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zippyshell

ZIPPY SHELL GREATER COLUMBUS

Moving & Storage
Made Simple

Zippy Shell treats each customer with the highest quality of care for all services. We bring the
storage container to you.

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

3 83 - 2 ot P CY : "We came to know the owner of Zippy Shell
.5?&?‘-} Eﬂﬁ*‘" Ry 4 =Y Greater Columbus, David Rothman, affer we
\ ' ' ' sold his home. We have used Zippy Shell
numerous times and fully trust their services

and staff with our clients.”

We offer: N
Traditional Zippy Shell or POD-Style Containers ' -
Local & Nationwide Moving

Indoor Climate Confrolled Storage

DIY Loading or Full Service Loading is available

CompCISS We Don't Build Houses,

Call 614-915-0800 and mention this offer HOMES We Build Homes.

to claim one month of FREE declutter storage!

We design bespoke homes specifically for

INFO@COMPASSHOMES.COM yau-and your.crents.

614.957.3793 Find your inspiration at compasshomes.com.

ZippyShellColumbus.com



PREFERRED PARTNERS

AUCTIONS AND
DOWNSIZING
Auction Ohio

(614) 846-3300
www.auctionohio.com

BASEMENT
WATERPROOFING &
BASEMENT REPAIR
Buckeye

Basement Solutions
buckeyebasement
solutions.com

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

CLOSING GIFTS

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

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
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Habitation Investigation
(614) 413-0075

homeinspectionsinohio.com

Linkhorn Inspection Group
(614) 260-1776
linkhorninspections.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

CIVISTA BANK
(614) 210-2427 x11827
civista.bank

Lower Local
(412) 926-4175
lower.com

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

Roby Capital
(740) 504-4894
robycap.com

This section has been created to give you easier access when searching for a trusted real estate affiliate.
Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses
are proud to partner with you and make this magazine possible. Please support these businesses and thank

them for supporting the REALTOR® community!

The Union Bank Company
Travis Vulich/ Joel Swaney/
Alexander Bates

(847) 789-6896
(740)262-2248

(614) 329-3999
theubank.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

NEW HOME SALES
Jill Sayre
(740) 341-7209

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

BASEMENT SOLUTVIONS

QUALITY SOLUTIONS AT AN AFFORDABLE FPRICE

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

Heart of Gold Title

(614) 398-8226

heartofgoldtitle.com
hilli |

LandSel Title Agency, Inc P 1 1 P s c 0 n S u t s » L L C

(614) 337-1928

landsel.com ]UStin Phﬂhps SAMPLE OF OUR SERVICES
(0420 2995 . DRAINAGE SOLUTIONS
nwfme.com' (614) 7.:?2'-12‘83 + CRAWL SPACE

s WATERPROOFING

(216) 373-9900

Resource Title
(614) 537-3096
resourceres.com

DON'T GET TRICKED

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

Stay a step ahead of
scommers, scan to
learn more.

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

Locally Owned & Operated
614-956-4592
Call for a FREE Quote!

www.buckeyebasementsolutions.com

mwiitle.com

Columbus Real Producers - 5
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MEET THE

COLUMBUS

REAL PRODUCERS TEAM

Katie Mastroianni, Kaitlin Hall, Christina Kitchen, Kaytlinn Barr

Owner and Publisher Assistant Publisher Ad Strategist Social Media
katie.mastroianni@ & Editor columbusrealproducers Specialist
realproducersmag.com kaitlin.hall@ ads@gmail.com

realproducersmag.com

Wes Mosley, Timothy Kristen Nester, Aaron Cropper, Carol Rich,
Photography Zaritskyy, Photography
Videography & Photography

Videography Writer

/

Heather Lofy, Nancy LaMareca, Jennifer Jeff Madison, Kristen Vitartas
Writer Writer Meclntyre, Columnist Writer
Writer

If you are interested in contributing or nominating Realtors for certain

stories, please email us at katie@rpcolumbus.com
Rp DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but

remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or
the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
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Marketing Strategist and CO-Founder of REEL SOCIAL, the full service marketing
firm for Real Estate Professionals. Whitney Abraham is sharing the secrets behind
positioning yourself as the go-to agent online.

DOES SOCIAL MEDIA HAVE AN ROI?

You keep hearing that you need to make
social media marketing a priority, but it's
hard to understand what the return on
investment truly is. Join me as we share
the case study on what has happened to
Reel Social's CO-Founder Kim Mills (Kim
Mills Group, Cutler Real Estate) over the
past 2 years of prioritizing social media.

In 2020, Kim started leveraging social media to market her Real Estate business.
In February 2021, she started incorporating video into her strategy. In 18 months
she saw her average views on social media increase 14.9x and her reach has
increased 8.7x. In fact, Kim doubled her revenue from 2021 to 2022. But even
that doesn't tell us if social media is the reason why her business has grown.

If you look at the list of clients she's worked with in the last 3 years, almost ALL
of them interacted with her in some way on social media prior to or during
their working relationship. Even more compelling, when you track where her
leads are coming from and how they found her when asked, they're listing
Instagram as the primary referral source. The truth is, strong ROl on social
media takes time. But it is the ONLY lead generating strategy that
simultaneously allows you to attract the kind of client you want AND turn them
from cold leads into warm leads at the same time.

Truthfully, the only real way to know that social media is working for Kim is the
fact that she gets messages from strangers on Instagram asking her to list their
houses. And THAT, is how we're measuring ROI.

P SOCIAL
WAS CREATED FOR BUSY BUSINESS OWNERS LIKE YOU.

Reel Social is the done with you content creation company
that helps Real Estate Professionals curate the social content
that attracts their perfect leads over and over again.

1:l SUPPORT | WORKSHOPS | CONTENT MEMBERSHIP

™ i_ﬁ-. READY TO HAVE THE PROS HELP YOU CREATE
THE CUSTOM CONTENT STRATEGY TO TURN
T =%  YOUR SOCIAL MEDIA INTO YOUR HIGHEST LEAD
k. GENERATOR? SNAG A 15 MINUTE

CONSULTATION ON OUR CALENDAR FOR US TO
DISCUSS YOUR CURRENT STRATEGY, AND HOW

REEL SOCIAL MAY BE ABLE TO HELP.

HELLO@REELSOCIALAGENT.COM @REELSOCIALAGENT



publisher’s note

Unwavering dedication to

OCTOBER black-and-white transparency

IS A ‘ ‘
Y
S P E QIAL "l highly recommend Jared Gulau and his team!

E:JD I T I @ N Very professional and gets the job done.

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

MecCallie of Thrive Companies/Realty €
at Quarry Trails and was so moved
by their vision individually as well e ¥ i _Sea na Ma ree Es py' Rea/tor
as a company as a whole and decided ;
to dedicate an entire issue to their A4 - . C U T I_ E R R E A L E S TAT E
voices, mission, and personal stories. ] " f #
¥ s "
In August of this year, Real Producers A
of Columbus celebrated a big mile- ‘ .
stone of serving our real estate com- g ”'1

munity for 8 years and we continue to
be inspired daily and monthly by our . >
local agent and affiliate voices that

serve and make a difference.

‘We hope you feel more connected,
elevated, and inspired after reading
this very special edition of those help-
ing to change the face of Columbus in
such an impactful way. Just like YOU

every single day.

Your friend,

LIFETIME CMALITY

KATIE MASTROIANNI
Owner & Publisher
614-900-1279

lifetimequality.com

katie@rpcolumbus.com

44 h . Jared Gulau jgulau@lifetimequality.com | 614-581-7353
X l i National Commercial and Residential Consultant, Lifetime Quality Roofing and Storm Restoration.
e
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P) featured affiliate

WARRANTY

By Kristen Vitartas
Images by Orange Visuals
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MINDY WILLARD, owner of HSP Home Warranty, comes

from a line of hard-working women. Born in Zanesville,

Ohio, Mindy was raised by her single teen mother and
grandmother. Her grandfather passed away when she was
2, leaving her grandmother a widow at the age of 47 with
five young children. They all moved to Columbus so that

her grandmother and mother could find work.

Mindy’s mom worked as a secretary and bartended

to make ends meet while her grandmother worked at
Lazarus. Mindy was a latchkey kid at 8. They often lived
in income-based apartments, living off of minimum wage,
her grandfather’s social security and WIC to supplement
groceries. Mindy’s father was never a part of her life and

unfortunately passed away before she had the opportunity
to locate him.

She was surrounded by families in the same boat so never
really knew the difference. “It was a huge achievement
when a family member graduated high school. That wasn’t

our norm so there was definitely no talk of college.”

Determined to change the
trajectory of her life, Mindy
focused on education and work-

ing hard at a very young age.

“If I wanted anything, I worked
for it,” said Mindy. “My expe-
riences taught me so many
things about working hard and
understanding what people go
through in life. It has helped
me in this role. I am elated for
people who are buying their
first home no matter their age

or price of their home.

“My grandma never owned a
home. My mom didn’t until she
was 45. Every step is a step up,”
she recalls. “I'look at things a
little bit differently and do my
best to appreciate and enjoy

everything in life,” she said.

She began working at Burger
King at 14 and started working
part-time in an office her fresh-
man year of high school. Mindy
was going into the seventh
grade when her mom rented

a home in Grove City. It was
then she felt what it was like to

belong to a community.

Having only worked in the

corporate world with the
comfort of a steady paycheck
and health insurance, when
Mindy’s entrepreneurial-spir-
ited husband, Lou, encouraged
her to step out on her own,
Mindy wasn’t immediately on
board. “I was like, ‘Are you
kidding me? Absolutely not,”
she recalls. “I thought no way
would I ever leave a steady job
and paycheck,” she said. But
Lou pushed.

Columbus Real Producers - 13
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WE'RE A LOCAL HOME WARRANTY

“I am still always learning. We’ve

grown it into a company that pro-

COMPANY THAT COVERS MORE OF

vides the best service in central
Ohio, that I have no doubt. We
truly care about our clients and
THE DAY'TO'DAY THINGS THAT CAN are grateful to have an amazing
team alongside us,” she said.

GO WRONG IN A HOME.

For Mindy and her team, it

circles back to understanding
the gift of homeownership and
Lou has always been her biggest fan and pushes her out of her not taking that for granted for

comfort zone but Mindy had to get over her fear of failure. people. “Some new homeowners
are barely able to pay their bills
so when something breaks it
shouldn’t be harder than it needs

to be when they call,” she said.

Meanwhile, Lou often encountered frustrated homeowners
in his home inspection business who were getting claims
denied by their home warranty companies six months after

move-in. They took notice that there weren’t a lot of local

home warranty companies. Lou started lining up investors Once Mindy and Lou became

to start their company. That was the push Mindy needed to empty nesters, they moved to

quit her corporate job to run their company in 2018. downtown Columbus with their
two rescue pups, Lincoln and
Emmie. They enjoy walking

to find live music, new restau-

rants and visiting the Columbus

Museum of Art. They love to

“We’re a local home warranty company that covers more travel, mainly to visit their

of the day-to-day things that can go wrong in a home, son Trey in Colorado Springs,

such as appliances, HVAC, plumbing issues, and those Colorado, and daughter Jalyn in

nuances that can come with homeownership,” she said. Charlotte, North Carolina.

“Customer service is severely lacking today. So many Mindy also loves fashion, design

things are being outsourced and there is a lack of empa- and a bargain. “I'm at estate

thy. We took those into account when we were doing sales all the time. I'm usually

our research on what our company should look like. We the person in the room wearing

found part of the struggle was when working with larger the wildest outfit or accessory,

national franchise companies, it’s harder to keep your fin- but I just have fun with it. I

ger on the pulse of the timeliness and quality of repairs,” enjoy following local designers.

she said. “We live in a world where we can get packages Columbus has a huge fashion

and groceries delivered in two hours. Waiting 7-10 days design presence that people don’t

for a repair is not acceptable,” Mindy said. know about,” she said.

Other things that set them apart is they have one simple Mindy is a member of the

annual product that covers all of the interior mechanicals Columbus Fashion Council,

with a low $50 deductible and includes two free annual the Midtown Real Estate

tune-ups for the furnace and AC. They also only work Association, Downtown

with small family-owned businesses so their clients can Residents Association, and

get quality service quickly. the Women’s Council of
REALTORS®, for which she will

Since then, HSP Home Warranty has grown to six sit on the board next year.

employees and 30 contracting companies.

14 - October 2024



WE DO IT ALL!

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

Call Suzy Today 614-560-5448

staff@suzyshelpinghands.com

A Auctlon Suz3fs —
Helping Hands

SuzysHelpingHands.com
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Here's a
First American

Nearly half of our members experienced a £a g Home Warranty™
ghastly home system breakdown in their first )
year with us. Thankfully, our bewitchingly

Your Local Resource

Lauren Calhoon
614.633.7295
lcalhoon@fahw.com

hon tiful home warranty coverage came to

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
te  614-442-1900 | edie.blough@titlefirst.com | www.titlefirst.com

TITLE
I FIRST

Title First family of companies . - AGENCY B

Columbus Real Producers - 17



P> behind the scenes vip

By Heather Lofy
Images by Wes Mosley Photography

THRIVE REALTY

Maria Picken has a long background
in interior design, and she had a
relationship with Thrive Companies
before she even became an official

member of the team. She owned

her own design company for eight
years before joining Michael David
Interiors, where she had the oppor-
tunity to grow and shift from resi-
dential remodeling, decorating and
design work to new build construc-

tion and design.

“I was working mainly on
semi-custom and custom homes,”
Maria says. “That’s where I grew
the most. I started working on the
Thrive account in late 2018 as an

outside designer.”

Maria’s work included curating
the interiors of Thrive’s Quarry

Trails project.

“That project has been a baby of
mine for over five years,” Maria
shares. “Thrive decided they needed
to bring the interior design position
internally, so I decided that it was
time for me to make a change, leave
the company I had been with for 14

years and take the leap.”

Maria officially became a member
of the Thrive Realty team as a client
experience manager and interior
designer in February 2023 and loves

everything the company has to offer.

“It is such a unique place to work,”
she says. “The atmosphere is open
and accepting. Work life balance is

a focus of the company. I was also

Columbus Real Producers - 19




Maria’s kids with their four-legged companion, Max.

I LOVE WHAT I DO, BUT IT’S
TRULY REMARKABLE TO BE
ABLE TO DO IT EVERY DAY
AS A MEMBER OF THE
THRIVE REALTY TEAM.

fortunate to have known so many people before
I came on board. From day one, I didn’t feel like
the new kid on the block with all the friendly

faces around the office.”

One of Maria’s favorite things about her role at
Thrive is that no two days are the same. One
day she might be in front of the computer creat-
ing diagrams and layouts, and another day she
might be with a client for a design appointment.
Maria also stages homes and community spaces
for some of Thrive’s projects, so she’ll curate

items and coordinate with movers.

“We build a few different products: flats,
townhomes and freestanding single-family
condos,” Maria explains. “We have several new
prototypes in the works for future projects.
Our team has the opportunity to relay client
feedback throughout the build. The company

takes pride in considering every team’s input at the

developmental stage of new projects.”

Design work also brought Maria and her husband,
Brian, and his daughter Ava, together. They first
met while working on a remodel in Muirfield. The
couple has been married for 11 years and their
family has grown. Ava is now 16, their son Lucas is
10 and Max the chocolate lab is 4.

Along with staying busy with the kids’ activities
and her design role, Maria is currently getting her
real estate license. Thankfully, the team atmo-
sphere and camaraderie at Thrive are strong and

they motivate Maria each day.

“It’s unbelievable how supportive the company is,
and I'm so fortunate to be part of this team,” Maria
says. “Everyone is willing to collaborate. No one is

above anyone else and we’re always helping each

other learn and grow. I love what I do, but it’s truly

remarkable to be able to do it every day as a mem-
ber of the Thrive Realty team.”

Maria with her family: Husband, Brian, 16-year-old daughter,
Ava, and 10-year-old son, Lucas.

Columbus Real Producers -
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P» you ask. we deliver.

TRUSTED

TRADES

CUSTOM WINDOW TREATMENTS

FOTCHAEYCUSTOM WINDOW

“COVEREDE)  TREATMENTS
Click here to get started with
Shutters | Blinds | Shades | Drapes

your local design consultant
Motorized Windows Treatments o
Commercial & Residential
= Freein-home consultations
= Servicing the entire Columbus
market

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!

MATTRESS WAREHOUSE
50-80% OFF RETAIL * NEW * DELIVERY AVAILABLE * GOING FAST

Monika Torrence/

Dale Novy
MATTRESS
WAREHOUSE 614.468.3070
Of Central Ofvo
n facebook.com/MattressWarehouseofCentralOhio
7= @Mattress_Monika l] '

@Mattresswarehouse_Dale

In Powell and Johnstown
« superior customer service since 2017

www.MattressWarehouseCentralOhio.com
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INSURANCE

Break Free

Y From One Size Fits
E %, AllHealth Coverage

Benefits Group®

Health * Life » Senior Insurance

! ﬂl‘fordah[«._ insrmncs tallored [ust for you,

Call or Scan
fora f'ra:rquul:u E E

8 - 614-806-4250
k] wiwrw.usabg.com/thinds

-~

DAY-TO-DAY
BANKING

* Rewards Checking Account
e Mo monthly 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,

UNION @ SCHoOL

educator banking program

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.

www.theubank.com

FOR YOU & YOUR
CLASSROOM

¢ Access to Financial University
o From our website, educators can
utilize Union Bank's financial
literacy program toth 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

To qualify for cur Union @@ Schoo!l Educater Banking Program wou 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

Mortgage@TheUBank.com

484-515-4T11

461 Beecher Road
Gahanna, OH 43230
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P» real brand

By Timothy Zaritskyy,
Business Strategist at
Orange Visuals

~ GROUP

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.

In today’s real estate world, many agents ask themselves a certain question: Should they market themselves as experts
in a particular area or maintain a broad approach to attract as many clients as possible? While the idea of being a generalist seems
appealing—hoping to capture a wide range of clients—this often leads to diluted branding and ineffective marketing. In reality,
focusing on a specific need clients need can significantly enhance your visibility and success as a REALTOR®. Here’s why having
a targeted approach is essential for standing out in the real estate market.

www.steelegroupbuilders.com o The Steele Group @steelegroupbuilders g kstites@steelegroupbuilders.com \. 614.560.0188

The inclination to remain general can be from a desire
to not alienate certain potential clients. Many real
estate agents fear that by narrowing their focus, they
might limit their opportunities. For example, an agent
who advertises themselves as a jack-of-all-trades in real
estate might think they are maximizing their appeal.
However, this often results in a lack of distinctiveness.
‘When potential clients seek out an agent, they are
usually looking for someone who knows exactly how to
solve their specific problems. A generalist agent may
struggle to communicate their value proposition clearly
and convincingly, making it harder to attract clients

who are looking for specialized advice.

In contrast, agents who focus on the needs of specific
clients—such as relocation services, luxury homes, or
first-time homebuyers—can build a strong reputation
as an expert in that area. For instance, if you position
yourself as a relocation specialist, your marketing
efforts can be tailored to address the unique needs and
concerns of individuals and families moving to a new
area. This could involve creating content about the
relocation process, showing the lifestyle of a commu-

nity, or sharing success stories of previous clients.

When clients are aware that you have expertise in their
particular area of need, they are more likely to choose

you over an agent that caters to everyone.

The importance of having an ideal target client also
helps in building a strong personal brand. When clients
and prospects know exactly what your expertise is and
what problems you solve, your name becomes synon-
ymous with that specialty. This strong, clear branding
makes you more memorable and sets you apart from
competitors. For example, if you are known as the go-to
agent for luxury properties, clients seeking high-end
homes will think of you first, leading to more referrals

and repeat business.

In conclusion, while it might seem safer to cater to
everyone’s needs, real estate agents can achieve greater
success by embracing their expertise. By defining

your ideal target client and focusing your efforts, you
can create more impactful marketing, build a strong
personal brand, and ultimately attract and retain clients
more effectively. So, take the time to identify your tar-
get client, hone your expertise, and you’ll ultimately see

more clients reach out to you on their specific needs.

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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Worldwide
Resources

Contact us today to enjoy a better
experience wherever you are.
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| 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 going forward,

E’lﬂl_'..l‘l.l;:ﬂ\:lrl
o @ValmerTitle
@ (614) 8640-0005
@ klambert@valmertitle.com
@ www.ValmerLand.com
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By Heather Lofy « Images by Wes Mosley Photography

THRIVE REALTY

When someone buys a new
home and gets the keys,
the excitement sets in...
but so does all the infor-
mation swirling through
their head. That’s where
Aimee Whitlatch comes in.
Aimee, senior client expe-
rience manager at Thrive
Companies, focuses on the
post-closing experience for

each of Thrive’s clients.

“After someone closes on a
home, we have a post-clos-
ing walk-through several

$s

weeks later where I meet
with them,” Aimee says. “I
guide them into what the
warranty process looks like
and who they contact for
various things. Our goal
was to really improve their

move-in experience.”

Aimee has been working
for Thrive’s realty division
since February 2019. She
had experience in several
sales roles that have helped
prepare her for the role

she has today. She was a




stay-at-home mom to her son
Brady, now 16. Aimee and her
husband, Brad, moved to the
Columbus area in 2005 for a
teaching job for Brad.

After having Brady, Aimee
developed a rare hearing con-
dition that took her out of the
working world as it got worse.
She eventually had surgeries on
both her ears that restored her
hearing to normal and, shortly
after, she was approached
about a role at Thrive. She had
a lifelong friendship with one of
the company leaders, and she
was brought in to help create

a sales process — everything
from the client and community
engagement to guiding the
client through the build and

warranty period.

“When I started in the indus-
try, I had limited knowledge
but was eager to learn,” Aimee
notes. “Initially, I collaborated
closely with other department
leads to define our sales pro-
cess. My role involved meeting
with clients to understand their
building experiences, iden-

tify what was working well,
and pinpoint areas needing
improvement. I collected this
feedback and worked with the
team to develop the process

we use today. Although we

will continue to learn from our
clients and refine our approach,
our process emphasizes strong
communication and a high
level of focus on their

overall experience.”

Another part of the client expe-
rience Aimee enjoys is creating
different touchpoints for clients
throughout the buying and

building process.

“We know that building a new
Aimee and her family on a

trip in Venice, Italy.

home can be stressful, so there
are little things we do to make

it special,” Aimee explains. “We
will leave little gifts for them
throughout the process for them
to enjoy. We make it personal
and intentional, and that is a

part of my position I love.”

Aimee, along with the rest of
her Thrive Realty colleagues,
has her real estate license as

well. She loves the teamwork

and bonds she creates.

“As a team, we do everything
together,” she says. “I love being
part of this team. We learn from
each other and all bring some-

thing very special.”

Her role comes with its share of
challenges, but she tackles them
head-on by collaborating closely

PROACTIVE
& COMMUNICATION

!
.11—

1S KEY.

with clients. Aimee is dedicated

to solving problems and provid-

|

ing the answers they need.

“Proactive communication is
key,” Aimee says. “The more we
engage openly with our clients,
the more they see our
commitment to addressing

their concerns.”

Aimee notes that her positive
attitude helps, especially in

these situations.

“When you are dealing with
any challenges, it’s great to
put a positive spin on things,”
Aimee says. “I truly do love
connecting with people. To get
up, come in here and have that
connection and even prob-
lem-solve for the greater good...
that motivates me. I love to be
part of that. I am proud to be
here and do what I do.”

Aimee with her son,
Brady, and husband,
Brad, enjoying the
beach in Destin, Florida.
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By Jeffrey J. Madison, Esq., Park Street Law Group LLC

Garcia v. Ewais, 2024-Ohio-3024,

2024 Ohio App. LEXIS 2845

(8th Dist., Cuyahoga Cty).
August 8, 2024 Released.

Garcia purchased a single-family residence from
Abraham (the “Property”). Appellee A.J., also an engi-
neer, owned the adjacent property (“A.J.s Property”).
Abraham installed a driveway with A.J.’s consent to
provide parking for the Property and agreed to water-
proof the basements of both properties. More than

a year after closing, boundary surveys revealed that
A.J’s property line extended to more than one-half
of the driveway. A.J. had an eight-foot wooden fence
bolted onto the length of the driveway marking his
property line, leaving Garcia just enough space to pull

the front portion of her automobile into the driveway.

Garcia argues that a grant of easement by estoppel,
also known as an equitable easement, applies. The
easement by estoppel doctrine in Ohio applies where
“‘an owner of land, without objection, permits another
to expend money in reliance upon a supposed ease-
ment, when in justice and equity the former ought to
have disclaimed his or her conflicting rights.” “The
party seeking to establish an equitable easement must
show (1) a misrepresentation or fraudulent failure to

speak, and (2) reasonable detrimental reliance.”

A.J. as the owner of the servient parcel, agreed that
Abraham, the owner of the dominant parcel, could
finance and install a permanent 18-foot-wide concrete
driveway to serve as a driveway for the Property, and
to waterproof both properties that A.J. testified bene-
fited his property. A.J. and Abraham testified that they
did not know the boundaries of the properties until
the surveys were taken approximately two years after
Garcia’s purchase. Thus, A.J. expressly agreed that
Abraham could expend money to install a permanent
structure for parking for the Property in reliance on

what constitutes an equitable easement.

Garcia established the elements of an easement by
estoppel and the court of appeals reversed the judg-
ment of the trial court. The court remanded the case
for the limited purpose of establishing the width of the
easement to allow for Garcia’s reasonable use of the
driveway to park, open the car doors, and exit the vehi-
cle and order that the fence be removed to the bound-

ary of the easement.

*Due to size limitations, internal quotations and citations are omitted.
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— PP featured leader

RUDY WESOLEK

——= THRIVE REALTY

By Heather Lofy . Images by Wes Mosley Photography

Rudy Wesolek has seen the growth of Thrive Companies over the years, from about a dozen
people a decade ago to the nearly 200 people at the company today. Rudy, who is a partner
and senior vice president of realty, started at Thrive in 2013 when it was under its former
name of Wagenbrenner Development. After graduating college at The Ohio State University
with a biology degree, Rudy didn’t quite have a roadmap for his career. So he worked in
restaurants for a time until he got an opportunity with Wagenbrenner Development.

vl

“My uncle worked there, and I had
even done a career shadowing day
with them back in middle school,”
Rudy says. “My uncle was still work-
ing with them and had some connec-
tions. They needed some help around
the office because they were a 12- to
15-person operation. I jumped at the
chance, figuring I might learn a little
about real estate and could still hold
on to my restaurant jobs. I was getting
coffee and starting from the ground

up. It really has evolved from there.”

Rudy was hungry to learn anything he
could about the real estate industry, and

the company offered him the chance to

get his real estate license in 2014.

“That was a big turning point for me,”
Rudy shares. “Once I got my license,

I started to be put in more positions
where I would be a sales assistant and
I learned the ropes on the real estate
sales side. I was up for anything... My
main role was sales and selling the
new home projects, but I was willing
to attach myself to any meetings and

any projects.”

Several years later, Wagenbrenner

Development made the shift to

become Thrive Companies, and
Rudy was vocal about wanting
to continue to grow his role

and responsibility.

“Thrive was kind of a refresh,” Rudy
says. “At that time, I moved into a
role that was a liaison between the
construction company and the sales
team. Then I became the lead of
sales in 2018, where we brought on
a whole new sales team. We believe
the customer is the most important
person and that was the true trans-
formation for me. It was the first

time I was managing anyone.”

34 . October 2024
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Il MAY NOT ALWAYS
KNOW THE ANSWER BUT
| WANT TO BE THE ONE
TO SEARCH IT OUT

& MAKE IT WORK.
27

Now, Rudy manages a team of five and is amazed at the
growth of the company since he started there 10 years
ago. The Thrive Realty team functions as a real estate
brokerage to sell homes in four different Thrive communi-
ties around Columbus. And with the challenges of the real
estate market today, Rudy and his team pride themselves

on their customer service.

“We have been lucky enough that our ownership group
has put us in a great position as to what we are selling,”
he says. “It’s a different market now after the pandemic.
We have to look at ourselves and say we have to put more
thought and effort into what we are selling about our-
selves as Thrive Companies. We need to sell who we are
and our customer service. A lot of times people have to

live through the construction of a community.”

He continues: “When I think of my successes I think of my
team. Several people who have left my team are still with
Thrive in different capacities. They are still successful

here. When I look at them in their new roles, I see how

e Photo courtesy
of Judith Madrid

Photography

Rudy with his wife, Kristi, and 8-month-old son, William.

they have grown since being on my team and I take pride
in that. And I'm proud of learning this industry with no
real estate background. I still feel some imposter syn-
drome. It’s a kudos to the people around me here. We all

truly work together for a common goal.”

Outside of work, Rudy loves to spend time with his
family - wife, Kristi, and son, William, 8 months. They
live in Old Worthington just two blocks from the down-
town area. Rudy shares that having his own family is his

greatest motivation.

“I am very determined to show that I have what it takes
to do this and I won’t allow myself to fail,” he says.
“That’s different than making mistakes. I may not always
know the answer but I want to be the one to search it out
and make it work. I want people to know they can come

to me for help or answers... I like that mentorship role.”
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. Actual customer Google Reviews from Team Arocho customers
Visuals Property Marketing

“ome buying process can be incredibly stressful due to
of the moving pieces involved. We did not have that

experience with NFM Lending. David and Alex were quick to
respond to our questions and reach out promptly when
they needed information or documents from us. All in all, it

was a wonderful and painless experience. I'd recom’w,

Working with David felt like we had personal
advisor accessible 24/7.

In today's competitive market, David and Alex
went above and beyond to support us in our
search of a new home and to make sure our
approval process goes as smooth as possible.

Communication was stellar, secure document

upload system was flawless and entire process

from start to finish very smooth.
-Lucas

“ommunication and
the process as easy
as possible. One of the
reasons the sellers chose
us was because we were
working with David and
his team! David and
Adam were always very
responsive to o

u
questions- thank ,’ P
-Sarah o

r ‘ﬁtly purchased a home and
i e to work with NFM Lending.
] 5 It was a great decision because
both David and Alex were
friendly and professional. They
responded quickly to my
questions and their loan software
was so easy to use. Every detail
was transparent and easy to k

The Leading Visual (Photos ) (Videos) (Aerials)
MarkEﬁng SDIUtinn fnr Visuals Booked Online
Real Estate in Columbus Delivered within 24 Hours

NFM Lending to anyone.
-Julie

David and Adam were amazing from start to finish!
They communicated with us clearly, quickly, and with so
much care.

David is good at what he does and, as first time
homebuyers, we learned a lot from him. And he has
assembled an incredible team. Adam was always incredibly
clear about where we’re were in the loan process and what
we needed to do to keep it moving.

Because of their expertise, we were able to move from offer

__ toclosing in only two weeks! Thank you Team Arocho!
e -Acacia

* %% %% Top Rated

Agent Marketing

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

Learn more and
book today at
orangevisuals.com

(‘u‘id eo Content Sessio ns)

(_Team Headshutg (_ Workflow ‘\fideusj

Excellent service - We were
considering a number of
lenders, but none was as

responsive to our needs as

L] ’ e Let Our Family Help David Arocho. Excellent
o I m e " TP communication - Whenever we
™ 3 Your Families had questions he made time to

walk us through the answers.

probably not. Weere vy nermed of e
LANDSEL - | ;

and his team were there for us l‘ L1 :“ >
ITTLE AGENCY, INC.

weartafgoldtitie.cam Residential | Refinance | Commercial | Land Development | Agricultural

understand throughout. Overall it
was a smooth process from start
to finish. | highly recommend
7 NFM Lending and look forward
’ / to working with both David-and

through the process of

searching for, bidding on,and. # -
closing on our new home." ¢ DaVI d

-Cody

Alex again in the future.

‘ochd”

Sr. VP of Sales - Branch Manager

"l bring years of experience and a proven record of excellent customer service to every mortgage lending
opportunity. | am here to guide you each step of the way from pre-qualification to post-closing. | am able
to offer a full range of loan products for your home purchase and refinance needs."
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24/7 access to title experts, legal resources, ' _ | | = | Team Arocho | ) Q@ g
d Fets j p Proudly Serving the Real Estate Community for Over 30 Years NMLS #525328 | 1900 Polaris Pkwy Ste 203 | Columbus, OH 43240
and marketing assistance to save you time e
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K ft@landsel bosti landsel I landsel 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
C a 11 T ~] dd l']-t 6 1 4 8 l 2 u 1 u 2 craycra @ andsel.com mbos rom@ andsel.com spo yea@ andsel.com 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
L Y 614.226.6751 317.418.1704 614.800.4992 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. PIease 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-I and Underwriting i This is not a credit decision or a commitment to lend.
Iandsel com | 614 337 1928 Eligibility is subject to of an application and verification of home ownership, occupancy, title, income, employment, credit, home value, collateral, and underwriting requirements. Not all programs are avallable in allareas Offers may vary and are subject to change at any time without notice. MLO licensing
: N * 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 1. NFM, Inc:s NMLS #2893 (www.nmlsconsumeraccess.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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P» real producer

By Carol Rich
Images by Wes Mosley Photography

THRIVE REALTY

Colin Burnheimer, Senior Client Experience Manager at Thrive
Realty, has a philosophy that’s powered him throughout

his career: he’s committed to giving clients an exceptional
experience. From his start in the hospitality business to his
current role with Thrive Realty (part of central Ohio real estate
development company, Thrive Companies), treating others with
kindness and respect has remained a constant.

“My main role at Thrive is to
make sure everyone has an excep-
tional experience,” emphasized
Colin. “It’s not just a buy-sell
transaction. It’s having that

good experience with every-

body you come in contact with,
from pre-sale through closing

and post-closing. It’s a human

approach to real estate.”

Colin is from Terrace Park,

a Cincinnati suburb that he
describes as a very small, tight-
knit community. “I still have
friends there,” he said. Colin’s dad
owned a business that provided
fireproofing for commercial
buildings. His mom is a teacher.
“My dad showed me what it takes
to lift yourself up by your boot-
straps. I learned early on from my
mom how to be a leader and teach
people.” Growing up, his brother
who’s just 14 months older, shared

the same group of friends.

“I was a very sports-driven
kid,” Colin said. “I enjoyed play-
ing all kinds of sports in every
season. It taught me dedication

and teamwork.”

Colin started Ohio University

as a history education major.

But after becoming intrigued by
the opportunities in hospitality
management, he switched majors.
After graduating from OU, Colin
took a front desk job at the Hyatt

Regency in Cincinnati and began
learning the hotel management
business from the ground up.

His inherent administrative and
operational capabilities, plus his
passion for helping people, made
the hospitality business a perfect
match. He was quickly promoted
to increasingly responsible posi-

tions within Hyatt.

After Colin’s girlfriend, Kelli, now
his wife, took a teaching job in
Charlotte, North Carolina, Colin
decided to move to Charlotte

too. He took a position as the
Assistant General Manager at a

Marriott International hotel.

In Charlotte, Colin forged a
strong working relationship with
his former boss, Don Lockhart.
“Don became a mentor to me in
the hospitality world in Charlotte.
He helped me develop my skill

set in hospitality,” Colin said. “I
followed him to various jobs in

hotels in the Charlotte area.”

One of those jobs taught Colin the
essentials of the building process
— knowledge that helps him in
his current position within Thrive
Realty. Colin served as Assistant
General Manager of a Hyatt Hotel
while it was under construction
in Uptown Charlotte. When com-
plete, the new build had 172 hotel
rooms, as well as 66 condos plus

arooftop restaurant and bar.
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Colin with
his family.
From left to
right: Dylan
(6), Colin,
Hazel, Lewis
(3) and Kelli.

(14

“That experience gave
me the building blocks of
the construction and new
build world. It sparked
my interest in that field,”
Colin said. “It not only
gave me a focus on people
management and time-
lines but also navigating
construction relationships
with production manag-
ers, general contractors

and subcontractors.”

After having a new baby
in 2018, Colin and Kelli
decided to move back

to Ohio so they could
be close to family. Colin

was contacted by Steve

Bollinger, a lifelong friend
who is Thrive’s Principal &
Executive Vice President
of Development. Steve
described how Thrive Realty
prioritizes taking care of
clients and giving them a
meaningful and curated
experience — and Colin
saw that the company’s
vision and goals aligned

with his own.

“In the summer of 2019, 1
decided to join Thrive,” Colin
said. “It was absolutely the
right decision both profes-
sionally and personally.”
Shortly after, Colin earned
his REALTORS® license.

Thrive was previously
known as Wagenbrenner
Development — a legend-
ary name in central Ohio
real estate development
since the 1940s. The
company has a strong
track record for reviving
neglected land and
transforming it into flour-

ishing communities.

Thrive Realty offers a per-
sonal and engaging buying
experience. Thrive’s
high-caliber, well-planned
urban developments
include Jeffrey Park, near
downtown Columbus;

Homes on Pullman, in

' 0000000000000 0000000000000 0000000000000 00000000

Grandview Heights;
Founders, in Harrison
‘West; and Homes on
Hartford, just west of the
Scioto Peninsula.

One of Thrive’s newest
and most high-profile
projects is Quarry Trails,
located next to Quarry
Trails Metro Park. Thrive
turned a location previ-
ously used as a quarry
into a beautiful, contem-
porary development.
Now in its second phase,
the 607-acre, mixed-use
community features both
for-rent and for-sale

homes built in a unique,
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urban architectural style.
“We try to provide a visu-
ally stunning aesthetic to
pair with our exceptional

service,” said Colin.

Colin and Kelli were happy
to return to Ohio for
Colin’s job with Thrive.
Today they live in Powell
with their two sons Dylan
(6) and Lewis (3), and
newborn daughter, Hazel.
Kelli teaches English as

a second language in the

Columbus City Schools.
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“Family is the most
important thing, one
hundred percent,” said
Colin. “We like to be
together and to eat dinner
together as a family.” The
Burnheimers enjoy staying
active. “We go to parks
and playgrounds, and we
take walks in the neigh-
borhood multiple times a
day,” said Colin.

Colin and his family love
to travel. Some of their

favorite spots for family

m

vacations include Disney
World, Wrightsville Beach
in North Carolina, Hilton
Head in South Carolina
and Lake Leelanau in
Northern Michigan.

The Burnheimers also
enjoy an occasional date
night. “Kelli and I like to
go out to dinner, and check
out the new restaurants
gaining attention,” said
Colin. He and Kelli addi-
tionally like watching their

sons play sports.

& = 15

In both his personal
and professional life,
authenticity is a top
priority for Colin.
That’s one more reason
why Thrive is such a

perfect fit for him.

“One thing I love about
Thrive is they want you
to be your authentic
self. They want your
personality to shine,”
Colin said. “That’s
important to me and

it’s true to my core.”

i

ONE THING | LOVE ABOUT
THRIVE IS THEY WANT YOU TO
BE YOUR AUTHENTIC SELF.

F

N

S

e e




Build. Sell. Finance. Grow. o f Peace of Mind

Proven Track Record: The Roby name is a cornerstone in Columbus’ development history. ' - = i O n e I n S peCtl O n At A Tl | I Ie .
Community Commitment: We are deeply invested in the growth and well-being of our neighborhoods. - T

uality Assurance: Our reputation is built on delivering unparalleled quality and service (o our clients, . .
Q 1 P S . i v’ 50+ combined years of experience.

Whether you're looking to buy, sell. or develop, choose Roby Capital—a trusted partner in Columbus' v Residential & Commercial Inspections

journey. Let us bring our expertise, dedication, and passion to your next real estate venture. \ _ a Y A h . B Ll | v Flexible Schedule/ Evening & Weekend
Roby Capital - B LR Appointments
Invested in Columbus. Invested in You. i \ - . v State Licensed Inspectors
v 120 Day Warranty

And p iy 1. : ' v Free Repair Estimates
ANArew rayne . g | i 5
ROB NMLS ‘*-ﬁ4.§74:":] e = v’ Same Day Inspection Reports

CAPITAI Mortgage Broker/Owner = i . e N [ | . I " 17ed Closing Gifts

e e (740) 913-3707 , g R - v Free Infrared Scans

andy @robycap.com A &Y v Radon, Termite, Well, Septic, Sewer Camera,
e \ 1075 W 3rd Ave. { ' -ty Mold Testing, Asbestos
' ' [ - 2 i ' Testing, Foundation & Roof

Scan here to connect Columbus, OH, 43212 i
Certifications and More.

: L ! v  Free home binder for every client
OWNER’S TITLE INSURANCE PROTECTS YOURSS | N - v Over 3400 Google reviews

YOUR KIDS...
YOUR GRANDKIDS...
YOUR GREAT-GRANDKIDS AND...

WELL, YOUGET THE IDEA.

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

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

kn n that you ‘most .val'rbla : 5
atawill be progegied. CHICAGO TITLE _ _ 2% Schedule Your Inspection Online!
We Offer Six Convenient Office Locations: . A\ WWWLInkhormnSpeCtIOHSCom

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
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real producer

MADDIL
MCCALLIE

By Heather Lofy

Growing up, her mother was a
Division I basketball coach at the
collegiate level. Maddie was brought
up in a high-paced, competitive
environment and got to see the
team aspect of her mom’s work,

but the family also moved around
frequently. Maddie even spent time
overseas when her mom coached
USA basketball. Maddie was also
part of a team herself, playing
basketball at Miami University in
Oxford, Ohio, before transferring to
Elon University to finish her

collegiate career.

“We won our conference title,
which got us a bid to the NCAA
tournament,” Maddie says. “Then I
was left with the question ‘What do
I do next?’ I had an extra year from
sitting out of basketball so I started
my MBA. I started doing personal
training and spent time working in
the service industry, as I was still
spending the majority of time com-
muting to my MBA classes at Elon.
I eventually landed a recruiting
sales role that was remote due to
the uncertainty with COVID, which
overall transitioned to an in-person
role that excitedly brought me

to Columbus.”

Images by Wes Mosley Photography

Maddie always loved the midwest-
ern vibe, as she spent some time
when she was younger living in
Michigan, so she was excited to
make her home in Ohio. Quickly
after getting here, she connected
with someone she knew who
worked at Thrive, and real estate

piqued her interest.

“I'was a little lost and not sure recruit-
ing sales was the end all be all for me,”
Maddie says. “It was the perfect time

for me to get into real estate.”

Maddie joined the Thrive Realty
team of Thrive Companies in
November 2021 and is a senior cli-
ent experiences manager. Her role,
which does draw upon her sales
background, involves client commu-
nication and prospecting for new
clients who are interested in the

Thrive community’s new builds.

“I'm readily available for calls, tours
and on-site meetings,” she explains.
“We focus on making the buying or
building process better and more fun
for clients. I’'m that middle person

to keep everyone up to speed. I'm
proud of my communication skills

and quick response time.”




Maddie also got her real estate
license in 2022. She shares it was
something she not only wanted to
do herself but was also supported
and encouraged to get it by her
Thrive team. It helps Maddie con-
nect with other agents and see what

they are dealing with.

“I can read the room well and can
figure out time and place and the
way to word challenging things,”
Maddie says. “A lot of the clients we
have are going through a big life pur-
chase and experience. Oftentimes,
there is frustration or variables in
construction that might happen, and
being able to stay steady and calmly
and transparently relay the facts is
important. Being that hand holder
and helper, along with providing
emotional support throughout the
process can be tough. Some things
are out of our control, too, when it
comes to timing with construction.
It’s our communication while also
being able to listen well in order to
provide that balance for clients. I'm
proud of the way I can feel people’s
energy. People know that I'm a ‘good
vibes only’ person and it gives me an
elevated energy even for myself that

people can recognize.”
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Maddie’s positive energy
translates to her personal
life, too, where she is
motivated to create healthy
habits with workouts and
eating routines. She enjoys
trying out different classes
through Class Pass, like
Pilates, along with lifting
and running. She keeps

her competitive side with
sports like golf, tennis and
pickleball. Maddie recently
got married to her husband,
Nick Bapst, and is excited
for the next chapter of life.

“I'm proud of the direction
of life I created living away
from my family,” Maddie
says. “Being true to myself
helped land me my role
with Thrive, which has
been super fulfilling. I didn’t
stretch to be something I
wasn’t. Creating that path
on my own and putting
myself out there is some-

thing I am very grateful for.”

Maddie’s teamwork comes
full circle with her close-
knit Thrive Realty team.
She notes one of her favor-
ite things about Thrive is
how the company has a “one

team” mentality.

“Everyone is really

approachable and easygo-
ing,” Maddie says. “They truly care about you as a
person and what you have going on. Being able to
actually have a true friendship with a co-worker

makes it easier to communicate on work things.”

She continues: “Thrive really emphasizes work-life
balance and it’s a very understanding company. They
want people to work hard but also have a lot of fun.
There is a very good energy to our working environ-
ment. The attention to detail to each one of us makes

it fun and makes Thrive really unique as a company.”
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Most of you that know Jim and | also know that we have

been building a house in Vinton County. The house is finally

almost completed. We have started moving into our new
home this past week. No house is perfect, not even new
ones. Our builder is a custom builder. He only does one
home at a time, and it took us a year and a half on a wait
list for him to start on our home.

He knew what we did for a living when he agreed to build our
home. He knew we were going to be out regularly checking on
the framing during the construction and pre-drywall phase.
And we were there. Yet, in spite of that, we still noticed some
issues this weekend when we spent some time there. We had a
leak in a shower head and dishwasher (Jim fixed). There was a
leak in the gas line and it needed to be taken out from the wall
and a new one put in (It was apparently punctured while
putting the facade on the front). The most concerning one to
us is the water heater. We have a heated floor system and the
boiler for that also is used to heat the water we use daily.
Somehow it was wired incorrectly (the HVAC guy did this one)
and when the regular water is used, the other side gets hot
without circulating the water for the radiant heating.

The reason | am sharing this with you is that it is VERY
important for you as an agent to make sure that your clients
always get their new home inspected. We were there all the
time to catch small things. However, we also have some big
things. No house is ever perfect because humans are never
perfect. That is why we do inspections. It is much easier to
catch little things early on before any damage is done and
while it is easier to fix it than to live in the house for almost a
year and have to fight to get issues taken care of.

| belong to several groups online that talk about new build
issues and how their builder is ignoring them or how they have
had to spend thousands of dollars to fix issues that the builder
refuses to. | have seen several involved in lawsuits. Many people

believe that just because a house is new, it is perfect. That is not
the case. Even Jim and |, who had a great, responsive builder
found issues. Imagine how much that can change with a larger
builder who subcontracts out all of the work?

Habitation Investigation offers new build packages.

Call or text 614.413.0075 for more information on the
packages and to schedule. We look forward to helping give
your clients peace of mind. You can also
schedule online 24/7 at
https://homeinspectionsinohio.com/.
To sign up for our newsletter full

of fun facts and class schedules,

scan this barcode.

u |
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TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Closed date from Jan. 1to Aug. 31, 2024, as of Sept. 10 at 10:50 a.m.

Rank No Agent Office Name Unit Volume

1 Hencheck, Alexander A HMS Real Estate 532 246,788,000
2 Raines, Sandy L The Raines Group, Inc. 271 159,821,000
3 Tartabini, Daniel V New Advantage, LTD 244 126,032,000
4 Riddle, Robert J New Albany Realty, LTD 160 105,911,000
5 Ruff, Jeffery W Cutler Real Estate 145 100,242,000
6 Fairman, Charlene K The Realty Firm 191 97,286,000
7 Long, Bryan Century 21 Frank Frye 15 78,751,000
8 Ruehle, Ryan J EXP Realty, LLC 225 78,206,000
9 Cooper, Sam Howard Hanna Real Estate Svcs 204 66,834,000
10 Willcut, Roger E Keller Williams Consultants 82 56,862,000
" Wright, Kacey A RE/MAX Partners 104 54,652,000
12 Lynn, Lori Keller Williams Consultants 149 52,354,000
13 Clarizio, Bradley Red 1 Realty 142 48,216,000
14 Ritchie, Lee RE/MAX Partners 14 44,664,000
15 Ciamacco, DelLena RE/MAX Connection 88 42,503,000
16 Casey, Michael A RE/MAX Connection 87 40,557,000
17 Ross, James E Red 1 Realty 150 38,798,000
18 Kemp, Brian D Keller Williams Capital Ptnrs 81 38,317,000
19 Wheeler, Lacey D Red 1 Realty 81 37,957,000
20 Shaffer, Donald E Howard HannaRealEstateServices 110 36,384,000
21 Close, Allison L Cutler Real Estate 53 34,936,000
22 Guanciale, Andrew P Coldwell Banker Realty 12 34,504,000
23 Beirne, Daniel J Opendoor Brokerage LLC 109 33,564,000
24 Bodipudi, Koteswara Red 1 Realty 77 33,262,000
25 MacKenzie, Cynthia C CYMACK Real Estate 67 32,482,000
26 Grandey, M. Michaela Rolls Realty 42 32,209,000
27 Elflein, Joan Ohio Broker Direct, LLC 75 29,792,000
28 Wills, Julie R Howard Hanna Real Estate Svcs 62 29,763,000
29 Swickard, Marnita C e-Merge Real Estate 52 29,589,000
30 Ferrari, Rhiannon M EXP Realty, LLC 77 29,146,000
31 Price, Hugh H Howard HannaRealEstateServices 60 28,991,000
32 Looney, Sherry L Howard HannaRealEstateServices 94 28,959,000
33 Conley, Amy E Cutler Real Estate 35 28,862,000
34 Alley, Rachel M Keller Williams Capital Ptnrs 62 28,176,000

56 - October 2024

Rank No Agent Office Name Unit Volume
35 Fox-Smith, Angelina L Coldwell Banker Realty 56 28,126,000
36 Powers, David S Cutler Real Estate 34 27,670,000
37 Powell, Tina M Coldwell Banker Realty 69 27,595,000
38 Kendle, Ronald D RE/MAX Town Center 28 27,280,000
39 Tanner-Miller, Angie R Coldwell Banker Realty 96 27134,000
40 Ogden Oxender, Erin Keller Williams Capital Ptnrs 62 26,640,000
41 Clark, Amy G LifePoint Real Estate, LLC 68 26,413,000
42 Collins, Charles E Red 1 Realty 88 26,041,000
43 LaBuda, Jo-Anne Keller Williams Capital Ptnrs 55 25,588,000
44 Mahon, John D Casto Residential Realty 45 25,580,000
45 Davis Spence, Katherine KW Classic Properties Realty 43 25,559,000
46 Chiero, Kathy L Keller Williams Greater Cols 62 25,537,000
47 Mancini, Mandy Keller Williams Consultants 36 25,107,000
48 Roehrenbeck, James F RE/MAX Town Center 56 25,068,000
49 Madosky Shaw, Lari Coldwell Banker Realty 39 24,970,000
50 Beckett-Hill, Jill Beckett Realty Group 36 24,731,000

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.
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TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Closed date from Jan. 1to Aug. 31, 2024, as of Sept. 10 at 10:50 a.m.

Rank No Agent Office Name Unit Volume
51 Kamann, Heather R Howard Hanna Real Estate Services 63 24,354,000
52 Yoder-Barnhart, Nicole R Howard Hanna Real Estate Svcs 54 24,037,000
53 Pearson, Lauren E RE/MAX Consultant Group 50 23,686,000
54 Cox, Brittany Coldwell Banker Realty 75 23,559,000
55 Carruthers, Michael D Coldwell Banker Realty 24 23,533,000
56 Neff, Mark B New Albany Realty, LTD 27 23,063,000
57 Breeckner, Brian Beckett Realty Group 82 22,925,000
58 Shoaf, Terra J Keller Williams Consultants 28 22,708,000
59 Wainfor, Susan Coldwell Banker Realty 49 22,157,000
60 Edwards, Kyle KW Classic Properties Realty 44 21,982,000
61 Ramm, Jeff Coldwell Banker Realty 35 21,928,000
62 Kessel-White, Jennifer KW Classic Properties Realty 62 21,845,000
63 Smith, Steven S S Keller Williams Consultants 61 21,368,000
64 Shaffer, Carlton J RE/MAX Partners 44 20,325,000
65 Dixon, Tracey L Keller Williams Greater Cols 64 20,287,000
66 Diaz, Byron NextHome Experience 92 20,164,000

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.
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Housing Insurer. ©2018 Liberty Mutual Insurance
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Rank No Agent Office Name Unit Volume

67 Fisk, Jacob V Red 1 Realty 69 19,531,000
68 Mabhler, Jeff A* Keller Williams Capital Ptnrs 49 19,395,000
69 Mills, Kim Cutler Real Estate 24 19,160,000
70 Mitchell, Courtney J RE/MAX Premier Choice 35 18,853,000
71 Jones, Jane L Howard Hanna Real Estate Svcs 18 18,755,000
72 Weiler, Robert J The Robert Weiler Company 5 18,686,000
73 Prewitt, Brandon T RE/MAX Partners M 18,683,000
74 Lambright, Stacey J EXP Realty, LLC 42 18,610,000
75 Richards, Katie C Keller Williams Greater Cols 36 18,591,000
76 Vanhorn, Vincent K Di Lusso Real Estate 56 18,501,000
77 Lyubimova, Ekaterina NextHome Experience 67 18,241,000
78 Rano, Richard J RE/MAX Affiliates, Inc. 43 18,220,000
79 Calhoon, Benjamin S Berkshire Hathaway HS Pro Rity 40 18,204,000
80 Berrien, Todd V Coldwell Banker Realty 48 17,921,000

81 Pattison, Susie L Cutler Real Estate 33 17,735,000
82 Fox, Jermaine EXP Realty, LLC 68 17,670,000
83 Abbott, Kelly Howard Hanna Real Estate Svcs 53 17,635,000
84 Hunter, Ling Q Red 1 Realty 55 17,630,000
85 Redman, Shawn Street Sotheby's International 14 17,630,000
86 Lowe, Regan M Keller Williams Capital Ptnrs 36 17,528,000
87 Laumann, Margot M Street Sotheby's International 32 17,463,000
88 Hinson, Alan D New Albany Realty, LTD 14 17,346,000
89 Marsh, Troy A Keller Williams Consultants 43 17,210,000

90 Ackermann, Mara RE/MAX Consultant Group 27 17,146,000

91 Murphy, Patrick J Keller Williams Consultants 39 16,717,000

92 Sunderman, Mary K Keller Williams Capital Ptnrs 37 16,705,000
93 Smith, Anita K EPCON Realty, Inc. 37 16,699,000
94 Barlow, Jaysen E Sell For One Percent 53 16,697,000
95 Chudik, Margaret L Coldwell Banker Realty 40 16,605,000
96 Hemmert, Benjamin Thomas Howard Hanna Real Estate Svcs 34 16,436,000
97 Fenters, Margaret M Coldwell Banker Realty 27 16,334,000
98 Mathias, Neil W Cutler Real Estate 24 16,332,000
99 Heicher Gale, Barbara S Keller Williams Consultants 39 16,298,000
100 Sanepalli, Ramamohan R Key Realty 28 16,143,000
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TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Closed date from Jan. 1to Aug. 31, 2024, as of Sept. 10 at 10:50 a.m.

Rank No Agent Office Name Unit Volume

101 Shields, Bradley L Redfin Corporation 35 16,126,000
102 Stevenson, Michelle L M3K Real Estate Network Inc. 38 16,072,000
103 Hance, Matthew EXP Realty, LLC 42 16,057,000
104 Rano-Jonard, Linda M RE/MAX Affiliates, Inc. 38 15,927,000
105 Bluvstein, Jake RE/MAX Connection 29 15,906,000
106 Hood, Shaun Coldwell Banker Realty 40 15,780,000
107 Goodman, Benjamin J Sorrell & Company, Inc. 30 15,764,000
108 Griffith, Tyler R RE/MAX Peak 53 15,519,000
109 Lubinsky, John D RE/MAX Affiliates, Inc. 35 15,349,000
10 Simpson, Kimberly L Real Brokerage Technologies 18 15,321,000
m Ford, Clint A Howard Hanna Real Estate Svcs 43 15,317,000

12 Kovacs, Kimberly A Coldwell Banker Realty 45 15,105,000
13 Marvin, Scott A Team Results Realty 42 15,101,000

14 Pacifico, Michael A RE/MAX ONE 36 15,079,000
15 DeVoe, Anne Coldwell Banker Realty 16 15,070,000
116 Reynolds, Ryan D Keller Williams Consultants 37 15,070,000
17 Parsley, David H Ross, Realtors 32 15,047,000
18 Barlow, Jaime Sell For One Percent 44 14,967,000
119 Vlasidis, Nick J Howard Hanna Real Estate Svcs 27 14,917,000

120 Becker, Kathryn K Coldwell Banker Realty 28 14,874,000
121 Meyer, James D Cutler Real Estate 31 14,860,000
122 Press, Marci L Home Central Realty 35 14,742,000
123 Godard, Cheryl S KW Classic Properties Realty 12 14,690,000
124 Miller, Sam Re/Max Stars 72 14,650,000
125 Maze, Jamie L Cutler Real Estate 32 14,620,000
126 Evans, Nicole R Coldwell Banker Realty 26 14,571,000

127 Kim, Lory RE/MAX Connection 35 14,545,000
128 Winter, Brad Engel & Volkers RE Advisers 3 14,536,000
129 MYERS, AMANDA Rise Realty 62 14,481,000
130 Jones, Tracy J Keller Williams Elevate - Stro 78 14,467,000
131 Hursh, Andrew J The Westwood Real Estate Co. 39 14,465,000
132 El Mejjaty, Omar Carleton Realty, LLC 60 14,396,000
133 Kirk, Jon F RE/MAX Premier Choice 16 14,216,000

60 - October 2024

Rank No Agent Office Name Unit Volume

134 Reed, Chris Howard Hanna Real Estate Svcs 38 14,212,000
135 Kanowsky, Jeffrey | Keller Williams Greater Cols 43 14,175,000

136 Xue, Yanhua OwnerlLand Realty, Inc. 32 13,999,000
137 Keener, Angela L Keller Williams Consultants 39 13,989,000
138 Macaluso, Krystin A Coldwell Banker Realty 26 13,962,000
139 Doyle, Michael EXP Realty, LLC 39 13,869,000
140 Kessler-Lennox, Jane New Albany Realty, LTD 14 13,766,000
141 Falah, Sinan Coldwell Banker Realty 37 13,505,000
142 Janitzki, Seth J Cam Taylor Co. Ltd., Realtors 25 13,494,000
143 Godfrey, Alecia Keller Williams Excel Realty 33 13,478,000
144 Russo, Richard Rich Russo Realty & Co. 54 13,403,000
145 Lesnick, Jean M New Albany Realty, LTD 14 13,384,000
146 Gledhill, Eric W Cutler Real Estate 26 13,355,000
147 Reil, Timothy C Keller Williams Consultants 18 13,320,000
148 Adams, Cody H Coldwell Banker Realty 35 13,195,000
149 White, Nathan NextHome Experience 33 13,023,000
150 Keffer, Tracy T Keller Williams Greater Cols 43 12,990,000

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.
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Closed date from Jan. 1to Aug. 31, 2024, as of Sept. 10 at 10:50 a.m.

Rank No Agent Office Name Volume Unit Rank No Agent Office Name Volume Unit
1 Hencheck, Alexander A HMS Real Estate 246,788,000 532 17 Graham, Mark Countrytyme Realty, LLC 11,400,000 102
2 Raines, Sandy L The Raines Group, Inc. 159,821,000 271 18 Tanner-Miller, Angie R Coldwell Banker Realty 27134,000 96
3 Tartabini, Daniel V New Advantage, LTD 126,032,000 244 19 Looney, Sherry L Howard HannaRealEstateServices 28,959,000 94
4 Ruehle, Ryan J EXP Realty, LLC 78,206,000 225 20 Diaz, Byron NextHome Experience 20,164,000 92
5 Cooper, Sam Howard Hanna Real Estate Svcs 66,834,000 204 21 Collins, Charles E Red 1 Realty 26,041,000 88
6 Fairman, Charlene K The Realty Firm 97,286,000 191 22 Ciamacco, DelLena RE/MAX Connection 42,503,000 88
7 Riddle, Robert J New Albany Realty, LTD 105,911,000 160 23 Casey, Michael A RE/MAX Connection 40,557,000 87
8 Ross, James E Red 1 Realty 38,798,000 150 24 Breeckner, Brian Beckett Realty Group 22,925,000 82
9 Lynn, Lori Keller Williams Consultants 52,354,000 149 25 Willcut, Roger E Keller Williams Consultants 56,862,000 82
10 Ruff, Jeffery W Cutler Real Estate 100,242,000 145 26 Wheeler, Lacey D Red 1 Realty 37,957,000 81
" Clarizio, Bradley Red 1 Realty 48,216,000 142 27 Kemp, Brian D Keller Williams Capital Ptnrs 38,317,000 81
12 Ritchie, Lee RE/MAX Partners 44,664,000 14 28 Jones, Tracy J Keller Williams Elevate - Stro 14,467,000 78
13 Guanciale, Andrew P Coldwell Banker Realty 34,504,000 12 29 Bodipudi, Koteswara Red 1 Realty 33,262,000 77
14 Shaffer, Donald E Howard HannaRealEstateServices 36,384,000 110 30 Ferrari, Rhiannon M EXP Realty, LLC 29,146,000 77
15 Beirne, Daniel J Opendoor Brokerage LLC 33,564,000 109 31 Fader, Scott Joseph Walter Realty, LLC 11,013,000 76
16 Wright, Kacey A RE/MAX Partners 54,652,000 104 32 Elflein, Joan Ohio Broker Direct, LLC 29,792,000 75
33 Cox, Brittany Coldwell Banker Realty 23,559,000 75
34 Miller, Sam Re/Max Stars 14,650,000 72
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 Powell, Tina M Coldwell Banker Realty 27,595,000 69
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 Fisk, Jacob V Red 1Realty 19,531,000 69
reported through the MLS within the date range listed are not included. Asterisk indicates individual. 37 Clark, Amy G LifePoint Real Estate, LLC 26,413,000 68
38 Fox, Jermaine EXP Realty, LLC 17,670,000 68
39 Lyubimova, Ekaterina NextHome Experience 18,241,000 67
40 MacKenzie, Cynthia C CYMACK Real Estate 32,482,000 67
41 Dixon, Tracey L Keller Williams Greater Cols 20,287,000 64
42 Kamann, Heather R Howard Hanna Real Estate Services 24,354,000 63
43 Kessel-White, Jennifer KW Classic Properties Realty 21,845,000 62
44 Chiero, Kathy L Keller Williams Greater Cols 25,537,000 62
45 Ogden Oxender, Erin Keller Williams Capital Ptnrs 26,640,000 62
bl 46 Alley, Rachel M Keller Williams Capital Ptnrs 28,176,000 62
HYDRATEMEIS A LEADING PRACTICE 47 MYERS, AMANDA Rise Realty 14,481,000 62
INIV THERAPY. AESTHETICS AND MORE! 48 Wills, Julie R Howard Hanna Real Estate Svcs 29,763,000 62
49 Smith, Steven S S Keller Williams Consultants 21,368,000 61
50 El Mejjaty, Omar Carleton Realty, LLC 14,396,000 60
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Closed date from Jan. 1to Aug. 31, 2024, as of Sept. 10 at 10:50 a.m.

Rank No Agent Office Name Volume Unit Rank No Agent Office Name Volume Unit
51 Price, Hugh H Howard HannaRealEstateServices 28,991,000 60 68 Winland, Jessica Coldwell Banker Realty 10,505,000 51
52 Vanhorn, Vincent K Di Lusso Real Estate 18,501,000 56 69 Pearson, Lauren E RE/MAX Consultant Group 23,686,000 50
53 Fox-Smith, Angelina L Coldwell Banker Realty 28,126,000 56 70 Wainfor, Susan Coldwell Banker Realty 22157,000 49
54 Roehrenbeck, James F RE/MAX Town Center 25,068,000 56 71 Mahler, Jeff A Keller Williams Capital Ptnrs 19,395,000 49
55 Toth, Sherrie RE/MAX Consultant Group 11,827,000 55 72 Berrien, Todd V Coldwell Banker Realty 17,921,000 48
56 Hunter, Ling Q Red 1 Realty 17,630,000 55 73 Flach-Moore, Stacey L Coldwell Banker Realty 10,978,000 48
57 LaBuda, Jo-Anne Keller Williams Capital Ptnrs 25,588,000 55 74 Webb, Stephanie Keller Williams Legacy Group 12,108,000 47
58 Russo, Richard Rich Russo Realty & Co. 13,403,000 54 75 Wiley, Kelly Keller Williams Capital Ptnrs 7,372,000 46
59 Yoder-Barnhart, Nicole R Howard Hanna Real Estate Svcs 24,037,000 54 76 Payne, Donald A Vision Realty, Inc. 10,529,000 45
60 Soskin, Alexander Soskin Realty, LLC 11,725,000 54 77 Kovacs, Kimberly A Coldwell Banker Realty 15,105,000 45
61 Close, Allison L Cutler Real Estate 34,936,000 53 78 Mahon, John D Casto Residential Realty 25,580,000 45
62 Barlow, Jaysen E Sell For One Percent 16,697,000 53 79 Shaffer, Carlton J RE/MAX Partners 20,325,000 44
63 Griffith, Tyler R RE/MAX Peak 15,519,000 53 80 Edwards, Kyle KW Classic Properties Realty 21,982,000 44
64 Abbott, Kelly Howard Hanna Real Estate Svcs 17,635,000 53 81 Barlow, Jaime Sell For One Percent 14,967,000 44
65 Swickard, Marnita C e-Merge Real Estate 29,589,000 52 82 Rooks, Scott David Lakeside Real Estate & Auction 4,800,000 44
66 Parham, Janene R Red 1 Realty 9,494,000 52 83 Keffer, Tracy T Keller Williams Greater Cols 12,990,000 43
67 Hamilton, V. Patrick REMAX Alliance Realty 10,828,000 52 84 Marsh, Troy A Keller Williams Consultants 17,210,000 43
85 Rano, Richard J RE/MAX Affiliates, Inc. 18,220,000 43
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 Davis Spence, Katherine KW Classic Properties Realty 25,559,000 43
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 Ford, Clint A Howard Hanna Real Estate Svcs 15,317,000 43
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 Kanowsky, Jeffrey | Keller Williams Greater Cols 14175,000 43
89 Bare, Scott T Bauer Realty & Auctions 12,708,000 42
N EW H O M E SAL ES 90 Lambright, Stacey J EXP Realty, LLC 18,610,000 42
CO NSU LTANT 91 Grandey, M. Michaela Rolls Realty 32,209,000 42
92 Hance, Matthew EXP Realty, LLC 16,057,000 42
93 Marvin, Scott A Team Results Realty 15,101,000 42
94 Bainbridge, Brian C CRT, Realtors 12,143,000 41
95 Fair, Diana Ross, Realtors 8,947,000 41
96 Cliffel, Eric J The Columbus Agents 10,899,000 41
97 Prewitt, Brandon T RE/MAX Partners 18,683,000 4
98 Weade, Branen L Weade Realtors & Auctioneers 5,945,000 41
99 Calhoon, Benjamin S Berkshire Hathaway HS Pro Rity 18,204,000 40
100 Hart, Kevin Keller Williams Capital Ptnrs 12,968,000 40
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Closed date from Jan. 1to Aug. 31, 2024, as of Sept. 10 at 10:50 a.m.

Rank No Agent Office Name Volume Unit Rank No Agent Office Name Volume Unit
101 Jackson, Patricia K RE/MAX Genesis 11,080,000 40 8 Falah, Sinan Coldwell Banker Realty 13,505,000 37
102 Vance, Chase Di Lusso Real Estate 5,603,000 40 19 Christensen, Kim Howard Hanna Real Estate Svcs 9,226,000 37
103 Hood, Shaun Coldwell Banker Realty 15,780,000 40 120 Smith, Anita K EPCON Realty, Inc. 16,699,000 37
104 Chudik, Margaret L Coldwell Banker Realty 16,605,000 40 121 Reynolds, Ryan D Keller Williams Consultants 15,070,000 37
105 Hensel, Drew R RE/MAX ONE 11,264,000 40 122 Sunderman, Mary K Keller Williams Capital Ptnrs 16,705,000 37
106 Heicher Gale, Barbara S Keller Williams Consultants 16,298,000 39 123 Beckett-Hill, Jill Beckett Realty Group 24,731,000 36
107 Doyle, Michael EXP Realty, LLC 13,869,000 39 124 Pacifico, Michael A RE/MAX ONE 15,079,000 36
108 Hursh, Andrew J The Westwood Real Estate Co. 14,465,000 39 125 Lyman, Remington Reafco 10,868,000 36
109 Madosky Shaw, Lari Coldwell Banker Realty 24,970,000 39 126 Morrison, Natalie H e-Merge Real Estate 10167,000 36
110 Keener, Angela L Keller Williams Consultants 13,989,000 39 127 Horne, Jeffrey E Coldwell Banker Heritage 8,047,000 36
1 Murphy, Patrick J Keller Williams Consultants 16717,000 39 128 Allgood, Amanda M e-Merge Real Estate 7.716,000 36
12 Harr, Kathryn RE/MAX ONE 10,577,000 38 129 Richards, Katie C Keller Williams Greater Cols 18,591,000 36
13 Rano-Jonard, Linda M RE/MAX Affiliates, Inc. 15,927,000 38 130 Lowe, Regan M Keller Williams Capital Ptnrs 17,528,000 36
14 Stevenson, Michelle L M3K Real Estate Network Inc. 16,072,000 38 131 Mancini, Mandy Keller Williams Consultants 25107,000 36
115 McDonald, Jayme Red 1 Realty 3,013,000 38 132 Boot, Yuriy A BUCH Realty, LLC 8,795,000 36
16 Reed, Chris Howard Hanna Real Estate Svcs 14,212,000 38 133 Shields, Bradley L Redfin Corporation 16,126,000 35
17 Murphy, Kristina R Howard Hanna Real Estate Svcs 12,986,000 37 134 Mitchell, Courtney J RE/MAX Premier Choice 18,853,000 35
135 Parrett, Constance D Cutler Real Estate 11,366,000 35
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 136 Ramm, Jeff Coldwell Banker Realty 21,928,000 35
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 137 Conley, Amy E Cutler Real Estate 28,862,000 35
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. 138 Parker, Kelly A Howard Hanna Real Estate Svcs 9,623,000 35
139 Adams, Cody H Coldwell Banker Realty 13,195,000 35
, Ll 140 Oakley, Tamara S Coldwell Banker Realty 11,224,000 35
o ” 141 Hughes, Malia K Key Realty 11,896,000 35
h It the # 142 Lubinsky, John D RE/MAX Affiliates, Inc. 15,349,000 35
. 143 Linn, Misty D Core Realty Collection 9,674,000 35
use 144 Kim, Lory RE/MAX Connection 14,545,000 35
ﬂ 145 Press, Marci L Home Central Realty 14,742,000 35
u on on 146 Shroyer, Caroline C Keller Williams Consultants 11,536,000 34
Iik 147 Powers, David S Cutler Real Estate 27,670,000 34
e 148 Bell, Megan L Real Brokerage Technologies 11,392,000 34
149 Fiorello, Kellie A Coldwell Banker Realty 9,107,000 34
150 Wemlinger, Kimberly B Howard Hanna Real Estate Svcs 9,956,000 34
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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-clepth client and market knowledge, | am able to help
vou construct the strongest offer every time.

¥ Temporary buydowns

' Grants & down payment assistance

¥ Close once & next refinance is free
Gluick closing in as few as 2 weeks

Dedicated loan team available 24/7

Let’s get started!

Samantha Hrehocik

Loan Officer

NMLS |1D# 1027657 | MLO-0OHI027657
412-926-4175
shrehociki@lower.com
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YEARS OF
Rp ‘ % THE N2 COMPANY

Elevating the home
buying experience.

World-class service and support
for exceptional outcomes,

NOAH BRADER LOAN OFFICER

C: (740) 815-1573 | O: (614) 212-6921
nbraderguhm.com

250 Old Wilson Bridge Rd. | Suite 360
Worthington, OH 43085

NMLS 224074 | LICENSED IM: FL. OH, 5C
STATE WMLS LIST. FL LD22s33 |
OH MLO038358 000 | 5C MLO-224070
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