DryHop Brewery Chicago
Goose Island Chicago
Moody Tongue Brewery Chicago
Miskatonic Brewing Company Darien
Alter Brewing Company Downers Grove
Emmett's Brewing Company Downers Grove
Goldfinger Brewing Company Downers Grove
Elmhurst Brewing Company Elmhurst
Smylie Brothers Brewing Co. Evanston
Temperance Beer Company Evanston
FEW Spirits Evanston
Sketchbook Brewing Company  Evanston
Flossmoor Station & Brewery  Flossmoor
Stockholm's Restaurant & Brewery Geneva
Penrose Brewing Company Geneva
Art History Brewing Geneva

Sue, Mia, Penny, Karen, Jennifer

Phouny @ Blien

R

630.207.7001
penny.obrien@bairdwarner.com
www.penny-obrien.com

InfoCard™ www.infocardmarketing.com 630-548-2650

@ Each offce s independently owned and operated. This is not

SRR intended as a solicitation if you're working with another broker.

KELLY LAW FIRM

HANDLING CLOSINGS
IN ALL CHICAGOLAND
COUNTIES.

Professional, Healthy & Courteous
Beautiful Cleaning

120% SALE

on our carpet,
upholstery drapery and
tile cleaning services

CALL TO SCHEDULE

630-960-9422

To find all our services, go to
www.bella-cleaning.com

-+ 111 E. JEFFERSON AVE., SUITE 103 ,I
NAPERVILLE, IL 60540 |

PKELLY@KELLY-LAWFIRM.COM | 630.660.4963 | KELLY-LAWFIRM.COM
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SELECT
SURFACES

TRANSFORM
YOUR KITCHEN

Custom Countertops. Guaranteed for Life

W

41y

Contact Us Today To Get Started!

Ask us about our Community Matters Program

847.260.5940

135 E Van Emmon St. | Yorkville, IL 60560

9894 Franklin Ave. | Franklin Park, IL 60131
www.selectsurfaces.net | support@selectsurfaces.net




YEARS OF
Rp ‘ % THE N2 COMPANY

We never let a good deal

FLOAT AWAY
>

We had a great experience with Isla, Alex, and the

rest of the Ranjha Group team! We appreciate how

professional the team is, specifically, the speed and

clarity of the communication. We highly recommend R
working with them!

f -Rolando H RANJ H

- @ LAW GROUP

CLOSE YOUR NEXT DEAL WITH US! | 503 Commerce br ste 210

With over 75 years of combined experience, our seasoned staff are more than ready to take 630-277-93',68 * ranjhalaw.com
your client on a stress-free journey to the closing table! LYo in|

PARTNER WITH A
MORITGAGE EXPER

DAN GJELDUM

SVP of Mortgage Lending

O: 773.435.0654

Eluarant&&cw£ C:312.543.9692
DAN@RATE.COM

WWW.RATE.COM/DAN

OVER $1 BILLION CLOSED SINCE 2019



