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Moving & Storage

At Revolution Mortgage, our team of expert mortgage lenders combine decades of experience

Zippy Shell treats each customer with the highest quality of care for all services. We bring the with a commitment to home lending. We use cutting-edge technology to ensure efficiency and
storage container to you. precision, dedicating ourselves to the success of our partners and clients. Are you ready to

revolutionize your deals with our expertise and innovative solutions?

You load the street-legal Zippy Shell at your own pace and when you're done, we'll pick it up . 5 g
and take it safely to storage or your new home local or nationwide. It's as easy as that! Join the Revolution and experience the future of mortgage lending!

!
— —— —— —

"We came to know the owner of Zippy Shell
Greater Columbus, David Rothman, after we
sold his home. We have used Zippy Shell
numerous times and fully trust their services

and staff with our clients."

[ :
CBUS

TOP PICK

We offer:
Traditional Zippy Shell or POD-Style Containers

Local & Nationwide Moving
Indoor Climate Confrolled Storage _
DIY Loading or Full Service Loading is available ™ Ip-fi

BRANCH BROCOCT]

Call 614-915-0800 and mention this offer
to claim one month of FREE declutter storage! R OMPANY NMLSHICEE0ke

AW F_FuTI  EMEMT | T2 Fi I'Ir.-H1I |_|I LLC. D.B.A. Revolution Mortgage is an Ex
o T

- i 5 =rein is v a . y LIF 0
lepySheIICOIumbus'com : .". B5 D ay, EﬁuitF- I]II'.'J u. ‘-:'.-: .-!Z'JH 43219 - Branch NMLS# 2148938 - Branch Phone: 614-697-00N
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into their homes with confidence. Whether you are looking to purchase,

refinance or renovate, we know the way home and will walk there with you.

42

Featured ¢ L j Real
Affiliate: - Producer:

Black Tie gic b o Seth
Moving Janitzki

56 »
JTonsso }/,{'\\~ Ruoff

MORTGAGE

&

"..EZ :
|.\..
2R

CONTACT US AT ONE OF FIVE CENTRAL OHIO LOCATIONS, OR APPLY ONLINE AT RUOFF.COM

If you are interested in contributing or nominating Realtors for certain
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PREFERRED PARTNERS

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

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

are proud to partner with you and make this magazine possible. Please support these businesses and thank

them for supporting the REALTOR® community!

AUCTIONS AND
DOWNSIZING
Auction Ohio

(614) 846-3300
www.auctionohio.com

BASEMENT
WATERPROOFING &
BASEMENT REPAIR
Buckeye Basement Solutions
(614) 245-3705
buckeyebasement
solutions.com

BUSINESS COACHING
Whitney Abraham Co.
(303) 929-6040
www.whitneyabraham.com

CLOSING GIFTS

Cutco Closing Gifts
(937) 594-1613
360businessgrowth.com

CONSTRUCTION, REHAB
& CONDO LENDING
CIVISTA BANK

(614) 210-2427 x11827
civista.bank

CONSULTING
Phillips Consults LLC
(614) 732-1283

CUSTOM BUILDER
Parry Custom Homes
(614) 321-8199
experienceparry.com

The Steele Group
(614) 560-0188
steelegroupbuilders.com

CUSTOM HOMES
Compass Homes
(614) 419-0963
compasshomes.com

DOWNSIZING &
DECLUTTERING

Suzy’s Helping Hands
(614) 560-5448
suzyshelpinghands.com

HOME INSPECTION

Cap City Property Inspection
(614) 654-6632
capcityinspect.com

Habitation Investigation
(614) 413-0075
homeinspectionsinohio.com

Linkhorn Inspection Group
(614) 260-1776
linkhorninspections.com

HOME PREPARATION
SPECIALIST
HOMEstretch

(419) 234-8161
home-stretch.com

HOME WARRANTY
First American
Home Warranty
Lauren Calhoon
(614) 633-7295

HSP - Home Service
Plan of Ohio

(614) 626-3984
myhomeserviceplan.com

INSURANCE
Comparion
Insurance Agency
Megan Brooks
(614) 372-9858

MARKETING / BRANDING
Orange Visuals

(614) 218-3135
orangevisuals.com

MED SPA/ WELLNESS
Hydrate Me

(614) 965-6603
hydratememedspa.com

MORTGAGE LENDER
American Eagle Mtg Ohio
Pwd By CrossCountry LLC
(614) 433-9662

Lower Local
(412) 926-4175
lower.com

NFM Lending
(614) 840-5013
www.davidarocho.com

Revolution Mortgage
(614) 620-0681

Ruoff Mortgage
ruoffmortgage.com

The Union Bank Company
(484) 515-471
TheUBank.com

UMortgage
(740) 504-4894
umortgage.com

Union Home Mortgage
Sarah Engstrom

(614) 975-7333
uhm.com/sengstrom

Union Home Mortgage
Noah Brader

(614) 212-6921
uhm.com/nbrader

MOVING & STORAGE
Zippy Shell Columbus
Dave Rothman

(614) 812-7970
zippyshellcolumbus.com

MOVING COMPANY
Black Tie Moving
(614) 599-3693
blacktiemoving.com

PHOTOGRAPHY

Kristen Nester Marketing
& Photography

(614) 314-9340
kristennester
photography.com

Wes Mosley Photography
(740) 816-2707
www.wesmosley
photography.com and
boardandbatten.us

REAL ESTATE
ORGANIZATIONS

Women’s Council of Realtors
(740) 501-3547
www.wcrcolumbus.org

REMODELER
Renovation Sells
(614) 714-6168
renovationsells.com

ROOFING & ROOF REPAIR
Lifetime Quality Roofing
(614) 581-7353
lifetimequality.com

ROOFING/SIDING/GUTTERS
Snyder’s Unlimited LLC

(614) 377-4529
www.snydersunlimited.com

TITLE COMPANY
Chicago Title
Susan Tridico
(614) 559-1184
ohio.ctic.com

Heart of Gold Title
(614) 398-8226
heartofgoldtitle.com

LandSel Title Agency, Inc
(614) 337-1928
landsel.com

Northwest Title
(614) 420-2995
nwtitle.com

Ohio Real Title
(216) 373-9900
ohiorealtitle.com

Resource Title
(614) 537-3096
resourceres.com

Stewart Title
(614) 818-1109
stewart.com

Title First
(614) 431-0497
titlefirst.com

ValMer Land
Title Agency, LLC
(614) 860-0005
valmerland.com

World Class Title
(614) 882-8022
worldclasstitle.com

VIDEOGRAPHY/
PHOTOGRAPHY
Buckeye Sky Media
(614) 425-5646
buckeyeskymedia.com

O {YDRATE ME

Health &'Wellnoss I« Acst < Medspa

HYDRATEME IS A LEADING PRACTICE
INIVTHERAPY, AESTHETICS AND MORE!

ST IR
PHOTO
DRONE

-

Uphold your professional reputation by using cinematic
real estate videos and fine art real estate photography.

014-425-5646

€ Buckeye Sky Drone Services @aaroncropperbuckeyesky Buckeye Sky Drone Services

www.BuckeyeSkyMedia.com
Dublin, OH 43016
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MEET THE Pl A7 Qo AL )iy fifortin
HOW TO CREATE MORE CONTENT WITHOUT
C O L U M B U S HAVING TO SPEAK ON CAMERA.

Looking to make social media a part of
your growth strategy in 2024? Whitney
Abraham, Business Coach, Marketing
Strategist and Co-Founder of REEL SOCIAL
AGENT shares how to start showing up on
social media without the first time film
jitters.

REAL PRODUCERS TEAM

While speaking on video is still the most accelerated way to build
your authority online, many Realtors find speaking on camera to be
uncomfortable in the beginning. But the good news, is that in 2024,

Katie Mastroianni, Kaitlin Hall, Christina Kitchen, Kaytlinn Barr

Owner and Publisher Assistant Publisher Ad Strategist Social Media you don’t even have to talk to create content that features YOU
katie.mastroianni@ & Editor columbusrealproducers Specialist online to hel P you ga in clients. How??
realproducersmag.com kaitlin.hall@ ads@gmail.com

realproducersmag.com

B-ROLL FOOTAGE.

If you've ever seen video content on social media that shows either
people doing things in the video where they aren’'t looking at the
camera and talking, or even footage that makes you feel like you're
exploring and seeing what the videographer is seeing - THAT is B-
Roll footage. It's casual in nature, meant to make you feel like you're
actually in the moment, and people LOVE to see it. There's
something about feeling like you're looking behind the scenes of

Wes Mosley, Timothy Kristen Nester, Aaron Cropper, someone else's world - and video content that uses B-Roll footage

Photography Zaritskyy, Photography Videography performs really well on social media.
Videography & Photography

Want some ideas on where to start? We've put together a resource of
more than 50 Real Estate Video Ideas for you to capture, none of
which require you to talk, and you can download it with the QR code
for free!

P LSOCIAL

WAS CREATED FOR BUSY BUSINESS OWNERS LIKE YOU.
Reel Social is the done with you content creation company 1
that helps Real Estate Professionals curate the social content [ —
{f

/

Carol Rich, Heather Lofy, Nancy LaMareca, Jennifer Audrey Brill, Jeff Madison,
Writer Writer Writer McT/Iancyre, Writer Columnist that attracts their perfect leads over and over again.
riter

1:l SUPPORT | WORKSHOPS | CONTENT MEMBERSHIP \“3‘.’- = | l \ i

Ready to next level your online marketing strategies to grow
your real estate business but don’'t know where to start? Let's
chat.

i i
HELLO@REELSOCIALAGENT.COM @REELSOCIALAGENT

8 - June 2024



DY publisher’s note

YOU

AREN’T

LIKE

THE

Others

/r - KATIE MASTROIANNI p.m. for our annual | Heart
2 b

FIVE YEARS AGO this past April, | joined Real Producers and from
that moment on, my life pretty much did a full 360. Before being hired
on with Bobby, the original owner of RP Columbus, | spent eight years
as an affiliate in our industry. Two years working as a loan officer
assistant and nearly six years in the title industry and now, | own my
own company and have the privilege of leading this platform. | love my
previous roles because | have had the advantage of seeing an agent’s
experience as well as an affiliate’s experience during a transaction.

This industry can feel like a love/hate relationship at times and while we all
have our roles to play in getting a client to the closing table, sometimes the
“crap” rolls downhill to the affiliate. I remember cleaning up many messes

at that closing table and ensuring everyone involved looked like a hero after
panicking to get papers hot off the press due to a lender waiting to get docs

to us last minute and then organize them for signature. We would like to say
that people assumed we had a “magic printer” that just printed them in proper
order. To be honest, in that position, you can also work with REALTOR®
partners who are less than kind or respectful of the part that you play in that

transaction, and at times, it was disheartening.

On the contrary to that experience, since being with RP, the level of agents and
affiliates that I have had the pleasure to get to know and build relationships with
over the past five years has been nothing short of refreshing and inspiring. In
any industry, you can have bad apples and those that just shouldn’t be allowed in
the space with the true professionals. I bet an agent or affiliate you have encoun-
tered in your career comes to mind even now. I have been at the closing table

many a time thinking, this client deserved better professional assistance.

However, the community that we are a part of here at Real Producers has
renewed my belief in agents and affiliates who live to serve with integrity,
determination and excellence. True professionals who are dedicated to evolv-

ing, educating and collaborating.

More than ever, our industry is dependent on individuals like this and like you.
‘We MUST continue to connect with one another and hold each other account-
able to ensure the community understands our value and the magic that is
worked behind the scenes for our people. Unless you are in the trenches

and experience a real estate transaction, you JUST DON’T KNOW. At Real
Producers, we are committed to helping communicate the value that you bring

to our communities and bring you together in meaningful and impactful ways.

Have an idea? Let me know! We are here to serve you. We love real estate
and live to share the value that each of you brings. Never forget the difference
that each of you make and on the hard days, remember that ONE transaction.
You know the one, that elderly couple you helped in their next season of life,
the first-time homebuyer, the single mother who is buying her first home, the

family who lost a loved one and needed your help - THAT transaction.
We Love You!! YOU make a difference and are set apart from the rest.

Your Friend,

See you on June 18 at 2

. REALTORS® event - get
Owner & Publisher your ticket at our Eventbrite

614-900-1279 link on our Facebook page
katie@rpcolumbus.com

Unwavering dedication to
black-and-white transparency

R

"l highly recommend Jared Gulau and his team!
Very professional and gets the job done.

I never had to worry! Since, | have recommended
Jared to neighbors and clients, and all had nothing
but amazing things to say about him and his team!"

-Seana Maree Espy, Realtor
CUTLER REAL ESTATE

LIFETIME QUALITY " i
lifetimequality.com

Jared Gulau jgulau@lifetimequality.com | 614-581-7353

‘ National Commercial and Residential Consultant, Lifetime Quality Roofing and Storm Restoration.



P> featured affiliate

W ALBANY

By Kaitlin Hall « Images by Orange Visuals

FROM 16-YEAR-OLD LOVE BIRDS TO BUSINESS OWNERS, SARAH AND MATT DORSKY
HAVE A WINNING RECIPE FOR SUCCESS, PERSONALLY AND PROFESSIONALLY.

High school sweethearts, the couple
grew up in northeast Ohio before
moving to central Ohio for col-

lege. Sarah holds a nursing degree
from Capital University while Matt
studied Fire Science and is an EMT
and paramedic. Sarah started her
career as an emergency room nurse,
then transitioned to family practice.
Matt, on the other hand, worked

at a trauma center before shifting
into a role as a full-time firefighter.
While working at the trauma center,
he was approached by a doctor who
also serves as the medical director
for Hydrate Me, an IV therapy and
medical aesthetics company. Matt
subsequently became one of the
company’s first paramedics. Then,
another opportunity presented itself

- becoming a franchise owner.

“Matt has always been very busi-

ness minded. I loved what I was

doing and questioned whether
we could afford to own a busi-
ness,” said Sarah. “We, alongside
our partners, Matt and Kiley
Frazier, have now been open for
almost two years, however, and
are proud to say we are the first
Hydrate Me franchise.”

Sarah started part-time with the
company, but the pandemic forced
her to look into it further. She
slowly earned her certification in
aesthetics and today is the leading
nurse practitioner and only full-
time employee at the New Albany
location. They have grown to a
team of 20, including wellness

coordinators, medics and nurses.

“Our people are our differentia-
tor,” she said. “I went to school
with or previously worked with

all of our nurse practitioners and

they in turn have recruited those they
work with on a full-time basis. Just like
Matt and I, they have put their blood,
sweat and tears into this business.
Most of them are part-time as well,
which shows how passionate they are

about this work.”

So, what exactly is a med spa?
Hydrate Me offers a full menu of well-
ness IV’s, aesthetics, anti-aging and
weight loss options to help you look
and feel your best. IV’s range from
basic wellness IV’s to very specific
IV’s like a migraine drip. Their aes-
thetic lineup includes Botox and fillers
as well as RF microneedling and laser-
ing geared toward transforming skin
health. Related to anti-aging, they
provide advanced NAD+, an intense
anti-aging drip that heals mitochon-
drial health on a cellular level. Their
most unique and valued treatment is

High Dose 10-pass Ozone Therapy.

Columbus Real Producers - 13



=Sarah, Matt_ar_1d their thrée-girls. From left to.right: Noraﬁ.(7), Sadie (5) andJosie;(10):
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“We are the only med spa in

Ohio, and one of only a few in the
Midwest to carry this device,” said
Sarah. “Ozone therapy is used

by those suffering from chronic
inflammation, brain fog, autoim-
mune diseases, chronic or acute
illness, or those trying to prevent
disease. I can personally speak to
its benefits. It is part of my regular
treatment to help reduce inflamma-
tion and pain as a result of having

Psoriatic arthritis.”

Hydrate Me rolls out the red
carpet for their clients as well.
Not only do they offer a concierge
service, which means if you

are home sick or stuck at the
office, they will bring your IV
treatment to you. Another thing
that sets them apart is their
membership offerings. Two levels
of membership gain customers a
certain percentage off all products
and services each month. But

that’s not all - they recently

& HYDRATE ME

OZONE THERAPY

moved to a credit/bank membership system.
Any membership dollars you pay get banked
so that customers can accrue money to be

used in the store at a future date.

She offers the following advice for those

in the real estate industry: “REALTORS®
work harder than most people realize and
are always focused on the next client or how
they can help current clients. Our services
give you the chance to work and relax at the
same time, giving you the refresh you need
so you can be the best REALTOR® possible.”

Personally, Sarah and Matt have three girls,
ages 10, 7 and 5 and two dogs. They live on
13 acres east of Columbus where they have
a vegetable garden and chickens. She loves
making homemade bread and teaching her

girls the importance of “sowing seeds.”

“We live in such an instant

gratification culture. I enjoy
seeing my girls get excited
to check our garden
each day to see

how things are

progressing and helping with bread making since

it’s not a quick thing to do.”

Visit hydratememedspa.com to book an appoint-
ment online, or call 614-965-6603. Walk-ins for IV

treatments are welcome. And stay tuned for new

locations opening near you! In the next year,
the company expects to double in size.
In addition to the original location in
Grandview and the New Albany
site, Hydrate Me will open in
Dublin this summer and

is finalizing plans

OUR

- SERVICES
GIVE YOU

THE CHANCE

TO WORK AND

RELAX AT

THE SAME TIME,

GIVING YOU THE REFRESH
YOU NEED SO YOU CAN BE

BEST REALTOR®

POSSIBLE.



Customer service is the Explore the benefits of working with UVCaprlal
SINGLE most important piece
of a transaction.

SR. LOAN
OFFICER
ANDY PAYNE
NMLS 2046562

(T40) 504-4894
Columbus, OH
andy payne@umcincy.com

Do you know how long your clients wait on hold or wait

) = . :'q ’;ﬂfﬁﬂﬁﬁ,ﬁiﬁfﬂ?&gﬂﬁﬁ;ﬁ : B Clear to close in 14 days or less “Thank you for all you did to assist us
fﬂl‘ SErvice« AI’E the peuple taklﬂg the" G&"S AS A REALTOR. IT GIVES ME THE = Constant communication with in closing on our home. | appreciate
. : * - UNDERSTANDING OF HOW BOTH SIDES WORK, )
empathetic and understanding of the situation? AND HOW WE NEED TO WORK AS A TEAM ON agents and borrowers how you moved so quickly and
i fg;;gm TO PROVIDE THE BESTSERVICETO gt the CD out after initial undenwrite provided outstanding options that
. FINANCING OPTIONS + Bolt underwrite-get fully approved worked perfectly for our situation. Very
These are the faces behind our locally owned and + Conveniona before making an offer responsive t every question and
= : « FHA, USDA, VA
operated business. We would appreciate the « One.-Time Cluse Consirucon + Weare YES peoplel Wealways iy | - walked us all the way through the
Aurtt {mmﬂm VA) APPLY WITHUS HEREL {4 find a way to make a deal work! process. | will definitely recommend
Uppﬂ Lni 5\' 0 earn ?DH I'S. . 1% Dm;, * Aggressive rates. We'll beat any any of my friends looking to purchase
* Bank Slaisment BICR quote you get. homes. Just an amazing experience!”
« Commercal

OWNER'S TITLE INSURANCE PROTECTS YOUR
YOUR KIDS...

YOUR GRANDKIDS...

YOUR GREAT-GRANDKIDS AND...

WELL, YOUGET THE IDEA.

Home Warranty

FAMILY OWNED AND OPERATED

L

Susan Tridico-Prince
Senior Sales Executive
Cell: 614-208-1750
Susan.Tridico@ctt.com

CHICAGO TITLE

We Offer Six Convenient Office Locations:

B 14- B 26 - 3984 445 Hutchinson Ave. 58 5. Second Street 3989 Broadway 12500 Reed Hartman Hwy 1430 Dak Court 25 Town Center Blwd.,
Suite 250 Newark, Ohio 43055 Grove City, Ohio 43123 Suite 120 Sujve 101 Suite 104-E

- Worthington, Ohio 43235 740-349-0251 514-559-1100 Cincinnati, Ohio 45241 Beavercreek, Ohio 45430 Crestwiew Hills, KY 41017
m}'hnmﬂservlcep[a“.cﬂm 614-559-1100 513-489-9200 937-306-1700 513-489-9200
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Photo courtesy
of Tammy Dean
Photography.

P» on the rise

By Audrey Brill
Images by Kristen
Nester Photography

EMILY SMITH DEFINES SUCCESS AS
HAPPINESS AND KINDNESS TOWARD OTHERS:
“IT’'S NOT ABOUT WEALTH OR POSSESSIONS,
BUT THE IMPACT YOU HAVE ON OTHERS AND
THE LASTING IMPRESSION YOU LEAVE.”

Reflecting on her upbring-
ing, Emily acknowledges
the profound influence

of her parents’ careers
and a few moves that
their family under-

took. From Lynchburg,
Virginia, to Cincinnati,
Ohio, to Raleigh, North
Carolina, and then back
to Cincinnati, Ohio, each
move presented new chal-
lenges and opportunities
for growth. Witnessing
her parents’ resilience
and determination in the
face of these changes,

she internalized lessons
of perseverance and the

pursuit of dreams.

Her mother’s role as a
guidance counselor and
her father’s career as

a financial consultant

and real estate investor
instilled in her a robust
work ethic and resilience.
Yet, beyond these traits,
they also imparted values
of compassion, under-
standing and commitment
to helping others. Emily
cherishes memories of
working with her siblings
and helping her parents
with her dad’s investment
properties, tackling tasks
from wallpaper removal
to landscaping and

even occasional

demolition work.

She deeply admires her
parents for their will-
ingness to follow their
passions, take calculated
risks and extend support
to others, all while
prioritizing family above
all else. Their example
continues to inspire
Emily as she navigates
her path and family. “I
was taught to never give
up and to keep fighting
for your dreams.”

Emily went to The
Ohio State University,
where she was involved
in student and campus
events, and was even on
the homecoming court
in 2009. She met her
husband, Brandon, who
is one of her biggest
supporters and cheer-
leaders, at OSU. “He
always encourages me
to try new things and
believe in myself. He
always pushes me to

be better. We have a
great relationship and
compliment one another
extremely well.” Emily
graduated a quarter
early with a degree in
fashion merchandising
and marketing, to dive
straight into a job as a
project manager for a
company called PEP

in Cincinnati.




| HOPE THAT AS MY

CHILDREN GROW UP,

THEY TOO WILL BE
INSPIRED BY THE
WORK THAT

I DO.

PEP was only the beginning of Emily’s diverse and

impressive resume. She next went to M/I Homes in

| ™

AN Cincinnati as their marketing manager, before
' deciding to move to Columbus with her husband. In
Columbus, Emily joined the sales team with Ryan
Homes, which exposed her to the entire sales pro-
cess of new construction. She eventually went on

P
i’
. to accept a digital marketing position back at M/I

e ]I
"

c r 4
il j “I think my experience in new home sales and
A corporate settings with national homebuilders

has profoundly shaped my journey as a real

I estate professional. It has provided me with
[ invaluable knowledge of the process, and I

consider this an area of expertise as I prog-

ress in my real estate career.”

Through her experience at M/I Homes,
Emily got involved in the M/I Homes
Pelotonia team. Pelotonia is a non-
profit organization in Columbus.
She says, “I absolutely love
Pelotonia and everything it
stands for as I have many
family members and friends
who have been impacted by
cancer, including my dad,
grandmother, aunt and many
others.” This manifested in
Emily accepting her dream job
as Pelotonia’s marketing and
communications manager.
On top of these jobs,
Emily was also running
: V\ a jewelry business,
\ Miss Em’s, out of
\ her home!

Homes but at their corporate office in Columbus.

The end of this career marked the begin-
ning of her career as a REALTOR® with
CRT in 2021. Emily says, “I had always
wanted to get my real estate license, but
was terrified of going full commission

and taking that leap. I was constantly
doubting myself.” Her opportunity to leap
presented itself after she had her first
child and decided she needed a job that
offered a bit more flexibility. Her husband
encouraged her to take that leap of faith.
Emily fell in love with her career quickly
after it began, and the experiences and
knowledge gained from her past jobs made
her success possible. “I often wish I would
have taken the leap into real estate sooner
but am constantly reminded of all the
knowledge I gained from the companies,
mentors and roles I've had in the past. I
believe that without those roles, the start
of my real estate career could have been

very different.”

Fast forward to today, Emily is a

REALTOR® with Cutler Real Estate but Ot6 courtesy of

she is still involved in her social media Lindsey Schmitz.

and marketing roots with her own digital

marketing business, Every Bit Social. In "
g an enormous and exciting

her real estate career, Emily has found a purchase. She puts the

passion for helping others navigate such .
I ping S needs of her clients first,

saying, “I have wonderful
memories of my home

Emily with her family. From left to right: Emily’s growing up, and I want

husband, Brandon, their 1-year-old son, Charlie, Emily,
and their 3-year-old daughter, Sophia.

that to be the case for

each and every one of my

clients.” She loves getting
to form new connections
and make new friends
through her work. “This
job is incredibly reward-
ing. My hope is that in my
career as a REALTOR®,
my clients will remember
me for being there as their
mentor, their confidant,
and for making them feel

incredibly supported.”

The motivation behind
Emily’s hard work is

her family. She and her
husband have a 3-year-old
daughter, Sophia, a 1-year-

old son, Charlie, and

two dogs, Rex and Xena.
They love spending time
together and especially
enjoy being outdoors, tak-
ing walks or riding bikes,
traveling, supporting
OSU football, listening to
country music, and being
with friends. They also
value supporting nonprofit
organizations and

local companies, and
participating in various
fundraisers, while also
hosting their own. “I hope
that as my children grow
up, they too will be
inspired by the work that
I do, my entrepreneurial
spirit, my compassion, my
resilience to challenges
that I face, and my ‘if you
can dream it, you can do
it,” attitude. That’s the
lasting impression I want
to leave for them. And of

course, lots of love.”
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Builders are human too...

Last month, Jim and | spoke at an event for agents on
new home construction. We learned that only about 4
percent of new homes are getting inspections. We also
learned that most agents do not realize that there are
three inspections that can and should be performed on
new builds to protect their clients.

The first inspection is done before drywall is put up.
This allows the inspector to look at the electrical and
plumbing to make sure that nail plates are put in where
they should be. We performed post clearance mold
testing on a new home that was under 2 years old
because during construction, the builder did not put
nail plates where they should have been. Then, a nail
pierced the water line in the kitchen where it leaked for
2 years creating a mold issue behind the drywall. The
whole kitchen had to be torn out to the studs to figure
out the issue. All that hassle could have been prevented
by a pre-drywall inspection. We have also found major
joists cut out too much for HVAC venting needs and for
plumbing. Remember that once the drywall is up, you
cannot tell what is being hidden.

The second type of inspection is done prior to the
final walkthrough with the builder. We do our inspec-
tion about a week prior to the builder taking the
client through the home. This is essentially a full
home inspection that gives the buyer information
that they can take to the builder to have fixed prior
to purchase.

The last inspection is performed just prior to the
warranty expiring from the builder. This is typically a
year warranty, and we perform our inspection at 11

months. The home has gone through several season
changes at this point. The owners have been there for a
year and are able to let us know what they have seen
and experienced in the home. Our report can then be
taken to the builder prior to the warranty being over to
have them repair any issues that are found.

It is important to note that no home inspector should
be doing code inspections. The county or city will
have a representative come out for specific areas that
are required by them such as for septic. If we see a
potential issue, we have at times looked up the
manufacturer’s recommendations for installation to
verify correct practices as manufacturer recommen-
dations outweigh local code.

Contact us at Habitation Investigation to learn about
the new build packages we offer. They can be a la carte
or all three. If you have specific questions, feel free to
contact Jim and | for a coffee or lunch meeting to learn
more about this type of inspection and why it is so
important for your clients. As always, we are here to
educate and help. Call or text us at 614.413.0075 to
schedule or ask questions. You can also schedule online
24/7 at https://homeinspectionsinohio.com/.

u |
L]
HABITATION

INVESTIGATION
g

BEST HOME INSPECTION
COMPANY IN OHIO
614.413.0075
homeinspectionsinohio.com
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www.steelegroupbuilders.com o The Steele Group @steelegroupbuilders g kstites@steelegroupbuilders.com \. 614.560.0188

The Steele Group is a custom home builder
specializing in heirloom quality homes. Each
of our homes is one of a kind and features
luxury standard features.

Make Memor/;s:;ﬂﬁ
Last with Cutco!

Hannah-Marie K. Drown
Regional Sales Rep

360 Business Growth

CUTCO Closing Gifts and more!

(937) 594-1613
hmd@360branding.net
360BusinessGrowth.com

Residential | Refinance | Commercial | Land Development | Agricultural

Let Our Family Help
"Your Families"

e
llﬁw.]??% //@/"7 @W/M«

KELLY CRAYCRAFT
Owner/CEO

MIKE BOSTROM
Vice President

SARAH POLLYEA
General Counsel
kcraycraft@landsel.com mbostrom@landsel.com  spollyea@landsel.com

614.226.6751 317.418.1704 614.800.4992

landsel.com | 614.337.1928
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P> you ask. we deliver.

TRADES

TRUSTED TRADES are valuable vendors who know how to serve the needs of
REALTORS®. You may not require their services for every transaction, but
when the need arises, you’re grateful for them. This group of vendors is critical

to your business. Most importantly, these Trusted Trades will get the job done
and make you look awesome to your clients!

INSURANCE

- Break Free

From One Size Fits

o . ' \ All Health Coverage
b | Benefits Group'
s& ’ Health * Life » Semior Insurance

.
{ Afferdable insurance tallored just for you,

Call or Scan

for a free quote E E
614-806-4250
wiwrw.usabg.com/thinds

mEI

CUSTOM WINDOW TREATMENTS

(&éOT(_HA= CUSTOM WINDOW

OVERED= TREATMENTS

Click here to get started with
Shutters | Blinds | Shades | Drapes yourkcal desia S
Motorized Windows Treatments
Commercial & Residential

= Freein-home consultations
= Servicing the entire Columbus
market

Monika Torrence/
Dale Novy
614.468.3070

n facebook.com/MattressWarehouseofCentralOhio
7= @Mattress M onika
@Mattresswarehouse_Dale é

In Powell and Johnstown
* superior customer service since 2017

Llfl et ﬂ_l rIF'-| =]

www.MattressWarehouseCentralOhio.com
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Same Brand, New Reach — Tune in for free today
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HOMES

INFO@COMPASSHOMES.COM
614.957.3793
FOLLOW US ON soclaL: @0
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We Don't Build Houses,
We Build Homes.

See move-in ready homes and learn about
opportunities to build on your lot or one of
ours at compasshomes.com.




behind the
scenes vip

By Heather Lofy
Images by
Orange Visuals

shley Klingel knows what it’s

like to be a key player both

behind the scenes and at the
forefront of the real estate industry.
Not only is she the operations and
productions team leader with the
Columbus House team of EXP Realty, but
she’s also a licensed REALTOR® serving
the northern central Ohio market. She
got started in real estate in 2012 after

meeting Ryan Ruehle of EXP Realty.

“I met Ryan through a previous role,” shares
Ashley. “He said he wanted to hire me because

I was good at talking to people. Ryan, our team
leader, and Jon Harp, our agent success leader,
have been such important mentors to me.
Together between the three of us, we have grown
this mega team of amazing agents. Our mission is
to help new or struggling agents become suc-
cessful and cultivate a thriving business. Behind
every successful team and agent is a team

of professionals making it all happen,”

Ashley says. “The mission I have to

watch and help my agents flourish is

the same mission that I have for my

community as well. It’s all a very big

part of my being, to help and to service.”

EXP Realty has offices both in Westerville

and Marion, and Ashley’s job is transactional
support for 65 real estate agents daily. She helps
REALTORS® manage their production and
become well-rounded professionals in the indus-
try. She also got her real estate license in 2015
to further improve her knowledge and ability to

assist agents and their clients.

“Ashley joined the team in 2012 on a leap of
faith with a lot of promises and the idea of being
a part of something much bigger than we were
producing at the time,” Jon Harp shares. “She
has impacted many lives by helping our agents
become better REALTORS®. As our team admin,
she has been behind the scenes making every-
thing run smoothly for us. Without her, the
Columbus House Team wouldn’t be doing the

level of business we are currently doing.”

Ashley’s community is a huge part of her life.
The Waldo, Ohio native helps manage the Waldo
Community Facebook page and is on the Waldo




IT FEEDS MY SOUL

when people have enough
trust in me to be that point
of contact, both personally

and career-wise.

summer festival committee. She also
helped save the Waldo Swim and
Recreation community pool from closing,
creating and operating a pool board with
her cousin and raising $30,000 over two
years for repairs so people could spend

summers making memories.

“It’s a town of around 300 people, but it’s
my mission to make it a really great place
to live,” Ashley says. “I'm someone that

anyone in the community knows they can

reach out to for help at any time.”

Outside of work, Ashley loves spending
time with her family. She has four siblings
and 17 nieces and nephews she calls her
“littles.” Additionally, Ashley values

her close relationships with friends and
co-workers. She notes she couldn’t

do what she does without her co-worker
Michelle Sigler, the second

administrator on her team.

“Michelle has been an absolute blessing
to my career,” Ashley says. “She has been
the best co-worker. I couldn’t do what

I am currently doing without her.

She is my counterpart.”

One recommendation Ashley shares
with others new to the industry is to
join a team to have the support that she
EXPeriences - and gives to others - daily.

“As a brand new agent, the biggest struggle
is getting out of school and saying “‘What
do I do now?”” Ashley says. “With our
team, you have that full support and my
job is to walk you through every milestone
and hurdle, from listings to contracts, from

start to finish.”

Ryan Ruehle notes that Ashley is not only

an amazing addition to his team, but

also an amazing friend.

“She has been an unbe-
lievable partner in my
business, and has been
instrumental in us
growing to a consistent
top five team in the
market,” Ryan says.
“Ashley has gone above
and beyond expecta-

tions in ways that make

me proud to this day. She
consistently demonstrates
a strong work ethic, atten-
tion to detail and a willingness

to tackle any challenge that comes

her way. I am beyond grateful for what

Ashley has brought to my business and life and
am excited for the future accomplishments

we will tackle together.”

Ashley’s ultimate goal is to watch

her team succeed and see her

Ha vi ng peop le community succeed, too.
lOV ew h ere th ey “Having people love where
. . they live is very important
llv S U AL to me,” she says. “It feeds
EMP@RTANT my soul when people have
enough trust in me to be
T© ME 8 that point of contact, both
personally and career-wise. 1
love being the one-stop-shop call
for my agents, clients and com-
munity members. They can call me at

any time and I know I am helping them

succeed. I can’t see myself doing anything else.”




ESSENTIAL

.  TACTICS FOR
" REAL ESTATE

Zaritskyy,
Business
Strategist at
Orange Visuals

In the fast-paced real estate market, distinguishing yourself
as a real estate agent is essential. It’s not just about what you
do but how you communicate your value to potential clients
that sets you apart. Whether you’re working with first-time
homebuyers or experienced investors, articulating your value
clearly and effectively is vital to building trust and expanding
your business. Here are some essential strategies to help you
convey your worth as a real estate professional.

Start by defining what makes you different from other
agents. Is it your in-depth local market knowledge,

your negotiation skills, or your dedication to customer
service? Identify your strengths and package them into a
compelling value proposition. This is the cornerstone of

your brand and the first step in articulating your value.

Clients are looking for guidance, not just a sales pitch.
Position yourself as an educator and advisor rather than
just a salesperson. Share relevant market insights, buy-
ing tips, and property news through blogs, newsletters,
and social media. Using information to help guide them
will also help you in establishing credibility. By providing
valuable information, you demonstrate your expertise

and become a trusted resource.

Nothing is more powerful than past clients’ success

GENTS

One of your assets as a real estate agent is your network.
Highlight your connections with local contractors, lawyers,
and other service providers. Explain how these relationships
benefit your clients by facilitating smoother transactions

or getting exclusive deals. This not only shows that you are
well-connected but also that you are resourceful and proactive

in supporting your clients’ needs.

In real estate, there are better approaches than a
one-size-fits-all approach. Show potential clients how you
personalize your services to meet their personal needs.
Discuss how you tailor your strategy based on their prefer-
ences, budget, and timeline. This personal touch not only
enhances their experience but also sets them apart from

competitors who may offer more generic services.

The real estate industry is constantly changing, and staying
educated on the latest trends, laws, and technologies is cru-
cial. Let your clients know you invest in continuous profes-
sional development to serve them better. This commitment to
learning shows that you’re a dedicated professional serious

about providing the best possible service.

Articulating your value as a real estate agent involves more than
just telling people you are good at your job; it’s about showing
them through your actions, knowledge, and the personalized ser-

Soak up more sun this summer when you choose
Resource to take care of your next transaction!

CALL MY.NAN
OR PAPAW F

VN

RESOURCE

SETTLEMENT SERVICES

stories and positive feedback. Testimonials are powerful  vice you provide. Using these strategies, you'll communicate your Eath“_i:‘a"l : ?"‘“ IS““' »
Teghanal Pretiden wwtutive Loan Adviscr
because they provide social proof and real-life examples  worth effectively and build lasting relationships with your clients. MMLS 5248537 HMLS SIETI135 . GA Lic 56644

*ORISE M (514 535-6377

of your expertise. Include these reviews on your website,

. . . . . .. . . E rachelmags it maoom E dirsine@cemiam
social media profiles, and marketing materials. Sharing Remember, your value proposition in real estate is your W DHDE oo Rachal-Brithat-May W hitpeccm comy/Dicn-5na
specific times when you have successfully helped clients ~ promise to your clients. Make sure it’s clear, compelling, and el Wilsoe Bricige Rasd. Stita 507 S48 Stioco Darty Rt Sule 102

Warthingaan, OH 43085 Hiliard, OH 43026

navigate the real estate process shows your value. consistent, and you will see your business grow.

el Horsing Opporiun ity N 535003

@[’ MAY-SINE TEAM

Reach out to us at realtor@orangevisuals.com or visit our website at orangevisuals.com to learn more about how we can assist you!
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BASEMENT SOLUPIONS

GQUALITY SOLUTIONS AT AN AFFORDABLE PRICE

SAMPLE OF OUR SERVICES
« DRAINAGE SOLUTIONS

«CRAWL SPACE
s WATERPROOFING
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Locally Owned & Operated

614-956-4592
Call for a FREE Quote!

www.buckeyebasementsolutions.com
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Andi Brown Dalton

Worldwide
Resources

Hometown Expertise

Aith Stewart Title you get a partner who delivers

Contact us today to enjoy a better
experience wherever you are.

Michelle Purdy
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I have done a couple of closings

- with Valmer now and | have to say
that they provide outstanding
service all around. Their
communication is superb and their
client service is amazing. |t is great
to get to work with such a
professional organization and |
look forward to doing many more
clasings with them gaing forward

Gragg Hesterman
e e Frarizens

@ @ValmerTitle

( (414) 860-0005

9 klambert@valmertitle.com
@ www.ValmerLand.com

SNYDER'S UNLIMITED LLC
www.snydersunlimited.com

(614) 971-5081

ROOFING/SIDING/GUTTERS | &%

SPECIALIZE IN INSURANCE
MEDIATION

PREFERRED CONTRACTOR
FOR LEADING INSURANCE
COMPANIES
LICENSED/INSURED/
BONDED

LOCALLY OWNED &
OPERATED

REQUEST A FREE
ESTIMATE

] snydersunlimited@gmail.com

@ 3966 Brown Park Dr. Suite G
Hilliard, Oh 43026

@ /Snyder’s Unlimited Contracting
[snydersunlimited
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COLDWELL BANKER REALTY

P» agent on fire

DEWAYNE

YATES

By Heather Lofy
Images by Kristen Nester Photography

Perseverance has
been a common theme in
Dewayne Yates’ life. Growing
up in Kentucky, Dewayne’s
family was affected by
addiction. He was also figuring
out how to be his true self
in a small town.

“I almost didn’t graduate high

school,” Dewayne says. “I was a lit-

tle bit rebellious, not because of my
attitude or disrespect, but because
I felt like I didn’t have anyone in my
corner. People there weren’t famil-
iar with the LGBTQ community.
My first stretch of coming out of
my shell was trying out for cheer-
leading during my senior year of
high school. That confidence boost
helped get me where I am today.
And although my family had their
challenges, they have always rallied
behind me.”

After high school, Dewayne decided
to move to Ohio and call Columbus
home. Here he persevered again -

this time to star on a reality televi-
sion show. Being on reality TV was
something Dewayne always wanted
to do and since he was living in a
small studio apartment and serving in
restaurants part-time, he knew a cash
prize could help. So when he couldn’t
figure out the online application for

a “Survivor”-like show, he called the
casting group directly. That paid off,
as he eventually had conversations
with producers and was cast on a
TNT show called “72 Hours.”

“I remember freaking out,”
Dewayne recalls. “I had to last
72 hours in the wilderness of the
Rocky Mountains with basically
nothing. We were put in three
teams of three and I ended up
winning the entire TV show. The

money was split three ways. There

were so many times I wanted to give

up, but I knew I wouldn’t have this
opportunity again. When we won the
producers shook the others’ hand,
but they gave me a hug. They said,
‘We thought you wouldn’t last but you

5

were the one who inspired everyone.”

Post-show, Dewayne dabbled in
several industries. He spent time as a
flight attendant and traveled the world,
then went back to serving in and man-
aging restaurants. Dewayne quickly

decided he wanted a different career.

“I was working all the time,”

he says. “I felt like my personality
and my life was way too big to just
do that. I thought back to high school
when I thought being a REALTOR®
would be cool. I remember thinking
to myself, ‘T am going to get my

real estate license.”

Dewayne with
his husband, Dan
Purkeypyle.

So he did just that, becoming a

licensed REALTOR® in 2018 thanks

to the support of his now-husband

Dan Purkeypyle and mentor Dr. John
Lucas. He also cites his grandfather as
being one of his biggest supporters over
the years. Dewayne is an agent with
Coldwell Banker Realty and the team
lead and owner of the 614RLTR Group.

“I thrive on competition and I thrive
on a challenge,” Dewayne says.
“When COVID hit, a lot of people in
real estate got scared but I thrived.
It’s the same thing with the interest
rates in the last year. I am all about
making connections and finding a
way to get my clients what they need.
I find it very important to make con-
nections and ask lots of questions.
It’s important to expand your circle at
any time to expand your knowledge

in the industry.”
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Dewayne loves being involved in every step of the
process with his clients and is very involved
with lending, too. He works closely with his
transaction coordinator Emily Powell to
ensure clients have what they need. Dewayne
also travels all over the state to help his

clients find the perfect home or area.

“I think some people in the industry forget

we are licensed in the whole state of Ohio,” he
says. “I am absolutely going to help someone if
they want me to travel elsewhere throughout the
state. I love that my clients continue to trust me

and refer me to people.”

Along with his day-to-day work as a REALTOR®, Dewayne
is very involved in the LGBTQ community. He participates
in several sports leagues and serves many clients in
the community, too, noting how important it is for
him to be a safe space for them. And “72 Hours”
isn’t the only reality show in which Dewayne
has appeared. He also was on HGTV’s “House

Hunters” during a Columbus episode.

Dewayne credits his upbringing for really
shaping the person and REALTOR® he is
today. He’s grateful for the family and friends
who have taken him under their wing when

he needed it the most.

“I wouldn’t be where I am today without every-
one who has helped me from high school to now,”
Dewayne says. “And my husband always lifts me up

when I’'m down and keeps me on the right track.”

Dewayne’s perseverance and his past experiences allow

him to relate to everyone he encounters.

“Growing up how I did and getting me to where
I am now is important to my story,” he says.
“At a young age, I learned how to be accept-
ing of anyone, no matter their condition or
background. That’s important in the real

estate industry. Everyone has a story and
everyone is different. It’s important to be a
good human. I can do real estate every day

but if I am not a good human, what is it all

for? I want to be someone who can always help
somebody and help them know they are worth
it. I always want to help people.”



Found the perfect lot, but
not ready to build?

Turn to Civista bank for Your
Residential Lot Loan

A Civista Lot Loan can give you the flexibility to purchase
property now and build later.

Then when you’re ready, Civista’s Construction Loan
Program offers the features you need to help make
building your dream home a reality.

CIVISTA

BANK

Learn More

Ray Conley

614.210.2427

NMLS# 712877
6400 PERIMETER DR, DUBLIN, OH 43016

CiViSta.ban k Loan subject to approval.
Member FDI:@

NMLS #412766 58
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Wylie v. Wylie, 2024 Ohio 1179
(6th Dist., Fulton Cty.)
March 28, 2024.

The parties’ marriage was dissolved in 2013.
The husband was represented by legal coun-
sel, who drafted the separation agreement.
The separation agreement specified how the
parties’ marital property would be divided and
was incorporated into the decree of disso-
lution. The separation agreement identified
real estate called the “Sand Lot” owned by
the husband’s business, but was considered
“marital property” and was to be divided
equally upon sale. The husband was respon-
sible for all debts of the business. In 2019,
when the Sand Lot was sold for $400,000 the
wife sought her half of the sale proceeds, i.e.
$200,000 (less taxes and insurance) per the

separation agreement.

Even prior to the dissolution, the Sand Lot
was encumbered by a mortgage which at the
time of sale exceeded the sale value. The hus-
band had to pay funds at the closing to sell the
Sand Lot and there were no proceeds paid to
the seller. The magistrate found the husband
in contempt for failing to pay the wife half of
the sale price, because the separation agree-
ment directed him to pay half of the “pro-

ceeds” rather than half of the “net proceeds.”

Contracts are generally construed against the
drafter. If the terms are clear and unambigu-
ous, the court cannot create a new agreement
by finding an intent not expressed in the clear
language employed by the parties. Applying
the ordinary meaning of “proceeds,” the
amount owed must be calculated by using the
sale amount minus only the costs specified

in the separation agreement, which were
taxes and insurance, but not other costs. The
agreement did not condition payment on there
being “a remaining balance” from which funds
could be distributed. Under the clear and
unambiguous language of the parties’ agree-
ment, the husband and wife were to share
equally in proceeds from the sale of the Sand
Lot after subtracting only taxes and insurance

from the purchase price.

*Due to size limitations, internal quotations and
citations are omitted.

By Jeffrey J. Madison, Esq., Park Street Law Group LLC

WE DO IT ALL!

Relocation. Liquidation. Downsizing.
Prepare for Sale. Move.

Call Suzy Today 614-560-5448

staff@suzyshelpinghands.com
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AuctionOhio.com SuzysHelpingHands.com
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When you work with Title First, you can take advantage of all of the resources of a
NATIONAL company with LOCAL roots and stellar service. We can assist you with all
of your real estate needs: large or small, local or national, residential or commercial.

We offer:

e Experienced Staff

e Multiple Locations & Closing Options

e National Coverage

e Comprehensive Title & Settlement Services

e CertifID & DigitalDocs for secure transactions

e Marketing Solutions & Real Estate App w social media options

Contact Edie Blough for more details.
. Edie Blough | Branch Manager, Upper Arlington
W 614-442-1900 | edie.blough@titlefirst.com | www.titlefirst.com

I TITLE C
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“Bid Your Bark Out” Silent Auction

Saturday, October 19th at Lowercom Crew Stadium
Become a sponsor or donate items! info@stopthesufferingorg
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A good lender should be
like the finest ice cream...

You never get sick of it, it brings you joy and
comfort and you keep going back for more!

Sarah Engstrom, the Black Raspberry Chip to
your Buckeye Blitz!

et
UNIONHOME / Promises Kept.

MORTGAGE

Sarah Evg}ﬂrm Union Home Mortgage
Loan Originator 250 W Old Wilson Bridge Rd
LO NMLS 245903 Suite 360
614_9?5_?333 Worthington, OH 43085

sengstrom@uhm.com NMLS 2229




BLACK

MOVING

featured affiliate

By Kaitlin Hall « Images by Orange Visuals

Several years ago, Gary LeVox, lead singer of Rascal Flatts, used Black Tie Moving,

headquartered in Nashville, Tennessee, for his family’s move. He was so impressed

by the experience and care they took with his belongings that he opened not one,

but three locations in Ohio — Columbus, Cincinnati and Cleveland.

Today, the moving company, which serves families
and businesses, has 12 locations in 7 states in the
U.S. and was named one of Inc. 5000’s fastest-grow-

ing companies in America.

Chris Hess, managing partner of Ohio’s Columbus
and Cincinnati branches, grew up with Gary. It
wasn’t their shared past that made Gary peg Chris for

the role, however. Rather, he knew that Chris would

live out his vision of doing things differently. That
was nearly a decade ago and Black Tie’s commitment
to white glove service and giving back to the commu-

nities they serve is as evident as ever.

They are longtime supporters of the Family Mentor
Foundation, the Magical Moments Foundation,
Veterans Companion Animal Services, Sam’s Fans,

collect and deliver winter coats to children through

Columbus Real Producers -
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THEIR LATEST INITIATIVE WAS BRINGING BACK

A FREE, PRIVATE CONCERT FOR CUSTOMERS,

INCLUDING

AND THEIR

THE CONCERT WAS HELD ON APRIL 12 AT KEMBA LIVE.
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OF RASCAL FLATTS WAS THE HEADLINER.

schools and other organizations through Coats 4
Children, partner with ABC 6 on its annual Toys
for Tots campaign, and many other small commu-

nity endeavors.

Their latest initiative was bringing back a free, pri-
vate concert for customers, including REALTOR®
partners, leasing managers and their senior living
communities, that began pre-COVID. The concert
was held on April 12 at Kemba Live. Gary LeVox

of Rascal Flatts was the headliner for the special

occasion. They, along with singer Dusty Black and
up-and-coming country band North of Nashville,
performed for nearly 1,700 people. All proceeds
went to the Veteran Companion Animal Services
organization, which pairs animals with veterans

and military families to enhance lives.

Their reputation continues to precede them. Chris
said the majority of their work is referral-based,
which is evidenced by the Columbus branch’s

11,000+ moves since opening.

Check out Black Tie Moving for your (or your client’s) next move.

To learn more, visit blacktiemoving.com or call 614-599-3693.
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Peace of Mind,

One Inspection At A Time.

v’ 50+ combined years of experience.
v  Residential & Commercial Inspections

v Flexible Schedule/ Evening & Weekend
Appointments

v State Licensed Inspectors

v 120 Day Warranty

v Free Repair Estimates

v’ Same Day Inspection Reports
v Free Personalized Closing Gifts
v Free Infrared Scans

v  Radon, Termite, Well, Septic, Sewer Camera,
Mold Testing, Asbestos
Testing, Foundation & Roof
Certifications and More.

v Free home binder for every client
v’ Over 3400 Google reviews
v’ We do it all one stop shop

Coming soon free five point inspection
with a market analysis

One Stop Shop For All Your
Inspection Needs!

INTERNACHI CERTIFIED

LINKHORN

INSPECTION GROUP

Schedule Your Inspection Online!
www.Linkhornlhspections.com

614.260.1776

LENDER SPOTLIGHT

Jesse Heath
NMLS #284429

ABOUT:

Jesse, a seasoned mortgage originator
with 20+ years' experience, relocated to
Ohio in 2014 for his wife's job at
Nationwide Children’s Hospital.
Impressed by David's service, he swiftly
joined Team Arocho. Drawing on
personal experience and deep industry
insights, Jesse customizes solutions for
each client. Balancing family and work,
he ensures commitments are met with
equal dedication.

SPECIALTIES:

Specific and accurate knowledge of
the rapidly changing mortgage
market; its rules and restrictions as well
as its opportunities.

Structuring complex loan applications \
especially in the cases of high net
worth clients, self-employed

borrowers, and complex credit —

situations. .

* NFM LENDING, TEAM AROCHO - CEO CLUB - RESIDENTIAL HOME LOANS
* CONVENTIONAL, FHA, VA, USDA & JUMBO LOAN PRODUCTS
STELLAR REVIEWS: GOOGLE, ZILLOW - FAST, FREE PRE-QUALIFICATIONS

CONNECT WITH JESSE HERE!

;' NFMLending’ ©: 614-840-5013 | C: 614-657-1167

davidarocho.com | teamarocho@nfmlending.com
.
NMLS #525328 | 1900 Polaris Pkwy Ste 203 | Columbus, OH 43240
Ready. Set. Mortgage™ Nin] > [¥1OLf

LTV's can be as high as 96.5% for FHA loans. FHA minimum FICO score required. Fixed rate loans only. W2 transcript option not permitted. Veterans Affairs loans require a funding fee, which is based on various loan characteristics. Sales price cannot exceed appraised value. Qualifying credit score needed for

conventional loans. For USDA loans, 100% financing, no down payment is required. The loan amount may not exceed 100% of the appraised value, plus the guarantee fee may be included. Loan is limited to the appraised value without the pool, if applicable. Refinancing an existing loan may result in the total finance
charges being higher over the life of the loan. Testimonials appearing on this advertisement are individual experiences of those who have used our services. NFM, Inc. does not provide incentives for testimonials or reviews. Please note that the pre-qualification does not constitute a commitment or a loan approval but is

instead a preliminary assessment of your current credit worthiness. Make sure you understand the features associated with the loan program you choose, and that it meets your unique financial needs. Subject to Debt-to-l and Underwriting i This is not a credit decision or a commitment to lend.
Eligibility is subject to ion of an application and verification of home ownership, occupancy, title, income, employment, credit, home value, collateral, and underwriting requirements. Not all programs are available in all areas. Offers may vary and are subject to change at any time without notice. MLO licensing
information: OH MLO-0H.525328. NFM, Inc. d/b/a NFM Lending. NFM, Inc is licensed by: OH # MBMB.850129.000 and SM.501761.000. For NFM, Inc’s full agency and state licensing i ion, please visit i icensing. NFM, Inc’s NMLS #2893 (www.nmlisconsumeraccess.org). NFM, Inc. is not affiliated

with, or an agent or division of, a governmental agency or a depository institution. Copyright © 2023.
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eth Janitzki, Cam

Taylor REALTORS®,

can trace his
initial interest in
real estate to the
influence of his
grandfather, Bill
Kiss, a northern
Ohio REALTOR®,
He connects his
current industry
success to his
strong ties with
his brokerage’s
past and current
leadership,
Phil, Greg and
Amy Giessler.

L-{“‘

- Images by Wes Mosley Photography

By Carol Rich

But while Seth’s career has

been inspired and strength-

ened by family and friends,

the characteristics that have

made him successful — an

analytical mind, perceptive

insights, a quick-to-respond
business approach and
in-depth market knowledge —
are purely his.

“It really goes back to grow-

ing up, when my grandfather
would let me tag along with
him on showing and listing
appointments,” remembers

Seth. “That interest in real

estate stuck with me.”

Seth grew up in Huron, Ohio,
in a house right on Lake
Erie, with parents who were
both teachers. From the
start, he loved soccer. Seth
started playing when he was
5, played throughout high
school and college, and has

been involved in club soccer.

While he earned his
business administration
degree at The Ohio State
University, Seth interned
with the OSU football team.
As part of this sought-after
internship, he coordinated
team travel, assisted with
recruitment, and covered
other organizational details.
“I helped with the non-x’s
and o’s things,” he jokes.

Seth’s experience working
with the Buckeye football
team influences his current
perspective on his real estate
work. “Working in real estate
is sometimes like an individ-
ual sport and sometimes like
a team sport,” he observed. “I
take more of a team approach
with my clients, and also the
title agencies and mortgage

lenders I work with.”

After graduation, Seth
spent a year working as

an analyst before earning
his REALTORE license in
October 2014. When he
was ready to launch his real
estate career, his choice of
which brokerage to join was

an easy one: Cam Taylor.

Seth has a lifelong friend-
ship and admiration for the
family behind Cam Taylor,
the Giesslers. Phil Giessler,

a prominent Columbus

CAM
TAYLOR
REALTORS



REALTOR® who owned and oper-
ated Cam Taylor for decades, his
wife, Carol, and their kids, had a
vacation cottage just three doors
down from the Janitzkis’ home.

The families became good friends.

When Seth moved to Columbus for
school, he maintained his bonds
with the Giesslers. “At the tail end
of college, I would go and shadow
Phil from time to time on listing
appointments and open houses,”

remembers Seth.

Seth’s parents’ closeness with the
Giesslers became a factor in their
support for Seth going into real
estate. “Phil Giessler reminded my
mom of her dad. He does have a lot
of the mannerisms of my grandfa-
ther,” Seth observed.

Phil quickly recognized Seth’s
potential to be an exceptional
REALTOR® - and his
understanding has only grown

stronger over the years.

50 - June 2024

“Seth is outstanding and well
deserving of recognition and high
praise and I am honored to have
an opportunity to say a few words
about him,” said Phil. “I believe that
the most important qualities of a
great REALTOR® are the ability

to listen and to work above and
beyond the wants and needs of
people with honesty and integrity.
Seth truly practices those qualities

and cares about people.”
-
Observed Phil: “From his start in the
real estate industry, I have known
that Seth’s goal was, through his
personal and professional life, to
strive to be the best that he could
be. In my eyes he has reached that
goal and will continue to be among
the industry’s top REALTORS®.”

Phil’s son, Greg, and his wife, Amy,
are both award-winning agents
who purchased Cam Taylor in
2018. Seth thrives on their work
connection and friendship. The

relationship has worked out so well

I'M FORTUNATE
TO WORK WITH
AGENTS THAT
ARE MORE
COLLABORATIVE
THAN
COMPETITIVE
AND WE HAVE
A REALLY GOOD
TIME WORKING
TOGETHER.




that Seth has spent his entire 10 years

as an agent with Cam Taylor.

“The Giessler family is the big reason
why I’ve been able to succeed in this
business,” Seth said. “I'm fortunate to
work with agents that are more collab-
orative than competitive, and we have
a really fun time working together. It’s

been enjoyable and exciting.”

The admiration is mutual. “It has
been my good fortune to have worked
in the world of real estate with Seth
for more than 10 years,” said Greg.
“Seth is a true professional and I am
lucky to consider him a good friend.
He is dedicated and gives of his time
endlessly for the benefit of his clients.
Surrounding yourself with the right
people makes everything work and

Seth is one of those people.”

Phil agreed: “He is a team worker who
gives graciously of his time and talent.
Cam Taylor REALTORS® is fortunate

to have Seth Janitzki on our team.”

A boutique agency that works with
both sellers and buyers, Cam Taylor’s
expertise in corporate relocation is
one of'its strengths — and it quickly
became one of Seth’s. He learned the
essentials of finding homes for those
moving to central Ohio for their jobs
from Phil and Greg. “To this day, I do
a good amount of corporate reloca-
tions,” Seth said.

An expert on the Columbus luxury
home market and downtown neighbor-
hoods, Seth lives in German Village.
His girlfriend, Hannah Fitzgerald, is
an artist who interned at the Wexner
Center for the Arts, served as art-
ist-in-residence at Barcelona, Spain’s
Metafora, Art Studio & Art Therapy
School and is currently the Gallery
Assistant at Adamah Ceramics in The
Short North.

“We do like to travel,” Seth said.
“I like researching travel destina-
tions and going to different places.
Ilove a quick trip to Chicago.”

Seth likes to hang out with
friends and he especially enjoys

being around his friends’ kids.

M

SETH IS
OUTSTANDING
AND WELL
DESERVING OF
RECOGNITION
AND HIGH
PRAISE.

- PHIL GIESSLER

“I like to try different restaurants,”
he said. “I like to golf, even though

I'm not very good.”

Seth is also committed to giving back
to the community. He’s a member of
Next Gen James Ambassadors, an
advocacy group that raises aware-
ness for the cancer treatments and
research performed by the OSU
Comprehensive Cancer Center -
Arthur G. James Cancer Hospital and
Richard J. Solove Research Institute.
Seth is an active participant in the

organization’s fundraising activities.

In an attitude that reflects the motiva-
tion behind his volunteer work, Seth
brings a blend of idealism and dedica-
tion to his clients. He draws on both
data and his market awareness to help
them make informed decisions that

will lead to their long-term happiness.

“I try to relate to what my clients
need, either looking for homes or
getting ready to list their homes,”
said Seth. “I try to put myself'in

their shoes.”
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PARRY ~ BUILD
'ON YOUR

CUSTOM HOMES

USTOM HOMES DUBLIN
STARTING IN THE $300S - MILLION + YOUR LOT SHOWROOM

HHE S & & 9

Granite Kitchen Upgraded Kraftmaid Pella Solld Pour 2x8 Exterlor Steel | Beams
& Bath Tops Flooring Cabinatry Windows Foundation 10 Walls 5ft 1st in Basement
in, 8 ft High Floor

WHERE WE BUILD

ON YOUR LOT

HOW TO @ CALL UsS NOW! | B14-321-8199 @ BPARRYCUSTOMHOMES_CBUS
REACH OUT o PARRYHOMESCOLUMBUS.COM o PARRY CUSTOM HOMES COLUMBUS

TITLE |

NICOLE EVANS

Sr. Account Executive

We are a critical component to your business - a catalyst to
vour growth - that helps you achieve your goals. Our passion
to continue improving the experience of buying and selling

a home helps sustain your momentum. Our integrity ensures

our collective success is earned, not oougnt,

We're your people.
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TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Closed date from Jan. 1 - April 30, 2024, as of May 10 at 1:05 p.m.

Rank No Agent Office Name Volume Unit Rank No Agent Office Name Volume Unit
1 Hencheck, Alexander A HMS Real Estate 127,918,000 284 35 Breeckner, Brian Beckett Realty Group 11,718,000 45
2 Tartabini, Daniel V New Advantage, LTD 64,649,000 127 36 Mills, Kim Cutler Real Estate 11,715,000 13
3 Raines, Sandy L The Raines Group, Inc. 61,686,000 12 37 Wainfor, Susan Coldwell Banker Realty 11,692,000 25
4 Fairman, Charlene K The Realty Firm 46761000 95 38 Redman, Shawn Street Sotheby's International 11,639,000 6
5 Ruff, Jeffery W Cutler Real Estate 40,961,000 61 39 Powell, Tina M Coldwell Banker Realty 11,542,000 28
6 Riddle, Robert J New Albany Realty, LTD 37354000 65 40 Fisk, Jacob V Red 1 Realty 1091000 39
7 Ruehle, Ryan J EXP Realty, LLC 30,874,000 89 41 LaBuda, Jo-Anne Keller Williams Capital Ptnrs 10,962,000 23
3 Cooper, Sam Howard Hanna Real Estate Svcs 28,982,000 94 42 Madosky Shaw, Lari Coldwell Banker Realty 10,946,000 18
9 Willcut, Roger E Keller Williams Consultants 24733000 29 43 Theado, Lisa D Theado & Company, LLC 10716000 &
10 Kemp, Brian D Keller Williams Capital Ptnrs 20,898,000 40 44 Coliins, Charles E Red 1Realty 10,553000 35
1 Kendle, Ronald D RE/MAX Town Center 20833000 11 45 Alley, Rachel M Keller Williams Capital Ptnrs 10,409,000 23
12 Ross, James E Red 1 Realty 19,979,000 75 46 Edwards, Kyle KW Classic Properties Realty 10,368,000 24
13 Lynn, Lori Keller Williams Consultants 19,976,000 65 47 Yoder-Barnhart, Nicole R Howard Hanna Real Estate Svcs 10,111,000 22
14 Wright, Kacey A RE/MAX Partners 19.728,000 41 48 Beckett-Hill, Jill Beckett Realty Group 10,046,000 15
15 Ciamacco, DeLena RE/MAX Connection 18,688,000 47 49 Mancini, Mandy Keller Williams Consultants 10,001,000 13
L 50 Berrien, Todd V Coldwell Banker Realty 9,773,000 25
16 Ritchie, Lee RE/MAX Partners 17,718,000 45
17 Wheeler, Lacey D Red 1 Realty 16,242,000 34
Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
18 Shaffer, Donald E Howard HannaRealEstateServices 16,137,000 50 base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the
) ) MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the
19 Casey, Michael A RE/MAX Connection 15,784,000 36 way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New
i h h the MLS within th li incl . Asterisk indi indivi [
20 Mahon, John D Casto Residential Realty 15,406,000 58 construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individua
21 Weiler, Robert J The Robert Weiler Company 14,676,000 4
22 Swickard, Marnita C e-Merge Real Estate 14,648,000 21 . '
lish, Fast & Affordable Upd (dimize v ROl
» wssa000 s Stylish, Fast & Affordable Updates to maximize vour !
24 Close, Allison L Cutler Real Estate 14,299,000 22 _5;:.':'4 T 1 “\a ﬁ i Lo I.:! Valu
" k - } SOS0K
25 Shoaf, Terra J Keller Williams Consultants 13,737,000 n . £t
Post Reno Value
26 Beirne, Daniel J Opendoor Brokerage LLC 13,483,000 44 Ll =1.2M
&‘E I.Ii"Ll" r: !
o b ! Reno Cost
27 Bodipudi, Koteswara Red 1 Realty 13,314,000 34 2 P~ e - . : ; :
Design : = P - c included Financing)
28 Looney, Sherry L Howard HannaRealEstateServices 13,259,000 42 Construciion
29 Wills, Julie R Howard Hanna Real Estate Svcs 12,891,000 31 Financing ' e Pl o Profic - 5250,000
30 Clarizio, Bradley Red 1 Realty 12,744,000 42 ~ r
Call Jeff to Increase Your Sales!
31 Fox-Smith, Angelina L Coldwell Banker Realty 12,042,000 24 1 |
32 Dixon, Tracey L Keller Williams Greater Cols 11,959,000 36 Jﬂff Sp] ker
33 Diaz, Byron NextHome Experience 11,843,000 53 H 11 ﬂ"l-ﬂ{iﬂ" Hp I!q { :nf nim hus / S
34 Kessel-White, Jennifer KW Classic Properties Realt 11,760,000 31 el [y valionsells.e
P y jell@renovationsells.com Getstarted at

614 7116168 www.renovationsells.com/location/columbus
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TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Closed date from Jan. 1 - April 30, 2024, as of May 10 at 1:05 p.m.

Rank No Agent Office Name Volume Unit
51 Grandey, M. Michaela Rolls Realty 9,680,000 14
52 Ogden Oxender, Erin Keller Williams Capital Ptnrs 9,647,000 23
53 Hunter, Ling Q Red 1 Realty 9,274,000 32
54 Pattison, Susie L Cutler Real Estate 9,224,000 19
55 Chiero, Kathy L Keller Williams Greater Cols 9,087,000 26
56 Price, Hugh H Howard HannaRealEstateServices 8,986,000 23
57 Cox, Brittany Coldwell Banker Realty 8,939,000 34
58 Carruthers, Michael D Coldwell Banker Realty 8,750,000 7
59 Hart, Kevin Keller Williams Capital Ptnrs 8,663,000 25
60 Ferrari, Rhiannon M EXP Realty, LLC 8,655,000 29
61 Barlow, Jaime Sell For One Percent 8,597,000 25
62 Parsley, David H Ross, Realtors 8,516,000 19
63 Ramm, Jeff Coldwell Banker Realty 8,454,000 9
64 Cameron, Christina M Rolls Realty 8,438,000 9
65 Powers, David S Cutler Real Estate 8,381,000 "
66 Neff, Mark B New Albany Realty, LTD 8,355,000 9

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the base
of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the MLS as
indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are
reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New construction or

numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.

58 .

Order Coverage

They'll Use

Did you know that nearly half of

all First American Home Warranty
members place claims each year?* Be
sure to order our coverage for your
clients — chances are they'll use it!

Contact me for details.

*Hasecd on First American Homie Watanty firsl-year iga

"My goal is to make your job easier”

eElals o

firstamrealestate.com | Phone Orders: 800.444.9030

June 2024

Your Local Resource

Lauren Calhoon

614.633.7295

Icalhoon@fahw.com

Rank No Agent Office Name Volume Unit
67 Mitchell, Courtney J RE/MAX Premier Choice 8,317,000 16
68 Smith, Steven S S Keller Williams Consultants 8,243,000 27
69 Farwick, Thomas M KW Classic Properties Realty 8,212,000 18
70 Sanepalli, Ramamohan R Key Realty 8,195,000 13
71 Smith, Anita K EPCON Realty, Inc. 8,042,000 18
72 Winter, Brad Engel & Volkers RE Advisers 8,038,000 17
73 Tanner-Miller, Angie R Coldwell Banker Realty 7,987,000 36
74 Sunderman, Mary K Keller Williams Capital Ptnrs 7,957,000 15
75 MacKenzie, Cynthia C CYMACK Real Estate 7,891,000 18
76 Clark, Amy G LifePoint Real Estate, LLC 7,844,000 24
77 Vanhorn, Vincent K Di Lusso Real Estate 7,820,000 30
78 Elflein, Joan Ohio Broker Direct, LLC 7,799,000 26
79 Lyubimova, Ekaterina NextHome Experience 7,763,000 27
80 Kessler-Lennox, Jane New Albany Realty, LTD 7,751,000 8
81 Griffith, Tyler R RE/MAX Peak 7,689,000 24
82 Russo, Richard Rich Russo Realty & Co. 7,655,000 29
83 El Mejjaty, Omar Carleton Realty, LLC 7,649,000 34
84 Jackson, Patricia K RE/MAX Genesis 7,648,000 28
85 Widder, David Lee Coldwell Banker Realty 7,535,000 8
86 Goff, Carol Carol Goff & Assoc. 7,478,000 16
87 DeVoe, Anne Coldwell Banker Realty 7,457,000 7
88 Murphy, Kristina R Howard Hanna Real Estate Svcs 7,386,000 20
89 Becker, Kathryn K Coldwell Banker Realty 7,348,000 15
90 Godfrey, Alecia Keller Williams Excel Realty 7,307,000 16
9N Davis, Brian G Auction Ohio 7,301,000 10
92 Abbott, Kelly Howard Hanna Real Estate Svcs 7,150,000 24
93 Calhoon, Benjamin S Berkshire Hathaway HS Pro Rity 7,111,000 21
94 Lowe, Lisa Marie Red 1 Realty 7,070,000 5
95 Mahler, Jeff A* Keller Williams Capital Ptnrs 7,009,000 18
96 Kanowsky, Jeffrey | Keller Williams Greater Cols 6,975,000 19
97 Doyle, Michael EXP Realty, LLC 6,872,000 19
98 Shaffer, Carlton J RE/MAX Partners 6,860,000 17
99 Hinson, Alan D New Albany Realty, LTD 6,840,000 4
100 Hursh, Andrew J The Westwood Real Estate Co. 6,831,000 17

Columbus Real Producers - 59



TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Closed date from Jan. 1 - April 30, 2024, as of May 10 at 1:05 p.m.

Rank No Agent Office Name Volume Unit
101 Marvin, Scott A Team Results Realty 6,830,000 21
102 Shields, Bradley L Redfin Corporation 6,792,000 16
103 Metarelis, Steve G Offerpad Brokerage, LLC 6,753,000 20
104 Conley, Amy E Cutler Real Estate 6,699,000 10
105 Reil, Timothy C Keller Williams Consultants 6,615,000 1"
106 Shawver, Morgan Taylor Coldwell Banker Realty 6,599,000 12
107 Kullman, Gregory S Street Sotheby's International 6,583,000 7
108 Falah, Sinan Coldwell Banker Realty 6,540,000 18
109 Reynolds, Ryan D Keller Williams Consultants 6,497,000 13
10 Miller, Sam Re/Max Stars 6,454,000 31
m Singh, Jazzy Coldwell Banker Realty 6,386,000 10
12 Ackermann, Mara RE/MAX Consultant Group 6,302,000 1
13 Cliffel, Eric J KW Classic Properties Realty 6,269,000 25
14 Devoll, A. Tyler Coldwell Banker Realty 6,214,000 14
15 Reed, Chris Howard Hanna Real Estate Svcs 6,177,000 18
16 Vlasidis, Nick J Howard Hanna Real Estate Svcs 6,171,000 12
17 Whitten, Glen Ohio Property Group, LLC 6,168,000 16
18 Golla, Desalen M Coldwell Banker Realty 6,123,000 17
119 Jones, Tracy J Keller Williams Elevate - Stro 6,106,000 36
120 Lowe, Regan M Keller Williams Capital Ptnrs 6,089,000 13
121 Soskin, Alexander Soskin Realty, LLC 6,072,000 28
122 Luft, Laurie D RE/MAX Revealty 6,067,000 9
123 Bluvstein, Jake RE/MAX Connection 6,059,000 16
124 Prewitt, Brandon T RE/MAX Partners 6,028,000 16
125 Casey, Susanne Keller Williams Capital Ptnrs 6,018,000 16
126 Pacifico, Michael A RE/MAX ONE 6,011,000 13
127 Hemmert, Benjamin Thomas  Howard Hanna Real Estate Svcs 6,009,000 "
128 Jackson, Joseph C Keller Williams Capital Ptnrs 6,006,000 18
129 Laumann, Margot M Street Sotheby's International 5,959,000 12
130 MYERS, AMANDA Rise Realty 5,950,000 26
131 Mathias, Neil W Cutler Real Estate 5,895,000 10
132 Keffer, Tracy T Keller Williams Greater Cols 5,853,000 20
133 Kovacs, Kimberly A Coldwell Banker Realty 5,853,000 19

60 - June 2024

Rank No Agent Office Name Volume Unit
134 Bare, Scott T Bauer Real Estate Company 5,809,000 22
135 Rano-Jonard, Linda M RE/MAX Affiliates, Inc. 5,786,000 12
136 Liston, Zeke Reafco 5,781,000 16
137 Hensel, Drew R RE/MAX ONE 5,780,000 19
138 Martie, Sarah Keller Williams Greater Cols 5,779,000 12
139 Pearson, Lauren E RE/MAX Consultant Group 5,765,000 14
140 Evans, Nicole R Coldwell Banker Realty 5,749,000 12
141 Hood, Shaun Coldwell Banker Realty 5,742,000 19
142 Toth, Sherrie RE/MAX Consultant Group 5,737,000 23
143 Hamrick, Kimberly D Keller Williams Consultants 5,731,000 17
144 Goldman, Dustin NextHome Experience 5,729,000 13
145 Andrews, Trevor R RE/MAX Revealty 5,716,000 19
146 Kamann, Heather R Howard Hanna Real Estate Services 5,707,000 19
147 Hamilton, V. Patrick REMAX Alliance Realty 5,651,000 26
148 Marsh, Troy A Keller Williams Consultants 5,618,000 16
149 Chudik, Margaret L Coldwell Banker Realty 5,615,000 14
150 Reeves, Carol A RE/MAX Achievers 5,598,000 17

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the base
of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the MLS as
indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are
reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New construction or
numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.

IDBATTEN.US » 740-816-2707
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Women's Council

REALTORS
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Are you ready to make 2024
YOUR BEST YEAR YET IN

JUNE 12 WCR Realtor Care Day

JUNE 27 Mindset Hike - Sharon Woods

JULY Mental Health Yoga x Mind Matters

AUG. Financial Literacy Wi
REGISTER FOR EVENTS

AUG. 29  Mindset Hike - Walnut Woods

SEPT. Annual Fall Fashion Show
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Women's Council is a network of successful REALTORS® and affiliates empowering women to exercise their potential as
entrepreneurs and industry leaders in Central Ohio and beyond.

@ €) @WCRColumbus www.wcrcolumbus.org



TOP 150 STANDINGS - BY UNIT

Teams and Individuals Closed date from Jan. 1 - April 30, 2024, as of May 10 at 1:05 p.m.

Rank No Agent Office Name Unit Volume Rank No Agent Office Name Unit Volume
1 Hencheck, Alexander A HMS Real Estate 284 127,918,000 17 Breeckner, Brian Beckett Realty Group 45 11,718,000
2 Tartabini, Daniel V New Advantage, LTD 127 64,649,000 18 Beirne, Daniel J Opendoor Brokerage LLC 44 13,483,000
3 Raines, Sandy L The Raines Group, Inc. 12 61,686,000 19 Clarizio, Bradley Red 1 Realty 42 12,744,000
4 Fairman, Charlene K The Realty Firm 95 46,761,000 20 Looney, Sherry L Howard Hanna Real Estate Services 42 13,259,000
5 Cooper, Sam Howard Hanna Real Estate Svcs 94 28,982,000 21 Wright, Kacey A RE/MAX Partners 41 19,728,000
6 Ruehle, Ryan J EXP Realty, LLC 89 30,874,000 22 Kemp, Brian D Keller Williams Capital Ptnrs 40 20,898,000
7 Ross, James E Red 1 Realty 75 19,979,000 23 Fisk, Jacob V Red 1 Realty 39 11,091,000
8 Riddle, Robert J New Albany Realty, LTD 65 37,354,000 24 Dixon, Tracey L Keller Williams Greater Cols 36 11,959,000
9 Lynn, Lori Keller Williams Consultants 65 19,976,000 25 Casey, Michael A RE/MAX Connection 36 15,784,000
10 Ruff, Jeffery W Cutler Real Estate 61 40,961,000 26 Tanner-Miller, Angie R Coldwell Banker Realty 36 7,987,000
1 Diaz, Byron NextHome Experience 53 11,843,000 27 Jones, Tracy J Keller Williams Elevate - Stro 36 6,106,000
12 Guanciale, Andrew P Coldwell Banker Realty 51 14,559,000 28 Collins, Charles E Red 1 Realty 35 10,553,000
13 Shaffer, Donald E Howard Hanna Real Estate Services 50 16,137,000 29 Wheeler, Lacey D Red 1 Realty 34 16,242,000
14 Graham, Mark Countrytyme Realty, LLC 50 5,028,000 30 El Mejjaty, Omar Carleton Realty, LLC 34 7,649,000
15 Ciamacco, DelLena RE/MAX Connection 47 18,688,000 3 Bodipudi, Koteswara Red 1 Realty 34 13,314,000
16 Ritchie, Lee RE/MAX Partners 45 17,718,000 32 Cox, Brittany Coldwell Banker Realty 34 8,939,000
33 Hunter, Ling Q Red 1 Realty 32 9,274,000
34 Wills, Julie R Howard Hanna Real Estate Svcs 31 12,891,000
Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the base of a
licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the MLS as indicated 35 Fader, Scott Joseph Walter Realty, LLC 31 3,845,000
above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported ) ) ) .
by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New construction or numbers not 36 Kessel-White, Jennifer KW Classic Properties Realty 3t 11760,000
reported through the MLS within the date range listed are not included. Asterisk indicates individual. 37 Miller, Sam Re/Max Stars 31 6,454,000
38 Vanhorn, Vincent K Di Lusso Real Estate 30 7,820,000
39 Ferrari, Rhiannon M EXP Realty, LLC 29 8,655,000
- - -
Creating a Stress Free Moving Experience 0 2
4 Willcut, Roger E Keller Williams Consultants 29 24,733,000
42 Soskin, Alexander Soskin Realty, LLC 28 6,072,000
43 Powell, Tina M Coldwell Banker Realty 28 11,542,000
CHRIS HESS
l ﬁ [_“ ng'jﬁ"?‘j 44 Mahon, John D Casto Residential Realty 28 15,406,000
45 Jackson, Patricia K RE/MAX Genesis 28 7,648,000
46 Rooks, Scott David Lakeside Real Estate & Auction 28 3,327,000
47 Lyubimova, Ekaterina NextHome Experience 27 7,763,000
4 48 Smith, Steven S S Keller Williams Consultants 27 8,243,000
R - * B = ]
I [ L l I " ]I -l ‘ ]I I ] 'ﬁ' 49 Chiero, Kathy L Keller Williams Greater Cols 26 9,087,000
¥ oow T
Srack Tie
50 Elflein, Joan Ohio Broker Direct, LLC 26 7,799,000
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Closed date from Jan. 1 - April 30, 2024, as of May 10 at 1:05 p.m.

Rank No Agent Office Name Unit Volume Rank No Agent Office Name Unit Volume

51 Hamilton, V. Patrick REMAX Alliance Realty 26 5,651,000 68 Price, Hugh H Howard Hanna Real Estate Services 23 8,986,000
52 MYERS, AMANDA Rise Realty 26 5,950,000 69 Close, Allison L Cutler Real Estate 22 14,299,000
53 Berrien, Todd V Coldwell Banker Realty 25 9,773,000 70 Bare, Scott T Bauer Real Estate Company 22 5,809,000
54 Wainfor, Susan Coldwell Banker Realty 25 11,692,000 71 Yoder-Barnhart, Nicole R Howard Hanna Real Estate Svcs 22 10,111,000
55 Cliffel, Eric J KW Classic Properties Realty 25 6,269,000 72 Chapman, Susan Keller Williams Greater Cols 22 4,898,000
56 Hart, Kevin Keller Williams Capital Ptnrs 25 8,663,000 73 Lyman, Remington Reafco 22 5,119,000
57 Barlow, Jaime Sell For One Percent 25 8,597,000 74 Wiley, Kelly Keller Williams Excel Realty 22 3,264,000
58 Nilsson, Helen J Nilsson Real Estate LLC 25 3,036,000 75 Fox, Jermaine EXP Realty, LLC 21 5,379,000
59 Edwards, Kyle KW Classic Properties Realty 24 10,368,000 76 Marvin, Scott A Team Results Realty 21 6,830,000
60 Fox-Smith, Angelina L Coldwell Banker Realty 24 12,042,000 77 Calhoon, Benjamin S Berkshire Hathaway HS Pro Rity 21 7,111,000
61 Clark, Amy G LifePoint Real Estate, LLC 24 7,844,000 78 Winland, Jessica Coldwell Banker Realty 21 4,339,000
62 Griffith, Tyler R RE/MAX Peak 24 7,689,000 79 Swickard, Marnita C e-Merge Real Estate 21 14,648,000
63 Abbott, Kelly Howard Hanna Real Estate Svcs 24 7,150,000 80 Webb, Stephanie Keller Williams Legacy Group 21 5,235,000
64 LaBuda, Jo-Anne Keller Williams Capital Ptnrs 23 10,962,000 81 Fiorello, Kellie A Coldwell Banker Realty 21 5,417,000
65 Toth, Sherrie RE/MAX Consultant Group 23 5,737,000 82 McDonald, Jayme Red 1 Realty 21 1,126,000
66 Ogden Oxender, Erin Keller Williams Capital Ptnrs 23 9,647,000 83 Payne, Donald A Vision Realty, Inc. 20 4,404,000
67 Alley, Rachel M Keller Williams Capital Ptnrs 23 10,409,000 84 Keffer, Tracy T Keller Williams Greater Cols 20 5,853,000
85 Barlow, Jaysen E Sell For One Percent 20 5,448,000
Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the base of a 86 Murphy, Kristina R Howard Hanna Real Estate Svcs 20 7,386,000
licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the MLS as indicated
above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported 87 Horne, Jeffrey E Coldwell Banker Heritage 20 3,925,000
by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New construction or numbers not
reported through the MLS within the date range listed are not included. Asterisk indicates individual. 88 Fair, Diana Ross, Realtors 20 4,014,000
89 Flach-Moore, Stacey L Coldwell Banker Realty 20 4,468,000
, LR 90 Metarelis, Steve G Offerpad Brokerage, LLC 20 6,753,000
([ ” o1 Parsley, David H Ross, Realtors 19 8,516,000
h It the } ; 92 Sluss, Grant B Sluss Realty Company 19 4,362,000
i 93 Hensel, Drew R RE/MAX ONE 19 5,780,000
use 94 Kovacs, Kimberly A Coldwell Banker Realty 19 5,853,000
ﬂ 95 Andrews, Trevor R RE/MAX Revealty 19 5,716,000
u on on 96 Doyle, Michael EXP Realty, LLC 19 6,872,000
Iik 97 Allgood, Amanda M e-Merge Real Estate 19 4,769,000
® 98 Hood, Shaun Coldwell Banker Realty 19 5,742,000
99 Kamann, Heather R Howard Hanna Real Estate Services 19 5,707,000
100 Kanowsky, Jeffrey | Keller Williams Greater Cols 19 6,975,000
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Closed date from Jan. 1 - April 30, 2024, as of May 10 at 1:05 p.m.

Rank No Agent Office Name Unit Volume
101 Bethel, John The Realty Group 19 1,754,000
102 Pattison, Susie L Cutler Real Estate 19 9,224,000
103 Reed, Chris Howard Hanna Real Estate Svcs 18 6,177,000
104 Weade, Branen L Weade Realtors & Auctioneers 18 2,197,000
105 Farwick, Thomas M KW Classic Properties Realty 18 8,212,000
106 MacKenzie, Cynthia C CYMACK Real Estate 18 7,891,000
107 Smith, Anita K EPCON Realty, Inc. 18 8,042,000
108 Jackson, Joseph C Keller Williams Capital Ptnrs 18 6,006,000
109 Parrett, Constance D Cutler Real Estate 18 5,532,000
110 Madosky Shaw, Lari Coldwell Banker Realty 18 10,946,000
m Mahler, Jeff A* Keller Williams Capital Ptnrs 18 7,009,000
12 Figueroa, Ethel Lia Mi Casa Legacy LLC 18 4,321,000
13 Buchan, Kevin Red 1 Realty 18 5,081,000
14 Falah, Sinan Coldwell Banker Realty 18 6,540,000
15 Triplett, Coral Errington Realty LLC. 18 2,795,000
116 Erickson, Cinda D Berkshire Hathaway HS Pro Rity 18 1,912,000
17 Reeves, Carol A RE/MAX Achievers 17 5,598,000

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the base of a
licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the MLS as indicated

above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the way they are reported
by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New construction or numbers not
reported through the MLS within the date range listed are not included. Asterisk indicates individual.

YOU’'RE NOT JUST

Contact me for your free coverage review and
no-obligation quote.

A POLICY-YOU'RE

A PERSON

1

Megan Brooks

? :

Executive Agent

440 Polaris Pkwy

Ste 150

Westerville, OH 43082

(P) (614) 372-9858 (Text & Call)

Megan.Brooks@LibertyMutual.com

n

Average combined annual savings based on countrywide survey of new customers from 8/1/16 to 8/1/17 who reported savings
from prior insurers' premiums when they switched to Liberty Mutual. Savings comparison does not apply in MA. Coverage
provided and underwritten by Liberty Mutual Insurance and its affiliates, 175 Berkeley Street, Boston, MA 02116 USA. Equal
Housing Insurer. ©2018 Liberty Mutual Insurance
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Rank No Agent Office Name Unit Volume
18 Hamrick, Kimberly D Keller Williams Consultants 17 5,731,000
19 Harr, Kathryn RE/MAX ONE 17 4,864,000
120 Golla, Desalen M Coldwell Banker Realty 17 6,123,000
121 Winter, Brad Engel & Volkers RE Advisers 17 8,038,000
122 Rogers, John D Key Realty 17 3,735,000
123 Hursh, Andrew J The Westwood Real Estate Co. 17 6,831,000
124 Rowe, Robert A RE/MAX Capital Centre 17 4114,000
125 Shaffer, Carlton J RE/MAX Partners 17 6,860,000
126 Oakley, Tamara S Coldwell Banker Realty 17 5,467,000
127 Godfrey, Alecia Keller Williams Excel Realty 16 7,307,000
128 Listebarger, Laura E Century 21 Excellence Realty 16 5,214,000
129 Marsh, Troy A Keller Williams Consultants 16 5,618,000
130 Parham, Janene R Red 1 Realty 16 2,836,000
131 Prewitt, Brandon T RE/MAX Partners 16 6,028,000
132 Casey, Susanne Keller Williams Capital Ptnrs 16 6,018,000
133 Hance, Matthew EXP Realty, LLC 16 5,495,000
134 Liston, Zeke Reafco 16 5,781,000
135 Keener, Angela L Keller Williams Consultants 16 5,278,000
136 Bainbridge, Brian C CRT, Realtors 16 5,220,000
137 Tache, Michale M Coldwell Banker Realty 16 3,854,000
138 Heicher Gale, Barbara S Keller Williams Consultants 16 5,235,000
139 Andrews, Jenna L Plum Tree Realty 16 3,920,000
140 Abouseada, Omar Red 1 Realty 16 4,461,000
141 Goff, Carol Carol Goff & Assoc. 16 7,478,000
142 Watkins, Cindi Ann e-Merge Real Estate Excellence 16 2,808,000
143 Shields, Bradley L Redfin Corporation 16 6,792,000
144 Koehler, Tina Red 1 Realty 16 3,782,000
145 Whitten, Glen Ohio Property Group, LLC 16 6,168,000
146 Mitchell, Courtney J RE/MAX Premier Choice 16 8,317,000
147 Bluvstein, Jake RE/MAX Connection 16 6,059,000
148 Becker, Kathryn K Coldwell Banker Realty 15 7,348,000
149 Beckett-Hill, Jill Beckett Realty Group 15 10,046,000
150 Sunderman, Mary K Keller Williams Capital Ptnrs 15 7,957,000
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DAY-TO-DAY
BANKING

* Rewards Checking Account
o Mo monthiy service fee,
o Earn cash rewards or interest

Cruakicatons asply. See ud I details

= Digital Banking Options
o Bank when you want, where you
want, with Online & Mobile Banking.

* Union Bank Credit Card*
e Choose a credit card option with the
rewards that best fit yvour needs,

?
i
g

FINANCING
DISCOUNTS

* Waived Underwriting Fee
up to $1,295 - on your new
Mortgage Loan**

o Discount applied at loan closing.

+ Rate Discount on a new

Consumer Loan*

o 0.25% rate discount with auto-pay
from your Union Deposit Account,

e Applies to non-residential
consumer loans only.

UNION @ SCHoOL

educator banking program

www.theubank.com

FOR YOU & YOUR
CLASSROOM

¢ Access to Financial University

o From our website, educators can
utilize Union Bank's financial
literacy program both personally
and for their students.

e This resource provides articies,
calculators and coaching tools.

o Topics include, but not limited to:
s Teaching Children About Money
= Budget Calculator
= Stock Market Basics
s Barrowing & Credit

Te quality for cur Union @& Schoo! BEducater Banking Program you must be a Teacher
‘pra-K through grade 12], or an Admintstrator or Counselar within the aducation system

Program effective beginning 802023 and & subject to change without natice,

"All loans are subject to credit approval. **ist Lien maortgage an 1-4 family owner occupied
esidential properties anly, NMLS £33131 For full details an amy of the features of the
Sducater Banking Program, contact your lacal branch by calling B0O0-837-81L

IEMBER FDMC TS ECUAL HOUSMG LERDER

484-515-4T11 2

Mortgage@TheUBank.com g*

461 Beecher Road N v,
Gahanna, OH 43230 7Ien 12

TUE~AINS

in Wl o/ e -
IN MAGAZINE &

HIME

stretch

HOME PREPARATION SERVICES

WE'D LOVE TO WORK WITH YOU!

C(614) 344-8272

www. home-stretch.com

STANDARD

AD DESIGN

PROFESSIONALS

e

wwiw hedrtafgoldtitie.com

Got Time?
probably not.

let us help you with that.
24/7 access to title experts, legal resources,

and marketing assistance to save you time

Call Today at 614.812.0102

19 Karric S5quare Dr, Columbus, GH

.l_r
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Real Estate
Property Marketing

(Photos ) (Videos) (Aerials)

Visuals Booked Online
Delivered within 24 Hours

Agent Marketing

Maximize referrals, repeat business
and your time through premium
visual marketing.

Learn more and
book today at
orangevisuals.com

@dea Content Sessio “E)

( Team Headshots ) ( Workflow Videos )

A IORTHWE SHE

FamLY, OF COMPANIES Ti

Phillips Consults, LLC
Justin Phillips
(614) 732-1283
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Creating homeowners is my passion.

Getting it
done. One
mortgage
at a time.

Winning strategies. Easier process.

Mo two buyers or properties are the same. Through
in-depth client and market knowledge, | am able to help
you construct the strongest offer every time.

¥ Temporary buydowns

« Grants & down payment assistance
# Close once & next refinance is free
¥ Quick closing in as few as 2 weeks

| Dedicated loan team available 24/7

Let’s get started!

Samantha Hrehocik
Loan Officer
MNMLS 1DR 1027657 | MLO-0OHM27657

412-926-4175
shrehocik@lower.com

| werce»

=Y ECLAL HOUSING OFPORTUNITY | MMLS ID 124061
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YEARS OF
THE N2 COMPANY

Excellence Alighed: Elevate Your Business
T with a Top Mortgage Partner.

My team is here to help you
and your clients:

- Get their offer accepted.

- Have an experience they will tell
all of their friends and family about.

- Help you get more referrals, clients,
and closings.

— 7,
UNIONHOME ']nmﬁmrE

MORTEAGI U

Loan Officer | NMLS 224079 The Official Home Lending Sponsor of Ohio State Athletics

0: {614) 212.6921 | C: (740) 815.1573 | nbrader@uhm.com
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