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RELAX...We'll Take Care Of Your Properties.
Let Hunter's Property Maintenance take care of your listings, rentals, or investment properties!

Licensed, Insured & Bonded, 
MHIC #:145173

Hunter Fagan
HPM Owner

Landscaping • Construction • Snow Removal • Property Maintenance

(301) 579-8763
CALL US OR BOOK ONLINE!

HPMMaintenance.com

If you are interested in nominating Realtors to be featured in the 
magazine, please email Wendy@RealProducersKBTeam.com.
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This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

AGENT & INVESTOR 
PARTNER EXPERT
Spindrift
(301) 908-8438
JohnlHomes.com

APPRAISAL SERVICES
Jackson Appraisal Group
(202) 409-4850
JacksonAppraisalGroup.com

ATTORNEY
Shulman Rogers
(301) 231-0933
ShulmanRogers.com

CLEANING SERVICE
Fresh Home Cleaning
(240) 855-7268
Fresh-HomeCleaning.com

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

CUSTOM HOME AUDIO/
VIDEO SYSTEMS
Smart Automation Solutions
(240) 242-7272
SmartAutomationSolutions.com

ELECTRICIAN/ELECTRICAL 
CONTRACTOR
Sparrow Electrical Services, LLC
(301) 523-2177
SparrowElectricMD.com

GENERAL CONTRACTOR
J & J Painting Services, LLC
(703) 593-7587
JandJPainting.co

HOME INSPECTION
DS Home Inspection Services
(240) 910-0896
DSInspects.com

Sentinel Inspections
(301) 832-2682
SentinelHI.com

INSURANCE
Goosehead Insurance
Jennifer Lindsay
(202) 588-0530
JenniferLindsayInsurance.com

State Farm
(301) 530-9450
InsuranceBethesda.com

JUNK REMOVAL
123JUNK
(703) 956-1415
123JUNK.com

LANDSCAPING SERVICES
Hunter’s Property Maintenance
(301) 579-8763
HPMmaintenance.com

MARKETING SOLUTIONS
My Marketing Matters
(301) 590-9700
MyMarketingMatters.com

MITIGATION & RESTORATION
SERVPRO
(301) 933-2425
SERVPROwheatonKensington.
com

MORTGAGE
CrossCountry Mortgage
Matt Miller
(240) 678-4669
CrossCountryMortgage.
com/Annapolis-md-3962/
Matthew-Miller/

Waterstone Mortgage
Tina Del Casale
(301) 523-1893
TDelcasale@
WaterstoneMortgage.com

MOVING / STORAGE
Bargain Movers
(301) 685-6789
BargainMoversInc.com

In and Out Movers
(301) 762-6620
InandOutMovers.net

Interstate Moving & Storage
(703) 226-3279
Moveinterstate.com

Moyer & Sons Moving & Storage
(301) 869-3896
MoyerAndSons.com

My Pro Movers & Storage
(703) 763-4285
MyProMoversDC.com

Town & Country Movers
(202) 997-3324
TownAndCountryMovers.com

OUTDOOR DESIGN
Garden Wise
(703) 243-5982
www.gardenwise.co

PAINTING SERVICE
That 1 Painter
(571) 751-0104
That1Painter.com/
Manassas-Woodbridge/

PHOTOGRAPHY
Ryan Corvello Photography
(757) 685-2077
CorvelloPhotography.com

PLUMBING
Shawn Willis Plumbing
(202) 320-8909
shawnwillis31@gmail.com

PORTABLE STORAGE
Units NOVA
(540) 907-5454
UnitsStorage.com/Manassas-VA/

RADON TESTING 
AND MITIGATION
Radon Resolvers, LLC
(301) 200-2907
RadonResolvers.com

REAL ESTATE TECHNOLOGY
Whoovia
(240) 678-4157
Whoovia.com

ROOFING, WINDOWS, 
DOORS, SIDING, GUTTERS
S&K Roofing, Siding 
and Windows
(866) 836-7663
www.SKRoofing.com

SENIOR MOVE MANAGEMENT
Moyer Move Management
(301) 685-7900
MoyerMoveManagement.com

Town & Country Move 
Management
(202) 997-3324
TownandCountryMovers.com/
Move-Management

STAGING
Moyer Staging + Design
(301) 685-7900
MoyerMoveManagement.com/
Services/Staging/

Town & Country Staging
(202) 997-3324
TownAndCountryMovers.com/
Staging

TITLE SERVICES
Chalet Settlements
(301) 798-9447
ChaletSettlements.com

Pruitt Title
(703) 462-9931
DCTitleGuy.com
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Quick & Efficient • Trained and Vetted Staff

Customized Services • Fully Registered and Insured
Deep Cleans for 

Pre-Listing • Post-Construction • Move-In/Move-Out
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CALL US TODAY!

703-593-7587 | JandJPainting.co

Freshen Up Your Listings

Into Homes That Sell 
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Meet
The

Team
Kristin Brindley 

Publisher

Ryan Corvello 
Photographer

Lexy Broussard
Sales Manager

Wendy Ross 
Operations Manager

MEET THE REST OF 
THE KB TEAM!

Follow Us Online!

DC Metro Real Producers 
@realproducersdcmetro

DC Metro Real Producers 
@realproducersdcmetro

James Persons 
Brand Ambassador

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.

JENNIFER LINDSAY AGENCY

The right insurance coverage
at a very competitive
price for your clients

Jennifer Lindsay, CPCU

(202) 558-0888
Jennifer.Lindsay@goosehead.com
JenniferLindsayInsurance.com

7200 Wisconsin Avenue, Suite 500,
Bethesda, MD 20814

Licensed in MD, VA, DC, PA & DE.
Referrals can be made across the United States.

GET YOUR QUOTE

Seth McGuire, Agency Owner

(571) 384-2049
Seth.McGuire@goosehead.com
SethMcGuireInsurance.com

5641 Burke Centre Pkwy, Suite 256, 
Burke, VA 22015

Licensed in VA, MD, DC, WV, WI, MN
Referrals can be made across the United States.

GET YOUR QUOTE

Home. 
Auto.
Umbrella.
Renters.
Flood.
And more.

LINDSAY & MCGUIRE AGENCY

M A K E  T H E  B E S T  D E C I S I O N  F O R  YO U R  R E A L  E S TA T E  I N V E S T M E N T
with Jackson Appraisal Group!

Our unbiased, competitively-priced, accurate valuations and professional
customer service with bring peace of mind to your client's purchase.

KNOWLEDGEABLE  |   QUICK,  EFFICIENT SERVICE  |   COURTEOUS STAFF

C h r i s t i a n  J a c k s o n
(202) 455-4625  |  Admin@JacksonAppraisalGroup.com  |  JacksonAppraisalGroup.com

S c h e d u l e  O n l i n e !

YOUR HOME
WITH SPARROW

ELECTRICAL
You can count on our team 

for safe, reliable, and 
e�cient service.

Call or text the owner, Frank! - (301) 523-2177
SparrowElectric@outlook.com | SparrowElectricMD.com

LIGHT UP

SPARROW ELECTRICAL SERVICES, LLC
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T H E  S E A S O N  O F  C E L E B R A T I O N !

MAY

PUBLISHER’S NOTE

Residential & Commercial        Packing & Materials        Custom Requests

Last Minute Specialists        Free In-Home Estimates        Local & Long Distance

301.685.6789 BargainMoversInc.com
7 5 7 9  R I C K E N B A C K E R  D R

G A I T H E R S B U R G ,  M D

SCAN THE CODE FOR 
AN INSTANT QUOTE!

DO YOU WANT A SEAMLESS
MOVING EXPERIENCE?

BARGAIN MOVERS has been making real
estate agents look great for over 40 years!
Customer satisfaction is our #1 priority!

GIVE
YOUR

CLIENT
$150 OFF

WITH
THIS

COUPON

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

May is a time to celebrate — the hard work, dedication, and 
heart that each of you brings to this industry and community. 
It’s also a moment to pause and appreciate how far we’ve 
come, both individually and together.

We’re still reflecting on what an incredible evening our 
Awards Gala was. Bringing together both our DC Metro and 
NOVA communities for a night of recognition and elegance 
was truly special. Congratulations to all of our winners — 
your commitment to excellence continues to inspire this 
entire community.

This issue is especially meaningful as we are honored to share 
the stories of those who build not only businesses, but legacies 
together in this “All in the Family” special issue. These stories 
are a true reflection of what makes this community so unique 
— connection, support, and shared success.

We’re also excited to welcome our newest preferred partner, 
My Pro Movers & Storage and Units NOVA.. We’re thrilled 
to have them in the community and look forward to the value 
and collaboration they’ll bring.

We can’t wait to see everyone at our upcoming Pickleball 
Classic on May 6th! It’s going to be a fun and energetic event 
filled with connection, competition, and great moments together.

As we move through May, let’s carry this reminder:
“Joy multiplies when shared with others.” 

Here’s to continued celebration — in business, in community, 
and in life.

Highly  Recommended  Junk  Removal  ServicesHighly  Recommended  Junk  Removal  Services

301-798-6055
cwheeler@123junk.comA Local DMV Small Business

Junk Removal • Furniture Removal
Appliance Removal • Cleanout Services

Call Collin directly.
Founder

Proudly Serving MD, DC & VA

Over 1,100
5-Star Reviews!
"We used to work with a 
competitor for junk removal 
but the staff was odd, service 
windows were missed, and the prices 
changed as they loaded up. Our realtor 
recommended 123Junk and we are so glad 
we switched. The staff is super professional, 
friendly, prices are transparent and fair, and they 
are always on time." 
- Brittany S., Google Review
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What’s Changing— 
& What’s Coming Next

BY TODD LEBOWITZ

MARKETING MATTERS

Ditanyan Sye
 www.dsinspects.com  |  240.910.0896

info@dsinspects.com
Serving DC, MD & Northern VA

YOU DON'T HAVE TO TAKE
OUR WORD FOR IT, BECAUSE
THE PEOPLE HAVE SPOKEN!

Ready to get started with 100% confidence?
AGENTS: $25 OFF* FOR YOUR BUYER!

*Valid for first-time clients only. Use code REALPRO when booking.

Call the experts at 
SHAWN WILLIS PLUMBING LLC

(202) 320-8909

DON'T LET
PLUMBING ISSUES

DROWN YOUR DEAL

Call or email me to get started today!
Loan Originator | NMLS ID: 191852

301.523.1893
TDelCasale@WaterstoneMortgage.com
WaterstoneMortgage.com/Originators/Tina-Del-Casale

When the property cash �ows, it should work in your favor. Cash�ow Pro uses 
only rental income to qualify – no tax returns or W-2s required – giving real estate 
investors a streamlined path to expand their portfolio with con�dence.

        Did you know?
Quali�cation is based on your Debt Service Coverage Ratio (DSCR) 
– gross rent  divided by monthly mortgage payment which consists 
of principal, interest, taxes, insurance, and association dues.

ELIGIBILITY & REQUIREMENTS:
• No income, employment, or DTI calculated or 
   investment purchases or re�nances
•  Available for �rst-time and repeat 
   investors/homebuyers
• Entity vesting eligible

LOAN FEATURES
• Loan amounts up to $3 million
• Up to 85% �nance available with 

no mortgage insurance
• No ratio option available
• Interest-only option available

INVESTMENT STRATEGIES:
• Fix-and-Flip
• Fix-and-Rent

Let's structure your next deal together.

Market your Listing with – 

CASHFLOW!! 
Target Investors

Artificial Intelligence is no longer a buzzword in real estate 
marketing—it’s becoming the engine behind it. Over the next 
few years, AI won’t just enhance what agents are doing; it will 
fundamentally change how they attract listings, nurture leads, 
and dominate their neighborhoods.

What’s Already Changing 
First, content creation is becoming instant. AI can now 
generate listing descriptions, social media captions, email 
campaigns, and even personalized neighborhood reports in 
seconds. What used to take hours now takes minutes—and it’s 
only getting better.

Second, personalization is moving to another level. Instead 
of blasting the same postcard or email to everyone, AI can 

segment audiences based on behavior, property type, equity 
position, or likelihood to sell. Marketing will become smarter, 
more targeted, and more efficient.

Third, automation is eliminating busywork. From triggered 
campaigns when a listing goes live to automated follow-ups 
when someone scans a QR code, AI allows agents to stay top-of-
mind without manually managing every touch point.

What’s Coming Next 
The next wave of AI in real estate marketing will be predictive 
and conversational.

Predictive AI will help agents identify which homeowners 
are most likely to move based on data patterns—giving them 
a head start before a listing even hits the market. Instead of 
reacting, agents will proactively target opportunity.

Conversational AI will also change engagement. Property 
chatbots, instant valuation tools, and AI-powered assistants will 
answer client questions 24/7—capturing and qualifying leads 
while agents focus on high-value conversations.

Design will evolve too. AI-generated graphics, automated 
branding alignment, and dynamic print personalization will 
make marketing materials smarter and more visually powerful.

The Competitive Shift 
Here’s the reality: AI won’t replace great agents—but agents 
who use AI will replace those who don’t.

The future belongs to agents who combine local expertise with 
intelligent marketing systems. That’s why companies like My 
Marketing Matters are already building AI-powered tools 
that integrate print, digital, automation, and lead capture into 
one seamless platform. From smart neighborhood farming to 
AI-driven content and QR-based lead generation, the tools of 
tomorrow are being developed today.

The question isn’t whether AI will change real estate 
marketing—it’s how quickly you’ll adopt it.
The agents who lean in now won’t just keep up.

They’ll dominate their neighborhoods.

With more than 25 years of experience, 
Todd Lebowitz is CEO and owner of My 
Marketing Matters, which he runs with 
his business partner Ram Devaguptapu. 
Together, they have grown the company 
to be a recognized leader in real estate 
marketing with more than 20,000 clients 
locally, regionally, and nationwide.

AI Marketing 
for Real Estate:
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Spring is where real estate momentum 
truly comes alive. The weather 
shifts, inventory begins to rise, and 
homeowners start thinking seriously 
about what’s next. For realtors, it’s 
more than just a busy season—it’s an 
opportunity to deepen relationships and 
position themselves as the go-to expert 
in their community. One of the most 
effective ways to do that isn’t through 
more cold calls or aggressive marketing, 
but through thoughtful, well-executed 
client appreciation events.

Easter Egg Hunt and Picnic 
The first and perhaps most universally 
appealing option is a spring family fun 
event, like an Easter egg hunt or a casual 
picnic in a local park. These gatherings 
create an environment where clients 
can relax, bring their families, and enjoy 
themselves without feeling like they’re 
being sold to. That’s the key. When 
you become the person who creates 
memorable experiences rather than 
just transactions, your relationship with 
clients shifts. You’re no longer just their 
realtor—you’re part of their community. 

Spring Client 
Appreciation Events!

BY WADE VANDER MOLEN

WORDS BY WADE

Wade Vander Molen is senior vice 
president of business development at 
Pruitt Title LLC in the Northern Virginia/
Washington, D.C., area and has been 
in the title industry since 2005. Wade 
helps real estate professionals with all 
facets of their marketing and teaches a 
new, sustainable business model to help 
them grow their businesses. You can 
visit Wade at www.DCTitleGuy.com.

3 High-Impact

Adding simple touches like music, a 
coffee cart, or even a photographer 
elevates the event and makes it feel 
intentional. More importantly, it opens 
the door for natural conversations. A 
simple, genuine question like “How’s 
everything going with the house?” can 
lead to opportunities without ever 
feeling forced.

Spring Shredding Event 
Another highly effective event is a 
spring home refresh day, centered 
around services like document 
shredding and donation drives. This 
type of event taps directly into what 
many homeowners are already 
thinking about—decluttering and 
starting fresh. By offering something 
practical and valuable, you position 
yourself as someone who understands 
their needs beyond just buying or 
selling. As clients bring boxes to shred 
or items to donate, they’re already in 
a mindset of evaluating their space. 
That creates the perfect opportunity 
for light, strategic conversations. 
Asking whether they’re simply cleaning 

or considering a bigger change can 
naturally lead into discussions about 
moving, upsizing, or downsizing. It’s 
subtle, but incredibly powerful.

VIP Wine Tasting Event 
For a more focused and relationship-
driven approach, a smaller VIP event like 
a wine tasting or happy hour can be a 
game changer. Unlike larger gatherings, 
these events allow for deeper, more 
meaningful conversations. By keeping 
the guest list intentionally small and 
curated—past clients, strong referral 
partners, and potential movers—you 
create an environment where trust can 
grow quickly. The setting matters here. A 
comfortable, conversational atmosphere 
encourages people to open up about 
their future plans. Often, it’s in these 
moments that clients share thoughts 
they haven’t yet voiced elsewhere, like 
considering a move in the next year or 
exploring new opportunities.

What ties all of these events together 
is not just the experience itself, but the 
follow-up. The real value is unlocked 
in the days after, when you reach out, 
reference your conversation, and offer 
help in a genuine way. When done 
consistently, these events become 
more than just a nice gesture—they 
become a reliable pipeline for referrals, 
listings, and long-term relationships. In 
a market as competitive as spring, the 
agents who win are the ones who stay 
top of mind, and there’s no better way 
to do that than by creating moments 
your clients won’t forget.

— PLANNING FOR BUSINESS SUCCESSION

LEGAL HOTLINE

About the author (drafted with the 
assistance of AI): Erin August is an 
Attorney in the Real Estate Department 
at Shulman Rogers, P.A. She was born in 
Washington, DC and raised in Montgomery 
County, Maryland, where she resides with 
her husband, son and cat.

Keeping It in the Family

As real estate professionals, we spend our careers helping 
families navigate one of the biggest transactions of their lives. 
But when it comes to our own businesses, many of us put off 
planning for the day when we want to hand the keys to the 
next generation. Whether you run a brokerage, a property 
management firm, or a real estate team, business succession 
planning is not just smart, it is essential.

Family-run real estate businesses are a proud tradition in our 
industry. Parents pass down not only their knowledge of the 
local market but also hard-earned client relationships and a 
reputation built over decades. Yet without a clear succession 
plan, that legacy can unravel quickly. Disputes among family 
members, tax consequences, and regulatory complications can 
turn a smooth transition into a costly and emotional ordeal.

Start the Conversation Early 
The single most important step in succession planning is 
starting the conversation long before you are ready to step 
away. Sit down with family members who are involved or 
who may want to be involved in the business and discuss 
expectations openly. Who wants to take over? Who has the 
right licenses and qualifications? Are there family members 
who are not interested in running the business but still expect 
a financial stake? These are difficult but necessary questions, 
and addressing them early prevents misunderstandings down 
the road.

Put It in Writing 
A handshake agreement between parent and child may feel 
natural, but it is a recipe for trouble. Every succession plan 

should be memorialized in a formal 
written agreement. This document 
should address ownership transfer, 
management responsibilities, 
compensation structures, buyout 
provisions, and what happens if the 
successor leaves the business or passes 
away. If your business is structured as 
an LLC or corporation, your operating 
agreement or bylaws should be updated 
to reflect the transition plan as well.

Mind the Regulatory Requirements 
Real estate is a heavily regulated 
industry, and a change in ownership or 
control of a brokerage triggers specific 
obligations under state licensing laws. 
Make sure that any successor holds 
the appropriate broker’s license and 
that you notify your state regulatory 
authority of the ownership change 
within the required time-frame. Failing 

to do so can put your brokerage’s license and your clients’ 
transactions at risk.

Do Not Forget the Tax Implications 
Transferring a business to a family member can have 
significant tax consequences, including gift tax, estate tax, and 
capital gains considerations. Work with a qualified tax advisor 
and an attorney who understands both business law and real 
estate to structure the transfer in the most tax-efficient way 
possible. Tools such as family limited partnerships, installment 
sales, and grantor trusts may help minimize the tax burden 
while keeping the business in the family.

The Bottom Line 
Your real estate business is more than a source of income it is 
a legacy. Taking the time now to develop a thoughtful, well-
documented succession plan ensures that legacy will endure 
for the next generation. Talk to your family, consult with your 
attorney, and make a plan. Your future self and your family 
will thank you.
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Real estate is often described as a 
relationship business. But for some, 
those relationships begin long before the 
first client call or closing table.

They begin at home.

On the following pages, we’re proud to 
present a special feature highlighting 
families who have built their lives—and 
their businesses—side by side. Some 
followed in the footsteps of parents 
who laid the foundation years ago. 
Others found their way into the industry 
together, growing businesses as partners, 
siblings, or spouses. And for many, real 
estate has become a shared language—
one that connects generations through 
purpose, work ethic, and a commitment 
to serving others.

While each story is different, a common 
thread runs through them all: real estate 
is not just what they do—it’s something 
they’ve experienced together.

In some families, that looks like  
decades of knowledge passed down 
through mentorship and example. In 
others, it’s collaboration—building 
something meaningful alongside 
the people they trust most. Across 
every story, there is a deeper layer of 
accountability, pride, and connection 
that shapes how they show up for their 
clients and their communities.

These families remind us that success 
in real estate isn’t only measured in 
transactions or volume. It’s measured in 
trust, in relationships, and in the impact 
they make over time.

Whether working together daily or 
simply sharing the same foundation, 
these professionals demonstrate that 
when family is part of the journey, the 
work carries a different kind of meaning.

We are honored to share their stories.

WHERE REAL ESTATE IS MORE 
THAN A CAREER

FAMILY

Real Estate & Lifestyle Photographer
in Maryland, D.C., and Virginia

Fusion Photography
2D and 3D Floor Plans

Agent and Team Portraits

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

RYAN CORVELLO PHOTOGRAPHY

ALL IN THE
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dramatically different price points and 
trends. Those differences have sparked 
ongoing conversations about strategy, 
financing options, and market conditions.

Rather than competing, they constantly 
learn from one another, sharing insights 
about policies, taxes, and client needs 
across states. Those exchanges have 
strengthened both of their businesses.

Family Values in Business 
At the heart of their approach to real 
estate is a simple belief: relationships 
matter more than transactions.

Both Michele and Yvonne take their 
fiduciary responsibilities seriously, 
often advising clients to hold off on 
buying or selling when it is not in their 
best interest. Walking away from a deal 
may cost a commission, but it builds 
something far more valuable in the 
long run.

Trust.

For them, service comes first, and the 
business naturally follows.

The Future of the Legacy 
As Michele looks toward the future, she 
hopes the family’s entrepreneurial spirit 
continues with the next generation. 
Whether her children eventually pursue 
real estate or build something of their 
own, she hopes they carry forward the 
same determination and integrity that 
shaped both her career and her mother’s.

The Barrera legacy is still being written, 
one relationship at a time.

provide for her family while still being 
present as a mother. Real estate offered 
that possibility, even if the early days 
required creativity and resilience.

Showings and client meetings 
sometimes included her son tagging 
along because that was simply what life 
required at the time.

Before entering real estate, Yvonne 
worked in insurance sales, which 
helped her build strong relationships 
with homeowners. Being bilingual also 
allowed her to connect with a wide 
range of clients throughout the Houston 
community. Her business grew quickly, 
earning recognition and even magazine 
features along the way.

Yet what truly defined her career was 
not accolades but heart. At one point 
she founded a nonprofit organization 
supporting battered women, blending 
her success in business with a mission to 
help others rebuild their lives.

The Next Generation 
Growing up around real estate left a 
lasting impression on Michele Barrera, 
even though her path to the industry 
took a few detours.

After marrying a Marine serving in 
the military and gaining experience as 
a property manager and transaction 
coordinator in a new state, Michele also 
built her own cleaning company with 
22 employees. Entrepreneurship was 

TWO GENERATIONS OF
REAL ESTATE IN MOTIONLEGACY

BY LARRA ROQUE

ALL IN THE FAMILY

WALKER & 
BARRERA

“Real estate 
didn’t just build 
our careers. It 
built a shared 
purpose for 
our family.”

Yvonne Walker 
Realtor 

Compass 
20+ Years

Michele Barrera 
Realtor 

Compass 
10 Years

For some families, real estate is more 
than a profession. It becomes a shared 
story passed from one generation to 
the next, shaped by perseverance, 
relationships, and the desire to serve 
others well. For Michele Barrera and 
her mother, Yvonne Walker, that 

legacy began nearly two decades ago 
in Houston and continues today across 
multiple states and markets.

Together, their journey reflects what 
happens when entrepreneurship, family 
values, and a deep commitment to 
people intersect.

The Trailblazer 
Every legacy begins with someone 
willing to take the first step. For the 
Barrera family, that person was  
Yvonne Walker.

Nearly twenty years ago, Yvonne began 
her real estate career in Houston while 
raising a young son. She was searching 
for a career that would allow her to 

nothing new. It had long been part of 
her family’s story.

When life brought her to Maryland 
instead of Japan, Michele recognized an 
opportunity to step fully into real estate. 
With her license already in hand and 
years of operational experience behind 
her, the transition felt natural.

Today, Michele is a top-producing agent 
with Compass in the DMV region, closing 
$15 million across 31 transactions last 
year. Her business continues to grow, 
shaped by both her own entrepreneurial 
drive and the example her mother set 
years earlier.

Working Together 
Recently, the family story came full 
circle. Yvonne joined Compass and is 
now onboarding to Michele’s team while 
working toward obtaining her Maryland 
license in addition to her Texas license.

Even with the move, she still maintains 
several loyal Houston clients and 

frequently 
travels back to 
meet them. The 
two have already 
collaborated 
with families 
relocating from 
Houston to 
Maryland, as 
well as investor 
clients working 
across markets.

Their 
professional 
collaboration 
is strengthened 
by something 
unique: they now 
live under the 

same roof. Conversations shift easily 
between family life and real estate, 
often blending together in ways that feel 
natural rather than forced.

Different Generations, 
Different Perspectives 
Despite sharing the same profession, 
Michele and her mother approach the 
business with perspectives shaped by 
their markets and experiences.

Houston’s housing market looks very 
different from the DMV region, with 
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FAMILY DIFFERENCE
BY LARRA ROQUE

ALL IN THE FAMILY

THE BASS
ONE FAMILY’S MISSION TO MAKE 
REAL ESTATE MORE PERSONAL

Jim Bass
Team Leader/Realtor

Jim Bass Group
of Real EstateTeams, LLC

33 Years

Cheryl Bass
Chief Relationship Officer

Jim Bass Group
of Real Estate Teams, LLC

30+ Years

Christian Bass
Realtor

Jim Bass Group
of Real Estate Teams, LLC

1 Year

Long before serving thousands, the 
Bass family’s business was born from 
frustration. Jim Bass didn’t start in real 
estate with a plan but with a promise. In 
1993, after selling his electrical business, 
he entered real estate while returning 
to college, driven by a bad home-buying 
experience that left him disillusioned. 
At closing, after hours of complications, 
he was told, “It’s not personal. It’s just 
business.” Jim decided it would always 
be personal. Without a roadmap, he 
learned success principles, hired a coach, 
and committed to growth. His parents 
became his first clients, and momentum 
grew quickly. Years of consistency built 
a business and reputation based on care, 
accountability, and service.

Carrying the Vision Forward 
As the business grew, so did the 
presence of real estate in everyday 

family life. Cheryl Bass, Jim’s wife, 
joined early on, initially as his assistant 
before stepping into her role as Chief 
Relationship Officer. Her influence 
helped shape the client experience 
into something deeply personal and 
relationship-driven.

Their children grew up surrounded by 
the rhythms of the business. Brittany 
and Mariah spent summers working in 
administrative roles, learning firsthand 
what it meant to support clients behind 
the scenes. Their son, Christian, took 
a step further, earning his real estate 
license at just 19 while attending the 
University of Maryland Business School.

The influence went beyond exposure. 
The family was intentional about the 
lessons they shared. Conversations 
around financial literacy, discipline, and 
personal growth were part of everyday 
life. Books like Rich Dad Poor Dad were 
not optional. They were expected.

Where Family and Business Intersect 
Working together as a family has never 
been accidental. It has been structured 
with clarity and purpose. Each member 
understands their role, allowing the 
business to function with both efficiency 
and harmony.

Jim and Cheryl operate as 
complementary forces. Jim focuses 
on vision, growth, and leadership, 
while Cheryl ensures that every 
client relationship is nurtured and 
maintained. Their shared mindset 
keeps the business aligned, even as 
responsibilities differ.

Despite the overlap between home and 
work, boundaries have always mattered. 
The Bass family built their business while 
raising their children with intention. 
They prioritized family dinners, attended 
every major event, and stayed actively 
involved in their lives.

“We worked hard, but we were just  
as intentional about being present,” 
Jim reflects.

A Changing Industry 
Over three decades, Jim has witnessed 
real estate evolve in ways few can fully 
appreciate. Once the youngest agent in 
his office, he now brings the perspective 
of experience in an industry shaped by 
constant change.

From handwritten notes and face-to-face 
networking to today’s technology-driven 
environment, each era has required ad-
aptation. With the rise of AI and modern 
tools, Jim sees a leveling effect, where 
both seasoned professionals and new-
comers are learning at the same time.

The next generation, represented by 
Christian, enters the business with 
a different lens. He brings a digital 
mindset, fresh energy, and a forward-
looking perspective that will help shape 
what comes next.

Built on Relationships 
At its core, the Bass family business has 
never been about transactions. It has 
always been about people.

Their mission is simple but powerful. 
They strive to become their clients’ 
Real Estate Consultants for Life. Every 
interaction is approached with that long-
term perspective in mind.

That philosophy has created a ripple 
effect. Many team members who have 

been with the business for decades first 
came through as clients. Relationships 
built on trust have naturally evolved into 
something deeper, forming an extended 
family united by shared values.

Each day begins with the same question. 
How can we make a difference for 
someone today?

Looking Ahead 
For the Bass family, legacy is not 
measured in numbers. It is measured 
in impact.

After helping more than 3,000 families, 
the vision moving forward is clear. 
Continue building something that 
lasts. With Christian stepping into the 
industry and the possibility of future 
generations to follow, the foundation is 
firmly in place.

“It’s not about the transactions. It’s about 
the difference you make in people’s 
lives,” Jim says.

If that mission continues, rooted in in-
tegrity, service, and care, the Bass family 
legacy will extend far beyond real estate.

“It was never 
just business. 
It was always 
about making 
it personal and 
doing it better.”
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“It means everything 
to carry a name 
that was built long 
before me—and to 
keep building on it.”

ALL IN THE FAMILY

STORY IN REAL ESTATE
THE EKUBAN

A NAME BUILT OVER TIME, 
CARRIED FORWARD WITH PRIDE

A last name can carry weight, 
especially when it becomes known 
far beyond the walls of a home. For 
the Ekuban family, that recognition 
did not happen overnight. It was built 
over decades of work, consistency, 
and a reputation that reached into the 
community in ways few could have 
predicted. Long before Vincent Ekuban 
stepped fully into the business, the 
name already meant something.

Today, he continues to carry that 
name forward, shaped by the example 
set before him and driven by the 
responsibility that comes with it.

The One Who Started It All 
The story begins with Alfred Ekuban, 
a true trailblazer whose career spans 
more than five decades. He entered the 
real estate world in 1974 with Shannon 
& Luchs and, just a few years later, took 
a bold step by opening his own firm, 
Associates of Ekuban Realty Services, Inc.

During his time with Shannon & Luchs, 
Alfred quickly rose to prominence, 
earning recognition as a top producer 
from 1975 to 1978. His success was 
highlighted through weekly Saturday 
features in The Washington Post. In 
1978, he was also named Top Producer 
in real estate by the Prince George’s 
County Association of Realtors, an 
achievement that ultimately earned him 
a place in their Hall of Fame.

Through years of dedication, Alfred 
built not only a successful business but a 

recognizable presence in the community. 
His name became synonymous with real 
estate in the area, known for his per-
sistence, expertise, and ability to navigate 
complex transactions with confidence.

Even now, his presence remains strong, 
both in the business and within the 
family dynamic. As Vincent jokes, “He 
works for me now, but still thinks he 
runs the show,” a reflection of both 
humor and deep respect.

Following a Familiar Name 
Growing up, Vincent was always 
aware that his family’s name 
carried significance. It showed up in 
unexpected ways, from classmates 
asking about it to professionals 
recognizing it instantly.

Alfred Ekuban 
Associate Broker 

EXIT Realty Enterprises 
52 Years

Vincent Ekuban 
Broker 

EXIT Realty Enterprises/ EXIT Deluxe 
Realty / EXIT Realty National Harbor 

28 Years

Frederick Ekuban 
Salesperson 

EXIT Realty Enterprises
34 Years

“It’s actually an 
honor,” Vincent 
shares. “People 
would ask, ‘Are 
you related to the 
real estate guy?’ 
and I realized 
just how far my 
father’s reputation 
had reached.”

That recognition, paired with witnessing 
his father’s success firsthand, became 
a powerful motivator. While several 
siblings were involved in the business at 
different points, Vincent and his brother, 
Frederick, were the ones who chose to 
pursue real estate more deeply, stepping 
into the sales side and continuing the 
work in a new era.

Where Family and  
Business Intersect 
Working alongside family has been 
both natural and meaningful for the 
Ekubans. Their careers overlap, with 
collaboration happening when needed, 
yet each maintains their own rhythm 
within the business.

There is a shared understanding that 
comes from years of exposure, but also 
a recognition that each generation must 
find its own way. The dynamic is shaped 
by both experience and individuality, 
allowing them to support one another 
while continuing to grow independently.

At its core, it is a partnership grounded 
in respect, built over time through both 
personal and professional connections.

Two Generations, One Industry 
The real estate industry has evolved 
significantly over the years, and the 
Ekuban family reflects that shift. 
Alfred built his career in an era where 
relationships and reputation were 
everything, long before digital tools and 
modern marketing strategies reshaped 
the landscape.

Vincent represents a more current 
approach, embracing technology and 
adapting to the changing demands of the 
market. While their methods may differ, 
the foundation remains the same.

Together, they embody a balance 
between tradition and progress, where 
experience meets adaptability.

The Values That Carry Through 
At the heart of the Ekuban family’s 
approach is a strong sense of 
responsibility to their clients. Their 
philosophy is simple but powerful: 
advocate fully, work tirelessly, and 
always act in the client’s best interest.

“Fighting for our clients is what we do,” 
Vincent explains. It is a value that has 
been passed down, shaping not just how 
they conduct business, but how they 
build relationships.

That commitment has created a sense of 
pride within the family, not only in what 
they have achieved, but in how they 
have achieved it.

Looking Toward the Next Generation 
As Vincent looks ahead, the focus is not 
just on continuing the business but on 

extending the legacy. There is a hope 
that the next generation will step in and 
carry the name forward, building on 
what has already been established.

One moment stands out as especially 
meaningful: hearing his father express 
pride in his work. It is a reminder that 
legacy is not only about what is built, 
but also about what is passed down.

The Ekuban story is still unfolding, 
shaped by each generation that chooses 
to step into it, carry it forward, and 
make it their own.
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“Helping families 
build stability 
and opportunity 
through real estate 
is what drives 
everything we do.”

ALL IN THE FAMILY

Delia McCormick 
Realtor 

Washington Fine Properties 
30 Years

John Gregory 
Realtor 

Washington Fine Properties 
20 Years

James Gregory 
Realtor 

Washington Fine Properties 
15 Years

gether, they have helped more than 1,000 
families buy, sell, and invest in real estate.

The industry has evolved dramatically 
during that time, but the family’s 
philosophy has remained steady. Real 
estate is still a people business. Strong 
relationships and honest guidance help 
clients make decisions that support their 
families and their futures.

Laying the Foundation 
The story begins with Delia McCormick.

Before entering real estate, Delia worked 
at the U.S. Department of Housing and 
Urban Development. Her work there 
revealed how deeply housing can 
shape a family’s future. She saw how 
homeownership could provide stability, 
opportunity, and financial security.

Inspired to make that impact more 
directly, Delia earned her real estate 
license in 1995. From the beginning, her 
focus was on helping families navigate 
important life decisions with confidence.

Her dedication to service steadily built a 
strong client base and reputation within 

the community. In 2005, her husband, 
John Gregory, joined the business, and 
together they established the McCormick 
Gregory Team.

The partnership strengthened the 
business and set the stage for the next 
generation to join the family’s work.

Following the Path 
James Gregory grew up surrounded by 
real estate.

He watched his parents guide clients 
through major milestones and 
saw firsthand how those moments 
could shape a family’s future. Those 
experiences left a lasting impression.

After graduating from Franklin and 
Marshall College, James joined the 
family business in 2009. His entry into 
the industry came just after the financial 
crisis, a challenging period that provided 
a powerful early education.

Working through that market showed 
him how thoughtful guidance could 
help clients find opportunity even 
during uncertain times. Over time, 

FAMILY STORY

THE  
McCORMICK GREGORY

GENERATIONS OF EXPERIENCE
BUILT AROUND HELPING FAMILIES

Helping people build stability and 
wealth through homeownership has 
shaped the McCormick Gregory family’s 
work for decades. What began as one 
woman’s desire to serve her community 
has grown into a three-generation 
real estate team rooted in service, 
community, and relationships.

Today, the McCormick Gregory Team 
at Washington Fine Properties includes 
Delia McCormick, her husband John 
Gregory, and their son James Gregory. To-

James developed a focus on working 
with investors, helping clients identify 
opportunities in development, renova-
tions, and long-term rental properties.

Where Family and Business Meet 
The McCormick Gregory family chose to 
build their careers together rather than 
operating separate businesses.

Working as a team allows them to 
combine experience and perspective 
across generations. Each member 
contributes different strengths, which 
helps them guide clients through 
complex decisions with confidence.

Real estate can be demanding, but 
the shared commitment within the 

family helps keep the business moving 
forward even on challenging days. The 
collaboration also creates moments of 
reflection, particularly after helping a 
client overcome a difficult obstacle or 
successfully complete a transaction.

Two Eras of Real Estate 
The industry Delia and John entered in 
the 1990s looked very different from the 
one agents navigate today.

At that time, success relied heavily 
on personal connections, community 
knowledge, and word-of-mouth 
referrals. Those relationships helped 
the team build a strong client base that 
has remained with them through many 
market cycles.

James entered the profession  
during a more technology-driven  
era. Online platforms, digital  
marketing, and data analysis now play a 
central role in the business.

The combination of these perspectives 
benefits their clients. The team provides 
attentive service grounded in long-
standing relationships while also 
embracing modern tools that enhance 
efficiency and 
communication.

Built on Trust 
Trust remains the 
foundation of the 
McCormick Gregory 
approach.

The team believes 
clients deserve 
honest advice, even 
when that advice 
means slowing down 
the process. They 

may encourage buyers to walk away 
from a home that is not the right fit 
or suggest that sellers wait until their 
property is better prepared for the 
market.

Their philosophy is simple. Protect the 
client’s long-term outcome rather than 
chasing a quick transaction.

That mindset has helped them build  
a strong referral network of past  
clients and local professionals who 
value straightforward guidance and 
personal attention.

Looking Toward Tomorrow 
After more than five decades of com-
bined experience, the McCormick Greg-
ory family continues to focus on what 
matters most. They want to strengthen 
relationships within their community 
and help families from all walks of life 
build stability through real estate.

Each client represents a new story and a 
new opportunity to make a difference.

Working together as a family, they 
remain committed to carrying that 
mission forward for many years to come.
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FINN TO 
METCALF:

BY LARRA ROQUE

“Legacy isn’t just 
what you build. 
It’s how you carry 
it forward.”

ALL IN THE FAMILY

FROM

A LEGACY IN MOTION

Meg Finn
Salesperson

Shannon & Luchs
Weichert Long & Foster

30Years

Dan Metcalf
Founder / Associate Broker

Perennial Real Estate
20 Years

There is a quiet 
rhythm that 
comes from 
growing up 
around real 
estate, a cadence 
shaped by 
conversations 
at the dinner 
table, weekend 
showings, and 
the steady hum 

of service to others. For the Finn-
Metcalf family, that rhythm was not just 
observed; it was absorbed. What began 
with one woman’s dedication to doing 
the work well became a standard that 
would guide the next generation, not 
through pressure, but through example.

Today, that influence continues through 
Dan Metcalf, whose career reflects both 
the weight and the honor of carrying 
forward something that was built long 
before him.

Where the Foundation Was Set 
The story begins with Dan’s mother, 
Meg Finn, who carved out her place in 
the industry over three decades with a 
reputation rooted in consistency and care. 
She entered real estate at a time when 
success demanded grit, relationship-
building, and a willingness to stay the 
course through shifting markets.

Her approach was simple, but never 
easy. She believed in doing things the 
right way, even when it required more 
time, more effort, or more patience. 
That commitment to excellence became 
her calling card, earning the trust of 
clients and establishing a standard that 
extended far beyond transactions.

It was not long before that standard 
made its way into her home.

Stepping Into a Standard 
Dan’s introduction to real estate came 
early, not as a formal decision, but as 
an extension of the environment he 
was raised in. He started playing ‘the 
pricing game’ with her around 12 or 
13. At his mother’s encouragement, he
became licensed right after high school,
long before he would fully step into the

profession. “It’s just a good thing to have, 
Danny,” he recalls her saying.

After college, he spent three and a 
half years in the Peace Corps, gaining 
a broader perspective on service and 
community before returning to real estate 
full-time in 2006. By then, he had already 
held his license for nearly a decade, 
a quiet testament to how deeply the 
profession had been woven into his life.

More than anything, it was his mother’s 
example that shaped his path. “Her 
commitment to excellence in service made 
it a standard to live up to,” Dan reflects. It 
was not a path he felt forced into, but one 
he chose to honor in his own way.

A Partnership That Evolved 
For years, their professional dynamic 
was one of collaboration, learning, and 
experimentation. Dan stepped into 
the role of buyer’s agent, supporting 
the business while also taking on key 
responsibilities behind the scenes. 
He often handled negotiations during 
inspections and played a central role in 
maintaining and evolving the brand his 
mother had built.

It was not always seamless. Like many 
family partnerships, there were seasons 
of adjustment as they worked to find the 
right balance between independence 
and collaboration. “We had numerous 
experiments in how we worked 

together,” Dan shares, noting that time 
and experience ultimately helped them 
find their rhythm.

That evolution led to a meaningful 
transition when Meg retired, passing the 
torch in a way that felt both intentional 
and earned.

Values That Endure 
At the heart of the Finn Family, and now 
Perennial Real Estate story is a shared 
understanding of responsibility. Real 
estate is not just about closing deals, but 
about guiding clients through some of the 
most important decisions of their lives.

That sense of purpose has created a 
lasting impact, not only within their 
business but within their family. Dan 
speaks to the pride his own children 
feel, seeing firsthand the integrity and 
care that define their work. “There’s a 
real sense of legacy, and my kids feel 
proud of what we do and how we do it,” 
he says.

It is a reminder that legacy is not built 
through volume or accolades alone, 
but through the way people are treated 
along the way.

Looking Ahead 
Today, Dan continues that legacy through 
Perennial Real Estate, a vision shaped 
by both experience and intention. His 
goal is to create a home for agents who 
share the same commitment to quality, 
service, and stewardship that defined his 
mother’s career.

It is about more than growth. It is about 
preserving a standard and creating 
space for others to carry it forward.
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only to find herself unfulfilled. It was 
her father who encouraged her to give 
real estate a chance, offering not just 
advice, but a safety net and unwavering 
belief in her ability to succeed.

That support made all the difference. 
Her first six transactions came through 
him. Properties he trusted her to handle 
as part of his renovation pipeline. 
Those early opportunities became the 
foundation for a 23-year career that Cara 
has since built into her own success story.

“He’s one of my biggest supporters,” she 
shares. “Every call either begins or ends 
with, ‘Got any new deals?’”

His guidance was often simple but 
powerful. One of his most memorable 
pieces of advice still sticks with 
her today: stay focused, block out 
distractions, and keep moving forward.

Independent Careers, Shared DNA 
What makes the Spicer family story 
unique isn’t just the number of family 
members in real estate. It’s how different-
ly each has chosen to approach it.

Cara leads her own business with 
Compass. Her brother, Matthew Spicer, 
now an associate broker, blends 
traditional sales with renovation 
projects. Her brother-in-law, Ryan 
McKevitt, focuses on residential clients, 
while her sister, Cassandra McKevitt, 
has carved out a niche in real estate 
photography and videography after 
previously working alongside Cara.

Though their careers occasionally inter-
sect, often through properties connected 
to Cara’s father’s renovation projects, 
each operates independently, building 
their own reputation within the industry.

FAMILY

“We’ve all taken 
different paths, but 
we share the same 
foundation. And 
that’s what makes 
it so special.”

ALL IN THE FAMILY

Jack Spicer 
Former Broker / Investor 

Independent 
60+Years

Matthew Spicer 
Associate Broker 

RLAH 
28 Years

Cara Pearlman 
Realtor 

Compass 
23 Years

Cassandra McKevitt 
Photographer/Videographer 

REAL 
10 Years 

Ryan McKevitt 
Realtor 
REAL 

10 Years

Nikki Spicer 
Realtor 
RLAH 

11 Years

Long before real estate became a 
shared thread across generations, it was 
simply one man’s calling, and one he 
never really put down. Cara Pearlman’s 
father, Jack Spicer, built his career in 
Washington, D.C., arriving in his early 
twenties with ambition and a natural 
instinct for the business. What began 
as selling homes on Capitol Hill grew 
into something much larger: a thriving 
career as a broker, a prolific track 
record of more than 200 units a year 
at his peak, and eventually a passion 
for renovating and flipping homes that 
continues to this day.

Even now, at nearly 84 years old, his 
enthusiasm hasn’t faded. He still wakes 
up eager to work, not out of necessity, 
but out of genuine love for the craft. 
That drive didn’t just shape his own 

career. It quietly set the tone for the 
generations that followed.

His entrepreneurial spirit extended 
beyond his own ventures. In Delaware, 
he opened a brokerage in Georgetown, 
where Cara’s grandmother, Evelyn 
Spicer, once a highly successful Mary 
Kay salesperson, joined him. She was 
so successful with her endeavors that 
her husband Charles Spicer, as well as 
Jack’s brother C.P. Spicer, and his wife 
Winnie, all eventually joined her as well. 
Together, they built a business rooted in 
relationships, hustle, and trust.

Finding Her Own Way In 
For Cara, real estate wasn’t an automatic 
choice—it was, in fact, something she 
initially resisted. After college, she 
deliberately pursued a different path, 

THESPICER
INDEPENDENT PATHS, 
SHARED ROOTS

BY LARRA ROQUE
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Evolving the 
Business 
Across generations, 
the way the Spicer 
family approaches 
real estate has 
naturally evolved.

Cara’s father now 
focuses exclusively 
on flipping and 
renovation, relying 
on decades of 
experience and 
instinct. Her 
brother, Matt, 
has adopted a 
hybrid model, 
combining client 
representation 
with investment 
opportunities. 
Meanwhile, Cara 
and her brother-
in-law, Ryan, 
operate in a more 
client-centered, 
modern landscape, where relationships, 
responsiveness, and digital presence 
play a larger role than ever before.

And then there’s her sister, Cassandra, 
who has embraced the visual side of 
the industry, capturing homes through 
photography and videography, bringing 
listings to life in a way that reflects 
today’s market expectations.

The Heart Behind the Hustle 
If there’s one value that runs consistently 
through every branch of the family, it’s 
simple: treat clients like family.

That philosophy has been the 
cornerstone of their reputation 
for years. Early in her career, Cara 
benefited from the credibility associated 
with the Spicer name; clients already 
trusted it because of the experiences 
they’d had with her father and brother.

“It gave me instant credibility,” she says. 
“But it also meant I had to live up to it.”

What Comes Next 
As Cara looks ahead, she sees more than 
just continued success in real estate—

she sees opportunity for something 
deeper. With her children growing 
older and her business evolving, she’s 
beginning to think about how the 
family’s collective talents could come 
together in new ways.

One idea already taking shape is the 
possibility of launching a family-driven 
charitable initiative focused on housing 
and the local community, something that 
reflects not just what they do, but why 
they do it.

The legacy, after all, isn’t just about 
transactions. It’s about impact.

And perhaps the most meaningful 
moment came when her father, once the 
undeniable “big fish” in the business, 
looked at her and said she had taken on 
that role.

She still laughs it off, but the  
sentiment lingers.
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FAMILY IN REAL ESTATE

BY LARRA ROQUE

“We treat our 
clients like 
family, and 
that’s what 
keeps everything 
moving forward.”

ALL IN THE FAMILY

Growth has a way of revealing what 
is possible. For the Reeder family, real 
estate began with momentum that 
never slowed down. What started with 
one person quickly expanded into a 
team effort, as opportunity, demand, 
and trust brought the entire family 
into the business, creating a story still 
unfolding today.

Where It All Began 
Chris Reeder was the one who set 
everything in motion. At the time, she 
and her husband, Robin, were flipping 
houses while she maintained a full-time 
job. Real estate was not yet the primary 
focus, but it was clear that something 
was building.

That turning point came when she 
decided to get licensed. What followed 
happened quickly. Her business began to 
grow at a pace that made it impossible 
to ignore, eventually leading her to leave 
her full-time role and commit fully to 
real estate.

From there, momentum took over. 
What started as a one-person endeavor 
soon expanded into something much 
larger, and the team has now reached 
an incredible milestone of $1 billion in 
total sales.

Stepping Into the Business 
As the business grew, it became clear 
that Chris could not do it alone. She 
invited her husband to get licensed, 
bringing him into the fold as the first 
step toward what would become a true 
family operation.

Over time, that circle widened. Their 
daughter joined and quickly established 
herself as a top producer, followed by 
their son and daughter-in-law, who 
each found their own place within the 
business. What began as a practical 
solution to growing demand turned into 
a multi-generational team.

“It’s wonderful,” Chris shares. “We can 
all help each other out and bounce 
ideas and issues off each other.” That 
collaboration has become a defining 
part of how they operate.

Working as One Team 
Unlike some family businesses that 
operate independently, the Reeders have 
built their success on collaboration. 
They work closely together, sharing 
responsibilities, supporting one another, 
and stepping in wherever needed.

There is an unspoken understanding 
that comes with working alongside 
family. Everyone knows the pace, 
the expectations, and the level of 
commitment required. It creates a sense 
of alignment that is difficult to replicate 
outside of a family dynamic.

Chris Reeder
Realtor

Long & Foster Real Estate, Inc. 
23 Years

Robin Reeder 
Realtor 

Long & Foster Real Estate, Inc. 
16 Years

Leah Duncan
Associate Broker

Long & Foster Real Estate, Inc. 
12 Years

Josh Reeder 
Realtor 

Long & Foster Real Estate, Inc. 
6 Years

Amy Reeder 
Realtor 

Long & Foster Real Estate, Inc. 
4 Years

THE REEDER
BUILDING A BUSINESS TOGETHER, 
ONE GENERATION AT A TIME

At the same time, each member brings 
something different to the table. Their 
daughter balances a growing business 
with raising a young family, while their 
son has developed a strong interest in 
commercial and multi-unit investing. 
These differences allow the team to 
expand its reach while staying connected.

The Business Then and Now 
Over the years, real estate has evolved, 
but one thing has remained constant 
for the Reeders: the level of dedication 
required to succeed. Whether it is 
answering calls at all hours, responding 
to clients while on vacation, or dropping 
everything to meet a deadline, the 

demands are understood and accepted 
by everyone in the family.

Chris has set a clear standard for how 
the business is run. “If you show up on 
time, you’re late,” she says, a mindset 
that reflects the level of discipline and 
professionalism she expects from the 
entire team.

That standard has helped shape not only 
their success but also their reputation.

Built on Loyalty and Commitment 
At the core of the Reeder family’s 
business is a simple but powerful 
philosophy: treat every client like 

family. Loyalty, 
responsiveness, 
and consistency 
guide every 
interaction, creating 
relationships that 
often extend far 
beyond a single 
transaction.

This approach has 
also strengthened the family itself. They 
understand the demands of the business 
because they are living it together, 
supporting one another through both 
the challenges and the successes.

Beyond transactions, they are also 
building something tangible for the 
future, including investment properties 
that can be passed down to the 
next generation, creating long-term 
opportunities for their family.

Looking Toward Tomorrow 
As the Reeder family looks ahead, 
the focus remains on both growth 
and stability. Their goal is not just to 
continue expanding their business, but 
to create lasting financial security and 
opportunities for future generations.

There is a clear sense that what they are 
building today will extend well beyond 
the present moment, shaped by the 
same work ethic and commitment that 
started it all.

For the Reeders, real estate is more 
than a career. It is a shared journey, 
one that continues to evolve with each 
generation that steps into it.
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THE
ALL IN THE FAMILY

WHERE SHARED PURPOSE AND SERVICE 
BRING GENERATIONS TOGETHER

FAMILY
STEINHOFF

There is something powerful about a 
family that chooses to build not just 
a business, but a shared purpose. 
For the Steinhoff family, real estate 
became that common ground, a place 
where individual paths, talents, and 
perspectives could come together in 
meaningful ways. What began as one 
man’s vision has grown into a family-
driven enterprise rooted in connection, 
service, and a deep appreciation for the 
people they serve.

Today, Steinhoff Properties is more than 
a team. It is a reflection of how a family 
works, grows, and succeeds together.

The First Step Into Real Estate 
The foundation was laid in 2012, 
when Eric Steinhoff transitioned from 
a successful career in commercial 
franchising into residential real 
estate. With more than two decades 
of experience in sales and leadership, 
he brought with him a sharp 
understanding of negotiation and 
strategy, along with a desire to guide 
people through important life decisions.

What began as helping neighbors and 
friends steadily grew through referrals, 
built on trust and results. Over time, 
his approach became known for its 
consistency and care, and the business 
expanded naturally. As demand 
increased, he invited his family to join 
him, transforming a growing practice 
into something more enduring.

Following the Path 
For the next generation, the decision to 
enter real estate was shaped by what 
they witnessed firsthand. They saw not 
only the success their father achieved, 
but the relationships he built along the 
way. Clients returned again and again, 
not simply for transactions, but for 
guidance they trusted.

“We watched our father thrive while 
helping people through meaningful mile-
stones,” the family shares. That exposure 
made it clear that real estate was not just 
a profession, but an opportunity to serve 
others in a lasting way.

Each family member brought a unique 
background into the business. From 
aviation and biology to healthcare, 
their experiences shaped how they 
approached clients, allowing them to 
offer thoughtful, well-rounded support 
at every stage of the process.

Eric Steinhoff 
Realtor 

LPT Realty, LLC 
14 Years

Amy Steinhoff 
Professional Certified Stager 

Independent 
13 Years

Brooke Steinhoff 
Realtor 

LPT Realty, LLC 
8 Years

Erica Steinhoff 
Realtor 

LPT Realty, LLC 
2 Years

BY LARRA ROQUE

Independent 
Strengths, 
Shared Roots 
Working together 
as a family 
comes naturally 
for the Steinhoffs. 
They enjoy 
one another’s 
company, and 
that connection 
carries into their 
professional lives. 
Still, their success 
is not built on doing everything the 
same way.

Each member operates with a 
level of independence, focusing on 
their strengths while stepping in 
collaboratively when needed. Whether 
navigating complex negotiations or 
offering multiple perspectives on a 
transaction, their ability to balance 
autonomy with teamwork allows them 
to deliver a higher level of service.

As they explain, “We balance individual 
focus with purposeful collaboration 
so every client gets exactly what 
they need.” It is a model that has 
strengthened both their business and 
their relationships.

Experience Across Generations 
Like many family businesses, the 
Steinhoff team benefits from a blend 
of experience and innovation. The 
earlier generation emphasizes personal 
connection, strong negotiation, and 
relationship-building, while the next 
generation brings fresh energy through 
digital tools, marketing strategies, and 
evolving technologies.

Together, they create a well- 
rounded approach that meets clients 
wherever they are. While the tools may 
change, the core of the work remains 
rooted in trust, communication,  
and understanding.

The Values Behind the Business 
At the center of everything the 
Steinhoffs do is a genuine commitment 
to people. They treat clients like family, 
not as a slogan, but as a standard 

that shapes every interaction. That 
philosophy shows up in both large and 
small ways, from guiding clients through 
major life transitions to maintaining 
relationships long after the transaction 
is complete.

Their annual Thanksgiving pie giveaway 
has become a cherished tradition, 
offering a chance to reconnect with 
clients and celebrate the relationships 
they have built over time.

Their impact extends beyond real 
estate. Through volunteer work, 
fundraising efforts, and ongoing 
community involvement, they have 
made giving back a natural extension 
of their business. “Being able to serve 
our community together as a family is 
what makes this work so meaningful,” 
they share.

A Legacy in Motion 
Looking ahead, the Steinhoff family is 
focused on building something that will 
last. Their goal is not only continued 
success, but a legacy defined by trust, 
integrity, and lasting relationships.

They envision a future where their 
business remains a place of connection, 
where clients return not just for real 
estate needs but as part of an extended 
community. Whether it is lending a 
moving truck years after a transaction 
or celebrating life milestones alongside 
their clients, they are committed to 
staying present long after the deal  
is done.

In every sense, the story of the Steinhoff 
family is still being written, shaped by 
shared values and a commitment to 
something greater than business alone.

“Once someone 
becomes our 
client, they’re a 
client for life.”



DC Metro Real Producers • 3736 • May 2026

LAVETTE–
SHORB

BY LARRA ROQUE

“We want our name 
to mean something. 
Trust, collaboration, 
and a truly positive 
experience on every 
side of the deal.”

ALL IN THE FAMILY

THE

A LEGACY THAT KEEPS EVOLVING

STANDARD OF SERVICE

Liz Lavette Shorb 
Associate Broker 

Washington Fine Properties 
39 Years

Murphy Shorb 
Realtor 

Washington Fine Properties 
Early Career

There is some-
thing uniquely 
powerful about 
a business built 
between gen-
erations, espe-
cially when it is 
shaped by both 
shared history 
and evolving 
perspective. For 
Liz Lavette Shorb 

and her daughter Murphy, real estate 
is not just a profession they share, but 
a partnership that continues to grow, 
blending decades of experience with a 
new generation’s voice.

Their story stretches back far beyond 
Liz’s own 39-year career. It begins with a 
grandmother whose determination left 
a lasting imprint on the family, and it 
continues today with a mother-daughter 
partnership that brings both continuity 
and new energy to the business.

The One Who Rebuilt It All 
Long before Liz entered the industry, 
her grandparents were already deeply 
rooted in real estate as developers and 
investors. That early success, however, 
was wiped out during the Great 
Depression, forcing them to start over 
from scratch.

After the loss of her husband at a young 
age, Liz’s grandmother refused to step 
away. Instead, she returned to the 
office every day, rebuilding not only 
her portfolio but her future. She shifted 
her focus to acquiring and managing 
residential properties, steadily growing 
her business again through persistence 
and discipline.

At a time when most women were 
expected to stay at home, she carved 
out her own professional path. Her 
work ethic and resilience became a 
defining influence in the family,  
setting a standard that would echo 
through the generations.

Finding Her Own Way 
Despite her early exposure, Liz did not 
immediately follow the family path. She 
began her career working as an assistant 

to the CEO of a major commercial real 
estate firm. It was there, at 25, that she 
made a pivotal decision. She wanted a 
career where success was directly tied to 
her own performance.

Initially hesitant, she was encouraged 
to consider residential sales. What 
once felt like a step away from her 
original plan soon revealed itself as an 
opportunity. Liz recognized a gap in the 
market and leaned into it, combining 
her competitive nature with a desire to 
build something meaningful.

She never looked back.

Years later, Murphy 
would face a similar 
crossroads. After 
graduating from the 
University of Chicago 
and beginning a career 
in copywriting, she 
found herself drawn 
back to the industry that 
had always been part of 
her life. What began as a 
long-running family joke 
about working together 
quickly became reality.

A Partnership That Clicks 
Working side by side has brought a new 
dimension to their relationship. What 
stands out most is not just their shared 
work ethic, but the way they genuinely 
enjoy the process together.

“It’s a lot of fun. We laugh all day,” 
they share.

Their roles are clearly defined. Liz 
leads the business, bringing 
decades of experience and 
strategic insight. Murphy 
supports across all areas, 
from marketing to client 
interaction, while steadily 
building her own book 
of business with Liz’s 
guidance close behind.

That balance allows 
both independence and 
collaboration. It also 
creates a rare dynamic 
where professional wins 
are deeply personal. 

Each success carries a shared sense of 
pride, grounded in a full understanding 
of what it took to achieve it.

Rooted in Care 
At the heart of their work is a deep 
commitment to care. Murphy sees it 

clearly, not just as a professional value 
but as something she experienced 
growing up.

“She has always gone above and 
beyond in every possible way,” Murphy 
says of her mother. “Now I see that 
same level of care in how she serves 
her clients.”

That mindset extends into every 
interaction. Problem-solving, creativity, 
and a strong sense of responsibility 
shape the way they guide clients 
through major life decisions. It is not 
simply about closing deals. It is about 
doing the job well, every time, with 
intention and integrity.

Looking Toward What’s Next 
As their partnership continues to grow, 
so does their vision for the future. 
The goal is not only to build on what 
has already been established, but to 
ensure that the Lavette and Shorb 
name continues to represent something 
meaningful in the industry.

They want clients to feel immediate 
trust and confidence. They want other 
agents to welcome working alongside 
them, knowing the process will be 
smooth and collaborative.

In the end, their legacy is not defined by 
how long they have been in the business. 
It is defined by how they show up.
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BY LARRA ROQUE

“Treating 
people 
right will 
ensure you’re 

winning.”

THE

ALL IN THE FAMILY

CONTINUING A LEGACY 
BUILT ON INTEGRITYLEGACY

CARR–VO

Bernie Carr 
Founder 

CARR Real Estate 
30+ years

Jen Vo 
Realtor 

Keller Williams 
Capital Properties 

the challenges of building a business. 
The industry was not just a career 
path in her family. It was part of their 
everyday world.

At the center of that world was her 
father, Bernie Carr. His journey into real 
estate did more than shape his own life. 
It built a foundation that continues to 
influence the way Jen approaches her 
work today.

In the Carr–Vo family, real estate 
has always represented more than 
transactions. It reflects resilience, 
integrity, and the belief that treating 
people well is the strongest strategy of all.

Where the Story Began 
The family legacy began with Bernie 
Carr, a man whose path into real 

estate was defined 
by determination 
and personal 
transformation.

After becoming sober, 
a commitment he 
maintained for 51 
years until his passing 
in 2017, Bernie set 
out to create a stable 
future for his family. 

Real estate became the vehicle that 
allowed him to build that future.

What started as a practical  
career choice soon turned into 
something extraordinary.

Over time, Bernie built CARR Real 
Estate into the largest brokerage in 
the Philadelphia suburbs, holding that 
distinction for thirty consecutive years 
in Delaware County, Pennsylvania. 
His influence extended well beyond 
his brokerage. He taught real estate 
at Temple University and served 
as President of the Pennsylvania 
Realtors Association, helping guide the 
profession for generations of agents.

Through every stage of his career, 
Bernie grounded his business in one 
simple principle: treat people right.

Growing Up in 
Real Estate 
For Jen Vo, real 
estate was never 
unfamiliar 
territory. 
She grew up 
surrounded by 
conversations 
about listings, 
negotiations, 
and the ever-
changing 
housing market. While other 
families might gather around the table 
discussing sports or television, the Carr 
household often found itself diving into 
business strategy.

“We always joked that while other 
families were sitting around the 
Thanksgiving table talking about 

For Jen Vo, real estate was never 
something she stumbled into. Long 
before she ever considered the 
profession for herself, it was already 
woven into the fabric of her life.

Dinner table conversations often drifted 
toward negotiations, market shifts, and 

football, we were talking negotiation 
strategies,” Jen recalls.

Those early experiences gave her a 
natural comfort with the industry. The 
language of real estate was something 
she had been hearing her entire life.

Today, Jen carries the family legacy 
forward as an agent with Keller 
Williams Capital Properties, building 
her own business while honoring the 
lessons she learned from her father.

A Legacy That Continues 
Although Jen and her father worked 
in different markets and at different 
stages of their careers, their connection 
through real estate remained constant.

For Jen, entering the same 
profession was more than 
just a career decision. It was 
a meaningful way to continue 
something her father built 
with such dedication.

Even after Bernie’s passing 
in 2017, his influence 
continues to shape the way she 
approaches her work. Every negotiation, 
every client relationship, and every 
professional decision reflects the 
values she watched him demonstrate 
throughout her life.

In many ways, her 
career has become a 
continuation of his story.

Changing Times, 
Shared Values 
Like any industry, real estate has 
evolved significantly over the years.

For Bernie, success was rooted in 
relationships, reputation, and community 
presence. For Jen, those same principles 
still apply, though the tools surrounding 
the business have transformed.

Technology now plays a central role in 
how agents market homes, communicate 
with clients, and manage transactions.

Despite these shifts, the core 
of the business remains 
unchanged. Relationships 
continue to drive results.

Carrying the Values Forward 
The most enduring lesson 
Jen carries from her father is 
simple: treating people right 
will always lead to success.

That philosophy guides the way  
she interacts with clients and 
colleagues alike. It shapes her  
approach to negotiations and reinforces 
the idea that integrity and respect are 

not only personal values but powerful 
business principles.

Growing up in a real estate family gave 
Jen an instinctive understanding of the 
industry. More importantly, it gave her 
perspective on what truly sustains a 
long career. Reputation matters.

The Next Chapter 
Jen already represents the next 
generation of the Carr–Vo real estate 
story, but the legacy may continue  
even further.

Her daughter has already expressed 
interest in becoming a Realtor  
someday, hinting that a third  
generation may eventually carry the 
family tradition forward.

If that happens, it will mark another 
chapter in a story that began decades 
ago with a man determined to build a 
better life for his family.
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Awards Gala

A Night of Recognition: DC & NOVA Real Producers 
Awards GALA 

The DC & NOVA Real Producers Awards GALA was a 
breathtaking celebration of excellence, leadership, and 
community — an evening designed to honor the agents and 
partners who continue to elevate the real estate industry across 
both markets.

Hosted at Culture in Washington, DC, the GALA welcomed top-
producing agents and trusted partners into an elegant, elevated 
atmosphere worthy of the achievements being celebrated. From 
the anticipation of award announcements to the pride shared 
among peers, the evening was filled with moments that reflected 
the strength and unity of the Real Producers community.

The Awards GALA stands as a cornerstone event for DC & 
NOVA Real Producers — not only recognizing success, but 
celebrating the stories, dedication, and relationships behind it. 
Winners were honored, nominees applauded, and the entire 
room shared in the joy of collective achievement.

We extend our deepest thanks to our event sponsors — Units 
NOVA, My Pro Movers & Storage, Pruitt Title, J & J Painting, 
CMG Home Loans, Moyer & Sons Moving & Storage, 
SERVPRO, Chalet Settlements, Ink’d — whose generous 
support made this premier celebration possible.

Every unforgettable moment was beautifully preserved 
through Ryan Corvello’s photography, while Studio R’s video 
coverage captured the emotion and elegance of the evening, 
allowing the experience to live on long after the final award 
was presented.

Thank you to everyone who attended and helped make 
this GALA such a powerful celebration of excellence. We 
are honored to serve this community and look forward to 
continuing to recognize and celebrate its leaders in the  
years ahead.

For more information on upcoming DC & NOVA Real Producers 
events, please contact info@dcmetrorealproducers.com or info@
novarealproducers.com. 

M a r c h  1 2 ,  2 0 2 6
PHOTOS BY RYAN CORVELLO

SPECIAL EVENTS

D C  M E T R O  &  N O VA  R E A L  P R O D U C E R S ’

With thousands of votes cast, this truly represents the 
strength and voice of our community. Congratulations to this 
year’s winners:

Real Producer of the Year: Keith James
Team of the Year: Jonathan Lahey
Rising Star of the Year: Moti Shiferaw
Broker/Owner of the Year: Kymber Lovett-Menkiti
Partner of the Year: Kayla Pereira
Social Media Marketer of the Year: Dustin Cabrera
Class Act Award: Christine Nieva
Leader of the Year: Harrison Beacher
Impact Award: Cheryl Abrams Davis
Ultimate Connector: Molly Branson
Legends in Real Estate: Vincent Ekuban

Your dedication, leadership, and impact continue to elevate 
this industry and inspire those around you.

D C  M E T R O  R E A L  P R O D U C E R S ’  W I N N E R S

Congratulations to Our 
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Tucked into the evolving Ivy City 
corridor, Culture DC is more than just 
a venue—it’s an immersive experience 
designed to bring people together 
through music, art, and connection. 
Located at 2006 Fenwick Street NE, this 
dynamic space has quickly become 
one of Washington, DC’s most versatile 
destinations for unforgettable events.

At its core, Culture is built around 
the idea of transformation. The space 
effortlessly shifts from a high-energy 
concert hall to an interactive art gallery 
or an elevated private event setting, 
creating a backdrop that feels fresh and 
engaging every time you walk through 
the doors.

With soaring ceilings, a customizable 
layout, and full-scale production 
capabilities, Culture is designed to host 
everything from intimate gatherings 
to large-scale celebrations. The venue 
accommodates hundreds of guests, 
while still maintaining a sense of 
intimacy that keeps the energy personal 
and connected.

What truly sets Culture apart is its 
commitment to experience. Every 
detail—from the lighting and sound 

Where Creativity, Energy, 
and Experience Collide

CULTURE 
DC to the flow of the space—is curated to 

encourage interaction and elevate the 
moment. Whether it’s a live DJ set, a 
networking event, or a curated social 
gathering, the environment invites guests 
to engage, connect, and stay present.

The venue also embraces a wide 
range of cultural influences, regularly 
hosting events that span genres and 
communities, from electronic music 
and hip-hop to art-driven experiences. 
This diversity is intentional, reflecting 
Culture’s mission to create a space 
rooted in creativity, inclusivity, and 
shared energy.

For our most recent event, Culture 
delivered exactly what its name 
promises—a vibrant atmosphere, 
seamless execution, and an energy that 
carried throughout the night. It’s the 
kind of place that doesn’t just host an 
event—it becomes part of it.

Culture DC proves that when the right 
space meets the right people, the result 
is something unforgettable.

Cluture: 2006 Fenwick St NE, 
Washington, DC 
https://www.culturedc.com/ 
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IS YOUR BUYER OR SELLER 
MOVING WITHIN THE DMV?
We offer fast and efficient local
moving services.

Let our 
family-owned 
and operated 

team take the hassle 
out of your client's 

move so they can focus on 
settling into their new home.

www.inandoutmovers.net  |  info@inandoutmovers.net  |  301-579-7702 (text)  |  800-346-9857 (call)

Long-Distance Moving: 
Are they planning a big move? We specialize in long-distance moves,

ensuring belongings are safely transported and arrive on time, no matter the distance.



9151 Currency St.
Irving, TX 75063

Digital Reports Delivered Same Day • We don’t just send one inspector to your home, 
we send multiple. Each expert focuses on a specific area.

Exceptional Home Inspection Services
including Asbestos, Mold, and Radon Inspections

QUESTIONS? GIVE US A CALL!
301-246-2254  |  sentinelhi.com

JAMAL HAMPTON
Owner, Licensed Master Inspector

Reg #: 32914

Scan the code!

Ready to
schedule?




